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ITPOAOI'OX

H mapaxatw peAétn eotialet otnv katavonor) twv social media wg egyaAeio
marketing kat 1o ovyKeEKQIUEVA OTNV VIO ETNOT TOVS ATIO ETILYELQNTELS TIOV
avrjkovv otV katrnyopia Business-to-Business (B2B). H épevva mov moaypa-
torton)Onke Baolotnke oto Technology Acceptance Model kat otnv Oewola
TWV TOQWV Kal epaguoCetat oe B2B emyeonoeic g EAA&dac xonouo-
TIOWWVTAG EUTIELQLKT), TTOOOTIKN éQevva. LTI HéQec pag Ta social media e-
doawvovtat OAo kat meQLoodteQo. OL EMMIXEIQNOTELS Tt XQNOIHOTIOLOVY WG
HECO DLAXPNLOTIC Kol TTEOWON 0TS TV LTINEECWV TOVG divovTag Wiaiteon
éupaon pe TNV maodo tov Xeovov. ITAéov amoteAovv ,adxpploprnta,
éva Héoo mEOowONOTE MEOIOVTWY KL VTINEECLOV 08 OAESG TIG XWOES TOV KO-
opov. Ta ke@aAato kat oL TOEOL TTOL DATIAVOVVTAL Y ALTA AVEAVOVTAL OL-
VEXWS, KATL TTOL DELXVEL TI ONUAVTIKOTI)TA TOUG 0TO OVYXQOVO ETILXELQELV.
Ye emimedo Marketing ta social media éxovv dlelodvoel yix T kKaAd oTig
Business-to-Consumer (B2C) emtixeiprjoeig eva ta teAevtaia xodvia yivovtat

oAoéva Kat 1o dNUOPIAT) o€ avtég mov vrootneiCovv to B2B povtéAo.

Ot emixeprjoels divouv WLALTEQN EUPAOT] OTIS TOALTIKES TTOL AVATITOOCOLY
TAVW 0& AUTA, £PAQUOLOVTAS TAQAAANAQ OTEATNYIKES HEOW AVTWV Y

™V eEROPAALOT) TOL AVTAYWVIOTIKOV TAEOVEKTI|UATOG.

Ot magdyovteg mov peAemoape otnptCovtat oto Technology Acceptance
Model pe okomd va mpoodioglotel To katd doo eivat mEdOvueg ot B2B emi-
Xewnoels va viobetoovy ta social media wg péow pdoretivyk. Me Bdon
AVTOUG TOUG TAQAYOVTEG AQXIKA dATUTIWOAME KATIOLEG LTIOOETELS OTTIOV
oTIG omoleg otnEIleTal TO HOVTEAO TIOL TTEOTELVOLHE. LT OLVEXELX OTULOVQ-
YMONKE TO €QWTNUATOAGYLO, OTIOL OL ATIAVTI|OELS TOL akoAovBovoav TNV
kAlpaka Likert, to omolo otaAOnke otig emxeionoeis. H mAateoopa amna-

vIroewv €ueve avoryTr ano tov Magtio éwg tov AmpiAo 2019. H épevva



noaypatomno)0nke oe peyaAeg kat pucgopeoateg B2B emixelproels, duago-
0wV KAGDWV OTWS TANQOPOQLKTY, YewQYla Kal KTNvVoTteo@la, TOpéag TnAe-
TUKOLVWVLWYV, eloaywyn Kat eumopia KTA. Ta eowtnuatoAoyiax mov ovAAE-
xtnkav etvat 80 kat 1) otaToTiKY) avaAvon toug éyve pe to SPSS. Eva amd
TA TUO OTUAVTIKA EVOTHATA OTLOXEOOV OAEG OL ETALQLEG TTOL ATIAVTNOAV OTO
EQWTIUATOAOYLO XOTOLHUOTIOLOVV TOVAQXLOTOV €vax social media yia tnv mEo-
BoAM Tov mepLexopévov tovg, He to Facebook paAiota va éxel éva ovvtol-
TUTLKO TTOOOOTO XONOT|G ,TEPLOTOTEQO ATto KABe dAAo social media mov ava-

@éQeTalL HEoA OTNV €0EVVA HAC.
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EIXAT'QI'H

To duadiktvo A€oV éxeL yiveL avamoomaoTo KOUUATL TNG Cwn|g pHag EXOVTag
ETNOEATEL TOOO TOV TEOTIO TIOV ETUKOLVWVOUE OO0 KAL TIG KATAVAAWTIKES
Hac ovvrBetec. Méow avtov éxet dnuoveyndet évag véog T1o0mog aviaAAa-
VNG andpewv kat TANEOPORLWV aAA&LOVTAS AQdNV TOV TEOTO AELTOLQYIAG
TWV AYOQWV Kal Kat' ' emékTaor Tov marketing.

O emixeipnoelg onuepa Xonotpomolovv ta social media kvilws yiax va emi-
KOLVWVOLV HE évav Tio HeYAAO aplOpo avOewTwy oL 0ToioL HToQovV va &-
TIOKEPTOVV TO site Toug kabwg eTlong kAL va to mEotetvovy oe teitovg. E-
TOTG TA KOWWVIKA& péoa TG BonBovv va kKdvouv TV €lkOVa TOUG TILO TIQO-
oLt KL QUALKT) OTOVG XOT|OTEG.

Ta kovwvika péoa TEOOPEQEOLY LA TIO ARLECT) ETIAPN UE TOVS KATAVAAW-
TEC 1) TOUG TUOAVOUG TEAATES Kol AUTO 0€ OLVOLAOUO UE éva KaAopTiay-
pévo blog rkat pa TEOWONTIKT) KaUTavia umogel va 0dnynoetL oe peyaAn e-
rutvxla. Ta social media pe ) duvatotnTa MOV TAREXOLVV OTIC ETILXELQNOELS
va avePAlovy wToyQapies, PIVTEO KTA. LETATOETOVV TNV OX£0T) TWV ETAL-
QLWV UE TOUG TEAATES TOVG OE€ TILO TIQOTWTILKN.

Ot Adyol kat T MAEOVEKTIIHATA IOV TEOO@PEQOLV Tat social media ka1 e-
PAQHOYT] AVTWV ATIO TIC eTIXEIQNOELS eival ToAvaglOua. Ou emtyelpnoelg
HUTTOQOVV v eEao@aAioovy 1 kal va avENOTOLY TO TTEAATOAGYLO TOVG péor
amd avtd, divovtag éueaon ota TEOLOVTA KAL TIC VTINEETLEg TTov BEAoLY va
npowOnoovv. H ermukovwvia yivetatr 6Ao kat evkoAoteon péoa ano ta €o-
YaAeia chatting kot posting mov mapéxovtal H apecotnta mov mpoogépovv
amoteAel oNUAVTIKO oToLxelo piag kat eivat mTeooBaoipua 1000 amd NAeKTQO-
VIKOUG VTIOAOYIOTEG OO0 Kol aTtd Kivntd smartphones kaut tablets. Ertiong oi-
VOLV T1] OLVATOTITA OTIG ETILXELQTOELS VA TTARAKOAOVOOVV TIC VEES TATELS
TWV AY0QWV KAl va BOALOOOKOTOVV TOV AVIAYWVIOUO BOLOKOVTAS OLVEXWS
véeg evkalpleg kat T1oomovg eEEALENG. Eva axoun mAgovékTnua oto omoio
eEumnpetovv etvat To TAOVOL0 VAWKO kat 0 peYAAog 6 ykog dedouévwy Tov



dlBétovv. Aev elval TuXalo TO YEYOVOG OTL TAEOV XQTOLHLOTIOLOVVTAL VIO €K-
TIADEVTIKOVG OKOTIOUG AAAX KAL Yl HEYAATC XQOVIKT|C OLAQKELXG courses.

Eva ta kowvwvikd péoa diktvwoelg oe emimedo b2c etvat aitepa dradedo-
pnéva oto b2b 1 epappoyr) Toug Poloketal akopn oe mEwpo otddo. H on-
HLEQLVT] KATAOTACT) WOTOOO0 AAAX KAL OL TACELS TNG ETIOXNG 00N YOoUV 010 va
XONooTIolVVTAL 0Aoéva Kat mepoootepo. Ot ovvONKeS avTaywviopov
TIOV ETUKQATOVV AAAA KL OL EVKALQLEG TIOL TIAROLOLALOVTAL 0TV ArYoQA& &l-
VAL TAQAYOVTEG TIOL EVVOOVV TNV EPAQUOYT] TOVG. LTNV MaQovoa £0yaoia
Oa peAetnOel 0 TOOTOG e TOV OTIOLO OL ETTLX ELQT)OELS KAL OVYKEKQLHUEVA AUTEG
Ttov VOO TNELCOVV TO pHOoVTEAO b2b expetaAAevovtal ta social media. Oa a-
vaAvOovv oL otoatnykég oL epappoloviatl aAAK KAt T péoa oL XETOL-
HOTIOLOVVTAL OTO KOUUATL avto. Oa epevvnOovv ta social media mov éxovv
HeYaAUTEQO HeEdLO otV aryopd kol O yivel mooomaOelx TEOPAeYNS TV
pneAdovtikwv tdoewv. OAa avtd Oa avaAvBovv péoa amod didpooa KoLt-
OLX TTOL APOEOVV KLEIWS TNV pUOTM TNG KAOE e lENOTC KL TOV XWEO TAVW
OTOV 0TO(0 dEAOTNELOTIOLELTAL 0TI OCVUYXQOVT] AYOQRA.



KED®AAAIO 1: TO MARKETING XTIX XYTXPONEX E-
IIIXEIPHXEIX

1.1 Ogropot twv ogwv B2B, B2C kat tov Marketing

Me tov 600 Business to business (B2B) avagepopaote oty katdotaon kata

TNV OTolx P €TILXELQNOT €XEL EUTIOQKES OUVAAAXYEG [ ot AAAT.

Me tov 6o Business to costumer (B2C) ava@epdpaote oTic TaKTKéG IOV
XONOLUOTIOOVVTAL YIX TNV TTEowOT0T) TTEOIOVTWV KAL VTNEECLWV XTIO TIG &-

TIXELQTOELS OTOVG KATAVAAWTEC.

Me tov 0po Marketing evvoovue v 0Qyavwpévn meoomabela pag emiyei-
ONONG VA IKAVOTIOWNOEL TIG AVAYKES KAL TIC eMOLULES TOL XY0QAOTIKOV KOL-

voU.

IInyn Ooopwv: Wikipedia

1.2Emuxetonpatika povtéAa B2B

1) Vertical B2B model

Yo vertical B2B avrkouv ot kowvompaéiec Brounxaviwv mov eEumnoetovv
OLYKEKQLUEVES Brounxavieg OTwe avTokivnToBlopnXavies, XNUKég Ploun-
xavieg kA, Ouvertical ayopég mpopnOevovy pikdteQo aplOud etV He
TIEOLOVTA KAL LTINQE0LES O {TEQOV EVOLAXPEQOVTOC YL TNV EKACTOTE BLON-

xavia (E-commerce 2014: Kenneth C. Laudon, Carol Guercio Traver).

Muwx vertical B2B 1otooeAida pmogel va etvat magopolax pe To NAEKTQOVIKO
KATAOTNUA pag eTixelonone. Méoa amd v wotooeAda g 1) emiyelonon
poQel va mpowBel Tar EOIOVTA TNG MO ATIOTEAETUATIKA Kol OAOKANQwW-
pHeéva. Avtd €xel oav amoTéAeopa Ol TEAATES VA KATAVOOUV KAAVUTEQX T

TIOLOVTA KAL V& €XOVHLE AUENON TWV MWAT)OEWV.



2) Horizontal B2B model

To horizontal B2B model megilapfavet ayopéc oL omoleg TwAOVV OUYKEKQL-

HEVA TIEOLOVTA KAL VTINEETLEG 0€ €va evEL aoua etaowv. Ot ayopéc av-

téc moounOevovy etalpieg amo ddpoes Plounxavieg pe évav oUYKeKQL-

HLEVO TUTIO TTEOLOVTOG 1) VTINEECLAGS, OTIWS VTINQETLES TTOL APOQOVY TO HAQKE-

TVYK, TV TANE0opookt] KTA. (E-commerce 2014: Kenneth C. Laudon, Carol

Guercio Traver).

Vertical B2B model

Horizontal B2B model

ITegLexOpevo katL oxéoelg

Topéag Brounxaviag

EwdweveTal oe mpolovta KaL LTNEECLEG IOV
deV XONOHOTIOLOVVTAL WG TEAIKA TIQOLOVTX
Kal vnngeotec, ovvnbws avagépetal oe
ELOQOEC OLVTNENOELS, EMIOKEVNG KATL.

Inyéc

ITeodapPaver  el0Qoég
TAQAYWYNG OTWG TOW-
teg VAegg, efapmpata
KTA.

ITeoAapavel avOpwmivovg moOEovs 1) e€o-
TALOHO TIOL XQNOLOTIOLETAL ATIO €vav 0Q-
YOVIOUO Yt TV magaywyn dAAwv Baot-
KWV TIQOIOVTWV.

IMagayovteg emitvuxiag

H vntapyxovoa non-e busi-
ness vertical aAvoilda e-
PODLATHOV ElVaL avaTiOo-
TeAeoUATIKT), AAAL UTTO-
oelvaylveLamoteAeopa-
TIKT) HE TNV E0XYWYT
KATAAOYWV Kol TQOT Y-
HEVWV TeEXVIKWV avaln)-

™o

ITpoopépel Tepaotio Pabog TeQLeXOpEVOL
KAl Texvoyvwoiag mov éxel peyaAn Cn-
mon.

Ynotalivopion

Mrmogel va ta&rvounOet
0€ VTIOKATAAOYOUS Kol
o¢ hubs avtaAAaync.

Aev vrotatvopovvtal.




1.3Awx@opéc B2B pe B2C Marketing

To B2C kat to B2B etvat dvo popgéc epmopikwv ovvaAdaywv. To B2C, to
OTIOlO ONUALVEL «ETILXEIQNOT) OGS KATAVAAWTI)», elval pia dixdikaoia Tw-
Anorg mpoilovtwv amevOelag otovg katavaiwrtéc. To B2B, to omtolo avtinpo-
OWTEVEL 1) OVVEQYAOIA PeTalD emIXeNoewV, etval pia dducaoio TwAn-
ONG MEOLOVTWV 1) VINEETLWV 08 AAAeG emtixelpnoels. Ta emixelQnUaTuKd ov-
otpata mov vrooTnEilovy Tig emkowvwvieg B2B, B2C, tig ouvaAAayéc kat
™ dxxelplon Twv MwANoewV daPEQOLY avaAoya e TV ToAvTIAokoT T,
TO £VQOG, TNV KA{HAKA KAL TO KOOTOG, YU avTd £lvat ONUAVTIKO VO EQAQHO-

CeTal T0 0woTé OCLOTNUA YLt TOUG TTEAATEC.

Ot kapmavieg pagketivyk B2B kaw B2C xonowpomowovv tig idieg BéATioTeg
TIOAKTIKEG, OTIWG 1) XOT)OT) TOV €MAVATIQOOAVATOALOUOD 1] TNV €VQECT) AQVN-
TikwV AéEewv yia mn BeAtiowon) twv tortobetrjoewv dagrpongc. [TagdAo mov
OL TTOAKTIKEG AVTEG TMAQAUEVOLV {DLEG, LTTAQXOVV AQKETES KOLOLUES DLXPOEG

avapeoa oe avtd T dvo.

> Awxdikacio ayopag

Ot katavaAwTég ayoQdlovv tar TIEOIOVTIA 1] TIC VTINQECLEG YIX TTEOOWTILKT
xonomn. Ot B2B  emuixelonoeic ayopalovv mEolovIa 1] VTNEETLES Yia XOT)oM
oTIS eTapleg Tovg. Xtic B2B, 1 duixdwcaoia ayopag etvat mo ovvOetn. Ot o-
pHadec ANYmnc amopaoewv TEQIAXUBAVOLY UEAT] ATO TEXVIKA, ETILXELQNUA-
TIKQ, OLKOVOULKA KOL ETUYELQNOTLAKA TUT AT, AVAAOYX UE TOV TUTIO TNG Q-
voodc. To adtopo mov emtiAéyet éva mEOIOV UTtoEEel va v €xeL TV evBvvn
va TIAQEL TNV TEALKT] amO@aon ayopds. Mia peyaAn ayopd ke@aAatov, yux

TIAEADELY X, UTTOQEL V& aTtattel e£0VOLOOOTNON ATIO TO £TAQLKO TUUPBOVALO.

> Hdwdikaoia AnYnec anopacewv
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To B2B xat 1o B2C papxetivyx mpémel va etvat vepBoAka otoxoOetnuévo
YX vou €XeL ATMOTEAETUATA, AVTO UTOQEL v elval pioe peyaArn meokAnor -

duxitepa v T pagkec B2B.

Ot meAdteg Kot Twv OO PLOPNXAVIWV TIQETIEL VoL DOVV ALECK TO TIQOLOV O
e dxpnuion aAAwwg dev B BéAdovv va pabouvv  TeQLOoOTEQA.
To papxketvyx B2B anevbuvOeite oe éva ouykekQLUEVO ATOUO 1) HLKOT] O-
H&da atopwv oty emixelonon. Avtol etvat ot vtevOvvoL ANYPng amoPa-
oewv. Ot meAateg B2B xoetdlovtatl ouxva moAD Xpovo, agov ooy LA TOTOL-
0LV TEQLOOOTEQEG €QEVVES TOLV aYOQAOOLV. MOALS douvv tar QX OpEA),
Oa kKAVOLUV KALK OTOV LOTOTOTIO Y Vot LABOLV TTeQLOTOTEQR KAl Vot dOLV TIG
AETITOHEQELEG, OTN OLVEXELX Vo avalTTI|O0VV KOLTIKES TOITWV Kat O e€etd-
oovv dAAec aviaywviotukés emAoyéc. Ot B2C meAdteg, amd v dAAn
niAevpd, OéAovy va yvwellovv 6,TL XQelxleTal Yt TO TEOIOV TO TUVTOUO-
teo dvvato. Otkapunavieg B2C pmogovv va mpooeyyloovv kaOe mibavo me-
Adn ov Oa evdLaPeQOTAV YLX TO TTEOLOV TOVGS, AKOMT KL AV TO ATOHUO ALTO

Oewontud dev O Nty 0 ayoQaoTg.

> B2C HAektooviko eunogro kat I[IAnowur)

To B2C kat to B2B eivat emiong duxgopetikés HoQ@Eéc NAEKTQOVIKOV EUTO-
olov. TonAektooviko eumdplo B2C etvat pia dixdikaoia mwAnong meoidovtwyv
amevOelag 0TOVS KATAVAAWTEG ATIO €vav LoTOTOTO0. Ot KATAVAAWTESC AvVa-
Cntovv oeAldeg pe MANEOPOQLES Y éva TEOLOV 0& LOTOTOTOVG, ETUAEYOLV
TEOLOVTA Kol TAT)QWVOLV Yt AUTA XONOLUOTIOWOVTAS TUOTWTIKN 1) X0€w-
OTIKT] KAQTA 1] AAAO UNXavIoHo NAeKTEOVIKNG TTANoWUTG. Ot kKatavaAwtég
ELOAYOLV Tat OToLX elax TG dLevOLVOTC TOVS Kl eTTAEYOLY pia amo TIg eTtAo-
Yéc mapadoons mov tovg mEoo@égovtat. To Baoko emixeENUATIKO OU-
otua B2C elvat oxetika anAd. Lo B2C, ot katavaAwtés mov ayopalovv

TIEOLOVTA TIAT|QWVOLV TNV Dl TIUT) e TouG AAAOVG KaTavAAWTEG.
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Apa avtd mov xpetdlovtat etvat pia HéO0dog TEOPROATIC TwV TTEOLOVTWYV KAl
TWV TIHWV OTOV LOTOTOTO, £VAV UNXAVIOHO Y TNV KATAYQAPT] TWV OTOL-

Xelwv TOL TEAAT) KAl VA TJAEKTQOVIKO TapE(O Yior TNV TANQWUN.

> B2B HAextooviko eunoglo kat IIAngwur)

Yo B2B 10 nAektoovikd eumodplo pmoget va moarypatonomn0et pe éva mao-
HOLO ETILXELQNUATIKO cVOoTNUa 1oL Paciletal oe dIKTLAKOVS LOTOTOTIOUG,
eav ta etva mpotdvta etvat xapnAng aiag. Qotooo, ot ouvaAAayég petalv
ETILXELQNOEWV ATIALTOVV €V TILO TEQITTAOKO ETILXELONUATIKO CVOTNHA. LTO
B2B, n tyun pmopel va diaépel avadoya pe tov meAdtr). Ot meAdteg mov
TIOAYLATOTIOLOVV HEYAAES TtapayYeALeG 1) dlaToarypatevovTat pe Ko
000VG KATABAAAOLV dlxoQeTIKéS TIHEG 08 aAAovg meAdtes. To ovotnua
noémel va elvat oe 0€om va déxeTal maQayyeAleg 0 DIAPOQETIKES HLOQPEG
OTtwG MNAEKTOOVIKO TAXVLOQOUELD, £YYQa@a 1) NAEKTQOVIKES Ty YeALes.
[Toémel va eVOWHATWVEL TN OVAAOYT] TWV TTAQAYYEALWV HE T AAAA DLOKT)-

TIKA CUOTH AT, OTIWG 1) TILOAOYNOT), T QX el TEAXTWV KAL 1) AOYLOTIKT).

> B2B Infrastructure

To emxeonuatucd ovotnua Oa TEEMeL va eTUAEYEL T KATAAAN A TTQOLOVTX
Y TEOPBOAT Oty ovvdeDel évag meAdtng. Avto eEopboAoyel ) ddkacia
Y10 TOVG ETUX ELQNUATIKOVG TteAATECS, katBwg dev xoetdletal va avalntioovy
évav TATN KATAAoYo Y va BEouvv ta TolovTa mov BEAOLV va ayopi-

OOVLV.

> O xo06vog
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Avt etvat pax amAn daxpood, aAAa peyaAn. Ot eAdateg B2C etvatl moAv mio
TOAVO V& AYOQATOLY YT YOO alpOU DOLV UL DLAQTLLLOT) O€ OXEOT) HLE TOUG
B2B. Avtd ovvdéetal dpeoa pe TNV 0evvNTIKN dlxdikaoia KAt TV TANQO-

mTA TG,

Ou avBpwToL etval mo mOAvo va TAQOLY TTAQOQUTNTIKES ATIOPATELS OTIG
TIOOOWTILKEG TOUG ArYOQEG aTtO O, TL OL ETILXELQT|OELS, OTIOV UTIOQEL Vo €XOLV
TIO TLETLEQATHEVOVG TTIEOVTIOAOYIOHOUS KAL VX VTIAQXEL LEYAAVTEQN TtieoT).
EEAAAOV, oL peTafaAAdpevec ayoQEG TV MY ELQNOEWV ELVAL CLUXVA TUO TlE-
olmAoxec. Ot
TEQLOOOTEQES TMAATPOQUES dxpnuioewv éxovv peBodovg amddoong mov
TIROCAVATOAILOVTAL TTEQLOTOTEQO TIROGS TOUG TeAdteg B2C, pe pikpdtepa ma-
oabvoa avagopdc. Ot emtixelorjoelc B2B Oa moémet va eAgyxovv avtég tig

ovOpuioels Kat va emtunKOVOLY Ta TTAEAOVEA TOL XPOVOL AV XOELXOTEL

Toa kivnTea yix TIc ary0Q£éG TV ETILXELONOEWV KAL TIG TTOOTWTILKES OXYOQEG TTl-

Oavotata Oa elvat dxoeTIKA.

Ot meAateg B2B kat B2C ayopdlovv yiati umogovv va dovv éva teoidv 1) pia
VTNEETIA OV TOVG WPEAEL pEe KATIOLOVS TEOTIOVS. MEQIKES POQEC Tar TTAEO-
VEKTHHATO AUTA ETUKAAVTITOVTAL, OTIWS 1) EEOLKOVOTOT] X0OVOU 1] 1] TAXQOX™
aveong. Ot meAdatec tov B2C aryopdlovv pe v emibvpia va BeAticooovy )
Can toug pe kamolo teomo. Ot meAdteg B2B ayopdlovv pe otoxo tn PeAti-

WOT) TNG €MLY EIQNONG TOLG.
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1.4 O xo"(OTNG 0TO CVYXQOVO HAQKETIVYK

H avantvén g texvoAoyiag otic népeg pag kabws Kat oL TAOELS TNG KOL-
VVIAG Hag £Xouv dNULIoVEYTOeL VEEG OLVOTKEG OTO TOHEN TNG EVIHEQWONG
Kkat Tov marketing. O onueQvog xoMoTng e@aguolel véeg peBodovg kat mo-
ALTICEG Yt TOAYHATA TTIOL EXOL TV Alyar XQovia tov Ntav dyvwota. Ot
KATAVAAWTEG €XOLV TNV TAOT] VA XOTOLHOTIOLOVV OA0 éva KAl TTeQLooOTEQX
online epyaAeia, Eekvwvtag ano v avaykn yix avalr)tnon véov mEoio-

VTOG 1] UTINQEDIAG, PTAVOVTAG TNV &XYOQ& KAL TN KATAVAAWON.

TO HAQKETIVYK OTIG HEQES HaC e@AQUOCETAL KVUOIWS 0TO dadIKTLO KAl €XEL
TNV TAOT] VA €MEKTELVETAL O€ AUTO OAO €va KAL TTEQLOOOTEQO. 1) AYOQAOTIKN
OUUTIEQLPOQA TOV HECOL XOT)OTI KAl 1 AVAYKT] YIX dlaQK!) KAtavAaAwon é-
XOUV OOMYT|OEL TIG ETUXEQNOELS OTNV €QPAQMOYT] VéwV online nebodwv Kat

eQYaAelWV. T ONUAVTIKOTEQX ATtO ALTA elval T akdAovOa:

> BeAtwotonoinon SEO (Search Engine Optimization)

Ao tic Baokotepeg peBodovg 0To AladukTvakd MagkeTivyk elval To Aeyo-

pevo SEO. Avtd emextelvetal otnv VAoToiNom lotooeAdwV TIov Oa etvat @i-

Akég 0T oUYXEO0VES pUNXavéS avalntnong.

> Paid Search Marketing (Pay per Click — PPC)

‘Evac véog ovyxeovog toomog dixruiong anoteAel to paid search market-
ing. Xe avtv Vv megintwon n emixeionorn dixgnuilel T TEOIOVTA KAL TIG
VTNEECLEC 0TO DLADIKTLO KL TANQWVEL LOVO OTNV TEQLTTTWOT) TTOL 1] €V AOYW
dxpnpon emdeyet amo tov katavaiwtr). H epagpoyr) avtg g pedodov
TIQOKVTITEL VOTEQA ATIO AVAALOT) OEDOUEVWV TNV AYOQX KL AVATITUENG KX~
UTTAVIAG TTE0wON0TG. LUYXQ0VO KAL ONUOPAECTATO TAQAdeLy U eQYaAelov
amtoteAel to google AdWords
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> Social media marketing.

AmoteAel pla olyovn Kat OKOVORLKY) AVOT Y TG ETLXELQNOELS OV Oé-
AOLV va dlapnpioovy Kat va avadelEovy T TEOLOVTA KAL TIG VTINQEEOLEG
ToLG. Xapaktnelletal amd TNV evEEX AVAYVWOLUOTNTA TOUG KAL TNV AHECO-

TITA TTOL TTEOOPEQEL OTOVG XONOTEG.

> Affiliate Marketing

ITookertat yiax vEo TEOTIO HAQKETIVYK HEOR ATtO TOV OTolo 1) daxpnuioet yi-
vetal ano pecalovia- ovvepydtn (Affiliate) tng emiyeipnong. e avtyv v
TEQIMTWON 0 €v AdYw ovveQYdtne Oa mANpwOel HeTd amd TNV ayoQd Tov

TIOOLOVTOG ATIO TOV KATAVAAWT).

> Email Marketing

Emtvyxavetatr péow amootoArg e-mail duxgnuiotikod xapaxktroa. Ilgov-
noOeon o avtd amoteAel N CUUEPWVT CLVOQOUN TOL KATAVAAWTN pHéow V-
ninoeowwv newsletters. ITookeltat yiax évav apeco tQOMO eVNUEQWONG TWV
XONOTWV 0¢ BEpata Tov apoovV VEéa TIEOLOVTA, EVAAAXYES OTIC TIHES KAl

TIQOOPOQEG.

> Video Marketing

AmoteAel péoo mov ovvnOwg emipéQel apeca anoteAéopata AOyw ToL o-
TITIKOAKOLOTLIKOV LAWOV Ttov vrootnotlet. ITpaypatomnoteital péow video

oe eEedkevpéveg MAatpogpes X YouTube.
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KE®AAAIO 2: H EITIPPOH TQN SOCIAL MEDIA XTO
LYTXPONO MARKETING

2.1 Iotooikr) avadgoun twv Social media

Loppowva pe to Wikipedia o 6pog péoa kotvwvikng diktowong (17 aA-
Awwg Social media) avagépetat ota péoa aAANAenidEAONG KAl EMIKOLVW-
viag dapopwv opAdwV avOQWTWV HECW dAdIKTLAKWY KowoTttwv. Ta
Social media eppaviCovtat oe dikopeg HOEPES OTWGS TTX. LOTOAOYLA, LOTOOE-

Adeg 0mwg to Facebook, pdpovp kAT

Tnv mowtn Tovg epavion v ékavav to 1971 6mov otdAOnke T0 MEWTO €
mail. To 1978 elxape tnv dnpoveyia tov mpwtov BBS (Bulletin Board System),
UL LTINEECIA OTIOV O XENOTNG UTTOROVOE V& OLVOEDEL XONOLHOTIOLWVTAG évax
TEQUATIKO OTAOUO. ATIO TNV OTLY N TTOL 0 XOT|0TNG oLVdeOTAV el € dLdPoEg
duvaToTNTES OTWGS TO Vo KateBalet 1) va aveAalel TEOYQAHATA Kot dedo-
Héva, va dBACeL TIG EWNOELS, VA AVIAAAKOCTEL UNVOHATO KATL. TNV OLVE-
Xewx elxape TV dNUOLEYIX TTOAAWV site katl pe aVTOV TOV TEOTIO KAAALEQ-
YMOnKe 1O €dapog yix T petaryevéotepa social media. To 1992 dnuovoyn-
Onke to Tripod 6mov Ntav pix online KowoOTNTA YA POLTNTES Kol £pnBoug.
To Tripod pmogovue va movpe OtL )TV 0 mEOYovog tov Facebook. To 1997
elxape v dnuoveyta tov SixDegrees.com 07Ttov OL XO1|OTES HTTOQOVOTAY VX
ONULOVEYTIOOLV TEOPIA KaL va KAvouv AloTteg pe pidovg, evw v dla xo-
voAoyia ta site oto dradiktvo eixav Eemepdoet to 1.000.000. To 1999 eppavi-
otnke otnv Boetavia to mpwto online social network to Friends Reunited o-
Tov ovvédee MaAlovg cvppadnTéc. To 2001 eixape v évapén tov Wikipe-
dia ¢ peEYAAVTEQNG NAEKTQOVIKNG €YKUKAOTIADEIAS 08 TAYKOOULO ETTi-
ntedo. To 2002 epgpaviotnke to Friendster o omolo elye mavw amd 3.000.000
xonotes kat Bewpelite To MEWTO peyAAo social network. To 2003 eixape v
exkivnon twv MySpace, Second life kat LinkedIn. To MySpace to 2004 Eemté-
oaoe to Friendster oe xonoteg xkat to 2006 tav to mA€ov dNUOPAETTEQO SO-
cial network. To 2004 mowToeupaviCetat éva amo T 7O ONUOPIANY HeTE-
nterta social media, To Facebook to omolo ftav amokAelotikd yix @outntég
tov Harvard. To 2008 to Facebook katagépvel va oxappaiwoel oty Ko-

ovpn xat yivete to Onuo@uréotepo social network. Tnv dux xoovik
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epaviCovtat kat ta Flickr kat Digg. To 2005 apxilet n Aertovgyid tov
YouTube kat to 2006 To Twitter.

2.2 Ta social medias otig pegeg pac.

LZoppwva pe to paloPro éwg tic agxéc tov 2018, 3 dioekatop o dvOpwTot
elxav Aoyapuaxopo oe évan meguoodtepa social media. ITio ovykekQpéva, To
2018 ot evepyol Aoyapiaopot oto Facebook rjtav 2 dioekatoppvoia, oto Twit-
ter 330 exatoupvola, to Instagram 800 exatoppvox katto YouTube 1,5 dioe-
KATOUHVOWX. ZOU@Va e TNV O Tyn, o maykOopLo emimedo 1o 91% twv
ETILXELQNOEWV XONOLHOTOLOVV dLO 1] meploodtepa social media. Xe OTL dpooa
TIC HIKQOMEOALeS emtixelONOELS 1) épevva €detée OtL To 81% XOENOoIHoTIolovV

TLEQLOOOTEQES KOWVWVIKESG TTAATPOQUEG.

Loppwva pe apBpo tov weidert to 2017, 30 Statistics About B2B Social Media
Usage, t0 83% 1twv B2B emuxewroewv xonowomowovv social media
(2017_B2B_Research_FINAL) xat to 70% avtwv duxOétouvv evegyovg Aoya-
olxopovg oe tovAaxlotov éva ard ta LinkedIn, Twitter, Facebook xat
YouTube (ITnyn: 10 reasons to diversify your digital marketing efforts). To idwo &o-
000 avapégel 0T pa péor B2B ety elonomn xonopomoLel 6 péoa Kovwvikr)g
ductvwong (2017_B2B_Research_FINAL) kat ot to 80% €xeL ovykekQLuévn
otoatnywkr] Ywx to social media marketing aAAG& povo to 32% tnv éxeL kata-

veyoapuévn (2016_B2B_Report_Final).

» Facebook

To Facebook elvat piax mAat@ogua 6Tov oL XQ1j0Teg UTTOQOVY VOt €TUKOLV®W-
VOUV HE HNVOHATA UE TIG ETTAPES TOVG KAOWS KAL VA EVIUEQWVOVTAL YL TIG
KATAOTATELS TwV dAAwV xonotwv. To 2013 petgovoe mavw amnd 1 dioeka-
TOMHUQLO XONOTES KL LEXOL KAL ONJHEQX TIAQALEVELT) TILO DNUOPIATG TeAd
KOLVWVIKNG OkTOwOT). Ztnv EAAGda petod mavw amtd 4.5 exatoppvoia péAT.
Ao 1o 2011 to Facebook édwoe tnv duvatotnta 0Tovg EUTOQOVS KAL OTIG

etapiec va mpowbovv ta mEoidvta Touvg Héow avtov. To Facebook mAéov
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éxeLylver amapalitnto egyaAeio marketing apdAo mov tov teAevtalo koo

éxerylvel eAa@owg Lo K0oToPBOEO O TXE0M e TO TAQEADOV.

Zoppwva pe to “2017 B2B Research FINAL” to 76% twv B2B emixeporoewv
xonoomnowovv to Facebook ue okomo v meoPoAr g emuxelpnong toug.
Qot6o0, cOpPVA pe TV O égevva, mapoAo Tov to Facebook etvat to 4°
TUO TTOAVXONOLUOTIOMHEVO KOLWVWVIKO HéTO dikTVwOoNG Hovo to 38% to Oew-

oel amoteAeopatiko yix B2B marketing.

> Twitter

To Twitter eivat éva Hé€oo KOWVWVIKTG OIKTVWOTG IOV €TUITEETEL OTOVG XOT)-
OTEC VA AVTAAAROCOOVV OVVTOHA UNVOHATA Ta ool ovopalovtal tweets.
Ta unvopata avtd pmogovv va daactovv amo OA0VSG AAA& HOvVo OooL é-
Xouv account Kot elvat ovvoEdeUEVOL UTTOQOVY VA TA VADTLOCLEVOOLV 1) VX
Yodpovv kdmoto keipevo. H xorjon tov Twitter agpoodk éva peydAo evpog e-
TUXERNOEWV AAAX 0TI €xeL damiotwOel elval 7o XONOLUO Yl eTTLXELON-

OELG TTOL AVI|KOLV OTOV TOHER TNG EVIUEQWOTC KL TNG Puxaywylag.

To 77% twv B2B emixeiorjoewv xonotpomoovv to Twitter we péoco magovoti-
QONG TOL TEQLEXOMEVOL TOUG KAL TO KATETAEAV WG TO 3° TTLO ATIOTEAETUXTIKO
social media (2017_B2B_Research_FINAL). To 71% twv B2B emtixeionioewv mov
EUTTOQEVOVTAL TTROLOVTA TEXVOAOYInG xagaktowoav to Twitter wg v ko-
ov@aia social media TAaTPOQUA YIX TO AavodQlopa TwV TEOIOVTWYV TOoLGg (33
Thought-Provoking B2B Social Media and Marketing Stats by Tom Pick).

> Instagram

To Instagram eivat pa mAat@ogua otnv omoila oL XQNoTeg HToQovV va On)-
HOOLEVOLY Kal va eme€eQyalovtal @uToyQapiec Tovg kat va aAAnAoemi-
dooLV pe dAAovg xorjoteg ( followers) dnAwvovtag av tovg apéoel pia -
Toyoagla KAt YOo&@povTag oxXOAL.
L1peoa OAO KAl TEQLOOOTEQES ETALQLEG XONOIHOTIOOVY TO Instagram ywx va

dlaxnUioovV Ta TTEOLOVTA TOVG KAL TIG VTINQETLEG TOUG.

Ta evonjuata g épevvag B2B Research FINAL (2017) édetéav 0TL HOALS TO
26% twv B2B emixeionoewv dxAéyovv to Instagram yiax va mpowOrjcovv tnv
etapla Toug kat 0t to 30% o OewEel ONUAVTIKO Y éva eTTUXTUEVO HAQ-

KETLVYK TIEQLEXOUEVOU.
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» LinkedIn

To LinkedIn etvat évag tototomog omotog etvat dixOéonog oe 24 yAwooeg
OTIOV EMAYYEAUATIEG ATIO DLAPOQES XWQEES £XOLV TNV duvaToTNTA, APOV £Y-
YOAPOLV, V& dNULOVEYTIOOLV éVa ETAYYEAUATIKO TIQOPIA péoa amd to o-
Tolo PtogovV va ovvdeBovv pe dAAovg xonoteg, va avalntrjoovv egyaoia

KATT.

oppwva pe to apbpo “30 Statistics About B2B Social Media Usage” to 89 %
twv B2B emixeionoewv xonopomnowovv to LinkedIn ocav péoo mapovoiaong
TOL TLEQLEXOUEVOUL TOVG, HETATEETIOVTAG TO 0TV OEVTEQT] TILO TTOAVXQOTOLUO-
niompévn Aateooua petd to email (2017_B2B_Research_FINAL). OutB2B é-
pmoot Oewpovv to LinkedIn wg v 1o onuavtiky) mAat@ogua wote va é-
Xovuv éva eTutvxnuévo social media marketing, oe avTd CLVPPAAAEL KA TO YE-
Yovog otL ot xerjoteg tov LinkedIn etvat 4 @opég o mbavo va emioke@TovV
to site pxg  etawplag amdé ot ot xonoteg tov  Facebook
(2017_B2B_Research_FINAL; Numbers Don’t Lie: Impressive Statistics and
Figures of LinkedIn)

> Google +

To Google + elvat px vnEeTio KOWVWVIKNG dOIKTVWOTG OTIOL OL XQT)OTES UTIO-
00UV va aveBALovV QTOYyQaPLeg KAl OXL HOVO Kol Vot RAANA0ETIOQOVV Lle-
ta&V tovg. To Google + megleixe éva egyalelo ovyyQa@UKOD dIKALWUATOG
TLOL OLVOEEL TO TEQLEXOHEVO OTOV TIAYKOOHLO LOTOTOTIO E TOV OVYYQAPEX

TOVL.

> YouTube

To YouTube etvat évag 1otéT0MOG 0TOV OTOLI0 HTTOQOVUE V&t arvEPALOVUE, VX
amoOnkevovpe kat va avantagayovue video. OAot oL xorjoteg eyyeyoapLé-
VOL KoL U1 HtoQovy va PAETOVV BivTeo, AAAL HOVO T ey YEYQAUUEVAL LEAN
HUtogovv va amoOnievovv Bivteo, va oxoAlalovy kat va dNAWvouvy av KA&-
Toto Bivteo tovg apéoet 1) OXL. Mmogel va pnv to éxovpe 0to HLAAO pHag wg

0 KAaoowko social media aAA& amoteAel évav amd Tovg dnUoPAEéoTeQOLG
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L0TOTOTOLG TOL dtadiktvov. KaOe brand mpémet va éxet kavdAt oto YouTube
KAL VKA eKelva TOL OXeTICOVTAL APETA HLE TNV EIKOVA KAL £XOVV KL AVTi-

OTOLXO TIEQLEXOMEVO.

> Pinterest

To Pinterest elval pix mMAQTEOQUA KOWWVIKNG OKTUWOTIG TOV ETILTOETEL
OTOUG XOTNOTEC VA KAVOLV pin TIG €IKOVES Kal T BLVTEO TTOL TOVG EVOLXPE-
QOLV KAL VA T 0QYAVWVOLV O€ PAKEAOVG AVAAOYA [LE TNV KATYORIx 0TtV

oTtolar AVIKOLV.

2.3 Social media marketing

2.3.1 T eivar To meQLeXOpLEVO OV dnuovEYyeital anod xorotes (UGC)
B2B kat yiarti Aettovgyel

Ta kowvwvika péoa éxovv kabepwOet otnv Cwn) TOL KOTHOL KAL KATAAA -
Bavouv apreto and tov eAevOepo xpovo tov. Etvat epgpavéc Aomov ot o
PNPLakog KOOHOG £XeL PLTEL OAPWS P TEQAOTIX AAAXYT) KATA TNV TeAgVL-

Tl dekaeTia.

Me 1o onueQvo povtéAo pagketvyk mov PaciCetal otov meAdtn), 1) evOdo-
QLVOT] TWV KATAVAAWTWV VA ONHOOLEVOLV TEQLEXOUEVO OTA KOWVWVIKA
HEéoa Kal va potpalovTal TG eUmelQleg Toug pe to avtiotolxo brand éxet

Yiver éva amd ta loxveoteQa egyaAeia marketing.

Ortav ot éumogot cvvdLVALOLV TO TTEQLEXOUEVO TIOL ONULOVQYELTAL ATtO TO
XOMOTN HE TO TeQLEXOUEVO TOL brand, 1) amxnomn pmoget va @Tdoel éwg Kot
28%. To UGC éxet 20% peyaAvtepn empor] antd omowadrmote AAAN pooen
HéowV HalIKTG eVNUEQWONG .
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UGC is Trusted More than Traditional Media

Media Trustworthiness

UGC 59% Other Media 39%
proauctirang comersotors ISR 749 Moo aneroc N 4%
ot o o 8% e N 4o
st it A R
Sgc[i?gfﬁ:fﬁzf!'ﬁiifiﬁ:; - 50% Online magazines or newspapers - 40%
-l 48% woo [ 37%
o~ 34%
Source: lpsos MedioCT/Crowdtap Jan 2014 At the movies 289%,
et o sl Banner ads ']9%

SUykpton UGC ue aAdoug tpomouc SLapniuLong we mpog To minedo EUMLOTOOUVIC.

To UGC dev megrogiletal otnv kKowvwvikr) katavopr). ITegtdapBaver avagpo-
0éc oe amevOelag oUVOEOT), AVAQTIOELS O LOTOTOTOVG, BivTeo, pagTuoleg
KQL €IKOVES TIOVL ONUO0LEVOVTAL O€ POQOVLL KAl LOTOTOTIOVS 0T0 dxdikTvo. H
exotoateia Art of the Trench tng Burberry yix to 2009 avagégetar ouxva wg
pia amo TIC TEWTES ETUTUXTUEVES EKOTOATELEG HAQKETIVYK TTEQLEXOUEVOL
Tiov dnuovEYNOnNke ano xonotec. Xnueoa 1o UGC €xel yivel Paoiko Kou-
HATL TWV OUYX00VWV €KOTOATELWV HAQKETIVYK Kol 0€ Paglég Plopmnyavieg

OTIWS T TaEdL, 1) TEXVOAOoYia, N HOda KAl Tar TEOPLUAL.

To B2B UGC pmopet va 00Lotel wg 0TtolodNmoTe meQLEXOEVO TTOV TIAQAYETAL
amod 1o koo kat etvat dixOéono petalV AAAWV dLVNTIKWV TTEAATWV, AVTO
TO TIEQLEXOLEVO TO OMHLOVQYOVV OL XOTOTEG O KOWWVIKES TAXTPOQUES
YUOW ATIO TO EUTOQIKO OTJUA KAL TO TEOIOV. MTogel va eppaviCetat wg Kei-

pevo, Bitvteo, ewoveg 1) podcasts.

To UGC pmnoget va éxet omtowxdrjmote o). ITowg to mo didedopévn, otov
KOoHOo Tov B2B eivat ot kQutikég meAatwv kat ot pagrupies. Ot emayyeApa-
Tleg MOV XENOHOTIOOVY T TTROLOVTA Kal vmneeoteg B2B pmogovv va etvat

omovdateg MNYEG MTOAVTIHWY TANQOPOQLWV YLX TOUS VTTOAOLTIOVG TTEAATEC.

H évvowa g mpowOnong otov teAdtn ovppadiCet ertiong pe to UGC. ITépav
TOV «TIEQLEXOUEVOL», 1 TTIEOWONOT) OTOVG TEARTEG PUTTOQEL VA TTEQLAQUPAVEL
TOAAX KOUUATI HEOWV, OTWS PBLVTED ATO EVXAQLOTNHEVOVG TIEARTES, TTOV

efnNyovv TS HUTOEOUV va w@eANOoUV oL AAAOL amd OLYKEKQLUEVES
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A€LTOVQYLeC TOV TIEOIOVTOG 1) POQOLU KAL KOLVOTITEG ATIO LKAVOTIOUEVOLG

TeAATEG.

EngageSciences

EXPLOSION oF uGc

O Photos shared a day o Facebook photos
OG1 -Bb (L2 Think Tank) 3 50m uploaded every day

US adults have posted 5 5 m Instagram photos

gg 54% Driginal phOT.OSJ"VidEOS posted every day
(Pew Research 2013)

Tweets posted = Hours of video
OSOOm every day 144'( uploaded every day

Pinterest articles L)) Nike customer
@5 m pinned every day - 28m photos on Instagram

Tot shares mou MPoyUATOMOLOUVTAL UECA OE LULA NUEPA ATTO TO EKAOTOTE social media.

Yrapxovv moAAol Adyot yia tovg omtotovg to UGC Aertovgyet 1000 kaAa:
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Ot avOpwmolL eumoTeEVOVTAL TOVG GUVOUNAIKOUG TOVG TEQLOCO-
TEQO ATO TIG EMLXELQNTELG.

Ot katavaAwTtég T000 TV TEOIOVTWY 000 KAl TwV LTnEeotwv B2B di-
VOUV HEYAAT €UPAOT] OTO TL YVWOUT €XOUV Ol AAAOL YIX Tt TEOLOVTOL
TIOL OXETILOVTAL LLE TIC ETIXELONOELS. LE [t £QeVVa, TO 64% TV eTtory-
YEAHATIOV OTOV TOHEQ TNG TTATIQOQPOQLIKTIC VTTOOTHELEAY TWG T) CLU-
BovAéc péow UGC toug Bondnoav va Avoovv ta mpoBANpUata oto
XWEO gQyaoiag Toug.

Emudekvoet social proof kot e€amAwvel tnv kaArn etkova.

‘Eva meplexépevo UGC vipnAng mowotntac yvow amnd éva B2B brand
pmogel va etvar 1 amddetén 0Tt pa etapela €xet kedioet Ho aElooé-
Paotn Béon oty ayopa. H aflomiotia mov anoktdtat anod tig ovln-

TOELS YUOW ATIO TO EUTOQKO O TNG Oa dNULOVEYTIOOLV [iat KAAT)



EKOVA KL AUTO O AMOTEAETEL ATIOTEAETUATIKO HAQKETLVYK, e ALY
npoomdOelax amo Tov éumopo B2B.

¢ BeAtwwver to SEO.

To mepLexOpevo oL MaEdyetaL attd Toug TeAkovg xonoteg B2B tetvet
va etvat 1000 avBevtikd 600 kat TAOVOL0 0 AEEEIG-KAEWDLY, ETUTQE-
TIoVTaG pa .oxveoteen Béon SEO yia v magovoia g etalpiag oto
dtadikTvo, Kabwg 1o UGC evowpatwveTal 0To Pn@Lard olkoovoTnua
™mge.

e Melwvel TO POQTO £QYAOLAG ONULOVQYLAG TTEQLEXOMEVOU.

Ooco mepLoooteo amokTaeL 1 eTatQlar TEAKOUG XONOTEG VA OTULOVQ-
YNoovv OeTikd KAt AeTTTOUEQES TTEQLEXOMEVO Kal eEATTAWVETAL TO €-
HUTTOQUKO OTJUA TG, TOOO AtyoTeQo Oa mEéTelt vt aoxoAeltat pe tn dn-
Hoveyla oAokaivovQylov mepLexopevoL oe kKabe onpelo Tov xpovo-
OLAYQAUHATOC HAQKETIVYK.

e Avéavel tn dnuovEyia mMEQLEXOUEVOD e TAOVOLEG YVWOELG TIEAN-
TWv. Otav
OnuovYyelte TEQLEXOUEVO, UTIOQEL V& Elval MO ATIOTEAEOUATUCO
Aoyw tov UGC. Méoa amtd To TteQlexOpevo mov dnLovgyovy oL Xon-
OTEC UTTOQOVV VA TIAQEXOLV XONOLUES TTATIQOPOQLEC TTAVW T& TIOAAK
O¢uata oe oxéon pe v ayopd 0w TLXOV dOTAYHOUVS IOV UTIO-
QOUV VA& £XOLV KATA TNV TIOAYUATOTIOM o Hag ayopds. Otav evow-
HATWOVOVTAL AUTEG OL YVWOELS, TA KOUMATLX TOV TteQLeXopeévov Oa ma-
QOLOAOTOVY TLO evaloOnToTTOM VA, TTLO dlatoONTUCd Kot Tio ave-

VIIKA.

2.3.2 [Iapadeiypata etapuwv mov xenotponowovv to UGC we egyaAeio

marketing

INTUIT

H Intuit, etvato magoxog Aoylopkov yix Aoylotika kKat @ogoAoyika Oéuata,
miov Botoketatl iow amd to QuickBooks kat to TurboTax, éxet alomowmoet

TO TEQLEXOUEVO TIOL dNULIOLEYEL O XENOTNG Yl XQOVia, oLVOLOVTAG TA
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dLdpooat THNHATA AYOQAOTWY HE OVHUBOVAES EUTIELQOYVWHOVWV KAL TIEQLE-

XOUEVO TTOL dNULOVEYEL O XOT)OTNC.

To medyoappa yix ta QuickBooks ProAdvisors — xorjoteg mov éxovv mioto-
rtomnOet amo to QuickBooks — dnuioveyel éva kivntEo yia dix@oga Tupata
pHeoa oty emixelonon wote va aoxoAnN0ovv TeQLOCOTEQO LLE TO EUTIOQLKO
oNua te. AVTOL, pe TN OERA TOVG, ATIOKTOVV UK TTAATEOQUA YIX VX TIQO-
oeAKVOOLVV TOUG TEARTEG TOUG Kol va €VIOXVOOLV TN @UN TOUS WG
ProAdvisors. O 0Kt TNe Hag KNG ETILXEIENOTS KAl OL AVTOATIATXOAOV-
HEVOL TTEAXTEG ATIOKTOVUV TIOAVTIUEG OLVOETELS KL OUHUBOVAEC amtd e1dkovC.
‘Etoin paoxa QuickBooks kaOtepwvetat 6 Xt HOVO wg évag dpoxog AoYLopL-
KOV, AAAL KAl WG UL VTINQETIA IOV £XEL 0V OTOXO VA KaAU el OAES TIG Ao-
YLWOTIKES KAL POQOAOYIKES AVAYKES LG etalolag, cvpmeQAapBavopévng

G EKTALOELONG, TNG AVAPAOLONG KL TOU HAQKETLVYK.

H Intuit puAlo&evel éva Cwvtavo @doovy, v kowvotnta TurboTax Live, n) o-
Tiola elval YEUATN e TTEQLEXOHEVO TOL ONULOVQYELTAL ATIO XONOTES — POQO-
AOYIKEG OVUPBOVAEC, EQWTNOTELS, EVIHUEQWOTELS KAL AAAO TIEQLEXOUEVO LLE YV@-

pHova v ala Tov meA&T).

mnyiuIt . ,. : &

Prkebnr Proger Pagrst & Paywurts W Account

CuckBocoks® Proadvisor rogrem

Everything to .
support the %

clients who rely
on you

YTaQxovv emiong KAUTAVIEG KOWVWVIKWV HECWV OTWS 1] ETUTUXNUEVT K-
untavid tov SharePoint oto TurboTax oto Facebook. MOALc 0 meAatng xonot-

porotel to TurboTax, Oa Cnteltat va powpaotel pa koutikr) oto Twitter.

H Intuit xonowonotet emiong éva @ogovp, Kabws Kat ot DUVAHLKT] KOLVO-

mta pe 1o QuickBooks, v xowotnta QuickBooks, oe avtd vrtagyxet pix
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MANOwEa TeQLEXOUEVOL TTIOL dNHLOLEYELTAL ATtd XOTOTES OTIWS TUUPOVAEG,

EUTTVELOT], OLCNTNOELS KAL LOTOQLEG LEAWV.

HOUZZ

H Houzz eivat pa nAEKTQOVIKT) eTAQEX TTOV AOXOAELTAL UE TO EUTIOQLO LE-
ta&V B2B kat B2C, ovvdéovtag apxitéktoves, oxedlaotés, Lwyodoug, Ko-
TAOKELVAOTEG, TEOUNOEVTES Kt daddekar AAAOVG emayyeApatieg pe TeAkovg
TeAATEG, TEOOPEQOVTAC MAQAAANAX pIx TIAATPOQUA Yix OAdt T TUN AT
™e QaYyOoQAg TOULG.
To kavdAL Stories and Advice tov Houzz etvat pia BtA1o01kn meptexopévou
7oL dNuLoLvEYelTaL amod xonotes. OL emayyeAATieG TOL XWOEOL AvAKALVIOTS
KAL TOU OTUTIOV HUTTOQOVUV V& dNHUOCLEVOLY 001 YoUS Kol dAAec TLUPBOVAES,
XonopoTowvTag v Aateoopa Houzz wote va 0dnyrjoovv Tig emiyeLor)-
O€1C OTO VA& AVENOCOLV T1) QM1 TovS. YTIdOXOoULV emiong ogovu ovlnTnong
Y To QXK €QYQX, OTIOL OL XQT)OTEG HTTOQOVV VA& ONUOCLEVOLY £0YX KAl L-
déec kal va AapPdavouv ox0Awx, axkopa kot va Yneillovv v Tig emAoyég

oxXedoHOV AAAWV XONOTWV.

M houzz Search Photos, Products, Pros & More @ ) signm

B PHOTOS & SHOP BY DEPARTMENT £ FIND PROFESSIONALS & STORIES & ADVICE 8 SALE

Create the home you've always wanted

B 1) A=

Discover design ideas Find home professionals Shop for your home
Browse more than 15 million photos and Connect with local professionals who can Decorate and design with products from
filter based on your taste help with your project our curated collection

Get Started

Onwg xat pe ta QuickBooks g Intuit, 1 Houzz dnuoveynoe to dkod tng
KOWWVIKO diktvo pe tnv online koOWwOTNTA HAQKAG. LOM@PWVA e avTod, TO

TEQLEXOLEVO TIOL dMuLovEyeitatl and tovg xorotes B2B umopet va etvat
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AQKETA PripHata umEootd amd to meplexopevo B2C. Entiong mpoogépet éva
KAVAAL Y Toug meAdteg B2B mov diaBétovv otovg meAdteg Tovg, dnuiove-

yavTag pa pakomobeoun adia yiax tovg XoNoTeg.

ADOBE

H Adobe xonowomoiel to Instagram wg v nAat@oopa UGC wote oL meAd-
TEC TNG VA HORALOVTAL TO OTTIKO TteQLeXOUeVO tovg. Ot dnuioveyol tov
Photoshop xat tov Illustrator dnuoveynoav pax 0AdkANEN KowoOTNTA HAQ-
KAG WOTE Ol XONOTES VA TMEOPAAAOLY TO €QYO0 TOVG, V& €UTIVEOVTAL KAl VO
Aappavovv oxoAlx amo aAdovg dnuovEyovs. Avtl va dnuootedel pOVo

KAty 11 Adobe dnuoveyet éva O€pa yiax toug xoroteg va akoAovBovv k&0e

pnva.

adobe ¢ HEEE

1,391 posts 541k followers 695 following

Adobe This November, we're featuring dynamic visuals that celebrate the beauty in
chaos. Share your work with #Adobe_BeautyInChaos. adobe.ly/2hqJWdm

Avtd evOappuvel Toug d1oVG TOUG TTEAATES VO CUUPBAAAOLY TAKTIKA, OONYW-
VTAG £TOLOE TLEQLOOOTEQO TeRLeXOpeVO. Omwg ovpPatvet katl pe ta *AAa Tta-
oadetypata, 11 Adobe dev exteAel HOVO UL EKOTOATELX EKTAKTNG AVAYKNG
o€ £va KAVAAL KOWVWVIK@OV pHéowv. Ot meAdteg €xovv ovvexn kivntoo va

dNUOCLEVOOLY, VA HOLRACTOVV KAL VX CUUUETATXOLV.

AVLTO elvat dx@opetko amod tis kaumavieg B2C, oL omoleg tetvouv va etvat

BoaxVPLeS, KUKAUKES 1) V& amtxlTOUV OLVEXT] £L0QOT) VEWV TTEARTWV — TIOAY UK
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TIOL OTUAVEL OTL TO EUTIOQIKO ONHA TOETEL Var ovveloeL va TeowO el TV
kapmavia tov UGC yix va to dixtnonoeL 1 va to Eexvrjoet Eava. Me to me-
oLexopevo twv TeAatwyv B2B, ano v aAAn mAevea, ot meAateg yivovtal
OLVONULOVEYOL, CUHHETEXOVTAS OTNV TROWONOT) Tov brand kat oTnV avtaA-

Aayn yvwoewv. Etot 1 pagka kaOtepwvetal kal HeTatQémetal oe NyETn

Hwg Brounxaviag.

Otovvdnuoveyot (ot teAateg B2B) popdlovtal tnv texvoyvwoia touvg, moo-
OeAKVOVTAG €TOL TIEARTEG VI TOV €XVTO TOUS KAL Ol TTEAATES TWV TTEARTWV
ATIOKTOUV €UKOAOTEQN TMEOTPAOT) OTOVUG EUTIELQOYVWHOVES KOl TOUG ETIOY-
YeApatiec mov umoovv va emw@eAnbovyv, evw TagaAANAa éxovv mEo-
oBaon oe QATIELQO Kat avOevTikod TLEQLEXOMEVO.
' v emtvxia tov UGC oe B2B, eivat anagaitnto 10 KaAo, moakTikKo Katl

AELOAOYO TEQLEXOUEVO OTIWG €TIONG KAL) AVTAAAaYN) eV .
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KEDAAAIO 3:'EPEYNA ITPOOEXHX YIOOETHXHX
B2B SOCIAL MEDIA MAPKETINIK

3.1 B2B emuxeipnoets kat social media

OrtexvoAoyucéc eEeAilelg éxouv pépel onuavTucés aAAay£éc 0TOV TQOTIO e
TOV OTIOLO 0L 0QYAVIOHOL AAANAOETIOQOVYV UE TOUG VPLOTAUEVOUGS Kol [LLeAAO-
VTikoUG TteAdtec. Ot TeXVoAoyieg KAt N avEavOpEVT) NUOTIKOTNTA TWV KOL-
VWVIKQV HECWYV €XOLV ETUTOEPEL LA TILO ALEOT) KAL DLdQAOTIKT) LLOQ@PT) €TTL-
KOLvwviag, OTIOL 0L XQNOTEG HTTOQOVV EVKOAX VA HOLQALOVTAL KAL VO AVTAA-
Adooovv TtAnogogpiec oto Axdiktvo (Akrimi & Khemakhem, 2012). Ta a-
TOHA TEVOLV VA TTEQVOVV TTEQLOTOTEQO XQOVO OTOVG DIKTLAKOVS TOTIOVG TWV
KOWVWVIKWOV HECWV O& OXE0T UE OTOLXONTTOTE AAAT) KT yoQla LloTOTOTIOL,
eva to 17% tov xpovouv twv xenotwv damavatat povo oto Facebook
(Nielsen,2012).

ExtipovTac m dnNUoTKOT)TA TwV KOWVWVIKWV HEOWV EVIUEQWOTG, OL ETTL-
XEWNOES avEAvouy TNV mapovoia Tovg oe avtdv Tov Topéa (Michaelidou,
Siamagka & Christodoulides, 2011). Z0p@wva pe to Nielsen, 2012 rtepimov to
30% TV AHEQIKAVWV KATAVAAWTWY LTTOOEKVUEL OTL ITTOQOVV va dexOovv
dxpnuioelc Héow TWV HECWV KOWVWVIKNG OIKTUWOTS, ATIO AVTO dATILOTW-
VOULUE OTL OL LOTOOEALDES KOLVWVIKNG dkTVWOTC OewpovvTal wg éva onua-

VTIKO €QYAAEIO HAQKETIVYK.

H evowpatwon g XoNong TwV KOWWVIKOV HETWV OTIS AAANAETIOQATELS
pe Touvg TeAdTES umopel var BonOroeL TIC eTXEQNOELS VO €TEKTEIVOLY TNV

eTuKOVVIA pe Toug TteAdteg Toug (AvAwvitne & IavaydmovAog, 2010).

ATO TV oMTIKT) TwV MtwANoewv, 0 AvtCoVANG kat o IlavaydmovAog (2012)
LTTOOTNELLOVV OTL TA KOWVWVIKA HEOK EVIUEQWONG TOETIEL VA ATIOTEAOVV -
VATIOOTIAOTO HEQOG LG eTTLX 1O ONG, KAOWS MITEETOVV OTOVS MWATTES VX
EUTTAEKOVTAL HE TOVG TTEAATES KAt va dnuoveyovy éva social capital mov Oa
evOappLVveL Tovg eAdTeg “va aAANAOETIOQOVY, VA EUTAEKOVTAL KAL VO €-
YraOwotovv oxéoelg pall tovg” (Agnihotri, Kothandaraman, Kashyap, &
Singh, 2012, oeA. 341).
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Ot katavaAdwtéc avTAauPavovtal Ta KOWwVIKA Héoa WS Ta To a&LOTIoTA
aTtd omolxdNMOTE AAAO HEOW DLAPTLLONG KAL KATA OLVETELX OAO KAL TTEQLO-
OOTEQO OTREPOVTAL TIROG TA KOWVWVIKA HETA YO V& ATIOKTNNOOLV TTEQLOTOTE-
0&¢ TANPOPOPLeC Y tpotovta kat vmneeoies (Foux, 2006). H a&omoinon tng
ONUOTIKOTNTAG TWV KOWVWVIKWV HECWV EVIUEQWONG KaL 1) avTiAn ) a&lo-
TUOTIX TOVG, 0O Yel OAO Kol TTEQLOOOTEQEG ETILXEWQTOELS VA dlanpilovv ta
TIOOLOVTAX KAL TIG LAQKES TOUG OTOVG TEAATEG HEOW TWV HECTWV EVNUEQWOT)S
(Mangold & Faulds, 2009).

Ta epmepa otorxela delxyvouv Ot N VIWOOETNON TWV KOWWVIKQOV HEOWV
HUTI0QEL VAt WPEAT|OEL OTUAVTIKA TIG ETILYELQT)OELS. LUYKEKQLUEVR, ETILOTIUO-
ViKéG €gevveg €xouv delfel OTL TA KOWVWVIKA pHéoa UTOQOVY va BeATIooouY
I CUUTIEQLPOQA KAL TNV TTIROO €0T) TNG ryOQAGS 0€ OXE0T e T VTTIOAOLTIA TIX-

oadootakd Yneaxa péoa (Colliander & Dahlen, 2011).

Méoa 0ToUvg 0QYAVIOHOUG, T KOWWVIKA HEOQ €XOVV T DLVATOTNTA V& O1)-
HLOVQYT)OOLV XQOT)OLHOVS TTOQOVE, OL OTIOLOL UE TN TelRd Tovg B £xovv wg a-
TIOTEAETUA TA AVTIAYWVIOTIKA TTAEOVEKTIHATA KAL TIG VYNAOTEQES ETIOO-
oeic (Lau, 2011, Leonidou, Palihawadana, & Theodosiou, 2011).

ITopd Tic meoavapepeioec dOLVATOTNTES TWV KOWWVIKWV HECWV EVIUEQW-
ONG KAL TNV AVAYKN YIX TUHATA HAQKETLVYK Ol éUTIOQOL TELVOLV Vo UnV
EKTIHOUV TNV amoteAeopatikotnta tovg (Michaelidou et al., 2011). H exteta-
pévn BpAoyoapia vTOdNAWVEL OTL OL TAEADOTIAKEG UETOTOELS elval aka-
TAAANAES Yix avTtd o duvapKO Kol Wiaitepa dxdEaoTiko TeQIBAAAOV
(Borders, Johnston & Rigdon, 2001; Hoffman & Fodor, 2010), avtd umopetl va
eEnNynOel amd Vv TAON TWV EUTOQWV VA UNV EKTIHOVV TNV ATOTEAETUXTL-

KOTIT& TOUG.

H épevva v tn x010m TV KOWVOVIKOV HECWV ETUKEVTQWVETAL O€ TEQLBAA-
Aovta B2C (Michaelidou et al., 2011). Ot emtikowvawvieg paoketivyk (Wells et
al: eTukovwvia paQKeTIVYK elval 0 UNXAVIOHOS KOLVOTO{NoNG TANQOPOQLWV
TEOG ToV KatavaAwtn) kat branding éxouvv avadeixOel we onuavtkol To-
pelc yix to pdoretivyk oe B2B (Malaska et al., 2011). Atdgpooa egyaAeio twv
KOWWVIKQOV péowv, 0Tws to Facebook, Twitter, Slideshare kat blogs, éxouv
amoteAéoel AVTIKEIUEVO ALEAVOUEVOL EVOLAPEQOVTOS Y TO HAQKETLVYK
B2B xa0w¢ mapéxouvv taxUTeQeg kot o eEQXTOUKEVIUEVES AAANAETIOQATELS
petalL mMeAAT@V Kol TEOUNOELTWV Kal, OLVETWS, €XOVLHE epPabuvvon Twv
oxéoewv (Kho, 2008).
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OL €aQUOYEC KOWVWVIKWV HECWV ETUTOETOLV TNV AVATITLEN TEXVOAOYIAg
Baolopévng oto Aladiktvo, aAAG 1) Ol 1) texvoAoyla dev elvat o Adyog mtiow
Ao TN ONUOTIKOTNTA TWV £QAQUOYwWV OTiws Facebook 1) Twitter. Avt ‘avtov,
TA KOWWVIKA [HEoa etvat ONUO@IAN eTteldr) ta ATopa eTtOLHOUY va elvat KoL-
VWVIKA Kat va popalovral Tig dukég toug epmetgieg pe aAAovg avOowmoug
(Chaffey et al., 2009). Etoi, ta eoyaAeia kOWVWVIKTG dIKTOWOTG YIvovTal (o
evolax@épovoa oLVIOTWoa ToL B2B pdoketivyk e€attiag Twv MEOCWTIKWOV

OXE€0EWV KAl TV AAANAETOQATEWV OTIG AYOQEG AVTEG.

To mapadooxkd HAQKETIVYK elval TTaAONTIKO, EV TA ETUKOLVWVIAKA EQY-
Aelot HAQKETIVYK, OTIWS T KOWVWVIKQX HECOH EVNILEQWOT)S, TTQOOEAKVOLVV TO

KOLVO TOUG va Yivel eveQyo HéQog ot dnpuovgyin tegexopevov(Wade, 2009).

Loppwva pe toug Lee et al. (2006), éva blog pumogei va eviox0oeL TNV eTALQLKT
a&OTOTIO KAL TNV €UTILOTOOVVT, AapPavovtag kaAd vrtoyn tig anopelg
YIX TNV ETALQEI KAL VA OWOEL VEEC TTANQOQPOQLEG YIX TNV ETALOLKT] KOVA-

TovQA.

Ot Lee et al. (2006) ToviCovv ot 1 avBevtikodTnTa Twv bloggers etvat amaai-
1 Y v emtvxia. H avOowmivny pwvn etvat onuavtikd ototxeio tov
blogging eme1dr) dixxweilel T etapkd blogging amd Ta maQadooAkA Kat-

VAALX HAQKETLVYK.

Ot Brennan kat Croft (2012, oeA. 111) woxvolotnkav 0Tt ot oLCNTHOELS Y TO
B2B oto Facebook 1] oto Twitter etvat ovxvd and a&lomiotes, Yvwotég myég

KL OXL OXOALX amtd EEVOUG, OTIWG OTIC AYOQES KATAVAAWTWV.

Metd and vridoxovta otolyelor VTOYQAUUICETAL O ONUAVTIKOG QOAOG TOL
Awxdiktoov oe B2B megipaArovta (Bauer, Grether, & Leach, 2002, Walters,
2008), ot egevvnréc B2B éxouvv apxloel va ekTIHOUV TN ONUACIX AUTWV TWV
EQYAAElWV KLOLWG Yl TNV TTEOOEAKLOT VEWV TTEARTWV KL TNV KAAALEQYELx
OX€0EWV HE VPLOTAUEVOLS ayopaoTés (Brennan & Croft, 2012, Michaelidou
et al. 2011).

O Walters (2008), yix mapaderypa, woxveiletal 0tL oL ogyavwoelg B2B pmo-
00UV VA EQAQUOCOLV TQELS OTQATNYIKEG TEOOTIOEHEVNC allag katd TN
X0T1)01 TOoL AdIKTVOV, TIG TANQOPOLES TTOATIYIKIG, TNV OXECTLAKT] AVTAA-

Aotyn KAt TV KOWwT) otoatnyKr] padnong.
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LZOH@wva PE T TTAQATIAV® OTOLXELR, ELVAL TTQOPAVES OTLTO HAQKETIVYK TWV
KOLVWVIKWV HEOWV €XeEL TAQOMOX onuaoia kat a&ta oe teglBdAAov B2B o-
Ttws ovpPatvet pe to B2C, av kat 0 puOuodg viobetnong Ntav oxeTid aQyog
vYwx to B2B (Michaelidou et al., 2011).

Onwe 1non avagpéednie 1 akadnuaikn égevva £xel emkevtowOel oe peyado
BaOuo oto pagkeTvyk twv social media oe megidArovta B2C katamd avto
£XOUV MEOKVYEL KATIOLX ONUAVTIKA OTOLXElor OXETIKA UE TOV AVTIKTUTIO Té-

TOLWV TTAXTPOQHUWYV OTNV AYORX TWV KATAVAAWTWV.

ITapa v avEavopevn ovvdgela kot v avuAnmt adia twv social media
oto B2B (e-Marketer,2013) 1 épevva mov éxet yivel oxeTikd pe TNV v étnon
KoLt xonor twv social media amtd ogyavwoets B2B Boloketatl oe ToAD mow-
(o otddwo . H BiBAoyoapia ov 1d1 vtdoxel OXETIKA UE T eTiTEdX XON-
O1G, T EUTIODLX KAL TIG HETONOELS TOV UAQKETIVYK TwV social media oe meQt-
BaAdovta B2B (mt.x. Jarvinen, Tollinen, Karjaluoto, & Jayawardhena, 2012;
Michaelidou et al., 2011) mapéyet mMOAV Atya otoixeia oe oxéon He Tovg ma-
oayovteg ov kaBoeilovv TNV LVIOETNOT) KOWVWVIKWV HETWV &XTIO 0QYAVW-
oelc B2B. Onwe avagépetat kat otov tpoAoyo n peAétn pag BaoiCetar oto
pHovtéAo texvoAoyiknc amodoxrc (TAM) to omolo eotialet tn diegevvnomn
¢ VB étnong twv social media amod TG emixeenoeg B2B. H peAétn pag
xonouorotet T Bewpla pe BAOT TOLE TOPOUVG YIX TOV EVTOTIOWO TEOCTOE-
TV KaBoQLOTIKWOV TTAXQAYOVIWV OTNV LINOETNON TWV KOWVWVIKWV HEOWV

amd ogyaviopovg B2B.

To povtéAo mov Ba dokipaotet éxet oav otoxo va eEnynoet v vwoOétnon
TWV KOWWVIKOV HECWV Kalva eKTLUNO0VV 0L T YoVTEG TTov evOaeQU VoLV
TOVG 0QYAVIOUOUS B2B va a&lomomjoovv kKovwvikd péoa evnpuéowong ws

HEQOG TV dOAOTNQLOTHTWV HAQKETIVYK.

Q¢ ek TOUTOUV, dNULOVEYNONKAV KATIOLA EQWTIHUATA TA OTIOLAX AVTIKATO-
MTEILOVV TOV OKOTO KAL TNV OUVELGQPOQA TwV social media oto YneLaxo
HAagkeTIVYK O¢ eAANVIKEG B2B emixegnoeics:

1) Ilwg ta péoa KOWWVIKNG OKTVWOTG VIO eTOVVTAL KAl XOTOLHOTIOLOV-
VTl 010 YPNPLako HAQKETIVYK OTIG EAANVIKES €TILXELQTOELS KAL YLX TTOLO

OKOTIO;
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2) Tlwc pmopet va PeAtiwOel 1) vioOETNOT KoL 1 XOT|OT] TWV KOWVWVIKWOV Hé-
OWV Yl TO HAQKETIVYK 08 eAANVIKEG B2B emixelonoers;
3) Tlowx etvat ta kLELOTEQA EUTIODLX 0T XOT)OLUOTIONOT TOV

PneLaxov pdokeTvyk otov topéa B2B;

3.2 : MovtéAdo anodoxrc texvoAroyiag (TAM)

Ot texvoAoyuég katvotopieg daéQovy peta&l ToUg MAVW 08 KATOX Katl-
olx onuela, yir mapddelypa T KOWWVIKA péoa Oewpovvtal mo dadoo-
OTIKA KL a0XOAOUVTAL WIAITEQA PE TNV ETUKOVWVIX e TTEAATES Kol TIQO-
unOevtéc (Wamba & Carter, 2013), j ontota eltvat Aryotepo mepinAoxn oe ov-

YKOwoN He TS lotooeAldec.

H peAétn pag, ovvenws, Paciletal 0to mMEOTLTO TEXVOAOYIKTG AmodoXN|g
(TAM) v n dLepevivnon e LVINOETNONGC KOWVWVIKWV HETWV ATIO 0QYAVL-

opovg B2B.

To TAM avantoxOnke ano tov Davis (1989) yiax va mpoPAédet v vio0é-
TN0T) VEWV TEXVOAOYLWV ATtO TOUG XONOTES KAL ATO TOTE £XELAXPEL TEQROTL
TIQOCOX1] OTNV AKADNUATKT] KOWOTNTA 0 O0X€0T He dAAeg Oewoleg Kat po-
VTéAa Yo v meoPAen g voBétnong texvoAoywv. Ot meoPAEPelc tov
TAM ¢éxouvv agketa peyaAn ovvémewx (Bagozzi, 2007, Venkatesh & Davis,
2000).

Ta kowvwvikad péoa etvat daPoQeTiKA amo AAAeC TeXVOAOYieg TV OmOolwV
1N voBétnon amo ogyavwoels B2B éxeL1on e€etaotel and to TAM, 6ntwe ta
cvotuata avtopatiopov (Jones, Sundaram, & Chin, 2002), kat avto dLoTL T
KOWVWVIKA& HEoa eVIUEQWONG OEV ATALTOVV ML TOOO ONHAVTIKT] XQXIKY] &-
TEVOLON OTWG OTNV TERIMTWOoN AAAWV TeXvoAoywwv. Entiong ot mAateop-
pec twv social media dev avrjkovv ovte o€ etatpteg ovte Polokovtal péoa
OTIG eTalQEleg KAl TEAOG TO TEQLEXOHEVO TWV KOWVWVIKWV HEowV ouvnOwg
dnuLovEYElTAL ATIO 0QYAVIOUOUES Kol eEWTEQLKOVS POQELS OTtws HeAAovTUcoL
Kkat vplotapevol teAateg (Singh & Sonnenburg, 2012) 61twe avagépbnke kat

TEWTUTEQX.
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T

Perceived
Ease of Use

(E)

Attitude
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Behavioral
Intention to
Use (BI)

Actual
System Use

External
Variables

Model — Technology Acceptance Model (TAM)

IInyn: Wikipedia (Davis, Bagozzi & Warshaw 1989)

1) Perceived Usefulness tn¢ texvoAoyiag kat Perceived Ease of Use

To TAM Oewpet 6T 1 Perceived Usefulness tng texvoAoyiag kat n Perceived
Ease of Use mpopAémovv tnv otdom kat v medbeon xorjong, n onoia ot
ovvéxelx odnyel otnv vDOBETNON KAl XONOT TNG OLUYKEKQLUEVNG TEXVOAO-
viag.

H Perceived Usefulness ogiletat wg 0 BaOuoc otov omolo kATolog moTevel
OTL 1] XOT|OT] MG OVYKEKQIUEVTG TEXVoAoYiag Oa evioxvoel v amodoon
tov (Davis, Bagozzi, & Warshaw, 1992), evew avtilaupdvetal wg Perceived

Ease of Use tov BaOpo otov omolo kATolog miotevel OTL 1) XONOT] TNG TEXVO-
Aoyiag Oa yivetal xwoic mooomdOewa (Davis et al., 1992, Ha & Stoel, 2009).

Ot vmo0Béoelg mov UtoEovV va dxTLTIWOOVV TMTAVW T& AVTO TO KOPHUATL YiX

tic B2B emiyeonoeis etvat ot e€ne:

YnoOeon 1: H avtiAnmt xonowdmta éxet Oetikd avtiktumo otnv viooe-

tnon twv social media ano emyeonoeic B2B

YroOeon 2: H evkoAia xorjong éxet Oetd avtiktumo otnv viodétnon twv

social media amo emixeponoec B2B

YnoOeon 3: H evkoAia xonong éxet Oetikd avtiktumo otnv avtAnmt xon-

oot TwV social media.

2) Demonstrability kat Image
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‘Evac aplOpuoc dAAAwV Baoik@v mEOYVWOTIKWOV TG EKTLUWOUEVNS XOTOLUOTH)-
tag €xeL avapepBet oy PipAoyoapia ( Venkatesh & Davis, 2000), oe avta
avkovv ta anoteAéopata tov Demonstrability kat tov Image, ta omola ei-
val lattega onUavTKa yax v a&loAoynon tov Perceived Usefulness kat
eTONG TWV TEOTPATWYV TEXVOAOYLWV OTIWG TA EQYAAELX KOWWVIKWV LE-
owv. H emidel&n twv anoteAeopdtwv delxvel tov fadpo otov omolo ta amo-
TeEAEOPATA TNG XONONG HLAXG TeXVOAOYIag elval eppavr) péoa oe £€vav oQya-
VIOHO KAl TNV dLOKOALX 0NV eTKOWVWVIA TWV ATIOTEAETUATWV e AAAOLG
evtog tov opyaviopoL (Venkatesh & Davis, 2000). Opolwg, 1 ewdva kata-
Yoa@eL TIC avTANeLS TV eQYALOUEVWY OXETUKA HLE TV XOT|0T] UG OUYKE-
koévng texvoloyiag (Venkatesh & Davis, 2000), n ool pe tn oepd g
eTNOEALEL TIC AVTIATPELS OXETIKA LLE TO €AV 1) TEXVOAOYIa ebvat XOT) O] Kot

ATIOTEAEOUATIKT] Yt TNV ETUTELEN TWV OTOXWV.

Avta ta amoteAéopata avikovv otnv katnyopia External Variables tov ma-

QATIAVW OXNHATOC.

Ymo0eomn 4: O avriktumog and ta anoteAéopata anodelEpotntag etvat Oe-

TIKOG YL TNV AVTIANTITH XONoLHoTnTO

Yn60eon 5: O avtiktuTog amo v ewova etvat OeTiog yx v avTAnmn

XONOHOTNTA

3) Perceived Barriers kat Organizational Innovativeness

EmmpooOeteg petapAntéc oto TAM anattovvtal yioe tnv meoPBAeyn g
XOT)0NG 0€ KATAOTATELS OTIS OTIOLEG OL XONOTES éXoUV eAeV0eQES emIAOYEC
(Ha & Stoel, 2009; Vijayasarathy, 2004). H éoevva otov Topéa auto éxeL evto-
TOEL KATIOOVG  eTUTAEOV TAQAYOVTES TIEOPAEYNG TNG XONOLUOTNTAG Kol
¢ E00eoN S va LIOOeTNOOVV KATIOLES OUYKEKQLUEVES TJAEKTQOVIKES TEXVO-

Aovyleg.

Toa Perceived Barriers etvat ta epmodia mov pmogovv dnpoveyndovv Adyo
dLPOEWV MAQAYOVTWY OMWS TX. 1) emiXelpnon dev Oewel oNUAVTIKY) Kat
avaykaia v voBétnon twv social media kaBwg Oewpel OTL dev elvat ama-

oaltnTa 0ToV Topént TOUG.

H Oewola pe Baomn tovg mogovg, (r.X., Grant, 1996, Rumelt, 1984, Teece &
Pisano, 1994; Wernerfelt, 1995) vrtodnAwvel 6t n vioOétnon texvoAoylwv
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e£XQTATAL ATIO TO KATA TOOO elval DEKTIKY| 1] ETILXELQNOT OTNV KALVOTOULA,

o€ TEQIMTWON TOL KATL TETOLO LoXVEL OO YOUHAOTE OTO OVUTEQAOUX OTL

avto Oa evioxVoeL TIc Véeg TexvoAoyieg kat Oa kaAAlegynoet e€educevpé-

VEC YVWOELS, OL OTIOLEG XONOIHEVOLV Yia TNV aVENOT] TWV dUVATOTHTWV TWV

erixeonoewv. H Oewola twv mépwv pmogel va a&lomomOel oto mAaioto tov

HAQKETIVYK KaL Yl TNV vioOétnomn texvoAoylag yix va Tovioet Twg PmoQovy

TA XAQAKTNOLOTIKA KALOL DUVATOTITEG TOL OQYAVIOHOV Vat CUUBAAAOLY 0T

dnuovEyia ovykekQUéVwY Hoopwv allac meAatwv (Barney, Wright, &

Ketchen, 2001). H opyavwtikn kawvotopla pmoget va OewpnOel wg to kAedl

Ywx va yivouv ot B2B emixelonoelg mo dextikég otnyv viobetnon kat xonon

TV Social media.

Yro0eon 6: T avTANTTTA EUTTOdIX £XOLV AQVNTIKO AVTIKTUTIO OTNV AVTIAT)-

TUTT) XQNOHOTITA.

Yro0eon 7: Ta avTANTTA UmOdIX €XOUV AQVITIKO AVTIKTUTIO OTNV LI0OE-

ton twv social media.

Yro0eon 8: Opyavwtikn) katvoTtopia £xet OeTikd avTikTuTIO OTNV LD ETNON

TV social media.

YroOeon 9: Ogyavwtikn katvotopia éxel Oetikd avtikTumMo OTNV LTTAQ-

Xovoa xoror twv social media.

Ewova

Avndnnm

Xpnowomra

Anotehéopara
Anobafipomrag

Y 3: +

|
Euvkolia Xpiiong

1

Opyavwrikn
Kauvoropia

it riors YioBimon
Ry Twv social media

Xpiam
Twv social media

T 3

Avrdnnra Epneda

h

OcwpnTird povtéAo
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KEDAAAIO 4: MEOOAOAOITA

4.1 Eidn 'Egevvag

Me tov 000 épevva evvoovue TNV OLVAAOYN dedOUEVWY e OKOTIO TNV ATto-

KTNOM YVWOTG tavw o€ éva O&ua.

Yrapxovv dvo €ld1 épevvag N ToooTik!) kKat 1 tototikt). H molotkr) épevva
EXEL oAV OTOXO AOXLKA TNV dATUTWOT) e CAPNVELX VOGS PALVOUEVOD, 0T
OLVEXELX TNV AVAALOT) TOL KaL TEAOG TNV eounveia kat tnv Pabvtepn kata-
vonon tov. H mowotkrn) éoevva €xel oav 0tOX0 VA AMAvINOEL OTO
"Tlwg™ karto ' Twtl' " cvpPaivel avto To avopevo ov peAetdte. Avto to
eldog €pevvag TmEQUAaUPAVEL OLVEVTEVEELS KAl TNV OLAQKT] KATAYQAPT] Tt~
QATNENOTEWV WOTE Va pmogéoel va e€axOel éva oAokAnpwuévo ovuméoa-
opa. Avto To eldog €gevvag elval O LTTOKELEVIKO KaOWGS ET ATO TIG OV-
VEVTEVEELS IOV HEAETWVTAL OIATUTIWVETAL T] ATOLKT] EQUNVELX EVOS PALVO-

HEVOU.

H moootwkr] égevva mepLéxeL Kat avth) To 0ToLXelo NG dleQevVN oG £VOG patL-
Vopévou aAAd otnpiletat oe otatiotikés pedddovg kat aplOunTucd dedo-
pneva. Etvat mo avtueeviko eidog €épevvag oe ox£€or HE TNV TOLOTIKT] K-
Owc omnpiletat oe akQIPelS HETONOELS KAL £€TOL VTTAQXEL UL ATIOOTACTLOTOL-
NOoT TOL €QEVVNTN ATO TO avTKElpevo g peAétng tov. ' va moaypato-
miomn O el P TOOOTIKT] €QEVLVA XONOLUOTIOLOVVTAL DLAPOQX EQYAAElX OTIWG €-

QWTNUATOAOY I, KAlpOaKES, BBALOYQAPUKES ETUOKOTOELS KATL.

4.2 Eidn dedopévwv

Ta eldn Twv dedopévwv HTTOEOVY VA XWELOTOVV O€ dLO PACIKES KATIYOQLES,

He TNV KAOe Hior va €XEL T LKA TNG XAQAKTNELOTIKA. AUTEG elvat ot eENg:

IMowToyevn dedopéva: etvat T dedOUEVA TTOL KATAYQAPOVTAL YLX TIQWTN
POOA KAL TLEQLYQAPOLY TA ATOTEAETUATA HLAS €QELVAC XWOIS va éxouv v-
nootel kamowx afloAdynon 1 kamowx emefegyaoia. Ot MNYES TEWTOYEVWYV
dedopévwv pmoel va etvar BpAlx, meplodkd avtofloypaies, nAektoovika

Kol eTUOTNHOVIKA TteQLodikd kAT.(Mmworag,2001)
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Aevtegoyevn dedopéva: Oewpovvtal Ta dedopéva T oMol €XOLV KAaTa-
Yoapel amd KATOOV AAAO TQWTUTEQA KAl T XQTOLHOTIOLOVUAL OV MK
pdon mdvw otV oMol HmogovLpe va otneifovue v dwkn pag Oewpia. O-
TMwe kataAaPatvovpe Aotmov eivatl apietd €0KOAO KATOLOG Vo BReL devTe-
oevovTa dedopeEva oe MOAV ALyo XQOVO Kat oxedOV Ue KavEva KOOTOG, elte
o€ €vTuTn poE@nN elte oe nAektoovikn. IInyéc devtepoyevawv dedopévwyv ei-
VAL TA TOKIANG VANG Kol T ETUOTIUOVIKA TLEQLODKA, T A0 epnueQidwy,

TO OLXOIKTVLO KATL.

4.3 Emiokonnon Tng magovoag £QeVvag

L1 maovoa £QEVVA £XOVHE XQNOLHOTIOWOEL VAV CUVOVAOHO TIOLOTIKNG
KQL TOOOTIKT|G €0evvac. IToloTkr) étot wote va diatvntwOel e oagrvela kat
axgifex o avtikelpevo peAétne pac kabwe kot OAOL OL TAXQAETQOL TTOV
TOETEL VA £EETACTOVV KAL TTOOOTIKY] WOTE V& YIVOLV OL amaQaitnTeg HeTon-

OELG Yl Vo EXOVUE €V OAOKATIOWHEVO KAL AVTUIKELUEVIKO OVUTTEQAT AL,

Onwg eldape €xel yiver pua mANeng avaockonmorn g BiBAloyoapiag amod
AAAeg T YEC (TOLOTIKT] €QEVVA) KAL OTN OLVEXELX EXOVHE TNV HEAETN TWV
ATIOTEAEOUATWV TWV €QWTNUATOAOYIWV (TTooOoTIKY] €0evvar). Taw dedopéva
TIOL CLAAEX TNV KAL avaAVON KAV arVIKOLY OTNV KATIyoRIa TV TEWTOYE-
Vv dedopévwv. Méoa amtd avtn tnv avdAvon elpaote oe B€on va katavo-
noovpe Atyo kaAvtega kat mooo ta social media yivovTal amodekTa Kat

emnoealovy pia etala.
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KEDAAAIO 5: AIIOTEAEXMATA EPEYNAL

To eowmuatoAdyo pac otaAbnie péoo email oe tegimov 300 eTaupiec, amod
avtég pag artavnoav ot 80 (26,7%). To epwtnuatoAdylo amtoteAeito amno e-
QWTNOELS OLOTIOLEC AVTLTIQOOWTIELAY TOVS TP yovteg Tov TAM dmwe avtotl
TEOAVAPEQONKAV KAL WG ETUAOYES ATIAVTNONG OTIS EQWTNOELS AVTEC XONOL-
poror)Onke N kAlpaka Likert. Ot antavtoelg tov avaAvOnkav pe to meo-
yoappa SPSS. Ot oepd pe v onoia Ntav Tomo0etnpéves oL eQWTIOELS N-
TAV TETOLX WOTE OL EQWTNOEVTES VA UV HTTOQOVV VA AVAYVWELITOLY KATIOLX

oUVOEOT) HETALD TWV TAQAYOVTWV.

Ot apxkéc pag vroBéoelg 0nws Oa dove kKAl TARAKATW eTBePatwOnkav
o€ &vav IkavoromTiko PBaduo, 4 amo TIc 9 elval OTATIOTIKA ONUAVTIKES Kol

2 elval 0QLAKA OTATIOTIKA ONHUAVTIKEG.

5.1AvdAvon AmotedeouaTwyv

To 60% Ttwv eTaouOV TOL pAG amdvInoav epmnogevovtat ayabo kot To

42,5% mapeixe kAol vnEeoia (KATOLEG eTalQles mMapelxav kKat ta dvo).

YTrnpedia 43 (60%)

AyaBo 34 (42,5%)

1] 10 20 30 40 20

Ot etawpleg pag Nrav amod dLAPOEOLS TOUELS OTWS TO HAQKETLVYK KAt 1) dla-

@THLOT), TA OXT)HATA KL Ol LETAPOQES, 1) Blopnxavia too@inwy KTA.
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@ Mzwpyia Kal KTVoTROEia

@ Biounxavic Tpopiguwy

@ Evipyaa kol TpwTeg DA

@ NMnxovikic koToossUES Ka sE0TAIGH.
@ Oyruora Ko EEoTTATHO] PETOpO DLV
@ Xnuikad go popUOKSUTIKG TROioVTa
@ =uhsic ko Smmha

@ Ciwobopkic epyaoics kol Gnpooa £
@ Minpopopikr

@ Topiag TRASTIIKDVOVILOY

@ Hiscrpikog kan nhskTpovikgg Eotrhl . @ BIOMHMANIA KAASYNTIKON

@ Tumoypopia kol ekBOCEIC & Kohhnwmed

@ Mdprenivye, Sagrmon ko piaa =v_ . @ Transportation

@ Tpamslce, ypnuaTooovouikd ko o.. @ Exmaibzucn

@ Naopoxn umnpeawy of emxapnaag @ Zeden ko Hiokmpovikos ESomliapdg
@ EIZAMOMH & EMOOPIA & Napoxic uyeiog

To 45 % TV eTaQLOV TTOL HAG ATIAVTNOAV anaoxoAel kKatw ard 100 vtaA-
ANAovG, to 25% amaoyoAet antd 101 péxot 250, to 22,5% amd 250 uéxol 500

Kat TO vmtoAoLto 7,5% TAVQW amo 500.

@ =100

@ 101<n=250
@ 251=n=500
@ =500

Ta social media Ntav agketa dadedopéva OTIS eTalpleg pag agov OTws Ba
delte Kol OTOV MAQAKATW Ttivaka HOvo To 3,8 % dev XONOLUOTOLlEL KAVEVA
social media. H 7o dnpo@Arc mAateoopa social media eivat to Facebook

ka0wg 75 amod g 80 (93,8%) emixeonoels anavinoav ot €xovv Facebook
page.
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Linkedin
Faceboolk

41 {51,2%)

75(93,8%)

Instagram
YouTube
Google+
MySpace

56 (7T0%)

33 (41,3%)
Kavéva
Tuwvitter
Twitter

To 47,5% mov atdépwv mov anavtnoav Yrav yvvaikes kot to 52,5% avdec.

& 2vipoc
47 5% @ Muvaoiko

Ou Béoeic Tovg mowiAovv amd mMOAL vPnAd wotdpevoug 6mws Marketing

manager, WKTNTeG KTA péXoL o xapnAég 0éoeig Omwe anAot LTTAAANAOL.

[BiokTATg

Marketing manager
Mevikog SieuBuving
Commercial Director
Sales manager

Business developar manager
Account manager

Sales represantative
MiguBuUvTrg papreETIVYE
Graphic Designer
Ymahknhog

AOTETHE

HR manager

Social madia manager
Y1re0Buvn Turuatog

IT Admininstrator - Security
pagioTag

Ymahknhog

14 (17,5%)

9 (11,3%)
8 (10%)
7 (8.8%)

10 (12,5%)
6 (7.5%)
5 (6,3%)

0 5 10 15

Emtiong to €000¢ TV NAKIOV TWV ATOUWV TOL HAG ATIAVTNOAY KUHAVETAL

amo 24 éwg 58.
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5 (8,5%)

4 (6,8%) 4(6.8%) [4(5,8%)4(6,8%)  4(5.8%)
4
3 (5,1%) 3(5,1%) 3(5,1%)
2 (3.273.4%])2 (3.4%)
2
1 (1,7%] To (1,7% RRATC IR REEYET B IIEREARKARL R KAl
0

24 27 32 35 38 42 46 49 53

5.2 AvaAvon YnoOéoewv

YmoOeon 1: H avtiAnmtr) xonopotnta éxet Oetikd avtikTtumo aTnyv vio-

0étnon twv Social media ano emiyeprjoeis B2B

Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
1 .2328 .054 .042 .505

a. Predictors: (Constant), Intention to use

Coefficients?

Standardized
Unstandardized Coefficients Coefficients
Model B Std. Error Beta t Sig.
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1 (Constant) 3.673 371 9.894 .000

Intention to use 195 .093 .232 2.104 .039

a. Dependent Variable: Perceived Usefulness

Perceived Usefulness = 3.673 + 0.195 Intention to use

AmodexOpaoTe OTL N £MOQAOT) TNG AVTIANTITNG XONoLHoTNTac éXel OeTikd
avtiktuTto otnv vobétnon twv Social media ano emixewpnoeig B2B Adyw
TOL TEOOTHOL TOL ovvTeAeoT () evw 1) VTTOBEON HaC elval OTATIOTIKA OT)-

HavTikt) Y etirtedo onuavtikotntag 5% (sig < 0.05).

Yno0eon 2: H evkoAia xorjone éxet Oetiko avriktumo otnv viobétnon
twv Social media ané emixeiprjoeis B2B

Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
1 .0778 .006 -.007 .765

a. Predictors: (Constant), Intention to use

To Adjusted R Square etvat ToAD xapnAo aAAog évag Adyog va aartoppipovpe
v vrtoOeor 2.
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Coefficients?

Standardized

Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 4.337 .562 7.719 .000
Intention to use -.096 141 -.077 -.681 .498

a. Dependent Variable: Perceived Ease of Use

Perceived Ease of Use = 4.337- 0.096 Intentional to use

Amodexouaote 0t Perceived Ease of Use ¢xet Oetiko avtiktumo otnv
Intention to use twv Social media amo emixepnoeg B2B Adyw tov mpdon-
pov tov ovvteAeot) (B) evaw N vTTOOEOT pHAG ATOEEITTETAL YIX ETILTIEDO OT)-
pHavTomnTag 5% (sig > 0.05) Adyw ot (0,498>0,05).

Yno60eon 3: H evkoAia xoNnone éxet Oetikd avtikTumo otV avtAnmnem

xonowotnta twv Social media.

Model Summary

Adjusted R [ Std. Error of the
Model |R R Square Square Estimate
1 .0582 .003 -.009 .765

a. Predictors: (Constant), Perceived Usefulness

To Adjusted R Square etvat ToAU xapunAo dAAog évag Adyog va artogoipovpe
v vrtoOeon 3
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Coefficients?

Standardized

Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 3.575 747 4.787 .000
Perceived Usefulness .086 167 .058 517 .606

a. Dependent Variable: Perceived Ease of Use

Perceived Ease of Use =3.575+0.086 Perceived Usefulness

Amodexopaote Otin evKOAi XOMOTG £xeL OeTIKO AVTIKTLUTIO OTNV AVTIANTITY
xonowotnta twv Social media, mTagatnEovue OTL Y kB¢ povadiaia peto-
BoAn ¢ Perceived Ease of Use 1 Perceived Usefulness petafdAAetar katda
0,086, Adyo tov mEdoN oL Tov cuvteAeot (B) evw 1 VTTOBEON UG amoEE(-

TTeTe YIX eTimedo onuavTikot)tag 5% (sig > 0.05) Adyw ot (0,606 > 0,05).

Ymo0eon 4: O avTiKTUTOG ATO TA ATMOTEAETUATA ATIODELELNOTITAG Ei-
val OeTikog yia TNV avTIANMTN X0 OLUoTNTA.

Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
1 .2852 .081 .070 .664

a. Predictors: (Constant), Perceived Usefulness
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To Adjusted R Square etvat moA0 xapnAd oe avtrv TV meplntwor), aAAd

dev Ba amoppipovpe v LTEOOEOT 4 YTl elval OTATIOTIKA OTJUAVTIKT

Coefficients?

Standardized

Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 2.139 .587 3.643 .000
Perceived Usefulness .398 .150 .285 2.647 .010

a. Dependent Variable: Demonstrability

Demonstrability=2.139+0.398 Perceived Usefulness

Amodexopaote 0tL 0 avtikTuTiog artd v Demonstrability etvat Oeticog yix
Vv Perceived Usefulness, mapatnoovue otL yix kdBe povoaduaia petafBoAn
¢ Demonstrability, 1 Perceived Usefulness petaBaAAetarl katd 0,398, Adoyw
TOVL TEOCTHOV TOL cLvTeAeoTH (B) evw 1) LTTOOEOT elval KAl OTATIOTIKA OT)-
HAVTIKT) Y €TUTTEDO OMUavTIKOTNTAS 5% (sig < 0.05) Adyw o611 (0,010 <0,05).
Avto emuPePatwvel ta Aeyopeva tov Davis (2000) 6tt to Demonstrability e-

nnoedlel oe peyaAo Baduo to Perceived Usefulness.

Yno0eon 5: O avTikTumog Amo TNV elkova eivat OeTikog Y TNV avti-

AN XonopoTnIa

Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
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1 .2082 .043 .031 .585

a. Predictors: (Constant), Perceived Usefulness

To Adjusted R Square etvat moAV xapunAo, oe avtrv Vv mepinmtwon Ba amog-
olpovpue v vVTOOeoT) 5 AOYW TNG UN OTATIOTIKNG OTUAVTIKOTTAG TNG 0rVE-
Eaotnc petapBAntc pag (Perceived Usefulness)

Coefficients?

Standardized

Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 2.655 518 5.129 .000
Perceived Usefulness .251 133 .208 1.889 .063

a. Dependent Variable: Image

Image =2.655+0.251 Perceived Usefulness

Amodexopaote 0TL 0 avtikTuTog amo TV Image etvat Oetkodg v v Per-
ceived Usefulness, mapatnoovue ot yix kdBe povadiato petafoAr g Im-
age 1 Perceived Usefulness petafBdaAdetal kata 0,251, A0yw tov TQOoTpov
tov ovvteAeoTr| (B) evw N VTOBeo deV elval OTATIOTIKA ONUAVTIKT) Y &-

Timedo onuavtot)tag 5% (sig > 0.05) Adyo 6t (0,063 > 0,05).

YmoOeon 6: Ta avTIANTTd eUmMoOdLa £XOVV AQVITIKO AVIIKTUTO OTNV a-

VTIANTT] XON OOt TA
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Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
1 3122 .097 .086 531

a. Predictors: (Constant), Perceived Usefulness

To Adjusted R Square etvat oAV xapunAo, oe avtv v meplntworn dev Oa

artogpPovpe v vTTOOEOT 4 Yt elval OTATIOTIKA OTUAVTIKOG O TAQAXYO-

vtag (Perceived Usefulness)

Coefficients?

Unstandardized Coefficients

Standardized

Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 2.164 470 4.608 .000
Perceived Usefulness 351 120 312 2.914 .005

a. Dependent Variable: Perceived Barriers

Perceived Barriers =2.164+0.351 Perceived Usefulness

Amodexopaote ot ta Perceived Barriers éxet agvntuo avtiktumo oto Per-

ceived Usefulness, mapatnoovpe 0Tt Y k&aOe povadiaia petaBoAn) tov ma-

oayovta Perceived Barriers 1) Perceived Usefulness petapaAdetat kata 0,351,

AOY® TOL TIEOOT OV TOL CLVTEAEOTN (B) €V 1) LTTOO 0T ElVAL KAL OTATLOTIKK

OoNUAavTIKY] Y entimedo onpavtikotntag 5% (sig > 0.05) Adyo ot (0,005 <

0,05).
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Ymo0eon 7: Ta avTIANTUTA EUTOdLX £XOVV AQVTTIKO AVTIKTUTO 0TV ULO-
0¢étnon twv Social media.

Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
1 .2072 .043 .031 .546

a. Predictors: (Constant), Intention to use

To Adjusted R Square etvat moAV xapunAod, oe avtv Vv mepintwon dev O
amtogeiPovpe TNV vOBeon 7 Adyw TovL OTL 0 Tapdyovtag pag (Intention to

use) elval oQLAKA& OTATIOTIKA OT|UAVTIKOG.

Coefficients?

Standardized

Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 2.620 .708 3.701 .000
Intention to use .349 177 .218 1.972 .052

a. Dependent Variable: Perceived Barriers

Perceived Barriers =2.620+0.349 Intention to use

Amodexopaote 0tL T AvtuAnmtd Eumoédia €xovv apvntiko avtiktumo otnv
voBétnon twv Social media, mapatnoovue OtL Yix k&Oe povaduaia peta-
oAn tov Intention to Use ta Perceived Barriers petafaAdovrat kata 0,189,
AOYw TOL TIEOCTHOL TOL cLVTEAEOT (B) v N LTTIOOEOT elval OQLXKA OTATL-
OTIKA ONUavTikn Yo ertintedo onuavtucotntag 5% (sig > 0.05) Aoyo ot (0,052
> 0,05).
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YnoOeon 8: OgyavwTikr) karvotopia éxel OeTikd avtikTumo oTnV VIOE-

tnomn Twv Social media.

Model Summary

Adjusted R | Std. Error of the
Model |R R Square | Square Estimate
1 .2282 .052 .040 .60

a. Predictors: (Constant), Organizational Innovativeness

To Adjusted R Square etvat moAV xapunAod, oe avtv Vv mepintwon dev O

amtogeiPovpe TNV VTTOOEOT) 8 AOYW TOL OTL O MAPAYOVTAS HAG elval OTATL-

OTIKA& OTUAVTIKOG.

Coefficients?

Standardized

Unstandardized Coefficients | Coefficients
Model B Std. Error Beta t Sig.
1 (Constant) 3.175 .381 8.337 .000
Organizational .184 .089 .228 2.067 .042
Innovativeness

a. Dependent Variable: Intention to use
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Intention to use =2.620+0.349 Organizational Innovativenesss

Amodexouaote otL 1) Organizational Innovativeness £xeL aQvnTiko avtiktumo
otV voBétnon twv Social media, TagaTNEOLHE OTL Vi kK&Oe povadiaia pe-
taoA1) tov Intention to Use 1 Organizational Innovativeness petafaAAetal
kata 0,184, Adyw tov mEoonuov tov cvvteAeot (B) evaw 1 vVEdOeon elvat

OTATIOTUKA ONUAVTIKT) Vi emtimedo onuavtikotntag 5% (sig > 0.05) Aoyo ot
(0,042<0,05).

Yn60eon 9: OoyavwTikT) KavoTopia £XeL OeTIKO AVTIKTUTO 0TV VTLAQ-
xovoa xoromn twv Social media.

Model Summary

Adjusted R | Std. Error of the
Model |R R Square Square Estimate
1 .0872 .008 -.005 .760

a. Predictors: (Constant), Actual Use

To Adjusted R Square etvat moAV xaunAo, oe avtrv v mepintwon Oa a-
ntopoipovpe TNV vTOOEOT 9 AdYW TNG UN OTATIOTIKIG ONUAVTIKOTNTAS NG
avelaTnTNg petafANTS pag (Actual use)

Coefficients?

Standardized
Unstandardized Coefficients Coefficients
Model B Std. Error Beta t Sig.
1 (Constant) 3.981 .310 12.822 .000
Actual Use .075 .097 .087 775 441
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a. Dependent Variable: Organizational Innovativeness

Organizational Innovativenesss=3.981+0.075 Actual Use

Amodexouaote 0Tt 1 Organizational Innovativeness éxet Oetikd avtiktumo

otV Actual Use twv Social media, A0yw Tov mpoonuov tov cvvteAeotn| (B)

eV 1) LTEIOOEOT) deV Elval OTATIOTIKA ONUAVTIKT] YIX €TUTEDO ONUAVTLIKOTH)-
tag 5% (sig > 0.05) Adyo 6t (0,441 > 0,05).

5.3 [IaAwvdgopnoelg

To BEATIOTO HOVTEAD TTEOKVTITEL ATIO TIC MAQATIAVW HeTaPANTEG elval TO

TIXQAKATW:
Model Summary
Std. Error
Adjusted R | of the Esti-
Model R R Square Square mate
1 4342 .188 133 570

a. Predictors: (Constant), Perceived Barriers, Perceived Ease of Use, Perceived Usefulness, Image, De-

monstrability

ANOVA?
Sum of Mean
Model Squares df Square F Sig.
1 Regression 5.569 5 1.114| 3.433| .008°
Residual 24.009 74 .324
Total 29.578 79
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Coefficients?

Unstandardized

Standardize
d

Coefficients Coefficients
Model B Std. Error Beta t Sig.
1 (Constant) 1.548 .803 1.928 .048
Perceived
214 .128 181 1.671 .099
Usefulness
Perceived Ease of
-.128 .087 -.159 -1.473 .145
Use
Image .129 .094 147 1.378 172
Demonstrability .246 .097 278 2.539 .013
PerceivedBarriers .146 .066 .234 2.202 .031

a. Dependent Variable: Intention to use
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Iapaxkatw magovolaletat o mivaxag Cronbach’s Alpha o omoiog pag dei-
XVELKATA TTOOO OL EQWTNTELS TTOV AVTLTIQOOWTIEVOVV TOV EKATTOTE TTAQAYO-

VT AVTATIOKQ{IVOVTAL OTOV 0OQLOUO TOL TTAQAYOVTA.

Cronbach’s Alpha N of Items
Perceived Usefulness ,461 5
Perceived Ease of Use ,763 3
Image 854 2
Demonstrability ,826 4
PerceivedBarriers ,900 4

‘Evac mapdyovtag pe 2 Items propet va OewopnOel aldomiotog pdvo av n ov-
ox£€tion petald twv dvo Item etvar woyvon pe PBaon v PBPAoyoapia twv
Yong, A.G, & Pearce, S. (2013). Ontwg BAémovpe oto Image n ovoxétion etvat
toxvon agov 0,854>0,700.

EmiAéyovpe to Adjusted R square yix tnv egunveta pag kat 0xL 1o R square
dLOTLYIx KO € VEO A& YOVTA TIOL TIROTOETOVLE VI TNV EQUNVELX TNG Ave-

E&QTNTNG petaBAnTc TEooBETeL 0TO TEAOC TOL TUTOV VAt UKQO OPAAUA.

BAémovpe 0t to Adjusted R square etvat 0.133, avtd onuaivet 0tin diaomoed
e Y (eLaptnuévn — Intention to use) epunvevetal katd to 13,3% amo v
dloToEd TOL HOVTEAOL pag. Me Baon tov mivaka ANOVA, to F=3.433 kat
to p= 0.008. To P<0.05, avtd onuaiver otL to F moemel va elvat peyaAo ko

&Qat 1 YO UMLKY TTAALVOQOUNOT) V& ELVAL OTATIOTIKA OTUOVTLKT).

Apa O éxovpe:

Intention to use=1.548+0.246 Demonstrability+0_146 Percerved Bamers
(0.13) (0.31)
IN'a va ta&vounoovpe tic aveEAptnTeg HETABANTEG WS TTOOS TNV €0-

HUNVEVTIKI] TOUG KAVOTITA TEETIEL Var dDOUHE TOv ovvteAeotr) Beta.

LOppova PE T MAQATIAVQ TEWTOG TIQAYOVTAG OE EQUIVEVTIKT)
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ucavotta etvat to Demonstrability pe Beta= 0,278, devtegog etvat to
Perceived Barriers pe Beta= 0,234, toitog etvat to Perceived Usefulness
pe Beta= 0,181, tétaptog etvat to Perceived Ease of Use pe Beta=-0,159

KoL EUTTOG etvat o Image pe Beta=0,147.

TéAog pag evdlagpépovv o t kaL To sig. Ta oTtolar CLVIOTOVV TOV €-

A€YX0 ONUAVTIKOTNTAG TWV AVEEAQTNTWY HETABATTWV.

t1=1.671 xat p=0.099>0.05 &oax 0 ovvteAeotrc NG x1 dev elval oTaTi-

OTIKA OTJUOVTIKOG.

t2=-1.473 xau p= 0.145>0.05 o 0 cvvteAeoTng NG X2 dev elval otaTi-

OTIKA& OTUAVTIKOG.

t:=-1.378 xat p= 0.172>0.05 &pax 0 cvVTEAEOTIIC TNG X3 DEV Elval oTATL-

OTIKA OTJUOVTIKOG.

t:=2.539 xat p=0.013<0.05 &g 0 CLVTEAEOTNG TNG X4 €lVAL OTATIOTIKA

ONHAVTUCOC.

t5=2.202 wau p= 0.031<0.05 &pax 0 oLVTEAEOTIC TNG X5 Elval OTATIOTIKA

ONHaVTUIKOC.

To Intention to Use piag véag epagpoyns v povadiaia avénon tov
Demonstrability koatwvtac ta vitoAoina otabepd Oa petaBaAdetal

KATA:

Intention to use: 1,548+0,246*1=1,794

O aplOuog pag MANOLALEL TTO KOVTA 2, OTIOL OTO £QWTIUATOAOYLO HaG

onuaivel Atxpwva.

Intention to use: 1,548+0,214-0,128+0,129+0,146=1,909

To Intention to Use piag véag epaguoyrc yia povadiaio avénor tov
Perceived Ease of Use kpatwvtag ta vtoAotnia otaOepd Oa petafaA-

AETAL KATA:
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Intention to Use: 1,548-0,128*1=1,42

O apOuog pag mANolet o kKovta 1, 0Ttov 0To €QWTNUATOAOYLO Lo

onuaivel Auxpwvw ‘Evtova.

Intention to Use: 1,548+0,214+0,246+0,129+0,146=2,283

EAéyEape tovg mapdyovteg pe to peyaAvtepo B (emmnpealet to Inten-
tion to Use 1teploo0teQo amo ta VTTOAOLTA) KAL e TO HKQOTEQO B (e-

ninoedlet to Intention to use Arydtepo amod ta voAoLna).

Evdewktikd magovoiklovtal kAmox dAAa povtéAa mov dev elvat

TOOO ATIOTEAETHATIKA O0O TO LOVTEAO OTO OTIOL0 KATAAT)EAE.

Coefficients?

Standardized
Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.

1 (Constant) 1.241 .782 1.588 116
Perceived Usefulness .208 129 176 1.615 111
Demonstrability .216 .096 .245 2.265 .026
PerceivedBarriers .145 .067 .233 2.172 .033
Image 112 .094 .128 1.195 .236

a. Dependent Variable: Intention to use

Coefficients?
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Standardized

Unstandardized Coefficients Coefficients

Model Std. Error Beta t Sig.

1 (Constant) 2.098 .701 2.994 .004
Perceived Usefulness .196 .128 .165 1.528 131
Perceived Ease of Use -.113 .087 -.141 -1.305 .196
Demonstrability .240 .097 272 2.468 .016
PerceivedBarriers .136 .066 .218 2.048 .044

a. Dependent Variable: Intention to use

INMapakdtw magovotkloviat kamoteg maAvdoounoels pe Dependent Varia-

ble to Intention to use kat Independent Variable toug mapdayovteg tov TAM.

Onwg Oa delte kal MAQAKATW, OTATIOTIKA ONHavTK& elvat ta: Demonstra-

bility, Perceived Usefulness, Organizational Innovativeness a@ov 1o t etvat

Tovg elvat LVPNAO Kat To sig.<0.05. To Perceived Barriers elvai oguaka otati-

otk onpavtiko kaBwg to sig.=0.052

Coefficients?

Unstandardized Coefficients

Standardized

Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 2.199 .873 2.520 .014
Intention to use .251 .218 .128 1.151 .253

a. Dependent Variable: Perceived Ease of Use

Coefficients?
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Standardized
Unstandardized Coefficients | Coefficients

Model B Std. Error Beta t Sig.

1 (Constant) 3.175 .381 8.337 .000
Organizational .184 .089 .228 2.067 .042
Innovativeness

a. Dependent Variable: Intention to use
Coefficients?
Standardized
Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.

1 (Constant) 3.102 .362 8.574 .000
Demonstrability .230 .097 .261 2.385 .020

a. Dependent Variable: Intention to use

Coefficients?
Standardized
Unstandardized Coefficients Coefficients
Model B Std. Error Beta t Sig.
1 (Constant) 3.722 .364 10.219 .000
Image .063 .099 .072 .638 .526

a. Dependent Variable: Intention to use
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Coefficients?

Unstandardized Coefficients

Standardized
Coefficients

Model B Std. Error Beta t Sig.
1 (Constant) 4.195 .365 11.480 .000
Perceived Ease of Use [-.062 .091 -.077 -.681 .498
a. Dependent Variable: Intention to use
Coefficients®
Standardized
Unstandardized Coefficients | Coefficients
Model B Std. Error Beta T Sig.
1 (Constant) 2.729 .584 4.670 .000
Perceived Usefulness .275 131 .232 2.104 .039
a. Dependent Variable: Intention to use
Coefficients?
Standardized
Unstandardized Coefficients | Coefficients
Model B Std. Error Beta T Sig.
1 (Constant) 3.406 .284 12.001 .000
PerceivedBarriers .136 .069 .218 1.972 .052

a. Dependent Variable: Intention to use
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L1V OLVEXELX TIAQOVOLALETE O TUVAKAG OLOXETIOEWV TIOL OMWS PAETOLLE

EXOUHE HOVO HETOLEG OVOXETIOELS KAl Kapla Lloxver), Todyua mov etvat Oe-

TIKO Yl TO HOVTEAO Hag.

Correlations

Perceived
Demonstra Actual | Ease of Perceived | Perceived | Organizational | Intentio
bility Image | Use Use Usefulness | Barriers Innovativenes | nto use
Demonstrability Pearson »
) 1] -.031| -.006 212 .198 -.065 .287 261"
Correlation
Sig. (2-tailed) .788 .956 .058 .078 .565 .010 .020
N 80 80 80 80 80 80 80 80
Image Pearson
] -.031 1] -.202 112 -.116 -.120 .029 .072
Correlation
Sig. (2-tailed) .788 .072 324 .307 .287 .801 .526
N 80 80 80 80 80 80 80 80
ActualUse Pearson
) -.006| -.202 1 -.064 123 .150 .087 .033
Correlation
Sig. (2-tailed) .956 .072 573 279 .184 441 771
N 80 80 80 80 80 80 80 80
Perceived Ease of Use Pearson
) 212 112 -.064 1 .058 -.017 .103 -.077
Correlation
Sig. (2-tailed) .058 324 573 .606 .881 .362 .498
N 80 80 80 80 80 80 80 80
Perceived Usefulness Pearson » .
] 198 -.116 123 .058 1 .095 .289 .232
Correlation
Sig. (2-tailed) .078 .307 .279 .606 402 .009 .039
N 80 80 80 80 80 80 80 80
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PerceivedBarriers Pearson
) -.065| -.120 .150 -.017 .095 1 .145 .218
Correlation
Sig. (2-tailed) .565 .287 .184 .881 402 .200 .052
N 80 80 80 80 80 80 80 80
Organizational Pearson
287" .029 .087 .103 .289" .145 1 .228"
Innovativenes Correlation
Sig. (2-tailed) .010 .801 441 .362 .009 .200 .042
N 80 80 80 80 80 80 80 80
Intention to use Pearson
] .261" .072 .033 -.077 .232" .218 .228" 1
Correlation
Sig. (2-tailed) .020 .526 771 .498 .039 .052 .042
N 80 80 80 80 80 80 80 80

**_Correlation is significant at the 0.01 level (2-tailed).

*. Correlation is significant at the 0.05 level (2-tailed).
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KEDAAAIO 6: EYPHMATA KAI YYMIIEPAXMATA

6.1 Evonuarta égevvag

Onwg kataAaBaivovue amod v onuavtikot)ta tov Demonstrability, etvat
vlong onuactag va etvat epavt) Ta anoteAéouata amo TNV TeXVoAoyla
TLOL XQNOLHOTIOLE(TAL 1)1 1] TTIOL TIQOKELTAL Vo XENOLHOTIoMOel péoa o€ o
etapia. Méoa amo avtod UTIOQOVLLE VA KATAVOT)OOVUE KAl TNV oUVOEOT] TOV
Perceived Usefulness e to Demonstrability 6mtwe vrtootr)oi&e o Davis (1998)
ka0wg 000 O euPavn elval Tax amoTeAéopATA TOOO TEQLOOOTEQO DeTiKn
YLVETE 1) OTAON HAC ATEVAVTLOE [t TEXVOAOYIX KAL TO WS AVTY) UTTOQEL Vo
ponOnoetkat va BeAtiwoet tnv antodoot) ¢ etawpiag (Perceived Usefulness).
Onwg PAETOVLE KAL TTAQATIAV® OTLS TTAALVOQOUTNOELS TTOL €XOVV TIQAY LXTO-
rniomOel pe eEagtnuévn petaBAntr) to Intention to Use kat aveEaotntn pe-
taBAnTr) to Perceived Usefulness, o mapdyovtag Perceived Usefulness etvat
OTATIOTIKA ONUavTkKos Yia to Intention to Use kaOwg €xet tyuny 0,039<0,05.
Onwg avtidappavouaote, 1 e0K0AT aAAnAemtidoaot etvat onuavTikod kol-
THOLO Yl TOV OXEDAOHUO ULAG EPAQUOYTG IOV OXETICETAL HE TA KOWVWVIKA
puéoa. EmumAéov, 1 duokoAlo KATavonong TwV amoTEAEOCUATWVY TNG XOT)OTS
pag texvoAoyiag amo AAAOLS KaL 1) OVOKOAIX Vo T ETIKOLVWVT)OOVUE [Le-
Ta &V pag matlovv mMoAD onuavTikod QOA0 kabwg 6oo o dVOKOAa YivovTatl
QAUTEC, TOOO TUO AQVNTIKOL YIVOUAOTE 0TO V& LD eTOOVUE HX TEXVOAOYiaL.
Apa 1 eUK0AN KATAVONON TWV ATIOTEAETUATWV TNG XONONG UGS TEXVOAO-
viag ka1 owot emuKovwVvia péoa oe i etapia etvat mapdyovteg Lwtt-

KNG ONUAOCLIXC WOTE T TIAQATIAVW VA YIVOVTAL O(T(O/\UT(UC KAXTAVOTTX.

To Perceived Barriers etvat 0 0e0TEQ0C OTATIOTUCA OTJUAVTIKOG TTAQAYOVTAG
Yot To povTéAO pag. Méoa amo T anavtroels ov AdBape otov eAANVIKO
ETILXELONMATIKO XWQEO Kol O OLYKeKQLEVA 0Tig B2B emtiyelonoels, avtika-
tomtteiCovTal oL dik@oeg MemolONoelS TwV eQWTNOEVTWY 08 OX£0T) e TA &-
HTTOdLt TIOL UTIOQEL VA AVTIHETWTIOEL UL £TALQIX TIQOKELEVOL VA LoD eT-
oel i Véa texvoAoyia, OTws N €éAAen)n yvwong mavw oTnv XO1on LG
véag texvoAoylag, to péyeBog TG mEoomAbelxg katL Tov kOTOL ToL O
X0elxoTel va KatafaAel, 1 éAAenPn eOIKWS KATAQTIOUEVOL TIQOTWTILKOV

kAT, Emtiong onuavtikog napdyovtag tov Perceived Barriers etvat to kata
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OO0 T OPEAT) TNG XONONG UG VEag TeXVoAoylag vTtegBalvouy to KOOoTOG
tc. Etvat moogpavéc otL kapla etatglo dev O XONOLHOTOU|OEL ULX TEXVOAO-

Yia 1 omoia dev Oa NG ATOPEQEL KATIOLO KEQDOG ALETA.

e €oevva mov  elxe mEaypatomomOel amd TO MAVETUOTIULO TOU
Loughborough pe 0¢éua v vioBétnon twv social media artd B2B emiyeion-
oelg oto Hvwpévo BaoiAewo (Siamaga, n.k. et al., 2015), toviCetar n onuavti-
kOTNTa TV Perceived Barriers otnv mpoBeom vioBétnong twv social media
omwg kat g Organizational Innovativeness, ) ortota dev TteQLEXETAL OTO OLKO
Hag Wavikd HOVTEAO, OGS av dOVHLE TNV EEXWOLOTH TTAALVOQOUNOT) TTOL €XEL
nioaypatoronOel pe eEaptnuévn petaPAnt to Intention to Use kat ave-
Eaotn petaPAnt to Organizational Innovativeness etvat otatiotucd on-
HavTIKOG tapdyovtag eva to Perceived Barriers etvat oglaka otatiotucd on-

HavTKOG tagdyovtag pe tiur) sig.=0,052.

Y10 wavikod povtédo pag PAémovpe ot to Perceived Usefulness dev etvat
OTATIOTIKA oNpavTiko kKabwg éxet sig.=0.099, avtd pmogel va onuatvet otLot
eTxelONpatiec dev elval otyovol yia ta amoteAéopata mov Oa €xeL To so-
cial media pagketivyk. Emiong to Demonstrability To omoio etvat otatioticd
ONUAVTIKOG TIQOAYOVTAGS, HAg deixvel OTL 1) avaykn viobétnong twv social
media we éva egyaAelo pdoketivyi etvat PNAN kat 0Tt oL ap@LBoAleg yia

ta amoteAéopata, amd emeVOLTIKNG ATMOPews, elvat eAdXLOTEC.

Loppwva pe tnv égevva twv Siamaga, n.k. et al., 2015 otnv Boetavia, To Per-
ceived Usefulness emmnoealetar onuavtikd and to Image xat and to Per-
ceived Barriers, evaw dev ennoedletatl and to Demonstrability. Ze avtiOeon,
N Ok pag égevva €detée oL o Image dev emmnoedlet v Perceived Useful-
ness evaw PAémovpe o1t to Demonstrability tnv emnoealel oe peydAo Baduo
omwg Kat to Perceived Barriers. To Perceived Ease of Use kat otic dvo meQt-
TITWOELS €VAL OTATIOTIKA UT] ONUAVTIKOG TTAQAYOVTAGS 0TV Teo0eom vioOé-

Tong twv social media.

Onwg BAEmovue AoLTtdV Kol OTIG dVO €QEVVEG VTIAQXOVV QKETA KOWVA €V-
onuata. LupmeQaivovpe AOLTIOV OTL KATIOOL TAQAYOVTESG VAL ONUAVTLKOL
Ywx tnv meodeon viobétnong twv social media aveEaptritov xwoags. To méoo
KALVOTOUAX Elval [iot eTILXEIQNOT) KAL TO TTOOO0 DEKTIKT) elval oTic aAAayEg, Xw-
olc va emnpeaotel oe peyaAo BaOpo amod ta mbava eumddx Tov Hmoel va

TIEOKVYPOLYV, ELVALT) TIO OTUAVTIKY] TTAQAXLLETQOG.
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Ta amoteAéopata ¢ XONONG TWV KOWVWVIKWV HETWV DIKTVWONG elval ep-
@avT) TO00 otV dlarpon 600 kol oTNV MEOWONON TWV TEOIOVTWYV KAl L-
TNOECLWV OCVUPVA LLE TIG ATIAVTIOELG TWV ETILXELQTOEWV OTIC OTIOLEC OTAA-
Onke 1o epwTNUATOAGYI0. Tat amotéAeopa avtd ex@EAlovTal LéTa Ao 0QL-
OMEVOUG HETETOLHOVG TTAQAYOVTEG OTWS £LVAL 1) ETMOKEPLUOTNTA TOV LOTO-

TOTIOV KAL) avayv@olon tov brand name tng emuyelonong.

OL peTENOHOL AVTOL TARAYOVTES TIOV PAVEQWVOLV TNV ATIOTEAEOUATIKO-
mta twv social media oe px emxeionon, kabwg emiong kat v BeAtiowon
NG eKOVAGS PG €TLXEIQNONG, HTOQOVV VA XWELOTOVV OTIC TIAQAKATW KU-

QLEC KT YOOQLEG:

Brand awareness

OAa exetva ta ooty el mov eEaxo@aAilovv avayvwolon oe i ety elonon
N aKoOuN Kol pepovwpéva oe éva polov 1 vrneeoia. Iagayovteg mov mo-
OMETEOVV OTNV ATIOTEAEOUATIKOTITA ALTNG TNGS HeBOdOL O¢€ pia TAaTedoUa

KOWVWVIKWV HEOWV dKTOWOTG HTTOQOVV Vi elvat:

v H moooBaocipotnta (reach)
v' O apBudc twv followers

v' To traffic otov etaQikd Aoyaglaopo.

Increased engagement

Etvat n mpoomaBewx tng etaolag va €00et o KOVTA pe TOUG TTeAATES TNG
péoa and mANOwoa dNuociwv ovlinNToewV, TAQOVOLATEWY KAL AVAALOTG
Oepdtwv wote va BeAtiwoel anoteAeopuatika TNy eova mg. O magamdvaw

000¢ pmopel va a&loAoynOel péocw:

v Tov aBpot twv likes
Tov apOpov oxoAiwv- comments
Tov aplOuo6 twv shares ovykekQévwy posts 1) cuinoewv

Tov 1070 pe ToV 0Tolo AVTIOPA TO KATAVAAWTIKO KOLVO

AN NN

T avagopéc mov éxovv va k&avouv pe To brand name tng emiyeion-

ong
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Lead generation

ITookertat yix €ppecouvs-ondnTikovs TQOTOVS OV XOTOLUOTIOLOVVTAL OTX
social media, 61twg 1) xorjon PonOnTIKWYV W0TOTEAIDWV TTEOOQLTHOV. MeTonot-
potL mapdyovteg ov vtodetkvvouv to Lead generation piag emiyelonong ota

social media eitvar:

v H kivnon (traffic) otov mpoowmnikd AoyaQlaxopd g emixelonong

v" O aplBudc twv email subscribers

<\

O apOuog twv downloads evog meQLEXOUEVOL OVYKEKQLULEVTC Oepa-
ToAoylag

v' O apBudg twv form completions

Ooo apopa ta eumodiar, T0 TO PACKO €UTIOdI0 Vi TNV LIOETNoN TV social
media ano pax emyeionon etvat éAAen)mn yvwong kat 1 éAAenmn xodvou yix
Vv ekmaidevon twv egyalopévwv. H exmatldevon avtn ektog amd xoovo a-
niattel kat TOEovs. Aga pmopel ta social media cav emévdvon va unv anat-
TOUV HEYAAO ke@AAalo avtd kabavtd aAAd éxouvv emimpooOeta €E0da.
AVTO TIOL TEETIEL VA OLVELDTTOTIO|OOVV OL ETILY ELONHaTieS elvarl OTL pTtoetl
BoaxvmeodOeoua va €xovv kamowx Cnpia aAA& pagomeodeoua 0t Lovo Oa
KAVOLV amOoe0n amo avt TNV emEVOLOT) TOLG AAAG Ba £xovv kat olyovo

K£€000G.

H BiBAoyoapia mov pag magéxetal elval aQKeTd QTWXT] WOTE VA TTOQE-
oovpe va Byadovpe éva OAOKANQWHEVO CLUTIEQAT A AVOTUXWGS OL £QEVVEG
TIOL €XOLV YivelL 0 OX£0T) HE AVTO TO avTikeipevo elvat Alyeg maQoAn v

onuavTkdTNTA TOL OEpaToc.

64



6.2 vumegaopata

LKOTIOG TG MAQOVOAG EQYATLAC T)TAV VA& AVAAVOEL TNV ETLOEOT] TwV social
media otig ovyxpoveg B2B enixeonoeic. To epwtnuatoAdyto kat kat” emé-
KTAOT) 1] avaAvoTn mov ekmovOnie €detéav 0TL 0 AVTIKTUTIOC TWV KOWVWVL-
KOV HEOWV OIKTUWOT)C YiveTal 0A0EVA KoL EVTOVOTEQOS OTO OUYXQ0VO ETTL-
xewnv. Ot emixelorjoets vioBetovV véeg otoatnykéc marketing Baollopeveg
navw oe avtad. H evxonotia toug, n eAaxtotn xeron mégwv mov mEouTto0é-
TOLV AAAX KaL 1] AHETOTNTA OV TAQEXOLV ELval TOELS TTAQAYOVTEG TIOV é-
XOLV KeQOIoEL TNG ONpeQLVES emixelpnoets. Ta mMAgoveKTHATA TTOL TTEOTPE-
QOVLV elval aQKETA, Kl TOKIAOLY avaAoya pe Tov Topéa dpaoTnELoToinong
e kK&Oe emiyelpnong. Lto mMEoowTo TwV social media ot eTixelonoeLg £€xovv
BoeL €va LoXVEO PECO d@PTULIONG Kol TEOWOTOT)C TEOIOVTWY Kol LTTQE-
owv. ArtoteAovv €va ovyxeovo teoTto marketing kat évav t1odmo evioxvong
ayopaoTikic dvvaung kat avénong meAatoAdyov. H apecotnta oty eme-
KOWWViat aAA& Kol TO @ATHA TTOV KAAVTITOUV UTIOQOVV VX HETADWOTOLY OT)-
HOVTUIKA HNVOHATA KAL VA EVIUEQWOOLY YIX TIG TACELS TNG ayoeAags. TéAog,

aToTEAOVUV HECO ETMIKOWVWVIAG Kal eEVTINEETNOTS TOL AYOQPATTIKOV KOLVO.

Méow g €gevvag mov mEAypatontomOnKe avtANONKav XONoLUa ovuTTE-
QaopaTA Y TNV XoNorn twv social media otic pépeg pag. EAdxloteg etvat ot
eTILXEQT)OELS oL dev dxBeTovy, £0Tw Kal o UKo Pabuo, Aoyaglaxopovg
OTA PEoA KOWWVIKTG dikTVwong . Emiong oL meploodtepeg amd avtés XOn-
OLHOTIOOVV TIAVw amtod tola social media tavtoxpova. To ovvtELITiKG TOCO-
OTO TV ETUXEENOEWV XOTNOoLHomolovy to Facebook we péow marketing ave-
EaptrTov Xweov dpaotnotomoinong. To Facebook mpoo@épet mANOwoa (é-
owV Kat epyadeiwv otov topéa tov marketing. H evkoAila xonjong aAAa kat
0 TEOTOG AAANAeTIdEAONG e TOUg TteAATES elval aQdyovteg MOv dNAW-
VOUV TNV onuavTiKot)ta Tov. AxoAovOet to Instagram Aoyw tov mAovolov
OTITIKOAKOVOTIKOV VAIKOU Ttov mpoo@épet kat to LinkedIn. TlapatnonOnie
T 1) éAAenpn e€edikevong 0to avOEWTIVO dLVAULKO AAAL Kal 1) amovoioa
Baoung LVTTIOdOUNG Kal eQYaAelwv dLOKOAEVOLY TNV LIOOETNON TWV HECWV
KOLVWVIKNG dIKTVWONG amo TIg eTiXeproels. Emiong o 0tL apopa to Kop-
HATL TG €MOELENG TWV ATOTEAECUATWY €lval aVTIANTITO WG VTIAQXEL KL
duokoAla kB 0 £0Y0dOTNG DVOKOAEVETAL VA TIAAQOVOLACEL X ELQOTIAOTEG
amodetfelg and v emtvXn XOMN o1 Twv social media OTtwWS Y TAQAdELY A
ta €00da oL TMEONABaV attd avtd. Avtd ovpPaivel dLOTL, 0 avtiOeon pe to

povtéAo B2C, oto B2B elvat d0okoAo va movpe OTL px emiyelonon eoéPn
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OTIV aYOQA UG LTNEETIAC 1) VOGS TIOLOVTOG HOVO ATOKAElOTNIKA ATTO TNV
npowdnon péow social media. MTogel T0 KOOTOG £PAQUOYNG KAL CLVTHON-
on¢ Twv Aoyaouopwv ota social media va elvat eAdx10TO WOTOOO 1) EXTOAL-
devon TwVv e0YALOHEVWY AAAX KAL 1] KATAKTNOT] VEXGS TEXVOYVWOlag elvat
TIAQAYOVTEG TTOV DLOXEQALVOLV TNV EQAQUOYT] TOVG. LTOV avTiToda, Oetiko
elvat to yeyovog 0Tt ot eQyalopevol oAoéva Kat eEOIKELOVOVTAL HE AVTA -
KOUN kat o¢ emimedo Ppuxaywylag kabwg 1 eEEALEN TOovg elvat paydala

TAEOV.

H onuepown] katdotaon aAA& kat oL Tdoelg g emoxns delxvouv mwg ta
social media O TEWTAYWVLOTIIOOLV OTOV TOHER TWV ETILXEWQTOEWV TA ETO-
pHeva xoovia. Ot oteatnYuKés mTov avamTVOCOVTAL, Ol VEEC TAATPOQMES KAL
T péoa oL XEnotpomoovvtatl TAnOaitvouv pe tov kapo. Mmogel 1) epao-
HOYT] TOUG aUTI) TN OTLYHN ano emixewnoes b2b va unv etvat tooo diado-
HEVT, wOTO0O elval olyovo mwg otadlakd Oa eEamAwvetat OAo kaL TeQLO-
00T1eQ0. AAAWOTE O AVTIAYWVIOUOG OTIC HEQES HAG elval TOOO £VTOVOG TIOU
KAO¢€ eTLXelONOT OTEEPETAL CLVEXWG O€ VEES OTOATIYIKES Kol VEX HEOR TTOV
Oa g eEaopadicovv kabiépwon g otV ayopd. Ta péoa kovwvikrg dt-

KTUWOT)G ATTOTEAOVV aAvATIOOTIAOTO OTOLXEO 0TO KOHUUATL AVTO
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