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YHOIAKO MARKETING & NQA'HZEIZ GNOSERA - BY INDIGO

GNOSERA

KNOWLEDGE FOR THE NEXT ERA - BY INDIGO

Me emipUAagn Tavtog dikaiwpuaTtog. O oxedlaoudg, n empéAela, n S1IdpBpwaon Kal N TTapoloa Yn@Iakr €kdoan
atroTeAoUV atrokAEIOTIKA €kOOTIK TTapaywyr TnG INDIGO GROUP MON. IKE. AtrayopegUeTal n avTiypa®n,
avadnuoaicuon, HETATTWANON, dnuocIa avdpTnaorn, TPoTToTToinoN I dlavoury 0AGKANPOU 1} HEPOUG TOU £PYOU XWPIg
TTponyouUuevn £yypagn adeia Tou ekOOTN. H ayopd TTapéXEl Yia TTPOCWTTIKA, N METARIBATIKN GdEIa XPriong oTovV
apxIkd ayopaoTh. H adeia dev mTepIAapBavel SIKaiwPa EUTTOPIKAG EKUETAAAEUONG, avaTTapaywyng A TTapaxwpnong
o€ TPITOUG.

ZHMANTIKH ZHMEIQZH

EKTTQIBEUTIKO ETTIXEIPNPOTIKO TTEPIEXOUEVO. AEV OTTOTEAEI EEATOUIKEUPEV VOUIKT, QOPOAOYIKNA ] ETTEVOUTIKN
OUMBOUAN.
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NQZ XPHZIMOMOIEITAI

AJT0 1) YVOOT) 0TIV ATO@AoT)

To BiBAio gival epappocuévo TTpoypappa. Kabe KepdaAaio 0AOKANPWVETAI JE ATTOPACH, EPYACTAPIO KAl
checklist.

01 Katavonon

Zexwploe 1o TPORANUa, Ta dedouéva, TIG TTAPAdOXES Kal Ta OpIa.
02 E@appoyn

AoUAewe TTAVW O€ TTPAYUATIKN TTEPITITWON TNG OIKNG 00U ETTIXEIPNONG.
03 'EAeyyog

AoKipyaog KavoVviKd, oplaKd Kal aTToTUXNPEVa GEVApIQ.

04 Anto@aon

KAIpdkwoe povo otav agia, oidétnTa Kai Kivduvog gival JETPROIUA.
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SNAPSHOT 2026

MARKET LI MESSAGE LI CHANNEL
CONVERSION LI RETENTION

To wneiakdé marketing eival euTTopIikd cUCTNUA Kal OXI OEIpd aoUVOETWY avapTACEWY N diagnuicewy. H
OWaoTH PETPNON EEKIVA aTTO TO OIKOVOMIKO ATTOTEAECHA, TTPOCTATEUE! IBIWTIKOTNTA KAl TTOIOTNTA, KAl
gexwpilel TN cUOYXETION ATTO TNV TTPAYUATIKY TTPOCOETN ETTIdPACN.

NMPAKTIKH EPMHNEIA
H peBodoloyia petatpéTrel KAOe BEpa o€ eAeyxOuevn amépacn: baseline, TTAPeg oiIkovouikd atroTéAeopa, customer

outcome, guardrails, duoueveg oevapio, evidence kal cagég eTOuevo gate. ‘ETol n avamtugn dev cuyxEeTal pe vanity
metrics | un eravaAqiun avénon.

KANONAZ MHIQN
MeTtaBaAAduevol iIoxupiopoi eAéyxOnkav éwg 1 ZemTepBpiou 2026. ETrionueg TTNyEG Kol TTpwToyevr dedopéva

UTTEPIOYXUOUV EUTTOPIKWYV TTEPIANAWEWV. MpIv atrd VOUIKE, OPOAOYIKK) ] ETTEVOUTIKI) aTTOQACH ATTAITEITAI ETTAVEAEYXOG
atré appodIio eTTayyeEAUATIaA.
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NMEPIEXOMENA

Aradpoun 15 KEPAAAT®WV

01 T TOX0G KA1 OIKOVOUIKO QmoTE e
02 I8aviko koo

03 'Epegvva ayopag kat mpdOeong

04 Positioning

05 Mrjvupa kot Snpuiovpyiko

06 Offer architecture

07 Website ka1 landing pages

08 Organic search

GNOSERA - Wnoiaké Marketing & MNMwARoeig 5



YHOIAKO MARKETING & NQA'HZEIZ GNOSERA - BY INDIGO

NMEPIEXOMENA

Aradpoun 15 KEPAAAT®WV

09 Paid acquisition

10 Social kat content system

11 Email ko permission marketing
12 Lead management

13 Measurement xau attribution

14 Privacy ka1 epmtopikr) Seovroloyia
15 90-day growth system
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KE®AAAIO 01

YTOY0C KAl OTKOVOUIKO (ITOTEAETUA

Na ouvoeBei To marketing pe €0080 kal GUPBOAR, 01 HOVO TTPORBOAEG.

AIAAPOMH KE®AAAIOY

1.1 Business outcome
1.2 Revenue target

1.3 Contribution margin
1.4 Customer target

1.5 Decision cadence
AMOTEAEZMA

Marketing objective tree
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1.1 - EPAPMOZMENH ENOTHTA

Business outcome

MeTd TnVv evoTNTA, O AVAYVWOTNG MTTOPEI va £€nyei To «Business outcomey, va epapuolel «incremental
contribution = incremental revenue x gross margin - media - production - tools» Kal va TEKUNPIWVEI TO
atrotéAeopa oto Marketing objective tree.

TI NPENEI NA KATAAABEIZ

To «Business outcome» petatpémmeral oe EAEYEINN ETTIXEIPNPATIKE aTré@acn. To ke@dAalo ouvdéel va ouvdeBei To marketing pe é00d0 Kal
OUPBOAR, OXI HOVO TIPOBOAEG. E KOIVO Scope, OIKOVOUIKO atroTéAeoua, euTrelpia TrEAATN Kal 6pia kivduvou. H atmé@aon dev Bacidetal o€ vanity
metric aAAG o€ «incremental contribution = incremental revenue x gross margin - media - production - tools» ka1 eTTaAnBeloipa dedopéva.

MEOG©OAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr £€¢odo. Na 1o «Business outcomey,
oupewvnoe 1I0ToPIKO baseline, eligibility kal exclusions, epdpuooe «incremental contribution = incremental revenue
x gross margin - media - production - tools», éAey&e Bacikd, SUGUEVEG Kal OpIOKO OevAapIio Kal oUykpive pe holdout A
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZX

- Opioe TNV amégaacn Kal Tov owner yia To «Business outcome».

- Epdppooe «incremental contribution = incremental revenue x gross margin - media - production - tools» ye otaBepd scope
Kal €kBoan HESOPEVWV.

- Z0vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.
- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégacon, exception, action kai erréuevo review oto Marketing objective tree.

NMAPAAEIrMA E®APMOIHZ

EAAnviki MUE aglohoyei To «Business outcome» o€ 456 eIAEEINEG TTEPITTTWOEIG, KaBapd é0oda 18.376,80 € kal pIKTO TTepIBwpIo 31,6%. To
amrotéAeopa 5.807,07 € eAéyxetal e baseline, holdout kai «incremental contribution = incremental revenue x gross margin - media - production -
tools».

RED FLAG TTapdTNoE 6Tav aAAdZel To cohort, AgiTrel TTARPES KGOTOG A VOpIUNn Bdon, n amédoon amodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia 1o «Business outcome», ammotéAeopa xwpig source, timestamp kai owner dev
OIKaI0AoYEi KAIJAKwWaN.

TEKMHPIQSH: [S1] [S6] [S17]
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1.2 - EPAPMOZMENH ENOTHTA

Revenue target

Metd Tnv evoTnNTa, O AVaYVWOTNG PTTOPEi va e€nyei To «Revenue targety, va epappodel «incremental
contribution = incremental revenue x gross margin - media - production - tools» Kal va TEKUNPIWVEI TO
atrotéAeopa oto Marketing objective tree.

TI NPENEI NA KATAAABEIZ

To «Revenue target» petatpémeral o€ EAEYEIUN ETTIXEIPNUATIKY aTTOPacT. To KEQAAaIo ouvdéel va ouvdebei To marketing pe €0050 Kal CUpBOAR,
X1 HOVO TTPOBOAEG. E KOIVO SCOpE, OIKOVOMIKO aTToTEAETUA, EUTTEIPIa TTEAGTN Kail dpla KIvOUvou. H amégacn dev BacileTal o€ vanity metric aAAG
oe «incremental contribution = incremental revenue x gross margin - media - production - tools» kai eTTaAnBevoipa dedopéva.

MEOG©OAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atmodekTr £€£0do. Na 1o «Revenue targety,
oupewvnoe 1I0ToPIKO baseline, eligibility kal exclusions, epdpuooe «incremental contribution = incremental revenue
x gross margin - media - production - tools», éAey&e Bacikd, SUGUEVEG Kal OpIOKO OevAapIio Kal oUykpive pe holdout A
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZX

- Opiog TNV amdé@aaCn Kal Tov owner yia 1o «Revenue target».

- Epdppooe «incremental contribution = incremental revenue x gross margin - media - production - tools» ye otaBepd scope
Kal €kBoan HESOPEVWV.

- Z0vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.
- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégacon, exception, action kai erréuevo review oto Marketing objective tree.

NMAPAAEIrMA E®APMOIHZ

EAAnviki MUE aglohoyei To «Revenue target» oe 463 emAECIpEG TTEPITITWOEIG, KaBapd é00da 18.658,90 € kai pikté TepIBwplo 31,6%. To
amrotéAeopa 5.896,21 € eAéyyetal pye baseline, holdout kai «incremental contribution = incremental revenue x gross margin - media - production -
tools».

RED FLAG S1apdTnoe 6tav aAAGZel To cohort, AeiTrel TTARPEG KGOTOG 1 VOUIUN BAcn, N amddoon atodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia 1o «Revenue targety», ammotéAeopa xwpig source, timestamp kai owner dev
OIKaI0AoYEi KAIJAKwWaN.

TEKMHPIQSH: [S2] [S7] [S18]

GNOSERA - Wnoiaké Marketing & MNMwARoeig 9



YHOIAKO MARKETING & NQA'HZEIZ GNOSERA - BY INDIGO

1.3 - EPAPMOZMENH ENOTHTA

Contribution margin

Metd TnVv evoTnTa, 0 AvayvwaoTng ptropei va egnyei To «Contribution marginy, va epapuodel «incremental
contribution = incremental revenue x gross margin - media - production - tools» Kal va TEKUNPIWVEI TO
atrotéAeopa oto Marketing objective tree.

TI NPENEI NA KATAAABEIZ

To «Contribution margin» peTaTpéTeTal o€ EAEYEIUN ETTIXEIPNUATIKA aTTO@ach. To KepAaAaio auvdEel va ouvdeBei To marketing pe €50d0 Kal
OUPBOAR, OXI HOVO TIPOBOAEG. E KOIVO Scope, OIKOVOUIKO atroTéAeoua, euTrelpia TrEAATN Kal 6pia kivduvou. H atmé@aon dev Bacidetal o€ vanity
metric aAAG o€ «incremental contribution = incremental revenue x gross margin - media - production - tools» ka1 eTTaAnBeloipa dedopéva.

MEOG©OAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kail atrodekTr £€¢odo. Na 1o «Contribution marginy,
oupewvnoe 1I0ToPIKO baseline, eligibility kal exclusions, epdpuooe «incremental contribution = incremental revenue
x gross margin - media - production - tools», éAey&e Bacikd, SUGUEVEG Kal OpIOKO OevAapIio Kal oUykpive pe holdout A
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZX

- Opioe TNV amégaaon kai Tov owner yia 1o «Contribution margin».

- Epdppooe «incremental contribution = incremental revenue x gross margin - media - production - tools» ye otaBepd scope
Kal €kBoan HESOPEVWV.

- Z0vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.
- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégacon, exception, action kai erréuevo review oto Marketing objective tree.

NMAPAAEIrMA E®APMOIHZ

EAAnvikA MUE aglohoyei To «Contribution margin» o€ 470 emAEGIUEG TTEPITITWOEIG, KaBapd é00da 18.941,00 € kai pIkTO TrEPIBWPIO 31,6%. To
amrotéAeopa 5.985,36 € eAéyyetal ye baseline, holdout kai «incremental contribution = incremental revenue x gross margin - media - production -
tools».

RED FLAG S1apdTnoe 6tav aAAGZel To cohort, AeiTrel TTARPEG KGOTOG 1 VOUIUN BAcn, N amddoon atodidetal oe AdBog artia
dev uttdpyel fallback. Eidikd yia To «Contribution margin», ammotéAeopa Xwpig source, timestamp kai owner dev
OIKaI0AoYEi KAIJAKwWaN.

TEKMHPIQSH: [S3] [S8] [S15]
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1.4 - EPAPMOZMENH ENOTHTA

Customer target

MeTd TnVv evoTnTa, 0 AvayvwoTng pTTopei va egnyei 1o «Customer target», va epapudlel «incremental
contribution = incremental revenue x gross margin - media - production - tools» Kal va TEKUNPIWVEI TO
atrotéAeopa oto Marketing objective tree.

TI NPENEI NA KATAAABEIZ

To «Customer target» petatpémeral oe eAEYEINN ETTIXEIPNUATIKA aTré@acn. To kepdAalo ouvdéel va ouvdeBei To marketing pe €0000 Kal GUUBOAN,
X1 HOVO TTPOBOAEG. E KOIVO SCOpE, OIKOVOMIKO aTToTEAETUA, EUTTEIPIa TTEAGTN Kail dpla KIvOUvou. H amégacn dev BacileTal o€ vanity metric aAAG
oe «incremental contribution = incremental revenue x gross margin - media - production - tools» kai eTTaAnBevoipa dedopéva.

MEOG©OAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atrodekTr £€€0do. Na To «Customer target»,
oupewvnoe 1I0ToPIKO baseline, eligibility kal exclusions, epdpuooe «incremental contribution = incremental revenue
x gross margin - media - production - tools», éAey&e Bacikd, SUGUEVEG Kal OpIOKO OevAapIio Kal oUykpive pe holdout A
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZX

- Opioe Tnv ammdé@aon Kal Tov owner yia 1o «Customer target».

- Epdppooe «incremental contribution = incremental revenue x gross margin - media - production - tools» ye otaBepd scope
Kal €kBoan HESOPEVWV.

- Z0vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.
- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégacon, exception, action kai erréuevo review oto Marketing objective tree.

NMAPAAEIrMA E®APMOIHZ

EAAnvIKA MUE aglohoyei To «Customer target» o€ 477 emAECIEG TTEPITITWOEIG, KaBapd é0oda 19.223,10 € kai pIkTé TepIBwpIo 31,6%. To
amrotéAeopa 6.074,50 € eAéyyetal ye baseline, holdout kai «incremental contribution = incremental revenue x gross margin - media - production -
tools».

RED FLAG S1apdTnoe 6tav aAAGZel To cohort, AeiTrel TTARPEG KGOTOG 1 VOUIUN BAcn, N amddoon atodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia To «Customer target», ammotéAeopa Xwpig source, timestamp kai owner dev
OIKaI0AoYEi KAIJAKwWaN.

TEKMHPIQSH: [S4] [S9] [S16]
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1.5 - EPAPMOZMENH ENOTHTA

Decision cadence

MeTd TnVv evoTnTa, 0 AvayvWoTNG PTTopEi va e€nyei To «Decision cadencey, va epapudlel «incremental
contribution = incremental revenue x gross margin - media - production - tools» Kal va TEKUNPIWVEI TO
atrotéAeopa oto Marketing objective tree.

TI NPENEI NA KATAAABEIZ

To «Decision cadence» petatpémmeral o€ eAEYEIUN ETTIXEIPNUATIKI aTTOPacN. To KEQAAalo ouvdéel va ouvdeBei To marketing pe é0000 kal cupBoAR,
X1 HOVO TTPOBOAEG. E KOIVO SCOpE, OIKOVOMIKO aTToTEAETUA, EUTTEIPIa TTEAGTN Kail dpla KIvOUvou. H amégacn dev BacileTal o€ vanity metric aAAG
oe «incremental contribution = incremental revenue x gross margin - media - production - tools» kai eTTaAnBevoipa dedopéva.

MEOG©OAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr €§odo. Na 1o «Decision cadencey,
oupewvnoe 1I0ToPIKO baseline, eligibility kal exclusions, epdpuooe «incremental contribution = incremental revenue
x gross margin - media - production - tools», éAey&e Bacikd, SUGUEVEG Kal OpIOKO OevAapIio Kal oUykpive pe holdout A
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZX

- Opioe TNV améeaacn Kai Tov owner yia 1o «Decision cadence».

- Epdppooe «incremental contribution = incremental revenue x gross margin - media - production - tools» ye otaBepd scope
Kal €kBoan HESOPEVWV.

- Z0vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.
- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégacon, exception, action kai erréuevo review oto Marketing objective tree.

NMAPAAEIrMA E®APMOIHZ

EAAnvik MUE aglohoyei To «Decision cadence» o€ 484 emAEGIUES TTEPITTTWOEIG, KaBapd £é00da 19.505,20 € kai pIKTO TrepIBwplo 31,6%. To
amroTéAeopa 6.163,64 € eAéyyetal ye baseline, holdout kai «incremental contribution = incremental revenue x gross margin - media - production -
tools».

RED FLAG S1apdTnoe 6tav aAAGZel To cohort, AeiTrel TTARPEG KGOTOG 1 VOUIUN BAcn, N amddoon atodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia 1o «Decision cadencey, atmotéAecpa xwpig source, timestamp kai owner dgv
OIKaI0AoYEi KAIJAKwWaN.

TEKMHPIQSZH: [S5] [S10] [S17]

GNOSERA - Wnoiaké Marketing & MNMwARoeig 12



YHOIAKO MARKETING & NQA'HZEIZ GNOSERA - BY INDIGO

EPTAZTHPIO 01

Epyaotnplo e@apuoyng: Xtoyog kat
OlKOVOUIKO (ITOTEAEOUA
E@dpuoce 10 KEQAAQIO O€ TTPAYUATIKI TTEPITITWAON Kal oAokApwaoe To Marketing objective tree.

1. KAeidwoe scope, segment, owner, Trepiodo Kal baseline.
2. Zupgwvnoe TnyEg, koaTn, eligibility, exclusions kai rights.

3. Epdppooe «incremental contribution = incremental revenue x gross margin - media - production - tools» o¢
Baoikd, duouevEG Kal OpIaKkd GEVAPIO.

4. Katéypaye controls, fallback, evidence kai decision rule.

5. ETTaAfBeuce attoTEAETUA KOl OPIOE ETTOPEVO review.
NAPAAOTEO

OMAokAnpwpévo Marketing objective tree pe reproducible calculations kai audit trail.
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CHECKLIST 01

"EAgyy0¢ 7tp1v asto TNV EMOUEVT)
ATTOPAOT)

Marketing objective tree

] Scope, segment, TTepiodog Kal owner gival cagn).

Baseline kai comparison group xpnoiyoTroiouv Koivr] Bdaaon.

KdaBe apiBuog €xel source, timestamp kai data version.

O O O

H oxéon «incremental contribution = incremental revenue x gross margin - media - production - tools»
avatrapdyeTal aTrd TPITO TTPOCWTTO.

MARpeg kdoTog, margin, cash timing kai operational capacity epgavifovrai.
Eligibility, exclusions, rights kai suppression €xouv eAeyxOei.

YTrapxel SUOPEVEG Kal OPIAKO OEVAPIO.

Fallback, exception ka1 escalation £€xouv owner.

H amé@aon cuvdéetal pye measurable customer outcome.

OO 0O oOodd

To Marketing objective tree éxel eykpivovTa kail review date.
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KE®AAAIO 02

IS aviko koo

Na emiAeyei segment pe Koivr) avaykn kai TrpooBdaoipo trigger.

AIAAPOMH KE®AAAIOY

2.11CP

2.2 Buyer roles

2.3 Need state

2.4 Purchase trigger

2.5 Negative audience
AMOTEAEZMA

Audience and exclusion map
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2.1 - EDAPMOZMENH ENOTHTA

ICP

MeTd Tnv evoTnTa, 0 avayvwoTng ptropei va egnyei 1o «ICP», va epapuodel «qualified reach = people in
ICP reached with valid frequency» kai va Tekunpiwvel 1o atrotéAeopa oto Audience and exclusion map.

TI NPENEI NA KATAAABEIZ

To «ICP» petarpémeral og EAEYEINN ETTIXEIPNPATIKE aTTOQAcT. To KepdaAaio ouvOEel va TTIAEYEl segment PE KOIvr) avaykn Kal TTpoaBAaciyo trigger.
ME KOIVO scope, OIKOVOUIKO aTTOTEAETHA, EUTTEIPIO TTEAGTN Kal Opla KIvOUvou. H amrégpaan dev Baailetal o€ vanity metric aAAG o€ «qualified reach =
people in ICP reached with valid frequency» kai eTTaAnBeuoipa dedouéva.

MEO©OAOZ

Opioe oviéTnNTa, segment, TePiodo, source, owner, KOGTOG Kal atmodeKkTr £€£000. Na 1o «ICP», cup@wvnoe 1I0TopIKO
baseline, eligibility kar exclusions, epdppooe «qualified reach = people in ICP reached with valid frequency», €éAeye
Baoikd, duouevEG Kal oplakd aevapio Kal oUykpive Pe holdout ) Trponyouuevn atabepn Tepiodo. Katéypawe
evidence, decision rule, fallback kai nuepopnvia eTaveAéyxou.

MPAKTIKOI KANONEZX

- Opioe Tnv amdéeacn kal Tov owner yia 10 «ICP».

- Epappooe «qualified reach = people in ICP reached with valid frequency» pe o1a0epd scope kai €kdoan SESOPEVWV.
- 20vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.

- ‘EAey&e baseline, holdout, duouevég oevapio, rights kai operational guardrails.

- Karaypawe ammégaaon, exception, action kal erréuevo review ato Audience and exclusion map.

NAPAAEIFMA E®PAPMOIHZ

EANnviki MUE aglohoyei 10 «ICP» og 485 emAECIueS TTEpITTTWOEIG, KaBapd £é0oda 20.661,00 € kai pikTé TepIBwpIo 32,2%. To amoTéAeopa
6.652,84 € eAéyyxeTal pe baseline, holdout kai «qualified reach = people in ICP reached with valid frequency».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoan amodidetal ot AdBog artia A
Oev uttdpyel fallback. Eidikd yia 1o «ICP», atmotéAecpa xwpig source, timestamp kai owner dev diKaloAoyei
KAIHGKWOn.

TEKMHPIQSH: [S2] [S7] [S18]
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2.2 - EDAPMOZMENH ENOTHTA

Buyer roles

MeTd TnVv evoTNTa, O AVAYVWOTNG PTTOPEI va e€nyei To «Buyer rolesy, va epapuodel «qualified reach =
people in ICP reached with valid frequency» kai va Tekunpliwvel To amoTéAeoua oto Audience and
exclusion map.

TI NPENEI NA KATAAABEIZ

To «Buyer roles» petarpémeral oe eAEYEIUN ETTIXEIPNUATIKA ATTOQACT. To Ke@aAalo ouvoéel va eTTIAeyEl segment PE KOIV) avaykn Kal TTPoGRAcIUo
trigger. pe KoIvo scope, OIKOVOMIKG aTToTEAETUA, EUTTEIPIO TTEAGTN Kail Opla KIvOUvou. H amégacn dev BacileTal o€ vanity metric aAAd o€ «qualified
reach = people in ICP reached with valid frequency» kai eTaAnBeUoiya dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atTodekTr £€§0do. Na To «Buyer roles», cuppwvnoe
I0TOPIKO baseline, eligibility kai exclusions, epdppooe «qualified reach = people in ICP reached with valid
frequency», é\eyée Baoiko, duouevEG Kal oplakd aevaplo Kal oUykpive pe holdout ) TrponyoUpevn oTabepr| TTEPIodO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opiog TNV améQACN KAl TOV owner yia To «Buyer rolesy.

- Epdppooe «qualified reach = people in ICP reached with valid frequency» pe o1a0epd scope Kai €Ekdoan SEQOUEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégaaon, exception, action kai errépevo review oto Audience and exclusion map.

MAPAAEIrMA E®PAPMOIHZ

EAAnvIKA MUE aglohoyei 1o «Buyer roles» og 492 emA£CIuEG TTEPITITWOEIG, KaBapd égoda 20.959,20 € kai pIkTé TePIBWPIO0 32,2%. To aTTOTEAETUA
6.748,86 € eAéyyxeTal e baseline, holdout kai «qualified reach = people in ICP reached with valid frequency».

RED FLAG T1apdrnoe 61av aAAGdel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Oev uttdpxel fallback. Eidika yia To «Buyer roles», ammotéAeopa xwpig source, timestamp kai owner dev diIKaIOAOYET
KAIHGKWOon.

TEKMHPIQSH: [S3] [S8] [S15]
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2.3 - EDAPMOZMENH ENOTHTA

Need state

Metd Tnv evoTnTa, 0 avayvwaoTng ptropei va egnyei 1o «Need state», va epapuodlel «qualified reach =
people in ICP reached with valid frequency» kai va Tekunpliwvel To amoTéAeoua oto Audience and
exclusion map.

TI NPENEI NA KATAAABEIZ

To «Need state» petatpémeral g€ EAEYEIUN ETTIXEIPNUATIKY aTTO@ACT. To KEQPAAQIO OUVOEEI va eTTIAEYEl segment Pe Kolvh avaykn Kail TTpooBaaiyo
trigger. pe KoIvo scope, OIKOVOMIKG aTToTEAETUA, EUTTEIPIO TTEAGTN Kail Opla KIvOUvou. H amégacn dev BacileTal o€ vanity metric aAAd o€ «qualified
reach = people in ICP reached with valid frequency» kai eTaAnBeUoiya dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr £€€odo. Na 1o «Need state», cup@wvnoe
I0TOPIKO baseline, eligibility kai exclusions, epdppooe «qualified reach = people in ICP reached with valid
frequency», é\eyée Baoiko, duouevEG Kal oplakd aevaplo Kal oUykpive pe holdout ) TrponyoUpevn oTabepr| TTEPIodO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opiog Tnv ammé@acon kal Tov owner yia 1o «Need state».

- Epdppooe «qualified reach = people in ICP reached with valid frequency» pe o1a0epd scope Kai €Ekdoan SEQOUEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégaaon, exception, action kai errépevo review oto Audience and exclusion map.

MAPAAEIrMA E®PAPMOIHZ

EAAnvik MUE aglohoyei To «Need state» og 499 emAECIpEG TIEPITITWOEIG, KABapd é00da 21.257,40 € Kal pIKTS TTEPIBWPIO 32,2%. TO ATTOTEAEGUA
6.844,88 € eAéyyxeTal pe baseline, holdout kai «qualified reach = people in ICP reached with valid frequency».

RED FLAG T1apdrnoe 61av aAAGdel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Oev uttdpxel fallback. Eidika yia 1o «Need state», amotéAeopa xwpig source, timestamp kai owner dev diKaloAoyei
KAIHGKWOon.

TEKMHPIQSH: [S4] [S9] [S16]
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2.4 - EDAPMOZMENH ENOTHTA

Purchase trigger

MeTd TnVv evoTnTa, O AVayVWOTNG UTTOPEi va e€nyei To «Purchase triggery, va epapuolel «qualified reach =
people in ICP reached with valid frequency» kai va Tekunpliwvel To amoTéAeoua oto Audience and
exclusion map.

TI NPENEI NA KATAAABEIZ

To «Purchase trigger» petatpémmetal g€ eAEYEIUN ETTIXEIPNUATIKY aTTOPAOT. To KEQPAAQIO CUVOEE! va €TTIAEYEl segment e KOV avAaykn Kal
TTPpooBdaipo trigger. ue KOIVO scope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIO TIEAGTN Kl Opla KIvOUvou. H amméeaacn dev Baaietal o€ vanity metric aAAd
oe «qualified reach = people in ICP reached with valid frequency» kai eTaAnBeUoiya dedopéva.

MEOG©OAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr £€£odo. Na 1o «Purchase triggery,
oupewvnoe I0Topikod baseline, eligibility kai exclusions, epdpuooe «qualified reach = people in ICP reached with
valid frequency», éAeyEe Baaikod, dUoUEVEG Kal oplakd aevaplo Kal oUykpive pe holdout ) ponyoUpevn oTabepn
mepiodo. Kartéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZX

- Opioe TNV ammdéQaon Kal Tov owner yia 1o «Purchase trigger».

- Epdppooe «qualified reach = people in ICP reached with valid frequency» pe o1a0epd scope Kai €Ekdoan SEQOUEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégaaon, exception, action kai errépevo review oto Audience and exclusion map.

MAPAAEIrMA E®PAPMOIHZ

EAAnvikA MUE aglohoyei To «Purchase trigger» og 506 £mAEEIUEG TTEPITITWOEIG, KABap& éc0da 21.555,60 € kai pIkTO TTEPIBWPIO 32,2%. To
atotéAeopa 6.940,90 € eAéyxetal pe baseline, holdout kai «qualified reach = people in ICP reached with valid frequency».

RED FLAG T1apdrnoe 61av aAAGdel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Sev utrapyel fallback. Eidikd yia To «Purchase trigger», amotéAeapa xwpig source, timestamp kai owner dev
OIkaloAoyei KAIJAKwan.

TEKMHPIQSZH: [S5] [S10] [S17]
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2.5 - EDAPMOZMENH ENOTHTA

Negative audience

MeTd TnVv evoTnTa, 0O AVAYVWOTNG UTTopEi va e€nyei To «Negative audiencey, va epapudlel «qualified reach
= people in ICP reached with valid frequency» kai va Tekunpiwvel To atrotéAecpa oto Audience and
exclusion map.

TI NPENEI NA KATAAABEIZ

To «Negative audience» peTaTPETTETAI OE EAEYEILN ETTIXEIPNMATIKA aTTépaan. To Ke@AAalo cuvdéel va eTTIAEYE segment Pe KoIvr avaykn Kai
TTPpooBdaipo trigger. ue KOIVO scope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIO TIEAGTN Kl Opla KIvOUvou. H amméeaacn dev Baaietal o€ vanity metric aAAd
oe «qualified reach = people in ICP reached with valid frequency» kai eTaAnBeUoiya dedopéva.

MEOG©OAOZ

Opioe ov1oTNTa, segment, Tepiodo, source, owner, KOOTOG Kal atmodekTr £€§odo. Na 1o «Negative audiencey,
oupewvnoe I0Topikod baseline, eligibility kai exclusions, epdpuooe «qualified reach = people in ICP reached with
valid frequency», éAeyEe Baaikod, dUoUEVEG Kal oplakd aevaplo Kal oUykpive pe holdout ) ponyoUpevn oTabepn
mepiodo. Kartéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZX

- Opioe TNV amégaaon kai Tov owner yia 1o «Negative audience».

- Epdppooe «qualified reach = people in ICP reached with valid frequency» pe o1a0epd scope Kai €Ekdoan SEQOUEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

- ‘EAey&e baseline, holdout, duopevég oevapio, rights kai operational guardrails.

- Karaypawe amégaaon, exception, action kai errépevo review oto Audience and exclusion map.

MAPAAEIrMA E®PAPMOIHZ

EAAnvikA MUE aglohoyei 1o «Negative audience» o€ 513 emIAEGIMEG TTEPITITWOEIG, KaBapd é0oda 21.853,80 € kail pIKTO TTEPIBWPIO 32,2%. To
amotéAeopa 7.036,92 € eAéyxetal pe baseline, holdout kai «qualified reach = people in ICP reached with valid frequency».

RED FLAG T1apdrnoe 61av aAAGdel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Oev uttdpxel fallback. Eidikda yia 1o «Negative audience», ammoTéAeapua Xwpig source, timestamp kai owner dev
OIkaloAoyei KAIJAKwan.

TEKMHPIQSH: [S6] [S11] [S18]
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