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ANATKH KATAPTIZHZ:

To One-to-One Online Marketing (Sladlktuakd HAPKETIVYK one-to-one) mou moAAEG dopEC eyeipouv Omwce N EAeLdn xpdvou, n EAAeln yVWoswv
€lval UL OUYKEKPLUEVN TIPOCEYYLON OTO SLOSIKTUAKO HAPKETIVYK KOl TG  KATL

MWANCEL oUpdwva Pe TNV omola avoAvovial Snuloupyolvtol Kat
arootéAAovTal 0ToUG TTEAATEG EEOTOUIKEUUEVEG TPOOPOPEG MWARCEWY N
MAPKETWVYK HE BAON MO OTPOTNYLKA TPOOEYYLON. AUTO ETMITUYXAVETAL
KUPLwG HEOW TNG XPNolpomoinong SLadLKTUOKWY EPYOAELWY OMWG BACELS
Sdedopévwy (databases), mAatpopueg CRM kat emikowvwviag KA. Auto To
poVTEND TiephapuPAveL:

e Avdluon twv OANAeTSPACEWV TWV TEAATWY, ETLXELPNIOTIKOU

UAPKETLVYK KOLL OYOPWV.

o Avamrtuén e€elbikeupévwy topéwv (niche) N Hkpo-TUNUATWY (Micro

segments) TN ayopdg Kat Snuoupyiag

TPochOoPWV.

o EEQTOMIKEUMEVO MAPKETWVYK TIPOG KABE TuApa

UEUOVWHEVOUG TIEAGTEG KaL YLl OUADEC.

e M poKpompdBeoun, oTpatnylkn TPOCEyylon Poolopévn ot

Slaxeipion twv oxéoswv pe toug meldteg (CRM) kat otnv Slaxeipion

Baotkwv Aoyaplacuwv (key accounts).

o \EMTOMEPELG TtapakoAoUBnon amoteAeoudtwy, dedouévwy aAld Kot
SpAOTNPLOTATWY MEAATWY KO ETILOKEMTWY 0T0 Sladiktuo

(segment), ylo

OL Jkpég etalpeieg otnv KUmpo elval otnv 8avikn B€on va uAomolicouv
™ HEB0SO Tou Sladilktuakol one-to-one PAPKETIVYK Mapd Ta {NTHuoTa

H mpdoBaon Hkpwv emixelprioewv otnv Kumpo otn Sladktuakn
texvohoyia, onwg to Mailchimp, Google Analytics, Google Keyword
Finder, Google Console, Google Adwords, Facebook Adverts, ZohoCRM
n Mixpanel (n mapopoLla mpoypapaTa) KAVOUV TO SLadIKTuaKko one-to-
one marketing mLo AnMOTEAECUATIKO.

O Baokog oKOTOG TOU TIPOYPAMUATOS Elval aKPLBWE Val TIOPEXEL OTLG
MIKPEG  ETUXELPAOELS (KATw Twv 49 aTtopwv) WA oTPATNYLKA
TPOCEYYLON yLa TNV avamtuén kat tn dlaxeiplon tng peBodou tou one-
to-one MAPKETWVYK TeAATwy, otoxevovtag oe B2B kat B2C tunuata
melatwy. upmeplhapPavovtal TO0O oL gyywplol Gco KAl oL
e€aywyLkol TeEAATEG.

H etatpkn eniockedn Oa npocappuooel tig peBodoloyisg autég ot
€L6LKEG Mot OELG KAOE pKPNG ETUXEipnONG. Baowkn gotiaocn 6w Oa
eival n mpoodopd antwv Kot TPAKTIKWV MAaLoiwv Kot LeBESwV Kat
epyadeiwv kaBwg Kat n ene§ynon tng epopHoyng ToOuG HECW
TPAYHOATIKWV MEPUTTWOEWV (case studies). Oa e§etactolv Kat Oa
avaAuBoUV oL EUMELPLEG TWV ULKPWV ETUXELPHOEWV
otnv Kompo kot Stedvwg.

META THN ONOKAHPQZH TOY MPOTPAMMATOZ Ol KATAPTIZOMENOI OA EINAI ZE OEZH NA:

e Avamrti&ouv Kol va KATnyopLOToLoouV (Tunuatonotjoouv) mehdteg: B2B kat B2C, eyxwploug kal e€wteplkols, e Baon ta Snuoypadikd

otolxela meAaTtwy Kat To tpodiA ayopwv Toug

e [vwpilouv wg va e€aydyouv, avaiuouyv, tagvopoly kat va Staxetpilovtal ta Sedopéva meAaTwy Toug
e Avantooouv Kal va TLHOAOYOUV eLSIKEG TPOOGOPES TTPOLOVTWY H UTINPECLWY YL KAOE TUAKA TTEAATWY
e [vwpilouv nwc va eéaodalifouv mehatelakn adela mMwAnoewy, (permission to market), mpoodpépovrag afia aAld Kot cupuopdwon Ue To

YEVIKO Kavoviopuo mpootaciog mpoowrikwy Sedopévwy (GDPR)

e Avantiooouv Kal va epappuolouv SLOSIKTUAKEG KAUTAVIEG UAPKETIVYK one-to-one, cupneplAapBavouévwy twy ebappoywv tou Mailchimp,
ZohoCRM, kowwvikwv pécwy, Pndlakng Sladprpiong, EMavacTtOXeVonG Kol EMAVOANTITIKOU UAPKETLVYK (retargeting or remarketing of online
advertisements) kat CRM 1} Baotkég kaumavieg Staxeipiong Aoyaplacuwy (account management / loyalty management).

e Avamnrtuooouv TPoUTOAOYLOMO, KOOTOAOYNGn Kol afloAOynon TwWV OTOTEAECUATWY Kol amodoong emevdUcewv yla TpoUnmoAoylopolg
SladikTuaKkwy Kapmaviwy (return on investment of online marketing campaigns)

o [vwpilouv Bépata mou adopolv Tn Slaxeiplon TG NAEKTPOVLKAG EULoToolvng (online trust) kat tng aopalelag Sedopévwy.
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AMNEYOYNETAI

To mpoypappa ameuBivetal oe I6oktrteg, AlEUBUVTEG Kol YMeUBUVOUG TUNUATWY TANPOdOPLKNG, HAPKETIVYK, TIWANCEWV KAl OTPATNYLKOU
OXeSLAOUOU MIKPWV ETUXELPHOEWV (UEXPL 49 gpyalopevoug). OL OpHASEG-0TOXOL YLOL AUTO TO TIPOYPAUMA EIVOL OL UKPEG ETILXELPIOELG TTIOU ETULOLWKOUV
va BeATwoouy TIg SuvatdTNTEG TOUG 0To one-to-one online HAPKETLVYK TO OTtolo £XEL OTOXEUGN OE CUYKEKPLUEVA TUARaTa (segmented marketing). Aev
UTIAPXOUV TOUEAKOL TIEPLOPLOLOL.

H AOMH TOY MPOTPAMMATOZ
To MPOYPAUUA TIOU Eivat TPAKTIKAG GUong epAapBAvEL TOoO WpupaTikA (14 wpeg) 6o Kal evboemixelpnotakn (7 wpeg) Katdption.

H etaipwkn eniokedn Ba mpooapudoel TI¢ peBoSOAOYIEG KATAPTLONG OTLG CUYKEKPLUEVEG OUMALTNOELG TNG KABe emixeipnong kot Ba cupmepAafet tn
Snuoupyla oxediwv online avamtuéng yla kaBe emxeipnon. Baowko péAnua katd tnv eniokePn Ba eival va kaAudpBoUv amtd Kal TPaKTLKA MAaiola Kot
péEBodol kabwg kat va eme€nynBel n edapuoyn Toug pe Mpaypatikd mopadeiypata (case studies) kat epyaleia. Emiong, Ba mapouciactolv kat Ba
avaAuBouv oL eumeLpieg Twv eTatpeLwy otnv KUmpo kat S1ebvwg.

AIAAZKAAIA
310 mpoypappa Ba 516ageL o EAAnvoapepLlkavog eumelpoyvwpovag Kog Philip Ammerman. To npoypappa Ba die€axBel otnv AyyAikn yAwaooa.

AIKAIOMA 3YMMETOXHZ (€1785+ €339,15 @®.M.A.)

To mpdypappa €xel eykplOei amd tnv Apxfp Avamtuéng AvBpwrivou
Avvapkol oav mpoypappa {wTkng onuoaociag. To Tpoypoupa
enyopnyeitat €€ olokAnpou amo tnv AvAA Kol wG €k ToUTou Sev
UTTAPYEL OTIOLALSTIOTE OLKOVOULKA EMLBAPUVON YLaL TLG ETIXELPIOELG
eatpoupévou tou @.M.A. No onpewwbel ot katr to @.N.A.

MPOKEITAL TPOYUOTIKA Yl L0 OVERAVAANTTN KOl OLKOVOWLKA
ocupdépouvoa sukalpia Tou TpoodEpeTal ylo avapabuion Twv
Kumplokwv Emxelprioewv adol To TPAYHATIKO KOOTOG CUMMETOXNG
av dev unnpxe n emxoprynon tng Apxng Ba rjtav touldyloto €1785
KaL potpénovrat OAoL Onwg TV ekpetarAeuBolv oto Emakpo.

emotpédetal ot etalpeieg koL Sev amotelel KOOTOG ylo TLG
ETUXELPNOELG.

NIZTONOIHTIKO NAPAKOAOYOH2HE
To KEBE Ba edpobidoel GAoUG TOUG CUUUETEXOVTEG Me MioTomonTiko NapakololOnong.

AHAQZEIZ 3YMMETOXHZ
Ot AnAwoelg Zuppetoxnc va anootéAhovtat oto KEBE, e-mail: gvenizelou@ccci.org.cy ¢pag. 22668630 to apyotepo pEXpL tn Néuntn 04 Anpihiou
2019.

Ma neploocotepeg nAnpodopicg mapakaAeiobe Onwe emkovwveite pe tov K. Xpioto TavteAé oto KEBE, tTnA.
22889840, as: 22668630, T.K. 21455, 1509 Asukwoia.

Me ektipnon,
Xplotog TavteA£g
yla Feviko Mpoppatéa

/B ’l.r II.T

One to One
Marketing
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AvaAutiko QpoAoyio Mpoypauua

Tuesday 09/04/2019

08.45-09.00 : Registrations
(0.25)
09.00-10.45 Foundation of One-to-One Marketing
(1.75) Overview of strategic and segment-based marketing in general (state of the art) as well as in small enterprises.
This illustrates basic approaches and requirements for a) technology evolution: from large-scale enterprise
resources planning (ERP) and customer relationship management (CRM) systems from Oracle or SAP to small-
scale, software-as-a-service systems such as ZohoCRM; b) online marketing categories and tools; c) customer
segmentation and database management
e One-to-one online marketing for small enterprises
e Strategic selling
e Key account management
e Customer relationship management (CRM)
e Classic customer segments and motivators
e Special offer development and management
10.45-11.00 COFFEE BREAK
(0.25)
11.00-12.45 Customer Data and Segmentation
(1.75) Each small enterprise has certain customer data available to it. This includes tacit data, i.e. the personal
knowledge of the customer held by company executives, and tangible data usually from accounting systems,
product catalogues, central reservation systems, quotations offered, email, etc. This module reveals how data
can be extracted, consolidated and segmented. The segmentation will include developing consumer (and
customer) profiles based on key psychographic profiles:
e Male /female
e Age cohort
e lLanguage and location
e Price sensitivity
e Prestige sensitivity
e Purchase groups and value chains (B2B,B2C,B2B2C)
e Special experience
12.45-13.45 LUNCH
(1.00)
13.45-15.30 | Cleaning and Preparing Customer Data
(1.75) Customer data tends to be full or errors, double log-ins, mis-identification and wrong information. We will
demonstrate how to extract, clean and prepare customer data. This includes:
e Exporting data
e Cleaning data
e Adding segmentation information
e Hosting data in offline databases, suitable for email exports
15.30-15.45 COFFEE BREAK
(0.25)
15.45-17.30 | Online Hosting of Customer Data and Data Segmentation
(1.75) This session links the offline hosting and segmentation of customer data with its use in online applications such
as Mailchimp. This module reviews:
a) Mailchimp list management
b) Adding segments and other forms of creating targeted lists
c) Using and updated lists online
d) Establishing feedback between online list management and offline data
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Wednesday 10/04/2019

08.45-09.00 Registrations
(0.25)
09.00-10.45 | Gaining Permission to Market: Value
(1.75) The core aspect of gaining customer permission to market is to have a high value proposition. Without this,
customers will unsubscribe or otherwise drop out of the process. This module explores various value
propositions for special and tactical offers, including:
e Special offers
e Tactical offers
e Discounts versus Flash Offers
e Customer regeneration campaigns
e Customer loyalty campaigns
Examples of successful campaigns from small enterprises will be provided
10.45-11.00 COFFEE BREAK
(0.25)
11.00-12.45 Effective One-to-One Campaigns and ROI
(1.75) This module develops a strategic framework for one-to-one marketing, with a focus on B2B and B2C meeting,
including a full spectrum of marketing tools including:
e Email
e Key account meetings
e Group meetings / focus groups
e In-premise marketing
e Loyalty marketing
e Content marketing
e Referral marketing
12.45-13.45 LUNCH
(1.00)
13.45-15.30 | Gaining Permission to Market: GDPR
(1.75) The EU General Data Protection Regulation (GDPR) establishes specific requirements and protocols for the
storage, use and transmission of customer data. This module explores GDPR, the findings of the Cyprus Data
Protection Authority, and best practise for small enterprises to date. This module reviews everything a small
enterprise needs to do to comply with GDPR. This includes:
a) Assuring sales partner compliance (Affiliates, B2B2C chains, etc)
b) Assuring own compliance
c) Dataand data storage requirements
d) Data protection officer
15.30-15.45 COFFEE BREAK
(0.25)
15.45-17.30 | Online Trust and Security
(1.75) This module concludes the one-to-one marketing programme with an overview of threats to online trust and
security, and methods of managing against them. The content includes:
a) Data breaches
b) Phishing,Spamming, Identity Theft
c) How to recognise phishing emails
d) Method for securing customer data: encryption, physical access restrictions, online access restrictions
e) Defending against hacking
The module will conclude the training with a summary of how small enterprises in Cyprus can use one-to-one
marketing to successfully differentiate themselves against their competitors, and use low-cost, proven tools to
do so

To mpoypapua syxkplilnke and Tnv AvAA. Or semMIXEIpHOEIS TTOoUu Apxh AVANTUENG
CUUUHETEXOUV UE EPYOIOTOUUNEVOUS TOUSG, OFf OMOIol IKavonolouv Aveponivou
Ta KpITAPIa TG AVAA, B8a TUXOUV TrNS OXETIKIGC SEmMXopnynons. A AUvVaLIKOU
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AfiAwon Zuppetoxig

EmiBupovpe va 0ag TANPO@QOPCOVHE OTL EVOLAPEPOUACTE VO CUUUETAOXOUIE OTO ZEUIVAPLO TTOU SLOPYAVIOVEL TO
KEBE pe 0¢ua:
« ONE-TO-ONE ONLINE MARKETING FOR SMALL ENTERPRISES »

‘Ovopa Emtiyeipnong:

Ap. Mntpwov Epyodotn Kowwvikwv Ac@aricewv:

TnA. dat.
AebBuvon:

T.O. T.K.
E-MAIL:

Ap. EpyoSotouvpévwv:

[] Aevkwoia, 09 & 10/04/2019 (Zevodoxeio HILTON PARK)

Ovépata Tvppeteydviwv: 0¢omn otV ETaupsia:

L o e e e e e esss e nnreesee s ennnennsine eeeeesesseseseseeseeseeseassreseseeeeeneasaneneeeeenteseeeesansnne
/T

B et e e e e are e e eeesa e neeeeeeesessssenneneeneeesnenness eetetesesessesseesesseeseseeseassseseeseseeneananrnseeeeeeseanmnnne

«Eyw o/n , OnAwvw OtL eipat avw twv 18 etwv. E€ovolodotw to KEBE va XpnoLlomolovv

OAQ TOL TILO TAVW TPOCWTIKE SE60UEVA UE OKOTIO TNV CUMMUETOXH OTO TILO TAVW oepvapto. [

E€ouolodotw to KEBE va pou arnmooTéAouv mapopoLag puong Le TV 1o dvw ekSHAWGN EVNUEPWTIKO UAKO ot LeAovTLko xpdvo. [
Evnuepwvopat 6t Suvatal va avaptnBouv oe LotooeAideg f/KaL oTa HEoA KOWWVIKAG Siktuwaong dwtoypadieg f/kat Bivieo amod tn CUYKEKPLUEVN
ekbrAwon otig onoieg epdavilopal, yia okomoug mPoPoAng g ekdnAwaong. Edv dev mpoPeite otn oxetikr e€ouaclodotnon mpog to KEBE yla tn
Satipnon twv dedopévwy cag yla HeAAOVTIKA emkowvwvia, autd Ba kataotpadoulv pe to MEPAg G ekdAAwong. Mépav Tou SIKOLWUATOC
anodoupong TnG ocuykatdbeong oag, Slabétete eniong Ta Swkalwpata npodcpaocng, dtopbwong, Staypadng, bopntdTNTAG, MEPLOPLOUOU 1 avTitagng
otnv enegepyacia Twv SeGOUEVWV COC, TA OTOL UMOPELTE Vo €§OKNOETE HEOW ypamtng aitnong oto KEBE. AlaBétete emiong 1o Sikaiwpa
katayyeAiag oto Mpadeio Emtpomnou Npoowrikwyv AeSopévwv».

HUEPOUMVIO et e YTTOYPOUPI ceenveeeteneee e e
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