PROJECT 02

Market Positioning & Industry
Intelligence
Aitnpa NMeAatn & MpoéTaon Zuvvepyaoiag

Etaipeio B2B enayyeAUATIKWY LTINPECLWV EETATEL EMAVATONMOOETNON TNG EUMOPLKIAG TNG MPOTAONG, ME
otéxo capéatepn dlagopomnoinon, BeATiwon TG avTiAauBavéuevne aglag Kot O AMOTEAECHATIKNA
oTOXELON TTEAATWVY.

AvTIKE(pEVO Market intelligence, competitor analysis, positioning kat
commercial recommendations

AdpkeLa 12 gpydoiueg nUépeg (16 WPEG aVaALTLKAC epyaaoiag)
ApotBr 850 € + ®NA
Nopadotéa Market assessment, competitor matrix, segment prioritization,

positioning framework, pricing intelligence, action plan
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1. Aitnpa MeAaTn

H emuxelpnon Slabétel Asttoupytkr mapovaia otnv ayopd, SUWG N EUNMOPLKH TNG TavTOHTNTA €XEL €EEALYOE(
anoomnaopaTtikd. H dlolknon CnTtd TeKUNPLWUEVN ELKOVA VLA TO TIWG TOTOBETE(TAL AMEVAVTL OTOV
QVTAYWVLOPS, TTOLX TUAMOTO MEAATWY €XOLV HEYAADTEPN EUMOPLKH a&la KAl IOl XAPAKTNPLOTIKE TNG
MPOOPOPAC TPEMEL VO ATTOTEAECOLY TOV TIUPVA TOL positioning.

To €pyo MPEMEL VA ATIOVTHOEL OE CUYKEKPLUEVEG AMOPAOELG: TTOD LITAPXEL MPAYHATIKO KEVO TNV ayopd, motot
AVTAYWVLOTEG amoTeEAODY TO ovalaaTikd benchmark, nolwa enineda TIUAC elval cLPBATA PE TNV EMBLUNTA
B€on Kot moLa UNvOPaTa Pnopovv va atnpiEovy tn Slagopomnoinon Xxwpic vrmePBOALKEC UTIOOYXETELG.

Tpéxovoa eNTMOPLKN EIKOVA (oTOLXEia TIEAGTN, TEAELTAIOL 12 HAVECG)

AgikTNG TR ZxOAL0

TC(pog 31.330€ 26.010 € and projects, 5.320 € amno retainers
Mpotdoelg / projects 110/34 Win rate 30,9%

Average project value 765 € Xwpic otabepd entry point

EOpPOG TIHWVY 280 - 1.850 € 20 5L0@popeTIKA enineda TLUAG

Retainers 14 pfiveg x 380 € 2 gvepyol MEAGTEG

TUAMATA TEAQTWV 4  Xwpic npotepatonoinon

MAaiolo ayopdc: otnv EAAGSa Aettovpyolv 47.537 pikpéc emyelpioel ue 10-49 epyalduevouc, Tov
nopdyovv 23,3 610. € mpooTiBéuevng aglag (Evpwmnaikr Emttponr, SME Fact Sheet 2026). MéALg to 30,8%
TWY EAANVIKWY MUE xpnotwpornotel data analytics, évavtt 39,9% otnv EE. H {ritnon yla Sounuéveg,
TEKUNPLWHUEVEC ATIOPAOELG LTIAPYEL, AAAA N Ayopd MPOCPOPAC MAPAPEVEL KATAKEPUATLOUEDN.

2. Business Questions

A&ovag EpwTnpa MéTtpo anavtnong

Market Mola xapaKTNELOTIKE enMnpedlouy MeEPLOCOTEPO TNV EMAOYN Bdpog buying criteria, Adyot
npounBevTA Kat moL evtomi{leTal N LEYAADTEPN TEDN; AMWAELOG

Competition Motot naikteg avtaywvifovtal dueoa ylo Tov (6lo meA&TN Kot o€ BaBuoAoyia 1-5 og 5 kpLtripla,
ol onuela umepéxouvv 1§ LOTEPOLVY; TIHEG

Segments Mot TUAMATA MEAATWY GLVBLAEToLY LYNAH avdykn, duvaTtdTnTa Ytabuiopévo score /100, win rate,
MANPWHAG Kat TBavédTnTa ENAVAANYNG; €/ wpa

Positioning Mota B€on elvat apkeTd SlapopeTLKH, EUNMOPLIKA agLémoTn Kot Positioning map, from / to
vrnootnPELUN and TG MPAYHATIKEG duvaTtdTnTeG TNG EMe(pnong;

Pricing Mot apxLTEKTOVIKA THAG evioxVeL TNy ala xwplc va petatpénet  Offer tiers, APV bridge,

TNV vnnpeoia g commodity; evalodnoia tlipov

3. Amtartovpeva Inputs

Input Xpon otnv avaivon

YQLOTAUEVEG LTINPED(EG KOl TLHEG Price dispersion, véa apXLTEKTOVLKH TLUAG

Bootkd mpo@iA meAATWY Kat ototyela MWARTEWY 12 unvwv

MPOoPaTEG MPOTPOPES Kal AGYOL KEPOLOUEVWY / XAUEVWY
EVKALPLWV

Tpéxov website kat VALK TWAROEWY
MvwoTtol avTaywvloTég
Qpec napddoong avd project

Baotkol emiyetpnotakol meptoptopol
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Anédoon avd segment: APV, win rate, € / wpa

Win / loss analysis, buying criteria

AELoAdynon offer clarity kat messaging
Competitor matrix kat positioning map
AnodoTikOTNTA KAl TIHOAGYNON avd Wpa

PeaAlopdg positioning kat capacity



4. NpoTtelvopevo Scope

To épyo opyavwveTal o Téooeplg evOTNTEG: market structure kat demand signals, competitor intelligence,
segment attractiveness kat positioning/pricing recommendations. H avdAvon Ba petatpanel oe ca@Eg
decision framework kat éxtL o€ yevikr meplypar ayopdg.

Workstream MeprLexopevo Mé£Bobog Output

Market intelligence Drivers ayopdg, buying criteria, Evpwmnaikn Emtponn, Market assessment
demand signals, barriers Eurostat, win / loss

Competitor 6 Baaowka profiles, offers, proof points, Scoring 1-5, Twég, xpovol Competitor matrix

intelligence pricing signals

Segment prioritization =~ Need, budget, repeat potential, sales = Ztabuiouévo score + Priority segment
friction LOTOPLKA oTolyela scorecard

Positioning & pricing Value proposition, differentiation, Positioning map, APV bridge Positioning framework

price architecture

Commercial actions Messaging, offer changes, sales KPI targets, review triggers 60-day action plan
priorities

5. Xpovobiaypappa

®aon Hpépeg Qpeg AmoTéAeopa
Inputs & benchmarks 1-2 2 YQLoTAuevn eUMOPLKN €lkéva, oplopdg benchmarks
Market & competitor intelligence 3-5 4 Market assessment, competitor matrix
Segment scoring & pricing 6-8 4 Scorecard, pricing analysis
Positioning & implications 9-10 3 Positioning framework, action plan
TeAko report & nmapovcioon 11-12 3 Report kat ovvavtnon éwg 60 Aentd
Z0volo 12 16

6. Kéotog & Opol
Opog ZupQwvia
YUVOALKH apolBh 850 € + ®MNA (53,1 € / wpa avaALTIKAG epyaciag)
Me tnv avdBeon 425 € + ONA
Me tnv TeAKr napddoon 425 € + ONA
AlopBwoeLg M{a ouyKeEVTPWTLKN O€Lpd dlevkpLvioewv / GlopBLoEWY
Mapovaoiaon TeAkri ouvavtnon éwg 60 Aentd

Agv MEPAAUBEVOVTAL TTPWTOYEVAC £€PELVA HEYAANG KA{HOKAC, ayopd ouvbpounTikwy databases, media
buying, redesign etatlptkc TavtdTnTOCg, dNULlovpyia website j vAomoinon CRM/marketing automation.
7. KpitTApLa 0OAOKARPWONG

e Yaeng andeacn positioning pe apBuNTIKA TEKUNPiwon.

e Priority segment emAgyHéVO UE OTABULOUEVO Score Kol eMPBERALWUEVO amd Ta oTolyela MWARTEWVY.

* ApxLtekTovkr TIUr¢ He en{ntwon oto average project value kat gtov 12unvo tlipo.

e MeTpriolpa KPIs Kal KpLTApLA EMOVEEETAONG YL TIC MPWTECG 60 NUEPEC.
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