GNOSERA

Xovopwkn & B2B
IlwAnoeig

TigokatdAoyol, MOQ, TTioTwon Kal avaTrTugn Kepdopodpou

OIKTUOU
X
KNOWLEDGE FOR
THE NEXT ERA
by  INDIGO
ACADEMIC EDITION 15 KEQAAAIA - 75 ENOTHTEZ

FULL RESEARCH EDITION - 2026




XONAPIK'H & B2B 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

ASSORTMENT LI TERMS L| SELL-IN
SELL-THROUGH L! COLLECTION

H xovdpikr) dev oAokAnpwvetal pe 1o sell-in. H kepdogopia e¢aptaTal amo sell-through, eravaAnTTikég
TTapayyeAieg, KOOTOG EUTTNPETNONG, TMOTWTIKO KivOUVO Kal TTpayMaTIKn gioTrpagn. Kabe e1dIkog 6pog
TIPETTEI VA EPpavideTal oTo account P&L.

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 To povtEAo YOVOPIKTg

02 I8avikog B2B meAatng

03 TuMoyr) kat assortment
04 TipokatdAoyog

05 MOQ xat order economics
06 Eumopikoi 6pot

07 I[MotwTiKog EAey)0g

08 Prospecting ka1 teployeg
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NMEPIEXOMENA

Aradpoun 15 KEPAAAT®WV

09

10

11

12

13

14

15

ITapovoiaon kat mapayyeAloAnpia

Order-to-cash

Sell-through

Reorders

Returns, claims kot markdowns

Key account management

KA\pakwon Siktoov
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KE®AAAIO 01

To povtero yovopkng

Na ouvdeBouv ykaua, kavaAl, margin kal KEQAAalo Kivnang.

AIAAPOMH KE®AAAIOY

1.1 Channel role

1.2 Sell-in revenue
1.3 Gross contribution
1.4 Working capital

1.5 Channel conflict
ATMOTEAEZMA

Wholesale economic model
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1.1 - EPAPMOZMENH ENOTHTA

Channel role

Metd TnVv evoTnTa, 0 avayvwaoTng ptropei va egnyei 1o «Channel rolex», va epapudlel «account contribution
= net sales - product - logistics - rebates - service - credit [oss» Kal va TEKUNPIWVEI TO ATTOTEAECUA OTO
Wholesale economic model.

TI NPENEI NA KATAAABEIZ

To «Channel role» petatpémeral og eAEYEINN ETTIXEIPNUATIKA aTTO@AcT). To Ke@aAaio ouvdéel va auvdeBolv YKAua, KavaAl, margin Kal Ke@aAaio
Kivnong. JE Kolvd scope, OIKOVOUIKO aTTOTEAETHA, EPTTEIPI TTEAGTN Kail dpla KIvOUvou. H atmégacn dev Baagidetal o€ vanity metric aAAd o€ «account
contribution = net sales - product - logistics - rebates - service - credit loss» kai eTaAnBedoipa dedopéva.

MEGOAOZ

Opioe ov1oTNTa, segment, mepiodo, source, owner, KOOTOG Kal atrodekTr £€€0do. Na To «Channel roley», cupgwvnoe
10TopIKG baseline, eligibility kai exclusions, epdpuooe «account contribution = net sales - product - logistics - rebates
- service - credit loss», €é\ey&e Baoiko, SuopevEG Kal oplakd oevdplo Kal oUykpive pe holdout ) TrponyoUpevn
oTaBepn) Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAéyyou.

MPAKTIKOI KANONEZ

- Opioge Tnv ammé®aacn kal Tov owner yia 1o «Channel rolex.

- Epdppooe «account contribution = net sales - product - logistics - rebates - service - credit loss» pe oT08ep6 scope Kai
¢kd0ON OEBOPEVWV.

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

- Karaypawe amégacn, exception, action kai eréuevo review oto Wholesale economic model.

MAPAAEIrMA E®APMOTIHZ

EAAnvikA MUE aglohoyei To «Channel role» o€ 456 eIAEEINEG TTEPITITWOEIG, KaBapd écoda 18.376,80 € kal pIKTO TTEPIBwpIo 31,6%. To
amrotéAeopa 5.807,07 € eAéyxetal ye baseline, holdout kai «account contribution = net sales - product - logistics - rebates - service - credit loss».

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

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

Sell-in revenue

MeTd TnVv evoTNTA, O AVAYVWOTNG PTTOoPEi va e€nyei To «Sell-in revenuey, va epapuolel «account
contribution = net sales - product - logistics - rebates - service - credit loss» Kal va TEKUNPIWVEI TO
ammotéAecgua oto Wholesale economic model.

TI NPENEI NA KATAAABEIZ

To «Sell-in revenue» petatpémmeral o€ EAEYEINN ETTIXEIPNPATIKEA ATTOQACn. To Ke@aAalo ouvdéel va ouvdeBoUV yKAapa, KavaAl, margin Kol KEQAAaio
Kivnong. JE Kolvd scope, OIKOVOUIKO aTTOTEAETHA, EPTTEIPI TTEAGTN Kail dpla KIvOUvou. H atmégacn dev Baagidetal o€ vanity metric aAAd o€ «account
contribution = net sales - product - logistics - rebates - service - credit loss» kai eTaAnBedoipa dedopéva.

MEGOAOZ

Opioe ov1oTNTa, segment, Tepiodo, source, owner, KOOTOG Kal atrodekTr £€§0do. Na 1o «Sell-in revenuey,
oupewvnoe 1I0TopIkO baseline, eligibility kal exclusions, epdpuooe «account contribution = net sales - product -
logistics - rebates - service - credit loss», éAeyée Baoiko, SuoPEVEG Kal oplakd oevaplo Kal oUykpIve Pe holdout n
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZ

- Opiog Tnv ammdé@aaon Kal Tov owner yia 1o «Sell-in revenue».

- Epdppooe «account contribution = net sales - product - logistics - rebates - service - credit loss» pe oT08ep6 scope Kai
¢kd0ON OEBOPEVWV.

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

- Karaypawe amégacn, exception, action kai eréuevo review oto Wholesale economic model.

MAPAAEIrMA E®APMOTIHZ

EAANvIKA MUE aglohoyei 1o «Sell-in revenue» oe 463 eAEEINEG TTEPITITWOEIG, KaBapd écoda 18.658,90 € kai pIkTO TTEPIBwpIo 31,6%. To
amrotéAeopa 5.896,21 € eAéyxetal ye baseline, holdout kai «account contribution = net sales - product - logistics - rebates - service - credit loss».

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 «Sell-in revenuey, ammotéAeopa xwpig source, timestamp kai owner dev
SikaloAoyei KAIJAKwan.

TEKMHPIQSH: [S2] [S7] [S18]
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1.3 - EPAPMOZMENH ENOTHTA

Gross contribution

MeTd TnVv evoTnNTa, 0 AvayvwaoTng PTTopei va e€nyei To «Gross contribution», va epapudlel «account
contribution = net sales - product - logistics - rebates - service - credit loss» Kal va TEKUNPIWVEI TO
ammotéAecgua oto Wholesale economic model.

TI NPENEI NA KATAAABEIZ

To «Gross contribution» peTaTpETETAI O€ EAEYEIUN ETTIXEIPNUATIKA aTTOPacn. To KEQAAaIo ouvdEel va ouvdeBoUv yKapa, KavaAl, margin kai
KEPAAQIO Kivnong. e KOIVO scope, OIKOVOUIKO OTTOTEAETHA, EUTTEIPIO TIEAGTN Kal Opia KIvOoUvou. H atmrégaon dev BaacifeTal o€ vanity metric aAAd o€
«account contribution = net sales - product - logistics - rebates - service - credit loss» kai eTaAnBevoipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOGTOG Kal atmodekTr £€£0do. MNa 1o «Gross contributiony,
oupewvnoe 1I0TopIkO baseline, eligibility kal exclusions, epdpuooe «account contribution = net sales - product -
logistics - rebates - service - credit loss», éAeyée Baoiko, SuoPEVEG Kal oplakd oevaplo Kal oUykpIve Pe holdout n
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZ

- Opioe TNV amégaaon Kai Tov owner yia 1o «Gross contribution».

- Epdppooe «account contribution = net sales - product - logistics - rebates - service - credit loss» pe oT08ep6 scope Kai
¢kd0ON OEBOPEVWV.

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

- Karaypawe amégacn, exception, action kai eréuevo review oto Wholesale economic model.

MAPAAEIrMA E®APMOTIHZ

EAAnvik MUE aglohoyei 1o «Gross contribution» o€ 470 emAEGIuEG TTEPITITWOEIG, KaBapd é00da 18.941,00 € kai pIkTO TrEPIBWPIO 31,6%. To
amrotéAeopa 5.985,36 € eAéyyetal ye baseline, holdout kai «account contribution = net sales - product - logistics - rebates - service - credit loss».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Sev urdpyel fallback. Eidikd yia To «Gross contribution», amotéAeoua xwpig source, timestamp kai owner dev
SikaloAoyei KAIJAKwan.

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

Working capital

Metd Tnv evoTnTa, 0 avayvwaoTng ptropei va egnyei 1o « Working capitaly, va epapuolel «account
contribution = net sales - product - logistics - rebates - service - credit loss» Kal va TEKUNPIWVEI TO
ammotéAecgua oto Wholesale economic model.

TI NPENEI NA KATAAABEIZ

To «Working capital» petatpémeral o€ eAEYEIUN ETTIXEIPNUATIKY aTTO@aCH. To KEQAAaIo GuVdEEl va auvdeBoUV yKaua, KavaAl, margin Kal KEQAAaIo
Kivnong. JE Kolvd scope, OIKOVOUIKO aTTOTEAETHA, EPTTEIPI TTEAGTN Kail dpla KIvOUvou. H atmégacn dev Baagidetal o€ vanity metric aAAd o€ «account
contribution = net sales - product - logistics - rebates - service - credit loss» kai eTaAnBedoipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr £€£odo. MNa 1o «Working capital»,
oupewvnoe 1I0TopIkO baseline, eligibility kal exclusions, epdpuooe «account contribution = net sales - product -
logistics - rebates - service - credit loss», éAeyée Baoiko, SuoPEVEG Kal oplakd oevaplo Kal oUykpIve Pe holdout n
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZ

- Opiog Tnv ammé@aaon kal Tov owner yia 1o «\Working capital».

- Epdppooe «account contribution = net sales - product - logistics - rebates - service - credit loss» pe oT08ep6 scope Kai
¢kd0ON OEBOPEVWV.

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

- Karaypawe amégacn, exception, action kai eréuevo review oto Wholesale economic model.

MAPAAEIrMA E®APMOTIHZ

EAAnvik MUE aglohoyei To « Working capital» o€ 477 emAEEIuEG TTEPITITWOEIG, KaBapd é00da 19.223,10 € kai pikté TepIBwpio 31,6%. To
amrotéAeopa 6.074,50 € eAéyyetal ye baseline, holdout kai «account contribution = net sales - product - logistics - rebates - service - credit loss».

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 o « Working capital», amotéAeopa xwpig source, timestamp kai owner dev
SikaloAoyei KAIJAKwan.

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

Channel conflict

Metd Tnv evoTnTa, 0 avayvwaoTng ptropei va egnyei 1o «Channel conflicty, va epapuolel «account
contribution = net sales - product - logistics - rebates - service - credit loss» Kal va TEKUNPIWVEI TO
ammotéAecgua oto Wholesale economic model.

TI NPENEI NA KATAAABEIZ

To «Channel conflict» peTaTpémeTal o€ eAEyEIUN ETTIXEIPNUATIKA aTTOPACN. To KEQAAQIO GUVOEEI va ouvdeBOUV yKANA, KavaAl, margin Kal KEQAAaIo
Kivnong. JE Kolvd scope, OIKOVOUIKO aTTOTEAETHA, EPTTEIPI TTEAGTN Kail dpla KIvOUvou. H atmégacn dev Baagidetal o€ vanity metric aAAd o€ «account
contribution = net sales - product - logistics - rebates - service - credit loss» kai eTaAnBedoipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr €£odo. Na 1o «Channel conflicty,
oupewvnoe 1I0TopIkO baseline, eligibility kal exclusions, epdpuooe «account contribution = net sales - product -
logistics - rebates - service - credit loss», éAeyée Baoiko, SuoPEVEG Kal oplakd oevaplo Kal oUykpIve Pe holdout n
Tponyouuevn oTaBepr| Trepiodo. Katéypawe evidence, decision rule, fallback kai nuepounvia emaveAgéyyou.

MPAKTIKOI KANONEZ

- Opiog Tnv ammégacn kal Tov owner yia 1o «Channel conflicty.

- Epdppooe «account contribution = net sales - product - logistics - rebates - service - credit loss» pe oT08ep6 scope Kai
¢kd0ON OEBOPEVWV.

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

- Karaypawe amégacn, exception, action kai eréuevo review oto Wholesale economic model.

MAPAAEIrMA E®APMOTIHZ

EAAnviki MUE aglohoyei To «Channel conflict» oe 484 emAégiueg TTepITTTWOoEIG, kKaBapd é00da 19.505,20 € kal pikTo TepIBwpIio 31,6%. To
amroTéAeopa 6.163,64 € eAéyyetal ye baseline, holdout kai «account contribution = net sales - product - logistics - rebates - service - credit loss».

RED FLAG Stapdrnoe 6tav aAAGZel To cohort, A&iTrel TTARPEG KOOTOG 1 VOUIUN BAon, n amdédoon atmodidetal oe AdBog artia
Sev umrdpyel fallback. Eidikd yia 1o «Channel conflict», amrotéAeopa xwpig source, timestamp kai owner dev
SikaloAoyei KAIJAKwan.

TEKMHPIQSZH: [S5] [S10] [S17]
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EPIAZTHPIO 01

Epyaotnpwo epappoyng: To povrero
XOVOPIKNG
E@dpuoce 10 KEQAAQIO O€ TTPAYUATIKI TTEPITITWAN Kal oAokApwae 1o Wholesale economic model.

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

3. Epappooe «account contribution = net sales - product - logistics - rebates - service - credit loss» o€ Baciko,
QUONEVEG Kal OpIaKO OEVAPIO.

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

5. ETTaAfBeuce attoTEAETUA KOl OPIOE ETTOPEVO review.
NAPAAOTEO

OAokAnpwuévo Wholesale economic model pe reproducible calculations kai audit trail.

GNOSERA - Xovdpiki & B2B MwARoeig 13
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CHECKLIST 01

"EAgyy0¢ 7tp1v asto TNV EMOUEVT)
ATTOPAOT)

Wholesale economic model

] 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 ox€on «account contribution = net sales - product - logistics - rebates - service - credit loss» avatrapdayeTai
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 OO od O

To Wholesale economic model £xel eykpivovTa kail review date.

GNOSERA - Xovdpiki & B2B MwARoeig 14



XONAPIK'H & B2B NQA'HZEIZ GNOSERA - BY INDIGO

KE®AAAIO 02

ISavikoc B2B teAdng

Na emmiAeyoUv Aoyaplaopoi ge eUTToPIKO fit Kal IKavoTnTa cuvEPYATiag.

AIAAPOMH KE®AAAIOY

2.1 Store or buyer profile
2.2 Assortment fit

2.3 Volume potential

2.4 Payment behaviour

2.5 Exclusion criteria
AMOTEAEZMA

Account qualification scorecard

GNOSERA - Xovdpiki & B2B MwARoeig 15
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2.1 - EDAPMOZMENH ENOTHTA

Store or buyer profile

Metd TnVv evoTnNTa, O AVAYVWOTNG PTTOPEi va e€nyei To «Store or buyer profile», va epapudlel «landed unit
cost = purchase + freight + duty + handling» kai va Tekunpiwvel To atrotéAecpa oto Account qualification
scorecard.

TI NPENEI NA KATAAABEIZ

To «Store or buyer profile» petatpémmeral g€ eAEyEIUN ETTIXEIPNUATIKY aTTOPACT. To KEQAAQIO GUVOEEI va eTTIAEYOUV Aoyaplaopoi pe eUTropIko fit kai
IKOVOTNTO OUVEPYATIAG. UE KOIVO SCope, OIKOVOUIKO aTTOTEAECHA, EUTTEIpIa TTEAGTN Kal Opla KIvOUvou. H ammégaon dev Baagidetal o€ vanity metric
aAAG o€ «landed unit cost = purchase + freight + duty + handling» kai eTaAnBeloipa dedopéva.

MEGOAOZ

Opiog ov1oTnTa, segment, mepiodo, source, owner, KOOTOG Kal atmodekTr £€¢odo. Na 1o «Store or buyer profiley,
oupewvnoe I0Topikd baseline, eligibility kar exclusions, epdpuooe «landed unit cost = purchase + freight + duty +
handling», éAey&e Baaiko, SuopevEG Kal oplakd oevaplo Kal oUykpive Pe holdout fj TrponyoUpevn oTabepr| TTEPiodO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opioe TNV amégaacn Kai Tov owner yia 1o «Store or buyer profile».

- Epdppooe «landed unit cost = purchase + freight + duty + handling» pe o1a8ep6 scope kai ékdoon dEBOPEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

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

- Katdypawe amégacon, exception, action kai erépevo review oto Account qualification scorecard.

MAPAAEIrMA E®PAPMOIHZ

EAAnvik MUE aglohoyei To «Store or buyer profile» o€ 485 emAECIpEG TTEPITITWOEIG, KABapd é0oda 20.661,00 € kail pikTé TePIBWpPIo 32,2%. To
amoTéAecpa 6.652,84 € eAéyxetal pe baseline, holdout kai «landed unit cost = purchase + freight + duty + handling».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Oev uttdpxel fallback. Eidika yia To «Store or buyer profile», amotéAeopa xwpig source, timestamp kai owner dev
OIkaloAoyei KAIJAKkwan.

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

Assortment fit

MeTd TnVv evoTnNTa, O AVAYVWOTNG PTTOPEl va e€nyei To «Assortment fity, va epapudlel «landed unit cost =
purchase + freight + duty + handling» kai va Tekunpiwvel To ammotéAecua oto Account qualification
scorecard.

TI NPENEI NA KATAAABEIZ

To «Assortment fity peTaTpETETAI O€ EAEYEIUN ETTIXEIPNUATIKA aTTOPACN. TO KEQAAQIO GUVOEEI va ETTIAEYOUV Aoyapliaopoi pe eNTTopIKO fit Kal
IKOVOTNTO OUVEPYATIAG. UE KOIVO SCope, OIKOVOUIKO aTTOTEAECHA, EUTTEIpIa TTEAGTN Kal Opla KIvOUvou. H ammégaon dev Baagidetal o€ vanity metric
aAAG o€ «landed unit cost = purchase + freight + duty + handling» kai eTaAnBeloipa dedopéva.

MEGOAOZ

Opiog ovtoTnTa, segment, repiodo, source, owner, KOOTOG Kal aTTodekTA £€§0d0. Na To «Assortment fity, cupewvnoe
10TOPIKO baseline, eligibility kai exclusions, epdpuooe «landed unit cost = purchase + freight + duty + handling»,
éAeye Baoikd, BUOUEVEG Kal OpIaKO oevApIo Kal oUyKpive pe holdout A TTponyouuevn oTtabepn Tepiodo. Katéypaywe
evidence, decision rule, fallback kai nuepopnvia eTTaveAéyxou.

MPAKTIKOI KANONEZ

- Opiog TNV amméQaaCn Kal Tov owner yia 1o «Assortment fity.

- Epdppooe «landed unit cost = purchase + freight + duty + handling» pe o1a8ep6 scope kai ékdoon dEBOPEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

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

- Katdypawe amégacon, exception, action kai erépevo review oto Account qualification scorecard.

MAPAAEIrMA E®PAPMOIHZ

EAAnvikA MUE aglohoyei 1o «Assortment fity oe 492 emAé§Ipeg TTEPITTTWOEIG, KaBapd é00da 20.959,20 € kai pIKTO TEPIBWpPIo 32,2%. To
atoTéAecpa 6.748,86 € eAéyxetal pe baseline, holdout kai «landed unit cost = purchase + freight + duty + handling».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Oev uttdpxel fallback. Eidikda yia 1o «Assortment fit», atrotéAecpa xwpig source, timestamp kai owner dev
OIkaloAoyei KAIJAKkwan.

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

Volume potential

Metd TnVv evoTnTa, 0 AvayvWoTNG PTTopEi va e€nyei To «Volume potential», va epapudler «landed unit cost
= purchase + freight + duty + handling» kai va Tekunplwvel To ammoTéAeoua oto Account qualification
scorecard.

TI NPENEI NA KATAAABEIZ

To «Volume potential» petatpémmeral ae eAEYEIUN ETTIXEIPNUOTIKF ATTOPOOT. To KEPAAaIO OUVOEEl va €TTIAEYyOUV Aoyaplacoi NE EUTTOPIKO fit kal
IKOVOTNTO OUVEPYATIAG. UE KOIVO SCope, OIKOVOUIKO aTTOTEAECHA, EUTTEIpIa TTEAGTN Kal Opla KIvOUvou. H ammégaon dev Baagidetal o€ vanity metric
aAAG o€ «landed unit cost = purchase + freight + duty + handling» kai eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atmodekTr £€§0do. Na 1o «\VVolume potential»,
oupewvnoe I0Topikd baseline, eligibility kar exclusions, epdpuooe «landed unit cost = purchase + freight + duty +
handling», éAey&e Baaiko, SuopevEG Kal oplakd oevaplo Kal oUykpive Pe holdout fj TrponyoUpevn oTabepr| TTEPiodO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opioe Tnv ammé@aan kal Tov owner yia 1o «Volume potential».

- Epdppooe «landed unit cost = purchase + freight + duty + handling» pe o1a8ep6 scope kai ékdoon dEBOPEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

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

- Katdypawe amégacon, exception, action kai erépevo review oto Account qualification scorecard.

MAPAAEIrMA E®PAPMOIHZ

EAAnvikA MUE aglohoyei 1o «Volume potential» o€ 499 emmAECIuEG TTEPITITWOEIG, KABapPd é00da 21.257,40 € kai pIkTé TeEPIBWPIo 32,2%. To
atroTéAecpa 6.844,88 € eAéyxetal pe baseline, holdout kai «landed unit cost = purchase + freight + duty + handling».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
Sev utrdpyel fallback. Eidikd yia to «Volume potential», amotéAeapa xwpig source, timestamp kai owner dev
OIkaloAoyei KAIJAKkwan.

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

Payment behaviour

MeTd Tnv evoTnTa, 0 AVAyVWOTNG PTTopEi va e€nyei To «Payment behavioury, va epapudlel «landed unit
cost = purchase + freight + duty + handling» kai va Tekunpiwvel To atrotéAecpa oto Account qualification
scorecard.

TI NPENEI NA KATAAABEIZ

To «Payment behaviour» peTaTpéTmeTal o€ EAEYEIUN ETTIXEIPNUATIKY aTTO@ACH. To KEQAAQIO GUVOEEI va ETTIAEYOUV Aoyaplaopoi pe PTTopPIKS fit Kai
IKOVOTNTO OUVEPYATIAG. UE KOIVO SCope, OIKOVOUIKO aTTOTEAECHA, EUTTEIpIa TTEAGTN Kal Opla KIvOUvou. H ammégaon dev Baagidetal o€ vanity metric
aAAG o€ «landed unit cost = purchase + freight + duty + handling» kai eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atrodekTr £€§0do. Na To «Payment behavioury,
oupewvnoe I0Topikd baseline, eligibility kar exclusions, epdpuooe «landed unit cost = purchase + freight + duty +
handling», éAey&e Baaiko, SuopevEG Kal oplakd oevaplo Kal oUykpive Pe holdout fj TrponyoUpevn oTabepr| TTEPiodO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opioe TNV amégaaon kai Tov owner yia To «Payment behaviour».

- Epdppooe «landed unit cost = purchase + freight + duty + handling» pe o1a8ep6 scope kai ékdoon dEBOPEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

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

- Katdypawe amégacon, exception, action kai erépevo review oto Account qualification scorecard.

MAPAAEIrMA E®PAPMOIHZ

EAAnviki MUE alohoyei To «Payment behaviour» og 506 emAEGIpEG TTEPITITWOEIG, KaBapd é00da 21.555,60 € kal pIkTo TEPIBWPIo 32,2%. To
atrotéAeopa 6.940,90 € eAéyxetal pe baseline, holdout kai «landed unit cost = purchase + freight + duty + handling».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
dev utrapyel fallback. Eidikd yia 1o «Payment behavioury, amotéAeopa Xwpig source, timestamp kai owner dev
OIkaloAoyei KAIJAKkwan.

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

Exclusion criteria

MeTd TnVv evoTnTa, 0 AvayvwaoTNG PTTopEi va e€nyei To «Exclusion criteria», va epapudlel «landed unit cost
= purchase + freight + duty + handling» kai va Tekunplwvel To ammoTéAeoua oto Account qualification
scorecard.

TI NPENEI NA KATAAABEIZ

To «Exclusion criteria» petarpémeral og eAEYEIUN ETTIXEIPNUATIKA aTTOQACT. To Ke@aAaio ouvdéel va eTTIAeyoUV Aoyaplaapoi Pe epTTopIkG fit kai
IKOVOTNTO OUVEPYATIAG. UE KOIVO SCope, OIKOVOUIKO aTTOTEAECHA, EUTTEIpIa TTEAGTN Kal Opla KIvOUvou. H ammégaon dev Baagidetal o€ vanity metric
aAAG o€ «landed unit cost = purchase + freight + duty + handling» kai eTaAnBeloipa dedopéva.

MEGOAOZ

Opioe ov1oTnTa, segment, Tepiodo, source, owner, KOOTOG Kal atrodekTr £€§odo. Na 1o «Exclusion criteriay,
oupewvnoe I0Topikd baseline, eligibility kar exclusions, epdpuooe «landed unit cost = purchase + freight + duty +
handling», éAey&e Baaiko, SuopevEG Kal oplakd oevaplo Kal oUykpive Pe holdout fj TrponyoUpevn oTabepr| TTEPiodO.
Katéypawe evidence, decision rule, fallback kai nuepopnvia eraveAéyxou.

MPAKTIKOI KANONEZ

- Opioe TNV amdé@OCN Kal Tov owner yia To «Exclusion criteriax.

- Epdppooe «landed unit cost = purchase + freight + duty + handling» pe o1a8ep6 scope kai ékdoon dEBOPEVWV.
- 20vdeoe KGO kpiolpo Tood A event ue source, timestamp, owner kai evidence.

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

- Katdypawe amégacon, exception, action kai erépevo review oto Account qualification scorecard.

MAPAAEIrMA E®PAPMOIHZ

EAAnvikA MUE aglohoyei 1o «Exclusion criteria» o€ 513 emAECIEG TTEPITITWOEIG, KaBapd é0oda 21.853,80 € kai pIkTé TEPIBWPI0 32,2%. To
atotéAeopa 7.036,92 € eAéyxetal pe baseline, holdout kai «landed unit cost = purchase + freight + duty + handling».

RED FLAG Y1audrnoe 61av aAAddel To cohort, AsiTrel TTARPES KOOTOG A VOUIUN Bdon, n amédoon amodidetal oe AdBog artia A
dev utrapyel fallback. Eidikd yia to «Exclusion criteria», amoTéAeapa xwpig source, timestamp kal owner dev
OIkaloAoyei KAIJAKkwan.

TEKMHPIQSH: [S6] [S11] [S18]
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