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AvTIKe(UEVO Kol 2TOYOC Tou Epyaldeiou

Avtikeipevo tou Epyaleiou eival n Stapdpdwon e€etdikeupévwy epyaleiwy mpog alomoinon oto mAalolo
TapoxN¢ e€QTOULKEVUEVNG CUMPBOUAEUTIKAG UTtooTN pLENG (Mentoring kat coaching).

EldIkOTEPQ, TO TAPOV Epyoleio mephapPaveL:

ToV oXeSLACUO KAl TNV TUTIOTolNoN eVOC EMLXELPNMOTIKOU MOVTEAOU HE TN XPron Tou gpyaAeiou
Business Canvas (Emuxelpnuoatikot KapBa),

TOV XSO0 KOL TNV TUTToNoinon tecodpwyv (4) e€eldikeupévwy ekS6OTEWVY TOU ETiiXELpNUATIKOU
Kapupa mou va pnmopoulv va aglomotnBouv yla Stadopetika eidn dpaoctnplotntag, peyéboug n/xkat
wPLUOTNTAC ETUXEIPNONC,

™ Swapopdwaon tplwv (3) oAokAnpwpévwy mapadelypdtwy Emxelpnuatikol Kappa mpog
aloTtolnon O& aVTIoTOLYA ETIXELPNHOTIKA LOVTEAQ .

1. Ermmotnuoviko YroBadoo

O Emyelpnuatikog Kappag (Business Model Canvas) eival €va OYetikd mnpoodato epyaleio
EMXELPNUATIKAG Hovtehomoinong (business modeling). Avamtixbnke wg 16éa amo tov Alexander
Osterwalder kat aflomoleital eupéwc amno to 2010 péxpL KoL orpepa.

Eldomolog Stadopd tou Emiyelpnuatikol Kapfad amod avtiotolya epyaleia business modeling eival o
OUVOTTIKOG TOU XOPOKTHPOC, O OToi0G:

KaBodnyel Toug CUVTAKTEG VO ECTLACOUV OTLC TIAPOUETPOUG TIOU €XOUV TIPAYHOTIKA ohuaota,
KOBLOTWVTOC TO £T0L €va Ao T TAEOV ATIOTEAECUOTIKA EpYaAEia OTPATNYLKAC)

ETULTPEMEL OTOUG AVAYVWOTEG VA QTTOKTHOOUV APECO Hia TTOAU KOAR €KOVA TWV CUCTATIKWY
oTolXelwV TOU KaTd Tepintwon e€eTalOUEVOU ETILXELPNUOTIKOU LOVTEAOU, XWPLG VoL amatteital n
MEAETN TTOAUCEALS WV ETUXELPNILATIKWY TAGVWV.

H tumikn popdn tou emixelpnpotikol Kappa e€etalel 3 SLAOTACELG TOU ETUXELPNUATIKOU LOVTEAOU, OL
orolec avolUovtal o 9 O OTIKES TIEPLOXEC:

1" Sudotaon (BA. mepLOX TOU KAUPBA KATWTEPW ONUOCUEVN PE axvo UMAE): NePLEXOUEVO TNG
ETYELPNHUATIKAG LOEOG KAl SuVNTIKOL OIMOSEKTEG (IeAATEC)

2" Slaotaon (BA. eployr Tou KAUPA KOTWTEPW CNUACUEVN LE axVO Kitpvo): Epyaleia emiteuéng
TWV OTOXWV

3" Siwdotaon (BA. meplox] TOU KOMPA KOTWTEPW ONUOACHUEVN HE OXVO TPAGCLVO):
XPNUOTOOLKOVOULIKEG MapApETPOL.

@popsi



7. Key partners

(Kbplot etaipot/
JUVEPYATEG)

6. Key activities

(KUpteg
Apaotnplotnteg)

\ 4

8. Key resources
» (Avaykaiol MNoépot)

\ 4

1. Value
Proposition

(Mpotaon Atiag)

4. Customer
» Relationships#

(Awaxeiplon
MeAatwv)

» 3. Channels «

(KavdaAio tabeong)

2. Customer
Segments

(Opadeg Nedatwv)

L 4

9. Cost Structure

(2towyeia Aamavwv)

¥

4

5. Revenue Streams

(Poég Ecobwv)

To epyadeio pmopei va aflomoinBel tOoo yla TNV avamtuén véwv 000 KOl ylo. TNV TeEKUnpiwon

UODLOTAUEVWV ETILXELPNMOTIKWY HLOVIEAWV.

ATOTEAEL ia OTITIKOTIOLNEV TTAPOUCLOGN CGUVOTTTIKWY OTOoLXElwV Kol SeSopévwy Tou Tieplypadouv Tnv
afia, tnv umtodopn, Toug MEAGTEG KoL TAL OLKOVOULKA SeSopéva Log eTLXElpNONG 1 EVOC TPOoioVTOoG.

BonBad Tig emiyelproelg vo euBuypappioouy TIg 5pacTnPLOTNTEG TOUC UE TO ETUAEYUEVO ETILXELPNUOTIKO
MOVTEAO, KOBWG Kal va tpoxwpernoouv otnv AnPn otpatnylkwy anopacewy.

Mpokelévou va peylotonotlnBel n afla tou gpyadeiou, eivol onuavtikd va tnpeital pia oswpd pe tnv
ornola cupMAnpwvovtal ta Bepatika nedia Tou poviéhou. ZuvnBwg, akohouBeital n €€1¢ oelpd:

A. FToAalia teploxn

A.1l: Value Propositions (Mpdétaocn oafiag - Ztoweio Awadopomoinong omd ovtaywvioTik/
UTTOKOTAOTOTA T(POIOVTaL)

e TLafla mapéxoupe os KAOe eAATELOKN OUASQ;

o Mowo pOPAnua kaBe meAotelaknc opadac fonbape va Aubsi;

o TL 8éopeg TpolovTwy Kot/ untnpectlwy Mpood£poups e KABe meAatelakn opada;
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o MoLeC aVAYKEG KADE TEAATELOKN G OUASAC LKAVOTIOLOULLE;

e [NoLo eival to «eAdxLoTO BLwoLo» IPOoidy;

A.2: Customer Segments (MeAdteg)
e NoLeg elval oL MEAATELAKEG LOIG OUABEG;
e [oLoL €lval oL TILo oNUOVTLKOL pLag TEAATEG;

¢ MNwg dtadopormotovvral (dnpoypadikd/ Katavolwtikd/ GAAA XOpAKTNPLOTIKA);

A.3: Channels (Aiktua)
e MEOW TOLWV KAVOALWV EMBULOUV OL TIEAATEG LAG VOL TOUG TIPOOEYYLIOOUE;
o Nw¢ toug mpooeyyilouv GANeG eTalpEleg;
e Mola kavaALla eival o anodotikd; Me TL KOOoTogG;

o MMwg ouVSEoVTaL e TIG CUVABELEG TWV TIEAATWY;

A.4: Customer Relationships (Awaxsipion NeAatwv)

o MNwg Sloxelplopaote v npoaogyylon/ anoktnon/ e€umnpétnon/ evioxuon/ Slatrpnon twv
TLEAQTWV;

¢ Nw¢ Stacuvdéovtal pe ta Aound otolxeia Tou business model;

B. Mpdowvn nteploxn (8eél tetaptnudplo)
50v: Revenue Streams (Poé¢ EcO6wv)
o Lo TOLAL TTOPEXOMEVN ala oL TEAATEG SEXOVTAL VO TTANPWOOULVY;
¢ MNwg Ba mpoTLHoUCAY VO TTANPWOOULVY;

o MNwg ta empépouc €écoda cupBarlouv ota cUVOALKA €008a avad por) ec0dou;

I. Kitpwvn meploxn
60v: Key Activities (KOpLeg ApaotnpLotnteg)
o [oLeG KOOOPLOTIKEG ECWTEPLKEC ETOLPLKEC SLEPYACIES OTALTOUV:
o Hmpotewopevn afia;
o Ta kavaAla emikowvwviog kat SLavoung;

o OLpoég ecddwy;
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7ov: Key Partners (Kuplot Zuvepyarteg)
e [oLoL €lval oL KUPLOL CUVEPYATEG LLOG;
e NoLol gilval oL KUpLoL TPoUNBEeUTEG Hag;
e [loLa ONUOVTIKA LECO OTTOKTAE OO CUVEPYATEG LOG;

e NoLeg KUpLEG SpOOTNPLOTNTEG EKTEAOUV CUVEPYATEC LLOG;

8ov: Key Resources (KUpioL NMapot)
e [oLouG KUPLOUG TTOPOUG/UECO OTTALTOUV:
o Hmpotewopevn aia;
o Ta kavaAla emikowwviog Kat SLavVoung;
o OLTENATELAKES OXEDELG;

o OLpoécgeaddwy;

B. Mpdoivn neploxn (apLotepod tetaptnopLo)
9ov: Cost Structure (KUpLeg Aamaveg)
e [oLa eival Ta TAEOV oNUAVTIKA KOOTN Tou business model pag;
e [oLa amno ta analtovpeva péoa elval ta MAéov Samavnpa;

o MoLEG OO TLG ATOULTOUHEVECG EOWTEPLKEG Slepyaciec eival oL TTAEov SamavnpEg

2. lNepypaprn epyaieiov

Mo Adyoug XpnoTtkotntag, To epyaieio €xel SounOel oe popodn Excel. Me autdv tov tpdmo dlatnpeital
gviaia n Soun tou, evw Pnopel va cuPMANpwBEel pe peydAn euxépela:

- TOOO HE TNV ELCOYWYN KELUEVOU OTa KEALA TTOU GUVOETOUV TO pyaleio
- 000 KOl JE TN xprion eW8Kwv Yndlakwv «Post It!»

EldkoTEpQ, yloo TNV KGALPN Twv anatthoswv Tou mapadotéou, dnuloupyndnke éva apyesio Excel, to
orolo mepLéxel oktw (8) tabs («kapTéAeg»):

- 1o tab pe apiBunon 1.0_BMC_Generic nepléxel 1o generic Business Canvas (ETLXELPNUOTIKOG
KapBag yevikol yopoktripa), mou avaluOnke avwtépw kat propei va aflomolnOesi os kabe
nepimtwon  emyelpnuatikol oxediaopol/ business modelling, véag 1 Aén udlotapevng
emnuyeipnong

- taTtéooepa enopeva tabs pe apibunon 2.1_BMC_Biotech £¢wg kat 2.4_BMC_Industrial meptéxouv
LodpOpec e€elbikevpéveg ekdOoELG/ TpooapoyES Tou Emiyelpnuatikol Kapfad mou eotidlouv ot
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Sladopetika £16n SpaoctnplotnTag, Hey£Boug r/kKal wpLHOTNTOG LLAG TUTILKAG ETILXELPNONG.

- ta tpla TeAevtaia tabs pe apiBunon 3.1_BMC_XMPL_Biotech £¢w¢ kat 3.3_BMC_XMPL_E-
Commerce mepléxouv LoaplBpa oAokAnpwpéva mapadeiypata Emiyelipnuatikot Kappa.

3. Odbnyiec Xprnonc

Ma Adyoug euyxpnotiag tou epyoleiou, oL odnylec Xprong OMOTUTIWVOVTOL €VIOC KABe OLOKPLTAG
Bepatikng TEPLOXNG O0TO HOVTEADO. Me auTOV TOV TPOTIO, OL XPrOTEG Tou gpyaleiou dev amoatteital va
avatpééouv oe AAAO apxela €KTOC OUTOU KaBOUTOU TOU QPXELOU TIOU QTIOTUTIWVEL TO €PYOAEIO Kol
propoUV va Aappavouy kaBodnynon KoTd tn GTL GUUITANPWONG.
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