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Unique Value Proposition - UVP

Mot etval onpovtiko to Value Proposition (mpotaon aéloc) oto Marketing
Plan;

e Otav KaAeioal va TTAPOUGCLACELC TNV ETILXELPNUOTLKA 00U LOEQ 1 TNV
ETILXELPNON 00V, ocUVNBWC EEKLVAC VO TTAPOUOLALELC TL ELVOLL LUTO TO OTOLO
KAVELC.

* ApKeTol mapouoldl{ouVv MoLo €ivol To KUPLO ITPOLOV N UTTNPECLA TOUC.

e Kavouv 6nAadn pa eplypadn Tou tpoiovtog, avadEPOVTaL OTLC
SuVaTOTNTEC TOU KL TIEPLYPADOUV TOV TPOTIO LLE TOV OTIOLO AELTOUPVYEL.



Unique Value Proposition - UVP

e Kamotlot avadepovtal Kol OTLC TIEAATELAKEC OAOEC OTLC OTIOLEC
arevBOuveTal To Poiov Touc.

* TLolo MPOOPEPEL TO CUYKEKPLUEVO TTPOLOV OTOV KaTtavaAwtn; Tl elvol
QUTO TO OTtolo Ba TIPOOPEPEL OTLC CUYKEKPLUEVEC TTEAATELOKEC OMAOEC
TTOU OTOXEVEL OTL B To ayopaoouv; Auto ovopaletal Value
Proposition.



Unique Value Proposition - UVP

* M&oa o€ auTO KPURBETAL TOCO N oucia TNC LOEAC OCO KAl TO OpapA TNG
ETLXELPNONC.

* H mpotaon agiog, onwc ovopaletatl ota EAANVIKA, avadEpeTal otnv aéia
TTOU MLLOL ETALPELA UTIOOXETOL VA TIPOOPEPEL OTOUCG TIEAATEC OE TIEPLIMTTWON
nou ertheéouv val alyopaoouV To TPOLOV N TNV UTtnpECLa TNC.

* H mpotaon aéiac eival pia SnAwaon mou etoayetl to brand pag etapeiog
OTOUG KOTAVAAWTEC, AEYOVTOC TOUC TL OVTUTPOOWTIEVEL, TIWCE AELTOUPYEL Kall
yLoTL €xeL ala.
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Tt elval brand
* Brand &&v gival to Aoyoturo.
* To Aoyoturo €lval Eva onuavtiko cuppolo.

* Brand O&ev €lval eva mpoiov N pio umnpeota.

* Brand 6¢&v givau 1o dvopa péxpl va anodaciocsl to Kowo
VaL TO §sxwpwst OTO MUAAO KoL OTRV KAPOLA TOU WC
ran




Tt elval brand

* Brand 6&v givatl auto Mou AEUE EUELC OTL
ELLAOTE AAAQ OLUTO IOV AEEL N AYOPA YL EULAC.

*To brand 6&ev to pTLayvoupe gpeic alla n
ayopaQ, €lval N Amavtnon Tou Kowou o€ OAa
QUTO TTOU AEME Kal SELYVOUE, O TPOTIOC TTOU
KOWVOULLE TO TIPAYLLOTO, TL TIPOOPEPOUME KOL TTWC
TO TIPOOPEPOUIE.



Tt elval brand

*Brand €ival ta cuvalodnuarta, ot
OKEWPELC, OL ELKOVEC KOL AUTA TTOU AEVE OL
avBpwrol yla eva Ttpoiov, plo eTapla n

evayv aAAov avBpwrto.



Tt elval brand




Tt elval brand




H duadwkaotia tov branding

* Elval oL Stadikaoieg mou neplhapfavouv Epeuva, LEAETN, avaAuon,
OTPOTNYLKEC OTTOPACELC KAl LETA EKTEAECN OAWV AUTWV.

* Moloc eivall oKoTOC ITou SNULOUPYNONKAUE;
* Mou Belovpe va TTAUE;

* Mowa ival N TPOOWTILKOTNTA LLOC;;



H duadwkaotia tov branding
* Mola elval n mpooTBepevn aila Tou GEPVOUE OTNV AYOPQA;
* Moo mpoBAnua NpBape vat AUGOUE;
* J€ TOLO KOLWVO ameVBUVOUOTE;

* Molec elval ol avaykec, mpoodokiec, memolOnoelc, mpoBAnuata Tou
KOowouU Ho;



H duadwkaotia tov branding

*TL BEAOUE QUTO TO KOWO Vo YVwpPLlEL
Yyl EQAG;

* [lola Elval TOL KUPLOTEPO LNVU LLOTOL TTOU
Oa EMLKOWVWVNOOULE KOl LE TIOLOV
TPOTIO;



Unique Value Proposition - UVP

e Atla elvall N oNUOVTLKOTNTA KATIOLOU UALKOU 1) TtveupatikoU ayoBou mou
LLTTOPEL VAL amoTLUNOEL, £0TW KOl UTTOKELUEVLIKAL.

* 3TNV OLKOVOULKN EMLOTAN 0 OPOC afla XapaKkTnpLleL TN onuacia tTnv
omola £XEL Eva ayo00 yLa TNV LKAVOMOoLNon TwV oVayKWwV Tou avlpwrou.

* To Value Proposition elval emiong avamoomaoto KORHATL Tou Business
Model Canvas, tou eivol €va mpOoTUTIO CUVTOUNG TTOPOUCLAONG TWV
BoOLKOTEPWY CTPATNYLKWY LG ETILXELPNUOTLKAC LOEQC N pLoC startup.

* MaAwota ota napadootokd templates to Value Proposition Bploketal oto
KEVTPO TOU KOl TIPOTELVETAL N TTOPOUCLOoN TOU va EEKLVAEL LLE QUTO.



¥ 1< € M EA

KEMNTPD EQEADMNTOIN MAMATIEF EAAAADT

Business Model Canvas
Baociko mwEPIEXOHEVO TWV 9 EVOTRATWYV

Key Partners

8.o. KUpPLOTEPOL
CUVEPYQTES KoL

npounBeutéc pag

Key Activities

6.0:. KOpPLEG
SpactnpLoTnTeg Mou
eKTEAEL N emuxeipnon

MPOKELHEVOU VO
edbapudoEL TO
ETUXELPNUOTLKO
povtéAo Tns.

Key Resources

7 .0 kuprLoTEpOL LAIKOL
koL deudoL TEOPOL OTOUG
onolouvc BaowWlopaote
yia Tn Aswtoupyic Tou

ETUXELPNMaTIKOU
HOVTEAOL pocg

Value Proposition

2 .0 cuvsuvaocudg
npoidviwv /
UTINPECULV TIOU
npoteivouus,
MPOKELNEVOU Va
LKOVOTIOLUICOUME TLG
AoyLKEG I} KOl
CUVOLOO N ULOTLKES
avayxeg kaBe opadbag

MEAQTUWWV Mag

Customer
Relationship

4 7o cibog Twv

OXECEWV TTOU
kaAMEpYOUE pe k&Be
pic and g opasdsg
TwV NEAQTWY Hacg,
avdaloya UE TOo otadlo

Tou kiKAou JWrg TOUS.

Channels

3 Ta kavaha péoa
and ta onoia
TMpOoCEYYI{OUHNE TOUG
TEAGTES Uas,
ETMKOWWVOUNE pali
Toucg, npowbolue kat
TOUC «TUWACUE» TNV

Cost Structure

Ora KupLdTEpA KOOTN TTOU aUTONTOUVTOL yia
TNV EMXEPNHATIKE TpocTtdBeld pag

Revenue Streams

eruxsipnong

Customer
Segments

1. Owoundédecg
MEAQTWY QOG KoL To
Suadpoponola
NAPUKINPLOTLKG TOUS
(Anpoypadiud,
Wuyoypadixa,
HAWKLoKEL KATT.)

5.0. poéc 065wV, EEXWPLOTA Yia KaBe Tupa
NMEAQTGOV pog, yia Kabe «afiaxr) npotaon» ITng




v Mpétoon aflag

Mpotaon aflag sival auTto TOU KAVEL Tov TEAATN va EXwPLleL TN HLa ETXELPNON
OTIO TNV AAAN

v Tunuoto Melatwv (Customers Segments)
OL T ElPNOELC ameuBUVOVTOL OE CUYKEKPLUEVO KOLVO

v KavdAia (Channels)
Ta onpeta emadnc TNS EMXELPNONC LE TOUC TIEAATEC

v 3yéoelc ne Nehdrec (Customer Relationships)
H aAAnAsTtidpaon TNE EMXELPNONC ME TO TIEAATN



v KUplec Apaotnplotntec (Key Activities)

v'KUplot Népot (Key Resources)
duon

YAlka ayaBa

[Mvevpoatikn WOlokTnolo

AvBpwTiLvol
XpNMUOTOOLKOVOLKOL

v KOplol Zuvétatpol (Key Partners)



Unique Value Proposition - UVP
Mati n UVP givatl Baoikn yia tTnv emtuyia evog brand;
-Mwati va punw otov koo va dSnuoupynow tnv 61kn pouv UVP;

-Elvoil ovtwe Too0 Baolko OTOLELD yLa TNV ETLITUXLO TNG ETILXELPNONC
HoUv;

e Aec TOo oav va enevOUEeLC ota BepeALa evog omttiov. MTmopeL va pnv ta
BAEMELC, aAAQ N LakpoTtpOBeoun aacpAAELX TOU OTILTLOU otnpileTal
NAVW OE AUTA, MPoodpEpovTAC Eva oTLRAPO onueilo ekkivnonc.



Unique Value Proposition - UVP

e Avetapt r]toc arto To TLTOUAAG, N Snpoupyia puag Eekabapng Kot arnoteAeopatikrg UVP
amoteAel PaolkO HEPOC TNE KATAVONONCE TNE EUTIELPLAC TOU TTEAATN.

* Tpelg eivat oL kUpLoL AdyoL Ttou Tty KaBloTouv Bactkd ONUELO yLa TNV ETUTUXiA TNG
ETLXELPNONC oOoU.

1. Anpovpyei dtadpopomnoinon

* MBavotata unago)(ouv QAAAEC ETLXELPNOELC TTOU TIPOCHEPOLV TTAPOLLOLA TIpoiovTa N
UTINPEOCLEC PE Ta HLKA OOoU.

* HUVP ewou anapoutr]tr] T[pOKELp.EVOU o) Katava?\wtnq va KOLTOLVOr]GEL an 10 S1KO oou
nPoiov 1 urtnpeoia OxL povo dradoporoleital, aAld eivol KAIAUTEPO OO EKElva TOU
QaVTOYWVLIoUOU.

* Kati mou amogepel Kat eva eTnPocBeTo 0PeA0G: OTAV 0 KATAVAAWTAC KOTAVONOEL TTWG
QUTO TIOU OYOPAEL EXEL ueva)\r}\a&a yLa ToV (610 (Tou KAAUTITEL ATTOTEAECUATLKA TNV
avaykn \éa ToU AUVEL TO MPOPBANUa) eival TPOBUPOC var ayopAcEL aVEEAPTNTA EAV AUTO
elval akpLpo.



Unique Value Proposition - UVP

2. EuBuypappilel To poiov/unnpecia GoU ME TIC AVAYKEC TNC
OlyopaC-CTOYXOU OOU

e OL KaTaVAAWTEC ocuxva yvwpl{ouv akplPwc Tt Paxvouv otav
avalntouv €va VEO MPOLOV N uTtnpeoia yla vor KAAUYPOUV TIC OLVOYKEC
TOUC.

* Tova to ET[LKOLV(JUVELC OE pla Ka?\r] UVP Ba vvwotonomoa aueoa KOlL
&em@apa OTL TO T[pOLOV N UTTNPEGCLOL GOV OVTOTIOKPLVETAL OTLC AVAYKEC
TOU KOLWVOU-0TOXOU, WOTE VAL OTAMATACEL TNV avalntnon tou.



Unique Value Proposition - UVP

3. MpooeAKUEL TOV LOAVIKO KatavaAwTtn

* H UVP otoxeveL oe eva TOAU CUYKEKPLUEVO KOLVO OGOV adpopa Ta
dnuoypadLka Tou oTOLXELQ.

* EtoL ol evepyelec marketing BeAtiotomolovvtal WOTE VoL TPOCEAKUOUV
TouC KataAAnAouc duvnTtikoUc MeEAATEC Tov €ival 1o bavo va
KAVOUV LLLo. oyopAl.



Unique Value Proposition - UVP

o tn dnuioupyia tn¢ npotaonc¢ aéioc Yo o€ Bondnoet
VO QITOVTHOELC OTIC TTOPAKATW EVOELKTIKEC EPWTNOELC:
*TL ala mapexovpe o€ KABe meAatelakn opada;

*[Tolo mpoPBAnua kaBe melatelaknc opadac Bonbape va
AUOsl;

*[Tolec avaykec KaBe meAatelaknNg opadac LKOVOTIOLOU UE;



Unique Value Proposition - UVP

* TL TpoiloOvVTa- UTtNPECLEC tPOOodEPOVE O KAOE eEAaTeELOKN
opada;

e OL AVTAYWVLOTEC MOC TIPOTELVOUV TTOPATTIANOLEC
NPOOoPEPOUEVEC aleC OE TIAPOLLOLEC N KOl OE KAAUTEPEC
TLHLEG

* 1000 KaAa e€uTtnpeTOUVTOL OL TIEAATEC MOG ATtO AAAOUC
QVTOYWVLIOTEC;



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

Mrec otnv B€on tou, okEPOU TNV NUEPA TOU, TA TIPOPANMATA TOU, T
cuvooOnuata mou Blwvel Kat topaAAnAa okEPou mwe To mPoiov N N
UTtNPECLA oov pUmopeL va BeAtiwoel Tnv {wr) Tou.

Mape Twpa vol EEKIVAOOULLE...

BApa 1o: NMNpoodloploe Tov LOaVIKO KaTavaAwtn

* Me aA\a Aoyia, dnuoupynote eva tpodil mepoova ayopaotr Tou
LdavikoU KatavaAwtr oTtov omnoilo mpowbOelc To mpoiov N TNV
UTtNPECLAL ooU. EAV £XELC TIEPLOCOTEPOUC ATTO EVOV TUTIO KATOVOAWTN,
lowc xpeLaotel va dnuiovpynoclc dtadpopetikec UVP yia kabe
neEpooval.



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

BApa 1o: NMNpoodloploe tov LOVIKO KaTavaAwtn

Nopadeypa: Mo eTapeior oTpwUATWY Bol LIopoUoE Vo TTOUANOEL TOCO O€
LOLWTEC 000 Kol o€ entayyeApatiec (r.x. Eevodoyouc). Eva atopo nov ayopalet
EVOL CTPWHLA VLA VOL TALPLALEL OTLC TIPOCWTILKEC TOU TIpodLlaypadeC £XEL
SLaPOPETIKEC aVAYKEC aTto pLa aAvoida Eevodoyxeiwyv mou ayopalel oTpwATA
IOV TIPETEL va. arteuBuvovTtal o€ OAOUC TOUC TTEAATEG TNG. Z€ HLa TIAPOLLOLAL
nepimtwon Ba Atav anapaitnto va dnulouvpynoetg Stadopetikny UVP yia kabe
TEAATN TTIOU OTOXEVELC.



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

MEPLKA EPWTNHOTO TTOU TIPETEL VAL OEGELC OTOV EQUTO OOV CE AUTO TO
otadio eiva:

* Exw &ekaBapn ekova tou LdaVIKOU KATOVAAWTH;
* [Vwpilw oe BaBoc TIc avaykec, eMBUULEC Kol Ta TtpoPANMOTA TOU;

* MMwc auTo movu nPoodEPW UMopeL va ouvdeBel pe Tov LOAVLIKO
KOTAVAAWTN HOU;



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

Bpa 20: Kataypaye ta op£An, tnv adio kat tov Ipomo He tov onoio {exwpileL To
TPOIOV OOV

* Adou npoodlopioelg toug Loavikoug eAateg, NPOe N wpa va GUAAEEELG TG TANpodOopieg
nov xpeLtaleoat yia va cuvduaoelg tn dnAwaon UVP.

* ZeKiva avacpépovrac OAouc touc'rpénouc UE TOUC OrTolouC TO ITPOoIoV N N UNPEcial
O0U WQEAEL TOV KATAVAAWTN-OTOXYO COU.

e JTn ouvexela, kadoploe tnv aéioa mou AauBavouv ol KATAVOAWTEC A0 AUTA T OWEAN.

 TEAOC, xpnamonomae ™ uovadlkn a&a via va npoa&optaac OAouc ToucC rponouc Ue
TOUC OTTOLOUC TO TTPOLOV 1) 1 UTINPETLO 00U OLAPEPEL QIO TOV AVTAYWVIOUO. BeBalwoou
OTL KOlL TOL TPLAL AUTA KoppaTio urtapyxouv otnv UVP cou.




Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

MEPLKA EPWTNHOTO TTOU TIPETEL VAL OEGELC OTOV EQUTO OOV CE AUTO TO
otadio eiva:

* Ta mpoiovta N umnpecio cou eoTlAlouV 0To VoL AUVOUV KATTOLO
npoPAnua;

e Kavw katL eAadppwc SLaPOPETLKO MOV TIANPOL TIC AVAYKEC EVOC TTOAU
OUYKEKPLUEVOU KOLVOU;



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

Bna 30: Eotiaon otn ocadnivela Kot tnv povodikotnta

* TO QUEOWC ETIOUEVO TILO CNHAVTILKO HEPOC TNC ouvTaENnc pog UVP elval va
BeBalwbBelc OTL 0 ayopaOTHC LUTTOPEL VO KATOVONOEL ypryopa Kol EUKOAQ TO
LAVU O TTou BEAELC VoL TTEPAOELC.

* [Lol val TO TIETUXELC QLUTO, XPNOLLLOTIOLNOE QA KoL CTOXEUEVN YAWOTOA.

* Mpocoyxn!!!l: Amoduye tn xpron TEXVIKNG opoloyiag kat e€Nynoe tn
novadikn aéla Tou polovioc N TNG UTINPECLOC 0OV 0TN YAWOoOoO UE TNV
orntoia Ba cuvdeBel N ayopA-oTOXOC COUL.



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

Mspu«x epwtn HOLTOL TTOU TIPETIEL VAL OECELC OTOV EQUTO GOV GE QUTO TO
otadlo elvau:

* [Tl va emttAeéouv To KO LoU TIpolov N uTtnpeoia;
* [Mola elvat Ta povadlka oToLXELO TOU;
* TLTO KAVEL va EEXWPLLEL;

* HAVon pou eival kaAuTtepn armo TG AUOELG TTou TIPOTPEPEL O
QVTOYWVLIOUOC;



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

* [La var ekTEAEOELC Lo atAn SoKLun Tou mpwtou oxediov tnc UVP
OUYKEVTPWOE pLa opada apepOANmTwy avBpwrnwv rou dev gival
£EOLKELWMEVOL UE TO TIPOLOV N TNV UTtnpeoia oou Kol PAN’ Touc va
SdtaBaocouv tnv UVP nou dnuiovpynoec.

* YUAAEEE TIC OPYLKEC TOUC EVTUTIWOELC KOl pWTNOE TTOOO KA
Katavoouv ta tpla Baoika otoxeia pac UVP (ta od€An, tnv atia tou
NPOLOVTOC KoL TTwC SLadpEPEL ATIO TOV AVTAYWVLOMO).



Mwc va dnuovpynoelc pa UVP ya tnv enxeipnon
oou o€ 4 Bnuata

e XpNOLUOTIOLWVTOC TA OXOALA TOUG, avaBewpnoe Kol BeAtiwoe tnv
UVP.

* Q0 UOPOUCEC, €Tionc, va doklpaoelc eva A/B teot. MNa va
ekteA€oeLg pa Sokiun A/B otnv UVP oou, dokipooe U0 ekOOOELC TNC
dnAwonc UVP otnv apylkn oeAlda tou Lototomou cou (Ttnv oL
neplodo, o€ MAPOUOLO KOLVO) Kol TtapakoAouBnoe nmola EKdoon
dnuoupyel pepvel ta kahutepa amoteAeopata (leads, mwANoELg).



Unique Value Proposition - UVP

e Katavonon cnUOVTLKWY TTTUXWV TNE EMLXELPNMATIKAC LOEOC OTIWC TO
EMIMESO KALVOTOMLOC TOU TTPOLOVTOC.

* Me 1o Tpomo Kat o€ 1o Babuo dtadopomoleiocal amo ToV aVTaYwVLOLLO.

* MMw¢ MPEMEL vaL TO TIPOWOBNOELC TNV OTNV ayopad, KoBwc Kat roLa ival ta
BooLka YapoKTNELOTLKA Ta omola Ba £XEL TO APXLKO TIPOLOV TPV TN
otadlakn BeAtiwon tou.

* Bonbac va mpoPAEPOUV KOTA TTOGOV N GUYKEKPLUEVN LOEA N TPOLAV Eival
o€ O€on val AUCEL OLTTOTEAEOHATIKA EVa TTPOBANMAL.



@ 1"PS  Unique Value Proposition - UVP

* Evac kaAo¢ tpomoc yLa va tapouctacelc to Value Proposition eival va
EekvnoeLg e tn dynon pLog oAU cUVTOMNG LOTOPLOC OXETLKNG UE
EVOL KOWO TIPOPANA TO OTIOLO UTTAPXEL, LE TETOLO TPOTIO WOTE val
TOLUTLOTOUV pall TNG 000 To SUVATOV TIEPLOCOTEPOL.

* 3TN CUVEXELQ LLE CUVTOLO KOl OGO TO SUVOLTOV TTILO KOTAVONTO TPOTIO
TPETIEL VO TTAPOUCLACELC LE TIOLO TPOTIO AUVEL AUTO TO TIPORANUA TO
NPOLOV OOU Kol TL TPOOPEPEL TTOU OEV UTTOPEL VO TO TTIPOODEPEL KAVELC
aAAoC.



'ExELC ouvtael pla koA UVP?

* Tnv Katovoel MANPWC 0 KatavaAwtnC; Elval ypappevn otnv yYAwooao Tou;
* Elval EekaBapo OTL AUVELC TO MPOPBANUA TOU;

e Elval povadikn; o€ KAveL va Eexwpllelg EvVavTL TOU AVIOYWVLIOUOU;

* Alvel aéla otov KaTtavaAwTn;

* Av TNV TELC o€ €va TTOAUBoUO bar Bo umopEoel va TNV KATOLVONOEL O
OUVOULANTNC OO0U;



Unique Value Proposition - UVP

* Mpaktikn aoknon: Npad e oe xopTAKLO LEPLKEC AEEELC
KAELOLA KOl APXLOE VO TOL KOLTAC KoL T ToMoBeTElC umpoota
oou pE SLapOPETLKN CELPAL.




Value Proposition Canvas

Value Proposition Customer Profile
Gain creators

Products Customer

& services ’ :
jobs
K>

Pain relievers
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Value Proposition Canvas
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Value Proposition Canvas

> ALOAEETE Eval TUN MO TIEAOTWV.

> [Ipoodloplote TI¢ epyaoiec (jobs to be done ) Tasks) kata
MPOTEPALOTNTA OCNUOVTLKOTNTOLC.

> [1poodloplote Touc MOVOUC Tou¢ (pains) emionc kot
MPOoTEPALOTNTAL.

> [lpoodlopiote kal KEpdn/odEAN touc (gains).



Value Proposition Canvas

> EmuA€€te toucg 3-5 Lo onuovTkoUc OVOUC Kol KEPON TWV TILO
ONUOVTIKWV epyactlwyv (jobs/tasks).

> Kataypate o pa Atota oAa ta odeAn benefits mou mapeyovral
armo to npoiov/unnpeocia oogc.

> Kataypayte ta navoinova (pain relievers).

> Kataypate touc dnuioupyouc kepdwv (gain creators).



Value Proposition Canvas

> EruAe€te 3-5 amo toug dnuoupyous kEpdoug (gain creators) kal ta
navoinova (pain relievers), mou kavouv tn peyaAutepn dtopopa 0TouG
EAATEC oOC.

> Taiplagte/ouvbeote ta nawoinova, Pe Toug dnpUloupyous KEPSOUG Kal Ta
o EAN TOU TPOLOVTOG/UTINPEDLA OO HLE TOUG TTOVOUG, TA KEPSN KalL TLG
SdouAelEc (jobs/tasks) mou emAvouv.

> OpLOTE TO TIWG UTIEPEXETE OITO TOV QVTAYWVLOUO OE AELTOUPYLKO,
KOWWVLKO 1 Kol cuvaloOnuatiko emninedo.

> Anpoupynote dLadopeG MPOTACELG aglag Tou eival Eekabapeg Ka
KTL{OUV EUTILOTOCOUVN UE TOUC TIEAATEC 0OC KOl TEAOC

Blvteo



Value Proposition Canvas

v Moco onpavtko Bewpouv to mpoPAnua (mou oxetiletal e To MPoilov 0oc);
v/ H pn AUon tou mpoBARUATOC TL APVNTIKEC CUVETIELEC TILOTEVOUV OTL Ba £lXE;
v/ Mw¢ to AUvouv onpepa ;

v Mooo WKavomolnuévol elvat amo thv Avon;

v/ Xpnotpomolouv Karmoto npoiov/unnpeoia; Noto givol avtod; EAANVIKO N
ELOAYOUEVO;



Value Proposition Canvas

v Tvwpilouv aAAa rpoiovta mou AUVouv To POBANUaL;
v/ M000 cuyvaA XPnNOLUOTIOLELTOL;

v Motoc slval umevOuvoc yLa TNV ayopa;

v Twa tnv xpnon/sdappoyr tou;

v ME TL KOOTOC; ATTOTEAEOUATIKOTNTO,; XapaKTnPLoTka,; EEumtnpgtnon;
YUVOALKN eumeLlpia; Elval tkavormolnpevol;



Value Proposition Canvas

v/ Nooo onpovtkd Bswpouv to poBAnpa (Ttou oxetiletal Ye TO
nPoiloV oac);

V' OgTIKA/0pvNTIKA; YIIAPXOUV KATIOLEC artoyonteVoELC/EVOXANOELC;

v/ Elvail n entAuon tou poBANHOTOC KATL €« AVOLEVOUEVO» OTTO TOUC
TMEAQTEC;

v Tt 0o Bswpoloav Wdavikry AVon oto mpoBANua, tL Oa Esmepvolos TLC
npoodokiec Tou;



Key Partners Key Activities

Agaipean “TPIBAS”
guvaAAaywy, AVATTTUG
TTAQTQOPHAG, EHTTAO

OikodeoTToTEG,
Business Travel

Partners, OUMMETEXOVTWY,
Travel Managers, avaAuan OToIXEiWY Kl
Investors/Venture Siapkng BeATiwo
Capitalists, TIPOTEIVOPEVNG O
Lobbyists.

AMol ZUVEPYATEC: | Koy Resources
Photographers, Network, Listings,
cvent owners, User generated
Insurances AUEVD
Cloud storage n;f;ﬁi?aurgs '
E:frient ! APXITEKTOVIKI

TAargoppag, Data

AvBpWTIVO SUVOMIKO ‘|J

analytics, AAyopiBuol, )

e Propositi Customer Customer Segments
Relationship

Ma 0IKoGEOTTOTEG: Ownership» TwV Macro segmentation
Anpioupyia geicodnparog , .

. i ¢ocwy, diayeipion ETIoKETTEC:
Eum}\l? ouvahhm,fwv Ni5000nc, eipioude/ Eigt;g E g{,
HPTTEITU i Auon Bepdruly (B10KOTTEG 1)
ﬁpt:p?r oylakn | EUWAEKOHEVWVY, ETTaYYEAHCTIKO)

I_IIGKE,'E'GH KPATNOEWY, | py IPIKI EIKOVE TTPOG AnpOYPOQIKA
-Errlljs:{?:gﬁg?{ | eUfJ0TEPO KOG MewypaPIka
MpotTAnpwin, cHannels ZUMTTEPIPOPIKA.
Acpdaheia

idital Ads

- D
T1a ETNOKETTEG:

OIKOBEOTTOTEG:

1.4 ntent marketing EiSoc KaraAUpaToc
»XaunAo kooTog ord of mouth, Social ﬂguwpg.;prm
»EukoAia ouvalayng fessaging KA. ' FEWYPAPIKA

»AUBEVTIKN EPTTEIpiQ
- MeydAn TroikiAia
I0TIoTa ratings

eferral programs
Tuvahhayn:App.Pages
Engagement: mails
KATT.

MpoTIPACEIg EVOIKIaonG.

Micro segmentation

|

Cost Structure

Customer Acquisition cost (CAC)
k6oTo¢ Kepahaiou (WACC), avarrugng,
uTrodopnG, HAPKETIVYK, UTTOOTRPIENS
TTENQTUIV, VOUIKES UTINPETIEG QOQAAEIES,

lobbying, training KA.

_Revenue Streams

MeTaBANnTO transaction fee, 3-5% amoé Tov
OikodeaTdTn, 5-15% atméd Tov ETOoKETTN
Event Hosts 20%, event guests 0%

SK|E|M|EA]

KENTPO E@EAONTON MANATZEP EAAAAOT




Taylor is a Business Analyst based in
San Francisco. She loves cooking,
spending time in outdoor activities
such as hiking, mountain biking,
rock climbing, and traveling. She
travels internationally three times a

year and nationally five times; her
most recent trip was to Iceland. She
has visited 16 countries and aims to

visit 30 before the age of 30. / * :‘;.
TAYLOR CARTER
“Ilove that | get AGE  OCCUPATION  LOCATION
to experience the 26 BUSINESSANALYST  SAN FRANCISCO
area like a true o

To save money on accommodations, want an

local.” ::ft:;ﬁc experience, and find a host that provides




Value Proposition Canvas

Jobs/Tasks to be done

To AELTOUPYLKA, KOLVWVIKG KoL CUVALOUNUATIKA KAOKOVTO/EpYAOIES TTOU

ETUXELPOUV VO EKTEAEOOUV OL TIEAATEG KAl Ol AVIYKEG TTOU ETLTUUOUV v
LKOVOTTOLIGOUV.

e JUYKPLON KOl EVOLKLOLON KOTOLKLAG Yo OLAKOTIEC.

* EVTOTUopOG KAAUTEPOU SUVATOU CUVOUAOHOU TLUNG, KATAADUATOG
gUMELpLaC.

Customer Jobs

* AtafouAevon/ovpdwvia e TNV TAPEQA.



Value Proposition Canvas

Customer Pains

Ol apVNTIKEG EUTTELPLEG, T, oUVLOTNUATA Kot oL KivOuvol ou BLwvel o
tEAQTNC Kot TN Stadikaoior mpayuaTonoinonc twv epyootwv/tasks.

* AUOKOAO va oUyKepa.oToUV oL aroPelc OAwv.
* MToAAEC AUoeLg, SUOKOAN emtAoyn).

e AuokoAia eUpeonC emMBUUNTAC KATOLKLOG 0€ ATtodEKTH TLUN.
Customer Pains

e ABeBatotnta mBovnc Kn TAPNONC UTIOCXECEWV. @



Value Proposition Canvas

Customer Gains

Ta oeAN mou 0 MEAXTNC QVAUEVEL KoL XPELALETAL.

* TL Ba evuyapLlotovoe Toug EAATEC N Kal Ba EemepvoUoE TG
npoodokiec Touc, wote va avénbel n mBavotnta vLoBETNONC TNC
npotaong aslog

v Avvatotnta avalntnong amod 0AouC TOUC OUVTAELOLWTEC.

v/ EUKOAN oUykplon LeTaél TTOAAWY EVOAAQKTIKWY KOTOLKLWV.

, , , Customer Gains
\/ H TOTILKN ET[OLCI)I‘]/E}J.T[ELpLOL.




Value Proposition Canvas

Products and Services.

Ta ntpoiovta Ko oL UTtNPECLeC rtou dnULoupyouV oPeAn, avakou@ilouv
arto ToV ovo Kat otnpilouvv t dnuiovpyia aéiac yio tov reAatn.

v Emadn, KAELOLHO KoL TANPWHA LE aodaAn TPOTO.
v MpOoypappa VLo, OLKOSEOTIOTEC.

v/ Aemtopepn reviews ko profiles.
v E€umtnpgtnon 24/7.



Value Proposition Canvas

Pain Relievers

[eplypapn tou nmwc akpltBwc to mpoiov N n urtnpecio avakou@i{eL TOUC
JTOVOUC TWV MTEAQTWV.

v EUpeon kataAUpatoc eUKOAQ Kol Yypriyopa.
v Artoduyn pecaloviwy yla YoUNAEC TLHEC.
v Kploelc (reviews) GAAWV ETLOKETTTWV.

v/ Online booking. Pain Relievers




Value Proposition Canvas

Gain Creators

Mwc to npoiov/vnnpecia dSnuLtoupyel 0PEAN OTOUC MEANTEC KOl TTWC
TOUC TPOOWEPEL mpooTiUeuevn aéia.

v «Talplaopo» PETOED ETLOKEMTWY KoL OLKOSEOTIOTH.

V. OO KoL eUKoAo interface.
Gain Creators

v/ Evtomiopog tng KaAutepnc Suvatnc eUmeLplog SLOOVNC




Products/services Gain Creators/Pain Relievers Gains/Pains Jobs to be done

» «Molpoaopa» Tng
avalntnong amod oAn

»«Taiplaopa» petaly
ETILOKENMTWY Kol OlKOdEOTIOTH.

» DKo Kat evkoAo TV napea.
interface. » EukoAla cuykpLong
» Evtonuopog tng kaAutepng peTag moMwy
duvatng epnelplac dlapovng EVAAAQKTLKWY
KOTOLKLWV.
# H torukn
enadn/eunepia.

Mnyn: businessmakeover.eu

KENTPO E@EAONTON MANATZEP EAAAAOL



Bad Value Proposition Examples (and how to fix
them)

H napovoa dnAwon otepeital
cadrvelag, kabwe dev npoodlopilel
v akpBn $von Twv UNtnpecLWV N TNV

“l provide professional services to afla oL 1tposhEpOUY. AHVEL TOV
bUSi nesses ” avoyvwotn afEBalo yLo To Tt KAVEL

T(POLYHOTLKA TO ALTOMO.

v

“l help introverted professionals
amplify their personal brand and
attract career opportunities
through strategic storytelling and
authentic communication.”




Bad Value Proposition Examples (and how to fix

them)

“I help professionals achieve
success.”

“As a personal branding consultant, | specialize in
empowering introverted professionals in the
finance industry to confidently showcase their
technical expertise and navigate career transitions.”

Auto to UVP gival moAU yeviko Kot
OEV MOPEXEL OUYKEKPLUEVEG
AEMTOUEPELEG OXETLKA JLE TO KOLVO-
oTOXO0, Ta POoBARLATA TTOV
emAUOUV N TA ATIOTEAEGHLOTO TTOU
nopadidouv.
Anotuyxavel va dtadopormnoiiost
TO ATOMO aTtd AAAOUG OV
NPOoPEPOUV NMOPOLLOLEG
UTtNPEOLEG.




Bad Value Proposition Examples (and how to fix

them)

“I offer business solutions for
growth.”

v

“l understand the challenges introverted
professionals face in networking events and
provide tailored strategies to help them
build genuine connections and leverage
their strengths.”

Auto to UVP otepeitau
ouvadelag Kabwg dev
OLVTLULETWITL{EL KOVEVQL
OUYKEKPLUEVO KOWO I
TLG ALVALYKEG TOU.
YMovoei pa eupeia Kot
YEVIKA MPOCEyyLon mou
Sev £XeL annxnon o€
KOTIOLOL CUYKEKPLUEVN
opada.
Xwpic onpaoia, to UVP
OLTLOTUYXAVEL VAl
teapBnéeL tnv npocoxn
EVOC OUYKEKPLUEVOU
KOWOoU-0TOXO0U.




; TIPS Napadeiypota ava katnyopio

* 1. Quowa Zuotatika: "Avakaute TN yevon tg puong e 100% duoLKa Ko
OPYOVLKA CUOTATIKA, XWPLG ouvtnpnTKa N texvnta npocBeta.”

* 2. Torukn MNoapaywyn: "2TtnpifTe TNV TOTUKI OLKOVOULO UE TIPOLOVTA TTOU
napaokeualovrat Qo VIOTILOUC Ttapaywyouc, e€aodaiiloviac dpeokada Ko
oLoTNTA.

* 3. Yyiewveg Emtdoyeg: "Ta TLg uyLewveG ouVRBELEG oag, TPOoPEPOU He v?\u Klopata
XwpLc {axapn Kol HE XoUNAEC BepULOEC, YWPLC EKTTTWOELC O0TN YEVON.

* 4. Npoocappoopeva Mpoiodvra: - "Anuioupynote To 1K 600G LOVOOLKO cogktall
oto ortitt e to DIY kit pog — 0Aa 6oa XpelAleoTE yLa pLa LEEXOOTN EUTELPLAL.



; TIPS Nopadsiypata ava katnyopia

* 5. Teboelg ano OAo tov Koopo: "Taéldbedte otTIC YEVUOELC TOU KOOUOU HE
npoiovta mou cuvdualouv TapadOoCLOKEC CUVTOYEC ATIO SLOPOPETIKEC
KOUATOUPEC.«

* 6. Buwolun Zuokevaoia: -"Asopevopaote ylo to mepLBaAlov pe
OLKOAOYLKN CUOKELAOLA TTOU LELWVEL TNV TTAQOTLK pUTIAVON, XWPLC va
Buolalel Tnv moLoTNTA TOL TTpoiovtoc.”

* 7. AuBevtikn Napadoon: "Entotpedoupe oTig pilec pag e auOEVTIKEG
nopadoolakeC cuvtayeg nou Ba oac taéldbePpouv niow otov Xpovo."



; TIPS Nopadsiypata ava katnyopia

e 8. KOLVOTOMEC ZUVTAYEC: "Z0C TIPOOPEPOUE TIpWTOTIOPLAKA snacks
IOV £lvall TAOUOLOL O€ TIPWTELVEC KAl PUTLKEC LVEC, LOAVLKA yLOL TNV
evepynTikn ooc {wn."

* 9. OAka rtpoc¢ ta Zwa: "Mpoiovta ou eival 100% vegan kat cruelty-
free, yla 0oouc volalovtal yla Tov mAavnTn Kot Tol {waKLoL. «

e 10. Ekmawdevtikni Epmnelpia: "MaBete yla tnv TEXVN TOU KADE LIE TA
workshops poc — amoktote Se€LOTNTEC KAl AMOAQUOTE TNV EUTELPLAL
NG MoPAOcKEUNC."



AvaAvon MNepiBaiiovtoc

Mopouoo KoTtaoTaon

EcwTtepLkO + e€wtePLKO TIEPLBAAAOV

Micro-environment

Stakeholders
Competitors
Suppliers

SSSSSSSS

Employees
Cash flow
Capital assets
Materials
Structure

Political
Environmental
Social
Technological

'v

Internal environment

.

Macro-environment




Mopovoa KoTtaoToon

Eowtepko rtepBAAAoV

1. AuloLTmtopol (AvBpwrtvol topot,
KOLVOTOMLEC)

2. YAKolLTtopol
3. XpnuatodoTikol mopol

4, uotnuata dltolknong



Nopovoo KATAOTOON

* EowTtepLlko

rneptBaAiov Aulot

mopol AvBpwrivol

TTopoL

v' Antopaitntoc aplOuoc epyaloptEVWV.

v" TomoBétnon twv epyaloptévwy oTic KataAAnAecBeoelLc.
v" Mopoxn KWWATPWV.

v Métpnon anodoonc (Avalucn kaBnkovTwy +GUGXETION
armodoon¢ e OTOXWV + LEBO0S0 + CUCXETLON TIPOLCTAEVOU UE
ud:tcrrauévou).

*‘:} h ;
Ay o .
\-N!"\k i%} T hll / / 3
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Nopovoa KataoTaon

EocwteplKO rtepLBAAAoOV
YALKOUITOpoL

, Mnxoavnupota
EyKaTOGTOCELG IXEVITE

% Eﬁorih;péq ﬁi&

Oxnuata

Mecires ke ~e ..

e



MopoVoo KATAOTOON

Ecwtepko mepLBdAAov XpnUATOOLKOVOULKOL

r

IopoL
v AvAykn oo YpnUoTKoUC TOpouC.

v’ EmavoypnoLlonoinon XpnHatwv.
v' MNnyég xpnpatodotnong>

1. Metoyikokedpalalo
2. Aavewako kedpaAalo

n4 ® Mnyég xpnHatodotong
" JWOTN KaTavoun kepaAaiwv



uotnuata dtolknong

Feedback

Implementation and control
!

e o o o o o o o o o o o o o o o o o o o o o o o e S o o o o
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Napoloo KATAOTOON m

E€wteplko eptBailoy 0 ’\
Epsuva ayopdc Mﬂlégrtéﬂg

v Anapaltntn npolmobeon yla TNV €l0od0 HLaC EMLXELPNONC I EVOC
VEOU TIPOLOVTOC OTNV ayopa.

v' JuMoyn mpwtoyevwy & Ssutepoyevwy SeSoUEVWV.

- lpwtoyevr dedopeva = Aeutepoyevr) dedopeva
1. BiBAla
Mapatnpnon 2. Emiotnpovikd
YUVEVTEUVEELC MEPLOSLKA
Opadec eotiaonc — focus groups 3. ApBpa edpnpuepidag

Epwtnuatoloylo 4. Awabdiktuo



Mopovoa Kataotaon

E¢wteplko rtepLBailov
Epsuva ayopac
- MpwtoyevndeSopgva

Tpomnoc npaypatonoinong MAsovekTipata MeLovekTripara

Napatripnon Aemtopsprc mAnpodopnon ywato | lMNapathpnorn o8 MpayUaTikKo = Avokohn eppunvein

Tpomo Aemoupylac Sladkaouv Xpovo MAPATNProEWwY

*[MoAUTAOKN N KATnyoplomoinan
TWV MApPOTnProewy

MNpoowiKE: ZUVEVTEVEELC MARPNC KATUVONTN TWV * Tulntnon &g Pabog * Xpovopopa péBodocg
EUTTELPLWV KT * EugAiktn cuinTnon * YinAod kootocg
* KaBobrjynon ot amavinoeLg

Ouddec eotiaong —focus groups Efetaon Bepatog péow opadikric | «ZuMoyn avuhibewy yua éva *Avokohn epunveia
gulnTnonc Bepa MAPATnProEwy
* Kaho cuvtovioTric oulntrioewv

Epwtnuatoloyio lpriyopn cuMAoyn debopgvwy «Avwvupa * AMpOCEKTN CUNTANPWON
amno peydho mhbog atéopwy sMeunpeva e£oda * ATouTETol KAAGC oxeSIOUOC




[Mopovoa KATAOTOO

E€wTtepko tepBaAlov
Epsuva ayopdc
O&uata tpog dlepevivnon

v

MeéeyeBoc eyxwplac kat dteBvouc ayopac.
Ewcaywyec & e€aywyec.

«MNalytec» ayopac.

Mnviaia darmavn ava VOLKOKUPLO.
KatavaAwTIKES TAOELC.

Twég xovdpikng / Alavikng.

Yriodouéc kAadou.

Napadeiypata omnd TOW BypOT WO TORED

ApwpaTied & (Do pLOKEVTIKG Quil

« 2016 = KaAALEQYDULEVES extaoel; : 99-463,60 cTpEPHITR
+ mapaywy: 24.396,77 TOVOUG,

MaykOGUIES ELTCYWY fe- 2000 = 400 EXATOULOPIR TOVOUG,

2014 = 520 £karo PG pLE TOVOUG.

Moy KOTULES eEaywyts : 2000 2 500 ERGTORLLO LD TOVOULS,

2014 - 878 exaTopUdpLa TOVOUS,
Ayopd A AUVT LKL © 2 ROpLO wTICY TECH.

Mnviala domévn: 15 gupw.

' LT 2 ota
I K TV AWTLRESG TOTELS

EYKOTOOTROEL,



@ MNopovoa Kataotaon

E€wtepLKO TtepLBAAAOV
Epsuva ayopac

AvolOUOUEVEC TIPOTLMAOELC
" Tpomog {wng
= JuvnOBelec

= Dofol
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