GNOSERA

To Xvotnua IloAnocemv

A6 10 KaTdAANAO lead oTnv atté@aon, Tnv €ioTrpagn Kal TNV

ETTAVAANWN
T
KNOWLEDGE FOR
THE NEXT ERA
by  INDIGO
ACADEMIC EDITION 15 KEQAAAIA - 75 ENOTHTEZ

FULL RESEARCH EDITION - 2026




TO ZYZTHMA NQA'HZEQN 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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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

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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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

SNAPSHOT 2026

TARGET Ll QUALIFY Ll PROVE
CLOSE L EXPAND

‘Eva oUoTnua TTwANCEWV KAVEI TNV TTPO0O0 TTapaTtnperoiun. Kabe atddio atraiTei yeyovog atrd Tov
ayopaoTh, KABe TTPORAeWnN £XEl ATTOOEIKTIKO OTOIXEIO KAl KABE EKTTTWAN avTaAAGooETal UE OPO TTOU
TIpoOoTATEVEI Agia, TaUEIO ) PiOKO.

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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TO ZYZTHMA NQA'HZEQN

NMEPIEXOMENA

Aradpoun 15 KEPAAAT®WV

01

02

03

04

05

06

07

08

H apyrtektovikn mwArnoemv

ICP ka1 Aoyaplaopoi otoyov

IIpotaon agiag

Lead sources

Qualification

Discovery

Demo ka1 amtodeién

Business case
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TO ZYZTHMA NQA'HZEQN

NMEPIEXOMENA

Aradpoun 15 KEPAAAT®WV

09

10

11

12

13

14

15

[Tpotaon kat scope

Twun ko Staspayuatevon

Closing

CRM hygiene

Forecasting

Handoff ka1 onboarding

Retention ka1 expansion
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

KE®AAAIO 01

H ap)1TEKTOVIKI] TOANCE®V

Na ouvdeBolv aTdx0g, segment, d1adIKATia KAl OIKOVOUIKA.

AIAAPOMH KE®AAAIOY

1.1 Revenue target
1.2 Sales motion

1.3 Capacity

1.4 Conversion math

1.5 Governance
ATMOTEAEZMA

Sales system map
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

1.1 - EPAPMOZIMENH ENOTHTA

Revenue target

Metd TnVv evoTnTa, 0 AVAyVWOTNG PTTOPEi va e€nyei To «Revenue targety, va epapuolel «pipeline value =
sum(opportunity value x calibrated win probability)» kal va Tekunpiwvel To atroTéAeopua oto Sales system
map.

TI NPENEI NA KATAAABEIZ

To «Revenue target» petatpémmeral o€ eAEYEIUN ETTIXEIPNUATIKI aTTOPacT. To Ke@AAaio ouvdéel va auvdeBolv aTdxog, segment, diadikaaia Kai
OIKOVOUIKG. PE KOIVO SCope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIa TTEAGTN Kal Opla KIvOUvou. H ammégacn dev Baaidetal o€ vanity metric aAAd o€
«pipeline value = sum(opportunity value x calibrated win probability)» ka1 eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atmodekTr £€£0do. Na 1o «Revenue targety,
oupgewvnoe I0Topikd baseline, eligibility kar exclusions, epdppooe «pipeline value = sum(opportunity value x
calibrated win probability)», éAeyée Baoikd, duouevég Kal oplakd aevdplo kal oUykpive pe holdout r) TrponyoUpevn
oTaBepn) Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZ

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

- Epdppooe «pipeline value = sum(opportunity value x calibrated win probability)» pye o1aBepd scope kai ékdoon
0edopévwy.

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

- Karaypawe amégaaon, exception, action kai erréuevo review ato Sales system map.

NMAPAAEIrMA E®APMOIHZ

EAAnvik MUE aglohoyei To «Revenue target» og 456 £mAEEIuEG TTEPITITWOEIG, KaBapd é00da 18.376,80 € kai pikté TepIBwplo 31,6%. To
amrotéAeopa 5.807,07 € eAéyxetal pye baseline, holdout kai «pipeline value = sum(opportunity value x calibrated win probability)».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Oev utrdpxel fallback. Eidikda yia 1o «Revenue target», amotéAeopa xwpig source, timestamp kai owner dev
SikaloAoyei KAIJAKwan.

TEKMHPIQSH: [S1] [S6] [S17]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

1.2 - EPAPMOZIMENH ENOTHTA

Sales motion

Metd TnVv evoTnNTa, O AVAYVWOTNG PTTOPEi va e€nyei To «Sales motiony, va e@apudlel «pipeline value =
sum(opportunity value x calibrated win probability)» kal va Tekunpiwvel To atroTéAeopua oto Sales system
map.

TI NPENEI NA KATAAABEIZ

To «Sales motion» peTaTpéTeTal O€ EAEYEINN ETTIXEIPNMATIKA aTTépaacn. To Ke@aAalo cuvdéel va ouvdeBolv oTox0G, segment, diadiKaoia Kal
OIKOVOUIKG. PE KOIVO SCope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIa TTEAGTN Kal Opla KIvOUvou. H ammégacn dev Baaidetal o€ vanity metric aAAd o€
«pipeline value = sum(opportunity value x calibrated win probability)» ka1 eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atrodekTr £€€odo. Na 1o «Sales motiony», cupewvnoe
I0TOPIKO baseline, eligibility kai exclusions, epdppooe «pipeline value = sum(opportunity value x calibrated win
probability)», éAey&e Baoikd, SuaueVEG Kal oplakd aevaplo kal oUykpive pe holdout i TTponyouuevn oTabepr) TTEPiIOdO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opiog TNV améQOCN Kal TOV owner yia 1o «Sales motion».

- Epdppooe «pipeline value = sum(opportunity value x calibrated win probability)» pye o1aBepd scope kai ékdoon
0edopévwy.

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

- Karaypawe amégaaon, exception, action kai erréuevo review ato Sales system map.

NMAPAAEIrMA E®APMOIHZ

EAAnvik MUE aglohoyei To «Sales motion» o€ 463 eIAEEINEG TTEPITTTWOEIG, KaBapd é0oda 18.658,90 € kai pikTd TTePIBwpIo 31,6%. To
amrotéAeopa 5.896,21 € eAéyxetal ye baseline, holdout kai «pipeline value = sum(opportunity value x calibrated win probability)».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Oev uttdpxel fallback. Eidika yia 1o «Sales motion», atmotéAeapa xwpig source, timestamp kal owner dev
SikaloAoyei KAIJAKwan.

TEKMHPIQSH: [S2] [S7] [S18]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

1.3 - EPAPMOZIMENH ENOTHTA

Capacity

MeTd TnVv evoTnTa, O AVAYVWOTNG PTTopEi va e€nyei To «Capacity», va epapudlel «pipeline value =
sum(opportunity value x calibrated win probability)» kal va Tekunpiwvel To atroTéAeopua oto Sales system
map.

TI NPENEI NA KATAAABEIZ

To «Capacity» HETATPETTETAI OE EAEYEINN ETTIXEIPNMATIKA aTTé@aacn. To KepaAaio auvdéel va ouvdeBolv oTox0G, segment, diadikaoia Kai
OIKOVOUIKG. PE KOIVO SCope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIa TTEAGTN Kal Opla KIvOUvou. H ammégacn dev Baaidetal o€ vanity metric aAAd o€
«pipeline value = sum(opportunity value x calibrated win probability)» ka1 eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atrodekTr £€§0do. Na 1o «Capacity», cuppwvnoe
I0TOPIKO baseline, eligibility kai exclusions, epdppooe «pipeline value = sum(opportunity value x calibrated win
probability)», éAey&e Baoikd, SuaueVEG Kal oplakd aevaplo kal oUykpive pe holdout i TTponyouuevn oTabepr) TTEPiIOdO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opiog TNV ammdé@aacn Kal Tov owner yia 1o «Capacity».

- Epdppooe «pipeline value = sum(opportunity value x calibrated win probability)» pye o1aBepd scope kai ékdoon
0edopévwy.

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

- Karaypawe amégaaon, exception, action kai erréuevo review ato Sales system map.

NMAPAAEIrMA E®APMOIHZ

EAANvIKA MUE aglohoyei To «Capacity» o€ 470 emIAEGINEG TTEPITTITWOEIG, KaBapd é0oda 18.941,00 € kai pIkTO TTEPIBwpIo 31,6%. To atmoTéAeaua
5.985,36 € eAéyxetan pe baseline, holdout kai «pipeline value = sum(opportunity value x calibrated win probability)».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Oev uttdipxel fallback. Eidika yia 1o «Capacity», ammotéAeapa Xwpig source, timestamp kai owner dev SikaloAoyei
KAIMAKwOT.

TEKMHPIQSH: [S3] [S8] [S15]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

1.4 - EDAPMOZIMENH ENOTHTA

Conversion math

MeTd TnVv evoTnTa, 0 AvayvwaoTng pTropei va egnyei 1o «Conversion mathy», va epapudel «pipeline value =
sum(opportunity value x calibrated win probability)» kal va Tekunpiwvel To atroTéAeopua oto Sales system
map.

TI NPENEI NA KATAAABEIZ

To «Conversion math» petarpémeral oe eAEYEIUN ETTIXEIPNUOTIKA aTTO@acn. To kepdAaio ouvdéel va auvdeBolv aTdxog, segment, diadikaaia Kai
OIKOVOUIKG. PE KOIVO SCope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIa TTEAGTN Kal Opla KIvOUvou. H ammégacn dev Baaidetal o€ vanity metric aAAd o€
«pipeline value = sum(opportunity value x calibrated win probability)» ka1 eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atrodekTr £€¢odo. Na 1o «Conversion mathy,
oupgewvnoe I0Topikd baseline, eligibility kar exclusions, epdppooe «pipeline value = sum(opportunity value x
calibrated win probability)», éAeyée Baoikd, duouevég Kal oplakd aevdplo kal oUykpive pe holdout r) TrponyoUpevn
oTaBepn) Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZ

- Opiog TNV ammdé@aon Kal Tov owner yia 1o «Conversion math».

- Epdppooe «pipeline value = sum(opportunity value x calibrated win probability)» pye o1aBepd scope kai ékdoon
0edopévwy.

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

- Karaypawe amégaaon, exception, action kai erréuevo review ato Sales system map.

NMAPAAEIrMA E®APMOIHZ

EAANvikA MUE aglohoyei To «Conversion math» o€ 477 emAEEINEG TTEPITITWOEIG, KaBapd é0oda 19.223,10 € kai pIkTé TePIBwpIo 31,6%. To
amrotéAeopa 6.074,50 € eAéyxetal ye baseline, holdout kai «pipeline value = sum(opportunity value x calibrated win probability)».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Sev utrdpyel fallback. Eidikd yia o «Conversion math», ammotéAeapa xwpig source, timestamp kal owner dev
SikaloAoyei KAIJAKwan.

TEKMHPIQSH: [S4] [S9] [S16]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

1.5 - EPAPMOZMENH ENOTHTA

Governance

MeTd TnVv evoTnTa, O AVAYVWOTNG PTTOPEl va e€nyei To «Governancey, va epapuolel «pipeline value =
sum(opportunity value x calibrated win probability)» kal va Tekunpiwvel To atroTéAeopua oto Sales system
map.

TI NPENEI NA KATAAABEIZ

To «Governance» PETATPETTETAI O€ EAEYEIUN ETTIXEIPNUOTIKA aTTO@acT. To Ke@AAaio ouvdéel va auvdeBolv aTdxog, segment, diadikaaia Kai
OIKOVOUIKG. PE KOIVO SCope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIa TTEAGTN Kal Opla KIvOUvou. H ammégacn dev Baaidetal o€ vanity metric aAAd o€
«pipeline value = sum(opportunity value x calibrated win probability)» ka1 eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atrodekTr £€§0do. Na 1o «Governancey, CUPPWYNOE
I0TOPIKO baseline, eligibility kai exclusions, epdppooe «pipeline value = sum(opportunity value x calibrated win
probability)», éAey&e Baoikd, SuaueVEG Kal oplakd aevaplo kal oUykpive pe holdout i TTponyouuevn oTabepr) TTEPiIOdO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opioge TNV amdé@aaCn Kal Tov owner yia To «Governancey.

- Epdppooe «pipeline value = sum(opportunity value x calibrated win probability)» pye o1aBepd scope kai ékdoon
0edopévwy.

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

- Karaypawe amégaaon, exception, action kai erréuevo review ato Sales system map.

NMAPAAEIrMA E®APMOIHZ

EAAnvikA MUE aglohoyei To «Governance» o€ 484 emAEEINEG TIEPITITWOEIG, KaBapd é00da 19.505,20 € kai pikTé TepIBwplo 31,6%. To
amroTéAeopa 6.163,64 € eAéyxetal ye baseline, holdout kai «pipeline value = sum(opportunity value x calibrated win probability)».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Oev uttdpxel fallback. Eidikd yia 1o «Governance», ammoTéAEGHA Xwpig source, timestamp kal owner dev SikaloAoyei
KAIMAKwOT.

TEKMHPIQSZH: [S5] [S10] [S17]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

EPIrAZTHPIO 01

Epyaotnpwo epapupoyng: H
APYLTEKTOVIKT] TTMAT|CE®V

E@dpuoce 10 KEQAAQIO O€ TTPAYUATIKI TTEPITITWAN KAl OAOKARpwaoe To Sales system map.
BHMATA

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

3. Epappooe «pipeline value = sum(opportunity value x calibrated win probability)» o€ Bacgikd, duouevég Kal oplakd
oevapio.

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

5. ETTaAfBeuce attoTEAETUA KOl OPIOE ETTOPEVO review.
NAPAAOTEO

OAokAnpwpévo Sales system map pe reproducible calculations kai audit trail.

GNOSERA - To Zuotnua NwARoswv 13



TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

CHECKLIST 01

"EAgyy0¢ 7tp1v asto TNV EMOUEVT)
ATTOPAOT)

Sales system map

] 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 «pipeline value = sum(opportunity value x calibrated win probability)» avatmrapdayetal ammo 1pito
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 o0Odd

To Sales system map €xel eykpivovta kai review date.

GNOSERA - To Zuotnua NwARoswv 14



TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

KE®AAAIO 02

ICP ka1 Aoyaplaouol otoyou

Na eoTidoel n oudda o€ eAaTeg e fit, avaykn kar duvaTdTnTa ayopd..

AIAAPOMH KE®AAAIOY

2.1 Firmographic fit
2.2 Operational fit
2.3 Trigger

2.4 Economic buyer

2.5 Disqualification
AMOTEAEZMA

Account selection model

GNOSERA - To Zuotnua NwARoswv 15



TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

2.1 - EDAPMOZMENH ENOTHTA

Firmographic fit

Metd Tnv evoTnTa, 0 AVayvWoTNG PTTopEi va e€nyei To «Firmographic fit», va epapudlel «ICP fit = passed
mandatory criteria / assessed accounts» Kai va TeKunpiwvel To attotéAeapa oto Account selection model.

TI NPENEI NA KATAAABEIZ

To «Firmographic fit» petatpémeTtal o€ eEAEyIUN ETTIXEIPNUATIKA aTTépaacn. To Ke@AAalo cuvdiel va eaTIdael n opdda oe TeAdTES pe fit, avaykn kai
duvaTéTNTa ayoPds. JE KOIVO SCope, OIKOVOUIKO atroTéAeopa, euTTelpia TreAGTN Kail épia kivduvou. H amégaon dev BacifeTal o€ vanity metric aAA&
oe «ICP fit = passed mandatory criteria / assessed accounts» kail eTTaAnBeloiya dedopéva.

MEO©OAOZ

Oplioe ovtoTnTa, segment, Trepiodo, source, owner, KOOTOG Kal a1rodekTA £€000. Na To «Firmographic fity,
oupewvnoe 1I0ToPIKO baseline, eligibility kai exclusions, epdpuoce «ICP fit = passed mandatory criteria / assessed
accountsy, €é\eyfe BaaikO, DUOUEVEG Kal OPIOKO aevApIo Kal oUyKpive Pe holdout r} Trponyouuevn atabepr Tepiodo.
Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZX

- Opioe Tnv ammoé@acon kal Tov owner yia 10 «Firmographic fity.

- Epdappooe «ICP fit = passed mandatory criteria / assessed accounts» pe oTaBepd scope Kal EKS0oTn SESOUEVWV.
- 20vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.

- ‘EAeyée baseline, holdout, duopevég oevdplo, rights kal operational guardrails.

- Karaypawe amégaaon, exception, action kai erréuevo review oto Account selection model.

NAPAAEIFMA E®PAPMOIHZ

EANnviki MUE aglohoyei 1o «Firmographic fity o€ 485 emA&égiueg repimTwoelg, kabapd é0oda 20.661,00 € kai piktd TePIBwpIo 32,2%. To
atroTéAeopa 6.652,84 € eAéyxetal pe baseline, holdout kai «ICP fit = passed mandatory criteria / assessed accounts».

RED FLAG S1apdTnoe 6tav aAAGZel To cohort, AeiTrel TTARPEG KOOTOC 1 VOUIUN BAon, N amddoon atmodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia 1o «Firmographic fit», ammotéAeopa xwpig source, timestamp kar owner dev
OIkaI0AoyEi KAIJAKwaN.

TEKMHPIQSH: [S2] [S7] [S18]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

2.2 - EDAPMOZMENH ENOTHTA

Operational fit

Metd Tnv evoTnTa, 0 AvayvwaoTng pTTopei va egnyei To «Operational fit»y, va epapudler «ICP fit = passed
mandatory criteria / assessed accounts» Kai va TeKunpiwvel To attotéAeapa oto Account selection model.

TI NPENEI NA KATAAABEIZ

To «Operational fity peTaTpETTETAI € EAEYEIUN ETTIXEIPNUATIKN OTTOQACH. TO KEQAAQIO GUVOEEI va ECTIAOEI N opdda o€ TTeEAdTEG pe fit, avaykn kai
duvaTéTNTa ayoPds. JE KOIVO SCope, OIKOVOUIKO atroTéAeopa, euTTelpia TreAGTN Kail épia kivduvou. H amégaon dev BacifeTal o€ vanity metric aAA&
oe «ICP fit = passed mandatory criteria / assessed accounts» kail eTTaAnBeloiya dedopéva.

MEO©OAOZ

Opioe ovtoTnTa, segment, mepiodo, source, owner, KOGTOG Kal atmodekTr) £€60d0. Na 1o «Operational fit»,
oupewvnoe 1I0ToPIKO baseline, eligibility kai exclusions, epdpuoce «ICP fit = passed mandatory criteria / assessed
accountsy, €é\eyfe BaaikO, DUOUEVEG Kal OPIOKO aevApIo Kal oUyKpive Pe holdout r} Trponyouuevn atabepr Tepiodo.
Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZX

- Opioe Tnv ammégacn kal Tov owner yia 1o «Operational fity.

- Epdappooe «ICP fit = passed mandatory criteria / assessed accounts» pe oTaBepd scope Kal EKS0oTn SESOUEVWV.
- 20vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.

- ‘EAeyée baseline, holdout, duopevég oevdplo, rights kal operational guardrails.

- Karaypawe amégaaon, exception, action kai erréuevo review oto Account selection model.

NAPAAEIFMA E®PAPMOIHZ

EAANnviki MUE aglohoyei 1o «Operational fity o€ 492 emA&§ipeg repimTwoelg, kabapd é0oda 20.959,20 € kai pIkTo TepIBwpIo 32,2%. To
atroTéAecpa 6.748,86 € eAéyxetal pe baseline, holdout kai «ICP fit = passed mandatory criteria / assessed accounts».

RED FLAG TTapdTnoE 6Tav aAAddel To cohort, AsiTrel TTARPES KGOTOG A VOuIUN Bdon, n amédoon amodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia To «Operational fit», atroTéAeopa xwpig source, timestamp kai owner dev
OIkaI0AoyEi KAIJAKwaN.

TEKMHPIQSH: [S3] [S8] [S15]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

2.3 - EDAPMOZMENH ENOTHTA

Trigger

MeTd TnVv evoTnNTa, O AVAYVWOTNG PTTOPEI va e€nyei To «Triggery, va epapuolel «ICP fit = passed
mandatory criteria / assessed accounts» Kai va TeKunpiwvel To attotéAeapa oto Account selection model.

TI NPENEI NA KATAAABEIZ

To «Trigger» PETATPETTETAI OE EAEYEINN ETTIXEIPNMPATIKF ATTOPACT). To KeEQPAAaIo ouvdEel va €0TIAOEI N opdada o€ TTEAATEG e fit, avaykn kai
duvaTéTNTa ayoPds. JE KOIVO SCope, OIKOVOUIKO atroTéAeopa, euTTelpia TreAGTN Kail épia kivduvou. H amégaon dev BacifeTal o€ vanity metric aAA&
oe «ICP fit = passed mandatory criteria / assessed accounts» kail eTTaAnBeloiya dedopéva.

MEO©OAOZ

Opioe ovtoTnTa, segment, epiodo, source, owner, KOOTOG Kal a1rodekTh £€0d0. Na 1o «Triggery, cup@wvnaoe
10TopIKO baseline, eligibility kai exclusions, epdapuoce «ICP fit = passed mandatory criteria / assessed accountsy,
éNeyEe Baoiko, OUOPEVEG Kal OPIAKO oevApPIO Kal aUYKpIve pe holdout ) Trponyoluevn otaBepr) Trepiodo. Katéypawe
evidence, decision rule, fallback kai nuepopnvia eTaveAéyxou.

MPAKTIKOI KANONEZX

- Opioe TNV amé@AON Kal TOV owner yia 1o « Trigger».

- Epdappooe «ICP fit = passed mandatory criteria / assessed accounts» pe oTaBepd scope Kal EKS0oTn SESOUEVWV.
- 20vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.

- ‘EAeyée baseline, holdout, duopevég oevdplo, rights kal operational guardrails.

- Karaypawe amégaaon, exception, action kai erréuevo review oto Account selection model.

NAPAAEIFMA E®PAPMOIHZ

EANvikA MUE aglohoyei 1o «Trigger» o€ 499 €mAEgIUEG TTEPITTTWOEIG, KaBapd €00da 21.257,40 € kai pIkTd TTEPIBWPIO 32,2%. To atmoTéAeopa
6.844,88 € eAéyxeTal e baseline, holdout kai «ICP fit = passed mandatory criteria / assessed accounts».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoan amodideTal oe AdBog artia A
Oev uttdpyel fallback. Eidikd yia 1o «Trigger», amoTéAeopa Xwpig source, timestamp kai owner dgv dIkaloAoyei
KAIHGKWOn.

TEKMHPIQSH: [S4] [S9] [S16]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

2.4 - EDAPMOZMENH ENOTHTA

Economic buyer

MeTd TnVv evoTnNTa, O AVAYVWOTNG PTTOPEl va e€nyei To «Economic buyery», va epapudlel «ICP fit = passed
mandatory criteria / assessed accounts» Kai va TeKunpiwvel To attotéAeapa oto Account selection model.

TI NPENEI NA KATAAABEIZ

To «Economic buyer» petatpémretal o€ eAEygiun eXEIPNUATIKY aré@acn. To Ke@aAaio ouvdéel va eaTIACEI N ouada o€ TTEAATEG pe fit, avaykn kai
duvaTéTNTa ayoPds. JE KOIVO SCope, OIKOVOUIKO atroTéAeopa, euTTelpia TreAGTN Kail épia kivduvou. H amégaon dev BacifeTal o€ vanity metric aAA&
oe «ICP fit = passed mandatory criteria / assessed accounts» kail eTTaAnBeloiya dedopéva.

MEO©OAOZ

Opioe ovtoTnTa, segment, Trepiodo, source, owner, KOOTOG Kal a1rodekTA £€000. Na T0 «Economic buyery,
oupewvnoe 1I0ToPIKO baseline, eligibility kai exclusions, epdpuoce «ICP fit = passed mandatory criteria / assessed
accountsy, €é\eyfe BaaikO, DUOUEVEG Kal OPIOKO aevApIo Kal oUyKpive Pe holdout r} Trponyouuevn atabepr Tepiodo.
Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZX

- Opioe Tnv ammdé@aon Kal Tov owner yia 1o «Economic buyery.

- Epdappooe «ICP fit = passed mandatory criteria / assessed accounts» pe oTaBepd scope Kal EKS0oTn SESOUEVWV.
- 20vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.

- ‘EAeyée baseline, holdout, duopevég oevdplo, rights kal operational guardrails.

- Karaypawe amégaaon, exception, action kai erréuevo review oto Account selection model.

NAPAAEIFMA E®PAPMOIHZ

EAnNviki MUE aglohoyei 1o «Economic buyer» o€ 506 emAEgIueg TTepITTWOEIG, KaBapd é0oda 21.555,60 € kai piktd TePIBwpIo 32,2%. To
atrotéAeopa 6.940,90 € eAéyxetal pe baseline, holdout kai «ICP fit = passed mandatory criteria / assessed accounts».

RED FLAG S1apdTnoe 6tav aAAGZel To cohort, AeiTrel TTARPEG KOOTOC 1 VOUIUN BAon, N amddoon atmodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia o «Economic buyer», ammotéAeopa Xwpig source, timestamp kai owner dev
OIkaI0AoyEi KAIJAKwaN.

TEKMHPIQSZH: [S5] [S10] [S17]
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TO ZYZTHMA NQA'HZEQN GNOSERA - BY INDIGO

2.5 - EDAPMOZMENH ENOTHTA

Disqualification

Metd TnVv evoTnTa, 0 avayvwaoTng ptropei va egnyei 1o «Disqualificationy, va epapuolel «ICP fit = passed
mandatory criteria / assessed accounts» Kai va TeKunpiwvel To attotéAeapa oto Account selection model.

TI NPENEI NA KATAAABEIZ

To «Disqualification» peTaTpéTeTal o€ eAEyEIUN ETTIXEIPNUATIKN aTTOPACN. To KEQAAQIO CUVOEEI va EOTIAOEI N opdda o€ TreAdTeG pe fit, avaykn kai
duvaTéTNTa ayoPds. JE KOIVO SCope, OIKOVOUIKO atroTéAeopa, euTTelpia TreAGTN Kail épia kivduvou. H amégaon dev BacifeTal o€ vanity metric aAA&
oe «ICP fit = passed mandatory criteria / assessed accounts» kail eTTaAnBeloiya dedopéva.

MEO©OAOZ

Opioe ovtotnTa, segment, Tepiodo, source, owner, KOOTOG Kal atrodekTr £€000. MNa To «Disqualification,
oupewvnoe 1I0ToPIKO baseline, eligibility kai exclusions, epdpuoce «ICP fit = passed mandatory criteria / assessed
accountsy, €é\eyfe BaaikO, DUOUEVEG Kal OPIOKO aevApIo Kal oUyKpive Pe holdout r} Trponyouuevn atabepr Tepiodo.
Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZX

- Opiog Tnv ammégacon kai Tov owner yia 1o «Disqualificationy.

- Epdappooe «ICP fit = passed mandatory criteria / assessed accounts» pe oTaBepd scope Kal EKS0oTn SESOUEVWV.
- 20vdeoe KABe kpioluo TTooo 1 event pe source, timestamp, owner kai evidence.

- ‘EAeyée baseline, holdout, duopevég oevdplo, rights kal operational guardrails.

- Karaypawe amégaaon, exception, action kai erréuevo review oto Account selection model.

NAPAAEIFMA E®PAPMOIHZ

EANnviki MUE aglohoyei 1o «Disqualification» ae 513 emAECIueg TTEpITTTWOEIG, KaBapd £é0oda 21.853,80 € kal pikTo TePIBWpIo 32,2%. To
armrotéAeopa 7.036,92 € eAéyxetal pe baseline, holdout kai «ICP fit = passed mandatory criteria / assessed accounts».

RED FLAG TTapdTnoE 6Tav aAAddel To cohort, AsiTrel TTARPES KGOTOG A VOuIUN Bdon, n amédoon amodidetal oe AdBog artia
Oev uttdpyel fallback. Eidikd yia 1o «Disqualification», atrotéAecpa xwpig source, timestamp kai owner dgv
OIkaI0AoyEi KAIJAKwaN.

TEKMHPIQSH: [S6] [S11] [S18]
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