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EMNIMOP®QTIKA MPOrPAMMATA KEBE

«ONE-TO-ONE ONLINE MARKETING FOR SMALL ENTERPRISES »
(100% Enixopnynon ano tnv AvAA)

One to One
Marketing

ANATKH KATAPTIZHZ:

Huepounvieg Aieéaywyng: 12 & 13/11/2019

Mdpoc, =evodoyxeio ANEMI

To One-to-One Online Marketing (Sladlktuakd HAPKETIVYK one-to-one) Tou MOAAEG dopEC eyeipouv Omwce n EAAeLdNn XpoOvou, N EAAeWPn YWVWOEWVY
glvol Pl OUYKEKPLUEVN TIPOOEYYLON OTO SLOSLKTUAKO HAPKETIVYK Kol TG KATL

MWAAOE oUppwva Pe TV omoia oavaAvovtal Snuloupyolvtal Kot
arooTtéAAOvVTaL 0TOUG TTEAATEG EEOTOUIKEUUEVEG TPOOPOPEG MWARCEWY
MAPKETWVYK ME PBAON ML OTPATNYLK TPOCEYYLON. AUTO EMITUYXAVETAL
KUPLlwG HEOW TNG XPNnolpomoinong SLadLKTuaKwWY EPYOAELWY OMWG BACELS
Sedopévwy (databases), mAatpopueg CRM kat emikowvwviag kKA. Auto Tto
HOVTENO TtEpAAUBAVEL:

e AvaAuon Ttwv OAANAETUSPACEWV TWV TEAATWY, ETUXELPNHUATIKOU

UAPKETLVYK KOLL OYOPWV.

o Avamrtuén e€elbikevpévwy topéwv (niche) i pHkpo-TUNUATWY (Micro

segments) TN ayopdg Kat Snuoupyiag

MpoohopwVv.

o EEQTOMIKEUMEVO MAPKETIVYK TPpOG KABe TuAua (segment), yla

UEUOVWHEVOUC TTEAATEG KOL YLOL OUASEG.

e M poKpompdBeoun, oTpatnyLlKn TPOCEyylon Poolopévn ot

Slaxeipon twv oxéoewv pe toug meldteg (CRM) kail otnv dlaxeipion

Baowkwv Aoyaplacuwv (key accounts).

o Aemtopepeic mapakoAouOnon amoteAecpdtwy, Sedopévwv alld Kat
5paoTNPLOTATWY MEAATWV KL EMLOKENTWY 0TO SLadikTtuo

OL HKpEG eTatpeieg otnv KUmpo eival otnv W8avikr B€on va uhomotcouv
™ HEB0SO Tou Sladlktuakol one-to-one PAPKETIVYK apd Ta {NTHuota

H mpdéoBacn HKpwv emixelprioswv otnv Kumpo otn Sladilktuakn
texvohoyia, 6nwg to Mailchimp, Google Analytics, Google Keyword
Finder, Google Console, Google Adwords, Facebook Adverts, ZohoCRM
n Mixpanel (n mapopoLla MPoypAUATA) KAVOUV TO SLadIKTUaKO one-to-
one marketing 1o amOTEAECUOTIKO.

O BaoLKOG OKOTIOG TOU TPOYPAMMUATOG ELval aKPLBWG VA TIOPEXEL OTLG
MLKPEC  ETUXELPAOELS (KATw Twv 49 oTOpwWV) M OTPATNYLKN
TPOCEYYLON yLa TNV avamtuén kat tn dlaxeipion tng peBddou tou one-
to-one UAPKETWVYK TeAATwy, otoxevovtag oe B2B kat B2C tuAuata
mehatwy. IupmeplAapBAvovtol TOOO OL gyxwplol 000 Kal oL
e€aywyLkol TEAATEG.

H etaipiki eniockePn Ba npocappdcel TG pe@odoloyicg autég otTig
€LOIKEG amaTtiOoeL KABe LKpnG emixeipnong. Baotkn otiaon 6w 6a
€ival n mpoodopd antwv Kot TPAKTIKWY MAALoiwY Kot LeBASwv Kot
epyaleiwv kaBwg Kat n ene§ynon tng epapHroyng Toug HECW
TPAYLOATIKWV TEPUTWOEWV (case studies). Oa e§etactolv Kot Oa
avaAuBoUV oL EUTMELPIEG TWV ULKPWV EMXELPHOEWV
otnv Kumpo kat Stebvag.

META THN OANOKAHPQZH TOY NMPOTPAMMATOZ Ol KATAPTIZOMENOI OA EINAI ZE OEZH NA:

e AvantUfouv Kol vo Katnyoplomolioouv (Tunpatomnoljoouv) meldteg: B2B kal B2C, eyxwploug Kot e§wteplkolg, He Baon ta dnuoypadikd

otolxeia meAatwv Kol To MPodiA ayopwv Toug

e Tvwpilouv we va ggaydyouv, avaiuouy, tafvopoly kat va Staxetlpilovtal ta Sedopéva meAaTwy Toug
e Avanmtlooouv Kal va TLLOAOYoUV ELOIKEG TIPOCGHOPES TPOTOVTWY I UTINPECLWV YLa KAOE TUAUA TTEAQTWY
e [vwpilouv nwc va eéaodalifouv mehatelakn ddsla MwARoewy, (permission to market), mpoodpépovrag afia aAAd Kot cUPHOpdWCn UE TO

YEVIKO Kavoviopd mpootaciog mpoowriikwyv dedopévwy (GDPR)

e Avantiooouv Kal va epappuolouv SLOSIKTUAKEG KAUTAVIEG UAPKETLVYK one-to-one, cupmepAapBavouévwy twv ebappoywv tou Mailchimp,
ZohoCRM, kowwvikwv péocwv, Pndlakng Sladrponc, EMOVAcTOXEVLONG Kot EMAVOANTTLKOU UAPKETIVYK (retargeting or remarketing of online
advertisements) kot CRM 1] Baotkég kapmdavieg Staxsiplong Aoyaplacpwy (account management / loyalty management).

e Avantiocouv TpoUTOAOYLoMO, KOOTOAOYNOon Kol 0§LoAdYynNon TwV amoTEAECUATWY Kol amddoong emevlUOEwWV yla TPOUTOAOYLOUOUG
SLadIKTUaKWY Kaumaviwy (return on investment of online marketing campaigns)

e [vwpilouv Béuata mou adopolv tn Slaxeiplon TG NAEKTPOVLIKAG EUmiotoolvnG (online trust) kat Tng aodpaelag SeSopévwy.

To npdypappa eyKpiBnke and Tnv AvAA. O EMXEIPHOEIS TOU
CUPHETEXOUV UE EPYOSOTOUMNEVOUS TOUS, O OO0 IKAVOIToIouv

Ta KPITHPIa TNG AVAA, 80 TUXOUV TNG OXETIKAS EMIXOPHYNONS.

. Apxn AvanTuEna
& Avepwnivou
AuvvapikoU
Konpou
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ANEYOYNETAI

To mpoypappa ameuBivetal oe I6oktrteg, AlEUBUVTEG Kol YMeUBUVOUG TUNUATWY TANPOdOPLKNG, HAPKETIVYK, TIWANCEWV KAl OTPATNYLKOU
OXeSLAOUOU MIKPWV ETUXELPAOEWV (UEXPL 49 epyalopevouc). Ot ouddec-0TOXOL yla aUTO TO MPOYPAUMA EIVOL OL ULKPEG ETILXELPNOELG TIOU ETULOLWKOUV
va BeATwoouy TIg SuvatdTNTEG TOUG 0To one-to-one online HAPKETLVYK TO OTtol0 £XEL OTOXEUGN OE CUYKEKPLUEVA TUARaTa (segmented marketing). Aev
UTIAPXOUV TOUEAKOL TIEPLOPLOLOL.

H AOMH TOY MPOTPAMMATOZ
To MPOYPAUUA TIOU Elval TTPOKTIKAS dUang meptAapBAveL Tooo Wpupatiky (14 wpeg) 660 Kol evEOEmIXELpnaLakh (7 WPEC) KaTdpTion.

H etaipwkn eniokedn Ba mpooappdoel TI¢ peBoSOAOYIEG KATAPTLONG OTLG CUYKEKPLUEVEG OUMALTNOELG TNG KABe emixeipnong kal Oa cupmeplAafet
Snuoupyla oxediwv online avamntuéng yla kabe emneipnon. Baoko péAnua katd tnv emioken Ba eival va kaAudBoUlv amtd Kal TPAKTIKA MAAoLO Kot
péBodol kabwg kat va enegnynBel n edapuoyn Toug pe mMpaypatikd nopadeiypata (case studies) kat epyadeia. Emiong, 6a mapouciactolv katl Ba
avaAuBouv oL eumeLpieg Twv eTatpelwy otnv KUmpo kat Stebvwg.

AIAAZKAAIA
310 mpoypappa Ba 516ageL o ENAnvoapepLkavog eumelpoyvwpovag kog Philip Ammerman. To npoypappa Ba die€axBbel otnv AyyAikn yAwaooa.

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

To mpoypoppa €xel eykplBel amd tnv Apxfi Avamtuéng AvBpwrivou MPOKETAL TPOYUOTIKA Yl L0 OVEROVAANTTN KOl OLKOVOWLKG
Auvvapkol ocav  TPOYPOUMA  {WTIKAG onuaciag. To  TPOypappa cupdEpouoa eukalpia TOU TPpoodEPETaL Yl avaPBaduion Twv
enyopnyettat €€ olokAnpou amo tnv AvAA kaL wG ek toutou &gv Kumplakwv Emxelprioewv adol To TPAYMATIKO KOOTOG GUMMETOXNG
UTTAPXEL OTIOLOLSNTIOTE OLKOVOWLKK) EMLBAPUVON YL TG ETUXELPHOELG av 8gv uTNPXE N emxoprynon tng Apxng Ba rjtav touldyloto €1785
e€atpoupévou tou O.N.A. Na onpewwdei ot kat to O.M.A. emotpédetal KaL potpénovrat OAoL Onwg TV ekpeTarAeuBolv oto Emakpo.

OTLG €TaLPE(EC KOl SV OIOTEAEL KOOTOG YLA TLC EMUYELPIOELC.

NIZTOMNOIHTIKO NAPAKOAOYOHZHZ
To KEBE Ba epodldoel 6AOUG TOUG CUUUETEXOVTEG e MioTomotnTikd MapakoAouOnong.

AHAQZEIZ SYMMETOXHZ2
Ol AnAwoelg Zuppetoxng va amootéAovtat oto KEBE, e-mail: gvenizelou@ccci.org.cy pa. 22668630 to apyotepo péxpt tn Tpitn 05 Nosgpuppiov 2019.

MNa neplocotepeg mAnpodopic napakaAeicBe Onwe eMKOWVWVEITE pe ToV K. Xpioto TavteAé oto KEBE, TnA. 22889840,
o o@ daf: 22668630, T.K. 21455, 1509 Asukwoia.
o Sl

Tponoi NMAnpwUNRG

1. Me Emitayr) oTo ovopa Tou KEBE

2. KaTabeon oToug nio katw Aoyapiacuouc
TPANEZA KYNPOY EAAHNIKH TPANEZA
APIOMOZ AOIrAPIAZMOY 0194-12-006537 APIOMOZ AOIFAPIAZMOY 121-01-013924-01
IBAN NO.: CY 16 0020 0194 000 000 12 0065 3700 IBAN NO.: CY25005001210001210101392401
BIC: BCYPCY2N BIC: HEBACY2N

3. Méow TnG Ynnpeoiag JCC SMART nar@vTag oTov akoAouBo ouvdeopo:
https://www.jccsmart.com/e-bill/32522039
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Tuesday 12/11/2019

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 C(leaning 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 13/11/2019

08.45-09.00
(0.25)

Registrations

09.00-10.45
(1.75)

Gaining Permission to Market: Value
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
(0.25)

COFFEE BREAK

11.00-12.45
(1.75)

Effective One-to-One Campaigns and ROI
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
(1.00)

LUNCH

13.45-15.30
(1.75)

Gaining Permission to Market: GDPR
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
(0.25)

COFFEE BREAK

15.45-17.30
(1.75)

Online Trust and Security
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
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sl et ARA@ON ZUPPETOXAG

EmBupouye va oac NANpopOopriooupE OTI eVOIAPEPOPATTE VA CUPHPETACXOUNE OTO ZEUIVAPIO MOU dIOPYAVMVEI TO
KEBE pe 0¢ua:
« ONE-7TO-ONE ONLINE MARKETING FOR SMALL ENTERPRISES>

Zroixeia Enixeipnong / Opyaviopou
‘Ovopa Enixeipnonc:

Ap. MnTpwou EpyoddTtn Kolvwviknv Aopaiioswy:

TnA. dat.
AiguBuvon:

T.0. T.K.
E-MAIL:

Ap. SUPHETEXOVTWV:

O Nagoc 12 & 13/11/2019  (Sevodoyeio ANEMI)

ZTOIXEIAQ ZUPHETEXOVTWV

OvopaTa ZUPPETEXOVTOV: O¢on otnv Etaipeia:
R

2 e e e a e e e aaaaes

B e a e e ——————aa e e anaaes

«Eyw o/n , On\wvw OTI gipal ave Twv 18 eTwv. E&ouciodotw To KEBE va

XpnoidonoloUv OAa Ta nio Ndve NPoownika 6ed0UEVA e OKOMO TNV GUUHETOXN OTO MIO NAVW OEMIVAPIO. [

E€ouoiodoTw To KEBE va pou anooTéAAouv napopoiag puong JeE TNV Mo NAavw ekONAWAON EVNHEPWTIKO UAIKO 0€ JEAOVTIKO Xpovo. [
Evnuepwvopal 0T duvatal va avaptnBolv o I0TOCENDEG f/Kal 0Ta PECA KOIVWVIKNG JIKTUWONG PwToypagieg r/kail Bivreo ano n
OUYKEKPIKEVN EKONAWON OTIC onoieg epgavidopal, yia okomnoug NPoBoAnG TNG ekdnNAwaong. Eav dev npoPeite oTn OXETIKR €£0UCI000TNON
npog 1o KEBE yia Tn diatnpnon Twv Sedopévwv aag yia MEANOVTIKN enikoivwvia, autd 8a kataoTpagouv He To NéPAg TnG kONAWONG.
Mépav Tou JIKAIMPATOC ANOCUPONG TNG OUyKaTABeong oag, JIaBETeTe enmiong Ta JdikaiwpaTta npooBaong S10pbwaong, diaypagng,
@opnTOTNTAC, NeplopioyoU 1 avTiTaéng oTnv eneepyaaia Twv deDOPEVWV 0AC, TA Oroid WMOPEITE va €EA0KNOETE PEOW YPAMTAG AITNONG
oTo KEBE. AlaBTeTe €niong To dikaimpa kaTayyeAiag oo Mpageio Emmponou Mpoownikonv ADOPEVHV».

HUEPOUNVIA <. YIOYPAD vttt re e
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