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PRO.MISE.

OAIoTIKG

EvtoTriCovrag pe AkpiBeia 1o 1davikd
Marketing / Product Mix Tng Mapkag /
YT1npeoiag

Eivar oAU ouyvAi n avdaykn va digepeuviicoupe Thv
amodoxn MIag kaivoupylag 10€ag 1 evag kaivotopou
TTPOIOVTOG 1) UTINPECIOC KOTAQEUYOVTAS OTV XPAoN
evdg concept / product test agiohoywvrag amod
adouNTES 1066 WG OXEBOV TEAIKG TTPOIGVTA pETA aTTO
TTOIOTIKEG 1) avTioTOIXA TTOGOTIKEG HEBOBOAOYIEC.

Opwg oTo efaipeTika avtaywviaTiké TepIBAAoV TG
ONMEPIVAS ayopag N CUPHETOXA Twv KATAVAAWTWY f
TWV TIONTWV OTO «KTIGIMO» EVOG TIPOIGVTOG 1| IO
utnpeaiag  eival  wTIKAS  onuagiag  yia TV
ETIXEIPNUATIKA PIwaIpdTNTA TOU gyXEIpAUaTOS. ETiong
Aappavovtag umdyn 61 T0 UYog €vag €meVOUTIKOU
piokou €xel amokTAoel TAfov  TTOAU  peyAAeS
dI00TACEIG, YiveTal ETTITAKTIKA N avaykn, ol marketing
amoQAaaEIS va aTnpifovTal aTn alyoupid apiBunTIKwy
dedopévwv TToU GUVOUATOUV TTOIOTIKA OTOIXEIQ.

Alaypovikd KpioIua pwTANATA OTTWG ...

*[loid eival Ta kpigipa douikd GToIXEia TTOU
odnyoUv aTnv ETMITUXiO EVOG EYXEIPAATOS KAl
OTNV KATaVOAWTIKY aTTod0ox 1| Tou.

*[lole¢ eival o1 empéPoOUg €mIAOYEG TTOU
ouvBétouv 10 10avIKS concept / product mix
T0 OTT0i0 e TN o€Ipa Tou Ba peyioTotmolo0oE
NV amodoxr Tou.

*[1o1d Ba ATav n emTUyia EVOE ETTIXEIPNUATIKA
£@IkToU concept / product dnAadn uExpl TToIoU
onueiou utmopolv  va  yivouv  aTmodeKTEG
amokAioeIc amd 1o 1daviké mix.

“[Moia €ivar n kautUAn Price Sensitivity Tou
umd Oiepelivnon concept / product

*[loia eivar n kaumUAn Price Elasticity Tou
u6 diepelvnon concept / product

‘Kai @uoik@ Twg pmopei va oTaBei n
karvoupyla aut 16éa / Mpoidv / YTnpeaia o€
OXEQN UE TOV aVTAYWVIOUO

on - Insight - Mdapkeg
K KaravaAwon
Kl - Internet
qUATIKOTNTA
- KEI
- Nikn

. ouvbétouv 10 TACA Twv Qvaykwv TOU guyxva
ouvavTouv ol véeg 16éeg / Mpoidvta / YTmpeaieg aTnv
Topeia Toug va guvaviiaouv Tov KatavaAwtr / MoAitn.

2mv MRB Hellas A.E. amd 10 1990 £xouv uhotroinBei
OekGdES Epya TTOU Eixav w¢ OTOX0 TO OXEDIQTHO VEWV
[5ewv / Mpoidvtwy / YTpeaiwy A Tnv Trepaitépw eEEAIEN
emTuxnuévwy Mapkwy / YTINpeaiwy.

To PRO.MI.SE. civar éva epyaAeio Myng amopioewv
TT0U agloTToIEITal YIa TOV KABOPIoWO Kal TNV agloAdynon
T0U 18avIkoU marketing / product mix TTapapéTpwy TTou
OUMMETEXOUV KOl 0dnyouv TNV ayopaaTikh diadikaaia.
Q¢ TapaueTpol ptopouv va dlgpeuvnBouv oTIBATIOTE
euTIEpIEXETAI OTIG PeyAAe¢ dlaoTAOEIC OTTWG

1. TpolovTIKG XapaKkTnpIGTIKA
2.TiuR

3. Zuokeuaaia

4, Aiavopn

5. Emikoivwvia

6. MpowBnTIKES EVEPYEIES

Mmopei  va  e@apuooBei  agevde o€ eEqIpETIKA
avtaywvioTIKG TepIBAAovTa e TTOAMEG ETITUXNUEVES
pdpkeg kai TpoiGvTa  ageTépou O¢ Ot pOvo —
TIPOIOVTIKEG ayOPéG A O EVTEAWG Kalvoupyla TUAUaTA
avaykwv g ayopdg.
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To PRO.MILSE. :

1. EvtomiCel Ta TAéOV ONUOVTIKA BOMIKG
oToIxeia / XApOKTPIOTIKA (Kol TIG
EOWTEPIKEG TTOPAPETPOUG KGBE dopIKOU
aToiyeiou) Tou marketing / product mix
NG uTto diepelivnan 10€eC / TTPOIGVTOG /
uTTnPETiag.

2. Aigpeuvd Tov BaBud auppeToxng KaBe
XapaktnpioTikol ot diadikagia
ayopag.

3. MpoPAémel v emidpaon mou Ba
utTopoloe va TPOKUWEl OTn  WAPKO
amd  KivAioelg  kal - dpacEIg  Tou
avTaywvIouou.

4, YmoAoyidel v ouvoAiky amodoyn
eVOANOKTIKWY  oevapiwv g 16éag /
TTPOIGVTOG | UTINPETIag o€ OXEon (e
TOV QVTaYyWVIOHO.

5. Evromiler 10 18avikd gevdpio pe Baon
TIG avAykeg TG Ayopag.

6. Ymohoyidel TV TIPOCOOKWHEVN
MpéBean Ayopdag até To koIvé aTOXOG.

7. Amodidel TIC KOUTTUAES atmodoxng TG
10¢éag / Tpoldviog / utmpediag o€
OXEa™N e EVOAOKTIKEG TIHEG.

8 Amodidel TI¢ KAUTUAEG
aMnAemidpaong ™G TOMNITIKAG TIMWY
ot OXéOon ME TOV QVTOYWVIOUO

9. Mpoooyolwvel TV Ayopd waoTe Ol
AlayeipioTéc ¢ Mapkag va eival o€
Béon va Odiepeuvioouv “‘what if ...
oevapia  EvOEXOUEVWY  EVAANOKTIKWY
dpdoewv Kal KIvAioewv ot €AeUBEPO
piokou trepIBAMov.

H peBodoroyia PRO.MI.SE. Baailetal otnv Conjoint
Analysis. O OUVEVTEUEEIS uhoTrolouvTal
xpnoiyotolwvtag 1nv CAPI (Computer Aided Personal
Interviews) Tpocéyyion. AuTd  peyioToTOlEl TNV
cueNiGia otV ouvévteudn kabwg TPOCOPUOTEl TV
€GN Twv epwThoEwy avaloya pe TIG 1DI0ITEPES
QVAYKES, AYOPACTIKA CUUTTEPIPOPA KAl KATAVOAWTIKES
QVTIAAYEIG TOU pWTWHEVOU TTPOTEIVOVTAS TOU OAoéva
kar o deAeaoTikG aevapia TG 10¢ag / mpoidvrog /
uTTNpETiag

EmmAéov diver Tnv duvarétnta xpAang Stimuli Material
yia v akpiBéaTepn  agioAdynon  GUYKEKPIUEVWV
TIOPAPETPWY KOI XOPOKTNPIOTIKWY  TTY. video, photo
story boards, mockups, AX0 KATT

H mpoaéyyion TG ouykekpipévng  HebBodoAoyiag
oTtnpileTal oTIG akOAOUBES PATEIC :

A. MNpoeToiyaaia / Anpioupyia Tou matrix Tou guvBETEl
7O €V QUVAEI TTPOIOVTIKO MIiX O€ guvepyaaia e Tov
TEAATN A Aol TTponynBei TToI0TIKA £pEuval

‘ ) Attributes & Levels
N Aftribute A (e.g. Price)
Level A1
Level A2

Level A3

Attribute C fe.g. Promotions)
Level C1
Level C2
Level C3

Attribute B (e.g. Srand) Aftribute K (e.g Packaging)
Level B1 Level K1
Level B2 Level K2
Level B3 Level K3

B. H embuevn pey@An odon amotekeital amd TIg
agloAoyNOEIC TWV ETTIUEPOUG XAPOKTNPIOTIKWY TOU €V
Ouvauel TIPOIOVTIKOU MiX OAAG KOl TV ECWTEPIKWY
EVOMOKTIKWY ETITEDWY O€ KABE XapaAKTNPIGTIKO.

Product Screen

PRESS THE RESPECTIVE NUMBER TO
YOUR ANSWER, CHOOSING EACH TIME
THE ONE YOU PREFER THE MOST. IN
WHICH ORDER WOULD YOU FPREFER A
PRODUCT

1. BITTER
SOMEWHAT BITTER

2
3 NEITHER BITTER NOR SWEET
4 SOMEWHAT SWEET

5. SWEET

EBC FOR PREVIOUS OUES
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_...Promotion Screen

PRESS THE RESPECTIVE NUMBER TO YOUR
ANSWER, CHOOSING EACH TIME THE ONE
YOU PREFER THE MOST. IN WHICH ORDER
WOULD YOU PREFER A PRODUCT

ADVERTISEMENT

1. SMART
VIVID | FAST
UNEXPECTED | ENIGMATIC
DYNAMIC
STYLISH
HAPPY
SENSUAL
REALISTIC

ESC FOR PREVIOUS GUES

CTFLAEND FOR EXIT

Comparison Screen

IF TWO PRODUCTS HAD NO OTHER
DIFFERENCE EXCEFT FROM THE ONE YOU SEE
ON THE SCREEN, HOW IMPORTANT WOULD
THAT DIFFERENCE EBE IN YOUR CHOICE?
SELECT A NUMBER USING THE SCALE BELOW.

BITTER

HOT AT ALL SOMEWHAT VERY
IMPOFRTANT IMPORTANT PO TANT

EXTREMELY
IMPORTANT

6 7 8 9

CTRLAEND FOR EXIT

I. H 1pitn @don amoteAei To BapUltepo PeBodoroyika
PEPOC NG TIPOCEYYIONG OTTIOU  TTPOTEIVOVTAL  LE
OIMnuatikd  Ttpdmo  (Celyn) OTOV  AyopaOTH|
EVOMOAKTIKA TTPOIOVTIKG aevapia eEENloadueva ae Oho
Kal TTEPIOTOTEPO DEAEATTIKEG TIPOTACEIC UE OTOXO TNV
o€ BaBo¢ diepelivnan Twv TTPAYUATIKWY TTPOTIUACEWY
TOU Kal TNV AvTAnon Twv TPOCWITIKWY TOU KIVATPWY
ayopdg.

Product Mix Comparison Screen

WHICH PRODUCT DO YOU PREFER THE MOST?
SELECT A NUMBER USING THE SCALE BELOW.

1. s | 1. BITTER
2 2. WITHA
COMMUNICATION
THAT EMPHASIZES ON
L THE MEEDS OF THE
PROCEDURES GREEK PEOPLE
3. AT THE PRICE OF 210| 3. AT THE PRICE OF 240
DRS | DRs

1 PREFER THE LS WE AN

| PREFER THE
FIGHT ONE

ESC FOR PREVIDUS QUES CTRL+END FOR EXIT

A H tétoptn Kai TeAeutaia @Aon AciToupyei  w¢
epyaieio
OTOWEWY TOU ayopaoT HECQ a6 TNV GUVOAIKK
mpotiunon  /
TIPOIOVTIKAG  TTPOTACNS  Kal
e¢eNlogbpeveg 0oe 0o kal TIEPIOTOTEPO DEAEADTIKES
TTOOTACEIC.

«kahipmrpapiopatog /  calibration»  Twv

amoTiunon  WIag  oAoKANpwEVNg
mavra  péoa  amd

Calibration Screen

WHAT IS THE LIKELIHOOD OF YOU BUYING
THIS PRODUCT? SELECT A PERCENTAGE
USING THE SCALE BELOW

CTFLEND FOR EXIT

Ta epeuvnTika Tapadotéa amé 1o PRO.MI.SE. eivan :

1. Utility Values / AcikTeg o1 ommoiol mpoadiopifouv v
OUMMETOXT KABE XOPAKTNPITIKOU Kal TwV QVTIaTOIXWY
EVOMOKTIKWY €MITTEDWY, TOU €V DUVAWEI TTPOIOVTIKOU
mix, 0TV ayopacTIKf d10dIKagia EVOS KATavOAwTH,
YEYOVOG TTOU TTOPED VOl dNUIOUPYNCTE! [E TN GEIPA TOU
v 10avIKA TpolovTIkA diadpopn / ideal path Tou umod
diepelvnan mpoidvtog / 16éag / utpeaiag.

2. To Mepidio Mportipnong / Share Of Preference
EVOMaKTIKWV aevapiwy yia mavd mpoiévra / 1déeg /
utnpeoiec oc¢ oxéon pe avrigtoixa Tpoidvia /
uTtnpeaieg Tou Aviaywviguou.

3. Tnv MBavomnta Ayopdag / Purchase Likelihood
eVOANOKTIKWY aevapiwv yia mlavé mpoldvra / 1déeg /
utnpeaiec amd 10 ev duvauel AyopacTiké Kové /
Target Group Tou.

4. AckAoeig Mpoooyoiwong / Simulation Analysis /
EVOMOKTIKWY  TIPOIOVTIKWY — gevapiwv T oTroia
KivoOvral Tépa om6é 10 10avikd  TIPOoidv  TTPOg
KOTEUBUVOEIC  TTEPIOTOTEPO  EQIKTEC QTG  TOV
Alagpnui¢épevo | Brand Owner [ Alaxeipioth g
Mapkag.

5. Price Elasticity / Sensitivity Tests
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Importance of Attributes

Ultility Values

Toral Sample
Utility Values

Artr, 2- Total Sample

Average Purchase Likelihood

ldeal Product - Total Sample

L1 l Sd. Enor = 1.85
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Frice Sensitivity

Total Number of Respondents

90%- 100 |8
£0,0%- 59,0% [
70,8%- 79,9% (1

Price Elasticity

T

68

% = OUR PRODUCT/BRANE= COMPETITOR b= COMPETITOR 2
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