REPORT

Omnichannel Retail
otnv EAAGOQ

T1 deixvel TTpdoPATN TITUXIAKE £PEUVA VIO TNV EUTTEIPIA TTEAATN, TNV EUTTIOTOOUVN KAl TNV
MOoTOTNTA OTO EAANVIKO AIaVEUTTOPIO

To BaoIkd CUNTTEPACHO O€ Hia TTPpOTACH

To omnichannel dev gival atTAWG “Exw QUOIKO KATAoTNPa Kal e-shop”. Eival n IkavoTnTa Tou retailer
va KAvel Tov TTEAATN va viwBel 0TI KIVEiTal u€oa o€ €va eviaio, agIOTTIOTO Kal CUVETTEG OUCTNUA,
aveEdpTnTa aTrd To KAVAAI TTOU XPNCIUOTTOIEI.

The Impact of Omnichannel Strategy on Customer Experience and

Epeuva Loyalty: A Study of Greek Retail
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KaénynTtng
Mopen ZUvTopo business / consulting report, BaoioP£éVo GTA CUPTTEPACUATA TNG
dnuooisuong TITUXIOKAG £pyaaiag
Inueiwon xpRong

To TTapdv Kkeipevo dev avTikaBIoTA TNV TTAR PN akadnuaik Epyacia. ZUPTTUKVWVEI Ta BACIKA EUPrUATA O€
yAwaooa xproiun yia oteAéxn retail, e-commerce kai marketing mou 8éAouv va agioAoyficouv Tnv TToidTNTA

TNG omnichannel euTTEIpiag TTOU TTPOCPEPOUV.
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TO MAA'IZIO THZ 'EPEYNAX

1. A6 Ta TTOAAQ KAVAAIO OTO gviaio customer
journey

H €peuva avtipgeTwicel To omnichannel wg oTPaATNYIK €vOTToiNoNG Kal OxI WG ATTAr CUVUTTIOPEN KAVOAIWVY.
AUTO €xel ueydAn onpaacia yia To eEAANVIKO retail, 6TTou T0 QUOIKSG KATACTNUA TTAPAUEVEN IOXUPO, EVW O
KaTtavaAwTAg €xel TTAéov ouvnBicel va WAXVEIL, va OUYKPIVElL, va ayopddel kal va {nTd uTtooTAPIEN JECa aTTO
OIAQOPETIKA OonuEia ETAPNG.

Multichannel Cross-channel

H emixeipnon S100£1el TTOAAG KavAAia, aAAd Opliopéva kavaAia guvdéovTtal AEITOUPYIKA, TT.X.
auTd AsitoupyouUv Kupiwg TTapaAAnAa. O online TrapayyeAia kai TTapaAapn amd

TTEAATNG €XEI ETTIAOYEG, OxI ATTaPAITNTA KatdoTnua. H evotroinon Ouwg TTapapével
OUVEXEIQD. MEPIKA.

Omnichannel To KPITAPIO WPINOTNTAG

To 1agidl Tou TTEAATN OXEDIACETAI WG EVIAiQ Agv gival TTooa KavaAia €xeIg, aAAG TTooo
EMTTEIPIA: TTANPOPOPIES, TTONITIKEG, OMOAG PETAKIVEITOI O TTEAATNG AVAUETTH TOUG
eEUTTNPETNON, ATTOBEPATA KAl ETTIKOIVWVIO XWPIG va xavel TTAnpoopia, eutmiotoolvn i
euBuypaupi¢ovral. XPOvo.

Mari dev apkei éva e-shop ditrAa o€ éva QUOIKO KATACTHHO

‘Eva katdoTnpa utropei va €xel site, social media, TNAEQWVIKY UTTOOTAPIEN KAl QUOIKN TTapouaia, aAAd va
pn Asitoupyei omnichannel. Av ol TIuEG dev CUP@WVOUY, Ta aTToBEéuaTa dev QaivovTal CwaTd, Ol
ETMIOTPOPEG PTTEPDEUOUV KOl N ELUTTNPETNON OEV £XEI KOIVI] EIKOVA TOU TTEAATN, TOTE TO TTPORANMPA dev givai
TEXVOAOYIKO pévo. Eival TTpéBAnua eutTeipiag Kal EUTTIoTOoUVNG.

MeBodoAoyiknA Bdon
e[locoTiKA £peuva pe dounuévo online epwTnuaTtoAdyio yéow Google Forms.
e TeAikd deiypa: 76 atraviAoEI§ ATTO KATAVOAWTEG OTNV EAANVIKI ayopd retail.
e AvaAuon pe SPSS: Treplypa@Ikr) OTATIOTIKR, OEIOTTIOTIA KAIMAKWY, GCUOXETIOEIG KAl EAEYXOI DIAQOPWV.
eBaoikég petaBAnTEG: convenience, consistency, personalization, speed, satisfaction, trust kai loyalty.
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TA K'YPIA EYPHMATA

2. T1 £0¢18€ n €peuva

Ta euprjpara deixvouv 6Tl Ol KATavaAWTES agloAoyouv BeTIKG To omnichannel retail, aAAG dev agloAoyouv
OAeg TIG dlaoTaoelg pe TNV idla évraon. To duvatd onueio gival n AiItoupyikr) eukoAia. To aduvapo
onueio gival N cuvETTeEla avapeoa oTa KavaAia.

Evpnua

H gukoAia gival To
ICXUPOTEPO OTOIXEIO

H TaxitnTa Kai n
TTPOCWTTOTTOINCN
AgiIToupyoUV BeTIKA

H ocuvémreia gival To peydAo
KEVO

H ikavoTroinon rponyeitai
NG MOTOTNTAG

H gpmoToouvn peTATPETTEI
TNV guTTEIpia o€ oxéon

Business gpunveia

H convenience didataon aflohoyndnke uwnAdtepa. O1 TTeEAGTEG
avayvwpi¢ouv Tnv agia Tng ypriyopng avalninong, TN mMAOYNIG
KavaAioU Kal TNG EUKOAOTEPNS OAOKARpWONG TNG ayopdg.

Speed kal personalization evioxUouv Tnv eUTTEIPiA, OTAV PEIWVOUV
TPIBEG KAl KAVOuV TNV aAANAETTIOPACN TTIO OXETIKA UE TIG AVAYKEG
TOU TTEAATN.

Consistency fAtav n 1o aduvaun didoTtacn. Autd deixvel 0TI TTOAAOI
retailers TTPOO@EPOUV ETTINEPOUG EUKOAIEG, OAAG BEV £XOUV TTETUXEI
TTAPN evoTroinan TTANPo@opiag, TTONITIKWY Kal EEUTTNPETNONG.

H customer satisfaction katéypawe Tnv upnAdTEPN GUVOAIKN
agloAdynon avaueoa ota Bacikd outcome variables, evw trust kai
loyalty ATav BeTIKA aAAG XaunAGTEPQ.

To trust eppavioe atmo TG 1I0XUPOTEPEG OUVOEDEIG pE TO loyalty. Apa
N KoAA epTTEIpia dev apkei- TTPETTEI va yivel agloTmioTia Kal
TPoRAEYIOTATA.

To mio xpioipo takeaway

21nv EAAnvIK ayopd, To omnichannel @aivetal va €xel 0N kepdioel wg AeIToupyikA TTPOodOKia: O TTEAATEG
BéAouv eukoAia, TaxuTnTa Kal eueAigia. To eTOuevo TTiITTESO OtV gival TTEPICCOTEPA KAVAAIQ, aAAd TTIo agIOTTIoTN
€VOTTOINCN aVAUETO OTA UTTAPYXOVTA KavAAia.
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ANMO TO INSIGHT ZTHN NPA=H

3. Ti onuaivouv Ta supfuaTa yia To eEAANVIKO retail

To onuavTIKGTEPO PAVUHA TNG €peuvag gival OTI N TTIOTOTNTA dev XTICETAI ETTEION O TTEAGTNG “BpPrKe TPOTTO Va
ayopdaoel”. XTiCeTal OTaV N GUVOAIKY EUTTEIPIA PEIWVEI TV aBePaidTNTA. Z€ éva TTEPIBAAAOV OTTOU O KATAVOAWTHG
MTTOPEI EUKOAQ VO GUYKPIVEI TIUEG, OIABETIUA TTPOIOVTA KAl EVAAAGKTIKOUG TTPOUNBEUTEG, N EUTTIOTOCUVN YiveTal
EUTTOPIKO TTAEOVEKTNMA.

H gptreipia dev givar pévo UX H ouvétreia givan loyalty mechanism

To UX tou e-shop eival kpioipo, aAA& n omnichannel Otav o1 TTANPOoYOopIES, OI TINEG KAl Of TIONITIKESG
epTTeIpia TrEpIAauBAvel eTTiong aTToBEpaTa, OUPPWVOUV o€ OAa Ta KavaAia, o TTEAATNG alocBaveTal
TTapaddOoEIg, ETTIOTPOPES, TNAEPWVIKA €EUTTNPETNON, OTi o retailer gival TpoBAEWIPOG KAl AGIOTTIOTOG.

(QUOIKO KaTaoTnua Kai after-sales.

To trust rponyeitTal TNG eTTAVAYyOopdAg H cuptrepipopd PeTpd TTEPICOOTEPO ATTO TA
H BeTIKr epTTEIpia TTPETTEI VO HETATPATTE] O Snuoypa@Ika

EUTTIOTOOUVN. AIAQOPETIKA O TTEAATNG UTTOPEI VO PEIVE
IKAVOTTOINUEVOG ATTO pia ayopd, aAAd va pn deCUEUTEN
oTn pdpka.

Ta ammoteAéoparta deixvouv OTI N YNPIAKK £E0IKEIWON
Kal ol ouvnBeIEg ayopwyv eEnyolv KaAUTEPA TIG
omnichannel avTIAfWEIG aTTO aTTAEG SNUOYPAPIKEG

KOTNYOPIEG.

Tpia onpeia Trou Tpétrel va eAéyéel évag retailer
eProduct & price consistency: cup@wvouv ol TIEG, o1 O100e0INOTNTEG, Ol TIPOCPOPES KAl O1 TTEPIYPAPEG T¢ Site,
kataoTnua, marketplaces kai social;
e Service continuity: étav o TeAATNG aAAAGlel KavaAl, n eTixeipnon “OuudTal” To I0TOPIKOG, TO AITNUA Kal TO
TTPORANKG TOU;
e Fulfilment confidence: mapaAafr], Tapddoaon, aAAayEg Kal ETTIOTPOPEG AEITOUPYOUV WG EVIAia EUTTEIPIA A WG
SlapopeTIKA “payaldid” péoa oTnv idla eTTixeipnon;

Mpoooxn oTnV epunveia

To deiyua Twv 76 atmmavTioewy Ogv ETTITPETTEI YEVIKEUTN YIa OAO TO EAANVIKOG retail. Eival dpwg xprioigo wg
€voeIgn kaTelBuvaong: ol TTEAdTeG £xouv AdN uIoBeT ol TO omnichannel og eTTiredo TTpoadokiag, aAAG {nTouv
MEYAAUTEPN CUVETTEIQ VIO VO HETATPEWOUV TNV IKAVOTTOINON O€ EUTTIOTOCUVN KAl TTIOTOTNTA.
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BUSINESS RECOMMENDATIONS

4. NMpakTIKEG TTPOTACEIG YiA retailers kal e-shops

Av pia eAANVIKN eTTixeipnan B€Ael va aglotroifoel Ta eupnpaTta, dev XpelddeTal va EeKIVATEl aTro éva akpIRo
TEXVOAOYIKO £py0. XpeIAZeTal TIPWTA VO XAPTOYPAPACE! TA ONUEIQ QOUVEXEIOG OTNV EUTTEIpia TTEAATN Kal va Ta
O10pBwaEl Pe TTPOTEPAIOTNTA EKEI OTTOU ETTNPEACOUV EUTTIOTOCUVN Kal ETTAVAYOPd.

1. XapTtoypd@non journey: Karaypdawrte Ta 8-10 1o guyvd customer journeys: avalitnon, oUykpion, ayopd,
TapaAafn, aAAayr], ETIOTPOPN, TTAPATTIOVO, ETTAVAYOPA.

2. 'EAeyxog ouvétreiag: Kavre audit o€ TIuéG, TTpoo@opEs, stock, Teplypa®Eg, TTOANITIKEG Kal XpOvo atrokpIong ava
KQVAAI.

3. Evotroinon e§utmrnpérnong: O eAdTNG dev TpETTel va €gnyei atrd Tnv apxn 1o idlo Bépa dTav TTepvd atmo social o€
email, atrdé TNAépwvo o€ KatdoTnua r atrd e-shop o€ courier.

4. Evioyuon trust signals: Epgaveig TTONTIKEG ETTIOTPOPWV, TTPAYUATIKEG SINBECINOTNTEG, KABAPES NUEPOUNVIES
TTapadoong Kal OUVETTAG after-sales eTmikoivwvia.

5. Mérpnon loyalty drivers: Mn petpdre povo conversion rate kal ROAS. MeTprioTe eTTavayopd, TTapdTrova,
emoTpo@ég, NPS/ikavoTtroinon kai Xpovo €1TiAuang aItnUaTwy.

ZUPTTEPAC A

To omnichannel givalr aTpatnyikn eutmioToouvng. H TexvoAoyia Bondd, aAAd n eutropikr agia dnuioupyeital dTav
0 TTEAATNG VIWOEI OTI N ETTIXEIPNON AEITOUPYEI PE pia @V, pia eIKOva Kal pia AOYIKr € OAa Ta anueia TTagng.

ZXETIKA JE TOV EPEUVNTA EmpéAcia / akadnupaikn emiAsyn

O AxiAAéag TuTTdABOG EKTTOVNOE TITUXIOKK Epyaaia To mapov business report BagiCeTal oTa

oto Rene Descartes College pe avTikeipevo Tnv oupTTEPAOUATA TNG TITUXIOKNAG EPYOTiag Kal
emidpacon TnG omnichannel aTpATNYIKAG OTNV €UTTEIpiA JIAPOPPUWONKE O€ HOPPr} TTIPAKTIKNAG avaAuaong atmod
Kal TNV MOoTOTNTA TTEAATN 0TO EAANVIKO retail. Tov Apoévn Maoxd1moulo, 0710 TTAQiCI0 Tou pOAOU Tou

WG ETTOTITEUOVTOG KABNYNTH.

Mnyn: AxiAéag TutrdAdog, “The Impact of Omnichannel Strategy on Customer Experience and Loyalty: A Study of Greek Retail”,
TTuxlokn epyacia, Rene Descartes College. ETromrtelwv: Apaévng MNaoxdtroulog.
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