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Napaptnua 4. Ymodewypa apto. 1. NMNwe va 6TACETE pLa
KOWWVLKN ENXeipnon yia va uAomtotnBOei to mpoypappa
EUNVeEVOEVO armo tov KapBa Enmxelpnuatikou Zxediov

(Business Model Canvas - BMC)

Y1a onpeia mou akoAouBoUv apoucLAloU LE CUVOTITIKA TOV EAGXLOTO OPLOUO TUNUATWY TTOU TIPETEL
VOl €XEL TO ETUXELPNUATIKO 0XESLO €VOC OpyavLIopoU, 0 omolog emBUEL va UAOTIOLNCEL TO TIPOYP AL
9 Conversations pe tn popdr tou BMC. Mnopeite va eniAé€sTe LOVOL OAG TTOLA EVOTNTA UIMOPEL va
anoteAéoeL onUElO €KKivnong Katd tn cupmAfpwaon tou oxediou f amAwg va akoAouBnoete tn
OELlpA TWV EVOTATWY OTIWGE E(VaL YPOUEVD.

Yrodelypa eniyelpnuatikol oxediou:

1. Tevikég MANPOodOPILES YLO TIC KOWVWVIKEG ETILXELPNOELG

2. Tuxpeldletol n opddo otoxou (target group) - mTPOOPUYEC WG «TTEAATEGH

3. Mpoétaon agiag (1L mpoodepel n MKO/ o opyaviopdc oag Kat o€ motouc; Mati ektipolv T
npoodopd oagc;)

4. Boolkol eTaipot (OTwG TOTIKEG ETIXELPNOELC TTOU Ba AelTOUpYNO0oUV WG LEAETEG epimTwon)

5. Baowolmopol mou Ba xpelaoteite (LKOVOTNTEG KAL YVWOELG TOU OUVTOVIOTA-8LEVKOALVTH ,
EKTIOULOEVUTIKO UALKO yLo TOV eKmtatdeuTr] Kat target group (mpdoduyeg), CUVICTWHEVEG
EYKATAOTACELS yLa TN Ste€aywyr) Tou LoBRUOTOC KoL TOTIOG GUVAVTNGNG, CUVIOTWUEVEG TEXVLKEC
TAATPOPUEG yLa opadLkA epyacia KABWE KoL yLol LELOVWHEVA ATOUA).

6. Toa evlladepoueva pépn (Stakeholders). Ba umopouoe va eival n tomik auvtodloiknon 1y omoLa
0pYAavwon unooTtnPilel OLKOVOULKA TOUG TIPOCHUYEG

7. KavaAia mpocAnyng (mwg Ba mpoosyyloste Toug meAdteg tng 9C;)

8. Aopn kdotoug (to K6aTog TG UAoToinoNG evog HaBAuaTog: uoBog cuvtovioTr- SLEUKOAUVTAG,
TOMOG cuVAVTNONG K.ATL.)

9. Poég 006wy (oL Bavol tpomot dnuovpyiag 008wV, CUYKEVTPWAON XPNHUATWY, TIPOYPAMOTA
uTooTNPELENG TPOCodUYWY, TIPOYPAUUATO KATAPTLONG K.ATL.)




