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ONOMATEIIQNYMO

TITAOX

ZANTANIAHZ XTYAIANOX

EPEYNHTIKO MEAIO
TOMEA ZYXTHMATQN AIAXEIPIZHY THX MOIOTHTAZ KAl H THX YTIEINHX KAl AXOAAEIAY THX EPTAZIAY

ZOYMIIOYAIAHX BAXIAEIOZ

Ta nmedia tng epeuvnTIKAG TOU §paoTnELOTNTAC:

- Eupwmaikn Evwon Kal oTtpatnykeG MepLdEPELAKNG AVATITUENG

- NepLdepelakn EMIXEPNUOTIKOTNTA

- Evéogupwmnaikog kat S51e6vrg popoAoyLlkOC avTaywVIoHOG

- ZTPATNYLKEG IPOCEAKUONG EMEVOUTEWY EVIACEWG KebaAaiou

- ZTPATNYLKEG BeATiWONG TNG AVIAYWVLOTIKOTNTOC Kal e€wotpédelag Mikpopeoaiwv Emyelproswv
- AleBveic ocuvepyaoieg Mikpopeoaiwv Emixelprioswv

NEPANTZIAHXZ MIXAHA

INQZTIKO ANTIKEIMENO EPEYNAS :
IMPRESSION MANAGEMENT IN CORPORATE REPORTING

TOYMITAAIAOY ANNA

TITAOZ EPTAZIAS :

OIKONOMIKQN APASTHPIOTHTQN

KONZTANTINOZ KOAAIAZ

TITAOI EPEYNAS :
1) TO NPOrPAMMA NOZOTIKHZ XAAAPQZHE (QE) XTIZ XQPEX THX MEPIDEPEIAY THX EYPQZQONHE.

2) Ol ANNOKPATIKONOIHZEIZ — IAIQTIKOMOIHZEIZ ¥THN EAAAAA : AZIOAOTMHZH KAl ANTIKTYNOZ XTHN
OIKONOMIA.

H XPHZH TQON NEQN TEXNOAOTIQN TA TH BEATIQZH THZ ANOTEAEZMATIKOTHTAZ TH2 EKMAIAEYZHZ KAI TQN




PHIOMOYAOZ KONZTANTINOZ

TITAOZ AIAAKTOPIKOY
Customer Intelligence and its effect on Buyer-Seller Relationships
in Business Markets"
"Mpoypappata dtaxeipnonc meAaToAoyiou Kol Ta AMOTEAECUATA TOUG OTLG OXEOELG UETAEY TTWANTWV-
TEAATWY OTO BLOUNXAVLKO EUMOpPLO”.

To gpeuvntikd Tou medio Kiveital otov xwpo tou Industrial Marketing Management, tou Bliopnxavikou
MAPKETIVYK EVW TAL CUUTTEPACLATO TWV EPEUVWV HoU eTtnpealouv/adopolv ta nedia:

1. To meblo tng moootikng Epeuvag Mdapketvyk/ Epguvag ayopdg (Quantitative Marketing Research)
2. Tnv otpatnytkn Staxeipnong mehatoAoyiou (CRM- Customer Relationship Management)

3. To Wnoakd Mapketivyk (Digital Marketing)

4. To medio NG MEPAPATIKAG EpEuvag ayopds (Experimental Market Research).




