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Me TOLOUG TPOTIOUG Ol VEOL ETALPLKOL TTEAATEC
aAAalouv 1o MaPadooilako B2B eumopitko povTEéAo.
H peAétn t™ng UPS

2019/07/10 16:43 otnv kKatnyopia LOGISTICS

OL eTalpelegc B2B ogeiAovv va mpooapootoly oTLG eEEALCOOUEVEC ATIOLTACELC KAl TLG
TMPOTIMACELG TWVY TEAATWVY, MPOCPEPOVTAC TaXDTEPEG uTinpeaieg, mMdvTa Pe eMKEVTPO
TOV TMEAATN, OOMPWVA HE veESTEPN MEAETN TNG UPS.

AvoAuvTtikéTtepa, n 3n €kdoon tnNG MEAETNG pE TiTtAo UPS Europe Industrial Buying
Dynamics Study, anmokAALYEe MWE €va VEO KOO ETALPLKWY TIEAATWY SLAUOPPVEL
ofuepa To tomio B2B ayopwv.
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«H d&vobdoc tTwv Millennials otov xWpo epyaciog KABLEPWVEL hLa vEa emtoxr, 6mov ot
€WC TWpa Loxbovoeg B2B ouvBetec aAAdlouvv» dAAwae o Abhijit Saha, Vice President
Europe Marketing kat Strategy otnv UPS.

O (8lo¢ ovunAfpwaoe 6Tl «OL VEATEPOL KOL TEXVOAOYLKA KOATOAPTLOMEVOL TIEAATEC
EMBLUOLY oL apayyeAlec Toug va apadidovtal ypriyopa, evw ennpedlovtal and TG
TMPOCPEPOUEVEC CUUMANPWHATIKEG LTINPEoieC Kal TNV after-sales eEunnpétnon.

OL aAAay€g, Tov €xouv Eekvioel AON amnd tnv npwtn neplodo dle€aywyrng TNG HEAETNG
otnv Evpwrnn to 2015, €xouv nmAéov @Ttdoel o€ onuelo KaumiG: N aAAnAemnidpaon HEoW
dladLkTOOoL BLadéxeTal, MAEOV, TIC MapadoolakéC B2B eunmoplkéC ovuvriBeleg, ov
Bao(Covtal otn aAANAENdpacon HETAED MEAATN KAl MWANTH».

Is Cross Border Buying Difficult?

Q. What challenges do you have when buying enline from other countries?

Longer Time Customs Returns
In Translt Delays
MILLENMIALS o
BABY BOOMERS
Source: .ﬁ 2019 Industrial Buying Dynamics Study Sample: 2500 (Europs, .S, & China)

Z0pQwva Pe TN MEAETN TNG UPS, avtol €lval ol 4 Tpdmot, Ye TouG omoloug oL véol
eTatpkol meAdteg aAAdlouv T Brounyavia:

AAAayn TNG dnUHoypa@ilkAG o0vOeoNnG. To TPLEVTA OKTW TOLC EKATO TWY QETIVWVY
EPWTNOEVTWY avikav otn yevid Twv Millennials: Mpdkettal ywa adEnon 10
MOCOo0TLA{WY HoOVADdWY amd to 2017. AuTth n oAoéva Kol aLEAVOUEVN YEVLA ETALPLKWY
MEAATWVY €lval AtydTEPO TLOTH OTLC MAPadooLlaKEC B2B ayopaoTIKEG oLVABELEC,
MPOTIHWVYTAC oLYVA TNV avalriTnon MEOIGVTWVY N LTINPECLWY PETA A TIC LOTOOEAIDEC
KOWWVLKAG BIKTOWONG avTi TNG dLampoowmikAC enaeri¢ hE TWANTEC. Ou Millennials
dlvouv enlong peyaAlTePN €upaon o€ mapdyovteg Onwg n aclpopia kat n after-sales
eEumnpéTnon am’ 6,TL o€ Mo MaPAdOCLAKODG TTAPAYOVTEC, OTWG N MOLOTNTA KAl N TLUA.
Qotéoo, mapd TNV avEaviuevn eMLPPOr] TOLG, OL CUYKEKPLUEVOL ETALPLKOL TIEAATEG
€EaKOAOLOBOVY va €lval TILO TIEPLOPLOMEVOL OE OYEON ME ALTA TTOL UIMOPOLVY va
ayopdoouv Kat To méoa Urmopolv va E0OEWPOLY O OXEDN E TNV TILO EUMELPN YEVLE TWV



Baby Boomers.

AAAayn OTIG OLVAOELEC TPOMNOLELWY YA TIG EMIYXELPAOELG. OL eTALPLKO( MEAGTEG
€EakoAovBoLY va aAAdlouvv To ToTio TWV damavwy, ayopdlovtac ancvbelag amnd Tovg
KATOOKELAOTEG N and dladikTvakd KataotAuaTta. Ot Millennials 6elxvouv L
avgavouevn npotinnon yla ayopécg anevbelag amnd TOLG KATAOKELVAOTEG, EVW OL
QYOPEC HEOW NAEKTPOVIKWY KATAOTNUATWY €xouv abEnBel akdun meplocgdTEPO. Ta
TeAevTaia 600 xpobvla, To HEP(BLO ayopdc yia Toug Evpwnaiovg dlavouelc mapovoiace
pHElwon 17% (ayy({Covtag 10 29%), EVW TO HEPIBLO YLA TOUG KATAOKELAOTEG KOL TOUG
online mpounBevTtég avERBnke Katd 5% Kat 19% avtioTolya.
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ZTPOPN MPOG TOLG HLeBveic mpounBevTEG. H ayopd mpoidvtwy and diedveig
nmpopnBevTéC avEdveTat. Ol eTatpikol meAdTEC TNG YEVIAG Twv Millennials dnAwvouv
0TL oxedOV T pLod amd ta MPoldvTa oL MaPAYYEAVOLY TIPOEPYXOoVTaL amd dleBveig
TPOUNBELTEG - MOAD TIEPLOTOTEPQ QMO TOLG ETALPLKOL TTEAATEG TNG YEVIAC Twv Baby
Boomers 1} Tng Generation X. Ot epwtnBévTeC €lval eniong mpdOuvuoL va TANPWCOLVY
neploodtepa yla taxdtepn eEumnpétnon amnd dlebvelc MpounBeLTEC- TO 26%
QVOPEVEL TOPAOOON TWVY MOPAYYEALWY TOL EVTOC 6V0 NUEPWVY, VW TO 81% avauével
aLONUEPSOY Mo PAdOCN TWVY TIAPAYYEALWY TOUL.

Ztpo@n vmép TNG After-Sales eEunnpétTnong. H napoyn after-sales eEvnnpétnong



e€akoAovBel va amoTteAel oNUAVTIKG OTOLXE(D YL TLC EMLXELPNMATIKEC CUPPWVIEC.
MoapdTtL N Tdon avth avgdveTtal ge OAEC TIG YEVIEG ETALPLKWY MEAATWY Kl 0 OAEC TLG
OMAdeC mMpoldvTwWY, N avdykn Twv Millennials ywa tn BEATIOTN eumnelpia teAdTn odnyel
T0 87% auTWv va dNAWaoouy 6Tt elval mBavé va aAAEEOLY TLC ETILXELPATELG TOU
TIPOKELEVOL YLa va emLTOXOLY KAAUTEPN after-sales eEunnpétnon katd Ta endueva 3-5
xpoévia.
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Mo TOUG KOTAOKELAOTEG, TA NAEKTPOVIKA KATAOTAMATA KL TOUG Slavouel(g, To
HAvLua eival caég. To 2019, n ayopd Twv B2B npoundslwv anattel peyaAdTepPn
avdAvaon Kot mpocapuoyn and 6, TL 0To NapeABOV. H yvwon Tov £Talpltkold MEAGTN -N
NAW{a, To véBaBOPO, OL BLABIKTLAKEC MPOTIUATELG KATL.- £XEL TWPA HEYAADTEPN
onuaoia kat n Tdon €lvat mbavd va toxvpomnolnbel, kaBWC oL véol AvBpwroL
OULMMPETEYXOLY OAO KOl TILO BLVAULKA OTLC dladlkaoieg MPoUNBELWV.



