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NMEPINHWH

H mmapouca SITTAWMATIKA epyacia £xel wg KUPIO OTOXO T diEpeUvnon TG ETTIOPAONG
EMAEYUEVWVY WuXoAoyikwy triggers Tou digital marketing oTn cupTTEPIPOPA TWV KATAVOAWTWV
OoTO Yn@Iako TTepIBAaAAov. EIdIkOTEPQ, €eTAleTal O POAOG TNG KOIVWVIKAGS aTTddeI¢ng (Social
Proof), Tng omaviétntag (Scarcity), Tou @6pou atwAciag eukaipiag (FOMO) kai Tng
eCatopikeuong (Personalization) otn diaudpewan TG TTPdBeoNS ayopdg Kal TNG
TTAPOPUNTIKAG AyOPACTIKAG CUUTTEPIPOPAC, KOBWG Kal 01 EVOEXOUEVES DIOPOPOTTOINTEIG TNG
EMMIOPAOCNG TOUG PHETAEU ONAdWY KATAVAAWTWV.

MNa TNV emmiTeuln Twv OTOXWY TNG £PEUVAC UIOBETHBNKE TTOOOTIKA £peuvnTIKA TTPoCéyyion. Ta
Oedopéva oUANEXBNKaV PHECW SOPNPEVOU EpWTNHOTOAOYIOU PE XPAON TTEVTARBAOUIOG KAIJaKAg
Likert kar avaAuBnkav pe Tn Bondeia KATAAANAWY OTATIOTIKWY HEBODdWY. ZUYKEKPIPEVQ,
€QaPUOOTNKAV AVOAUCEIG CUOXETIONG KAI HOVTEAQ TTOAAATTARG YPOUMIKAG TTaAIVOpSUNOoNG, HE
OKOTTO TN BIEPEUVNON TWV OXECEWV PETAEU TWV WUXOAOYIKWYV triggers Kal Twv ETTIUEPOUG
OIa0TACEWY TNG KATAVOAWTIKAG CUUTTEPIPOPAG.

Ta eupriuata TNG MEAETNG KaTadelkvUouv OTI Ta WuXoAoyIKd triggers v aockoUv OUOIOPOP®N
eMidpaon oTn CUUTTEPIPOPA TwV KATaVOAWTWY. H e€aTopikeuon avadelkvUETal wg O
IOXUPOTEPOG TTAPAYOVTOG ETTIPPONG, £TTNPEACOVTAG TOCO TNV TTPOBECN ayopdg 60O Kal TNV
TTAPOPUNTIKA AyopaCTIKA CUPTTEPIPOPA, evwd To FOMO gu@avietal va OXETICETAI KUPIWG UE TN
ouvaiodnuartikr didoTacn Twv auBdpUNTWY AyoPACTIKWY attopdccwy. AvtiBeta, To Social
Proof ka1 To Scarcity dev TTapouciacav oTaTioTiIKG onuavTiKA TTPORAETTTIKA 10XU OTO
e¢eTalopevo TAaiolo. EmirAéov, Ta atroTeAéopaTa BEIXVOUV TTEPIOPICHEVES DIOPOPOTTOINTEIG
WG TTPOG TA dNUOYPAPIKA XAPAKTNPIOTIKA, UTTOONAWVOVTAG HIa TAOH OPOYEVOTTOINONG TNG
WNQIOKNG KATOVAAWTIKAG CUUTTEPIPOPAG.

ZUPTTEPACHATIKA, N epyaaia emBERBAIWVEI OTI N ATTOTEAECUATIKOTNTA TWV WUXOAOYIKWV
triggers oo digital marketing e§aptdral ammd Tn @UON Toug Kal Tov TPATTO CUVOUAOTIKNAG
agloTroinong Toug. H katavonon Twv PNXavioUWY autwy PTTopEi va cuuBdAel TOOO OTN
BewpnTIKA £EENIEN TNG KATAVAAWTIKAG YUXOAOYiag 600 Kal GTOV OXESIOTUO TTIO OTOXEUPEVWV

KAl OTTOTEAETUATIKWY WNQIOKWY OTPATNYIKWV.
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ABSTRACT

This dissertation aims to investigate the impact of selected psychological triggers of digital
marketing on consumer behavior in the online environment. Specifically, the study examines
the role of Social Proof, Scarcity, Fear of Missing Out (FOMO), and Personalization in
shaping purchase intention and impulsive buying behavior, as well as potential differences in
their effects across consumer groups.

A gquantitative research methodology was adopted to address the research objectives.
Primary data were collected through a structured questionnaire using a five-point Likert scale
and analyzed using appropriate statistical techniques. Correlation analysis and multiple linear
regression models were employed to explore the relationships between psychological triggers
and different dimensions of consumer behavior.

The findings indicate that psychological triggers do not exert a uniform influence on consumer
behavior. Personalization emerged as the most influential factor, significantly affecting both
purchase intention and impulsive buying behavior, while FOMO was primarily associated with
emotionally driven, spontaneous purchasing decisions. In contrast, Social Proof and Scarcity
did not demonstrate statistically significant predictive power within the examined context.
Moreover, limited differences were observed across demographic characteristics, suggesting
a growing homogenization of digital consumer behavior.

In conclusion, the study confirms that the effectiveness of psychological triggers in digital
marketing depends on their nature and strategic combination. Understanding these
mechanisms can contribute to the theoretical advancement of consumer psychology and

support the development of more targeted and effective digital marketing strategies.
Keywords:

Digital marketing, psychological triggers, consumer behavior, purchase intention, impulsive

buying, personalization
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KEDAAAIO 1: EIZATQI'H

H ouvexng eEENIEN TWV WNOIAKWY TEXVOAOYIWV £XEI ETTIPEPEI OUCIAOTIKEG HETABOAEG OTOV
TPOTTO UE TOV OTTOIO Ol KATAVOAWTES evnuEPWVOovTal, AAANAETIOPOUY Kal AauBdavouv
AyOPOOTIKEG ATTOPACEIG. 2TO GUYXPOVO Wn@iakd TTepIBAANOV, Ol ETTIXEIPNOEIG DEV
TTeplopiCovTal TTAEOV 0TNV OTTAN TTPOROAN TTPOIOVTWY KaI UTTNPECIWY, AAAA agloTTolouV
OUVOETEG OTPATNYIKEG ETTIPPONG, O1 OTToIEG BadifovTal o€ WUXOAOYIKOUG UNXAVIGHOUG TTOU
EVEPYOTTOIOUV YVWOTIKEG KAl ouvaloBnPaTikEG diepyacieg Twv KaTavaAwTwy (Chan et al.,
2017; Redine et al., 2022). To @aivépevo auTtd KaBIOTE ETTITAKTIKA TNV ETTICTAMOVIKI
OlEpelivnon TV WUXOAOYIKWY TTAPAYOVTWY TTOU SIAPNOPPUWYVOUV TN GUUTTEPIPOPA TWV

KaTavaAwTwyv oTo TTAaiolo Tou digital marketing.

To Baoikd gpeuvnTiKO TTPORANUA TNG TTapoUcag SITTAWMATIKNG epyaaciag eoTiAlel OTO KaTd
TG00 Kal JE TToIoV TPOTTO £TMAEYUéVa WuXoAoyIKd triggers Tou digital marketing etrnpedlouv
TN CUMTTEPIPOPA TWV KATAVOAWTWY aTo Yn@iakod TepIBaAAov. EidikdTepa, diepeuvdral n
emidpacn Twv pnxaviopwy Tou Social Proof, Tng omraviétntag (Scarcity), Tou Fear of Missing
Out (FOMO) kai Tng e€artopikeuong (Personalization) 1éc0 atnv TTPdBeon ayopds 600 Kal
OTnNV TTAPOPMNTIKI OYOPACTIKA CUUTTEPIPOPT, OTTWG £XEl avadelxBei Kal aTn OXETIKA O1EOv
BiBAioypagia (Alfina et al., 2023; Gupta & Gentry, 2019). H didkpion auth gival Kpioiun,
KaBwg o1 U0 POPPES KATAVOAWTIKAG CUPTTEPIPOPAS AVTIOTOIXOUV O€ DIOPOPETIKOUG

WUXOAOYIKOUG UNXaVIOKOUG AQWNG atToQAoEWV.

H agopun yia Tnv €MAOYI TOU CUYKEKPIPMEVOU BEPATOG TTPOKUTITEI ATTO T SIAPKWG
auéavouevn XPAoN WUXOAOYIKWY TEXVIKWYV ETTIPPONG OTIG WNPIOKES TTAATQOPHES Kal TNV
avaykn Karavonong TNG ammoTeAEOUATIKOTNTAG TOUG O€ £va TTEPIBAAAOV OTTOU Ol KATAVAAWTEG
eKTIBevTal KABNUEPIVA o€ TTANBWPa Wn@lakwy epeBioudTwy. MapdAAnAa, To B€ua
TTapouciAdel IBIAITEPN ETTIOTNMOVIKA Kal TIPAKTIKA Onuooia, Kabwg cupBAaAAel TOOO OTn
BewpnTikA EUBABUVON TNG KATAVAAWTIKAG WuxoAoyiag aTo wn@iakd TTAQicIo 600 Kal aTnv

avaTtTuén TTo OTOXEUNEVWY Kal uTTEUBUVWY oTpartnyikwy digital marketing.

H mmapouca peAétn xapdooel ocagn Opia wg TTPOG TO AVTIKEIMEVO TNG, €0TIAJOVTOG
ATTOKAEIOTIKG OTO YNPIOKO TTEPIBAANOV ayOpwV KAl 0€ CUYKEKPIUEVA WUXOAOYIKA triggers,
XWPIG va eTTekTEiVETAI 0€ TTAPAdOCIaKES HopPES marketing 1 o€ eupUTEPES Bewpieg
CUMTTEPIPOPAG EKTOG TOU TTAaIgiou Tou digital marketing. ETmiTTAéov, n avaAuon TrepiopileTal

oTn dlgpelivnon TNG AUEDNG £TTIOPACNG TWV CUYKEKPIKMEVWY UNXAVIOUWY OTNV QYOPACTIKA



oupTTEPIPOPA Kail dev £€eTAlEl AANOUG £CwYEVEIC TTAPAYOVTEG, OTTWG HOKPOOIKOVOMIKES

OUVONKEG ) OPYAVWOIAKEG OTPATNYIKEG ETTIXEIPAOEWV.

2¢ eTmitTedo uTTdpxouoag £psuvag, n dIEBVAG BIBAIoYpagia avayvwpilel Tn onuacia Twv
WUXOAOYIKWV triggers wg Bacikwyv epyaAciwv emppong oTo digital marketing. QoTtéoo,
TTapaTnPEiTal EAAEIYN EPTTEIPIKWY PEAETWV TTOU VA £EETACOUV GUYKPITIKA TN OXETIKA 10XU
OIAPOPETIKWV triggers Kal va dIEPEUVOUV TAUTOXPOVA TN OXEOT TOUG UE TTEPICOOTEPES ATTO Hia
Hop@EG KaTavaAwTIKAG cupuTrepIPopdc (Redine et al., 2022). H Tapouca epyacia eTTIXEIPET va
KAAUWEI To v AOyw KEVO, TTIPOCPEPOVTAG UIA TUVOUACTIKA KOl EPTTEIPIKG TEKUNPIWUEVN

TTPOCEYYIOT.

MNa TNV emmiTeuln Twv OTOXWV TNG £PEUVAG UIOBETEITAI TTOOOTIKN £PEUVNTIKA HeBodOAOYia, HE TN
OUAAOYI TTPWTOYEVWY OEOOUEVWYV PECW OOUNUEVOU EPWTNMATOAOYIOU Kal TNV €QapuUoyn
KATAAANAWY OTATIOTIKWY TEXVIKWY avaAuong. H peBodoAoyiki auTr) TTpooEyyion ETITPETTEI TN
OUCTNMPATIKA dIEPEUVNON TWV OXECEWV PETAGU TWV WUXOAOYIKWY triggers Kal Twv ETTIHEPOUG

OIa0TACEWY TNG KATAVOAWTIKAG CUUTTEPIPOPTG.

H epyacia diapBpwvetal o€ £€1 ke@GAaia. 2T0 TTPWTO KEPAAaIO TTapoucIAleTal n eI0aywyn Kai
TO £peuvnTIKG TTAQICIO TNG MEAETNG. ZTO OeUTEPO KEPAAaIO akoAouBei n BIBAIOYypaIKn
avaokoTTNOoN Kai n avattuén Tou evvoloAoyikoU TTAaigiou. To TpiTo Ke@AAaio apopd Tn
peBodOoAoyia TNG £peuvag, evw OTO TETAPTO KEQAAQIO TTAPOUCIAZOVTal TA OTTOTEAEOMATA TNG
OTATIOTIKAG avAAUONG. 2TO TTEYTITO KEPAAQIO TTPAYHATOTIOIEITAI 1) CUCATNON KOl EPUNVEIA TWV
EUPNUATWY, EVW OTO €KTO KaIl TEAEUTAIO KEQAAQIO ouvowilovTal Ta CUPTTEPATUATA TNG
MEAETNG, Ol TTEPIOPICHOI TNG KAl OI TTPOTAOCEIG YIa MEAANOVTIKE £pguva. H epyacia oAokAnpwveTal
pe ETTiAoyo, oTov OTT0i0 TTAPOUCIAZETAI N OUVOAIKNR ETTIOCTAPOVIKA ATTOTiUNGCN KAl TO TEAIKO

KAEIOIMO TNG MEAETNG.

KEDAAAIO 2: BIBAIOTPA®IKH ANAZKOINHXH

2.1 Eicaywyn

H paydaia avattu¢n Tou wyn@iakou PHAPKETIVYK Kal n augavouevn disicduan Twv ynelokwy
TEXVOAOYIWV OTIG KABNUEPIVEG KATAVOAWTIKEG TTPOKTIKEG €XOUV JETOBAAEI OUCIOOTIKGA TOV

TPOTTO UE TOV OTTOIO Ol KATAVOAWTEG AAUPBAVOUV AyOPACTIKEG ATTOPACEIC. Z€ avTiBeon PE Ta



TTapadooiakd TTepIBAAAOVTa ayopwy, To YN@IaKO TTEPIBAAAOV XapaKTnEiZeTal atrd uywnAn
TaxuTnTa TTANPOYOPNONG, cuveXA £kBean og dlaPnUIoTIKG peBicUaTA KAl EVOWUATWON
MNXaviopwy eTmppong oe emmimedo mAateopuag (Olson et al., 2021; Chan et al., 2017).

H ouyxpovn BiBAioypagia avadeikvuel 6TI Ol aTTOPACEIS TWV KATAVOAWTWY OTO dIAdIKTUAKOS
TTepIBAAAov Sev BaailovTal aTTOKAEIOTIKG € 0pBOAOYIKA KPITHPIA, OTTWG N TIWA A Ta
AEITOUPYIKA XAPOKTNPIOTIKA TWV TTPOIOVTWY, aAAG £TTnpedlovTal 0 onPavTiKO BaBuo atrd
ouvaioOnuaTikoUg Kal YuyxoAoyikoUug TTapdyovTteg. O TTapdyovTeG auTOl, YWWOTOI WG
psychological triggers, aglomrolouvTal CUCTAPATIKA ATTO YNPIOKEG OTPATNYIKEG HAPKETIVYK UE
OTOXO TNV gvioxuon TnG TpoBeong ayopds Kal TV TTPOKANGCH TTAPOPHNTIKWY AYyOPACTIKWY
oupTtrepipopwyv (Babatunde et al., 2025; Redine et al., 2022).

2710 TTAQicI0 auTd, n TTapouca BIBAIOYPAPIKY AvACKOTINGN ETTIKEVTPWVETAI OTN dIEPEUVNON
TEOOAPWY BacIKwy WuxoAoyikwy triggers TTou gupavifovtal cuxva oto digital marketing, To
Social Proof, 1o Scarcity, To FOMO (Fear of Missing Out) kai To Personalization. H €tmiAoyn
TWV OUYKEKPIPEVWYV triggers BaoifeTal 0€ EPTTEIPIKEG KAl AVAOKOTTIKEG JEAETEG TTOU
KaTadeIKVUOUV TN ONUAVTIKA TOUG €TTiIOpACT oTn OIGUOPPWON TNG KATAVOAWTIKAG
CUMTTEPIPOPAS OTO WNPIAKO TTEPIBAAAOV, TOOO WG TTPOG TNV TTPOBECN ayopdg 600 Kal WG
TTPOG TNV TTAPOPMNTIK ayopacTiKh cuuTtrepipopd (Alfina et al., 2023; Redine et al., 2022).
MapdaAAnAa, n BiBAIoypagia emionuaivel OTI N midpacn Twv WuxoAoyikwyv triggers dev eival
OMOIOHOP®PN YIa OAOUG TOUG KATAVAAWTEG, AAAG dl1a@OPOTTOIEiTAl AVAAOYQ PE dNUOYPAPIKA KOl
OUNTTEPIPOPIKA XOPAKTNPIOTIKA, OTTWG N NAIKia Kal TO @UAO, KABwWG Kal ue Tn ouxvoTnTa
XPNoNg Yn@IoKwy Kal Kovwvikwy TTAat@opuwyv (Atulkar & Kesari, 2018; Djafarova & Bowes,
2021).

H TTapouca avackOTTNON GTTOCKOTIE OTN CUGTNUATIKA TTapouaiacn Kal afloAdynaon Twv TTIo
TTPOCEATWY EPEUVNTIKWYV EUPNHATWYV OXETIKA HE TN AsITOUpyia Twv WuxoAoyikwy triggers 010
online TTepIBAAAOV, KOBWG Kal TN OUVOECT] TOUG HE TA EPEUVNTIKA EPWTHHATA TNG TTAPoUCag
OIMMAWMATIKAG epyaciag. Méoa atrd Tnv KPITIKA atToTUTTWON TNG OXETIKAS BIBAIOypagiag,
OIKOBOUEITaI TO EVVOIOAOYIKO TTAQICI0 TTAVW OTO OTToI0 BaCiCeTal n EPTTEIPIKA £€pEUVA TTOU

OKOAOUOEI.

2.2 Wuxoloyika Triggers kal KatavaAwTIK ZUPTTEPIPOPA OTO
Wnoiako MepiBaliov

H KatavaAwTIKA CUPTTEPIPOPAG OTO WNPIOKS TTEPIBGAAOV dIa@opoTToIEiTAl OUCIWDWS aTTé TNV
TTapadooiakr] diadikacia ayopwyv, KaBwgs N Awn ammdéeaong TTpayHaToTTolEiTal € éva TTAQICIO
augnuévng TTAnpogopiag, TaxUuTnTag Kal cuvexoug £kBeong o€ epebiouaTta. 211G online ayopég,
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0 KaTavaAwTAg BaaileTal o€ evOEiEeIg, pnvUPATA KAl NXAVIOHOUG ETTIPPONAG TTOU
EVOWMATWVOVTAl aTrn doun TG TTAATQPOPHAG KAl OTO TTEPIEXOUEVO TTOU TTPORAAAETAI, EVW TO
digital marketing a&loTrolei cuoTNPATIKA TETOIEG TEXVIKEG GTOXEUOVTAG OTN METABOAA TNG
agloAdynong kai TG cuuTrepIpopdg Tou Xpnotn (Olson et al., 2021; Chan et al., 2017).
Kevtpiké oToixeio TNG oXeTIKNAG BIBAIoypagiag atroTeAei n diatriotwaon 611 o1 online
AyopaoTIKEG ATTOPACEIG dev KaBopifovTal ATTOKAEIOTIKA a1rd opBoAoyIKd KpITHpIa, aAA
dlapopewvovTal o€ Peydho Babud ammd cuvaiodnuaTikéG ATTOKPIOEIG KAl QUTOUATOTIOINUEVOUG
YVWOTIKOUG puNXaviopous. H éugacn otov pdAo Tou ouvaloBriuatog evioxueTal atrod
TTPOCEYYioEIg TTOU £EETACOUV TNV ETTIOPACT CUVAICONUATIKWY triggers kal TeIBoug oTnv online
dlanuion Kal cupTTEPIPOPA ayopds (Babatunde et al., 2025).

2710 TAdiolo auTd, o 6pog psychological triggers avagépeTal o€ epeBioUATA TTOU EVEPYOTTOIOUV
WUXOAOYIKEG TAOEIG A OUVAIOONUATIKEG KATAOTACEIG KAl 0ONyoUV TOV KATAVOAWTA O€ TaxUTEPN
f eviovéTepn avTatmokpion. Ta triggers ep@avifovral cuxva we PNVURATA KOIVWVIKAG
eMPBeRaiwoNG, XPOVIKOI TTEPIOPICHOI, ECATOPIKEUNEVES TTPOTACEIG 1] EIDOTTOINCEIG
Treplopiopévng diabeaiudtnrag. H BiBAloypagia uttoypaupicer 611 Ta triggers dev AsItoupyouv
ammooTTacuaTikG aAAd cuyvd ouvduddlovTal, evioxuovtag apoifaia Tnv emppor) Toug (Cialdini,
2021; Redine et al., 2022).

H emidpaon Twv psychological triggers oTn CUUTTEPIPOPA TWV KATAVOAWTWY UTTOPEI va
eCeTaoTel HEow OUO Baoikwy dlaoTdoewy, TNV TTPOBecN ayopdg (purchase intention) kai Tnv
TTAPOPMNTIKF QyOPAOCTIKI) CUUTTEPIPOPA (impulsive buying). H TTpdBeon ayopdg ouvdéeTal pe
HIa OXETIKA OUVEIBNTA OTACT ATTEVAVTI OTNV TIPOOTITIKA AyOopdg, VW N TTOPOPUNTIKA
AYyOPOOTIKI) CUPTTEPIPOPA TTEPIYPAPEI JN TTPOOXEDIOTHEVEG AYOPEG TTOU TTPOKUTITOUV WG
dueon avtidpaon o€ epebiopara Tou TTePIBAANovTOg (Badgaiyan & Verma, 2015; Chan et al.,
2017). e ynoiakd epiBAAAovTa, OTTOU Ta £pEBiCPATA PTTOPOUV VA TTAPOUCIACTOUV [E
MEYAAN évTaon kal ouxvoTnTta, N YeTdBaon amd Tnv TPéBean oTnV TTApoPUNTIKA dpdon
evdéxetal va ival o ouvtoun (Redine et al., 2022).

IS1aiTepn onUacia ATTOKTOUV OI UNXAVICHOI TTou £TTITaxUvouv Tn AYn amé@acng, JEIWVOVTOG
TOV O100€01u0 Xpdvo A TN S1IABECT TOU KOTAVAAWTA VA ETTECEPYATTEI KPITIKA TNV TTANPOQOPIC.
H BiBAloypa@ia oxeTIKG e TO scarcity Kal To urgency avadeikviel 0TI OTav PIa EuKaipia yiveTal
AvTIANTITA WG TTEPIOPICHEVN XPOVIKA 1) TTOCOTIKA, augdveTtal n mlavotnTa dueong dpdong
(Zhu et al., 2018; Hmurovic et al., 2023). AvtioToixa, n duvapikr Twyv flash sales epiypagpeTal
WG I01AITEPA OXETIKN HE TNV EVIOXUON TTAPOPHNTIKWY QYOpwY, KaBWS dnuIoupyei GUVONKES
ETTEIYOVTOG KAl PEIWVEI TOV XpOVvo Afywng amogaong (Martaleni et al., 2022; Hartono &
Ingriana, 2025).



MapdaAAnAa, n koivwvikn didoTaon Twv online ayopwy evioxUel triggers TTou oxeTiCovTal e
KolvwvikA emieBaiwon. To Social Proof, péoa améd afloAoynoeig, oxoAia 1} dEIKTEG
onuo®IAiag, utropei va peiwaoel TNy avriAapBavopevn apepaidtnta Kai va evioxuoel TNV
EUTTIOTOCUVN, IDIQITEPA O€ TTPOIOVTA/MAPKES XWpPIig TTponyouuevn euTreipia (Filieri et al., 2015;
Zhang et al., 2018). EmirAéov, o€ social commerce TTAATQOPES, O KOIVWVIKEG EVOEIEEIC Kal Ol
AAANAETIOPACEIG PTTOPOUV VA EVIOXUOOUV TNV TTAPOPHNTIKI CUNTTEPIPOPA (Xiang et al.,
2016).

2nUavTiKG péAo diadpaparTi¢el kal n eEatouikeuon TNG EPTTEIpiaG ayopwy. To Personalization,
HEOoW TTPOTACEWY TTOU BaCifovTal O€ TTPONYOUNEVEG CUUTTEPIPOPES, NTTOPEI VO AUENOEI TN
OUVAQEIQ TOU TTEPIEXOUEVOU KAl VO PEIWOEI TO avTIAauBavouevo “kéoTog avalntnong”,
eTNPedacovTag 1600 TNV TPOBean GCO Kal TNV TTAPOPUNTIKA CUPTTEPIPOPA (Setyani et al.,
2019; Ampadu et al., 2021). NapdAAnAa, oTa social media, £xouv €E€TACTEN KAl TEXVOAOYIKEG
OIACTAOEIG TTOU PTTOPE VO AEITOUPYOUV WG KATAAUTEG TNG TTAPOPHNTIKAG AYOPACTIKAG
oupTTEPIPOPAS (Amin, 2025).

2UVvoAIKd, Ta psychological triggers atroteAoUv Kevipikd pnxaviouod emmpporg oto digital
marketing, ye duvatdTnTa va eTnpedlouv TOGO ouVEIdNTEC TTPOBECEIS ayopdg 600 Kal
auBdpuNTES TTAPOPUNTIKEG CUPTTEPIPOPES. H BIBAIoypagia utroypapuiel OTi n €TTIPPON AUTA
MTTOPEI Va dIaQOPOTTOIEITAI AVAAOYQA JE XAPAKTNPIOTIKA TOU KATAVAAWTH], OTTWG TO QUAO KAl O
BaBuodg ékBeong o€ social media TepiBaAAovTa (Atulkar & Kesari, 2018; Djafarova & Bowes,
2021). ZTIG ETTOUEVEG UTTOEVOTNTEG £CETACOVTAI AVOAUTIKA Ta TECOEPQ triggers TTou atmoTeAoUv

TOV TTUPRAVA TNG TTApoUoaG HEAETNG.

2.3 Social Proof

To Social Proof atroteAei évav atrd Toug TTAEOV KOBIEPWHEVOUG UNXAVIGHOUG KOIVWVIKAG
ETTIPPONG, KABWG Ol KATAVOAWTEG TEIVOUV va TTPOCAPUOLOUV TIG ETTIAOYEG TOUG OTN
OupTTEPIPOPA AAAWY, 1IB10iTEPA 0€ OUVBRKES aBeBaidTNTAG A TTEPIOPICHUEVNG TTANPOPOPNONG.
2710 TTAQioI0 TwV online ayopwyv, 6TToU aTTOUCIAdEl N AUEDN QUOIKNR EPTTEIPIA TOU TTPOIGVTOG, Ol
KOIVWVIKEG eVOEIEEIC AEITOUPYOUV WG UTTOKATACTATO agIoAOYNOoNG Kal CUPBAAAOUY OTN JEiwon
TOU avTIAauBavOuEvou pioKou, eVIOXUOVTAG TNV EUTTIOTOCUVN TTPOG TO TTPOIOV Kal TNV
TAaT@oppa (Cialdini, 2021). H wn@iakr @Uon Twv NAEKTPOVIKWY TTAATQOPHUWYV EXEI EVIOXUOEI
TN Aciroupyia Tou Social Proof, kaBwg emITpETEl TNV AUECT KAl OPATH ATTOTUTTIWGN TNG
CUMTTEPIPOPAS AAAWYV XpNOTWY PECW aglohoyriocwy, Babuoloyiwyv, oxoliwy, apiBuou
TTPONYOUHEVWYV AyopwV Kal eVOEILewv dNUo@IAIag. TETOIEG KOIVWVIKEG eVOEIEEIG eTTNPEAlOUV

BeTIKA TNV avTIAauBavouevn agloTTIoTIO TWV TTPOIOVTWY KAl JEIWVOUV TN YVWOTIKN



TTPOCTTABEIa TTOU aTTaITeiTal yia TN Ajwn ayopaoTikhg atré@acng (Filieri et al., 2015; Zhang et
al., 2018). Epeuvnrikd guprjpaTa utrooTtnpifouv 611 TO0 Social Proof cuvdéeTal Kupiwg pe Tnv
TTPOBeon ayopdg, IBIAITEPA OE TTEPITITWOEIG OTTOU 0 KATAVAAWTHG Oev dIaBETEI TTPpONYyOoUHEVN
EUTTEIPIO PE TO TTPOIOV ] TN pdpka. H Uttapén BeTikwy agloAoyrioewy Kal uwnAng ammodoxng
atrd AAAOUG XPROTEG AEITOUPYED WG EVOEIEN TTOIOTNTAG KAl KOIVWVIKAS aTTod0XNG,
emrTayuvovtag Tn diadikaoia Awng ammégacng (Talib & Saat, 2017). MapdAAnAa, To Social
Proof €xel CUOYETIOTEN KAl JE TNV TTAPOPUNTIKA AYOPACTIKI) CUPTTEPIPOPA, KUPIWG O YnPlokd
TTEPIBAAAOVTA TTOU EVOWHATWVOUV KOIVWVIKA XOPAKTNPIOTIKA, OTTWGS TA HECA KOIVWVIKNAG
OIKTUWONG Kal ol ayopég Héow influencers. e TéTola TTAQiCIA, N cuveXnG £kBeon o€
KOIVWVIKEG EVOEIEEIC DNUOPIAIAG UTTOPEl va evioXUOEl Th ouvaioBnuaTikni diéyepon Kal TNV
KOIVWVIKA OUYKPIOT, 0dnNywvTag o€ o auBdpunTeg ayopaoTikég atro@doelg (Djafarova &
Bowes, 2021; Wang et al., 2021). Qo1600, n emidpacn Tou Social Proof dev epgavideTal wg
OMOIGPOPEPN OUTE WG TTAVTOTE KABOPIOTIKN. H auéavouevn €COIKEIWON TWV KATAVOAWTWY UE TIG
TTPOKTIKEG WYNPIOKOU PAPKETIVYK, KABWGS Kai n d1ddoon KN aubBevTIKWY ) TTapaTToiNUéVWY
aflohoynoewv, Qaivetal va evioxUouv TNV KPITIKA oTAon amévavTl OTIG KOIVWVIKES EVOEIEEIC,
TTEPIOPICOVTAG TNV ATTOTEAETUATIKOTNTA TOUG OTAV EQAPUOCOVTAI JEPOVWHEVA ) XWPIG
OTPATNYIKO GUVOUGCUO e GAAO WuxoAoyika triggers. ZuvoAikd, To Social Proof diatnpei
OoNUavTIKG POAO OTO WNQIAKO TTEPIBAAAOV WG UNXAVIOUOGS EVIOXUONG TNG EPTTICTOCUVNG KAl
OleUKOAUVONG TG AWNG ayopaaTIKWY atmo@docwy. QoTO00, N AsIToupyia Tou @aiveTal va
gival TTEPICOOTEPO CUUTTANPWHATIKI KOI EEQPTWHEVN ATTO TO TTAQICIO EQAPUOYAS TOU, GTOIXEIO
TTO0U dIKaloAoyei Tn ouveEETaor) Tou e dAAa psychological triggers o1o gvvoloAoyikd TTAQicI0

TNG TTAPOUCaG OITTAWUATIKAG Epyaciag.

2.4 Scarcity

H avtIAnTrt éAAeiyn (Scarcity) atroteAei Evav atrd Toug TTAEoV KaBiEpwpévoug WUy OAoYIKOUG
pnxaviopoug emppong oTo digital marketing. H Baoikr apxr) Tou scarcity facifetal oTnv 140N
TWV KOTAVOAWTWY va atrodidouv PeyaAlTepn agia o€ ayabd Kal uTtThpeaieg TTou BewpouvTal
TTEPIOPIOHEVA WG TTPOG TN B1aBECIPOTNTA ) TOV XPOVO attokTNonG Tous. OTav éva TTpoidv
yiveTal avTIAnTITé wg oTTdvio i DIABECIKO VIO TTEPIOPICHEVO XPOVIKO DIACTNHA, EVEPYOTTOIEITAI
N aioBnon eTeiyovrog, yeyovog TTou UTTopei va emmiTayxUuvel T AQyn ayopaoTIKWY aTToQAcEwy
(Gupta & Gentry, 2019; Hamilton et al., 2019).

2710 Ynolakoé repIBdAlov, To scarcity eQapuoleTal KUPIWG HECW UNVURATWY TTEPIOPICHEVNG
TTo0OTNTAG i XPOVIKAG O1008e01udTNTAG, OTTWG evOEiCEIG «TEAEUTaIO TEPAXIaY», «UOVO YIa

onuepa» A «n Tpoc@opd Afyel cuvtouax». Ta epeBioparta auTtd PEIVOUV Tov XPOVo Kal TO



BABoG TNG YVWOTIKAG ETTEEEPYATIAG TWYV TTANPOYPOPIWYV, AUEAvovTag TNV TeavoTnTa
ouvaioOnuaTikd KaBodnyouuevwy 1 auBépunTwy ayopacTikKwy amo@acewyv (Wu et al., 2021).
H ouyxpovn BiBAioypagia avadeikvuel oTevh) oxéon METAEU TOU scarcity Kal TNG TTapOPPNTIKAG
QayopOOTIKIG CUPTTEPIPOPAG, 181aiTepa aTo TTAiCIO Twy flash sales kal Twv xpoviké
TTEPIOPIOHEVWY online TTpoa@opwV. EPTTEIPIKEG HEAETES DEiXVOUV OTI OI KATAVOAWTEG TTOU
EKTIBEVTAI O€ TETOIEG TTPAKTIKEG EPPAVICOUV augnuévn TTIBAvOATNTA VA TTPAYHATOTIOINCOUV
AYyOPEG XWPIG TTPONYOUHEVO OXEDIAOHUO, KOBWGS O XPOVIKOG TTEPIOPICOG AEITOUPYET WG
KATtaAuTng ouvaioBnuatikig diéyepong Kai dueong dpdong (Martaleni et al., 2022; Hartono &
Ingriana, 2025).

MapdAAnAa, n avTIANTIT EAAEIYN PTTOPET Va £TTNEEAOEl Kal TR SlapdpPwaon ThG TTPOBsong
ayopdags, ASITOUPYWVTAG WG UNXAVIOUOGS ETTITAXUVONG TNG ayopadoTIKig diadikaciag. OTav ol
KAaTtavaAwTEG avTIAauBavovTal i £va TTPOIOV evOEXETAI va PNV gival dIABECINO OTO GUECO
HEANOV, augaveTal n TBaveTNTA AvATITUENG BETIKAG TTPOBECNS ayopds, aKOUn Kal o€
TTEPITITWOEIG OTTOU N apXIKA avaykn dev ATav éviovn (Gupta & Gentry, 2019).

QoT1600, n ammoTeAeouaTIKOTNTA TOU scarcity dev eival TTavtote dedopévn ouTe opoidpopen. H
BiBAIoypagia utrodeikvUel OTI N cuxvA A UTTEPPOAIKN XPrion XPOVIKA TTEPIOPICHEVWV
TTPOWBNTIKWYV TTPAKTIKWY YTTOPEI va 0dNynRoel e KOTTWoN A OUCTTIOTIA TWV KATAVOAWTWY,
MEIWVOVTAG TN HAKPOTTPOBET N aTTOTEAEOUATIKOTNTA TOU OUYKEKpPIPEVoU trigger (Hmurovic et
al., 2023). EmrirAéov, o€ repIB&GAAovTa GTToU 01 KaTavaAwTEG gival 1I1IaiTEPpa EE0IKEIWMEVOI JE
TIG TTPAKTIKEG AUTEG, TO Scarcity @aiveTal va A&ITOUpYEi TTEPICCOTEPO GUUTTANPWUATIKG TTapd
WG AUTOVOHOG UNXAVIOUOG ETTIPPONG.

2UVOAIKQ, TO scarcity diatnpei onuavTtikd poAo oTn dIAPNOPPWON TNG KATAVAOAWTIKAG
OUNTTEPIPOPAG OTO WNPIOKS TTEPIBAANOV, KUPIWG WG INXaVIOUOG evioxuong TnG aiobnong
ETTEIYOVTOG KOl EVEPYOTTOINONG TTAPOPUNTIKWY avTIOpdoewy. QOTOC0, N ATTOTEAECUATIKOTNTA
TOU €€apTAaTAI 0€ PEYAAO BaBPO atTd TO TTAQICIO EQAPPOYAS TOU KA TOV CUVOUAGHO TOU JE
AaAAa psychological triggers, oToixeio TTou dIKAIOAOYEI TN CUVEEETOOT] TOU OTO EVVOIOAOYIKG

TTAQio10 TNG TTapoUcag JITTAWMPATIKAG EpYaCiag.

2.5 Fear of Missing Out (FOMO)

To Fear of Missing Out (FOMO) atroteAei puxoAoyiké @aivouevo Tou oxeTiCeTal PUe Tov @OB0o
ATTWAEIOG PIOG ONPAVTIKAG EUTTEIPIAG, EUKAIPIOG I KOIVWVIKAG OUUPUETOXAG. ZTO TTAQiCIO TOU
digital marketing kai Twv online ayopwyv, To FOMO cuvdéetal dueca pe Tn ouvexr pon
TTANPOPOPIWY, TNV KOIVWVIKA GUYKPIoN Kal TN S10pKr €KBEO TwV KATAVAAWTWYV OTIG ETTIAOYEG

Kal TIG CUUTTEPIPOPES AAAWY xpnoTwv (Alfina et al., 2023; Samsura & Rufaidah, 2025).



H wnoiakni euon Twy online ayopwv evioxuel Tnv evepyoTroinon tou FOMO, kaBuwg ol
KAaTavaAwTEG eKTiIOEVTOI cuaTNUATIKG o€ eVOEICEIC KOIVWVIKAG dpaaTnpIdTNTag Kal dSnuo@IAiag,
OTTWG €1I60TTOINCEIS YIA TTPOCPATEG AYOPES, APIBUO TTPOROAWY TTPOIOVTWYV fj CUPHETOXT GAAWV
XPNOTWYV O€ TTPOCPOPES TTEPIOPICHEVNG Didpkelag. Ta epeBiouarta autd dnuioupyouyv TNV
aiocbnon 611 N YN APeon avTaTTOKpIon EVOEXETAI VO 0ONYACEI O OTTWAEIQ MIAG EUKAIPIAG,
evioxuovTag Tn ouvaioBnuartikr Trieon yia cupueToxn (Babu et al., 2026; Alfina et al., 2023).
H ouyxpovn BiBAioypagia deixvel 0TI To FOMO e1tnpeddel TOOO TN YVWOTIKI) 600 Kal TN
ouvalioOnuartikr diIAoTAoN TG KATAVAAWTIKAG CUUTTEPIPOPAG. € eTTITTEDO TTPAOECNG ayopdg,
0 POBOG aTTWAEIAG UTTOPET va evioXUOE€l TN BETIKA OTACN ATTéEVAVTI OTNV ayopd, KaBwg n
amo@acon dev BacifeTal ATTOKAEIOTIKA OTNV AEIOAOYNON TOU TTPOIOVTOG, OGAAG KAl OTNV AvAyKn
ATTOPUYNAG KOIVWVIKOU OTTOKAEIOHOU 1} OTTWAEIOG pIag Koiva atrodekThg emAoyAG (Arifin et al.,
2024; Babu et al., 2026).

MapdAAnAa, To FOMO £xel GUOXETIOTED 1I0IAITEPA EVTOVA PE TNV TTAPOPHNTIKA AYOPAOCTIKI)
OUNTTEPIPOPA. YTTO CUVONKES augnuévng XPOVIKAG TTiEONG i £VTOVNG KOIVWVIKNG oUYKPIoNG, Ol
KATavaAWTEG TEIVOUV va TTPOXWPEOUV OE AYOPES XWPIG EKTEVH YVWOTIKN £TTEEEPYQTia N
TTPOYPANMATIONO, YEYOVOGS TTOU 0dnyEi o€ auBOPUNTES Kal PN TTPOCXEDIAOUEVES ATTOPATEIG.
To elpnua autd empPefalvetal ammd eUTTEIPIKES PEAETES TTOU £€eTACouV flash sales kai online
TTPOWBNTIKES TTPAKTIKEG TTEPIOPIoHEVNG didpkeiag (Martaleni et al., 2022; Febrianty et al.,
2025).

H évraon Tou FOMO &¢v gival opoidopop@n yia 6AOUG TOUG KATAVOAWTEG, AAAG
dlapopoTToIEiTal avaAoya PE dNUoYPaAPIKA KAl CUUTTEPIPOPIKA XaPaAKTNPIOTIKA. NedTEPEG
NAIKIGKEG OUADEG KAl ATOUA ME UWNAR XPrON WNOIOKWY KOl KOIVWVIKWY TTAATQOPHWY
gM@avifouv auénuévn EVOAWTOTNTA OTO CUYKEKPIMEVO WUXOAOYIKO trigger, KaBWG N KOIVWVIKNA
oulykpion Kal n avaykn ammodoxng diadpauati¢ouv KevTpIKG poAo oTn dlaudpewaon TNG
KatavaAwTIKAG Toug cupTtrepipopdc (Djafarova & Bowes, 2021; Samsura & Rufaidah, 2025).
210 TAdiolo Tou digital marketing, To FOMO Acitoupyei cuyxvad CUUTTANPWHOTIKA pE GAAa
psychological triggers, é1Twg 10 scarcity kai 1o social proof, evioxuovtag Tn GUVoAIK)
ATTOTEAECHATIKOTATA TWV YNPIAKWY OTPATNYIKWYV £TTIppoNG. QoTdo0, n BiBAIoypagia
UTTOOEIKVUEI OTI N UTTEPBOAIKA | CUVEXNG EVEPYOTTOINCT TOU UTTOPEI va 0dNyRoEl 0€ KOTTWON
TWV KOTAVOAWTWY ] € apvnTIKA avTiAnwn TNG EPTTEIpiag ayopdg, TTEpIopifovTag Tn
HoKpoTTPpOBeaun amoTeAeOPATIKOTNTA Tou (Samsura & Rufaidah, 2025).

2UVOAIKG&, To FOMO aTtroTeAei Kpioluo wuxoAoyiko trigger o1o online repiBdAAov, pe 1Idiaitepa
IOXUPA ETTIdOPACT OTNV TTAPOPHNTIKI] OYOPACTIKA CUUTTEPIPOPA KOl DEUTEPEUOVTWG OTNV
TTP60eon ayopds. H peAETN Tou 0TO TTAQICIO TNG TTAPOUCAG £PEUVAG KPIVETAI OTTAPAITNTN YIA

TNV KaTavonon Tou TPOTTOU PE TOV OTTOI0 OUVAIOONUATIKOI UNXAVIOUOI ATTWAEIAG Kal



KOIVWVIKAG oUYKpPIoNG €TTNpeddouv TN Afywn ayopaoTIKWY aTToQAcEwY GTO aUyXPOovo Wnelakd

TTEPIBAAAOV.

2.6 Personalization

H egartopikeuon (personalization) atroTteAei évav atrd Toug TTAEOV KABOPIOTIKOUG KAl SUVAUIKA
eEeMloodpevoug punxaviopoug etmippor|g oTo digital marketing. Avagépetal oTnv TTPOCAPHOYN
TOU TTEPIEXOMEVOU, TWV BIAQNUICTIKWY JNVUUATWY KAl TWV TTPOTACEWV TTPOIOVTWY OTIG
QATOMIKEG TTPOTIMACEIG, AVAYKEG KAl TTPONYOUNEVEG CUPTTEPIPOPES TWV KATAVAAWTWY, HECW TNG
aglotroinong 9£dOUEVWY TTOU TTPOKUTITOUV ATTO TV WNQIOKK TOUG dpaocTnpiotnTa (Setyani et
al., 2019; Ampadu et al., 2021).

2710 online TrepIB&ANov, n eEaTopikeuaon UAOTTOIEITAI KUPIWG HECW AAYOPIBUIKWY CUCTNUATWY
TTOU avaAUouv TTANPOYOPIES OTTWG TTPONYOUUEVEG QYOPEG, IOTOPIKO avalnTHoEwWY,
OUNTTEPIPOPA TTAORYNONG KOl AAANAETTIOPACEIS e WNOIOKS TTEPIEXOPEVO. H TTPAKTIKA aUTH
EMTPETTEI OTIG ETMXEIPATEIC VA TTAPOUCIAlouv TTPoIidVTa Kal TTPOTACEIG TTou BewpouvTal
TTEPICOOTEPO TUVAPH VIO TOV EKACTOTE KATAVAAWTH, JEIWVOVTAG TN YVWOTIKI) TTPOCTTABEIN
TTOU aTTaITEITal YIa TNV agIoAOYNan eVOAAOKTIKWY ETTIAOYWY Kal IEUKOAUVOVTAG Tn diadikagia
Awnc ayopaoTikwy amopdacewv (Chen et al., 2019; Ampadu et al., 2021).

H &10vng BiBAIoypagia kaTadeikvuel 0TI n e€aTopikeuon emmnpeddel Aueca Kal BeTIKA TNV
TTPp60eon ayopdg. O1 KaTavaAwTEéG TEIVOUV VO AVTATTOKPIVOVTAI EUVOIKOTEPQ O€
TTPOCWTTOTTOINKEVO TTEPIEXOUEVO, KABWGS auTd vioyUel TNV avTIAGUBAVOPEVN OUVAPEID KOl
XPNOIMOTNTA TNG TTAATPOPHAG, SNUIOUPYWVTAG AioBNUa aTTOTEAECUATIKOTATAG KAl
gMTMOTOOUVNG TTPOG TO brand r) To NAekTpovikO kKataoTnua (Setyani et al., 2019; Ampadu et
al., 2021). Otav o1 TpoTdoelg yivovTal avTIANTITEG WG TTPOCAPHOCHEVES OTIG TIPOCWTTIKEG
avaykeg, augavetal n moavétTnTa dlapdpewaong BeTIKAG oTdong Kal TTPdBeang ayopdc.
Mépav TNG TPOBeong ayopdc, n eEATOUIKEUON £XEI CUOXETIOTEN KA JE TNV TTAPOPUNTIKA
AyopPOaOTIKI) CUMTTEPIPOPA. H ouvexnG £KBEON TwV KATAVOAWTWY OE TTPOCWTTOTTOINKEVES
TTPOTACEIG KOTA TN SIGAPKEIQ TNG TTEPINYNONG HEIWVEI TIG YVWOTIKEG AVACTOAEG KAl AUEAVEl TNV
mMBavéTNTa auBSPUNTWY AYOPACTIKWY attodocwy. H aioBnon 611 éva rpoidv «Taipiddel
atmmOAUTA» OTIG TIPOCWTTIKEG AVAYKEG I TTPOTIMACEIG AEITOUPYET WG KATAAUTNG yIa TN ypriyopen
peTaBaon atod Tn okéwn oTtn dpdon (Babatunde et al., 2025; Panda et al., 2023).

IS1aiTepo evdiagEpov TTapouaidlel To yeyovog 0Tl n e€atouikeuon @aiveTal va Asitoupyei 7600
o€ yvwaTiké 600 Kal o€ ouvaioBnuaTiké eTrimedo. ‘Epeuveg oTov xwpo Tou neuromarketing
UTTOOTNPICOUV OTI TO TTPOCWTTOTTOINUEVO TTEPIEXOUEVO EVEPYOTTOIET BETIKEG TUVAIOONUATIKES

avTIOPAOCEIG, KOBWG 01 KATAVOAWTEG aloBAavovTal 0TI N TTAATQOPPA «KTOUG KATAVOE» KAl



QVTOTTOKPIVETAI OTIG ATOMIKEG TOUG TTPOTIMACEIG, EVIOXUOVTAG TN ouvaIoBNUaTiK ouvOeon Je
10 brand (Babatunde et al., 2025).

QoT600, n ammoteAeopaTikOTNTA TNG £€aTouikeuong O¢v gival kaboAikr. H BiBAloypagia
emonuaivel 6Ti N 0TACN TWV KATAVOAWTWY GTTEVAVTI GTNV TTPOCWTTOTTOINGN SIa@OPOTTOoIEiTAl
avaAoya Je To TITTEDO WNQIAKAS E0IKEIWONG Kal TNV avTiAnwn yupw atrd TNV I8IWTIKOTNTA
Kal T Xpron TTPOCWTTIKWY dedOUEVWY. KAaTavaAwTEéG e UWPNASTEPN WNQIAKK EPTTEIPIA TEIVOUV
va avTiAauBdavovTal TNV e6ATOUIKEUON WG AEITOUPYIKI KAl WQENIUN, EVW AIYOTEPO EEOIKEIWUEVOI
XPAOTEG EVOEXETAI VA TN BILOVOUV WG TTAPEUPRATIKN 1] atrelAnTik (Kumar et al., 2022; Setyani
et al., 2019).

H avtiAnwn dia@dveiag kal eEAEyxou oTn dIaxEipIon TV TTPOCWTTIKWY dEDOUEVWV
avadeIkVUETAI, CUVETTWG, WG KPIOIPOG TTAPAYovTaG yia Tn BeTIKR atmodoxn ThG ¢aTouikeuong.
OT1av ol TTPOCWTTOTTOINUEVES TTPAKTIKEG YiVOVTal QVTIANTITEG WG UTTEPPOAIKES 1} adlo@aveic,
EVOEXETAI VA TTPOKOAECOUV DUOTTIOTION KAl ApVNTIKF OTACT aTTévavTl oTo brand, Trepiopifovtag
TN HOKPOTTPOBEC N ATTOTEAEOUATIKOTNTA TOU OUYKEKPIEVOU psychological trigger (Ampadu et
al., 2021).

ZUVOAIKA, N e€aTopikeuan ouvioTd £va oUvOeTo Kal TTOAUBIACTATO WUXOAOYIKO trigger, PeE
IoXupn €midpacn T6c0 aTnv TTPOBeon ayopdg 600 Kal OTNV TTAPOPMNTIK) ayOopacoTIKA
oupuTrePIPopd. H digpelvnor] TG oTo TTAQICIO TNG TTAPOUCAG £PEUVAG KPIVETAI KEVTPIKAG
onuaciag, kKabwg auvdéeTal Aueca Pe OAa Ta epeUVNTIKA EPWTAMATA KAl avadeIKVUETAl WG

BOCIKOG PNXAVIOPOG ETTIPPONG OTO OUYXPOVO WN@PIaKO TTEPIBAAAOV ayopwv.

2.7 20vBeon TnG BiBAloypagiag kal EvvoloAoyiko MAaiolo Tng
‘Epeuvag

H avdAuon tng cuyxpovng BiBAIoypagiag kaTadeikvuel 6T Ta WuxoAoyikd triggers atroteAolv
KEVTPIKG oTOIXEIO TwV oTpaTnyIKWyV digital marketing kai eTTnpedfouv oucIAoTIKA TN
CUNTTEPIPOPA TWV KATAVAAWTWY oTo online repiBdAAov. MapdTi kGBe trigger di1aBETel dlakpITd
XOPAKTNEIOTIKA KAl JNXaviopoug Asiroupyiag, n BiBAIoypagia ouykAivel 0To OTI N TTPAYUATIKH
TOUG I0XUG avadelkvUeTal OTaV £CETACOVTAI WG PHEPOG £VOG EUPUTEPOU WUXOAOYIKOU TTAaICiou
ETMPPONG Kal OX1 WG pepovwuéva epeBioparta (Chan et al., 2017; Redine et al., 2022).

Ta Social Proof, Scarcity, Fear of Missing Out (FOMO) ka1 Personalization Asitoupyouv
OUNTTANPWHATIKA, EVEPYOTTOIWVTAG TOOO YVWOTIKEG OO0 KAl CuvaloOnuaTiKEG dIEPYATIiES TWV
kKaTavaAwTwyv. To Social Proof cupBdaAAel otn peiwon Tng avtiAauBavouevng apepaidotnTag

MEOW TNG KOIVWVIKAG ETTIBERAIWONG KAI TG EUTTIOTOOUVNG TTOU OTTOPPEEI OTTO TIG ETTIAOYEG
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aAwv xpnotwyv (Cialdini, 2021; Filieri et al., 2015). To Scarcity kai Ta XpovIK& TTEPIOPICUEVA
MnvUuata evioxUouv Tnv aioBnon emeiyovrog, Trepiopiovrag Tov dIaBEéaipo Xpovo yia
agloAdynon kai augdvovrag tnv meavotnTa duecng ayopacTikAg dpdong (Hamilton et al.,
2019; Wu et al., 2021).
MapdaAAnAa, To FOMO evioxUel Tn Suvapikr] TNG KOIVWVIKAS OUYKPIONG Kail TG avTiAnywng
ATTWAEING EUKAIPIWY, AEITOUPYWVTAG WG CUVAIOONUATIKOG KATAAUTNG TTOU UTTOPET va 00Ny oEl
O€ auBOPUNTEG Kal N TTPOOXEDIACHEVEG AYOPAOTIKEG ATTOPACEIG, IDIAITEPA O€ TTEPIBAAAOVTA
uywnANg KoIvwvikAG Kal Xpovikng Trieong (Alfina et al., 2023; Martaleni et al., 2022). H
eCaropikeuon, atmd TNV AAAN TTAEUPd, PEIWVEL TN YVWOTIKA TTPOCTIABEIN TOU KATAVOAWTH,
evioxUel TNV avTIAQUPBaVOUEVN CUVAPEID TOU TTEPIEXOMEVOU Kal dNUIOUPYEI ouvaloOnuaTIKh
ouvdeon Pe TNV TTAAT@Oppa i To brand, eTnpedfovtag 1600 Tn ouveldnTr) TTPGBeon ayopdg
OO0 Kal TNV TTAPOPHNTIK) ayopacTIKA cuuTTepIpopd (Setyani et al., 2019; Ampadu et al.,
2021; Babatunde et al., 2025).
H BiBAloypagia eTmionuaivel 0TI o1 TTAPATTAVW PNXavIouoi emdpoUV Kupiwg o€ dUo BaCIKEG
OIa0TACEIG TNG KATAVOAWTIKAG CUPTTEPIPOPAG, TNV TTPOBECN ayopdag Kal TNV TTAPOPHNTIKN
ayopaoTIKr) CUNTTEPIPOPA. H TTpdBecn ayopdc cuvdEeTal TTEPICOOTEPO UE YVWOTIKEG
afloAoynoeig, 6TTwG N avTIAauBavouevn XpNoiuoTnTa, N EUTTIoTooUvn Kal N CUVAQEIa TwWV
TTPOTACEWY, EVW N TTAPOPHNTIKA ayopacTIKA CUPTTEPIPOPAG TTNPEAleTal a€ JEYOAUTEPO Babud
atrdé cuvaloBnuaTikoug, KOIVWVIKOUG Kal XpovIKG TTeplopiouévoug TTapdayovTteg (Badgaiyan &
Verma, 2015; Redine et al., 2022).
MapdAAnAa, TTANBoG peAeTwy avadeikvuel 0TI n eTidpacn Twv psychological triggers dev givai
OHOoIOPOP®PN YIa OAOUG TOUG KATOVAAWTEG. ANPOypa@IKA XapaKTNPIOTIKA, OTTWG N NAIKia,
KOBWG Kal CUPTTEPIPOPIKA XOPAKTNPIOTIKA, OTTWG TO ETTITTESO YNQPIAKNG £COIKEIWONG KAl N
éviaon XPnong YneIakwy TTAATQOPHWY, @aiveTal va dia@opoTTolouv Tov BaBud aviatmokpiong
OTa OUYKeKpIPéva epeBiopara (Kumar et al., 2022; Atulkar & Kesari, 2018).
Me Bdon ta TTapatrévw, dIANOPPUWVETAI £Va EVVOIOAOYIKO TTAQICIO GTO OTTOIO T WUXOAOYIKA
triggers Tou digital marketing (Social Proof, Scarcity, FOMO ka1 Personalization) Asitoupyouv
WG avegApTNTEG METARANTEG TTOU ETTNPEEGCOUV TN CUPTTEPIPOPA TWV KATAVOAWTWYV Kal
€I0IKOTEPA TNV TTPOBECT ayopAas Kal TV TTAPOPHNTIKI) QyOPACTIKI) CUMTTEPIPOPG. Ta
ONUOYPAPIKA KOl CUPTTEPIPOPIKA XAPAKTNPIOTIKA TWV KATAVOAWTWY £EETACOVTAI WG
TTapAyovTeG dlIaQopoTToinoNG TNG £vTaong Kal TNG KaTelBuvong Twv TTapaTTdvw OXECEWV.
H ouvBeon g BiBAIoypagiag avadeikvuel, TEAOG, Eva OaPEG EPEUVNTIKO KeVO. MapdT
uTTdpyouv PEAETEG TTOU €€eTAdOUV pepovwpéva psychological triggers 1} eoTiafouv
QTTOKAEIOTIKG €iTe OTNV TTPGOBECN AyopdG €iTE TNV TTAPOPUNTIK AYOPACTIKA CUNTTEPIPOPJ,
TTEPIOPIOUEVOG APIBUOG EPEUVWIV £EETACEI TUVOUAOTIKA TNV €TTiIdpacn Twv Social Proof,
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Scarcity, FOMO ka1 Personalization oT1o TAaiolo Tou digital marketing, Aaufdvovrag
TAUTOXPOVA UTTOWN TIG DIAPOPOTTOINTEIG JETALU DIAPOPETIKWY OPAdwyV KaTtavailwTtwy (Redine
et al., 2022). To kevd auTo emmXeIpei va KaAuyel n TTapoloa SITTAWMATIKN Epyaaia,

ouvoiovTag Tn BewpnTIKN yVwaon Pe EUTTEIPIKA dedouéva.

2.8 20vdeon 1nG BiBAloypagiag ye Ta EpeuvnTikd EpwTpaTa
H ouvBeon Tng BIBAIOYpa®iag TTOU TTAPOUCIACTNKE OTIG TTPONYOUUEVEG EVOTNTEG KATEDEIGE OTI
Ta WYuyoAoyikd triggers atroteAoUV KEVTPIKOUG UNXAVIOPOUG £TTIPPONRG aTo TTAdicIo Tou digital
marketing, eTTnpedfovtag T600 YVWOTIKEG 000 KAl CUVAIOBNUATIKEG dIEPYATiES TwV
KatavaAwTwy oTo online TrepIBdAAov (Chan et al., 2017; Redine et al., 2022). EidikéTepa, Ta
Social Proof, Scarcity, Fear of Missing Out (FOMO) kai Personalization éxouv avadeix0ei wg
BaoiKoi TTAPAYOVTEG TTOU OXETICOVTAI AUECT PE KPIOIUEG EKPAVOEIG TNG KATAVOAWTIKAG
OUUTTEPIPOPAG.
H &10vn¢ BiBAIoypagia uttooTnpilel 0TI Ta CUYKEKPIUEVa psychological triggers cuvdéovTal
KUpiwg pe dUO BIAoTACEIS TNG KATAVAAWTIKNG GUUTTEPIPOPAG, TNV TTPOBecn ayopdgs Kai TNV
TTAPOPUNTIKA ayopaoTIKA CUPTTEPIPOPA. H TTpdBeon ayopdg oXeTICETaI PE TTIO GUVEIONTES KAl
aloloyikég diepyacdieg Afwng amméeacng, EVw N TTAPOPUNTIKI) ayOPaaTIKI) CUUTTEPIPOPG
OUVOEETAI OUXVOTEPA PE OUVAIOONPATIKOUG KAl KATAOTACIAKOUG TTAPAYOVTEG, OTTWG N
ouvaioOnuatikA SIEyEPON, N XPOVIKN TTiECN Kal N KOIVWVIKN €mmippor] (Badgaiyan & Verma,
2015; Redine et al., 2022). NapdAAnAa, epeuvnTiKa eupriuata deixvouv OTI n £€VTaon Kal O
TPOTTOG PE TOV OTTOIO Ol KATAVOAWTEG AVTATTIOKPIVOVTAI OTA £V AOYW £peBiopaTa
dlagpopoTTolouvTal avAAoya Je dNUOYPAQPIKA KAl CUTTEPIPOPIKA XAPAKTNPIOTIKA, OTTWG N
NAIKia, To @UAO, TO €TTITTEDO WNQPIAKNG EE0IKEIWONG KAl N XPON WYNPIOKWY TTAATQOPHWY
(Atulkar & Kesari, 2018; Kumar et al., 2022).
QoToo0, Tapd Tnv ekTevr] BIBAIOYpAIa, TTAPAUEVEI TTEPIOPICUEVOS O APIBUOG UEAETWV TTOU
eEeTdCouv ouvduaOoTIKA TNV €TTiIdpacn Twv Bacikwy psychological triggers oTo TTAQiCI0 TOU
digital marketing, AaupdavovTtag Tautdxpova uttTéyn 1600 TNV TTPOBECN ayopdg 60O Kal TNV
TTAPOPMNTIKA AyOPACTIK) CUPTTEPIPOPA, KABWG Kal TIG dIAPOPOTTOINCEIG HETAEU BIAQPOPETIKWV
opadwyv katavaAwTwyv (Chan et al., 2017; Redine et al., 2022). To gpeuvnTiKd auTtd KEVO
KaBIOTA avaykaia pia o OAOKANPWHEVN EUTTEIPIKA TTPOCEYYIOT).
Me Baon Ta TTapatavw, n TTapouca dITTAWPATIKN epyaaia uloBeTel SIEPEUVNTIKN TTPOCEYYION
Kal S1aTUTTWVEI Ta aKOAOUBA €PEUVNTIKA EPWTAMATA:

1. TMoia gival Ta Baoikd WuxoAoyikd triggers TTou €TTNPEACOUV TN CUUTTEPIPOPA TWV

karavaAwTwyv oTo TTAdiolo Tou digital marketing;
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2. Me mroiov TpOTTO Ta WUXOAOYIKA triggers (Social Proof, Scarcity, Fear of Missing Out
kal Personalization) ernpedfouv Tnv TTpdBecn ayopdg Kai TNV TTAPOPHNTIKA
AyOPOCTIKI) CUMPTTEPIPOPA TwV KaTavaAwTwy oTo online TrepiBAaAAov;

3. TMNwg diagopoTroicital n emidpacn Twv WPuxoAoyikwy triggers avaloya Pe dnuoypa@Ika
KAl GCUMTTEPIPOPIKA XAPAKTNPIOTIKA TWV KATAVAAWTWY, OTTWS N NAIKia, To UAo, TO
eTTEd0 WYNQIOKNG £E0IKEIWONG KAl N XPHON WNQIAKWY TTAATPOPUWY;

H digpelvnon Twv TTapatTrédvw epWTNUATWY ATTOOKOTTEI TNV EUTTEIPIKA ETTIRERAIWON KAl
eUBAbuvon Twy BewpnTiKWY BEcewyY TTOU £X0UV avadelxOei ot BIBAIoYpagia, cupBAaAAovTag
OTn OUVOAIKOTEPN KATAvONnon TNG AsiIroupyiag Twv psychological triggers oT1o cUyxpovo
WNQIaKO TTEPIBAAAOV ayopwyv. Ta atToTEAEOUATA TNG EUTTEIPIKAG AVAAUONG AvauEVETAl va
TTPOCPEPOUV XPACING CUNTTEPAOUATA TOOO o€ BewpnTIKO £TTITTESO GO0 KAl O€ ETTITTESO

TTPOKTIKAG EQAPHOYAG YIa TOV OXEOIOONO ATTOTEAECUATIKWY oTpaTtnyikwy digital marketing.

KEDPAAAIO 3: MEOOAOAOTIA EPEYNAZ

3.1 EpeuvnTikdG 2xe01a0UOC

H tTapouca SITTAWMPATIKY EPYaTia UIOBETEI TTOTOTIKI) EPEUVNTIKI TTPOCEYYICT), ME OTOXO TN
dlepelivnon TNG €Tidpaong CUYKeEKPINEVWY WuxoAoyikwy triggers Tou digital marketing otn
CUNTTEPIPOPA TWV KATAVOAWTWY 0TO Wn@lakd epIBAAAov. H emiAoyr TnG TTOCOTIKAG HEBODOU
KpiveTal KATAAANAN, KaBwg ETITPETTEI TN CUCTNUATIKA GUAAOYR Kal avaAuon dedouévwy atrd
MEYAAO apIBUS CUPPETEXOVTWY, KOBWG Kal T OTATIOTIKY SIEPEUVNON TWV OXE0EWV PETAEU TWV
peTaBANTWY TNG épeuvag. Méow TNG TTOOOTIKAG avaAuong kabioTatal duvaTh n atroTuTTwon

OTACEWY, QVTIAWEWY Kal TTPOBEGEWY TWV KATAVOAWTWY GTO WN@Iako TTePIBAAAOV ayopwv.

3.2 MeBodoAoyia BiBAioypagpikAc AvaokdTThong

Mpiv atmé TN dIoPOPPWON TOU EPEUVNTIKOU OXEDIAOUOU Kal TOU EPWTNUATOAOYIOU,
TTPOYHATOTTOINBNKE CUCTAMNATIKA BIBAIOYPAPIKA AVACKATTNON PE OTOXO TOV EVTOTTIONG Kal TN
XOPTOYPAPNON TNG UPIOTAPEVNG ETTICTNHOVIKAG YVWONG OXETIKA UE Ta WuXoAoyIkd triggers
oto digital marketing ka1 TN CUPTTEPIPOPA TWV KATAVAAWTWY OTO OIGBIKTUAKS TTEPIBAAAOV.
H BiBAIoypa@ikry avalritnon d1e¢rix0n akoAoubwvTag TIG KATEUBUVTHPIEG YPAUMES TOU
TTpwTokOAAoU PRISMA (Preferred Reporting Items for Systematic Reviews and Meta-
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Analyses), TTpoKkeIuéVoU va SIac@aAIoTE N DIOPAVEIQ, N CUCTANATIKOTNTA Kal N

aAvaTTapaywyIhNoTNTa TNG d1adIKaaiag ETTIAOYAG TWV HEAETWV.

3.2.1 Bdaoeig Aedopévwyv kal NAEEEIG-KAEIDI

H avalnAtnon TpayuatoTToifinke otnyv TmoTnUoVIKn Bdon dedouévwy Google Scholar, n
oTroia Bswpeital KAaTdAANAn yia Tn cUAAoyR £ykupng Kal ouyxXpovng dieBvoug BiAloypagiag
OTOUG TOEIG Tou marketing, TNG YuxoAoyiag Kal TNG KATAVOAWTIKAG CUPTTEPIPOPAG. O1 AECeIg-
KA€10IA eTTIAEXBNKAV Pe BAon Ta epeuvnTIKA EPWTANATA KOl TIG BACIKEG HETAPBANTES TNG
TTapoucag PEAETNG. XpnaidoTroienkav ouvouacouoi 6pwv oTnV ayyAIKr YAWooa e Tn xprion

Aoyikwyv TeAeoTwy (and), 6TTwg TTapouaialovTal otov lMivaka 1.

MMivakag 1: Aé€eig-kA€i1d1d kai ouvduaouoi avalntnong yia m BiBAIoypa@Ikn avaokomnon

Oepomikn Nepioyn Negaig - khaibia
digital marketing and consumer behavior, online marketing
Digital Marketing and purchasing behavior
Psychological Triggers psychological triggers and digital marketing
social proof and online reviews, social proof and consumer
Social Proof behavior
scarcity marketing and online shopping, limited time offers
Scarcity and impulsive buying
fear of missing out and consumer behavior, FOMO marketing
Fear of Missing Qut (FOMQ) and online purchases
personalization and consumer behavior, personalized
Personalization advertising and purchase intention
Consumer Behavior online consumer behavior and digital marketing

purchase intention and digital marketing, purchase intention
Purchase Intention and psychological triggers

impulsive buying and online shopping, impulse buying and
Impulsive Buying digital marketing

H Si10dikaoia €TTIAOYNG TWV PHEAETWY ATTOTUTTWVETAI 0TO AlIGypapua 1, To OTT0i0 TTAPOUGCIAlEl
QAVOAUTIKA T OoTAdIA EVTOTTIOHOU, EAEyXOU, AgIOAOYNONG Kai TEAIKAG €évTagng Twv dpBpwy oTn

BiIBAIOYpaQIK) avaoKOTTnoTn, cUupgwva pe To PRISMA.
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Identification of studies via databases and registries

Records identified on

Records removed before screening:
* Duplicate records removed (n = 38)
. Records marked as ineligible by

(n = 69)

»
automation tools (n = 0)
Google Scholar (n = 380) e Records removed for irrelevance to
this review (n = 0)
Records excluded based on title and abstract
Records screened (n = 342) > (n = 273), including studies published
earlier than 2015
Records sought for retrieval )
& #» Records not retrieved (n = 0)

Records assessed for
eligibility (n = 69)

Records excluded (n = 28)
Not focused on psychological triggers in digital
marketing (n = 10)
No examination of purchase intention or impulsive
buying (n=7)
Offline context or non-digital purchasing environment (n = 5)

(n = 41)

grrmm—

c

2 Studies included in review
—/

Aigypaupa 1: Aiaypauua pong PRISMA 1n¢ diadikaaiag emiAoyng HeAETwV

H apxiki avadntnon amédwaoe ouvolikd 380 eyypa@ég. MeTd Tnv a@aipeon Twv dITTAOTUTTWY

apBpwv (n = 38), Tpoékuywav 342 eyypa@Eg, ol OTToiEG e¢ETAOTNKAV BACE! TITAOU Kal

TEPIANYNG. ATTé auTég, 273 dpBpa attokAgioTnkav AOyw PN CUVAPEIOG PE TO QVTIKEIUEVO TNG

¢peuvag, ouptTepIAapBavopévwy JEAETWYV TTOU gixav dnuoaoieuBei Tpiv 1o 2015. Z1n cuvéxela,

69 apBpa aglohoynOnkav o€ TTAAPES KEINEVO, €K TWV OTTOIWV 28 atTokAgioTnKAV AGyWw
EMepng eoTiaong ota wuxoAoyikd triggers Tou digital marketing, atrouciag e¢étaong Tng
TTP60eaoNG ayopdg ) TNG TTAPOPUNTIKAG AYOPACTIKAG CUPTIEPIPOPAS 1 ETTEIDN apopoUcav
atrokAeloTiKG offline TepIBaAAovTa ayopwv. TEAIKA, 41 peAETEG OCUPTTEPIAAPONKAY OTN

BiBAIOYpO@IK) AvOOKOTINON.

O1 emmAeyéveG HEAETEG XpNOIKOTTOINONKAY TOCO Yia Tr BewpnTIKA TEKUNPIWON TNG £pEUVag

600 Kal yia TN SIaNOPPWaon TOU EPEUVNTIKOU EpyaAcgiou.
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3.3 EpeuvnTtiko EpyaAcio

o TN CUAAOYA TWV TTPWTOYEVWY BEBOPEVWV XPNOIKUOTTOINBNKE dOUNUEVO EPWTNMATOASGYIO, TO
oTT0i0 OXedIACTNKE EIDIKA VIO TOUG OKOTTOUG TNG TTapoucag dITTAWUATIKAG epyaciag. H
AVATITUEN TOU EpwTnUaToloyiou BacioTnke oTn oxeTIK d1EBvR BIBAIOYpagia TTou agopd Ta
WuxoAoyikd triggers oTo digital marketing, Tn CUUTTEPIPOPA TWV KATAVOAWTWYV KAl TV
TTAPOPUNTIKA AYyOPACTIK) CUPTTEPIPOPA, PUE OTOXO TNV AGIGTTIOTN KOI CUCTNUATIKA ATTOTUTTWON
TWV UTTO MEAETN PETABANTWV.

To epwTnUaTOASYIO atToTEAEITAI ATTO DIAKPITEG BEPATIKES evOTNTEG. H TTpWTN evOTATA
TTEPIAAPPBAVEI EPWTACEIG TTOU APOPOUV TA dNUOYPAPIKE KAl BACIKA CUPTTEPIPOPIKG
XOPAKTNPIOTIKA TWV CUPPETEXOVTWY, OTTWG N NAIKIa, To QUAO, To eTTiTTedO eKTTaid®EUONG, O
BaBubdg WneIoKAG £COIKEIWONG, N OUXVOTNTA TTPAYHATOTTOINONG online ayopwy, o TUTTOG
OUCKEUNG TTOU XPNOIUOTTOIEITAI VIO TIG AYOPES AUTEG, KABWG KAl 0 XPOVOG XPAONG TWV HECWYV
KOIVWVIKAG BIKTUWONG.

O1 emméueveg evoTnTEG £0TIAOUV OTa Bacik& WuyoAoyikd triggers Tou digital marketing.
Zuykekpipéva, n evotnta Tou Social Proof e€etdlel Tnv eTTidpacn Twv afloAoyRocwy, Twv
KPITIKWYV KAl TNG AVTIANTITAG CUMTTEPIPOPAS AAAWV KATAVAAWTWY OTN AfYn ayopacTIKWY
ammopdacewyv. H evétnta Tou Scarcity eoTialel atnv avrIANTITH EAAEIYN KOl TOV XPOVIKO
TTEPIOPIOHO, OIEPEUVWIVTAG TOV POAO OTOIXEIWV OTTWG N TTEPIOPICHEVN BIABECINOTNTA KOl Ol
XPoVIK& deopeupéveg TTPoo@opES. MapdAAnAa, n evotnta Tou FOMO atroTuttwvel Tov Qoo
QTTWAEIOG EUKAIPIWV Kal TNV aicBnon KOIVWVIKAG TTIEONG TTOU EVOEXETAI va ETTNPEACEI TN
CUMTTEPIPOPA TWV KATAVAAWTWY oTo wn@iako TepiBdAAov. H evotnta Tou Personalization
€&eTadel TOV BaBPG OTOV OTIOIO TO TTPOCWTTOTTOINKEVO TTEPIEXOUEVO KOl Ol EEATOMIKEUPEVES
TTPOTACEIG TTPOIOVTWY ETTNEEACOUV TIG online ayopacoTIKEG ATTOPACEIG.

TENOG, TO epWTNUATOASYIO TTEPIAAUPBAVEI EVOTNTA TTOU ATTOTUTTWVEI TN CUUTTEPIPOPA TWV
KATAVOAWTWY PECW TNG TTPOBE0NS ayopdg Kal TNG TTAPOPHNTIKAG AyOoPAOTIKNAG
CUMTTEPIPOPAG, ETTITPETTOVTAG TN BIEPEUVNON TNG OXEONG METAEU TWV WUXOAOYIKWYV triggers Kai
TWV KATavoAwTIKWYV avTidpdoewv oTo TTAaiolo Tou digital marketing.

OAeg o1 dnAwoeig aglohoynBnkav péow tevraBaduiag KAipakag Likert, 6mrou n 1ipn 1
avTIoToIXEl 0TN ONAWGON «Ald@wVwW TTAAPWS» Kal N TINA 5 aTn dAAWGCN «ZUPQWVW aTTOAUTOY.
To TTANPES EPWTNHOTOAGYIO TTOU XPNOIKOTTOINONKE yia Tr UAAOYN Twv SeSONEVWY TNG

TTapoucag épeuvag TrapatiOeTal ato Mapdptnua A.
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3.4 MeTtaBAnTéG TNG ‘Epeuvag

O1 yetaBAnTéG TNG €peuvag dlakpivovTal O avegapTnTeG Kal e€apTnuéves. QG avedptnTeg
MeTaBANTEG opiCovTal Ta WuxoAoyika triggers Tou digital marketing (Social Proof, Scarcity,
FOMO, Personalization). O1 e€apTnuéveS PETABANTEG TNG €PEUVAG APOPOUV T CUPTTEPIPOPA
TWV KATAVOAWTWY KAl TTEPIAAUBAVOUV TNV TTPOBE0N ayopdg Kal TNV TTAPOPUNTIKA AyopaoTIKN
OUUTTEPIPOPA.

Ta dNUOYPAPIKA KAl CUPTTEPIPOPIKA XAPOKTNPIOTIKA TWV CUUUETEXOVTWY, OTTWG N NAIKia, TO
QUAO, TO eTTITTEDO YNPIOKAG ECOIKEIWONG, N oUXvOTNTA online ayopwy Kai n Xprion yneiokwy
TTAATQOPHPWY, €EETAZOVTAI WG TTAPAYOVTEG DIAYOPOTTOINCNG, TTPOKEIUEVOU Va dlepeuvnBei av
Kal o€ TToI0 BaBuG diagopoTTololV TN oXEon METAEU TwV WUXoAoyIKwYV triggers Kail Tng

KATAVOAWTIKAG CUMTTEPIPOPTG.

3.5 MANBuouég kai Agiyua TG ‘Epeuvag

O TMANBuoAG - GTOXOG TNG £peuvag TTEPIAAPBAVEI GTOPA TTOU XPNOIUOTIOIOUV WNQPIAKES
TIAQTQOPHEG KAl TTPAYUOTOTTOIOUV 1 EVOEXETAI VO TTPAYMATOTTOIOUV OIODIKTUOKEG AYOPEG.
H emmiAoyr] Tou deiyuaTog TTpayuaToTIoINBNKE Pe pn Tuxaia dslyuaTtoAnwia eukoAiag,
KaBwg n TTPOoRacn OTOUG CUUMETEXOVTEG £YIVE HECW OIOBIKTUOKWY KAVAAIWV.

To epwTnuaToAdyIo dlaveunOnke NAEKTPOVIKA YEow TnG TTAaT@opuag Google Forms,
QgIOTTOIWVTAG JECT KOIVWVIKNAG BIKTUWONG Kal eTTayyeApaTikG SikTua, O0TTWwG TO LinkedIn,
KaBWG Kal pEow APEONG TTPOCEYYIONG CUUMETEXOVTWY, JE OKOTTO TNV £vioxuon Tou
peyEBoug Tou deiypaTtog. H cuppeToxr d€v BAcioTnKE O€ CUYKEKPIPEVA KPITAPIA
ETMAOYNAG, YEYOVOG TTOU ETTETPEWE T OUANOYT) dedopévwy aTTd ATopa PE DIOPOPETIKA
emTeda YNPIAKNG E0IKEIWONG KAl EPTTEIPIAG OTIG online ayopéEg.

To TeAIKO deiypa TNG €peuvag atroTeAcital ammd 102 EyKupeg aTTavVTAOEIG, APIBUOG TTou
KpiveTal ETTOPKNAG YIa TN dIEGaywY TTOCOTIKNG OTATIOTIKAG avaAuong 0To TTAQICIO

METATTTUXIOKAG SITTAWMATIKAG £pYaTiag.

3.6 Aladikaoia ZuAAoynG Aedouévwy

H ouAAoyA Twv OedOUEVWV TTPAYHATOTTOINBNKE ATTOKAEIOTIKA UE NAEKTPOVIKO TPOTTO, HECW
dounuévou epwTnuatoloyiou Tou diaveunonke diadikTuakd (Mapdptnua A). ZTnv apxr Tou
epwTnUaToAoyiou TTEpIAaUBAVOTAV EVNUEPWTIKO ONUEIWNA, OTO OTTOI0 TTapouaiadéTav o
OKOTTOG TNG £peuvag, dIacPAMCOTAV N AVWVUUIA KAl N EPTTICTEUTIKOTNTA TWV ATTAVTHOEWYV Kal

¢nTouvTav n pnNTA OUYKATABEON TWV CUPMETEXOVTWY. H CUPPETOXT OTNV £€pEUVa TAV
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€0€AOVTIKA KaI Ol CUPMPETEXOVTEG €ixav TN duvaTOTNTA VO ATTOXWPENCOUV OTTOIAdNTIOTE OTIYUA
XWpig kayia cuvéreia. H diadikaaia auAAoyng Twy dedopévwy diIpKeoe GUVOAIKA 12 nuéPEG,

atmo TIg 22 AekepBpiou €wg Kai TIG 4 lavouapiou.

3.7 HOIKA ZntApaTta kal AcovToAoyia

H mmapouca épesuva dIECAXON CUPQWVA UE TIG APXES TNG EPEUVNTIKAG OEOVTOAOYIAG.
AlooQAANIOTNKE TTARPWGS N AVWVUUIA TWV CUPHPETEXOVTWY, KABWG dev OUAAEXBNKaV
TTPOCWTTIKA OEDOPEVA TTOU VA ETTITPETTOUV THV TAUTOTTOINCT Toug. Ta dedouéva
XPNOIUOTTOINONKAV ATTOKAEIOTIKA Y10 GKAdNUAIKOUG OKOTTOUG KAl avaAuBnkav Jovo atmo Tnv
EPEUVATPIO Kal Tov emPBAETTOVTA KOBNYNTA. H £€peuva €Aafe €ykpion atrd Tnv EmTpoT)
Agovtoloyiag kai BionBikr¢g Tou MavemmoTnuiou NedtoAig MNagou, cUpewva Pe Tnv Ioxlouca

TTOAITIKA Kal S10dIKOTia yIa TNV EKTTOVNON KAl a§IoASYNon SITTAWUATIKWY EPYOCIWV.

3.8 MéBodol Avaluong AedouEvwv

H avaAuon Twv 0£d0ouEVWY TTPAYHOTOTIOINBNKE PE TN XPAON TTOCOTIKWY OTATIOTIKWV
MEBOBWY, O€ AUEDN GUVAPTNON HE Ta EPEUVNTIKA EPWTANATA TNG TTAPOUCaS MEAETNG. ApXIKA
EQAPPOOTNKE TTEPIYPAPIKN OTATIOTIKN av&AUON, JE OKOTTO ThV ATTOTUTTWON TWV
ONUOYPAPIKWY KAl CUPTTEPIPOPIKWV XAPAKTNPIOTIKWY TOU dEiYUATOG, KOBWG KAl TNV
TTEPIYPOAPN TWV BACIKWY YUXOAOYIKWYV triggers TTou €¢eTACovTal OTnNV £PEUVA. 2Tn OUVEXEID
TTPAYMOTOTTIOINONKE EAEYXOG QEIOTTIOTIAG TWV KAIUAKWY PETPNONG JEOW TOU CUVTEAEOTN
Cronbach’s alpha, Tpokelyévou va diammoTwoEi N E0WTEPIKT CUVOXN TWV EPWTNHATOAOYIWY
TTOU apopoUV Ta WuxoAoyikd triggers, Tnv TTpoBeon ayopdg Kal TNV TTAPOPUNTIKA AyopaCTIKN
OUNTTEPIPOPA. T1a TN BIEPEUVNON TWV OXE0EWV PETAEU TwV WUXOAoyIKWwY triggers kail TNG
KATAVOAWTIKAG CUUTTEPIPOPAS £QapUOOTNKAV HEBODOI ETTAYWYIKNAG OTATIOTIKAG, OTTWG
avaAucon ouoxETIoNG Kal TTOANATTAR yPauMIK: TTaAIVOpOUNon, HE 0TOXO TNV £¢€TAON TNG
emidpaong Twv avegdptnTwy PeTaBAnTWy (Social Proof, Scarcity, FOMO, Personalization)
OTIG €€apTnuéveS HETABANTES TNG TTPOBEONG ayopdg Kal TNG TTAPOPUNTIKAG AyOPACTIKAG
oupTTEPIPOPAG. OAEG 01 OTATIOTIKEG AVAAUCEIG TTPAYUATOTTOINBNKAY WE TN Xpron Tou

AoyIouIKOU Jamovi, evw TO £TTITTEDO OTATIOTIKAG ONUAVTIKOTNTAG 0pioTnke aTo p < 0,05.
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KEDAAAIO 4: NMAPOYZIAZH AEAOMENQN KAl
ANMOTEAEZMATA

4.1 BEloaywyn

2710 TTapOV KEQPAAQIO TTAPOUCIAZovTal Ta ATTOTEAETHUATA TTOU TTPOEKUWAV aTTd TNV avaAuon
Twv OeBOUEVWY TNG €pEUVaG, OTTWG AUTA GUAAEXBNKaV PETw TOU doUNuUEVOU
epwrnpatoAoyiou (Mapdptnua A). H TTapouciaon Twv eupnuATWY TTPAYUATOTTOIEITAI JE TPOTTO
OUCTNMPATIKO KAl 0O@r, XWpPIig Epunveia 1 cuykpion PE ATTOTEAECUATA TTPONYOUHEVWY
HEAETWV, ETTITPETTOVTOG TNV AVTIKEIMEVIKF) ATTOTUTTWON TWV OEOOUEVWIV.

ApXIKA, TTapaTtiOevTal Ta TTEPIYPAPIKG OTATIOTIKA OTOIXEIO TTOU aPOPOUV Ta dnNUOYPAPIKA Kal
CUNTTEPIPOPIKA XAPAKTNPIOTIKA TOU OEiyUaTOG, KABWG Kal Ol BACIKEG TATEIG TTOU
Kataypd@ovtal wg TTPog Ta WuyxoAoyikd triggers tou digital marketing. 21n ouvéxela,
TTAPOUCIAZoVTAl TA ATTOTEAETUATA TWV EAEYXWYV AGIOTTIOTIOG TWV KAIMAKWY PETPNONG TTOU
XPNOIMOTTOIRBNKAV OTNV £pEuva.

AKOAOUBWG, avaAlovTal Ta EUPHHOTA TWV ETTAYWYIKWY CTATIOTIKWY AVOAUCEWY TTOU
TTPaYMATOTTOINBNKAY, UE OKOTTO TN BIEPEUVNON TWV OXECEWV METAEU TWV WUXOAOYIKWV
triggers kai Tng TTPOOEONG ayopds, KABWG Kal TG TTAPOPUNTIKAG AYOPACTIKI G CUUTTEPIPOPAG.
TéNog, TTapoucialovTal Ta ATTOTEAECUATA TTOU apopouV Tn dIBPOPOTToIiNCN TNG £TTIOPACTNG TWV
WuyohoyIkwv triggers avaloya Pe dNUOYPAPIKA KOl CUUTTEPIPOPIKA XOPAKTNPIOTIKA TWV
KOTAVAAWTWYV, OTTWG N NAIKia, To UAO Kail 0 BaBPOS wn@Iakng e¢oIKeEiwong.

H opydvwon tng mapouciaong akoAouBei Tn AOYIKA TWV EPEUVNTIKWY OTOXWV Kal
EPWTNHATWYV TNG MEAETNG, EVW OTTOU KPIVETAI ATTAPAITNTO XPNOIUOTTOIOUVTAI TTIVAKEG Kal

OlIaYPAUMATA VIO TN CAPECTEPN QTTEIKOVION TWV OTTOTEAETUATWY.

4.2 TTIAnpoTtnNTa KaI €EAgyX0G DEDOPEVWIV

Mpiv TNV TTapouciaon Twv ETMPEPOUS BNUOYPAPIKWY KOl CUUTTEPIPOPIKWYV XAPAKTNPIOTIKWY
Tou OgiyuaTog, TTPAYUATOTTOINONKE EAEYXOG TTANPOTNTAG TWV dedOPEVWY TTOU CUAAEXBNKaV
péow Tou epwTnuaTtoAoyiou. OTwg TTapouacidletal oTov Mivaka 2, OAeg ol Baoikég PeETABANTEG
NG épeuvag (NAIKia, UAo, eTiTredo ekTTaiIdEUONG, PABUOS YNPIAKAS £COIKEIWONG, CUXVOTNTA
online xprong, nuepnola xprion social media, TUTTOG CUCKEUNG KAl XPHion EQAPUOYWYV

oUYKPIONG TINWV) KOTAYPA@NKaV XwpPiG EANEITTOUOEG TIPEG.
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2 UYKEKPIPEVA, TO TUVOAO TWV 102 CUPUETEXOVTWYV TTaPEiXE TTAAPEIG ATTAVTACEIS 0€ OAEG TIG
eCeTalOpeveg HETABANTEG, yeyovog TTou eEac@aAilel TNV TTANPOTNTA TOU BEIYUATOS Kal
EMTPETTEI TNV AIOTTIOTN EQAPMOYN TWV OTATIOTIKWY AvAAUCEWY TTOU aKoAouBouUv. Q¢ ek
ToUTOU, &€V KPIBNKE atTapaitnTn N Xpron TeXVIKWy diaxeipiong eAATTWY 0edouEéVwY A O

ATTOKAEIONOG TTapaTnPAcEwyY atrd TNV avaAuon.

Mivakag 2: MNeplypa@ikG oTatioTiKG Kai EAeyxoS TANPOTNTAaS Twv ueTaBAntwy tou deiyuarog (N=102)

Descriptives
Descriptives
AGE GENDER EDU TECH_EXP ONLINE_FREQ SOCIAL_HOURS DEVICE_TYPE PRICE_COMPARE
N 102 102 102 102 102 102 102 102
Missing 0 0 0 0 0 0 0 0

4.3 MNMepiypa@ikd XapakTnpIoTIKA Tou AgiyuaTog

4.3.1 HAKia

H nAikiakr) katavoun Tou dgiypatog Trapouciadetal otov MNMivaka 3 kai oto Aidypapua 2. To
ociypa (N=102) xapakTtnpifetal atmrd €viovn OUYKEVTPWON OTIG VEOTEPESG NAIKIOKEG OUASES, UE
TNV opdda 18-24 etwv va amoteAei Tnv TAgiovoTnTa (58,82%), akoAouBoUuuevn atod Tnv
opada 25-34 eTwv (30,39%). O1 NAIKIOKEG OpAdEG v TwV 35 ETWV EKTTPOCWTTOUVTAI O€
OaPWG PIKPOTEPA TTOCOOTA. H KaTavour] auTth uTTodNAWVEl 0TI TO dEiYUA ATTOTEAEITAI KUPIWG
atrd VEOTEPOUG KATAVAAWTEG, OTOIXKEIO TTOU AauBAVETAI UTTOWN KATA TNV EPUNVEIQ TWV

QATTOTEAEOUATWV.
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Mivakag 3:Karavoun tou dgiyuaro¢ avd nAikiakn oudda (N=120)

Hhwkia TuppeTEXovVTEG (N) NooooTd (%)
18-24 60 58.82
2534 A 30.39
35-44 5 4.90
45-54 2 1.96

53 KoL aviw 4 3.92

Tivoho 102 100

HAikia

60

40

20

TuppEreyovieg (M)

18-24 emww 25-34 eTav 35-44 emuw 45-54 eTww 55 TV KOl v

Himaaxrj Opaba

Aidypaupa 2: PaBoédypauua karavouns rou oeiyuarog avd nAikiakr oudda

4.3.2 ®UAo

H katavoun Tou deiyuaTog wg TPog 1o QUAO TTapouacidletal oTtov MNivaka 4 kal ato Aldypapua
3. A116 T0UG 102 CUPUETEXOVTEG, OI YUVAIKEG aTTOTEAOUV TNV TTAEIoVOTNTA (62,75%, N=64), evd
Ol GQVTPEG avTIoToIXoUV 010 36,26% (N=37). 'Evag cuppeTéxwy (0,98%) eTméAete «EOUPW va

MNV atTavTiow». H Kartavoun auTr) atroTUTTWVEl JEYAAUTEPN CUUMETOXI] YUVAIKWY OTO O€iyMa,

XWPIG va eTTNPEAZETAI OUCIAOTIKA 1 GUVOAIKI] TTEPIYPAPIKH EIKOVA.
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Mivakag 4:Karavoun rou deiyuarog avd @uAo (N=102)

TuppeTeyovTeg (N) NooooTd (%)
Avbpag 37 36.26
Muvaika 64 62.75
EmBupw va pnv anavtnow 1 0.98
Zivoho 102 100
®oAo

20

&0

40

Zupperiypwig (N)

20

Muwaika AwSpag EmiBupis wa pny amavTio

Fatryopia Silou

Aidypaupa 3:PaBdoypauua karavoung rou ogiyuarog ava euAo

4.3.3 Emitredo EkTTaidsuong

To etrimedo ekTTaiIdEUONG TWV CUPPETEXOVTWY TTapoucidleTal oTov lNivaka 5 kal o1o
Aldypappa 4. Ao 10 oUvoAo Twv 102 cuppeTeXOVTwY, 10 47,06% (N=48) diaB&Tel TrTuyio
avwTatng ekmaideuong (BA/BSc), 10 33,33% (N=34) decutepofaBuia ekTTaideuon, vw 10O
19,61% (N=20) kaTéxel yetamTuxiokd TiTAo otroudwyv. H katavoury autr uttodnAwvel deiyua
ME KUPIWG PECaio £WG UWNAG HOPPWTIKO ETTITTEDO, TTAPEXOVTAG ETEPOYEVES EKTTAUOEUTIKO

uttéabpo.
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Mivakag 5: : Karavoun rou d&iyparog ava emimedo exkmraideuans (N=102)

Eninebo Exknaibevong ZuppetEyovieg (N) MNooooto (%) w
AsuTeEpopaBula 34 33.33
Mruyio (BA/ BSc) 48 47.06
MeTanTuyaxo (MAS MSc/MBA) 20 19.61
Ilvoho 102 100

Emimedo Exmraideuvonc
50
40
z
o 30
g 20
=
=
10
]
AsurepofaSua Mmuyio (BAS BSc) Merarmngoed (MAMSc/MBA)
Emimebo Exaroibsuonc

Aidypappua 4: PaBdoypaupua karavoung rou Ogiyuarog ava emimedo ekTaideuons

4.3.4 ETTitredo yn@IakAG COIKEIWONG

To emiTedo YNPIAKNG €EOIKEIWONG TWV CUPMPETEXOVTWY TTapoucidleTal oTov MNivaka 6 kal aTo
Aldypappa 5. H mAgiovoTnTa TOu deiyuaTog eppavidel upnAd fj TTOAU uwnAo eTTiTredo
Wnoelakng e¢oikeiwong (75,49%, N=77), evw 10 21,57% (N=22) dnAwvel pétpio emmitredo. Ta
TT0000TA XauNANG 1 TTOAU XapnAAg egoikeiwong eival Idiaitepa Tepiopiopéva (2,94%, N=3). H
Katavour autr) uttodnAwvel deiyua pe éviovn €¢oikeiwon Pe To wnelakd TepIBAAAOV Kal TIG
online ayopég.
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lMivakag 6: Karavoun tou é¢iyuarog avad emimedo wneiakng e€oikeiwons (N=102)

Enine6o EEoikeiwong TuppeTEXovTEC (M) NooooTo (%)
Moko yapnn e§oikeiwan 2 1.96
Xapnhn EEoiksiwan 1 0.98
MeTpua EEowEiwOn 22 21.57
Yynin EEoikeiwon 42 41.18
Mok wpnin sEokesiwon 35 34.31
Luvoho 102 100

Emiredo Egoikeiwong

50

40
2 30
)
w30
Cl
=
k=l

10

Mokl yapnAn Xapnhin Mérpa Y MoAd uywnAn
eEmukEiwon EEOIKELOT) EEomENLOT) ebomENom eEmkEiWwoN
Emimeto ELonsiwong

Aidypaupua 5: PaBéoypauua karavoung tou oeiyuarog ava emimedo yneiakng e€oikeiwang

4.3.5 ZuxvoTtnta online ayopwv

H ouxvoTtnTta online ayopwy Twv CUPHETEXOVTWY TTapouciadetal otov lNivaka 7 Kal oTo
Aldypapua 6. H mTAgiovoTnTa TOU BEiYUATOG TTPAYHATOTTOIE online ayopég o€ TOUAGXIOTOV
TTEPIOTACIAKN BAon, pe 10 48,04% (N = 49) va ayopddel TTEPITTOU Pia opd TOV hAvVA Kal TO
19,61% (N=20) va 1TpaypaToTTolei ayopég ouxva (2-3 opég Tov prva). NoocooTtd 22,55%
(N=23) dAwaoe otrdavieg online ayopég (1-3 @opég £TNCIWG), EVW MIKPOTEPA TTOCOOTA
avépepav TTOAU OuxVEG ayopég (7,84%, N=8) 1 kauia online ayopd (1,96%, N=2). ZuvoAIKd,
Ta dedopéva UTTOdNAWVOUV eupEia CUPUETOXN TOU OEiYUATOG O€ WNQPIAKEG OYOPAOTIKEG
dladikaaoieg.
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livakag 7:Karavoun tou d¢giyuaro¢ ava ouxvornta online ayopwv (N=102)

Eyywornma Online Apopuny

Mote z 1.96

Tndwa (1 - 3 popeg) ypovo) 23 2253

Neporanoxa (1 gopa Tov prva nepinoy) 4% 48,04
Fuyva (2-3 gopéc Tov piva) 20 10,81
Mok owyva (kabe efbopaba r mo ouywa) B 7.84
Livako 102 100

Fuyvornta Online Ayopuwv
a0

40
30

20

UPHETERDWTES (M)

10

Meré Erowa (1-3  Mepiorooard (1 Tuywa (2-3 Mok ouywa
PopEg/ ¥pavo)  @OPa TOW prva  QopE Tow pijva) (koSe fGopaia
TIEQATOW) 1 o cuyva)

Zuywomra Online Ayopuw

Aidypauua 6: PaBédypauua karavouns rou o€iyuarog avd auxvarnta online ayopwv

4.3.6 Tutrog Zuokeung yia Online Ayopég

H Katavoun Twv CUUHETEXOVTWY WG TTPOG TOV TUTTO CUCKEURG TTapouaidleTal otov lNivaka 8
Kal oto Aldypappa 7. H xprion smartphone atroteAei Tnv kKupiapyxn €1mAoyn yia online ayopég
(64,71%, N=66), akoAouBoupevn atrd Tov gopnTd UTToAOYIOTA (26,47%, N=27). H Xprion
emTpatTéCiou uTToAOYIOTH (6,86%, N=7) kai tablet (1,96%, N=2) eugpavifetal o€ capwg
MIKpOTEPA TTOOOOTA. H Katavour autr) avadelkvUuel TV ETTIKPATAON TWV QOPNTWYV CUTKEUWV

Kal 18iwg Twv smartphones, oTo TTAQICIO TWV online ayopuwv.
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livakag 8: Karavoun tou dgiyuaro¢ w¢ mpog rov 1Utmo ouokeuns (N=102)

Timog IvoxKewnc FuppeTEQOVTEC (N) Nooooto (%)
Kivnto (smartphone) 66 6471
Laptop 27 2647
Desktop 7 6.86
Tablet 2 1.96
Luvoho 102 100

TUTTOC ZUOKEURC
30

60

ZUPPETEROVTEC (M)

20

Knnto (smartphone) Lapiop Desktop Tablet

Timog ZuwoKeun)

Aigypaupa 7: PaBodypauua karavoung rou Seiyuarog wg mpog Tov TUTTO UOKEUNS

4.3.7 Xpnon E@appoywyv Kai loToogAidwyv Zuykpiong Tiywv

H xprion epapuoywy Kal 1IoTooeAidwY oUyKpIonG TINWV TTapouaidleTal atov lNivaka 9 kal oTo
Aldypappua 8. H mAgiovoTnTa Tou deiypaTog (73,53%, N=75) dnAwvel 0TI XPNOIUOTIOIE TETOIN
EPYOALIa TTAVTA ] HEPIKEG YOPEG KATA TIG online ayopég, evw T0 26,47% (N=27) Ta
XPNOoIPoTIoIEl OTTAvIa 1) KaBOAou. Ta euprjuaTa AUTA ATTOTUTTWVOUV T GNPAVTIK

EVOWPATWON TNG OUYKPIONG TIHWY oTn d1adikacia Ayng ayopacTIKWV ATTOYACEWY OTO
WwNQIaKO TTEPIBAAAOV.
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livakag 9: Karavoun tou Ogiyuaro¢ wg mpog 1N Xpnon epapuoywv auykpions riuwy (N=102)

Xprion Epappoywy ZO0yKpLong Ty w TuppeTeXovTEeC (N) Nooootd (%) v
Nay, mavTa 34 3333
Mal, pEDIKES POPES 41 40.20
Inmavia 10 9.80
Oy, moTE 17 16.67
Tiwoho 102 100

Xpfon Egappoywyv Zuykpiang Tipwv

50
40
30

20

Tupiperéyovreg (N)

10

MNai, mavTa Nan, pepkéc popéc Imavia Oy, ToTE

Kprion Epappoyww Toykpiong Tipww

Aidypappua 8: PaBdoypaupua karavouns rou deiyuarog wg mpog Th xpHon EQapuoywy oUyKpIonS TIHWVY

4.3.8 Qpec Huepnoiag Xpriong Social Media

H nuepnoia xpron Twy JEowV KOIVWVIKAG BIKTUWOoNG TrTapoucidadetal otov Mivaka 10 kai 010
Aldypappua 9. H TTAgIovoTNTA TOU BEIYHATOS AQIEPUIVEI TTEPICOOTEPESG ATTO BUO WPEG
nuepNoiwg otn xprion social media, pe 10 48,04% (N=49) va dnAwvel xprion 2-4 WPES KAl TO
27,45% (N = 28) xprion 4-6 wpeg nuePNTiwg. MikpdTePa TTOCOOTA avEPepav XprRon 1-2 Wpeg
(17,65%, N=18), avw Twv 6 wpwv (3,92%, N=4) A AiydTEpo aTTd pia wpa NuePNCiwg (2,94%,
N=3). H katavour auTr aTToTUTTWVEI auénuévn ouxvoTnTa XprRong Twv social media oTo
ociyua.
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Mivakag 10: Karavour tou d&giyuarog wg mpog TV NUEPHRTIA XpHon HEowV KOoIVwVIKNS OIKTUwong (N=102)

Huephiow Xpnon Social Media ToppeTeXovIe (N) L NooooTd (%) v
=1 wpa 3 294
1-2 Wpeg 18 17.65
2-4 wpeg 49 48,04
4-6 wpeg 28 2745
=6 WPESC 4 392
Eovoho 102 100

Huepnoia Xprion Social Media

50
40
30

20

Iuppetéyovreg (M)

10

=1 wpa 1-2 WpEeg 2-4 wpeg 4-6 wpeg =6 Wpeg

Huepriow Xprion Social Media

Aidypauua 9: PaBddypauua karavouns rou Oiyuarog wg mpog TNV NUEPNTIA XPHoN HECWVY KOIVWVIKAS OIKTUWONG

4.3.9 2uvoyn lNepiypa@ikwyv XapakTnPIoTIKWVY Tou AgiyuaTog

2uvoyifdovTtag, To deiyha TNG £peuvag aTToTeAETal atTd 102 CUPPETEXOVTEG, HE KUpIapXN
EKTTPOCWTTNON VEAPWY NAIKIOKWY OPddwy (18-24 kail 25-34 €1wv). Q¢ TTpog To YUAO,
Kataypa@eTal JEYOAUTEPN CUMHETOXA YUVAIKWY, XWPIG autd va eTTnPeAdel TNV TANPOTNTA TWV
OedopéEVWY. To HOPPWTIKS eTTITTESO TOU BEIYUATOG €ival KUPIWG PETQIO £wWs UWNASG, KABWG N
TIAEIOVOTNTA TWV CUUHETEXOVTWY O10B£TEl SeUTEPORABUIA 1) avVWTATN EKTTAIOEUOT), EVW
MIKPOTEPO TTOCOOTO KATEXEI METOATTTUXIAKO TITAO OTTOUSWV.

2¢ €TTITTEDO WNQPIAKWY KAl CUUTTEPIPOPIKWY XAPOKTNPIOTIKWY, Ol CUUHETEXOVTEG EUPAVICOUV
Katd TAsiown@ia uwnAod ) TTOAU uwnAoS eTTiTed0 WNQIOKAG EE0IKEIWONG, GUXVI) CUUUETOXH O€
online ayopég kal évrovn Xpron ynelakwy mAargoppwy. H xpAon smartphones
avadelkvUETal WG 0 BACIKOG TPOTTOG TTPOCRaCNG OTIG online ayopég, evw n oUyKpIon TINWVY
MEOw €EEIBIKEUPEVWV EQOPUOYWV 1) I0TOOEAIBWYV atToTeAEl dladedouévn TTPaKTIKA. MapadAAnAa,
N KaBnEePIVA XPAON TV JECWV KOIVWVIKAG BIKTUWONG €ival auénuévn, e TNV TTAEIOVOTNTA
TOu OEiyPATOG VA AQIEPWVEI TTEPICOOTEPES ATTO dUO WPEG NUEPNTIWG oTa social media.
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ZUVOAIKQ, Ta XapaKTNPIOTIKA auTd oKiaypa@oUv éva deiyua pe éviovn ynelakn
OpaoTnpIOTNTA Kal £€oIkEiwan pe To online TTepIBAAAov, TTapéxovTag TO KaTAAANAo utToabpo

yia TNV EPUNVEIa TWV ATTOTEAECUATWY TTOU aKOAOUBOUV.

4.4 Tepiypa@ikn 21atioTikr) Twv Yuyxoloyikwyv Triggers

2Tnv TTapoloa evotnTa TTaPOoUCIAlovTal Ta ATTOTEAECHATA TNG TTEPIYPAPIKNG OTATIOTIKAG
avaAuong Twv WUXOoAOYIKWY triggers TTou £€eTACOVTAI OTNV £PEUVA KAl CUYKEKPIYEVA TOU
Social Proof, Tou FOMO (Fear of Missing Out), Tou Personalization kai Tou Scarcity. INna k&0¢
METABANTA uTTOAOYIOTNKAV BOCIKA TTEPIYPAPIKA PETPA (MECOG OPOG KAl TUTTIKF ATTOKAION), YE
OTOXO TNV ATTOTUTTWON TOU ETTITTEOOU CUNQWVIOG TWV CUPHETEXOVTWYV UE TIG AVTIOTOIXES
OnAwaoelg Tou gpwTnuaTtoAoyiou. Ta avaAuTikd atToTeAéOUATA TTOPOUTIAZOVTAl OTOUG

QVTIOTOIXOUG TTiIVOKEG.

4.4.1 Social Proof

H mepiypa@ikr) otaTioTik avaAuon Tou Social Proof mapoucidleral atov MNivaka 11. H
METARANTA HETPAONKE péow TEGOApWY OnNAwoewv (SP1-SP4) ae reviapdaduia kAipaka Likert.
O1 yéool 6pol Twv dNAWoewy KupaivovTal atmo 2,46 ¢wg 4,28, KaTadeIKvUOVTaG
OIaPOPOTIOINTEIC WG TTPOG TO ETTITTEO0 CUPPWVIAG TWV GUHMETEXOVTWY. O1 uPnAOTEPEG TIMEG
karaypd@ovtal oTig dnAwoeig SP1 kal SP3, evw n d\Awon SP2 gu@avifel xaunAdTEPO PECO
Opo. MNa 6Aeg TIg dnAwaoeIg TTapaTnEEiTal TTARPNG agloTToinon Tou eUPOoUg TNG KAIJAKAg
atmmavtioewy (1-5). ZUVOAIKA, Ta aTTOTEAEOUATA UTTOOEIKVUOUV ETEPOYEVEIA OTNV AVTIANWN TWV

empépoug dlaoTdocwy Tou Social Proof o1o e€eTaddpevo deiyua.

Mivakag 11: Mepiypagikd orarioTikd Twv peraBAntwv tn¢ kAipakag Social Proof (N=102)

Descriptives

Descriptives

5P1 5p2 SP3 SP4

N 102 102 102 102
Mean 4.06 2.46 4.28 3.91
Standard deviation ~ 0.701 1.05 0.750 0.45
Minimum 2

Maximum 5 5 5 5
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4.4.2 Scarcity

H repiypa@ikr) oTaTIoTIKA avaAuon Tou wuXoAoyikou trigger Scarcity Trapoucialetal oTov
Mivaka 12. H yetaBAnTA petpndnke péow emté dnAwoewv (SC1-SC7) oe revrafdduia
KAipaka Likert. O1 yéooil 6pol Twv dnAwoewv Kupaivovtal atmé 2,54 £wg 3,79, uttodnAwvovTag
METPIO ETTITTEOO CUMPWVIAG TWV CUPMPETEXOVTWY E BIAPOPOTIOINCEIC METAEU TWV ETTINEPOUS
OlacTAoewV. YWnAOTEPES PETEG TIMEG KaTaypagovTal OTIG dnAwoelig SC2 kal SC5, evw n
XaunAoTepn otn dnAwaon SC7. lMNa 6Aeg Tig dnAwaoeIg TTapaTtnpeiTal TTARPNG agloTroinon Tou
€Upoug TNG KAipakag atraviioewy (1-5). ZuvoAikd, Ta atmoTeEAéOUATA EIXVOUV

dlapopoTToINCEIC TNV AvTiIANWN TNG avTIANTITAG EAAEIWNG oTo e€eTalOPEVO OEiyla.

Mivakag 12: lNepiypaikd oTatioTika Twv LeTaBAnTwv ¢ kAipakag Scarcity (N=102)

Descriptives
Descriptives
SC1 SC2 SC3 SC4 SC5 SCé SC7

N 102 102 102 102 102 102 102
Mean 3.05 3.79 3.18 3.06 3.53 3.03 2.54
Standard deviation 0.999 0.825 1.01 1.05 0.982 1.12 0.972
Minimum
Maximum 5 5 5 5 5 5 5

4.4.3 FOMO (Fear of Missing Out)

H mrepiypa@ikr otamioTik avaAuon Tou FOMO trapoucidletar otov lMivaka 13. H petafAnti
METPNONKE p€ow eTTTA dnAwoewv (FO1-FO7) oe reviapBdabuia kAipaka Likert. Or yéooi 6pol
TWV dNAWOoEWV KupaivovTal atd 1,86 £wg 2,65, KaTadelkvUovTag YEVIKA XaunAS eTTiTredo
OUMQWVIOG TWV OUPMPETEXOVTWY PE TA OXETIKA epeBioparta. YYnAOTEPEG HETEG TINEG
kataypdagovtal oTig dnAwaoelig FO3, FOS5 kai FOB, evw n xaunAétepn otn dAwon FO7. MNa
OAeg TIG dnNAwaoeIg TTapaTnpEiTal TTARPNG agiotroinan Tou eUpoug TNG KAiYakag atravtioewy (1-
5). ZUVOAIKA, Ta ATTOTEAEOUATA UTTOONAWVOUV TTEPIOPICHEVT OAAG dlag@opoTToINUEVN AVTIANWN
Tou FOMO o710 e€eTagduevo deiyua.
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Mivakag 13: Mepiypagikd orariotikd twv peraBAntwv tn¢ kAipakag FOMO (N=102)

Descriptives

Descriptives

@]
Q
M
Q
u
3
i
@]
U
@]
&
@]
]

N 102 102 102 102

{8
o
M
(=]
i

Mean 2.32 2.31 2.65 2.21

= ™
(=] L (=]
]
N
n
|
-
o
a0

Standard deviation 1.04 0.995 1.00 1.05
Minimum

Maximum 5 4 4 5 5 5 5

4.4.4 Personalization

H mepiypa@ikr) oTaTioTiKA avaAluon Tng e€atopikeuong (Personalization) TTapoucialetal atov
Mivaka 14. H yetaBAnTA petpndnke péow £E1 dnAwaoewv (PE1-PEG) ot Treviafdbuia kAipaka
Likert. O1 yéooi 6pol Twv dnNAWoewyv KupaivovTal atod 2,11 éwg 3,37, uTTodNAWVOVTAG PETPIO
E€WG OXETIKA UWNAO eTTiTTEd0 QVTIANTTTAG ETTIOPACNG, PE EPPAVEIG DIAPOPOTTOINTEIG HETAGU TWV
empépoug dlaoTdoswy. YWNAOTEPES TIHEG KaTaypagovTal OTIG dnAwoelg PE2 kai PE3, evw n
XauNAOTEPN 01N dnAwon PE4. Tia dAsg TIg dnAwoeIg TTapatnpeital TTAneng aglotroinon Tou
€UpoUG TNG KAigaKkag atraviAoewy (1-5). ZuvoAikd, Ta atToTeAéoATa deixvouv OTI N avTiAnyn
TNG €¢aTopikeuong dev gival opoiduop®n oTo deiyua, oToIXEio TToU KABIOTA 181aITEP
onuavTikh T diEpelivnon TNG oxéong TNG JE TNV TTPOBeon ayopdg Kal TNV TTAPOPUNTIKH
AYOPOOTIKI) CULTTEPIPOPA OTIG ETTOUEVEG EVOTNTEG.

livakag 14: lNeprypa@ika oTarioTika twy peraBAntwv e kAipakag Personalization (N=102)

Descriptives
Descriptives
PE1 PE2 PE3 PE4 PE5 PEG

N 102 102 102 102 102 102
Missing
Mean 3.04 3.17 337 211 257 2.84
Standard deviation 1.10 1.05 1.00 1.00 1.07 1.05
Minimum
Maximum 5 5 5 5 5 5

4.4.5 Purchase Intention
H 1epiypa@ikf oTaTIOTIKA) avaAuon Tng TpéBeong ayopdg (Purchase Intention) rapouciaderal
otov lMivaka 15. H petaBAnTA peTpriBnke péow duo dnAwoewv (PI1-P12) og TrevraBaduia
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KAipaka Likert. O1 yéooi 6pol diagopoTrolouvTal aiodBNTa PHETAEU Twy dUO0 dNAWCEWY, HE TNV
P11 va gpgavilel xapnAo Tpog pétplo emitredo podbeong ayopds (M=2,59), evw n PI2
kataypd@el upnAoTepo Péao opo (M=3,60), yeyovog TTou emBefaiwveral Kal atmod TIg
avTioToIxeg Slapéooud. MNa apeoTepPES TIG dNAWGCEIS TTapaTtneeital TTARPNG aglotroinon Tou
eUpoug TNG KAipakag atraviioewy (1-5). ZuvoAikd, Ta atroteAéoparta deixvouv OTI n TTPOBeoN
ayopag ep@avicel JETPIO ETTITTEDO OTO dEIYUA, YE DIAPOPOTTOINCEIS AVAAOYQA UE TO TTEPIEXOPEVO
NG dNAWONG, YEYOVOG TTOU KABIoTA onPavTIKA TN dIEPEUvVNON TWV TTAPAyOVTWY TTOU TV

ETTNPEACOUV OTIG ETTOUEVEG AVAAUTIKEG EVOTNTEG.

Mivakag 15:MMepiypagikd aratiotikd twv petaBAntwv tn¢ kAipakag Purchase Intention (N=102)

Descriptives
Descriptives
PI1 P12
N 102 102
Missing o 0
Mean 2.59 3.60
Median 3.00 4.00
Standard deviation 1.07 0.947
Minimum
Maximum 5 5

4.4.6 Impulsive Buying

H 1TepIypa@ikf) OTATIOTIKA avAAUCT TNG TTAPOPUNTIKIAG QYOPAOTIKNG CUUTTEPIPOPAS (Impulsive
Buying) rapouaoidletal otov MNivaka 16. H petaBAnTr peTprdnke péow Tpiwv dnAwoewv (IB1-
IB3) o€ revrapdabuia kAipaka Likert. O1 yéool 6pol Twv dnAwoewv KupaivovTal atmo 2,35 €wg
3,45, uTTodNAWVOVTAG XANNAO £wg PETPIO ETTITTEDO TTAPOPUNTIKAG AYOPACTIKAG CUUTTEPIPOPAG
oTo &¢giypa. H upnAdTepn TiunA kataypdg@etal otn dnAwon IB2, yeyovdg mou emiBeBaiwveTal
Kal a1Td TN SIAPECO, VW Ol UTTOAOITTEG ONAWOEIG EPPaviCouv XauNAOTEPa £TTITTEDA. MO OAEG
TIG SnAWOEIg TTapaTnpeiTal TTAAPNG agiotroinan Tou eUPoug TNG KAiYakag atravtioewy (1-5).
2UVOAIKQ, Ta atToTeEAéoPATA dEIXVOUV OTI N TTOPOPUNTIKA AYyOPACTIKA CUUTTEPIPOPA
dlagopoTrolgital avéAoya pe Tn didotaon mou £€eTdleTal, KOBIOTWVTAG avaykaia Tn

dlepelivnon TWV TTAPAYOVTWY TTOU TNV ETTNPEACOUV OTIG ETTOUEVES OVAAUTIKEG EVOTNTEG.
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livakag 16: lNepiypagikd oratiotikd twv peraBAntwv e kAipakag Impulsive Buying (N=102)

Descriptives
Descriptives
B1 B2 B3
N 102 102 102
Missing 0 0 0
Mean 2.35 3.45 2.88
Median 2.00 4.00 3.00
Standard deviation 1.10 1.02 1.15
Minimum
Maximum 5 5 5

4.5 'EAeyxoc AglotmioTiag KAlndkwyv (Cronbach’s Alpha)

Mpiv atrd Tn digpelivnon Twv OXETEWYV YETAEU TWV PETARBANTWY TNG £PEUVACG,
TTPAYMATOTTOINBNKE EAEYXOG ALIOTTIOTIOC TWV KAIMAKWY PETPNONG ME TN XPHON TOU CUVTEAEDTN
Cronbach’s alpha, ye atdx0 TNV agloAdynon TNG ECWTEPIKAG OUVOXNG TWV EPWTATEWY TTOU
ouvBETOoUV KABe Wuxohoyikd construct. O ouvteAeoTrig Cronbach’s alpha atroteAei évav atmd
TOUG TTAE0V O100eDOUEVOUG BEIKTEG ECWTEPIKAG CUVETTEIAG OTNV TTOOOTIKA £pEUvVA TWV
KOIVWVIKWYVY KAl CUPTTEPIPOPIKWY ETTIOTNHWV.

O €AeyX0g agIoTTIoTIOg EQAPPOOTNKE EEXWPIOTA yia KABE BeuaTikh evoTNTA TOU
EpWTNPATOAOYIOU KOl CUYKEKPIMEVA YIa Ta WuxoAoyikd triggers Tou Social Proof, Tou Scarcity,
Tou FOMO kai Tou Personalization, kaBwg Kai yia TIG KAIJAKES TNG TTPOBeOoNG ayopdg
(Purchase Intention) kai Tng TTapOPUNTIKAG ayOopaoTIKN G CUNTIEPIPOPAS (Impulsive Buying).
O1 miyég Tou Cronbach’s alpha agiohoynénkav pe Baon Ta d1EBvg aTTodekTA KPITAPIA,
oUPQWVa g Ta oTroia TIPEG ioeg ) peyaAuTepeg Tou 0,70 BewpouvTal EVOEIKTIKESG
IKAVOTTOINTIKNG EOWTEPIKIG OUVOXNG.

Ta ammoteAéopaTta Tou eAEyxoU aglotmioTiag £€0e1Eav OTI Ol TTEPICOOTEPEG KAIMOKES TNG £PEUVAG
TTAPOUCiacaV IKAVOTTOINTIKA £wg UWPNAG ETTITTEDA ALIOTTIOTIOG, EVW OPIOUEVES KAIUOKEG
EMQAVIOQV XaPNAOTEPEG TIUEG, O1 OTTOIEG KPIBNKaV aTTodEKTEG OTO TTAQICIO TOU SIEPEUVNTIKOU
XOPOKTAPA TNG MEAETNG KOl TOU TTEPIOPIOUEVOU apIBuoU dnAwoewv. Me Bdon Ta euprjpaTa
auTd, KpiBnke okOTTIUN N dnuIoupyia oUVOETWY PETARANTWY HECW TOU UTTOAOYIGHOU TOU
MEOOU OPOU TWV ETTIHEPOUG EPWTHOEWYV KABE KAINAKAG, 01 OTTOIEG XPNOIKOTTIOINONKAV OTIG
ETTOPEVEG ETTAYWYIKEG OTATIOTIKEG AVAAUCEIG yIa TN SIEPEUVNON TWV OXECEWV PETALU TWV

WuxoAoyIKwV triggers Kal TNG KATaVOAWTIKAG CUUTTEPIPOPAS OTO WYNPIAKO TTEPIBAAAOV.

33



4.5.1 'EAeyxog A¢lomoTiag KAipakag Social Proof

H a&lomaoTia Tng KAipakag Social Proof e€eTdoTnke HEoW €AEYXOU ECWTEPIKAG OUVOXNG UE TN
xprion Tou cuvteAeoT Cronbach’s alpha, Ta atroteAéouara Tou OTToioU TTaPoUCIAlovTal GToV
Mivaka 17. H ouykekpigévn kAipaka atroteAcital atd 1€coepig dnAwoelg (SP1-SP4), ol otroieg
QATTOTUTTWVOUV BIOQOPETIKES TITUXEG TNG KOIVWVIKAG ETTIPPONG Kal TG £TTidpacng Tng
CUMTTEPIPOPAS AAAWYV KaTavaAwTwy OTIG online ayopaoTikéS atToPdccelc. Ta atmoTeEAéoHATA
NG avdAuang €6€i€av 0TI 0 cUVOAIKOG ouvTeAeoTG Cronbach’s alpha avépyetal o€ a = 0,446,
TINA TTOU UTTOBNAWVEI XaunAn eowTePIKR ouvoxn. H avdAuon Twy item-rest correlations
avédelte OIaQOPOTTOINTEIG OTN GUVEICPOPA TWV ETTINEPOUG BNAWOCEWY OTO GUVOAIKO OKOp,
evw n diadikacia “if item dropped” £d€iEe OTI N aaipean oTTOIOUBATTIOTE PEUOVWHEVOU item
Oev odnyei o€ ouoIaoTIKA BEATIWON TNG AgIOTTIOTIAG TNG KAiJaKag. To eupnua autd
utTodNAWvVEl 4TI Ta ETTIHEPOUG items dev AeIToUpyoUV wg aTTOAUTA OUOIOYEVEIG OEIKTEG £VOG
povodidoTtaTou construct, aAAd ATTOTUTTWVOUV BIOQOPETIKEG KAl CUUTTANPWHATIKESG BIACTACEIG
TNG KOIVWVIKAG €TTIPPONAG. H TTapatrpnon autr} ouvadel pe Tn BIBAIoypagia, n otroia
avayvwpigel Tnv ToAudidoTtaTn euon Tou Social Proof oto wneiakd mepiBdAAov, 6TTou n
KOIVWVIKA ETTIPPONA MTTOPET VO eKONAWVETAI HECW AGIOAOYACEWY XpNOTWYV, dnUoPIAiag
TTPOIOVTWY A TNG CUPTTEPIPOPAS AAAWYV KATaVAAWTWY. Mapd 1O XaunAs TTiTTed0o €0WTEPIKAG
OuVvoxng, N KAipaka Social Proof diatnpABnke oTnv TTapouca £psuva yia dIEPEUVNTIKOUG
oKOTTOUG, KaBw BaacifeTal o BewpnTIKA TEKPUNPIWHEVES BNAWOEIG KAl XPNOIKOTTOIETAl
OCUNTTANPWHATIKA OTO TTAQIOI0 TNG OUVOAIKNG avaAuong Twv WuXoAoyikwy triggers. Ta
aTroTEAECUATA TTOU aPopoUv To Social Proof epunvedovTal ge Tpocoxn oTn oulnTnon Twv

eupnuaTwy, AapBavovTag utTdyn TOV CUYKEKPIPNEVO HEBODOAOYIKO TTEPIOPICUO.
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Mivakag 17: EAcyxog aélomartiac tng kAipakag Social Proof (Cronbach’s a) (N=102)

Reliability Analysis

Scale Reliability Statistics

Cronbach's a

scale 0.44

()]

[31

tem Reliability Statistics

If item dropped
tem-rest correlation Cronbach's o
SP1 04298 0.238
Sp2? 0.2503 0.389
SP3 0.3837 0.265
Sp4 0.0460 0.583

4.5.2 'EAeyxog AglommoTiag KAipakag Scarcity

H a&lomoTia Tng KAipakag Scarcity e¢etdotnke péow Tou ouvteAeoTr) Cronbach’s alpha, Ta
atmmoteAéopaTa Tou oTroiou TTapoucidlovtal otov lMNMivaka 18. H kAipaka atroTteAeital atrd eTTa
onAwaoeig (SC1-SC7), o1 OTT0IEG ATTOTUTTWVOUV TRV avTiAnwn €AAEIPNG Kal XPOoVIKoU
TTEPIOPIoOU oTO TTAaiolo Tou digital marketing. Ta ammotreAéopara TnG avaAuong £deigav OTi O
ouvoAIkGg ouvteAeoT |G Cronbach’s alpha avépyetal o€ 0,746, Tiun TTou Bewpeital
IKAVOTTOINTIKI KAl UTTOONAWVEI KAAR E0WTEPIKN ouvoxn TG KAIUAKaG.

O1 ouoxeTioelg item-rest ATav BETIKEG KAI IKAVOTTOINTIKEG YIO TA TTEPICOOTEPA items, yeyovog
TTOU €MIRERAILIVEI TN OUVEICPOPA TOUG OTN PETPNON TNG €vvoiag Tou Scarcity. MNMapdAAnAa, n
avaAuon “if item dropped” €0€1Ee OTI N a@aipeon OTTOIOUBATIOTE PEPOVWHEVOU item dev odnyei
o€ ouolooTIKA BeATiwon TnG aglommoTiag, kKabwg ol TIuéG Tou Cronbach’s alpha Trapapévouv o€
TTapépola emitreda. Me Bdon Ta TapaTTdvw, OAa Ta items TNG KAipakag diatnprénkav Kai
onuioupynbnke cuvBeTn peTaBANT Scarcity p€ow Tou UTTOAOYIOHOU TOU HEGOU OPOU TWV
EMUPEPOUG ONAWOCEWV, N OTTOIO XPNOIUOTIOINONKE OTIG ETTOPEVEG OTATIOTIKEG AVOAUCEIG TNG
TTapouoag HEAETNG.
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Mivakag 18: EAcyxog aélomariac tng kAiuakag Scarcity (Cronbach’s a) (N=102)

Reliability Analysis
Scale Reliability Statistics
Cronbach's o
scale 0.746
31
tem Reliability Statistics
If item dropped
tem-rest correlation Cronbach's o
SC1 0.634 0.675
SC2 0.361 0.735
SC3 0.615 0.679
5C4 0.336 0.744
SC5 0.526 0.701
SCH 0.467 0.715
Neri 0.308 0.748

4.5.3 'EAeyxog A¢lommioTiag KAipakag FOMO

H a&lomoTia Tng KAipakag FOMO egetdoTtnke pe mn Xprion tou ouvteAeoTr) Cronbach’s alpha,
Ta aTTOTEAEOUATA TOU OTToIOU TTapouacidadovTal otov MNivaka 19. H kAigaka atroteAsital atrd
emrtd dnAwoeig (FO1-FO7), o1 0TToieg ATTOTUTTWVOUV TNV EUTTEIRIA TOU YOBOU ATTWAEIOG
EUKQAIPIWV KAl TNV WYUXOAOVYIKA TTiIECT TTOU CUVOEETAI E TN CUMTTEPIPOPTA TWV KATAVOAWTWV
oT10 Yn@Iako TrepIBAAAov. Ta amoteAéopara TG avaAuong £8€1Eav OTI 0 OUVOAIKOG
ouvTteAeoTig Cronbach’s alpha avépyetail o 0,871, Tipr) Tou uTTOdNAWVEI UYPNAA ECWTEPIKA
ouvoyn Kal TToAU KaAr aglommoTia TnG KAipakag. O1 ouoxeTIoEIG item-rest Tav IKAVOTTOINTIKES
yIa OAEG TIG ONAWOEIG, YEYOVOGS TTOU KOTADEIKVUEI OTI Ta ETTINEPOUG items cupBAaAAouv
OUCIaOTIKA 0T OUVOAIKR PETpnon TnG €vvolag Tou FOMO. EmimAéov, n avdAuon “if item
dropped” £d¢ei1e OTI N a@aAipeoT OTTOIOUBATIOTE HEPOVWHEVOU item dev odnyei o€ TTEPAITEPW
BeATiwon Tou &eikTn aglotmoTiag. ZuveTtwg, N kKAipaka FOMO kpiveral wg 1d1aitepa agIdTTIoTn
Kal KaTaAANAN yia TTepaItépw oTATIOTIKA avaAuaon. Me Baon Ta Trapatavw, dnuioupyrnenke
ouvletn peTapAnT) FOMO péow Tou UTTOAOYIOUOU TOU HECOU OPOU TWV ETTINEPOUG

OnAwaoewv, n OTToia XPNOIUOTTOIRBNKE OTIG ETTOUEVEG AVOAUCEIG TNG TTAPOUCAG UEAETNG.
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Mivakag 19: EAeyxog aéiomariag tng kAiuakag FOMO (Cronbach’s a) (N=102)

Reliability Analysis

Scale Reliability Statistics

Cronbach's o

scale 0.871

[31

tem Reliability Statistics

If item dropped

tem-rest correlation Cronbach's a
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4.5.4 'EAeyxog AclotmioTiag KAipakag Personalization

H a&lomoTia Tng KAipakag Personalization eE€TAOTNKE PE TN XPAON TOU CUVTEAEDT)
Cronbach’s alpha, Ta amoteAéouara Tou oTroiou TTapoucidlovtal otov MNMivaka 20. H kAipaka
atroteAeital ammo £€1 dnAwoelg (PE1-PEB), o1 oTToieg aTTOTUTTWVOUV TNV £TTidpacn TNg
€EATONIKEUPEVNG TTANPOPOPNONG, TWV TTPOCWTTOTTOINUEVWY TTPOTACEWY KAl TOU
TTPOCWTTOTTOINPEVOU TTEPIEXONEVOU OTH CUNTTEPIPOPA TWV KATAVOAWTWY OTO YNPIaKO
TepIBAAAOv. Ta atroTeAéopaTa TNG avaAuong £0€1Eav 0TI 0 GUVOAIKOG OUVTEAEDTAG
Cronbach’s alpha avépyxetal oe 0,789, Tiur} TTOU BewpEiTal IKAVOTTOINTIKA Kal UTTOONAWVEI KAAR
EOWTEPIKI ouvoxn TNG KAIJOKOG.

O1 ouoxeTioelg item—rest KupdvOnkav o€ ammodeKTA ETTITTEDA, YEYOVOGS TTOU KATADEIKVUEI OTI TO
emMuEPoug items cupBAAAOUV OUCIACTIKA OTN CUVOAIKN JETPNON TNG £vvolag TNG
e¢aropikeuong. EmimmAéov, n avdAuon “if item dropped” £€d€1e 6TI N ag@aipean oTroloudATTOTE
MepovVwEvou item dev odnyei o€ ouaiaoTiKr BeATiwon Tou OeikTn aglomaoTiag, KaBwg ol
avTioToixeg TiuéG Tou Cronbach’s alpha Tmapapévouv ioeg | XaunAGTEPES aTTd TNV APXIKI).
2UVETTWG, N KAiaka Personalization kpivetal a&ioTmiotn Kal KAatdAANAn yia Trepaimépw

oTaTioTik) avdAuon. Me Bdon Ta TTapattdvw, dnuioupyRdnke ouvlBeTn PeTaBANTA
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Personalization péow Tou UTTOAOYICOU TOU PHECOU OPOU TWV ETTINEPOUG BNAWCEWY, N OTTOIa

XPNOIUOTIOINBNKE OTIG ETTOUEVES AVAAUCEIG TNG TTapoUoag HEAETNG.

livakag 20: EAcyxog aéiomariac tn¢ kAiuakag Personalization (Cronbach’s a) (N=102)

Reliability Analysis

Scale Reliability Statistics

Cronbach's o

scale 0.789

131

tem Reliability Statistics
If item dropped
tem-rest correlation Cronbach's o
PE1 0.609 0.739
PE2 0.680 0.721
PE3 0.542 0.756
PE4 0436 0.780
PES 0.394 0.791
PEG 0.584 0.745

4.5.5 'EAeyxog AglommoTiag KAipakag MNpoBsong Ayopadg
MNa Tnv agloAdynon Tng aglomioTiag TNG KAiakag MNpdBeong Ayopdc (Purchase Intention)
TTPOYHATOTTOINBNKE EAEYXOG ECWTEPIKAG OUVOXNG ME TN XPAon Tou ouvteAeoTh Cronbach’s
alpha, Ta atroteAéopaTa Tou oTroiou TTapouacialovtal oTov Mivaka 21. H cuykekpiuévn
KAipaka atroTeAgital atmd duo dnAwoelg (P11-Pl2), o1 oTToie¢ atroTutTvouv Thv TTpdBeon Twv
KOTAVAAWTWYV VA TTPAYUATOTTOINOOUV QYOPEG OTO WNQPIAKO TTEPIBAAAOV.
Ta ammoteAéopata TNG avaAuong £6€1Eav OTi 0 UVOAIKOG ouvTeAeoTg Cronbach’s alpha
avépxetal o€ a = 0,510, iy xaunAdTepn Tou ouvRBwg amodekTou opiou Twv 0,70. To eupnua
auTO aTTOdIOETAI KUPIWG OTOV TTEPIOPIOUEVO APIBUO dNAWCEWY TTOU OUVBETOUV TNV KAiJOKA,
KaBwWg gival yvwaoTd 0TI KAIJOKEG JE TTOAU PIKpS apiBuo items Teivouv va TTapouaidlouv
XOUNAOGTEPEG TIUEG AIOTTIOTIOG.
H avdAuon Twv cuoxeTioewyv item—rest £€d€1§e 6T Kal o1 dU0 dNAWOEIG TTAPOUCIACouV iOEG Kal
METPIEG CUOXETIOEIG PE TO TUVOAIKO OKOp TNG KAigakag (r = 0,345), yeyovog Tou uttodnAwvel
0TI cupBaAAouv Ic0dUVaua OoTn PETPNON TNG £vvolag TNG TTP6Beang ayopdg. EmimmAéoy, n
avaAuon “if item dropped” katédeiCe OTI N a@aipeon oTroloudnTToTE ATTd Ta dUO items odnyei
o€ TTepAITéEPW Heiwaon Tou deikTn aglotmoTiag, empBepaiwvovTag 0TI Kal Ta dUo oToIXEia gival
aTTAPAITNTA YIO TN OUVOAIKA AEITOUpYia TNG KAINAKOG.
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Mapd TN xaunAn TIPA Tou d€ikTn agloTmaTiag, n KAipaka MNpdébeong Ayopdg diatnpriBnke oTo
0oUVOAOS TG, KaBwg BaacileTal o€ BeWPNTIKA TEKUNPIWPEVES DNAWOEIG, XPNOILOTIOIEITAI
dlepeuvnTIK& OTO TTAQICIO TNG TTApoUCag MEAETNG Kal atToTeAE e€apTnuévn HETABANTHA OTIG
emoueveg avaAuoelg. Q¢ ek TouTou, dnuIoUPYNBNKE GUVBETN YETABANTA HECW TOu
UTTOAOYICHOU TOU PECOU Opou Twv dU0 dNAWCEWY, N OTToIa XPNOIKOTTOINONKE OTIG ETTOMEVES

OTOTIOTIKEG AVOAUOEIG.

lMivakag 21: EAeyxoc aélomariag tng KAiuakag Purchase Intention (Cronbach’s a)

Reliability Analysis

Scale Reliability Statistics

Cronbach's o

(=)

scale 0.51¢

[31

tem Reliability Statistics

If item dropped

tem-rest correlation Cronbach’'s o
P11 0.345 0.388
=1je] 0.345 0.306

4.5.6 'EAeyxog AglommoTiag KAipakag MNapopunTikng AyopacoTikig

2 UMTTEPIPOPAG

MNa Tnv agloAdynon NG aglomioTiag TNG KAiMakag MNMapopunTikiG AYyopacoTIKAG ZUPTTEPIPOPAS
(Impulsive Buying) TpayuaTtotroiionke EAeyXog E0WTEPIKNAG OUVOXAG KE TN Xprion Tou
ouvteAeoT Cronbach’s alpha, Ta atroteAéopaTa Tou oTToiou TTapouacidadovTal aTov lMivaka 22.
H kAipaka atroteAcital atrd Tpeig dnAwoeig (IB1-1B3), o1 01T0ieg ATTOTUTTWVOUV DIAPOPETIKEG
TITUXEG TNG TTAPOPHNTIKAG AYOPAOTIKAG CUPTTEPIPOPAS TWV KATAVOAWTWY OTO WN@IaKd
TTEPIBAAAOV.

Ta amoteAéopara TnG avaAuong £d1gav 0TI 0 ouvoAikdg ouvTeAeo TG Cronbach’s alpha
avépxetal o€ a = 0,639, TiuA TTou UTTOBNAWVEI OPIOKA ATTOOEKTH) EOWTEPIKA ouvoxh. Ol
ouoxertioelg item-rest kupdvOnkav petagu 0,333 kai 0,546, yeyovog TTou KATAOEIKVUEI
O1aQOPOTTOINCEIS WG TTPOG TN CUUBOAA TWV ETIPEPOUG SNAWOEWY OTH CUVOAIKY HETPNON TNG

£VVOIOG TNG TTAPOPUNTIKIG AYOPAOTIKAG CUPTTEPIPOPAG.
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H avaAuon “if item dropped” €&¢1Ee 611 N agaipeon TG driAwaong IB2 Ba odnyouce o€ augnon
Tou ouvteAeoTh Cronbach’s alpha o€ 0,686, evw n agaipeon Twv dnAwoeswy I1B1 1} IB3 dev
odnyei o€ BeAtiwon TnG a&lomaTiag TG KAipakag. Mapd Tnv moavr apiBunTIKA BEATiwon Tou
O¢eiktn alomoTiag, KpiBnke okéTIUN N dlaTAPNON Kal TWV TPIWYV dNAWCEWY, KABwS KAAUTITOUV
CUPTTANPWHOTIKEG TITUXEG TNG TTAPOPMNTIKNG AYOPAOTIKNG CUNTTEPIPOPAS Kal EVIOXUOUV TN
BewpnTiKA TTANPSTNTA TNG KAIMAKOG.

AauBdavovTtag uTTown TOV TTEPIOPICHEVO APIBUO BNAWOCEWY Kal TOV BIEPEUVNTIKO XAPAKTAPA
TNG TTAPOUCAG HEAETNG, N KAIJaKa MapopunTIKAG AyopaoTIKNAG ZUPTTEPIPOPAS BewpriOnke
ETTAPKWG AEIOTTIOTN YIA TTEPAITEPW OTATIOTIKN avAAuon. Q¢ ek ToUTou, dnUIoUPYABNKE
ouvleTtn YeTaBANTA NECW TOU UTTOAOYIGHOU TOU JETOU OPOU TWV TPIWYV ONAWCEWYV, N OTToIa

XPNOIUOTTOINONKE OTIG ETTOUEVEG AVAAUCEIG TNG £PEUVAG.

lMivakag 22: EAcyxog alomariag tng kAiuakag Impulsive Buying (Cronbach’s a)

Reliability Analysis

Scale Reliability Statistics

Cronbach's a

scale 0.639

[31

tem Reliability Statistics

If item dropped
tem-rest correlation Cronbach's o
B1 0.480 0.498
B2 0.333 0.686
B3 0.546 0.294

4.6 2uvoTtrTikf AtroTiunon EAEyxou AglotmioTiag KAIJAkwy

O éAeyxog aglotmioTiag £B€IEE OTI 01 TTEPICOOTEPEG KAIMAKES TNG £PEUVOG TTAPOUCIALOUV
IKAVOTTOINTIKA WG UYWnAd eTTireda eowWTEPIKNG oUVOXAG. EIdikdTEPQ, 01 KAipakeg Scarcity,
FOMO kai Personalization epgavioav ouvteAeoTtég Cronbach’s alpha dvw Tou atrodekTou
opiou Twv 0,70, uTTOBNAWVOVTAG ALIOTTIOTN HETPNON TWV AVTIOTOIXWY WUXOAOYIKWV

constructs.
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AvtiBeTa, o1 kAipakeg Social Proof, Impulsive Buying kai Purchase Intention Trapouciacav
XAMNAOTEPEG TINEG agloTToTiag, woTdoo KpiBnkav atrodekTég, AauBdvovrag utrown Tov
TTEPIOPIOHEVO apIBuod items kai Tov digpeuvnTIKG XapakTApa NG HeAETNG. H avdAuon “if item
dropped” dev avédeige oualaaTiKr BeATiwaon TNG AglOTIOTIOG HECW APAIPEONSG BNAWOCEWY,
yeyovog Tou 0driynoe on diathpnon 6Awyv Twy items yia Adyoug BewpnTiKAG TTANPOTNTAG.
Me Bdon Ta TTapatrdvw, GAEG o1 KAIJOKEG BewpnBNKav ETTOPKWG ASIOTTIOTEG yIa TN dnuioupyia
OUVOETWYV UETABANTWY PHECW TOU PHECOU OPOU TWV BNAWOCEWY, OI OTTOIEG XPNOIYOTTOIRONKaV

OTIG ETTOUEVEG ETTAYWYIKEG OTATIOTIKEG AVOAUOEIG.

4.7 Avaluon 2uoxetioewv Metacu YuyoAloyikwyv Triggers kai
KatavaAwTIKAG 2ZUPTTEPIPOPAC

ZTnv TTapoloa evotnTa TTapoucidlovTal Ta ATTOTEAEGUATA TNG AvAAUCNG CUOXETIONG METAEU
TWV WuxoAoyikwy triggers Tou digital marketing kai Twv SEIKTWV KATAVAAWTIKIG
CUMTTEPIPOPAG, TNG TTPOBEGNG ayopds Kal TNG TTAPOPMNTIKAG AyOopaoTIKNG GUUTTEPIPOPAGS. H
avaAucon TTPayuUaToTToINBNKE YE TN XPRON Tou GUVTEAEDTH) cuoxéTiong Pearson (Pearson’s r),
KaBwg o1 yeTaBANTEC peTpRBnKav o€ TreviaBaduia kAipaka Likert kal TTAnpouv Tig BaciKES
TTPOUTTOBECEIG EQapuoyrG TNG MEBGSoU. O TTivaKkag CUOXETIOEWY PETALU TwV YETABANTWY
Social Proof, Scarcity, FOMO, Personalization, Purchase Intention kai Impulsive Buying

TTapouaiadetal otov lNivaka 23.

4.7.1 ZuoxeTioelg petagu WYuxoAoyikwyv Triggers

Apxikd, TTapaTnEOoUVTal OTATIOTIKA ONUAVTIKEG BETIKEG CUOXETIOEIG METAGU OPICUEVWV
wuyxoAoyikwyv triggers. Zuykekpipéva, To FOMO gugpavidel pétpia BeTIKA oUoXETION TOOO PE TO
Social Proof 600 kai ye 1o Scarcity, utTtodnAwvovTag 0TI 01 uNXaVIOUOi auToi cuvdéovTal
METAEU TOUG OTO TTAQICIO TNG AVTIANTITAG YNPIOKAG EPTTEIPIAg TwV KaTavaAwTwy. MapdAAnAa,
10 Personalization TTapouciddel BeTIKEG Kal OTATIOTIKA ONUAVTIKEG OUOXETIOEIG pE TO Social
Proof ka1 o FOMO, aToixeio TTou KaTadeIkvUEl TR CUVAQPEIQ TNG TIPOCWTTOTTOINKEVNG
TTANPOPOPNONG ME KOIVWVIKEG KAl ouvaloBnuaTikéG evoeitelg empporng. AvtibeTa, To Scarcity
Oev eP@aviCel OTATIOTIKA ONUAVTIKEG CUOXETIOEIG E OAEG TIG UTTOAOITTEG HETARBANTEG, YEYOVOG

TTOU UTTOONAWVEI TTIO aveEAPTNTN 1] cuVOUACTIKY AEITOUPYIO TOU CUYKEKPIPEVOU trigger.
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4.7.2 2uoxetioeig WuxoAhoyikwyv Triggers pe Tnv MNMNpoBeon Ayopdg
ZXETIKA PE TNV TTPGOECN ayopdc, TTapaTNPOUVTAl BETIKEG KAl OTATIOTIKA ONUAVTIKEG
ouoxeTioelg pe 1o Social Proof, To FOMO kai 1o Personalization. I8iaitepa 1oxupr) €ivai n
ouox£Tion JeTagu Personalization kai Purchase Intention, yeyovog mmou utrodnAwver 61 n
avTiAnwn €CATOUIKEUPEVOU TTEPIEXOUEVOU KOl TTPOTACEWY CUVOEETAI APECA PE auEnuévn
TTPOBeoN ayopdg oTo WN@Iako TTePIBAAAOV. AVTIBETWG, N CUCXETION WETAEU Tou Scarcity Kai
NG TPGBeaNG ayopdg dev KpiveTal OTATIOTIKA GNUAVTIKE, UTTOBEIKVUOVTAG OTI N AVTIANTITH

ENeIyn &ev ouvdEsTal AUECa PE TNV TTPOBECT ayopdg OTO CUYKEKPIUEVO BEiyua.

4.7.3 Zuoxetioeig WuxoAoyikwv Triggers pe Tnv MNapopuntikr) AyopaoTIKA
2 UUTTEPIPOPA

Ava@QOpIKA JE TNV TTAPOPUNTIKA AyOPACTIKI) GUUTIEPIPOPA, Ta ATTOTEAECUATA BEIXVOUV BETIKEG
KAl oTATIOTIKA onuavTikéG ouaxeTtioelg pe To FOMO kai 1o Personalization, yeyovog mou
avadeIkvUel TOV POAO TwV CUVAICONUATIKWY KAl TTPOCWTTOTTOINKEVWY EPEBICUATWY OTIG N
TTPOCXEDIAOUEVEG AYOPACTIKES atmo@aoelS. H auoxétion e 1o Social Proof eugavileTal
aoBeveaTepn, aAANG TTOPAUEVEI GTATIOTIKA ONUAVTIKH, UTTOOEIKVUOVTAG OTI O KOIVWVIKEG
evOEiLeIg evdéxeTal va AEITOUpPYOUV ETTIKOUPIKG OTNV EVIOXUGN TTAPOPUNTIKWY AYOPWV.
IS1aiTepa 1I0XUPR BETIKA CUOXETION TTAPATNPEITAI HETAEU TNG TTAPOPUNTIKAG AYOPACTIKNG
OUNTTEPIPOPAG KaI TNG TTPOBECNG ayopdg, YEYovog TTou uttodnAwvel 6T 01 U0 dIACTATEIG TNG
KATAVOAWTIKAG CUUTTEPIPOPAG OUVOEOVTAI OTEVA ETALU TOUG OTO WNQIAKO TTEPIBAAAOV.
AvtiBeTa, n yeTaBAnTA Scarcity Tapoucidfel opiakr 1) P OTATIOTIKA ONUAVTIKI) CUOXETION JE
TNV TTAPOPHNTIKI QYOPACTIKI) CUUTTEPIPOPA, OTOIXEIO TTOU UTTOONAWVEI OTI N €TIdOPACH TNG

evoéxeTal va egaptdral atrd Tn ouvuTTapén GAAwY WuxoAoyikwy triggers.

4.7.4 20vdeon ATToTEAEOUATWY 2ZUOXETIONG PE Ta EpeuvnTikG EpwTAuarta

Ta ammoteAéopaTa NG avdAuong cuoxETiong oUuPBAaAAouy dueca otnv atrdvinon Twyv
EPEUVNTIKWYV EPWTNNATWY TNG TTapoUoag PeAETNG. EISIKOTEPA, OI OTATIOTIKG GNUAVTIKEG
OUOXETIOEIG JETOEU TWV WuxoAoyIKwy triggers kai TnG TTpdBeong ayopdg ammaviouv aTo
EpeuvnTiké EpwTtnua 1, 10 o110i0 agopd Tn diepelivnon TNG 0XE0NG METAEU TWV WUXOAOYIKWYV
triggers kal TNG KATAVAAWTIKAG CUUTTEPIPOPAES OTO WNPIaKS TTEPIBAAAOV.

MapdaAAnAa, o1 BeTIKES KAl OTATIOTIKA onuavTIkKEG ouaxeTioelg Tou FOMO kai Tng

e€aTopikeuong PE TNV TTAPOPUNTIKA AYOPACTIKA CUPTTEPIPOPA CUVDEOVTAl AUECT UE TO
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EpeuvnTiké EpwTtnua 2, 1o otroio ££eTélel Tov pOAo Twv WuxoAoyikwy triggers oTIG Un
TTPOCXEDIACUEVEG AYOPACTIKEG ATTOPACEIS TWV KATAVOAWTWV.

EmmA£ov, o1 CUCYETIOEIG TTOU KaTaypd@ovTal HETALU TwV idlwv Twv YUXOAOYIKWY triggers
avadelkvUiouv TN METAEU TOug auvageia Kal aAANAETTIOpaan, evioxuovtag Tn AoyiKA TNG
TAUTOXPOVNG £EETACTG TOUG OTO TTAQICIO £VOG TTOAUTTAPAYOVTIKOU avAAUTIKOU OVTEAOU.
QoT1oo0, TapPdTI N AVAAUCT CUCXETIONG TTAPEXEI ONUAVTIKEG TTANPOYOPIEG OXETIKA UE TN
YPOUMIKA oxéon METAEU TwV PETABANTWY, BEV ETTITPETTEI TNV EEAYWYH CUUTTEPACHUATWY WG
TTPOG TOV TIPORAETITIKO POAO TwV WuxoAoyikwy triggers. MNa Tov Adyo autd, Kpibnke
aTmapaitnTn N €Pappoyni avaAuong TTOANATTAAG YPAUMIKAG TTAAIVOPOUNONG, N OTToia

TTAPOUCIACETAI OTO ETTOUEVO UTTOKEPAAQIO.

Mivakag 23: lMivaka¢ cuoxerioswv (Pearson r) ueraéu twv wuxoAoyikwy triggers Kai TN ayopacTiKAS
ouutrepipopds (N=102)

Correlation Matrix @
Correlation Matrix
& Act
xP Q = SOCIALPROOF Carrelation Matrix
(0 GENDER
\p ScaRcmy SOCIALPROOF  SCARCITY ~ FOMO  PERSONALIZATION ~ PURCHASE_INTENTION  IMPULSIVE_BUYING
(9 EDU FOMO
4 SOCIAL_PROOF Pearsons —
0 TECH_EXP PERSONALIZATION
a df -
(9 ONLINE_FREQ PURCHASE_INTENTION
a p-value -
(% DEVICE_TYPE IMPULSIVE_BUYING ‘
& PRICE_COMPARE SCARCITY Pearson's 1 0.144 -
@ SOCIAL HOURS . o o -
p-value 0148 —
Correlation Coefficients Additional Options FOMO Pearson’s 0408% 0520+ -
Pearson Report significance df 100 100 -
D Spearman Flag significant correlations p-value <01 <001 -
(] Kendhls tau-b O PERSONALIZATION ~ Pearson'sr 03425 0140 0363+ —
D Confidence intervals df 100 100 100 -
95 p-value <001 0.160 001 -
, PURCHASE_INTENTION  Pearson's r 0368 0.132 03437 0494 3% —
Hypothesis Plot
df 100 100 100 100 —
(@ Correlated [] correlation matrix
~ p-value <001 0.187 <001 < 001 -
() Correlated positively
e a MPULSIVE_BUYING Pearson’s r 0286 0194 0,394 3 04787 0417 -
() Correlated negatively
: i 100 100 100 100 100 —
p-value 0004 0.050 <001 <001 ] _
Note. * p < .05,* p < .01, %% p < 001

4.8 MNoAANaTTA ' pappikA MaAivopdunon yia Tnv MNapopunTikA

AyOopaOoTIKI ZUPTTEPIPOPA

MNa tn digpelivnon NG £TTIOPACNG TWV WUXOAOYIKWY triggers oTnv TTAPOPUNTIKI) QyOpaOoTIK

OUMTTEPIPOPA EQAPUOOTNKE POVTEAO TTOAAQTTANG YPOUMIKAG TTAAIVOPONNONG, ME EEAPTNHEVN
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METARANTA TNV TTAPOPMNTIKI AYOPACTIKI] CUUTTEPIPOPA Kal aveEdpTnTeG PETARANTEG TO Social
Proof, o Scarcity, 10 Personalization kai To FOMO, 611wg Tapouacialetal oTtov Mivaka 24.
To GuvoAIKO povTéAo TTaAivEpOunong fTav oTaTioTIKG onuavTiké (F(4,97) = 9.80, p < 0.001),
YEYOVOG TTOU UTTOONAWVEI OTI OI AVEEAPTNTEG METARANTES, WG GUVOAO, TTPORAETTOUV GNUAVTIKG
MEPOG TNG SIOKUPAVONG TNG TTAPOPMNTIKIG AYOPAOTIKNG CUMPTTEPIPOPAS. O ouVTEAEDTNG
TTpocdlopiouou R? avilABe oTo 0.288, evw 10 TTpocappoopévo R? oto 0.258, deixvovtag OTi
TTePiTTOU TO 25.8% TG dlakUPAvVONG TNG 6apTnUéVNG HETABANTAG eEnyEiTal ATTO TO PHOVTEAO.
AVOQOPIKA PE TOUG ETTINEPOUG TTPORAETTTIKOUG TTAPAYOVTEG, N e€aTopikeuon (Personalization)
avadeixBnke wg 0 I0XUPSTEPOG KAl OTATIOTIKA ONUAVTIKOG TIPOBAETITIKOG TTAPAYOVTAG THG
TTAPOPUNTIKAG ayopacTIKAG cUuuTTEPIPOPdS (B = 0.423, p < 0.001). EmirAéov, TOo FOMO
TTapousiaoe oTATIOTIKA onuavTikr BeTIkA etTidpacn (B = 0.243, p = 0.049). Avribeta, TO Social
Proof (p = 0.504) kai 10 Scarcity (p = 0.895) dev eupdvicav OTATIOTIKA GNUAVTIKH

TIPORAETITIKN 1I0XU OTO OUYKEKPIUEVO UOVTEAO.

‘EAeyxog TTpOoUTTO0£0€EWY TOU POVTEAOU

O €Aeyxog¢ TTOAUCUYYPAUMIKOTATOG £D€IEE OTI Oev uPioTaTal TTPOPANUA CUCXETIONG METAEU TWV
aveCdptnTwy PeTaBANTWY, KaBWC ol TINES VIF kupdvenkav atmd 1.22 €wg 1.75 kai o1 TINEG
Tolerance fitav 0Aeg peyaAuTepeg Tou 0.5. ETTA£ov, n ypa@Iikni e€£Taon Twv KATAAOITTWY dev
avédelte atmoKAIoEIS aTTrd TIG BACIKES TTAPADOXES TNG YPAMMIKOTNTAG KAl TNG
OMOOKEDAOTIKOTNTAG, EMIRERAILVOVTAG TNV KATAAANASGANTO TOU povTéAou TTaAivopounong. Ta
QAVOAUTIKA aTTOTEAEOUATA TWV EAEYXWYV TTOAUCUYYPAPUIKOTNTAG TTapaTiOevTal oTo MapdpTtnua
B (Mivakag B1). ZuvoAikd, Ta atroTeAéopaTta TN avaAuong TTOAATTANG YPOUUIKAG
TTaAivdpounong karadeikvuouv 611 Ta WuyxoAoyikd triggers Tou digital marketing dev
ETTNPEACOUV OUOIOUOPPA TNV TTAPOPUNTIKA AYOPACTIKA CUUTTEPIPOPE TWV KATAVOAWTWY.
MapdT To PovTEAO gival oTATIOTIKG oNUAVTIKG 0€ GUVOAIKO £TTiTTEd0, JOVO N £EATOMIKEUOT KAl
10 FOMO avadeikviovTal wg ouaiaoTIKoi TIPORAETTTIKOI TTapdyovTeg, evw To Social Proof kai
10 Scarcity dev TTapoucidfouv oTaTIOTIKG oNUAVTIKA TTPORAETTTIKY 1I0XU. Ta eupuaTta autd
atroTeAOUV TN BAcn yia TN ouATNON KAl EPUNVEIA TwV ATTOTEAEOUATWY OTO ETTOUEVO KEQAAQIO

NG epyaociag. (Mapdptnua B, Aidypauua B1).
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livakag 24: AmoreAéouara ypauuikng maAivépdounaongs yia tnv mpoLAswn g mapopuntikng ayopds (N=102)

Linear Regression

Maodel Fit Measures

Model R Adjusted R= F df df2 1]

Maodel Coefficients - IMPULSIVE_BUYING

4.9 MoAANaTTAA IpappikA MaAivopdunon yia Tnv MNMNpoBeon
Ayopag

MNa 1n digpelivnan Tng eTTidpaang Twv WUXoAoyIkwy triggers otnv TpdBeon ayopds Twv
KOTAVAAWTWYV €QAPPOOTNKE HOVTEAO TTOAAATTANG YPAUMIKNAG TTAAIVOPOUNONG, ME EEaPTNHEVN
HETABANTA TNV TTPGOean ayopds Kal avecdptnTeG HETAPBANTEG TO Social Proof, To Scarcity, 10
FOMO «kai 1o Personalization. (Mivakag 25) To cuvoAikd povTéNO ATAV OTATIOTIKA ONUAVTIKO
(F(4,97) = 10.50, p < 0.001) ka1 ggnyei 1o 30.2% TnG diakupavong TG TTpéBeong ayopdg (R? =
0.302), uttodEIKVUOVTAG IKAVOTTOINTIKA TTPOBAETITIKN IKAVOTNTA TWV £EETACOPEVWV
METABANTWV.

2€ €TTITTED0 ETTIPEPOUG TTPOPRAETITIKWY TTaPayOVTWY, N e€aTopikeuon (Personalization)
avadeixBnke wg o povadikdg oTaTIOTIKA ONUAVTIKOG TTPORAETITIKOG TTapdyovTag TnG TTPoBeong
ayopdg (B = 0.384, p < 0.001). AvtiBeta, To Social Proof rapouciace opiakr aAAd un
oTaTioTikGd onpavtikA emidopaon (p = 0.060), evw Ta Scarcity (p = 0.819) kat FOMO (p =

0.210) dev ep@avicav OTATIOTIKA GNUAVTIKA TTPORAETTTIKY I0XU OTO CUYKEKPIPEVO POVTEAO.

‘EAeyxog NpoitroBécewv Tou MovtéAou
O €Aeyxog TTOAUCUYYPOUMIKOTNTAG BEV aVvEDEIEE TTPORANKATA CUOXETIONG METAEU TWV
avegapTNTWyV PeTaBAnTWY, KaBWG o1 TIPES VIF kupdvonkav atrd 1.22 éwg 1.75 Kai ol TINEG
Tolerance Tav 6Aeg dvw Tou 0.57. ETiTAé0V, N €€€Taon Twv KATAAOITTWYV dev £O€I1EE
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aTtroKAio€Ig aTTd TIG TTAPABOXES TNG YPAMMIKOTNTAG KAl TNG OUOOKEDAOTIKOTNTAG,
empBePaiwvovTag TNV KATAAANASTATA TOU PovTéEAOU. Ta avaAuTIKG ATTOTEAECHATA TWV EAEYXWV

TTOAUCUYYPAMPUIKOTNTAG TTapaTiBevtal oTto MapdpTtnua B (Mivakag B2, Aidypauua B2).

Mivakag 25: AmmoreAéouara ypauuikng maAivépdunaongs yia tnv mpoLAsyn tng mpdbeang ayopds (N=102)
Linear Regression

Maodel Fit Measures

Owerall Mode| Test

Mode R 2 8 df1 df2 P

e T B " - T
0.55(0 0.302 0.5 - 97 < .00

MNote, Models estimated using sample size of N=102

Model Coefficients - PURCHASE_INTEMTION

Predictor Estimate SE t p Stand. Estimate
ntercept 0.5594 0.299 0,934 0.353
SOCIAL_PROOF 0.2814 0.143 1.206 0.060 0.1824
SCARCITY -0.0302 132 -0.22G 0.819 -0.0230
FOMO 0.1513 0.120 1.261 0.210 0.1414
PERSOMALIZATION 04344 0.106 4104 < .00 0.3840

4.10 Epeuvntikdé Epwtnua 3 (EE3)

TNV TTapoloa evoTnTa £CETACETAI KATA TTOCO N £TTIOPACT TWV WUXOAOYIKWY triggers
dlapopoTrolcital he BAon dnuoypa@IK& Kal CUUTTEPIPOPIKA XAPAKTNPIOTIKA TWV KATAVOAWTWY.
ApXIKa digpeuvnBnkayv TTIBavVES dIOQOPOTTOINCEIG avda NAIKIAKK opdda Eow avaAloewy
dlakupavong evog rapayovta pe d10pbwaon Welch (Welch one-way ANOVA). Z1n ouvéxeia
€EETAOTNKAV Ol OXEOEIG TWV WUXOAOYIKWYV triggers pe BEIKTEG WNPIOKAG CUUTTEPIPOPAS
(TECH_EXP, ONLINE_FREQ) péow ocuoxetioewv Pearson, v akoAouBnoav avaAuoeig
TTOAAQTTAAG YPOUUIKAG TTOAIVOPONNONG UE eEaPTNHEVEG HETARBANTEG TNV TTPOBECN ayopdg Kal
TNV TTAPOPMNTIKI AYOPACTIKI) CUUTIEPIPOPA. H CUYKPITIKA avaAuon wg TTPog To YUAO dev
KaTéoTn duvartr), AOyw aveTrapkoUg apiBuou TTapatnPACEWY O€ pia aTTo TIG KOTNYOPIEG TOU

OEiypaTog, yeyovog TToU OeV ETTETPEWE TNV EQAPMOYH A&IOTTIOTWY OTATIOTIKWY EAEYXWV.
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4.10.1 Emidpaon Tng nAIKiag oto Scarcity

MNa Tov éAeyxo dlagopoTroifoewy TNG avtiAauBavouevng otravioTnTag (Scarcity) peragu
NAIKIGKWY opadwyv TTpayuatotroindnke avadAuan diakupavong evog mapdyovTa e d16pbwan
Welch. Ta atmmoteAéopata dev avedeifav oTATIOTIKA oNUAVTIKES DIAPOPEG UETALU TWV
NAIkKiakwyv opadwv (F(4, 5.51) = 0.211, p = 0.923). (MNivakag 26)

2 TePIYPa@Iko emmiTredo, oI HEaol 6pol TNG ETAPBANTAG Scarcity Tav mapduoiol JeTagl Twv
opadwyv (18-24: M = 3.21, SD = 0.608- 25-34: M = 3.08, SD = 0.717- 35-45: M =3.20, SD =
0.480- 45-54: M = 3.00, SD = 0.404- 55+: M = 3.18, SD = 0.610). H ypa@Ikr} atreikévion Twv

péowv Gpwv TTapartiBetal oto MapdpTtnua B (Aidypauua B3).

O €Aeyxog opoloyévelag dlakupdvoewy (Levene’s test) dev ATav OTATIOTIKA ONPAVTIKOG
(F(4,97) = 0.908, p = 0.462), utrodeikvuovTag 0TI N UTTOBEON TNG I00TNTAG TWV BIOKUPAVOEWY
Oev mapapialetar (BA. Mapdptnua B, Mivakag B3), evwy oUTE N yPAPIKI] ATTEIKOVION TWV
pHéowv Spwv (BA. Mapdptnua B, Aldypaupa B3), oUTe o1 HETAYEVECTEPOI EAEYXOI TTOAATTAWV
ouykpioewv (Games-Howell) avédeiEav oTaTioTikG onuavTikég diagopoTroinoeig (p > 0.05).

(MapdapTnua B, Mivakag B4).
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Mivakag 26: AmmoreAéouara avaAuang diakuuavong (One-Way ANOVA) yia n peraBAnti Scarcity wg mpog tnv
nAikia (N=102)

One-Way ANOVA

One-Way ANOVA (Welch's)

F dfl di2 P

One-Way ANOVA

One-Way ANOVA (Welch's)
dfl df2 p
ARCIT 211 4 51 0.923
Group Descriptives
AG I iea D
SCARCITY  18-24 60 3.21 0.608 00784
25-34 08 7 0.1288
35-45 5 3.20 0.430 0.2148
45-54 2 3.00 0.404 0.2857
553+ - 318 0.610 0.3051

4.10.2 ETmidpaon 1n¢ nAIkiag oto Social Proof

MNa 1n digpelivnan d1aPOopPOTToINCEWY OTNV £TTidpacn Tou Social Proof petagu nAikiakwv
OpGdwV TTpayuaTtoTroifdnke avaAuon diokupavong evog Trapdyovta pe d10pBwaon Welch
(Welch one-way ANOVA). Ta atmmoteAéopata dev avédEICav OTATIOTIKA ONPAVTIKEG BIOPOPES
wg 1pog 10 Social Proof (F(4, 5.38) = 0.414, p = 0.793). ([Mivakag 27)

Z& TTEPIYPA@IKO eTTITTESO, 01 HETOI OPOI TTApOUCiacav PIKPEG dIAPOPOTTOINCEIG HETALU TWV
NAIKIOKWYV opddwy (18-24: M = 3.64, SD = 0.532° 25-34: M = 3.69, SD = 0.559- 35-45: M =
3.70, SD =0.411- 45-54: M = 4.38, SD = 0.884 55+: M = 3.81, SD = 0.315), xwpig 6pwg ol

dIaQOPEG QUTEG VA gival OTATIOTIKA CNPOVTIKEG.

O €Aeyxog opoioyéveiag dlakupdvoewy (Levene’s test) dev ATav OTATIOTIKA ONPAVTIKOS

(F(4,97) = 0.862, p = 0.490), uttodeikvuovTag 6T Ogv TTapapiddeTal n uttéBeon NG 1I06TNTOG

Twv dlakupdvoewy (Mapdaptnua B, Mivakag B5), v oUTE N yPAPIKI ATTEIKOVION TWV PHECWV
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o6pwv (Mapdaptnua B, Aidypappa B4), oute o1 peTayeveéoTePOIl EAEYXOI TTOAAQTTAWV

ouykpioewv (Games—Howell) avédeiEav oTaTIOTIKA ONUAVTIKEG DIAPOPOTTOINCEIG HETAEU TWV

NAIKIGKWY opdadwyv (p > 0.05). (Mapdptnua B, Mivakag BB).

Mivakag 27: AmmoreAéouara avaAuaong diakuuavang (One-Way ANOVA) yia tn ueraBAnti Social Proof wg mpog tnv

nAikia (N=102)

One-Way ANOVA

0.793

I WMean

-

4.10.3 ETmidpaon 1n¢ nAikiag oTo trigger Tou FOMO

MNa tn digpevvnaon diagopoTroiaewy oTnv €midpacn Tou FOMO petalu nAiKiakwv opadwyv

TTpaypaToTTroIinOnke avéAuon diakupavong evog rapayovra pe 81opbwaon Welch. Ta

atroteAéopaTa OEV AVEDEIEOV OTATIOTIKA oNUAVTIKEG dlapopég wg TTpog To FOMO (F(4, 5.82) =

1.53, p = 0.308). (Mivakag 28)

2 TePIYPAQIKS eTTiTTEDO, Ol HEGOI OPOI TTAPOUCIACAV PIKPEG QUEOUEIWTEIG ETAGU TWV

NAIKIGKQOV OpGdwy (18-24: M = 2.23, SD = 0.704 25-34: M = 2.47, SD = 0.802" 35-45: M =
2.46, SD = 1.066" 45-54: M = 2.79, SD = 0.303* 55+: M = 3.00, SD = 1.069), Xwpi¢ GHwWS ol

OlaQopPEG QUTEG Va gival OTATIOTIKA ONPAVTIKEG.

O €Aeyxog opoioyéveiag dlakupdvoewy (Levene’s test) dev ATav OTATIOTIKA ONPAVTIKOS
(F(4,97) = 1.02, p = 0.400) (BA. Mapdaptnua B, Mivakag B7), evw n ypa@Ikr atreikdvion Twv
HéowV Opwv e DlaoTAPATA EUTTIOTOOUVNG 95% £8¢€1EE oNUAVTIKA ETTIKAAUWN PETALU TWV

opddwyv (Mapaptnua B, Aildypauua B5).

49



AvrtioToixa, ol yetayevéaTepol £Aeyxol TTOANATTAWY cuykpioewv (Games-Howell) dev

katédeiEav oTaTioTIKG onuavTikES diagopoTroinoeig (p > 0.05) (Mapdptnua B, Mivakag BS).

Mivakag 28: AmoreAéouara avaAuong diakuuavang (One-Way ANOVA) yia n ueraBAnth FOMO wg¢ mpog tnv
nAikia (N = 102)

One-Way ANOVA

4.10.4 Emidpaon TnS nAIKiag oTo trigger Tou Personalization

MNa mn digpelivnon dIaPopoTToINCEWV OTNV £TTIdPACN TNG egaTouikeuong (Personalization)
METAEU NAIKIGKWY OPAdwV TTpayuaToTroinke avaAuon diokUpavong evog TTapdyovTa JE
016pBwon Welch. Ta ammoteAéoparta £5€1§av OPIAKO ATTOTEAECHA WG TTPOG TN dIa@OPOTToinoN
METagU Twv opadwy (F(4, 8.62) = 3.56, p = 0.055), xwpig va empBeRaiwveral OTOTIOTIKA
onuavTikr dla@opd aTo eTTimedo onuavTikoTnTag a = 0.05. (Mivakag 29)

2 TEPIYPAPIKO ETTITTEDO, TTAPATNPOUVTAI DIAPOPOTTOINCEIG OTOUG JETOUG OPOUG TNG
eEaTtopikeuong PETAgU TWV NAIKIGKWY ouddwy (18-24: M = 2.83, SD = 0.802° 25-34: M =
2.84,SD =0.701- 35-45: M = 3.23, SD = 0.224- 45-54: M = 2.92, SD = 0.118" 55+: M = 2.71,
SD = 0.160). O é\eyxog opoioyévelag diakupdvoewy (Levene’s test) Arav otatioTiké
onuavtikdg (F(4,97) = 3.40, p = 0.012), yeyovdg tTou dikaioAoyei Tn xpron 1ng 816pwaong
Welch (Mapdptnua B, Mivakag B9). H ypagiki ateikévion Twv Péowv 6pwv P diacThpaTa
EMTTIOTOOUVNG 95% £0¢€1EE PEPIKN ETTIKAAUWN PETAEU TwV NAIKIOKWY opddwy. (Mapdptnua B,

Aldypauua B6).
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MapdT To cUVOAIKG aTToTéAET A TNG avaAuong SlakUhavong dev ATAV OTATIOTIKA GNUAVTIKOG,
ol yetayevéoTepol EAeyxol TTOAaTTAwY ouykpicewv (Games—Howell) avédeifav pia oTaTIoTIKA
onuavtikh dia@opd peTagl TNS NAIKIOKAS opadag 35-45 €Twv Kal TNG Opadag 55 €Twv Kal dvw
(p = 0.027), evw 6Aeg ol uTTOAOITTEG CUYKpPIOEIG dev ATAV OTATIOTIKA anUavTIKES (p > 0.05)
(Mapdaptnua B, Mivakag B10).

Mivakag 29:AmoreAéouara avaAuaong diakuuavong (One-Way ANOVA) yia tn ueraBAntr Personalization w¢ mpog
Tnv nAikia (N=102)

One-Way ANOVA

4.10.5 Zxéon TG wnolakng ecoikeiwong (TECH_EXP) pe ta wuxoAoyika
triggers

MNa tn digpelivnon NG OXE0NG METAEU TNG WNPIOKAG £COIKEIWONG TWV KATAVOAWTWY
(TECH_EXP) kai Twv wuxoAoyikwy triggers Tpayuatotroindnke avaAuon ocuoxETiong
Pearson. Ta atroteAéoparta £dei1gav 0TI N Wwn@Iakr €oikeiwon dev TTAPOUCIAfel CTATIOTIKA
ONMAVTIK) CUOXETION PE Kavéva atTd Ta egeTaloueva triggers (p > 0.05). (Mivakag 30)
EidIkOTEPQ, N CUCXETION TNG WNPIOKNG £€0IKEiwoNG pe To Social Proof ATav TTpakTIKA UNdevikn
(r=-0.008, p = 0.934), evwy avTioTOIXO WU OTOTIOTIKA ONUAVTIKEG TAV Ol CUCXETIOEIG UE TO
Scarcity (r = 0.082, p = 0.413), To FOMO (r = -0.001, p = 0.993) ka1 To Personalization (r =
-0.096, p = 0.337) (Mivakag 30).

MapdAAnAa, kataypd@nkav oTATIOTIKA ONUAVTIKEG BETIKEG CUOXETIOEIG HETAGU TWV
WuxoAoyIKWwV triggers. ZUyKeKPIPEVA, TTapATNPABNKAV IOXUPEG CUOXETIOEIG ETOEU Social
Proof kait FOMO (r = 0.408, p < 0.001), kaBwg kai petagu Scarcity kar FOMO (r = 0.529, p <
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0.001). EmirtAéov, OTATIOTIKA ONUAVTIKEG BETIKEG CUOXETIOEIG EVTOTTIOTNKAV PETAEU Social
Proof kai Personalization (r = 0.342, p < 0.001), kaBwg kai yetagu FOMO ka1 Personalization
(r=0.363, p <0.001).

Mivakag 30: lMivakag ouoxetioswv (Pearson r) uetaéu tng wnelakng e€0IKEiwang Kai Twv WUxoAoyIKwv triggers
(N=102)

Correlation Matrix
Correlation Matrix
TECH_EXP SOCIAL_PROOF SCARCITY  FOMOC  PERSOMALIZATION

TECH_EXP Pearzon'sr —
df —
p-value —

SOCIAL_PROCF Pearson'sr  —0.008 o
df 100 —
p-value 0.934 —

SCARCITY Pearson'sr 0.082 0144 —
df 100 100 —
p-value 0.413 0.148 —

FOMO Pearson'sr  -0.001 0,408 === 0.529* —
df 100 100 100 —
p-value 0.993 <.001 <001 —

PERSOMNALIZATION  Pearson'sr  -0.096 0342 0.140 0.363 —
df 100 100 100 100 —
p-value 0.337 <.001 0.160 <.001 —

Note,* p < .05, " p <01, " p <.00N

4.10.6 Zxéon 1nG ouxvotntag online xpriong (ONLINE_FREQ) ue Ta
WuxoAoyika triggers

MNa tn digpelivnon NG oXEoNg METAEU TNG ouxXvOTATAG XPONG WNPIOKWY TTAATQOPHWYV
(ONLINE_FREQ) kai Twv wuxoAoyikwv triggers Tou digital marketing Trpaypatotroiionke
avaAuon ouoxéTiong Pearson. Ta atroteAéopaTta £d€1Eav 0TI N ouyxvoTnTa online xpriong &gv
TTapouciAdel oTATIOTIKA ONUAVTIKA CUOXETION YE KavEVA aTro Ta eEETACOUEVA WUXOAOYIKA
triggers (p > 0.05). (Mivakag 31)
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EidIkOTEPQ, Ol CUOXETIOEIS TNG ouxvATNTAG online xpriong pe 1o Social Proof (r=0.152, p =
0.128), 1o Scarcity (r = 0.043, p = 0.664), To FOMO (r = 0.070, p = 0.482) ka1 TO
Personalization (r = 0.138, p = 0.166) Tav acBeveig Kal PN OTATIOTIKA GNUAVTIKEG.
MapdaAAnAa, kataypd@nkav OTATIOTIKA ONPOVTIKEG BETIKEC CUOXETIOEIG PETALU TWV
WuxoAoyIkwy triggers HETOEU TOUG. ZUYKEKPIYEVA, TTAPATNEABNKAV IOXUPEG CUCXETIOEIG
peTagu Social Proof kat FOMO (r = 0.408, p < 0.001), kaBwg kai petagu Scarcity kat FOMO (r
= 0.529, p < 0.001). ETriirAéov, oTaTIOTIKA CNPOVTIKEG BETIKEG CUCXETIOEIG EVTOTTIOTNKAV
peTagu Social Proof kai Personalization (r = 0.342, p < 0.001), kaBwg kai petagy FOMO kai
Personalization (r = 0.363, p < 0.001).

Mivakag 31: livakag ouoxetioswv (Pearson r) ueraéu tng auxvorntag online xprnong Kai Twv WuxoAoyikwy triggers
(N=102)

Correlation Matrix
Correlation Matrix
OMLINE_FREQ SOCIAL_PROCF SCARCITY FOMO PERSOMALIZATION
OMLINE_FREC Pearson'sr —
alue —
SQCIAL_PROOF Pearson'sr 52 —
df (1] —
p-value 28 —
SCARCITY Pearson's r 0.042 144 —
df 00 00 —
o-value 664 148 —
FOMO Pearson's r 0.070 0.408 = 0.529** —
df 0o 00 100 —
p-value 0.482 <.001 <.001 —
PERSOMALIZATION  Pearson'sr 0.138 0.342 == 0.140 0.363 *** —
df 00 (4] 10 100 i
n-valus & i0 0.160 < 001 i
Note. *p <. 101

4.10.7 MoANaTTAR YPOUMIKA TTAAIVOPOUNON PE EEapTNHEVN METARBANTA TNV
TTPOBeon ayopdg (Purchase Intention)
MNa TV Tepaitépw dlepelivnon Tou deUTEPOU EPEUVNTIKOU EPWTAHATOG EQAPUOOTNKE avaAuon
TTOAAQTTAAG YPOUUIKAG TTOAIVOPONNONG YE e€apTnPév NETABANTA TNV TTPOBECN ayopdag
(Purchase Intention) kai ave¢aptnTeg peTaBAnTég Ta WuXoAoyikd triggers Tng oTTavIOTNTAG
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(Scarcity), Tou KoIVWVIKOU atTodeIKTIKOU oToixeiou (Social Proof), tou FOMO kai Tng
ecatopikeuong (Personalization). H avaAuon mpayuartotroi}nke o€ deiyua 102
OUMMETEXOVTWV.

To cuvoAIké povTéAo TTaAivEpOunong fTav oTaTioTikG onuavTiko (F(4,97) = 10.50, p < 0.001)
Kal €gnyei 10 30.2% TNng diakupavong Tng TpdBeong ayopdg (R? = 0.302, Adjusted R? =
0.274), yeyovog TTou UTTOONAWVEI IKAVOTTOINTIKA TTPORAETTTIKN IKAVOTATA TOU PoVTEAOU (BA.
Mivaka 32).

Ooov agopd Toug TTIUEPOUG TTPOPBAETTTIKOUG TTapAyovTEG, N e§aTtouikeuon (Personalization)
avadeixBnke wg o JovadikOg OTATIOTIKA ONUAVTIKOG TTPORAETITIKOG TTapdyovTag TNG TTPoBeong
ayopds (B = 0.384, p < 0.001), TapoucidlovTag Tn HEYOAUTEPN OCUUBOAN 0TO PovTéNo. To
KOIVWVIKG atrodeIkTIKO oTolxeio (Social Proof) epgdvioe opiakr) aAAG un OTATIOTIKA GNPAVTIKA
emmidpaon (B = 0.182, p = 0.060), evw Ta triggers Tng oravioTnTag (Scarcity) (B = -0.023, p =
0.819) ka1 Tou FOMO (3 = 0.141, p = 0.210) dev TTapouciacav OTATIOTIKA GNUAVTIKH
TIPORAETITIKN 1I0XU OTO OUYKEKPIUEVO HOVTEAO.

O €Aeyxo¢ TTOAUCUYYPOUMIKOTNTAG Oev aVEDEIEE TTPOPRANUATA GUOXETIONG METAEU TWV
aveCdpTnTwyv PETABANTWY, KaBWG oI TINES Tou BeikTn VIF kupdvonkav atréd 1.22 £€wg 1.75 kai
ol TINEG Tolerance ATavV OAEG EVTOC ATTOOEKTWY OPIWV. ZUVETTWG, TO MOVTEAO KpiveTal
OTATIOTIKA ETTAPKEG Kal KATAAANAO yia TNV epUNVEia TNG OXE0NG METAEU TWV WUXOAOYIKWV

triggers kai NG TTP6OBEONG ayopdc.
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Mivakag 32: AmoreAéouara ypauuikng maAivopounaong yia tnv mpoBAswn ¢ mpdbeans ayopdc (Purchase
Intention) (N=102)

Linear Regression
=| F (-] -
Duerall Model Te
o d|usted R c
2 0274 C 4 or < 001
g, Models estimate q e sze of N=104
| 1 :.\.'_ - - = i E IKTERIT] k
rifidenics Intera
Hredicion Eshmake =E t " Skand, Extimate Lowe Upps=r
L - 2 2 - 4 -2 -0.232
Al PR 4 4 ] o&a 4 -0.007 T.
A 20 2 2 - e
PERSOMALIZATIO 4344 3 4104 0 4 7 "

4.10.8 TMoAANaTTAA ypauuIK TTAAIVOPOUNON YE ECAPTAPEVN PETABANTA TNV
TTAPOPUNTIKI AYyOPAOTIKA CUNPTTEPIPOPA (Impulsive Buying)

MNa tn digpelivnon NG CUVBUQOTIKAG ETTIOPACNG TWV WUXOAOYIKWY triggers oTnv TTApOpUNTIKN
QAYyOPOCTIKI) CUMTTEPIPOPE £QaPUOOTNKE avaAucon TTOAATTAAG YPAUMIKAG TTAAIVOPSUNONG, KE
eCapTnuévn METABANTA TNV TTAPOPMNTIKI ayopacTiKr) cuuTtrepipopd (Impulsive Buying) kai
avedpTnTeg HETABANTES TO KOIVWVIKS aTTOdEIKTIKO oToIxEio (Social Proof), Tn otmravidtnTa
(Scarcity), To FOMO kai Tnv e€atopikeuon (Personalization). H avdAuon TTpayuatotroifonke
o€ Ociyua 102 CUUMETEXOVTWV.

To ouvoAIkd povtélo TTaAivopounong Atav otatioTikd onuavTiké (F(4,97) = 9.80, p < 0.001)
Kal €gnyei 10 28.8% NG diakupavong TG TTAPOPPNTIKAG AyoPaoTIKAG CUNTTEPIPOPAGS (R? =
0.288, Adjusted R? = 0.258), yeyovOg TTOU UTTOBNAWVEI IKAVOTTOINTIKA TTPOBAETITIKN IKAVOTNTO
ToU povTéAou (MMivakag 33).

Ooov agopd Toug TIPEPOUG TTPORAETITIKOUG TTOPAYOVTEG, N e€aTopikeuon (Personalization)
avadeixBnke wg 0 1I0XUPOTEPOG KAl OTATIOTIKA ONUAVTIKOG TIPOBAETITIKOG TTAPAYOVTAG TNG

TTAPOPMNTIKAG AYOPACTIKNG CUUTTEPIPOPAS (B = 0.372, p < 0.001). NMapdAAnAa, To FOMO
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TTapouciaoe 1Tiong oTaTIoTIKA onuavTikA BeTIKA eTTidpacn (B = 0.226, p = 0.049),
utTodnAwvovTag 6T 0 POROG ammwAEIag eukaipiwy cUPBAAAEl ouolaoTIKG GTNV evioxuon
TTAPOPHNTIKWYV KAl PN TTPOOXEDIACHEVWY AYOPACTIKWY ATTOPACEWY. AVTIOETA, TO KOIVWVIKO
atmodeIkTiKG oToixeio (Social Proof) (B = 0.065, p = 0.504) kai n omraviotnTta (Scarcity) (B =
0.014, p = 0.895) dev TTapouciacav OTATIOTIKA ONUAVTIKI) TTPOPRAETITIKA 1I0XU OTO
OUYKEKPIUEVO HOVTEAO.

O €Aeyxog TTOAUCUYYPOUMIKOTATOG DEV AVEDEIEE TTPOPRANUATA CUCXKETIONG PETAEU TWV
ave¢apTnTwy PETABANTWY, KaBWG ol TINEG Tou BeikTn VIF Kupdvenkav atrd 1.22 €wg 1.75 kai
ol TIuéG Tolerance ATav OAEG eVTOG ATTODEKTWYV Opiwv. ETTITTAEOV, N €6£TAON TWV KATAAOITTWV
Oev aveédeIte ep@aveig atTokAioelg atTd TIG BACIKEG TTAPADOXEG TNG YPAUMIKOTNTAG KAl TNG
OMOOKEDAOTIKOTATAG, ETTIRERAILVOVTAG TNV KATOAANASTNTA KaI TN OTATIOTIKI ETTAPKEIQ TOU
MOVTEAOU yIa TNV Epunveia TNG £TTIOPACTNG TV WUXOAOYIKWYV triggers oTnv TTapopunTIKH

OYOPOOTIKI) CUUTIEPIPOPA.

Mivakag 33: AmmoteAéouara ypauuikng maAivopoéunong yia tnv mpoBAewn e mapopuUnTIKNG ayopacTiKNG
ouputrepipopdc (Impulsive Buying) (N=102)

Linear Regression
e feazures
Chverall Model Test
Maode A Adjusted R F , i D
258 0258 0,80 o7 oD
el lels =sbhmated us Sar T H ] _
&l Coefficie MPL _EL
g anhidence Inferva
Pred Estimate P ang Tate e &
mtercept 929 U608 39 0257
SCARCITY 78 1 33 BG5S 35 -0.1&8 215
SOCIAL_PROOF 4 .15 QuET0 0504 {0648 0727 257
J 4 0 g (045 02 e-4 A5
ERSCMALLZATION 4228 [ 3.934 0 7 B 56
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4.11 Zovoyn AmroteAeopdTtwy KegpaAaiou

2710 TTAPOV KEQPAAQIO TTAPOUCIACTNKAV Ta ATTOTEAECUATA TNG EMTTEIPIKAG £PEUVAG TTOU
TTPOYHMATOTTOINBNKE OTO TTAQiCIO TNG TTapoUCag SITTAWNGTIKAG EPYOCiIag, opyavwuéva
OUCTNPATIKA OCUPPWVA PE TOUG OTOXOUG KAl TA €PEUVNTIKA EPWTANATA TNG EAETNG. H
avaAuon TepIANdPBave TE00 TTEPIYPAPIKEG GO0 KAl ETTAYWYIKEG OTATIOTIKEG HEBGDOUG.
APXIKA, €CETACTNKAV TA dNUOYPAPIKA KAl CUMTIEPIPOPIKAE XAPAKTNPIOTIKA TOU dEiyUaTOG, TA
oTroia avédeIEav uWPnAS eTTITTEDO WNQIAKNG £E0IKEIWONG, GUXVH XPAON WNPIOKWY
TTAQTQOPHWY Kal €VTOVN TTOPOUCIa OTA JEOA KOIVWVIKAG OIKTUWONG. Ta XapakTnPIoTIKA auTd
OUVBETOUV €va KAaTGAANAO deiypa yia Tn dlEpelivnon TNG KATAVAAWTIKAG CUUTTEPIPOPAG OTO
TTAaiolo Tou digital marketing.

2TN OUVEXEIA, TTAPOUCIACTNKAY TA ATTOTEAECUATA TNG TTEPIYPAPIKAG OTATIOTIKNAG avAAuong
TWV YuxoAoyikwy triggers (Social Proof, Scarcity, FOMO kai Personalization), kaBwg kail Twv
METARANTWYV TNG TTPOBECNGS ayopdc Kal TNG TTAPOPUNTIKAG ayopacTIKAG cuuTTePIPopdc. Ol
MEaol 6pol Kal ol BeiKTeS BlaoTTOPAC avedeIfav dIaPOPOTTOINCEIS OTNV £VIACN UE TNV OTTOIa Ol
OUMHETEXOVTEG AVTATTOKPIVOVTaI OTA ETTIHEPOUG WUXOAOYIKA epebiouara.

AkoAouBnoe o éAeyxog aglomaTiag Twv KAIHAKwY PETPNONG HEOw Tou ouvTeAeaTr) Cronbach’s
alpha. Ta ammoteAéopata EBeIEav OTI 01 TTEPICCOTEPES KAIJAKES TTApouTiacay IKAVOTTOINTIKN
€WG UYWNAA ECWTEPIKA OUVOXT, ETITPETTOVTAG T ONUIoUPYia GUVBETWY PETABANTWYV YIa TIG
QAVAYKEG TWV ETTOPEVWV avaAUoEwV. MNapdAAnAQ, TTEQITITWOEIG XauNASTEPNG ALIOTTIOTIOG
eARPONCav UTTOWN PE TTPOCOXA OTNV EPUNVEIQ TWV ATTOTEAETUATWY.

H avdAuon cuoxeTiocwyv avédeEIEe OTATIOTIKA ONUAVTIKEG OXEOEIG JETAEU OPIOUEVWIV
WuxoAoyIkwy triggers, KaBWG Kal JETAGU TwV triggers Kal TwvV SEIKTWYV KATAVOAWTIKAG
OUpTTEPIPOPAG. IdlaiTEpa évToveg ouoxeTioelg KaTtaypdenkay yia To FOMO kai Tnv
eEatopikeuon, TG00 e TNV TTPGOBECN ayopdg 60O KAl JE TNV TTAPOPUNTIKY AyOpaoTIKA
CUMTTEPIPOPA.

2TN ouvéxeld, JEow avaAloewVv TTOAATTARG YPOaUMIKAG TTaAIVOPSUNONG, dIEPEUVHBNKE O
TTPORAETITIKOG POAOG TwV WuxoAoyikwy triggers. Ta ammoteAéopata €5€1Eav 0TI N e¢aTodikeuon
aTTOTEAEI TOV I0XUPOTEPO KAl TTIO 0TABEPO TTPORAETITIKG TTapdyovTa TOOO TG TTPOBECNS
ayopdg 600 Kal TNG TTAPOPMNTIKAG AyOopaaTIKNG CUNTTEPIPOPAG, evwy To FOMO TTapouciaoe
OTATIOTIKA GNPAVTIKA €TTIOPACN OTNV TTAPOPHNTIKI QYOPACTIKA CUUTTEPIPOPA. AvTiOETa, TO
Social Proof kai To Scarcity dev ep@davicav oTaTIOTIKG oNUAVTIKA TTPORAETTTIKN I0XU OTa
e¢eTaddueva PovTéAQ.

TéNoG, e€eTAOTNKAV BIAQPOPOTIOINCEIG TNG ETTIOPACNG TWV WUXOAOYIKWYV triggers pe Baon

ONUOYPAPIKA KAl CUUTTEPIPOPIKA XapakTnpioTikd. O avaAuoeig £deiEav O dev

57



TTaPATNPOUVTAI OTATIOTIKA ONUAVTIKEG BIAPOPOTIOINTEIS WG TTPOG TNV NAIKIa yia Ta
TTeploodTEPQ triggers, pe €€aipeon opIaKG EUpATA OTNV TTEPITTITWON TNG €aTOMiKEUONG.
EmmmAéov, dev diIamoTWONKAV OTATIOTIKA ONUAVTIKEG OXEOEIS METAEU Twyv triggers kal TNG
WwNQIaKNG e€0IKEIWaNG ) TNG ouxvoTnTag online xpriong.

ZUVOAIKA, Ta aTTOTEAEOUATA TOU TTAPOVTOG KEQAAQIOU TTAPEXOUV HIa OAOKANPWHEVN EUTTEIPIKA
aTroTUTIWOoN TNG OXE0NG UETAGU TWV WUXOoAoyIKWwy triggers Tou digital marketing kai g
KATAVOAWTIKAG CUUTTEPIPOPAG 0TO WnIokd TTepIBAAAOV. H gpunveia kal n oulTnon Twv
EUPNPATWY, 0 CUVOUACHO WE TN OXETIKA BIBAIOypagia, TTapouciadovTal OTO ETTOUEVO

KEPAAQIO TNG EPYACIAG.

KEDPAAAIO 5: ZYZHTHZH AMNMOTEAEZMATQN

5.1 Eloaywyn otn 2ulntnon Twv ATTOTEAEOUATWY

To TTapdv KEQAAQIO ETTIKEVIPWVETAI OTN OUCNTNON, EPUNVEIT KAl KPITIKO OXOAIaGouS Twv
ATTOTEAECUATWY TTOU TTapoucIdoTnKay 0To Ke@dAaio 4, utrd TO TTPICHA TWV EPEUVNTIKWV
EPWTNHATWYV Kal Tou BewpnTIKOU TTAQICIOU TNG TTApOoUCag HEAETNG. KevTpikdG OTOXOG TNG
EVOTNTAG €ival N KATAvONon Tou TPOTTOU [E TOV OTTOI0 T WUXOoAoyIKA triggers Tou digital
marketing eTTnpedfouv TN CUPTTEPIPOPA TWV KATAVOAWTWY OTO WNQIAKO TTEPIBAAAOY, UE
1I010iTEPN £€UPacn oTnv TPOBeo ayopdgs Kal TNV TTAOPOPUNTIKA AyOPACTIKA CUUTTEPIPOPA.
ApPXIKd, N oulnTnon €0TIAZEI OTA BACIKA EUPAUATA TTOU TTPOEKUWAY ATTO TIG avAAUOCEIG
OUOXETIONG, Ol OTTOIEG AVEDEIEAV TIG OXEOEIG METAGU TWV eEETACOPEVWY WUXOAOYIKWYV triggers
(Social Proof, Scarcity, FOMO kai Personalization) kail Twv Baoikwy SEIKTWV KATAVAAWTIKAG
CUMTTEPIPOPAG. TN OUVEXEID, EEETACOVTAI TA ATTOTEAECUATA TWV AVOAUCEWY TTOAAQTTANG
YPOUUIKAG TTOAIVOPSOUNONG, HE 0TdXO0 TN dlEpEUvNon TNG CUVBUAOTIKAG £TTIOpaCNG TWV
WuyxoAoyikwyv triggers 1600 oTnv TPOBe0N ayopdg 6C0 Kal OTNV TTAPOPUNTIKI aQyOPACTIKN
OUNTTEPIPOPA, KABWG Kal TNV avadeitn Twv onUAvTIKOTEPWYV TTPORAETTTIKWYV TTAPAYOVTWV.

H gpunveia Twv atmoTEAECUATWY TTPAYMATOTTOIEITAI O€ APECN CUVAPTNON KE TA EPEUVNTIKA
EPWTAMATA TNG MEAETNG, ETITPETTOVTAG TNV a&loAGynon Tou BaBuou Kal Tou TPOTTOU PE TOV
OTT0i0 01 SIOPOPETIKOI WYUXOAOYIKOI unXaviouoi eTTippong cuuBaAAouv oTn diIapdpewaon NG
KATavOAWTIKAG CUPTTEPIPOPAG oTo TTAdioIo Tou digital marketing. MapdAAnAa, Ta eupruara
ouoxetiCovtal ye Tn oxeTikA d1EBvA BIBAIoypagia TTou TTapouaidoTnke 01o Ke@dAaio 2, n
oTT0ia UTTOYPaUUiCel TN onuaacia TNG ouvduaoTIKAG OPAONG YVWOTIKWY KAl CUVAICONUATIKWY

Tapayoviwy oTig online ayopaoTikég atrogdaoelg (Chan et al., 2017; Redine et al., 2022).
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TéNog, dieukpiviCetal 6TI n TTapoUCa VOTNTA ETTIKEVTPWVETAI GTTOKAEIOTIKA 0TR OULNTNON Kal
epunveia Twv on TTAPOUCIGCPEVWY CTATIOTIKWY ATTOTEAECUATWY, XWPIG TNV ElI0aywyr VEWV
avaAuoewyv 1 6edopévwyv. O1 CUVOAIKEG BEWPNTIKESG KAl TTPAKTIKEG TTPOEKTACEIG TWV
EUPNMATWY, KABWG Kal T TEAIKA CUUTTEPACHATA, Ol TIEPIOPICHOI TNG £PEUVAC KOl Ol TIPOTACEIG

yia geAAovTIKN Sigpelivnan, TTAPOUCIAlovTal OTO ETTOMEVO KEPAAAIO TNG MEAETNG.

5.2 2ulATnon ATToTeAeONATWY O€ 2x€0n UE TO EpeuvnTikd

Epwtnua 1

H mmapouca evoTtnta £0TIACEl 0TN OUCATNON TWV gupnUATWY TTOU OXETICovTal e TO EpeuvnTikd
EpwTtnpa 1, T0 0110i0 aopd TNV £TTIdPACT KaI TN OXETIKA 1I0XU TWV WYUXOAOYIKWY triggers Tou
digital marketing oTn cupuTTEPIPOPA TWV KATAVOAWTWY OTO WNPIAKO TTEPIBAAAOV. EIdIKOTEPQ,
eEeTddeTal 0 BaBPOG oTov oTroio Ta triggers, Social Proof, Scarcity, FOMO kai Personalization
ETTNPEACOUV TIG OTACEIG KO TIG AVTIANWEIG TWV KATAVAAWTWY, OTTWG AUTEG ATTOTUTTWONKAV
MEOW TWV TTEPIYPAPIKWV KAl ETTAYWYIKWY avaAUoewyv Tou KepaAaiou 4.

Ta atmoTeAéopaTa TNG TTEPIYPAPIKAG OTATIOTIKAG AVAAUCNG TTAPEXOUV HIA CUVOAIKH €IKOVA TNG
EVTaong Je TNV OTToIa Ta £TTIHEPOUG WUXOAOYIKG triggers yivovTal avTIAnNTITG atro 10 deiyua Kal
ETTTPETTOUV Tr OUYKPION TNG OXETIKAG onpaciag Toug oTo TTAaiolo Tou digital marketing. H
oulntnon Paaciletal TOOO OTA ETTITTEOA CUMPWVIAG TWV CUPMPETEXOVTWY OGO Kal OTIG HETAEU
TOUG BIaPOPOTTOINCEIG, CUUBAAANOVTAG OTNV TTANPECTEPN KATAVONON TNG KATAVOAWTIKAG

OUNTTEPIPOPAG OTO WNPIOKS TTEPIBAAAOV.

5.2.1 2uvoAIKn €IKOVa TwV WuxoAoyIKwv triggers

H avdAuon Twv TTEPIYPAPIKWY OTATIOTIKWY OTOIXEIWY TNG TTaPoUcag HEAETNG, OTTWG
TTapouaciafovtal atov lMivaka 34, avédeite capeig SIaPOPOTTOINTEIG WG TTPOG TNV £VTAon Kal TN
OXETIKA onuacia Twv wuyxoloyikwy triggers tou digital marketing, utrodnAwvovTtag 6T Ol
KatavaAwTég Oev eTtnpeddovTal atmd GAOUG TOUG INXAVIOUOUG TTIPPONRGS aTov id1o BaBud. To
elpnua autd ouvadel pe Tn BiIBAloypagia, n otroia UTTOOTNPICEI OTI N KATAVAAWTIKA
CUMTTEPIPOPA OTO WNPIGKS TTEPIBAAAOV DIAPOPPUWVETAI HECA aTTO £va TTOAUBIAoTATO CUCTNHO
YVWOTIKWYV KAl CUVAIOONUATIKWY £PEBICPATWY Kal OXI HECW €VOG EVIQIOU UNXAvICUOU
emppong (Chan et al., 2017; Redine et al., 2022).
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livakag 34: lNepiypaikd oTatioTiKa Twv wuxoAoyikwy triggers Tou digital marketing (N=102)

Descriptives

Descriptives

Mean 3.68 317 2.35 2.85

Standard deviation 0.535 0.628 0.772 0.730

2uykekpipéva, To Social Proof Trapouciace Tov upnAdTepo péco 6po (M = 3.68, SD = 0.54),
YEYOVOG TTOU UTTOBNAWVEI OTI Ol KOIVWVIKEG EVOEICEIG, OTTWG 01 a&loAoyNoEIg AAAWY XpNOTWY,
Ol KPITIKEG Kal Ol BEIKTEG dNPOYIAIaG, atToTeEAOUV IDIAITEPA OPATA KAl AUECA AVTIANTITA
epeBiopaTta oTo TTAQiCIO TWV online ayopwv. To eUpNUa AuTO EUBUYPAUMICETAI e HEAETEG TTOU
avadelkvUiouv Tov pOAO TNG KOIVWVIKAG emReRaiwang oTn heiwaon TNG avTIAauBavouevng
apePaidTNTAG KOl TOU PICKOU OTIC Wn@lakég ayopaaTikéS attogdoclg (Cialdini, 2021; Zhang et
al., 2018).

To Scarcity akoAouBnoe pe péoo 6po M = 3.17 (SD = 0.63), uttodnAwvovTtag OTI Ta PnNvUuaTa
TTEPIOPIOHEVNG BIaBEINOTNTAG A XPOVIKOU TTEPIOPICHOU YivovTal avTIANTITA atrd Toug
KATOVOAWTEG WG ONUAVTIKA, XWPIG WOTOCO VA KUPIAPYXOUV OTn OUVOAIKNA Toug oTdon. To
aTroTEAEOUO QUTO gival CUVETTEG e TN BIBAIoypagia, cUP@wva PE TNV OTToia To Scarcity
AEITOUPYEI KUPIWG WG UNXaviopdg evioxuong Tng aicBnong e1meiyovrog Kal eMTAXUVONG TNG
améeaong, Tapd wg autdVoNog TTapayovTag diaudpewons otdoswyv (Hamilton et al., 2019;
Wu et al., 2021).

H egartopikeuon (Personalization) ep@davioe xaunAoTepo péco opo (M = 2.85, SD = 0.73),
YEYOVOG TTOU €VOEXETAI VA QVTAVOKAG SI0QOPOTTIOINCEIG OTIG AVTIAQWEIG TWV KATAVOAWTWY
OXETIKA PE TNV agia TOU TTPOCWTTOTTOINUEVOU TTEPIEXOMEVOU. OTTWG ETTIONPAIVETAI OTN
BiBAIOypa@ia, N aTTOTEAEOUATIKOTNTA TNG EEATOMIKEUONG £CAPTATAI ATTO TTAPAYOVTEG OTTWG N
avTiAnwn S1a@Avelag, N EUTTIOTOCUVN TTPOG TNV TTAATQOPUA Kal N oTACN atrévavTi aTn Xprnon
TTPOCWTTIKWY BESOPEVWYV, EVW) O€ OPIOUEVES TTEPITITWOEIG MTTOPE va eppavieTal KOTTWon aTrd
uTTEPPBOAIKES TTPOKTIKEG OTOXEUONG (Setyani et al., 2019; Ampadu et al., 2021).

TéNog, To FOMO katéypawe Tov XaunAodTepo péco opo (M =2.35, SD = 0.77),
uttodnAwvovTag 0TI, o€ GUVOAIKS £TTITTESO, O POBOG ATTWAEING EUKAIPIWV OEV OTTOTEAEI TOV
Kupiapxo punxaviouod emmppong oTo egetalduevo deiyua. To elpnua autd dev avaipei T

onuaacia Tou FOMO, aAAG uttodnAwvel OTI AEITOUPYEI TTEPICTOTEPO CUPTTIANPWHATIKA Kl
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OUYKUPIOKA, eVIoXUovTag GAAOUG WUXOAOYIKOUG Unxaviououg o€ TrepiBaAlovTa auénuévng
KOIVWVIKAG ) XPOVIKAG TTieang, 6TTwg Ta flash sales (Alfina et al., 2023; Martaleni et al., 2022).
ZUVOAIKQ, Ta EUPAMATA TNG TTEPIYPAPIKAS avaAuong KaTadeikvuouv OTI Ta WuxoAoyikd triggers
OUYKpPOTOUV £va oUVBETO Kal TTOAUSIACTATO TTAQICIO ETTIPPONG OTO YNPIAKO TTEPIBAAAOV. To
Social Proof kai To Scarcity epgavifovral wg o GUECa Kal EP@avr] epeBiopaTa, evw To
Personalization kal To FOMO AgiItoupyouv TTEPIOTOTEPO WG UTTOOTNPIKTIKOI KAl EVIOYXUTIKOI
MNXaviouoi, Twv oTToiwy N €midpacn e¢apTdral o€ peydAo Babuod atrd To TAicIo Kal Ta

XOAPOKTNPIOTIKA TOU KATAVOAWTH.

5.2.2 P6Aog Tou Social Proof oTn cUpPTTEPIPOPA TWV KATAVOAWTWV

To Social Proof atroteAei évav atrd Toug TTAEOV HEAETNHEVOUG WUXOAOYIKOUG UNXAVIGUOUG GTO
digital marketing, kaBwg¢ oxeTiCeTal e TNV TAON TWV KATAVOAWTWY va £TTnpedlovTal ammo TIg
ETMAOYEG, TIG ACIOAOYACEIG KAl TN CUMTTEPIPOPA GAAWV XPNOTWY, IDINITEPA OE CUVONKEG
apepaidtnTag Kai EAAEIPNG Aueong euTTeipiag Tpoidvtog (Cialdini, 2021; Zhang et al., 2018).
Z1nv TTapouca PeAETN, To Social Proof kataypd@el Tov upnAGTEPO PHECO OPO PETAEU TWV
eCeTalOpevwy triggers, yeyovog TTou UTTOONAWVEIL OTI Ol KOIVWVIKEG EVOEIEEIS aTTOTEAOUV
IBIAITELA OPATO KAl AVAYVWPICIKWO OTOIXEIO TNG WNPIOKAG AYOPACTIKAG EUTTEIRIAG.

QoT1600, Ta ATTOTEAECUATA TWV AVAAUCEWY CUCXETIONG KAl TTOAAQTTANG YPOAPUIKAG
TTaAIVOPOUNONG OKIaypa@ouv Jia 110 ouveeTn ikdva. MapdTi To Social Proof eugavidel
OTATIOTIKA CNPAVTIKEG CUOXETIOEIG e GAAO WuXOAOYIKG triggers, 6TTwg To FOMO Kai 1o
Personalization, 6ev avadeikvUETAl WG OTATIOTIKA ONUAVTIKOG TTPOBAETTTIKOG TTAPAYOVTAG OUTE
TNG TPGBEONG ayopds oUTE TNG TTAPOPMNTIKAG QYOPACTIKAG CUUTTEPIPOPAG, OTaV £CETACETAI
Tautoxpova e Ta uttoAoitTa triggers oTo id10 HOVTEAO.

To e0pnpa autd utrodnAwvel 611 To Social Proof Asitoupyei KUpiwg wg UTTOOTNPIKTIKOS i
EVIOXUTIKOG UNXAVIOUOG ETTIPPONG, TTAPA WG QUTOVOHOG KABOPIoTIKOS TTApAYoVTaG TNG TEAIKNG
ayopaoTIKNG attépaong. H emidpacr] Tou @aiveral va ekdnNAWvETal EuPeca, cuuBaAAovTag oTn
dlauoépPWon Tou TTAAICIOU YECA GTO OTTOIO EVEPYOTTOIOUVTAI ICXUPATEPOI WUXOAOYIKOI
MNXaviopoi, 0TTwg n ocuvaioOnuartiki diEyepan kai n aioBnon etmeiyovrog (Redine et al., 2022;
Alfina et al., 2023).

H epunveia aut ouvadel Ye eupriuarta Tng ouyxpovng BiBAIoypagiag, cup@wva Pe Ta OTToia
10 Social Proof evioxuel kupiwg Tnv avriAapBavouevn agioTTioTia Kal TN hEiwan Tou yVwaoTIKOU
pioKOU, XWPI¢ atrapaitnTa va odnyei amrd uévo Tou o€ Aueon ayopaoTIKr dpdar, 18iwg o€

TTEPIBAAAOVTA OTTOU CUVUTTAPYXOUV IOXUPOTEPO cuvalioOnuartikd triggers (Wu et al., 2021;

61



Hamilton et al., 2019). Z¢ T€T0IEG TTEPITITWOEIG, N KOIVWVIKA €TTIRERaiwan Asitoupyei
TTEPICOOTEPO WG «BACN EUTTIOTOCUVNG» Kal AIlYOTEPO WG KATAAUTNG GUUTTEPIPOPAG.
2UVOAIKQ, Ta atToTeAéouaTa TNG TTapoucag HEAETNG emmiReBaiwvouy 6T To Social Proof
atroTeAei faaikd OTOIXEIO TNG WNPIGKNG EPTTEIPIOG TOU KATAVOAWTH, aAAG N
ATTOTEAECUATIKOTATA TOU e€apTdTal o€ HeYAAO BaBuod atrd Tov ouvOUACHO Tou JE AAAa
WuxoAoyIKA triggers Kal To eupUTEPO TTAQICIO AWNG ayopaoTIKWY aTToPdacewy. To eupnua
autd evioxuel Tnv ammoywn 611 oTo oUyxpovo digital marketing n emppor| dev aokeital pEow
MEHOVWHEVWYV UNXAVIOUWY, OAAG HECW TNG OUVOUAOTIKAG KAl QUVAMIKAG AAANAETTIOPACTG
Toug (Redine et al., 2022).

5.2.3 PAAog Tou Scarcity oTn CUNTTEPIPOPA TWV KATAVAAWTWV
To wuyxoAoyikod trigger Tng avTiAauBavouevng EAAeIWNG (Scarcity) €xel HEAETNOET eKTEVWOG OTN
BiBAIoypagia Tou marketing, kaBwg ouvdEeTal e Tn dnuioupyia aioBnong eTmeiyovTog Kal PeE
TNV TAON TWV KaTavaAwTwy va amodidouv auénuévn agia oe ayabd Tou Bewpouvral
TTEPIOPIOHEVA WG TTPOG TN SlaBeaIudTNTA ) TOV Xpodvo atrokTnong Toug (Gupta & Gentry,
2019; Hamilton et al., 2019). Z1o Aaioio Tou digital marketing, To Scarcity epapudleTal
OUCTNMPOTIKA HECW XPOVIKA TTEPIOPICHEVWY TTPOOPOPWY, flash sales kal evdeigewv XapnAig
dlaBeoipoTnTag (Wu et al., 2021).
2TnVv TTapoloa PEAETN, TO Scarcity ep@aviel PéTpio eTTiTedo £vraong, yeyovog TTou
uTTOONAWVEI OTI Ol KATAVOAWTES avayvwpiouv TNV TTOPOUCIa INVUUATWY OTTAaVIOTNTAG OTO
WwNQIako TTEPIBAAAOV, Xwpi woTdo0 va Ta avTIAaUBAavovTal wg ToV KUPIapXo HNXAvIoHO
ETTIPPONG OTN GUVOAIKI] QyOPOOTIKI) TOUG eUTTEIpiIa. To eUpnua autd uttodnAwvel 6TI Ta
MNvUuaTta TepIopIopévng dIaBecIudTNTAG ATTOTEAOUV YVWPIKO KAl AVAPEVOUEVO OTOIXEID TWV
online ayopuwv.
Mapd TNV avTIANTITA TTapoucia Tou Scarcity, Ta ATTOTEAECUATA TWYV ETTAYWYIKWY AVOAUCEWY
deixvouv OTI TO CUYKEKPIPEVO trigger Oev OOKEI OTATIOTIKA ONPAVTIKHA E£TTIOpACH OUTE OTNV
TTP60ecn ayopds oUTe TNV TTAPOPUNTIKI QYOPACTIKI] CUUTTEPIPOPT, OTavV £CeTALETAN
TAUTOXPOVA PE Ta UTTOAOITTA WuxoAoyIKd triggers. To eUpnua autd uttodnAwvel 0TI, 0TO
e¢eTalouevo deiypa, n avrIANTITA EAAEIYN Bev A&ITOUPYEI WG AUTOVOPOG KABOPIOTIKOG
TTapAyovTag KatavaAwTikAg dpdong.
Mia mlavr| epunveia oxeTideTal Pe TNV augnuévn £COIKEIWON TWV KATAVOAWTWY HUE TTPAKTIKEG
digital marketing 1Tou agiotroiolv Tn oravidTnTa. H ouoTnuAaTIKA Kal eTavaAapBavouevn
€KBEON O€ XPOVIKA TTEPIOPICPEVES TTPOCPOPEG KAl UNVUHATA ETTEIYOVTOG EVOEXETAI VO OONYEI
O€ PAIVOPEVO KOPETHOU, JEILVOVTAG TN CUVAICONUATIKA TOUG £VTAOT Kal, KT €TTEKTACN, TV
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ATTOTEAECPATIKOTATA TOUG WG PNXAVIOPWY APECNS ayopaaTiKAG evepyoTroinong (Redine et al.,
2022; Martaleni et al., 2022).

MapdAAnAa, n atroucia oTaTIOTIKA CNPAVTIKAG TTPOPRAETTTIKAG 1I0XUOG UuTTOdNAWVEI OTI TO
Scarcity Asitoupyei Kupiwg CUPTTANPWHATIKA, EVIoXUOVTAG AAAOUG WUXOAOYIKOUG
Mnxaviopoug, 6mmwgs To FOMO 1 To Social Proof, mapd wg aveEdprtntog mapdyovrag
emppong. H BiBAloypagia uttooTnpicel 4TI n avTIANTITAH EAAEIYN gival cuxva TTIo
ATTOTEAECUATIKA OTAV CUVOUACETAI JE KOIVWVIKEG EVOEIEEIC I} ouvaloBnuaTikr TTieon, TTapd
otav epapudletal pepovwuéva (Wu et al., 2021; Alfina et al., 2023).

2UVOAIKQ, Ta EUPANATA TNG TTapoucag HEAETNG Beixvouv OTI, TTapOTI TO Scarcity TTapapével
dladedopévo epyalcio Tou digital marketing, n atroTeAeOPATIKOTNTA TOU £€APTATAI OE PEYAAO
BaBud atd 1o TTAQICIO EQapPUOYAG TOU, TN CUXVOTNTA XPAONG TOU KAl TOV OTPATNYIKG
OuVvOUOO WO Tou Pe GANa wuyxoAoyikd triggers. To ammoTéAeopa autd evioxuel Tnv arroywn Ot
OTO oUYXPOVO WNPIAKO TTEPIBAAAOV N ETTIPPON TWV KATAVAAWTWYV OEV ETTITUYXAVETAI ECW
MEHOVWHEVWY €PEBITPATWY, AANG PEOW TNG CUVDUAOTIKAG AEITOUPYIOG TTOANATTAWY

WUXOAOYIKWY UNXAVIOUWV.

5.2.4 PAAog Tou FOMO oTn ouputrepIpopd TwV KATAVOAWTWY

To FOMO (Fear of Missing Out) avag@épeTal 6Tov OO TWV KATAVOAWTWY OTI EVOEXETAI VA
XAOoOouV JIa ONUAVTIKA EUKAIPIa, EUTTEIPIO ] KOIVWVIKA CUMMPETOXN TTOoU gival SIaBEaiun o€
AdAAoug. 210 TrAaiolo Tou digital marketing, To FOMO aglotroicital Kupiwg Jéow PNVUPATwy
ETTEIYOVTOG, KOIVWVIKAG OUYKPIONG Kal QUVAMIKAG evNUEPWONG, IBIAITEPA O€ TTEPIBAAAOVTA
online ayopwv kai flash sales (Alfina et al., 2023; Babu et al., 2026).

21NV Tapouoa PeAETN, TO FOMO gu@avilel XapunAOTEPO HECO OPO o€ OUYKPION WE TA
utTéAoITTa WuxoAoyikd triggers, yeyovog TTou uttodnAwvel 0TI OV aTTOTEAET TOV KUpPIapXO0
HNXavioud empponRg o€ GUVOAIKO TTiTTEDO. To eUpnuUa auTd eVOEXETAI VO AVTAVOKAG TO
YEYOVOG OTI 0 QOBOG ATTWAEING EUKAIPIWY OEV EVEPYOTTOIEITAI BIOPKWG, OAAG KUpiwg O€
OUYKEKPIPEVA WNIOKA ocup@palOpeva TTOU XapakTnpidovtal atmd auénuévn XPOoviKA i
KolvwViIkr) tTrieon (Alfina et al., 2023).

Qot600, TTapd TN XauNASGTEPN PEON €VTOOT TOU, TA ATTOTEAEOUATA TNG AVAAUCNG GUOXETIONG
ocixvouv 611 To FOMO 1Tapouaiddel oTaTioTIKA ONPAVTIKEG BETIKEG CUOXETIOEIG € BaTIKOUG
OEIKTEG KATAVAAWTIKAG CUUTTEPIPOPAG Kal IDIWG PE TNV TTAPOPUNTIKI) AYOPAOCTIKN
oupTTEPIQOPA. To eUpnua autd uttodnAwvel o011, 6Tav evepyotroigital, To FOMO Aeiroupyei wg

IOXUPOG WUXOAOYIKOG INXAVIOUOG TTOU eVIOXUEl auBOpunTES Kal cuvalioOnuaTika
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KaBodnyoUEVEG aYOPAOTIKES ATTOPACEIG, XWPIG EKTEVH YVWOTIKN emeéepyaaia (Martaleni et
al., 2022; Arifin et al., 2024).

H avaAuon TTOAAQTTANG YPANMIKAG TTAAIVEPOUNONG ETTIRERAIWVEI TTEPAITEPW TOV POAO TOU
FOMO wc¢ oTaTIoTIKA onuavTiKoU TTPORAETTTIKOU TTAPAYOVTa TNG TTAPOPMUNTIKAS AyopPaOTIKIG
CUMTTEPIPOPAG, akOun Kal 0Tav auveEeTdleTal ue GAAa wuyxoAoyikd triggers. To atmmotéAecua
auTtd ouvadel e ePTTEIPIKEG HEAETEG TTOU avadelkvuouv To FOMO wg pnxavioud
ouvaioOnuaTIknG dIEyEPONG, O OTTOI0G evIOXUEI TNV TAON YIA APECN AYOPAOTIK) AVTATTOKPION
o€ TTepIBAAAovTa auénuévng XPOVIKNG TTiEoNG Kal KOIVWVIKAG ouykpiong (Alfina et al., 2023;
Babu et al., 2026).

AvtiBeta, n emmidpaon Tou FOMO oTtnv TTpdBeon ayopdg epggavigeTal aoBevEéaTepN 1 N
oTaTIOTIKA oNPavTiKA. To eUpnua autd uttodnAwvel 4TI 0 POBOG ATTWAELING EUKAIPILY OEV
odnyei atrapaitnTa 01N dIAPNOPPWON OTABEPAS A HAKPOTTPOBEoUNG TTPGOE0NS ayopds, aAAd
EVEPYOTTOIEI KUPIWG OTIYHIAIEG KAI TTAPOPHNTIKEG HOPPES KATAVOAWTIKNG CUPTTEPIPOPAS. H
O1dkpion autr evioxuel Tn BewpnTiKA S10POPOTTIoINCoN PETALU cuvVaIoONUATIKA KAl YVWOTIKA
kKaBodnyoupevwy ayopacTIKwy atmo@dcewy (Badgaiyan & Verma, 2015; Redine et al., 2022).
ZUVOAIKA, Ta eupAaTa TNG TTapoucag MEAETNG &eixvouv 6T To FOMO, TTapd Tn xaunAoTEpPn
OUVOAIKN €vTaon Tou, diadpapaTifel oualaoTIKO pOAo 0Th dIANOPPWON TNG TTAPOPUNTIKAG
QAyOPOOTIKNG CUPTTEPIPOPAGS. To atroTéAeoua auTo emmiReBaiwvel 0TI Ta WuxoAoyikd triggers
Oev AsiToupyouV YpapHIKG, aAAG evepyoTTOloUV JIAQPOPETIKOUG UNXAVIOHOUG ETTIPPONAG
avaAoya e Tn GUON TNG AyopaoTIKAG ATTOPACNG Kal TO TTAQICI0 H€oa GTO OTT0I0 AUTH)

AauBaver xwpa.

5.2.5 PoAAog Tou Personalization 0Tn CUPTTEPIPOPA TWV KATAVOAWTWYV
H egartopikeuon (Personalization) atroteAei évav atmd Toug KEVTPIKOTEPOUG UNXAVIGHOUG TOU
ouyxpovou digital marketing, kaBw¢ BaacifeTal oTnV TTPOCAPHOYR TOU TTEPIEXONEVOU, TWV
TIPOTACEWY KOl TWV JNVUPATWY OTIG AVAYKEG, T EVOIAQEPOVTA KAI TNV TTPONYOUUEVN
OUMTTEPIQPOPA TOU KABE XPrOTN. ZTNV TTapouca PEAETN, N EEOTOUIKEUON AVADEIKVUETAI WG TO
70 OTABEPO KAl I0XUPO WUXOAOYIKOS trigger o€ OXEON PE TN CUPTTEPIPOPA TWV KATAVAAWTWY,
yeyovog TTou emiBeRaiwveral TOOO AT TIG AVOAUCEIG CUCXETIONG OO0 KAl OTTO TO JOVTEAQ
TTOANATTAAG YPAPMIKAG TTAAIVOPOUNONG.
MapdT 0 péoog 6pog TNG e¢aTopikeuaong dev eP@avieTal WG 0 UYPNAOGTEPOG O OUYKPION ME
GAAa yuxoAoyika triggers, Ta atroteAéopaTa deixvouv 0TI TTAPOUCIAZEl OTATIOTIKA ONUAVTIKI)
EMidpaCN TOOO0 OTNV TTPABECN ayopdg 600 Kal OTNV TTAPOPUNTIKA AYOPACTIKI) GUUTTEPIPOPA.
To eupnua autd uTTodNAWVEI OTI N ATTOTEAECUATIKOTNTA TNG £EATOUIKEUONG OEV ATTOTUTTWVETAI
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aTrapPaiTNTa OTAV APECN QVTIANTITA £VTAoH TNG, AAAG OTN AEITOUPYIKA TNG IKAvOTNTA Va
€TTNPeAdel ouoiaoTiKA TN diadIkacia AfYng ayopacTIKWwVY ammo@acewy (Setyani et al., 2019;
Ampadu et al., 2021).

IS1aiTepng onuaaiag eival To yeyovag 61 n e€atopikeuan avadelkvUETAl WG O ITXUPOTEPOG
TTPORAETITIKOG TTapdyovTag TNG TTPOBeong ayopds. To atroTéAeoua autd uttodnAwvel 0TI Ol
KATAVOAWTEG AVTATTOKPIVOVTAI BETIKOTEPA OE TTPOCWTTOTTOINUEVO TTEPIEXOUEVO KAl TTPOTAOEIG,
1I0iWG OTAV TTPOKEITAI VIO TTIO CUVEIBNTEG KAl TTPOYPANPATIOPEVEG AYOPAOTIKEG aTTOPAcElg. H
TTPOCAPHOYA TWV INVUUATWY OTIG ATOMIKEG TTPOTIMAOEIG eVIOXUEI TNV AVTIAQPBAvVOEVN
OUVAQEIa KAl XPNOIKOTNTA TOU TTEPIEXOUEVOU, HEIVOVTAG TO YVWOTIKO QOPTIO Kal
dleukoAUvovTag Tn Afwn atmégaong (Chen et al., 2019; Ampadu et al., 2021).

MapdAANAa, n €GaTopikeuon TTAPOUCIALEl OTATIOTIKA oNUAVTIKA £TTIOpACN KAl 0TV
TTAPOPUNTIKA AYyOPACTIK) CUPTTEPIPOPJ, YEYOVOG TTOU OEIXVEI OTI ITTOPEI va evepyoTTOINOEl OXI
HOVO YVWOTIKOUG aAAG Kal ouvalioBnPaTikoUug PNXaviououg emippons. H ékBeon oe
TTPOCWTTOTTOINUEVEG TTPOTACEIG KATA TN SIAPKEIA TNG TTEPINYNONG EVOEXETAI VA UEIWTEI TIG
YVWOTIKES avTIoTACEIC Kal va auénoel TV TBavoTNTa auBdpuNTWY ayopacTIKWY ATTOPACEWY,
1I01QiTEPA OTAV TO TTEPIEXOMEVO YIVETAI QVTIANTITO WG APETA OXETIKO HE TIC AVAYKEG TOU XPHOTN
(Setyani et al., 2019; Babatunde et al., 2025).

2 avTtiBeon pe GAAa PuxoAoyika triggers TTou @aiveTal va eTTnEEAoUV Kupiwg Hia
OUYKEKPIPEVN HOPYR KATAVAAWTIKAG CUUTTEPIPOPAC, N e€aTouikeuon Asitoupyei opilOvTIa,
ETTNPEACOVTAG DIAPOPETIKA OTAdIA KAl TUTTOUG OYOPAOTIKWY ATTOPACEWV. To eupnua autd
evioxuel Tn BIBAIoypa@ik B€on OT1 N e€aTopikeuon atroTeAEl €vav TTOAUSIACTATO UNXAVIOUO
ETMPPONG, IKAVO VO OUVOEDEI TN YVWOTIKN a§IoAOynon PE TN CUVAICONPATIKY avTaTTOKPIon TOU
katavaAwThA (Redine et al., 2022).

2UVOAIKG, n TTapouca PeAETN KaTadelkvuel OTI N eEaTopikeuon atroTeAEN TO TTI0 KPIOIWO
WuxoAoyIko trigger oo TTAaiolo Tou digital marketing, kaBwg eTTnpeddel ye cuvéTTEla TOCO TNV
TTPOBeon ayopdg 600 Kal TV TTAPOPHNTIKI AYOPAOCTIKY CUUTTEPIPOPA. Ta aTToTEAECUATO
atravtouv oto Epeuvntiké EpwTnua 1, deixvovtag 0Tl N OXETIKA 10XUG TWV WUXOAOYIKWV
triggers d¢v gival opoiduopen, pe 10 Personalization kai To FOMO va avadeikviovTal wg ol

TTAéOV OUCIAOTIKOI INXAVIOUOI ETTIPPONGS o€ oUYKpIon We To Social Proof kai To Scarcity.

5.2.6 Z0voyn Xulntnong EpguvntikoU EpwTtApartog 1
2UVOAIKQ, Ta aTTOTEAEéOUATA TNG TTAPOUCAG HEAETNG KATADEIKVUOUV OTI Ta WuxoAoyIKd triggers
Tou digital marketing dev aokoUv opoIOpOpP®N ETTIOPACH OTN CUPTTEPIPOPA TWV KATAVAAWTWY,

AaAAG B10QOPOTTOIOUVTAl WG TTPOG TN OXETIKI 1I0XU KAl TOV TPOTTO YE TOV OTTOIO £TTNPEACOUV TNV
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TTPOBECN ayopdg Kal TNV TTAPOPUNTIKA AyopaOTIKr) CUPTTEPIPOPA, ETTIRERAILVOVTAG
avTioToixa eupAuaTa TnG dieBvoucg BiBAloypagiag (Redine et al., 2022).

H e€artopikeuan (Personalization) avadeikvieTal wg 0 1I0KUPOTEPOS KAl TTIO OTABEPOS
MNXaviouog emMpPPONG, ETTNPEAlovTag anPavTika TO00 Tn ouveldnTA TTPoBecn ayopds 6Co Kal
TNV TTAPOPMNTIKI AYOPACTIKI) CUMTTEPIPOPA. To eUpNUA AUTO UTTOYPAUMICEl TOV KEVTPIKO POAO
TNG OUVAQPEIOG KAl TNG TTPOCAPHOYAG TOU TTEPIEXONEVOU OTIG AVAYKESG TOU KATAVOAWTR OTN
dladikacia AYNG ayopaoTIKWV aTToQAcEWY O0TO WNPIako TTepIBAAAov (Setyani et al., 2019;
Ampadu et al., 2021).

MapdaAAnAa, To FOMO @aivetal va AIToupyei Kupiwg o€ cuvaioBnuartikd eTmitredo,
EVIOXUOVTAG TNV TTOPOPMNTIKY AyOPACTIKA CUUTTEPIPOPT, XWPIG va PETAPPAZETAI ATTOPAITNTA
o€ o1aBepn N HOKPOTTPOBeCUN TTPOBECN ayopds. To aTTOTEAECHA auTO eVIOXUEI TN BEWPNTIKNA
OIdKpIoN METAEU ouvaITBNUATIKA KAl YWWOTIKA KABodNyoUPEVWY HOPPWYV KATAVAAWTIKAG
oupTtTePIPopdc (Alfina et al., 2023; Martaleni et al., 2022).

AvtiBeta, Ta triggers Tou Social Proof kai Tou Scarcity, TTapoT Tapdvta 010 Wn@PIako
TTepIBAAAovY, dev avadeixbnkav wg oTATIOTIKA GNUAVTIKOI TTPORAETTTIKOI TTAPAYOVTES TNG
KATAVOAWTIKAG CUPTTEPIPOPAS OTO TTAQICIO TNG TTAPOUCAG Epeuvag. To eUpnua auto
UTTOONAWVEI OTI N ATTOTEAECUATIKOTATA TOUG evOEXETAI VO EEAPTATAI OTTO TO CUYKEIUEVO
EPAPMOYNG, TO €i6OC TOU TTPOIOVTOG I T XAPAKTNPIOTIKA TOU KATAVOAWTH, KaBWS Kal atrd Tov
ouvOuao U0 Toug e IoxupdTEPa WuyxoAoyikd triggers (Hamilton et al., 2019; Wu et al., 2021).
Ev katakAeidl, To EpeuvnTiké EpwTnua 1 amavrdrar empBefaiwvovtag 0Tl Ta WPUXOAOYIKA
triggers eTnpeddouv Tn CUPTTEPIPOPA TWV KATAVAAWTWY PE DIAPOPETIKO TPAOTTO Kal £viaon,
avadelkvUovTag TN ONPOoia TNG OTOXEUPEVNG, OUVOUOOTIKAG Kal OTPATNYIKAG agloTToinong

TOoug oTO TTAdiolo Tou digital marketing.

5.3 2ulATnon AtToTeAeopATWY O€ 2x€0n YE TO EpeuvnTikd
EpwTtnua 2

Qg pog 170 EpeuvnTikd EpwiTnpa 2, Ta eupfjpaTa TG TTapoloag PEAETNG Oeixvouv OTI N
ecaTtopikeuon eTNPeAdel cuoTnUATIKA TG00 TNV TTPOBEc ayopds 600 Kal TNV TTAPOPUNTIKA
ayopaoTIKr) cUNTTEPIPOPEd, vy To Fear of Missing Out (FOMO) oxeTieTal KUPiwg WE TNV
TTAPOPUNTIKA dIACTACN TNG KATAVAAWTIKAG CUMTTEPIPOPAS. AvTiBeTa, Ta triggers Tou Social
Proof ka1 Tou Scarcity dev epu@davicav otatioTikG onuavTiK TTPORAETTTIKA 10U OTO TTAQiCIO
TWV PHOVTEAWV TTAAIVOPOUNONG. Ta eupriuaTa autd oOUVAdOUV E TUYXPOVEG TTPOCEYYIOEIG TNG
BiBAIoypagiag TTou avayvwpifouv dIaQopOTTOINUEVOUG JNXAVIOHOUG ETTIPPONG avaAoya PE TN
@uon NG ayopacoTikrg amogaong (Redine et al., 2022° Duong et al., 2025).
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H mmapouca evétnta €0TIAlEl OTOV TPOTTO WE TOV OTToI0 Ta WuxoAoyikd triggers Tou digital
marketing eTnpedlouv U0 SIaKPITEG AAAG AAANAEVOETEG HOPPES KATAVOAAWTIKIG
CUMTTEPIPOPAG, TNV TTPOBECN ayopdg Kal TV TTAPOPHNTIKI yOoPaCTIKI) CUMTTEPIPOPE. H
O1dKkpIon auTh gival Kpioiun, KaBwg ol dUo €vvoleg avTavakAOUV OIOQOPETIKEG YVWOTIKES Kal
ouvaioOnuaTikég diepyaacieg, OTTWG £xel emonuavoei otn oxeTikn BIBAIoypagia (Badgaiyan &
Verma, 2015- Redine et al., 2022).

5.3.1 Alagpopég peTagu TpdBeong ayopds Kal TTAPOPUNTIKIG AyOPACTIKAG
OUMTTEPIPOPAGS

Ta ammoteAéopaTa NG TTapolods EAETNG KATAdEIKVUOUV OTI Ta WUXOAOYIKA triggers Tou digital
marketing dev eTnpeddouv e Tov idIo TPATTO TNV TTPOBEaN ayopds Kal TV TTAPOPHNTIKH
QAYyOPOOCTIKI) CUMTTEPIPOPA, ETIRERAIWVOVTAG TN BewpnTIKY SIAKPION METALU YVWOTIKA Kal
ouvaiodnuaTikad KaBodnyoUuuevwy ayopaoTIKWy atro@docwy. H diagopoTroinon auth €xel
emonuaveei kal otn oXeTiKA BiBAIoypagia, cUu@wva JYe TNV oTroia n TpdBean ayopdg
TTPOKUTITEl aTTO S1adIKaCieC alloAdynong Kal eTeCepyaciag TTANPOPOPIWY, EVW N TTAPOPUNTIKA
QAyOPOOTIKI) CUMTTEPIPOPA CUVOEETAI PE OTIYUIaIa ouvaloONUaTIKA JIEYEPON KAl HEIWMPEVO
yvwoTIkO €Aeyxo (Badgaiyan & Verma, 2015 Redine et al., 2022).

2710 TAQioIo auTd, N e€aTopikeuon avadeIKvUETal WG KOIVOGS Kal 0TaBepdS TTapdyovTag
ETTIPPONG Kal YIa TIG U0 HOPPEG KATAVAAWTIKNG CUMTTEPIPOPAS. To eUpnua AUTO UTTODNAWVEI
OTI N TTPOCAPMOYI TOU TTEPIEXOMEVOU OTIG ATOPIKEG OVAYKEG KAl TTPOTIMNOEIG TWV
KATaVOAWTWYV TTNPEACEI TOOO TIG CUVEIDNTEG, TTPOYPAUHATIOPEVEG AYOPACTIKEG ATTOPACEIG
600 Kal TIg auBopunTeS avTidpdoelg. H dITTr) auTh £TTidpacn TNG £EATOUIKEUONG CUVADEI UE
HEAETEG TTOU TOVICOUV OTI TO TTPOCWTTOTTOINUEVO TTEPIEXOUEVO UEIVEI TO YVWOTIKO QOPTIO Kal
evioxuel Tnv avTiAapBavéuevn ocuvaeeia, dIEUKOAUVOVTAG TN JeTABaon atrd Tnv TpdBeon oTn
oupTtTEPIPOPA (Setyani et al., 2019 Ampadu et al., 2021).

AvtiBeta, 10 Fear of Missing Out (FOMO) @aivetal va CUVOEETAI KUPIWG JE TNV TTAPOPHNTIKN
QAyOPOCTIKI) CUNTTEPIPOPA Kal OXI JE TN dlapdpewaon oTabepAg TTPodBeong ayopds. To eupnua
auTd uttodnAwvel 6T 0 POBOC ATTWAEING EUKAIPIWV EVEPYOTTOIET KUPIWG oUvAITONUATIKOUG KAl
OTIYMIAioUug unNXaviopoUg ETTIPPONG, 0dNYWVTAG O auBOPUNTES ATTOPACEIS APEONS
avtaTroKPIoNG, XWPIS ekTevr] yVwOoTIKN eTegepyaaia (Alfina et al., 2023 Babu et al., 2026).
MapdAAnAa, Ta atroteAéopara deixvouv 0TI To Social Proof kai To Scarcity dev diatnpouv
OTATIOTIKA CNPAVTIKA ETTIOPACT OE KAVEVAV ATTO TOUG BUO TUTTOUG CUMTTEPIPOPAG OTAV
e€eTafovTal 01O TTAQICIO TWV POVTEAWY TTAAIVOPOUNONG. To elpnua autd evioyUel TNV ATToWn

OTI TO OUYKEKPIMEVA triggers AEIToUpyoUV TTEPICTOTEPO WG UTTOCTNPIKTIKA OTOIXEIO TOU
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wn@IakoU TTEPIBAAAOVTOG Kal AlyOTEPO WG APECOI KABOPIOTIKOI TTAPAYOVTEG AYOPAOTIKIG
opdong, 181aiTepa dTAV GUVUTTIAPXOUV WE ICXUPOTEPOUG UNXAVIOUOUGS OTTWG N €aTodikEUoN Kal
10 FOMO (Redine et al., 2022).

2UVOAIKd, n dlapopoTToinan Twv aTToTEAEOUATWY PETAEU TTPOBECNG ayopas Kal TTAPOPUNTIKAG
AYyOPOCTIKIG CUMTTEPIPOPAG avadelikvUel OTI Ta WPUXOAOYIKA triggers evepyoTroiouv
OIaPOPETIKES BIADPONES ETTIPPONG, avAAoya E TO av N ayopaoTIKA atropacn BacieTal KUpiwg
o€ YVWOTIKN eTTeéepyaoia i o€ ouvaioBnuatiki diéyepon. H Tapartipnon auTr] uttoypauicel
TN onUAcia TNG OTOXEUPEVNG Kal OTPATNYIKAG aglotroinong Twv triggers oTo digital marketing,

avaAoya pe Tov eMOIWKOPEVO TUTTO KATAVOAWTIKAG AVTATTIOKPIONG.

5.3.2 WuxoAhoyikd Triggers kai [MpdBeon Ayopdg

Ta ammoteAéapata NG TTapoloag PEAETNG Beixvouv OTI N TTpGBean ayopdg eTnpedleTal
ETTIAEKTIKA a1mé Ta WwuyoAoyikd triggers Tou digital marketing, yeyovég mou emBeBaiwvel Tov
YVWOTIKA KaBodnNyoUUEVO XAPAKTPA TNG TUYKEKPIMEVNG KATAVAAWTIKNG CUPTTEPIPOPAS. H
TTPOBeoN ayopdg £xel TTepypagei atn BIBAIoypagia wg ammoTéAeopua ouveldnThg agioAdynong
TTANPOPOpPIWY, avTIAauBavOuevnNG XPNOIMOTNTAG Kal EPTTIOTOTUVNG TTPOG To brand, Tapd wg
daueon avtidpaon oe cuvaloBnuatiké epeBiopata (Badgaiyan & Verma, 2015; Redine et al.,
2022).

2UPOWva Pe Ta atmoTeAéopaTa TNG avaAuong TTOANATTARG ypauMIKAS TTaAIvOpSUNoNG, N
ecatopikeuon (Personalization) avadeikvUETal WG O HOVABIKOG OTATIOTIKA ONUAVTIKOG
TTPOBAETITIKOG TTapdyovTag TNG TTPOBeang ayopds. To eupnua auTtd uTTOdNAWVEI OTI Ol
KaTtavaAwTEG gival o TOavo va avatrTuéouv TTpoBeon ayopdg éTav ekTiBevTal o€
TTEPIEXOPEVO KAl TIPOTACEIG TIPOCAPUOCUEVEG OTIG TIPOCWTTIKEG TOUG AVAYKES KAl TTPOTIMACEIG.
H egatopikeuan evioxuel TNV avTIAAPBavOEVN CUVAQPEIR KAl XPNOIMOTNTA TV WNQIOKWYV
HNVUPdTWY, 0dnNywvTag o€ BeTIKOTEPN OTACN aTTévavTl oTo brand kai auénuévn TpdOeon
ayopaoTIKNG avTatmokpiong (Setyani et al., 2019; Ampadu et al., 2021; Chen et al., 2019).
AvrTiBeTa, Ta triggers Tou Social Proof, Tou Scarcity kai Tou FOMO &¢gv TTapouciaoav
OTOTIOTIKA onuavTiKA €TTidpacn atnv TpoBeon ayopdg. To ammoTéAeoua autd TIRERAILIVEL OTI
KOIVWVIKEG Kl ouvalobnuaTikEG EVOEIEEIG, OTTWG N KOIVWVIKA eTIRERaiwan, n avtiAnyn
oTTavIOTNTAG 1] 0 POROG ATTWAEIAG EUKAIPILV, OEV ETTAPKOUV OTTO JOVEG TOUG YIa TN
SlapdpPwaon oTabePAG Kal cuveIdNTAG ayopaacTIKAG TTpdBeang, 6tav dev ouvodeuovTal aTTd
uwnAoS Babud avtiAapBavopevng cuvageiag Kal XpnolgoTnTag Tou Trepiexopévou (Gupta &
Gentry, 2019; Redine et al., 2022).
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2UVOAIKQ, Ta eupApaTa avadelkvUouv TNV EEATOMIKEUCN WG TOV TTAEOV KPITIWOo TTapdyovTa yid
TN SlapépPwaon TPodBeang ayopds ato wneiakd TepiBaAlov, empBepaiwvovTtag 6Tl Ol
oTpatnyikég digital marketing TTou Bacifovtal 0TnV TTPOCWTTOTTOINGN £X0UV WEYAAUTEPN
mMBavoTNTa Va 0dnNyAOOUV OE OUCIOAOTIKY, OTABEPN KAl YVWOTIKA ETTEEEPYACHEVN

KatavaAwTiKA avtatrokpion (Ampadu et al., 2021; Setyani et al., 2019).

5.3.3 WuxoAhoyikd Triggers kai MNapopunTik ) AyopaoTIK ZUUTTEQIPOPA

2 avTtiBeon pe TNV TPOGBean ayopdg, N TTAPOPHUNTIKI) AYOPACTIKI) CUUTTEPIPOPE £TTNPEACETAI
atro dIa@opeTIKG ocuvOuaoud WUXoAoyIKwyV triggers, avTavakAwvTag Tov Eviova
ouvaiodnuaTikd, auBépunTo Kal aTiyiaio xapakthpa TnG. H diebvnc BIBAloypagia TTepiypd@el
TNV TTAPOPMUNTIKA AYOPACTIKA CUUTTEPIPOPA WG ATTOTEAECHUA TTEPIOPICHUEVNG YVWOTIKNAG
emegepyaaoiag kal augnuévng ouvaicBnuaTikrg diEyepaong, IDIAITEPA 0TO WNPIako TTePIBGAAOV
(Badgaiyan & Verma, 2015; Redine et al., 2022; Akin, 2025).

Ta ammoteAéopata NG TTapouoag PEAETNG deixvouv 0TI Tooo To FOMO 600 Kkai n e€aTopikeuon
ATTOTEAOUV OTATIOTIKA ONUAVTIKOUG TTPORAETITIKOUG TTAPAYOVTEG TNG TTAPOPUNTIKAG
AYyoPaOTIKNAG CUPTTEPIPOPAGS. H etTidpaon Tou FOMO utrodnAwvel 6T 0 @SB0G aTTWAEIAG
EUKAIPIWV AEITOUPYEI WG PNXAVIOPOG APECNG KIVATOTTOINONG, EVIOXUOVTAG auBdpunTES
AYOPOOTIKEG ATTOPACEIG XWPIG EKTEVA YVWOTIKA agloAdynon Twv dIaBECINWY EVOAAAKTIKWV.
To e0pnpa autd ouvdadel Pe eEAETEG TTOU avadeikvuouy Tov pdAo Tou FOMO oe TrepiBdAAovTa
flash sales, xpoviKd TTEPIOPICHEVWV TTPOCPOPWV Kal EVTOVNG KOIVWVIKNAG ouykpiong (Alfina et
al., 2023; Martaleni et al., 2022; Babu et al., 2026).

MapdAANAa, N €CATOPIKEUOT QAIVETAI VO PEIWVEL TIG YVWOTIKEG AVOOTOAEG KAl VO EVIOYUEI TRV
aioBnon ouvaEEIog TOU TIPOCPEPOUEVOU TTEPIEXOUEVOU, BIEUKOAUVOVTAG TN JETGBaon atmod Tnv
ékBean aTo gpEBICUO OTNV AUEDN ayopaaTIK) dpdcon. H TTapouadia TTpocwTTOTToINUEVWY
TTPOoTaoEWVY KaTA TN dIdpKela TNG TTEPIRyNonG €xel ouvdeBei otn BiBAIoypagia pe augnuévn
ouvaioOnuaTiKA avtaTToKPIoN Kal EVioXuon TNG TTAPOPPNTIKAG CUPTTEPIPOPAS (Setyani et al.,
2019; Ampadu et al., 2021; Babatunde et al., 2025).

AvriBeTa, Ta triggers Tou Social Proof kai Tou Scarcity dev TrTapouciacav oTaTioTIKG OnUAVTIKA
EMOPACN OTNV TTAPOPHNTIKA AYOPACTIK CUUTTEPIPOPEG OTaV EEETACTNKAV TAUTOXPOVA UE TA
uttéAoitra triggers. To edpnua autd uttodnAwVEl OTI, TTAPOTI Ol KOIVWVIKEG EVOEIEEIG Kal TO
MNvOpaTa oTTavioTNTAG OTTOTEAOUV AvaATTOOTIACTO HEPOG TOU Wn@IakoU TTePIBAAAOVTOG, dev
ETTAPKOUV aATTO JOVA TOUG VIO TNV EVEPYOTTOINGN TTAPOPHNTIKWY AVTIOPACEWY OTAV
OUVEEETACOVTAI JE I0XUPOTEPOUG CUVAICONUATIKOUG Pnxaviopoug, 0TTws 1o FOMO kai n
ecatopikeuon (Gupta & Gentry, 2019; Wu et al., 2021).
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ZUVOAIKQ, Ta atToTeAéopaTa KaTadelkvUuouv OTI N TTAPOPUNTIKA AyopaCTIKI) CUNTIEPIPOPA
ETTNPEAleTal KUPIWG aTTo triggers TTou EvEPYOTTOIOUV CUVAICBNUATIKOUG Kal OTIYHIAioUg
MNXaviopoug emppong, pe To FOMO va Asitoupyei wg Bacikodg KataAuTng Aueong avTidpaong
Kal Tnv eaTopikeuon va dpa evioxuTikd. H diagopoTroinon auTth o€ ox€on Ke Tnv TTpoBeon
ayopdag evioxUel TN onUacia TG TTPOCAPHUOCHEVNG KAl OTPATNYIKAG XPAONG TWV WUXOAOYIKWV
triggers oTo digital marketing, avdAoya pe Tov TTIOIWKOUEVO TUTTO KATAVAAWTIKAG

oupTtTeEPIPopds (Redine et al., 2022; Akin, 2025).

5.3.4 ZuyKpPITIKN ATTOTiUNON TNG ETTIOPACNS TwV WUXOAOYIKWYV triggers
oTnVv TTPOBE0N ayopdag KAl TNV TTAPOPUNTIKA AyOPACTIKI) CUUTTEPIPOPA

H ouykpITIKA avaAuon TwV ATTOTEAEOUATWY avadeIKVUEl OaPEiG SIAPOPOTTOINCEIS WG TTPOG TOV
TPOTTO UE TOV OTTOI0 T WUXOAOYIKA triggers Tou digital marketing etTnpeddouv Tnv TTPGBeoN
ayopdg Kal TNV TTapopUNTIKA ayopacoTIKr) GUUTTEPIPOPA, eTTIRERalwWvOvVTAg OTI 01 U0 HOPPES
KATAVOAWTIKAG CUPTTEPIPOPAS EVEPYOTTOIOUVTAI JETW OIAPOPETIKWYV YVWOTIKWY KAl
ouvaiodnuaTikwy pnxaviopwy (Badgaiyan & Verma, 2015; Redine et al., 2022).

H mp606ean ayopdg eTrnpeddeTal Kupiwg atrod TNV £ATONIKEUOT), YEYOVOG TTOU UTTOSNAWVEI OTI
Ol KATAVOAWTES AVTATTOKPivOovTal BETIKOTEPA O€ OTPATNYIKES TTOU TIPOCPEPOUV
TTPOCWTTOTTOINMEVO, OXETIKO Kl AEITOUPYIKA XPACIKO TTEPIEXOUEVO OTAV KAAOUVTAI va
OIaPOPPWOOUV [Ia TTIO CUVEIDNTHA Kal TTPOYPAUUATIOMEVN ayopacoTIKA TTpdBean. To eupnua
auTO oUVAdEl uE HENETEG TTOU avadeIKvUOUV TNV EATONIKEUON WG BATIKO TTapAyovTa
evioxuong Tng avtiAauBavouevng CuvaQEIag, TNG EUTTIOTOOUVNG KAl TNG TTPOBeoNG ayopdg OTO
wneiako TepIBaAAov (Setyani et al., 2019; Ampadu et al., 2021; Chen et al., 2019). AvTifBeTq,
Ta UTTOAOITT WuxXoAoyIKdG triggers &€ gaiveTal va diadpapaTtiCouv ouciaoTikd poAo oTn
Slapoépewaon oTabepAg ayopaoTIKAG TTPOBEoNG, OTaV £LETACOVTAI TAUTOXPOVA HE TNV
eEaropikeuon.

AT TNV GAAN TTAEUPd, N TTAPOPMNTIKA AYOPOCTIKA CUUTTEPIPOPA EVEPYOTTOIEITAI ATTO
ouvouaouo ecatopikeuong kal FOMO. H cuppetoxr Tou FOMO oTn diauopewon
TTAPOPUNTIKWY ATTOPACEWV UTTOONAWVEI OTI 01 CUVAICBNUATIKOI PNXavIoPoi Kail I8IKOTEPA O
POLOG OTTWAELIAG EUKAIPIWYV, £XOUV PEYOAUTEPN BapUTNTA GE CUUTTEPIPOPES ANECNS
avtaTroKPIong Kal auBdpunTng dpdong, IBIaiTEpa o€ TTEPIBAAAOVTO XPOVIKNG TTIEONG Kal
KoIVWVIKAG ouykpiong (Alfina et al., 2023; Martaleni et al., 2022; Babu et al., 2026).
MapdAAnAa, n e€atopikeuon @aiveTal va AEITOUPYEI EVIOXUTIKA, JEIWVOVTAG TIG YVWOTIKEG
avaoToAEG Kal augdvovTag TNV aiobnon cuvdageeiag Tou uNvUPATog, YEYOVOG TTOU DIEUKOAUVEI

TNV dueon ayopaoTikA avTtidpaon (Ampadu et al., 2021; Babatunde et al., 2025).
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To Social Proof kai 10 Scarcity dev d1a@opoTroiouv ouciacTiKG Kapia atrod TIg U0 HopQES
CUMTTEPIPOPAS OTO TTAQICIO TV EQAPHOLOUEVWV HOVTEAWY, YEYOVOG TTOU UTTOdNAWVEI OTI
AeIToupyouUyv TTEPICOOTEPO WG aToIXEIa TTAAIGIOU Tou wn@iakou TTEPIBAANOVTOC Kail AlyOTEPO WG
AUETOI UNXAVIOHOI EVEPYOTTOINONG ayopaaTIKAG dpdong. To eupnua autd ouvdadel Pe
OUYXPOVEG TTPOCEYYIOEIC TTOU UTTOOTNPICOUV OTI N ATTOTEAECUATIKOTNTA TWV OUYKEKPIMEVWYV
triggers €¢aptaTal a1rd TO CUYKEIPNEVO EQAPUOYAG TOUG KAl TOV oUvVOUAO S TOUG UE
IoXUPOTEPOUG oUVAITBNUATIKOUG ] yWwoTIkoug TTapdyovteg (Gupta & Gentry, 2019; Wu et al.,
2021).

2UVOAIKQ, N e€aTOMIKEUON AVADEIKVUETAI WG O KOIVOG TTAPOVOUAOTAG ETTIPPONG Kal OTIG dUO
HOPQPEG KATAVAAWTIKAG CUNTTEPIPOPAG, evwd To FOMO diagopoTrolgital wg WuxoAoyiko trigger
TTOU €TTNPEALEI KUPIWG TNV TTAPOPUNTIKI AyOoPaOCTIKI) CUNTTEPIPOPA. H diagopoTroinon auth
UTTOYPAWHICEl TN onPooia TNG OTPATNYIKAG KAl OTOXEUPEVNG AgIoTTOINONG TWV WUXOAOYIKWY
triggers oTo digital marketing, avdAoya pe Tov TTIOIWKOUEVO TUTTO KATAVAAWTIKAG
avtatrékpiong (Redine et al., 2022; Akin, 2025).

5.3.5 2uvottTiké cupTtrépacpa Epeuvnrikou EpwtApaTog 2

ZUNTTEPOACHATIKG, Ta ATTOTEAETUATA TNG TTapoUcag YEAETNG emRERaIVOUV OTI TA WPUXOAOYIKG
triggers Tou digital marketing dev eTnpeddouv opoIOuOPPA OAEG TIG HOPPEG KATAVOAWTIKAG
OUNTTEPIPOPAG, AANG evepyOTTOIOUV DIAPOPETIKOUG UNXAVIOUOUG ETTIPPONG avaAoya e TN
@uon TNG ayopaaoTIkiG amoégaong (Badgaiyan & Verma, 2015; Redine et al., 2022).

H egatopikeuon avadeikvUeTal WG O O OTABEPAS Kal KABOPIOTIKOG TTapAyovTag, KaBwg
€TTNPEACel TOOO TN ouveldnTr TTPGBECN ayopdg 60O Kal TV TTAPOPHNTIKI QYOPACTIKA
oupTTEPIPOPA. To eupnua autd ouvddel pe Tn BIBAIoypagia, n otroia uttooTNEICEl OTI N
TTPOCWTTOTTOINGN TOU TTEPIEXOUEVOU PEIWVEI TO YVWOTIKO QOPTiO, EVIOYXUEI TNV
avTiAauBavouevn cuvdeeia Kai dIEUKOAUvVEL TN PeTABaon atrd TV agloAdynon oTn
oupTTEPIPOPA (Setyani et al., 2019; Ampadu et al., 2021; Chen et al., 2019).

AvriBeta, To FOMO @aivetal va dpa Kupiwg o€ cuvalioBnuaTiko TTiTredo, EVioXUovTag
auBOPPNTEG KAl OTIYMIAIEG AYOPOAOTIKEG ATTOPACEIG XWPIG va HETAPPAZETalI 0€ OTABEPA 1
MokKpoTTp6Becun TTPOBeaN ayopds. To elpnua autd eTTIRERBAIWVEI TIPONYOUUEVEG EUTTEIPIKES
MEAETEG TTOU ouvdéouv To FOMO pe TTapopunTiKEG avTIOPACEIG UTTO GUVONKEG KOIVWVIKAG
ouykpiong Kal xpovikng trieong (Alfina et al., 2023; Martaleni et al., 2022; Babu et al., 2026).
MapdAAnAa, Ta triggers Tou Social Proof kai Tou Scarcity dgv eu@avioav OTATIOTIKG GNPOVTIK
TTPOBAETITIKA 10U OTA £Qapuolopeva povTéAa. To atmoTéAeopua auTtd uTTodNAWVEI OTI N

ETMOPAOT) TOUG EVOEXETAI VA Eival EUPEDN 1) EEAPTWHEVN ATTO TO EKACTOTE TTAQICIO EQPAPPOYNAG

71



Kal Tov ouvOUaOo G TOUG E IOXUPOTEPOUG YVWOTIKOUG 1) GUVAIOOBNUATIKOUS UNXAVIOHOUG
(Gupta & Gentry, 2019; Wu et al., 2021).

2UVoAIKd, To EpeuvnTikd Epwtnua 2 ammavtaTal KatadeikviovTag 0Tl N ¢Uon TG ayopacTIKAG
amoépaong, ouveidnTA A TTapopuNTIKA, KaBopilel o€ ueydAo Babuod TTola YuyxoAoyika triggers
EVEPYOTTOIOUVTAI KalI [E TTOIO £€VTOOT), avadeIKVUOVTAG T GNPOCia TNG GTOXEUMEVNG Kal
dlagpopoTroinpévng Xprong Toug oto TTAdiolo Tou digital marketing (Redine et al., 2022; Akin,
2025).

5.4 2ulATnon ATToTEAEONATWY O€ 2x€0n UE TO EpeuvnTikd

Epwtnua 3

To TpiTo €PEUVNTIKO EPWTNHA TNG TTAPOUCOG MEAETNG 0TIAZEI OTN dlEPEUVNON TOU KATA TTOCO
n emidpaon Twv YuxoAoyikwv triggers Tou digital marketing diagopoTroicital avaloya pe
ONUOYPAPIKA KOl CUUTTEPIPOPIKA XAPOAKTNPIOTIKA TWV KATAVOAWTWY, OTTWG N nAIKia, To @UAO,
TO €TTITTED0 WNQPIAKAG EEOIKEIWONG KAl N CUXVOTNTA XPAONS WNQIAKWY TTAATopuwy. H
€EETOON TOU OUYKEKPIPMEVOU EPWTHHATOG OTTOKTA 181aiTEPN onUacia, KaBwg n d1EBvNg
BiBAIoypagia uttooTnEiCel ATl 01 YUXOAOYIKOI NXavIOUOi TTIPPONAG OV AITOUPYOUV
OMoIOHOpPa o€ GAOUG TOUG KATAVAAWTEG, OAAG €TTNPEACOVTAI ATTO ATOMIKA XOPAKTNPIOTIKA Kal
TTPOTUTIA YNIOKAS ouuTTePIPopdc (Kumar et al., 2022; Redine et al., 2022).

2710 TTAQiCIO TNG TTaPOoUCaG £pguvag, N digpelvnorn Tou EpsuvnTikou EpwTApatog 3
TTPAYMOTOTTOINONKE HEOW ouvduaopoU avaAucewyv diakuuavong (Welch one-way ANOVA)
yia TOV €AeyX0 SI0QOPOTIOINCEWV PETAEU NAIKIAKWY OPAdwYV, KaBWG Kal avaAUoEwy
ouoxEéTiong Pearson yia Tnv €€€taon TNG OX€0NG TwV WUXOAOYIKWYV triggers pe OeikTeg
WYNPIaKNG CUUTTEPIPOPAG, OTTWG TO eTTiTTEd0 YN@Iakng e€oikeiwong (TECH_EXP) kai n
ouxvotnTa xpriong wneiokwyv Aat@opuwyv (ONLINE_FREQ). MapdAAnAa, n eppnveia Twv
ATTOTEAEOPATWY AauBAvel uTTOWN Ta EUPHAHOTA TWV JOVTEAWYV TTOAIVOPOPNONG, TA OTTOIO
EMTPETTOUV TNV KaTtavonon Tng £midpacng Twv triggers oTn CUUTTEPIPOPA TWV KATAVOAWTWV
avegapTNTWG dNUOYPAPIKWY SIOPOPOTTOINCEWV.

Ta ammoteAéapaTa deixvouv 0TI, O€ YEVIKEG YPAUMEG, N ETTIOPACH TWV WUXOAOYIKWV triggers
Oev OI0QOPOTTOIEITAI OUCIAOTIKA PETAEU TWV NAIKIOKWY OPAdWY OUTE WG TTPOG Ta £TTITTESA
WNQIOKNG €E0IKEIWONG KAl T ouXVOTNTA XPAONS WNPIAKWY TTAATQOPUWY. To elpnua autd
UTTOONAWVEI JIO OXETIKA OPOYEVOTTOINGN TNG avTidpaong Twv KATAVOAWTWY atrévavTi oTa
WwnQIaka epediopaTa, TOavwg wg atmoTEAEOHa TNG upeiag dIAXuoNS TWV WNPIaKwyV
TEXVOAOYIWV KaI TNG KaBNUEPIVAG €kBeong o€ TTapopoleg TTPakTIKES digital marketing (Chan et

al., 2017; Redine et al., 2022). AvTioToixa, TTpdCPATEG AVACKOTINOEIG UTTOOTNPICOUV OTI N
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augnuévn €COIKEIWON TWV KATAVOAWTWY WE Ta Wnelakd TepiBdAlovta odnyei o€ €€aoBévnon
TWV JIAPOPOTTOINCEWV PETAEU ONUOYPAPIKWY OUAdWY WG TTPOG TNV AVTATTIOKPIoN O€
WuxoAoyika triggers (Samsura & Rufaidah, 2025).

QoT1600, N avdAuon avédelEe pia onuavTikn e€aipeorn, KabBwg To trigger TnG e€atopikeuong
EMQAVIOE OTATIOTIKA CNUAVTIKA S10QOPOTTIoINoN METAEU CUYKEKPIMEVWY NAIKIOKWY Opddwy. To
atroTéEAECHA AUTO UTTOBNAWVEI OTI, TTAPA TN YEVIKI TAOT OUOIOPOPYIAg, N atTodoxr] Kal N
ATTOTEAECPATIKOTATA TNG TTPOCWTTOTTOINONG £§aKOAOUBOUV va £TTNPeG{ovTal ATTO
dnuoypagikous Trapdyovtes. H BiBAloypagia emionuaivel 611 n eEaTopikeEuon ouvdEETal OTEVA
ME NTAMATA TEXVOAOYIKAG aTTOdOXNG, EUTTIOTOOUVNG KAl aQvTiIANWNG TNG XPNong TTPOCWTTIKWY
Oedopévwy, Ta OTToIa BIAQOPOTTOIOUVTAI AVAAOYQ PE TNV NAIKIO KAl TO ETTITTEDO WNQIAKNG
ePTTEIPiIaG TWV KatavaAwTwy (Setyani et al., 2019; Ampadu et al., 2021).

To e0pnua autd evioXUEl TIPONYOUUEVEG HEAETEG TTOU UTTOOTNPICOUV OTI, EVW Ol VEOTEPEG
NAIKIGKEG OuddEG Teivouv va avTIAauBdvovTal TRV TTPOCWTTOTTOINC WG AEITOUPYIKA Kal
XPAOIUN, HEYOAUTEPEG NAIKIOKEG OPADEG EVOEXETAI VO EUPAVICOUV aUENUEVN ETTIGUAAKTIKOTNTA
atrévavTl 0€ TTPAKTIKESG TTou BaacifovTal g€ GUAAOYT Kal avdAucn TTPOCWTTIKWY O£O0UEVWV
(Kumar et al., 2022). ZuveTtwg, n eEatouikeuan @aivetal va atroTeAei PuxoAoyiko trigger pe
dl10QOopPOTIOINUEVN dUVAUIKA, avAAoya PE TO dNUOYPAPIKO TTPOPIA TOU KATAVOAWTH.

TENOG, onUEIWVETAI OTI N CUYKPITIKA avdAuon wg TTPOG TO QUAO dev KATEDTN dUVATH Adyw
QVETTOPKOUC apIBUOoU TTapATNPACEWY O€ Jia aTTd TIG KaTnyopieg Tou deiypatog. O
TTEPIOPIOPOG aUTOG atroTeAEl peBodoAoyikd NTNUa TNG TTapoucag PEAETNG Kal AapBaveTal
uTTOYnN OTNV EPMNVEIa TwV aTToTEAEOUATWY, KaBwg N PiIBAIoypa@ia £xel avadei&el TO UAO WG
mOavo TTapdyovta dIagopOTToiNONG TNG KATAVOAWTIKAG CUUTTEPIPOPAS OE OPIOHUEVA WNPIOKA
mrepIBdAAovTa (Atulkar & Kesari, 2018; Kumar et al., 2022).

2UVOAIKG, Ta atroteAéopaTta Tou Epeuvntikou EpwtripaTtog 3 deixvouv 0TI Ta YuXOAOyYIKA
triggers Tou digital marketing Asitoupyouv o€ peydAo Babud opildvtia, eTTnpedlovTag
OIAPOPETIKEG OPADES KATAVOAWTWY HE TTAPOPOIO TPOTTO, PE ETTIHEPOUG DIAPOPOTTOINTEIG,
KUPIWG OTNV TTEPITITWON TNG £EATONIKEUONG, TTOU agiouv TTepaITEPW diEpEUVNONG O€

MEANOVTIKEG EPEUVEG.

5.4.1 HAikia ka1 diagopoTroinon Tng €midpacng Twv WYuxXoAoyIKwy triggers
H nAikia atroteAei éva atrd Ta MO0 CUXVA £EETACOUEVA DNUOYPAPIKA XOPOKTNPIOTIKG OTN
BiBAIoypagia Tou digital marketing, kaBwg cuvdéeTal Aueca pe dIAPOPOTIOINTEIG OTN YVWOTIKN
emeepyaaia TTANPOPOPIWY, TNV TEXVOAOYIKN €E0IKEIWON KAl TA TTPOTUTTA XPHONG WNQIAKWY
TIAATQOPHPWV. MOAAEG EUTTEIPIKEG PEAETEG UTTOOTNPICOUV OTI VEOTEPES NAIKIOKEG OPADES
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eP@aviovTal TTEPICOOTEPO EUAAWTEG 0€ WuxoAoyIkda epeBiopaTa, 18iwg o€ triggers TTou
OXeTiCovTal YE TNV KOIVWVIKA OUYKPICT Kal TOV @O0 aTTwAEIaG eukaipiwy, OTTwG To Social
Proof kai To FOMO (Kumar et al., 2022; Alfina et al., 2023).
QoTo00, Ta amoTeAéopaTa TNG TTapoUoag PEAETNG Oeixvouv OTI N €TTiIdOPACN TWV WUXOAOYIKWV
triggers d¢ev dia@opoTrolEiTal OUCIACTIKA PETAEU TWV NAIKIAKWY OPAdWYV YIa Ta TTEPICTOTEPQ
aTto Ta £geTalOMEVA triggers. Zuykekpipéva, OeV TTPOEKUWAY OTATIOTIKA ONUAVTIKEG DIAPOPES
wg TTPog 1o Scarcity, 10 Social Proof kal To FOMO, yeyovog TTou uttodnAwvel OTI Ta
OUYKEKPIPEVA WUXOAOYIKG epeBiopaTa yivovTal avTIANTITA Kal eTTEEEpyAdovTal UE TTAPOUOIO
TPOTTO ATTO KATAVOAWTEG BIOPOPETIKWY NAIKIWY OTO CUYXPOVO WNQPIAKO TTEPIBAAAOV.
To eUpnpa auTtd EPXETAI O€ PEPIKA AVTIOEDN UE TTPONYOUNEVESG HEAETEG TTOU UTTOOTNPICOUV OTI
N NAIKia AsiToupyei wg 1oxupdg TTapdyovTag dia@opoTToinong TNG £TTidpacng Twv
wuxohoyikwyv triggers. Mia TBavA epunveia oxeTiCeTal e T oTABIAKN £EOHOIWON TWV
WNQIOKWY TTPAKTIKWY PETAEU TwV NAIKIGKWY ouddwyv. H ekTeTapévn xprion smartphones,
social media kal TTAATQOPHWY NAEKTPOVIKOU EUTTOPIOU OTTO ATOPA BIAPOPETIKWV NAIKIWV
QaiveTal va JEIVEL TIC BIaPOPES aToV TPOTTO €KBECNG KAl AVTATIOKPIONG OTA WNPIAKA
epebiopaTa, 0dNywvTag o€ TTIO OUOIOYEVH HOTIRA KATavaAwTIKNG oupTTEPIPOPAs (Redine et
al., 2022; Samsura & Rufaidah, 2025).
IS1aiTepo evdiagépov TTapouaidlel, woTdoo, To trigger Tng e€atouikeuong (Personalization), To
OTTOI0 EPPAVIaE OPIGKI) TUVOAIKN 81aQOopOoTToinon YETalU NAIKIOKWY OuGdwVY Kal OTATIOTIKG
onuavTikr dlo@opd PETAEU TG opddag 35-45 eTwv Kal TNG opadag 55+. To amotéAeopa auto
uttodnAwvel 0TI N e€aTopikeuon dev yiveTal avTIANTITA YE Tov id10 TPOTTO aTTd GAOUG TOUG
KOTavaAwTES Kal 6T N nAIKia eEakoAouBei va diadpapartiel poAo 6Tav To WuxoAoyiko trigger
OXETICETAI hE TN XPAON Kal ETTEEEPYaTia TTPOCWTTIKWY OEOOUEVWIV.
H ouykekpipévn diagopoTtroinon PTTopEi va epunveuBei uttd To TTpicua TNG BIBAIOYpagiag TTou
emonuaivel 4TI KATAVOAWTEG HEONG NAIKIAG epgavifouv ouyxvd uwnAoTepn atrodoxn TNG
TTPOCWTTOTTOINMUEVNG WNPIOKAG EUTTEIPIOG, KABWS oUVOUALOUV ETTAPKA WNPIAKN £E0IKEIWON UE
COQECTEPEG AYOPAOTIKEG AVAYKEG KAl OTOXOUG. AVTIBETA, HEYOAUTEPES NAIKIOKES OPADES
TEIVOUV VO QVTIHETWTTICOUV TNV £EOTOMIKEUON UE HEYAAUTEPN ETTIQUAAKTIKOTNTA, 18iWG OTAV
auTh ouvdéeTal Pe {NTANATA IBIWTIKOTATAG, DIAPAVEIAS Kal EAEYXOU TWV TTPOCWTTIKWY
Oedopévwy (Setyani et al., 2019; Ampadu et al., 2021).
2UVOAIKQ, Ta aTToTEAéOUATA TNG TTAPOUCAG HEAETNG UTTOONAWYVOUV OTI N NAIKia dev AcIToupyei
w¢ KaBoAIkdg TTapdyovTag dlagopoTToinong TNG £TTIOPaACNS TwV WUXOAOYIKWY triggers, aAA&
ETTNPEACE! ETTIAEKTIKA CUYKEKPIYEVOUG UNXAVIOPOUG, OTTWG N e§aTopikeuon. To elpnua autod
eMTTAOUTICEI TN OXETIKN BIBAIOYpa@ia, KaBwg deixvel OTI o1 NAIKIOKES dIAPOPOTTOINTEIS OTO
digital marketing dev €ival opoidpop@eg, aAAG e€apTwvTal aTTd TN GUON TOU EKACTOTE
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WuxoAoyikou trigger kai Tov BaBud oTov oTT0io aUTO OXETICETAI e TEXVOAOYIKI) a1TOd0XN KOl

¢ntipaTta I91IWTIKOTNTAG.

5.4.2 Wnoiakn e¢oikeiwon (TECH_EXP) kai diagopoTtroinon tng
ETTIOPAONG TwV YUXOoAoyIKWYV triggers
H ynolakn €€oIKeiwon TwV KATOVAAWTWY ATTOTEAET KPIGIUO CUPTTEPIPOPIKS XAPAKTNPIOTIKO
oTo TTAaiolo Tou digital marketing, kaBwg cuvdEeTal e TOV TPOTTO E TOV OTTOIO OI XPrOTEG
avTiAauBdvovtal, afloAoyouv Kal avTaTTOKPivovTal OTa YN@Iakda epeBiouara. H oxeTikn
BiBAIoypagia utrooTnpilel T KATAVAAWTEG PJE UWPNAGTEPO ETTITTEDO WNPIOKNG EUTTEIPIOG
dlaBéTouv augnuévn IKavoTNTa QIATPAPICUATOS TWV dIAPNMICTIKWY UNVURATWY Kal EPgavifouv
MEYAAUTEPN KPITIKF) GTACH GTTEVAVTI GTOUG WUXOAOYIKOUG UNXaviououg emppons (Kumar et
al., 2022; Redine et al., 2022).
QoT600, Ta amoTeAéTPATA TNG TTAPOUCAG PEAETNG OEixvouv OTI N WNPIOKNA €E0IKEIWON
(TECH_EXP) d¢ev gggpavilel oTaTIOTIKA GNPAVTIKA CUCXETION ME KavEva aTTd Ta eEeTalOpEvVa
wuxoAoyika triggers (Social Proof, Scarcity, FOMO kai Personalization). To eUpnua autd
utTodNAWVEI OTI TO ETTITTEDO EEOIKEIWONG PE TIG WYNPIAKES TEXVOAOYIEG DEV DIAPOPOTTOIEI
OUCIAOTIKA TOV BaBPG oTOV OTTOI0 01 KATAVAAWTEG £TTNPEACOVTAI ATTO TA CUYKEKPIKEVA
WuxoAoyika epebiopata ato ouyxpovo online TrepIBaAAoV.
H atroucia oTaTIoTIKA CNPAVTIKWY CUCXETICEWV £PXETAI O€ PEPIKN avTiBeon PE BEwPNTIKES
TTPoCEyYioeIg TTou UTTooTNEICouV OTI OI AlyOTEPO EE0IKEIWMEVOI XPHOTEG gival TTI0 eudAwTOI O€
triggers 61mwg 10 Social Proof kai To Scarcity, Adyw auénpévng apepaidtntag Kai
TTEPIOPIoHEVNG EPTTEIPIOG agloAdYNONG WNPIOKWYV TTANPOYopIwy. QoTA00, TO ATTOTEAECUA TNG
TTapoUoag EPEUVOG UTTOPEI va epunveuBei uTTd To TTpICHA TNG eupeiag didxuong Twv
WNQIOKWY TEXVOAOYIWVY KAl TNG EE0IKEIWONG TWV KATAVAAWTWY PE TTPAKTIKESG online ayopwv
Kol Wn@IoKAG eTTIKoIvwviag (Samsura & Rufaidah, 2025).
EmimmAéov, N uwnAr CUyKEVTPWAN CUUMETEXOVTWY HE PETPIO £WG UWNAR WNQIAKK] €E0IKEIWaON
o710 deiyua TNG TTAPOUCAG PEAETNG EVOEXETAI Va €XEI TTEPIOPIOEI TN HETARANTOTATA TNG
OUYKEKPIPEVNG METABANTAG, 0dNYWVTAG O€ TTI0 OUOIOYEVEIG AVTIANWEIG KAl avTIOPATEIG
atrévavTi oTa WYUXOoAoyYIKA triggers. Ze éva TEToIO TTAQICIO, OI unXavIoWoi eTTIpporG Tou digital
marketing @aiveral va Aeitoupyouv wg «KaBoAIKG» epeBiouara, ave¢dptnta atro 10 eTTTTESO
WYnIaknG epTreEIpiag Twv xpnoTtwyv (Redine et al., 2022).
[B1aiTEPO EVBIAPEPOV TTAPOUCIALEl TO YEYOVOG OTI, TTAPA TNV aTTOUCIia AuEong oxéong TNG
WYNIaKnG €60IKEIWONG PE Ta ETTINEPOUG triggers, TTPOEKUWAV I0XUPES KAl OTATIOTIKA
ONMAVTIKEG TUOXETIOEIG HETALU TWV idIwV Twv WuxoAoyikwy triggers, 6TTwg petagy Social
Proof kai FOMO, Scarcity kai FOMO, kabwg kail yetagu Personalization kai FOMO. To
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elpnua autd uttodnAwvel OTI n Asitoupyia Twv triggers dev e€apTdTal TTPWTIOTWS aTTO TO
eTTEdO TEXVOAOYIKAG EUTTEIPIAG, aAAG aTTd TN peTAgU Toug aAAnAeTTidpaon Kail TN
OUVOUOOTIKI EVEQPYOTTOINOTN CUVAICONUATIKWY Kal yVWOTIKWY punxaviopwy (Alfina et al., 2023;
Martaleni et al., 2022).

ZUVOAIKQ, Ta eUPAMATA TNG TTAPOUCAG evoTnTag deiXvouv OTI N Yn@iokr e¢oikeiwan dev
dIAPOPOTTOIEI OUCIOOTIKA TNV £TTIOPACN TWV WUXoAoYIKWV triggers o1o e¢eTaldpevo deiypa. To
atmmoTéAeopa autd ocupuBAaAAel oTn BIBAIOYpa@ia, UTTOBEIKVUOVTAG OTI N ATTOTEAEOUATIKOTNTA
Twv psychological triggers oTto digital marketing dev TrepiopideTal o€ AiyOTEPO EUTTEIPOUG
XPAOTEG, AAAG apopd Eva eUPUTEPO QACHUA KATAVOAWTWY PE SIOPOPETIKA ETTITTEDN WNPIAKAG

EPTTEIPIAG.

5.4.3 Zuxvotnta xpnons wneiakwv mAatgopuwy (ONLINE_FREQ) kai
dIapOoPOTTIOINON TNG ETTIOPACNG TWV WUXOAOYIKWV triggers

H ocuxvotnTa xpriong wn@Iakwy TTAATQOPHUWY ATTOTEAEI ONUAVTIKO CUNTTEPIPOPIKO
XOAPAKTNPIOTIKO TV KATAVOAWTWY, KaBWG oxeTileTal Je Tov BaBuod €kBeanc Toug o wnelakd
dlapnUIoTIKA epebiouaTta Kail, KaT €ITEKTACT), ME TNV TOavr] euaiodnaia Toug oToUg
WuxoAoyikoUg unxaviououg emppong Tou digital marketing. H BiBAloypagia utrooTtnpidel 611 oI
KATAVOAWTEG TTOU XPNOIUOTTOIOUV OUXVOTEPO WNPIOKES TTAATQPOPUES EVOEXETAI VA EUPAVICOUV
€ite au&nuévn avtatmokpion oTa YuXoAoyIKa triggers Adyw ouvexoug £kBeong eite, avTiBeTa,
MeyaAUTEPN avoaoia Adyw egoikeiwong kai kopeopou (Kumar et al., 2022; Redine et al., 2022).
Ta armroteAéopaTa NG TTapoucag HEAETNG DEIXVOUV OTI N cuXVOTATA XProNG Wn@IOKWY
TAaTt@oppwyv (ONLINE_FREQ) dev Tapouciddel OTATIOTIKG ONPAVTIKI) CUCXETION PE KaVEVQ
ato Ta egeTaloueva wuyoAloyikd triggers (Social Proof, Scarcity, FOMO kai Personalization).
To eupnua autd uttodnAwvel 0TI 0 XPOVOGS Kal n évTaon XPRonNg WnPIaKWwy PEowvV Oev
d1apopOoTTOIoUV OUCIAOTIKA TOV BaBud 0TOV OTT0I0 01 KATAVAAWTEG £TTNPEAlovVTal ATTO TA
OUYKEKPIUEVA WUXOAOYIKA epeBiouarta oTo auyxpovo online TrepIB&AAOV.

H atroucia oTatioTIK& GNPAVTIKWY CUOXETIOEWV £PXETAI VO CUPTTANPWOEI TA EUPANATA TNG
TTPONYOUHEVNG EVOTNTAG OXETIKA PE TNV WN@IOKH £E0IKEIWON, eviIoXUOVTAG TNV €IKOVA OTI TA
wuxoAoyika triggers Tou digital marketing AsitoupyoUv pe TTapPOOIO TPOTTO AVEEAPTATWG TOU
BaBuou kaBnuepIVAG €KBEONG TWV KATAVAAWTWY O€ YNQPIAKES TTAATPOPUES. TO aTTOTEAECHO
auTd PTTOPE va EpUNVEUBET UTTO TO TTPICKA TNG EKTETANEVNG EVOWNATWONG TWV WNPIAKWY
TEXVOAOYIWV OTNV KaBnuepivi {wrj, OTTOU N oUXVH XPron TwV TTAQTQOPHWY ATTOTEAET TTAEOV
TOV Kavova Kal 0x1 TrTapdyovta ouciaoTIkg diagopoTroinong (Chan et al., 2017; Redine et al.,
2022).
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AvTi va AeiIToupyei wg evIoXUTIKOS A aTTOOUVANWTIKOG TTapdyovTag TG TTIOPACNS TWV
triggers, n ouxvoTnTa XpHong @aiveral va €xel eEOUaAUvel TIG avTIOPATEIS TWV KATAVAAWTWY
atévavtl oTa Yynelakd epebiouarta. O1 xprioTeg, aveapTTwg Tou TTOCO cuxVva BpiokovTal
online, £xouv avatTugel TTapouola poTifa avriAnwng Kal agloAdynong TTPAKTIKWY OTTWG Ol
KOIVWVIKEG €VOEIEEIG, TA UNvUMATA EAAEIYPNG, O1 EI00TTOIRCEIG ETTEIYOVTOG Kal Ol
TTPOCWTTOTTOINUEVEG TIPOTACEIG.
[S1aiTepn onuacia TTapouciadel To yeyovog OTl, TTapd TNV attoucia dueong oxéong PHeTagu
ONLINE_FREQ kai Twv puxoAoyikwy triggers, amrd Tnv avdAuon TTpoEkuyay IoXUPES Kal
OTATIOTIKA CNPAVTIKEG CUOXETIOEIG UETAGU TWV idlwv Twv triggers. To eUpnua auto evioxUEl
TNV ATTOYnN OTI N ATTOTEAECHATIKOTNTA TWV WUXOAOYIKWY INXAVICUWY ETTIPPOING deV £€apTATAI
atro TO €TTITTEDO £€KOEONG TOU KATAVAAWTH 0TO WnPIokd TTEPIBEAANOV, aAAG aTTO TOV TPOTTO HE
TOV OTT0i0 Ta triggers ouvduadovTal KAl EVEPYOTTOIOUV CUVAICBNUATIKEG KOl YVWOTIKEG
Oiepyaoieg (Alfina et al., 2023; Martaleni et al., 2022).
2€ OUPQWVIa PE TTPOCQATEG EUTTEIPIKEG PEAETEG, TA ATTOTEAECUATA TNG TTAPOUCAG EPEUVAG
UTTOONAWVOUV OTI N CUXVOTNTA XPHONG WNOIAKWY TTAATQOPPWYV deV aTTOTEAEI ATTO bV TNG
TTapdayovta dlIaPopoTToinang TG £midpacng Twv psychological triggers. AvtiBeta, n ToIdTNTA
NG WNPIOKAG EUTTEIPIOG, N CUVAPEIQ TOU TTEPIEXOUEVOU KAl N £VTACN TNG OUvVaIoONUATIKAG
Oléyepong @aivetal va diadpauatiCouv TTIo KaBopIaTIKO pOAo oTn dlapdpPwaon TNG
KaTtavaAwTIKAG cupTTepIpopdc (Redine et al., 2022).
2UVOAIKQ, Ta EUPANATA TNG EVOTNTAG AUTAG BEIXVOUV OTI N ouXVOTATA XPNoNG Wn®IOKWY
TIAQTQOPHPWY OEV DIAQPOPOTTIOIE OUCIACTIKA TNV ETTIOPACT TWV WUXOAOYIKWY triggers aT1o
e¢eTalopevo deiypa. To ammotéAeopa autd cupBaAAel otn BIBAIoypagia, uttodeikvUovTag OTI
OTO OUYXPOVO WN@Iako TTEPIBAAAOV OI WUXOAOYIKOI UNXAVICHOI ETTIPPONG AEITOUpPYOUV CE
HeyaAo BaBud opiovTia, eTTNPEAOVTAG KATAVAAWTEG UE DIAPOPETIKA £TTiTTEd online
dpaoTNPIOTNTAG UE TTAPOUOIO TPOTTO.
To TpiTo €peUVNTIKO EPWTNHA TNG TTAPOUCAG PMEAETNG ETTIKEVTPWONKE OTn dlEpelivnon TOU KaTd
600 n €midpacn Twv Yuxohoyikwy triggers Tou digital marketing diagopoTroicital avédAoya
ME dNUOYPa@IK& KAl CUUTTEPIPOPIKA XAPAKTNPIOTIKA TWV KATAVAAWTWY Kal E1I8IKOTEPA WG
TTPOG TNV NAIKIA, TO QUAO, TO ETTITTEDO WNPIAKNG EEOIKEIWONG KAl TN CUXVOTNTA XPAONG
WNQIOKWY TTAATQOpUWYV. H £€€Taon Tou EpWTANATOG AUTOU ATTOOKOTTOUCE GTNV EUTTEIPIKI
empBepaiwon TG BIBAIOYPaQPIKAG BEaNG OTI O YUXOAOYIKOI UNXAVIOUOI ETTIPPONG dEV
A&IToupyouUv e eviaio TPOTTO yIa OAEG TIG OPABES KaTaVOAWTWY, AAAG evdéxeTal va
TTapouaialouv dIaQopPoTToINCEIG avaAoya We To TTPO@IA Tou xprioTn (Kumar et al., 2022).
Ta atroteAéopaTa NG TTAPoUoag EPEUVAG DEIXVOUV OTI, OE YEVIKEG YPAUUEG, OEV
TTaPATNPOUVTAI EVTOVEG 1| CUCTNUATIKEG DIOPOPOTTOINTEIG OTNV ETTIOPACT TWV WUXOAOYIKWYV
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triggers pe Baon Ta e€eTalOpEVA ONUOYPAPIKA KOl CUUTTEPIPOPIKA XOPAKTNPIOTIKA. Q¢ TTPOG
TNV NAIKia, o1 avaAuoeig dlakuuavong dev aveédeiCav oTaTIOTIKG GNUAVTIKES SIaQOPES YIa TA
TreploodTepa triggers (Social Proof, Scarcity kai FOMO), yeyovég mou uttodnAwvel 6T Ol
Baoikoi auToi YuxoAoyIKOi unxaviouoi eTTnpedlouy TTapOuoIa KATAVAAWTEG DIAPOPETIKWV
NAIKIGKWY opadwyv ato wneiakd mepiBaAlov (Chan et al., 2017; Redine et al., 2022).
Movadikn e€aipeon ammotéAeoe n egatopikeuon (Personalization), yia Tnv otroia
TTapaTnPAONKE opIakr dIa@opPoTToiNON METAEU CUYKEKPIMEVWY NAIKIOKWY OPAdWY, XWPIG
wOoTOOO0 TO £UPNUA AUTO VA YEVIKEUETAI O OAEG TIG CUYKPIOEIG.

2¢ 0,7 apopd To QUAO, N CUYKPITIKN avdAuon dev KatéoTn duvaThi Adyw aveTTapkoUus apiBuou
TTapPATNPAOEWY O€ Wia aTTd TIG KATNYOopieg Tou deiyuaTog. O TTEPIOPICPOS QUTOG BEV ETTITPETTE
TNV €§aywyr] a0POAWY CUPTTEPAOUATWY OXETIKA PE TTIBAVES BIAPOPOTIOINCEIG TNG ETTIOPACNG
TWV YUXOAOYIKWY triggers JeTagU @UAWYV Kal avayvwpidetal ws YeBodOAOYIKOS TTEPIOPICHOS
TNG TTapouoag £psuvag (Kumar et al., 2022).

AVOQOPIKA PE TO CUPTTEPIPOPIKA XAPAKTNPIOTIKA, Ta atToTEAEOUATA £DEIEavV OTI OUTE TO
emmiredo wneiakng e€oikeiwong (TECH_EXP) oUte n ouxvéTtnTa Xpong wnelakwyv
TTAaTt@oppwyv (ONLINE_FREQ) Tapoucidfouv oTATIOTIKA ONPOVTIKEG OUOXETIOEIG JE TO
eCeTalOpeva WuxoAoyikd triggers. To eUpnua autd uttodnAwvel OTI n EKTACN TNG EUTTEIPIOG A
TNG KABNUEPIVAG £€KBEONG OTO WN@IAKO TTEPIBAAAOV OV DIOPOPOTTOIEI OUGIAOTIKA TOV TPOTTO
ME TOV OTTOIO Ol KATAVAAWTES AVTATTOKPIVOVTAI O€ TTPAKTIKEG OTTwG To Social Proof, To
Scarcity, To FOMO «kai n e§atouikeuon, OTOIXEIO TTOU CUVADEI uE OUYXPOVEG EUTTEIPIKEG
peAETEG oTOV XWwpo Tou digital marketing (Redine et al., 2022; Zhao et al., 2021).

2UVOAIKQ, Ta atroteAéopaTta Tou EpguvnTikou EpwTrpaTog 3 UTTodEIKVUOUV OTI TO WPUXOAOYIKA
triggers Tou digital marketing gaivetal va Aeitoupyouv o€ peydho Babud opifovria,
ETTNPEACOVTAG KATAVOAWTEG PE DIAPOPETIKA dNUOYPAPIKA KAl CUPTTEPIPOPIKA XAPAKTNPIOTIKA
pe TTapdpolo TPOTTo. To eUpnua auTd £pxETal O€ PEPIKN avTiBeon Pe TTAAQIOTEPES BEWPNTIKES
TTPOCEYYIOEIG TTOU UTTOOTNPICOUV £VTOVEG DIOYOPOTTOINCEIG avadAoya We TNV NAIKIa A To
emiTedo YN@IOKNG £E0IKEIWONG, WOTOCO CUVADEI UE TTIO TTIPOCPATEG HEAETEG TTOU
emonuaivouv Tnv €§oPdAUVon TNG KATAVOAWTIKNAG CUPTTEPIPOPAS OTO GUYXPOVO WNPIAKO
TTEPIBAAAOV, OTTOU N XPHON WNPIaKWwVY TEXVOAOYIWV atroTeAEl TTAEov KaBOAIKR TTpakTikh (Chan
et al., 2017; Redine et al., 2022).

MapdAAnAa, n atrouaia éviovwy dIaPOPOTIOINCEWY dEV AVAIPET TN CNPOCIA TWY WUXOAOYIKWV
triggers, aAAG utrodnAwvel OTI N ATTOTEAECPATIKOTNTA TOUG EQPTATAI TTEPICTOTEPO ATTO TO
€idog Tou trigger kai Tov oTPATNYIKO OUVOUAOUO TOUG, TTAPd aTTd TA XAPOKTNPIOTIKA TOU

KaTavaAwTh. H 1oxupn YeTagu Toug oUOXETION, OTTWG avadeixbnke OTIG AvaAUOEIG, eVIOYUEI
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TRV atToyn OTI O UNXAVICHOIi ETTIPPONAG AEITOUPYOUV CUUTTANPWHATIKA KAl EVEPYOTTOIOUV KOIVEG
ouvaioOnuaTikég Kal yvwoTikES diepyaaieg (Alfina et al., 2023; Martaleni et al., 2022).
KataAnkTikd, To Epeuvntikéd Epwtnua 3 atmavTdral v Pépel, KaBwg Ta attoTeAéouaTa
O¢eixvouv OTI 01 SNUOYPAPIKOI KAl CUPTTEPIPOPIKOI TTAPAYOVTEG TTOU EEETACTNKAV DEV
O1a@popPOTTOIoUV OUGCIOCTIKA TNV £TTIOPACN TWV WUXOAOYIKWYV triggers 0To GUYKEKPIUEVO OEiyua.
To elpnua autd TTPOCPEPE! JIa PEAICTIKA ATTOTUTTWON TNG OUYXPOVNG WNPIAKAG
KATAVOAWTIKAG CUPTTEPIPOPAG Kal cUUBAAAEl oTn BIBAIOYypa@ia, utTodEIkvUovVTag OTI OTO
onuepIvo wnolakd trepiBadANov n wuyxoAoyikr emmppor Tou marketing Teivel va utrepaivel Ta

TTapadooiakd dnuoypa@ikd opia.

KEDPAAAIO 6: ZYMINEPAZMATA

6.1 2uvoAIKA atToTipnon TNG MEAETNG

H TTapouca dITAwMATIKA epyaacia gixe wg Bacikd o1dxo Tn digpelivnon TNG €TTidpacng
EMAEYUEVWV WuXoAoyIKWwy triggers Tou digital marketing oTn CUPTTEPIPOPA TWV KATAVOAWTWV
OTO YWN@Iako TTePIBAAAOV. EIBIKOTEPQ, N £peuva ETTIKEVTPWONKE oTnV avdAuon Twv triggers
Tou Social Proof, Tou Scarcity, Tou Fear of Missing Out (FOMO) ka1 Tou Personalization,
e&eTdlovTag T ox€on Toug 1600 e TNV TTPOBean ayopds 6CO Kal JE TNV TTAPOPUNTIKA
QYOPOOTIKI) CUPTTEPIPOPA.

Méoa atrd Tn guAoyn Kal avAAuon TTOCOTIKWY OEOOPEVWY HECW OOPNUEVOU
epwTnuUaToAoyiou Kal TNV e@apuoyi KATAAANAWY OTATIOTIKWY YHEBOOWY, N UEAETN TTPOCEPEPE
HIO CUCTNUATIKA KAl EPTTEIPIKA TEKUNPIWKEVN TTPOCEYYION TNG AEITOUPYIAS TWV WUXOAOYIKWV
HNXQVIOUWYV ETTIPPONS OTO OUYXPOVO WNPIakd PAPKETIVYK. Ta attoTeAéopaTta miBeBaiwvouv
OTI TO Yn@Iakd TrePIBAAAOV dev AsiToupyei aTTAWG WG KavAAl TTPoBoARG TTPoIdVTWY, AAAG WG
éva duvapIKO TTAQIOI0 WUXOAOYIKAG ETTIPPONAG, OTTOU EVEPYOTTOIOUVTAI CUVAICONUATIKES KAl
YVWOTIKEG DlEpyaaieg TTou eTTnpeddouv Tn Afwn ayopacTikwy amo@docwy (Chan et al., 2017;
Redine et al., 2022). H ouvoAikr) atroTiunon TG JEAETNG KATASEIKVUEI OTI N KATAVOAWTIKA
OUNTTEPIPOPA OTO WNPIOKO TTEPIBAAAOV OEV SIANOPPWVETAI HETW EVIAIWYV 1 YPAUMIKWY
HNXaVIOPWYV, aAAG eTTNPEACeTal ATTO TTOAAATTAOUG WUXOAOYIKOUG TTOPAYOVTEG PE DIOPOPETIKN

évraon kal Aeiroupyia, avaloya Pe To €id0G TNG AyopaOTIKI G ATTOPACNG KAl TO TTAQICIO

EQAPUOYNG TOUG.
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6.2 2UUTTEPACUATA AVA EPEUVNTIKO EPWTNMA

6.2.1 Zuptrepacpara o€ oxéon pe 1o Epguvnrikd Epwtnua 1

Ta ammoteAéopaTa NG TTapolodas YEAETNG KATABEIKVUOUV OTI TA EETACOPEVA WUXOAOYIKA
triggers Tou digital marketing dev aokoUv ouolduop@n £TTiIdPACH OTN CUUTTEPIPOPE TWV
KatavaAwTwy, aAAd S1a@opoTToIoUVTal WG TTPOG TN OXETIKA TOUG onuacia Kai Tov JnXaviouoé
emppong Toug. To elpnua autd empBeRaiwvel Tn B€on TNG d1EBvoUg BIBAIoypagiag 1IN
KATAVOAWTIKA CUPTTEPIPOPA OTO WNYIAKO TTEPIBAAAOV DIaUOPPWVETAI JEGA OTTO £va
TTOAUBIACTATO GUCTANG WUXOAOYIKWY TTOPAYOVTWY Kal OXI HECW EVIAIWY ] YPANMIKWY
punxaviopwyv (Chan et al., 2017; Redine et al., 2022).

H e€atopikeuon avadeixBnke wg To TTI0 CUVETTEG Kal I0XUPO WuxoAoyiKo trigger,
TTapoucIalovTag OTATIOTIKA ONUAVTIKEG OXECEIS TOOO WE TNV TTPOBECN ayopdg 600 Kal JYE TNV
TTAPOPMNTIKA AYOPACTIKA CUMTTEPIPOPA. TOo eUpnua autd CUVADEI UE TTPONYOUUEVES
EUTTEIPIKEG MEAETEG, OI OTTOIEG UTTOYPAUMICOUV OTI Ol TTPOCWTTOTTOINMEVES TTPOTACEIS KAl TO
TIPOCOPUOCUEVO TTEPIEXOMEVO EVIOXUOUV TNV GVTIAOUPBAVOUEVN CUVAPEIQ, MEILWVOUV TO
YVWOTIKO POPTIO KAl BIEUKOAUVOUV Tr Afjyn ayopaoTIKWV ATTOPACEWY GTO WNPIOKO
TepIBAAAoV (Setyani et al., 2019; Ampadu et al., 2021; Chen et al., 2019).

MapdAAnAa, To FOMO, av Kai eupavice XaunAdTepn PECN Eviaon o€ aUYKPIoN ME GAAQ
triggers, 8100paNATIOE OUCIOOTIKO POAO OTN DIAPOPPWON TTAPOPUNTIKWY OYOPOCTIKWY
avTidpdoewyv. H eTmidpact| Tou QaiveTal va EVEQYOTTOIEITAI KUPIWG 0€ CUVOAKES augnuévng
KOIVWVIKAG KAl XPOVIKAG TTiEONG, EVIOXUOVTOG CUVAICONUATIKA KOBOdNYOUUEVEG Kal
auBdPUNTEG HOPYPES KATAVOAWTIKNAG CUPTTEPIPOPAG, OTTWG ETTICNPAIVETAI KAI OTN OXETIKN
BiBAioypagia (Alfina et al., 2023; Babu et al., 2026; Febrianty et al., 2025).

AvriBeTa, Ta triggers Tou Social Proof kai Tou Scarcity dev avadeixbnkav wg oTaTioTIKA
IOXUPOI TTPOBAETTTIKOI TTAPAYOVTEG TNG KATAVAAWTIKAG CUUTTEPIPOPAG OTO eEeTAlOUEVO DEiypa.
To atroTéAeoha aUTO UTTOdONAWVEI OTI TO CUYKEKPIYEVA triggers AIToupyouv TTEPICTOTEPO WG
UTTOOTNPIKTIKA OTOIXEIO TOU WN®IOKOU TTAAIGiou Kal AlyOTEPO WG GUETOI PNXAVIOUOI
EVEPYOTTOINONG ayopaaTIKAG Opdong, 1IBIaiTEpa OTAV CUVELETALOVTAI PE I0XUPOTEPOUG

wuyxoAoyikoug Trapayovteg (Cialdini, 2021; Hamilton et al., 2019; Wu et al., 2021).

6.2.2 Zuptrepdcpara o€ oxéon ue 1o Epeuvntikd Epwtnua 2
To deUTePO £peUVNTIKO EPWTNHA ETTIKEVTPWONKE GTOV TPOTTO JE TOV OTTOIO T WUXOAOYIKG

triggers Tou digital marketing eTnpedfouv U0 SIOKPITEG HOPPES KATAVOAWTIKIG
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OUMTTEPIPOPAG, TNV TTPOBECN ayopdg Kal TNV TTAPOPPNTIKIA AyopaCTIKI) CUNTIEPIPOPA. Ta
atmroTeAéoPaTa TNG MEAETNG avEDEICav aagr] dla@opoTToinan METAEU Twv OUO AUTWY EVVOIWY,
empBepaiwvovTag TN BewpnTIKN dIAKPIoN HETAEU YVWOTIKA Kal ouvaioonuaTikd
kaBodnyoUpuevwy ayopacTIKwy ammo@dccwy (Badgaiyan & Verma, 2015; Redine et al., 2022).
H mp606eon ayopdc eTTnNPeAOTNKE KUPIWG aTTd TNV EEATOMIKEUCN, YEYOVOGS TTOU UTTOONAWVEI OTI
Ol KATAVOAWTEG AVTATTOKPIVOVTAI BETIKOTEPA TE TTPOCWTTOTTOINUEVO KOl OXETIKO TTEPIEXOUEVO
OTav KaAouvTal va SIQPOPPUOOUV TTIO CUVEIBNTEG KAl TIPOYPAUUATIOHEVEG AYOPAOTIKEG
aTroQAcElG. To eUpnPa autd CUVADE! E TTPONYOUNEVEG UEAETEG TTOU avaAdEIKVUOUY TOV POAO
TNG €CATONIKEUONG OTN PEIWON TOU YVWOTIKOU KOOTOUG KAl OTNV £vioxuon g
avTIAauBavouEvng XPNOINOTNTAG TWV WNOIOKWY INVUPATWY (Setyani et al., 2019; Ampadu et
al., 2021). AvTiBeTa, N TTAPOPHNTIKI AYOPACTIKA CUUTTEPIPOPA ETTNPEACTNKE aTTd CUVOUACOHO
WuxoAoyIkwy triggers kal ouykekpipgéva atmo 1o Personalization kai To FOMO. To atmrotéAecua
auTd emBeRAIIVEI TOV EVTOVA CUVAICOBNPATIKO KOl OTIVUIAIO XOPAKTAPA TNG TTAPOPUNTIKAG
CUMTTEPIPOPAG, N OTTOIN EVEPYOTTOIEITAI KUPIWG HECW PNXAVICHWY CUVAIOONUATIKAG
OléyepoNG, KOIVWVIKAG TTieong Kai avtiAnwng etreiyovrog (Alfina et al., 2023; Martaleni et al.,
2022).

2UVOAIKA, Ta eupriuata dgixvouv OTI dIapopeTIKA WUXOAOYIKA triggers evepyoTrolouvTal
avaloya Je TN QUON TNG ayopaoTIKrg amogaong. H e€atopikeuon Acitoupyei wg Kovog Kal
o1a0epd¢ TTapdyovTag EMIPPONG Kal yIa TIG U0 JOPPEG CUPTTEPIPOPAC, evw To FOMO
diagopoTroleiTal WG trigger TTou evioxUEl KUPIWG TTAPOPUNTIKES Kal ouvaioOnuaTikd
KaBodnyoupeveg avtidpaoelg. To Epsuvntikd EpwTnua 2 atravtaral, CUVETTWG,
empBeBaiwvovTag Ot n atroTeEAeopaTIKOTATA TWV psychological triggers e€aptaTal Ao 10 av N
ayopaoTIK aTrépacn BacileTal o€ YVWOTIKN ETTEEEPYATia I 0€ GUVAICONUATIKN

gvepyoTToinon.

6.2.3 2ZuutrepacuaTta o€ oxéon pe 1o Epeuvnrikd Epwrtnua 3

To TpiTO €EPEUVNTIKO EPWTNUA aPopoUaE Tn digpelvnon TTIBavwy dIAQOPOTTOINCEWY OTNV

eMidpaon Twv Yuxoloyikwy triggers Tou digital marketing pe Bdon dnuoypa@ikd Kai

CUNTTEPIPOPIKA XAPOKTNPIOTIKA TWV KATAVOAWTWY, OTTWG N NAIKIQ, TO ETTITTEDO WNQIOKNG

€€OIKEIWONG KAl N ouxvOTNTA XPNONG WNPIOKWV TTAATQOPUWY. Ta atmoteAéopara TG EAETNG

Oeixvouv 0TI, O€ YEVIKEG YPOUUEG, N ETTIOPAOT TWV WUXOAOYIKWY triggers dev dIaQOPOTIOIEiTAl

OUCIAOTIKA WG TTPOG TA TTAPATTAVW XAPOKTNPIOTIKA.

H atroucia onuavTikwy dIa@opOTToINCEWY UTTOONAWVEI PIO OXETIKA OJOYEVOTTOINON TNG

WNPIAKNAG KATAVOAWTIKAG CUMTTEPIPOPAG, YEYOVOS TTOU UTTOPEI va atrodobei otn didxuon Twv
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WNQIOKWY TEXVOAOYIWVY KOl OTNV EUPEIa £E0IKEIWON TWV KATAVAAWTWV e TTPAKTIKES digital
marketing (Chan et al., 2017; Redine et al., 2022). Ta wuxoAoyikd triggers @aiveral,
OUVETTWG, va AciToupyoUv o€ peydho BaBud opiddvTia, eTTnEeAlovTag KATaVAAWTEG JE
OIAPOPETIKA TTPOPIA e TTAPOUOIO TPOTTO.

H povadikn afloonueiwTn e€aipeon eviotioTnke oTo trigger Tng e€atopikeuong, 61Tou
TTapatnPAOnKav dI0POPOTIOINCEIG HETAEU OUYKEKPIMEVWV NAIKIGKWY OPAdwV. To eupnua autd
OUVADdEl e TTPONYOUNEVEG UEAETEG TTOU £TTIONUAIVOUV OTI N ATTOBOXH TNG TTPOCWTTOTTOINUEVNG
WNQIOKNG EPTTEIPIAG CUVOEETAI UE DIAPOPETIKA ETTITTEOA TEXVOAOYIKNG EYTTIOTOCUVNG, EPTTEIPIAG
KAl 0TAONG ATTEVAVTI OTN XPHon TTPOCWTTIKWYV dedopévwy (Setyani et al., 2019; Ampadu et
al., 2021).

2UVOAIKG, Ta attoteAéopaTta Tou EpeuvnTtikol EpwtrpaTtog 3 deixvouv o011, TTapdT Ol
WuxoAoyIKoi pnxaviopoi etmppong Tou digital marketing Aeitoupyouv katd Baon e TTapouolo
TPOTTO O€ SIOPOPETIKEG OUAdES KaTAVOAWTWY, OpIouéva triggers, OTTwG n e€aTopikeuon,
eEakohouBouv va etTnpeddovtal atrd dnuoypaPIKoUg TTapdyovTes. To eUpnua autod
UTTOYPAMWICEl TN oNUOCia TNG TTPOCEKTIKNAG KAl TTIPOCAPUOCHEVNG EQAPHOYAG TWV TTPAKTIKWY
eCaTtopikeuang, Aaupdavovtag uttéyn TIG dIAPOPOTIOINCEIC TNV AVTIANWN Kal TNV a1rodoxn

TOUG aTTO DIOPOPETIKEG NAIKIOKEG OUADEG.

6.3 2UyKpIion JE TN OXETIKA BIBAIOypagia Kal CUPBOAR TNG
MEAETNG

Ta euprjuata NG TTapouoag HEAETNG BpiokovTal o€ euBuypduuion Pe Tn olyxpovn
BiBAIoypagia TTou avadeikviel TN onuacia NG £E0TOUIKEUONG KAl TWV CUVAICONUATIKWY
MNXQVIOUWYV ETTIPPONS 0TN SIaPOPPWON TNG KATAVAAWTIKAG CUUTTEPIPOPAS GTO WNPIaKS
TTEPIBAAAOV. MponyoUEeveG EUTTEIPIKEG PEAETEG £xOUV BEigel OTI N TTPOCWTTOTTOINUEVN
TTAPOUCIiaaCT TTEPIEXOUEVOU KOl TTPOTACEWY CUUBAAAEI OTN PEIWON TOU YVWATIKOU (POPTiOU TwV
KATAVOAWTWYV Kol evioyxUel TOOO Tn BeTIKA oTdon ammévavTi oTo brand G0 Kal TNV ayopaoTIKH
avtatrokpion (Setyani et al., 2019; Ampadu et al., 2021), eUpnua TTou emmReRalwveTal Kal ATTd
Ta OTTOTEAEOUATA TNG TTAPOUCAG £PEUVAG.

MapdAAnAa, n ouvdeon Tou FOMO e Tnv TTApOPUNTIKI OQYOPACTIKY) CUUTTEPIPOPA
eMREPBAIWVEI EUPANATA CUCTNUATIKWY AVOOKOTIFOEWY KOl EUTTEIPIKWV MEAETWYV, CUPPWVA PE
TIG OTTOIEG O POPBOG ATTWAEIAG EUKAIPIWV AEITOUPYEI WG I0XUPOG OUVAIOONUATIKOG KATAAUTNG O€
mepIBaAAovTa online ayopwy kai flash sales, odnywvtag o auBépunTeS Kal AiydTePO

opBoloyikég ayopaaoTikEG atTo@doelg (Alfina et al., 2023; Martaleni et al., 2022).
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AvTiBeTa, n TTEPIopIoUEVN TTPORAETITIKN 10XUG Tou Social Proof kai Tou Scarcity dilagopoTroiei
€V MEPEI TA ATTOTEAEOPATA TNG TTAPOUCAG PEAETNG ATTO TTAAAIOTEPEG BEWPNTIKES KAl EUTTEIPIKES
TTPOCEYYIOEIC TTOU Ta AVEDEIEAV WG KUPIOPYXOUG Unxaviopoug emppong. H diagopoTroinon
QUTH PTTOPEI va epUNVEUBE UTTO TO TTPICKA TNG AUENKEVNG ECOIKEIWONG TWV KATAVOAWTWY WE
TIG TTPpaKTIKEG digital marketing, kaBwg kai TN oTadIOKAG PEIWONG TNG ATTOTEAEGUATIKOTNTAG
TTAPAdOCIAKWY TEXVIKWVY KOIVWVIKAG ETTIPPONAG Kal TEXVNTHS EAAEIYNG OTO OUYXPOVO WnOIoKd
epIBAAAov (Chan et al., 2017; Redine et al., 2022).

H Baoik cupBoAr TNG TTapoUcag HEAETNG EYKEITAI OTN OUVOUAOTIKN £EETACN TTOAAATTAWV
psychological triggers kal Kupiwg oTn dIAKPION TNG ETTIOPACHS TOUG AVA HOPQI] KATAVAAWTIKAG
OupTTEPIPOPAG. Méoa atrd Tn cuoTnUATIK avdAuon TngG TTPOBeoNG ayopdg Kal TNG
TTAPOPUNTIKAG AYOPACTIKAG CUUTTEPIPOPAG, N HEAETN TTPOCPEPE! HIA TTIO OAOKANPWHEVN KAl
ETTIKAIPOTTOINMEVN KATAVONGON TOU TPOTTOU JE TOV OTTOI0 BIAPOPETIKOI WUXOAOYIKOI NXavIGUoi
EVEPYOTTOIOUVTAI O€ DIAPOPETIKA OTAdIA KAl TUTTOUG AYOPAOTIKNG ATTOQACNG GTO TTAQICIO TOU

digital marketing.

6.4 lNeplopiopoi TNG €peuvag

H TTapouca PeAETN UTTOKEITAI O€ OPICHEVOUG TTEPIOPICHOUG TTou Ba TTPETTEl va An@Bouv utrown
KaTd Tnv epunveia kal afloAdynon Twv amoTeAeopdtwy. Katapxdg, 1o uéyebog Tou deiyuatog
(n=102), av KaI ETTAPKEG yIA TIG EPAPPOCHUEVEG OTATIOTIKEG AVOAUCEIG OTO TTAQICIO TNG
TTapoucag JITTAWMPATIKAG EpYOaiag, TTEPIOPICE! TN dUVATOTNTA YEVIKEUOTNG TWV EUPNUATWY OTOV
eupuTEPO TTANBUONOG. H dieBVNG BiIBAIoypagia uttodeIkvUEl OTI HEYAAUTEPA KOl TTEPIOCTOTEPO
eTepoyevn Ociyuata YTTopolv va TTPOCPEPOUV AuEnUEVN €CWTEPIKN EyKUPATNTA KAl
peyaAUTepn oTaBepdTnTa TWV aTToTeEAcopdTWY (Filieri et al., 2015; Kumar et al., 2022).
AgUTEPOV, N CUYKPITIKI avAAUCN WG TTPOG TO PUAO Oev KATEOTN EQIKTA Adyw AVETTAPKOUG
apIBuoU TTapaTNPACEWY O€ [ia atrod TIG KaTnyopieg Tou deiypatog. O TTePIoPICUOS auTdg dev
emETPEYPE TN dlgpelivnon mMOavwy dIa@opoTToINCEWY OTN AEITOUPYIa TV WUXOAOYIKWYV
triggers peTagl @UAWY, TTAPA TO YEYOVOG OTI OXETIKEG HEAETEG £XOUV AVADEIEEI TO QUAO WG
ouvnTikd onuavTiké TTapdyovta SIaPopOTToiNaNG TNG KATAVOAWTIKAG CUUTTEPIPOPAS OTO
wneiako epIBaAAov (Kumar et al., 2022).

EmmAéov, n épeuva BacioTnke o€ autoavagepdueva dedopéva (self-report), Ta otToia
EVOEXETAI VA ETTNPEACOVTAI OTTO KOIVWVIKA ETTIOUUNTEG ATTAVTHOEIG, UTTOKEIMEVIKEG AVTINAWEIG 1)
TTEPIOPIOUEVN EVOOOKATTNOT TWV CUPMPETEXOVTWY. H XpAon TEToIoU TUTTOU dEdOUEVWV
atroTeAEl oUXVO HEBOBOAOYIKO TTEPIOPIOHO OE PEAETEG TTOU £CETACOUV TTOPOPUNTIKEG KOl
ouvaioOnuaTiké KaBodnyoUueveEG CUNTTEPIPOPES OTO WNPIako TTeEpIBAAAov (Redine et al.,

2022; Badgaiyan & Verma, 2015; Akin, 2025).
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TéNoG, 0 dlIaTOPEAKOG XOPaKTAPAS TNG €peuvag (cross-sectional design) dev emITpETTEl TNV
e€aywyn aImMIOAOYIKWY CUUTTEPACHATWY OXETIKA WE TN XPOVIKN EENIEN TNG €TTIOPACNS TWV
psychological triggers otn cupTTEPIPOPA TWV KATAVOAWTWY. OTTWG TMIoNUaiveTal OTN
BiBAIoypagia, n duvauik eUon Twy online ayopacTIKWV CUPTTEPIPOPWY KaBIoTé auyvd
avaykaia Tn Xprion S1axpoVvIKWY 1| TTEIPAPATIKWY EPEUVNTIKWY TTPOCEYYICEWYV yia TNV

TTANPECTEPN KATAVONOT TWV UnXaviopwy emmpponig (Chan et al., 2017).

6.5 MNpoTdoeIg yia JEANOVTIKA £peuva

6.5.1 MeBodOAOYIKEG Kl BEUATIKEG TTPOTACEIG
MeAAOVTIKEG €peuveg Ba YTTOpOUCAV VA ETTEKTEIVOUV TNV TTapoUca UEAETN £€eTAlOVTOG
MeEYaAUTEPQ Kal TTEPICOOTEPO £TEPOYEVN DEiyHaTA, WOTE va evioXuBei n duvaTtdTnTa YeVIiKEUGNG
TWV eupnUaTwy Kal va digpeuvnBouv ae JeyaAUTEPO PBABOG TTIBAVES dNUOYPAPIKES
dlagpopoTroinoeig. H oxetikn BiBAloypagia uttodeikvUel OTI EPEUVES e eupUTEPQ OEiyuaTa
MTTOpPOUV va avadeifouv d1aQopoTTOINCEIS WG TTPOGS TNV NAIKIA, TO QUAO Kal Ta TTPOTUTIA
WNOIOKAG CUPTTEPIPOPAG, Ol OTTOIEC OEV €ival TTAVTOTE OPATEG OE MIKPOTEPNG KAINOKAG MEAETEG
(Filieri et al., 2015; Kumar et al., 2022).
EmmAéov, n aglotroinon eVOAAOKTIKWY HEBOBOAOYIKWY TTPOCEYYIOEWY, OTTWG TTEIPANATIKA
EPEUVNTIKA OXEDIA 1] N Xpon 6£DOUEVWY TTPAYHOTIKAG AyOPAOTIKI G CUNTTEPIPOPAG, Ba
MTTOPOUCE VA eVIOXUOEI TNV EYKUPATNTA TWV EUPNUATWY Kal va UTTEPPEI TOUG TTEPIOPICUOUG
TWV auTOaVaPEPOUEVWY OeBOMEVWV. MEIpauaTIKEG HEAETEG OTO WN@IOKS TTEPIBAANOV éxOouv
atrodeixOei IdIaiTEPa XPATIMES YIa TNV KATAvONon TG AITidoUG £TTiIOPACNG TWV WUXOAOYIKWV
triggers otn oupTTEPIYPOPA TWV KaTavaAwTwy (Wu et al., 2021; Chan et al., 2017).
IS1aiTepo evdiagEpov TTapouaiddel, TTiong, N TTEPAITEPW dlEPEUVNON TOU CUVOUOOHOU TwvV
psychological triggers o€ dia@opeTikd wnelakd epiBadAlovTa, 6TTwg Ta social media kai ol
TIAATQOPPEG NAEKTPOVIKOU ePTTOPIOU. [ponyoUupeveg NEAETEG UTTODEIKVUOUYV OTI N TAUTOXPOVN
evepyoTtroinon TTOAATTAWY triggers YTTopEi va €XEl EVIOXUTIKA 1} dla@opoTToinuéva
atroTeAéoUaTA OTN SIAUOPPWON TNG KATAVOAWTIKAG CUNTTEPIPOPAGS (Redine et al., 2022;
Martaleni et al., 2022).
TEANOG, NEANOVTIKN €peuva Ba PTTOPOUCE va €0TIACEI GTOV POAO TWV VEWV TEXVOAOYIWV KOl TWV
aAYOPIBUIKWY CUCTNUATWY, OTTWG N TTPONYMEVN £EOTOUIKEUON Kal OI TEXVIKEG neuromarketing,
oTn SIoudPPWaN TNG AYOPACTIKAG EUTTEIpIag. H augavouevn evOwPATWON TEXVOAOYILV
TEXVNTAG vonuoouvng oTo digital marketing avapéveral va dnUIoupyAoEl VEEG HOPYPES
WUXOAOVIKNG ETTIPPONG, Ol OTTOiEG a&ifouv cuaTNPOTIKAG UTTEIPIKAG diEpelivnong (Setyani et
al., 2019; Ampadu et al., 2021; Babatunde et al., 2025).
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6.5.2 EpeuvnTIKA EPWTAPATA TTOU TTPOEKUWAV aTTO TNV £pEguva

H TTapouca peAéTn avédeige opiopéva epeuvnTIKG {NTAMATA TTOU TTPOKUTITOUV dueca atmod Ta
eupnpatd g Kai xpridouv Tepaitépw dlEPEUVNONG GTO TTAGICIO TNG PEAAOVTIKNG £PEUVAG.
MpwTov, Ta ammoTteAécuara deixvouv 0TI To Social Proof, TTapdTl atroTeAEl KEVTPIKO UNXaVIOUO
oTn Bewpia TG KOIVWVIKAG ETTIPPONAG, eV ENPAVICE I0XUPN TTPORAETITIKN I0XU OTO
eCetalOpevo O¢eiypa. To elpnua auTd €yeipel TO EPWTNUA UTTO TTOIEG GUVONKEG Kal O€ TTola
wneiaka TepiBaiAovTa 1o Social Proof Asitoupyei wg KaBopIoTIKOG TTapAyovTag
KATAVOAWTIKAG CUUTTEPIPOPAG KAl TTOTE TTEPIOPICETAI € UTTOCTNPIKTIKO POAO.

AeglTepov, N avadeign TnNg £CATONIKEUONG WG TOU IOXUPOTEPOU Kal TTI0 0TABEPOU WUXOAOYIKOU
trigger B£1€1 TO CATNUA TWV OPIWV TNG ATTOTEAECHUATIKOTNTAG TNG. ZUYKEKPIMEVA, TTPOKUTITEI TO
EPWTNHA O€ TTOI0 BaBUO N augavduevn Eviaon Kal ouXvoTnTa TwV TTPOCWTTOTTOINKEVWV
TTPOKTIKWY EVOEXETAI VO HETATPATTE ATTO TTAPAYOVTA £VIOXUONG TNG AYOPAOTIKNG EUTTEIPIAG O€
OTOIXEIO KOTTWONG 1] apvNTIKAG avTiAnWng atrd TOUG KATAVAAWTEG.

TpiTov, Ta eUPANATA TNG TTAPOUCAG HEAETNG €0TIACOUV OTTOKAEIOTIKA OTO TTAQioIo Twyv B2C
online ayopwv. Qg €k TOUTOU, TTPOKUTTITEI N avAykn dIEPEUVNONG TOU TPATTOU [E TOV OTTOIO TA
psychological triggers Asitoupyouv o€ dIOQOPETIKA ayopaoTIKA TTAaiola, 6TTwg ol B2B ayopég,
OTTOU oI aTTOPACEIG XapaKTnpifovTal atrd YEYaAUTEPN TTOAUTTAOKOTNTA Kl SIAQOPETIKEG
YVWOTIKEG KAl OUVAIoONUATIKEG DIEPYOTIEG.

Ta TTapatrédvw €peuvnTIKA EPWTHNATA AvadeIKVUOUV T SUVAUIKA QUGCN TNG WUXOAOYIKAG
emppor¢ oTo digital marketing ka1 uttoypapuifouv TNV avaykn yia cuvexrn ETTIKAIPOTTIOINON TNG
EMTTEIPIKAG €pEUVaG, AapBavovTag uttoyn TIG €EENIEEIS TNG TEXVOAOYiag Kal TN HETABOAAOEVN

OUUTTEPIPOPA TWV KOTAVOAWTWY.

6.6 IPOAKTIKEG TTPOEKTAOEIG

Ta ammoteAéopaTta TNG TTAPOUCAG PEAETNG TTIPOCPEPOUV OUCIACTIKEG TTPOKTIKEG KATEUBUVOEIG
yia eTrayyeAparieg Tou digital marketing kai yia opyaviopgoug TTou dpaacTnPIOTIoIoUVTal OTO
Wnelako epIBAAAov. H avadeign Tng egatopikeuong wg Tou TTAéoV 0TaBEPOU Kal 1I0KUPOU
wuxoAoyikou trigger uttodeikvuel 611 o1 oTpaTnyikéG digital marketing 8a pétrel va divouv
TTPOTEPAIOTATA OTN dNUIOUPYIO TTPOCWTTOTTOINUEVWY EPTTEIPIWY, BACIOPEVWY OE dEdOUEVD
CUMTTEPIPOPAG, TTPOTIMNCEWYV Kal ayopaaoTIKOU IGTOPIKOU Twv XpnoTwyv (Setyani et al., 2019;
Ampadu et al., 2021).

ISlaiTepa o€ TTEPITITWOEIG OTTOU 0 OTOXOG €ival N evioxuon Tng TPoBeong ayopdg, Ta EupAUaTa
TNG TTAPOUCOG £pEuUvag deixvouv OTI N TTPOCWTTOTTOINGN TOU TTEPIEXOUEVOU, TWV TIPOTACEWYV

Kal TNG ETTIKOIVWVIAG PTTOPET va aTTOdEIXOEI ATTOTEAECUATIKOTEPN ATTO YEVIKEUUEVEG TIPOKTIKEG
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KOIVWVIKAG €TMIPPONAG N TEXVNTAG EAAEIPNG. O1 KATavaAWTES QAIVETAI VA QVTATTOKPIVOVTaI
TTEPICOOTEPO O€ PNVUMATA TTOU BEWPOUV OXETIKA, XPATIMA KAl TTPOCAPHOCHEVA OTIG
TIPOCWTTIKEG TOUG AVAYKEG, vIOXUOVTAG Tn BETIKN) 0TACN aTTévavTl oTo brand kai Tnv
ayopaoTIkr) TTpéBeon (Babatunde et al., 2025; Chen et al., 2019).

MapdaAAnAa, Ta ammoteAéopaTa utrodeikvuouy 0TI To FOMO ptropei va alotroinBei otpatnyikd
o€ TTePIBAAAOVTA TTOU ETTIBILOKETAI N APECN KAl TTOPOPUNTIKA AVTATTIOKPION TWV
KaravaAwTwy, 6TTwg ot flash sales, Teplopiouévng diApKeEIOG TTPOCPOPEG Kal real-time
TTPowONTIKES evépyeleg. H BIBAIoypagia deixvel OTI 0 QOBOG ATTWAEING EUKAIPIWV AEITOUPYET WG
IoXUPSGG ouvalioBNPATIKOG INXAVIOUOG, O OTT0I0G ITTOPET va evIoXUOoEl auBOpuUNTEG
AYyoPOaOTIKEG ATTOPACEIG, IDIAITEPA O€ WNQPIAKA TTEPIBAAAOVTA UYNANG XpoVIKNG TTieong (Alfina
et al., 2023; Martaleni et al., 2022; Babu et al., 2026).

QoT1600, N €QAPPOYA TETOIWV TTPAKTIKWY Ba TTPETTEI VA YiVETAI e METPO, KABWG N UTTEPPOAIKN
XPAON UNVUPATWY ETTEIYOVTOG EVOEXETAI VO 0ONYNOEI 0€ KOTTWOTN TWV KATAVAAWTWY 1) O€
apvnTikr avTiAnyn Tou brand. Ta eupfpaTa NG TTApPoUoag PEAETNG UTTOBEIKVUOUV OTI TO
ouvalioOnuarTika triggers givai 1o amoTEAECUATIKA OTAV EVOWMPATWVOVTAI O€ éva
ICOPPOTTNMEVO KAl GUVEKTIKO TTAQioI0 WwnolokAg emmikoivwviag (Redine et al., 2022).

AvtiBeta, Ta triggers Tou Social Proof kal Tou Scarcity dev avadeixBnkav wg 1d1aitepa 1Ioxupoi
TTPORAETITIKOI TTAPAYyOVTEG OTO £€€TACOMEVO TTAGICI0. TO elpnua autd uttodnAwvel 6T N AKPITN
KAl Un OTOXEUPEVN XPHON TOUG EVOEXETAI VA EXEI TTEPIOPICHEVN ATTOTEAECOUATIKOTATA OTO
ouyxpovo yneiakd TePIBAAAOV, OTTOU O KATAVOAWTEG P@aviCovTal TTEPICOOTEPO
€COIKEIWPEVOI KaI KPITIKOI OTTEVAVTI € TTAPAdOCIAKES TTPOKTIKEG KOIVWVIKNG ETTIPPONG KAl
TeXvNTNG EAAeIpng (Cialdini, 2021; Hamilton et al., 2019; Wu et al., 2021).

TENoG, n atroudia EVTovwy dIAQOPOTIOINCEWY WG TTPOG dNUOYPOPIKA KAl CUPTTEPIPOPIKA
XapakTNEIoTIKG uttodnAwvel 6TI oI TTPAKTIKES TTou BaacifovTal oTa psychological triggers
MTTOPOUV VA €QAPUOCTOUV O€ EUPU PACHA KATAVOAWTWY, JE EUPAch TTEPICTOTEPO OTOV
oXeOI00 PO TNG OUVOAIKAG WNPIOKAG EPTTEIPIOG Kal AIYOTEPO OTOV QUCTNPO dNUOYPAPIKO
KATakepuaTiouo. H euBuypdupion Twy oTpatnyikwy digital marketing ye 1a wuxoAoyikd
eupnpaTa NG TTapoloag EPEUVAG UTTOPEI VA GUHBAAEI TN dNUIOUPYIa TTIO ATTOTEAECUATIKWY,

OTOXEUPEVWYV Kal BIWCIMWY YNQIOKWY TTPOKTIKWV.

6.7 TeAIKO 2upTTéEpacua

2¢ éva eupuTEPO BEWPNTIKG Kal EPUNVEUTIKO ETTITTESO, N TTAPOUCA SITTAWMATIKY Epyadia
KaTadelkvUel OTI TO YUXOAOYIKA triggers Tou digital marketing dev aokouv eviaia Kai
OMoIOUOPYN ETTIOPACT OTN CUMTTEPIPOPA TWV KATAVOAWTWY, aAAd AsiToupyouv

dlagopoTroinuéva avaloya Pe Tn @UOT TG AyOPACTIKAG ATTOPAONS Kal TOV WPUXOAOYIKO
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MNXavioud TTou evepyoTrolouv. Ta eupAuaTa TNG €peuvag deixvouv OTI N KATAVAAWTIKN
CUMTTEPIPOPA OTO WNPIOKO TTEPIBAAAOV DIAUOPPUIVETAI HECA ATTO TN OCUVOUACTIKN ETTIOPACN
YVWOTIKWYV Kal cuvaiodnuaTikwy diepyaciwy, ol otroieg dev eTrnpealovTal oTov idio Babuod
atré 0Aoug Toug pnxaviououg emppong (Chan et al., 2017; Redine et al., 2022).

IS1aiTepng onuaaciag eival n avadeién TG e€atouikeuong wg Tou TTAEov 0TABEPOU Kail IoXUpoU
WuxoAoyikou trigger, KaBwg €TTNPEAEI TOOO TN CUVEIdNTA TTPOBEON ayopdg 600 Kal TV
TTAPOPUNTIKA AyOPACTIKr) CUPTTEPIPOPA. To eupnua auTd TIRERAILOVEI OTI O KATOVAAWTEG
AVTATTOKPIVOVTAI BETIKOTEPA O€ WNPIAKES TTPAKTIKEG TTOU TTPOCPEPOUV TXETIKO,
TTPOCAPHOCHEVO KAl XPHOIUO TTEPIEXOUEVO, HEIWVOVTAG TO YVWOTIKO QOPTIO Kal EVIOXUOVTAG
Tn BeTIKA 0TdoNn atrévavti oTo brand (Setyani et al., 2019; Ampadu et al., 2021; Chen et al.,
2019).

MapdAAnAa, To FOMO avadeikvieTal WG ONPAvVTIKOG UNXOVIOPAS CUVaIoBNUATIKAG
EVEPYOTTOINONG, O OTT0IOG EVIOYUEI KUPIWG TTAPOPHNTIKES KAl OTIYHIAIEG OYOPACTIKEG
avTidpdozeig, 1IDlaitepa o€ TTePIBAAOVTA augnuévng XpovikAg TTieong, 6Tmwg Ta flash sales kai
ol Trepiopiopévng didpkelag TTpooopis (Alfina et al., 2023; Martaleni et al., 2022; Babu et al.,
2026). H diagopoTtroinon auth evioxuel Tn BewpnTikr SIAKPIoN HETALU TTPOBeoNG ayopdg Kal
TTAPOPUNTIKAG AYOPACTIKAG CUUTTEPIPOPAG, AVADEIKVUOVTAG OTI dIAPOPETIKA triggers
EVEPYOTTOIOUVTAI OE DIAYOPETIKG OTAdIO TNG AYOPACTIKNG OIadIKATIOG.

AvtiBeta, Ta triggers Tou Social Proof kal Tou Scarcity, TTapd Tn B€wpnTIK TOUG GNUACia oTn
BiBAIoypagia, dev avadeixBnkav wg oTaTioTIKA I0XUPOI TTPORAETTTIKOI TTAPAYOVTEG OTO
eCetaldpevo TTAaiolo. To elpnua autd uttodnAwvel 6TI OTO CUYXPOVO WNQIAKO TTEPIBAAAOV Ol
KATavaAwTEG ep@avifovTal TTEPICTOTEPO EEOIKEIWPEVOI KAl KPITIKOI ATTEVAVTI € TTAPASOCTIOKES
TEXVIKEG KOIVWVIKNG ETTIPPONG Kal TEXVNTAG EAAEIYPNG, YEYOVOG TTOU EVOEXETAI VA TTEPIOPICEI TNV
ATTOTEAECHATIKOTATA TOUG OTAV EQAPHOZOVTAI JEPHOVWHEVA i XWPIG OTPATNYIKO CUVOUACHO
(Cialdini, 2021; Hamilton et al., 2019; Wu et al., 2021).

EmmmAéov, n atroucia éviovwy dIaQopoTTOINCEWV WG TTPOG dNUOYPAPIKA KAl CUUTTEPIPOPIKA
XOPAKTNPIOTIKA UTTOBNAWVEI PIA TAON OPOYEVOTTOINONG TS WNPIOKAG KATAVOAWTIKAG
oupTTEPIPOPAG. Ta psychological triggers @aivetal va Asitoupyouv o€ peydAo Babuod
opIgovTIa, £TTNEEACOVTAG DIAPOPETIKEC OPABES KATAVAAWTWY HE TTAPOUOIO TPOTTO, UE
TTEPIOPIOHEVEG ECAIPETEIG, OTTWG OTNV TTEPITITWAN TNG £EATOMIKEUONG, OTTOU TTAPATAPOUVTAI
dlapopoTToINoEIg JETALU NAIKIOKWY opddwy (Setyani et al., 2019; Ampadu et al., 2021).
ZUMTTEPOCHATIKA, N TTapouoa PEAETN emIBERaILIVEI AAAG KaI ETTEKTEIVEI TN GUYXPOVN
BiBAIoypagia yUpw atrd Tn Asitoupyia Twv psychological triggers oto digital marketing,
avadeIkvUoVTAG OTI N ATTOTEAECUATIKI) WUXOAOYIKA ETTIPPON METATOTTICETAI ATTO YEVIKEUPEVEG
Kal MACIKEG TTPOKTIKEG TTPOG TTIO TTPOCWTTOTTOINUEVES, CUVAICONUATIKA OTOXEUMEVEG Kal
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OTPATNYIKA CUVOUOCUEVEG TTPOoEYYioelS. H kaTavonon auTig TG JETATOTTIONG ATTOTEAET
Kpiolpo aToixeio T600 yia Tn BewpnTIKA €EENIEN TNG £pEUVAG OTNV KATAVAAWTIKA CUUTTEPIPOPT
GO0 Kal YIa TOV OXESIOOHUO ATTOTEAECUATIKWY KAl BILCIHWY WNPIAKWY GTPATNYIKWY OTO

oUyXPOVO WnNQIako TTePIBAAAOV.
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[MAPAPTHMA A - EPQTHMATOAOTI'IO EPEYNAX

2710 TTapOV TTapAPTNUA TTAPATIOETAI TO EPWTNHUATOAGYIO TTOU XPNOCILOTIOIRBNKE yia TN GUAAOY
TWV TTPWTOYEVWYV OedOPEVWV TNG TTapPoUoas £PEUVACG.

To epwTNUATOASYIO OXEBIGOTNKE €I0IKA VIO TOUG OKOTTOUG TNG PEAETNG Kal dlaveuROnke
NAEKTPOVIKA HEow TNG TTAaT@Opuag Google Forms.

Eivail diaBéoiuo o€ popery PDF otov akéAouBo cuvdeoo:
H emmidpaon Twv wuxoAovyikwy triggers aTn CUUTTEPIPOPA TwV KaTavaAwTwy oT1o Digital
Marketing - ®6puec Google.pdf

O ouvdeopog TTapéxel TpéoBacn pévo yia TpoRoAn (view only).

NMAPAPTHMA B - 2YMINAHPQMATIKOI
2TATIZTIKOI EAEN XOI KAI AIATPAMMATA

2710 TTapOV TTAPAPTNUG TTAPATIOEVTAI CUUTTANPWHATIKOI OTATIOTIKOI £AEyXOI Kal diaypdupaTa
TTOU UTTOOTNPICOUV TIG AVOAUCEIG TOU KUPIWG OWHATOG TNG EPYOOIAG.

ENOTHTA B1 - NaAivdopopnoeic (Assumptions)

Mivakag B1: Asikre¢ moAvouyypauuikornrag (VIF kar Tolerance) yia 1o povréAo
maAivopounons tng rapopunNTIKiS ayopdag
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https://drive.google.com/file/d/1C3EyCVP111NWmPelqVHKkpZu2y25-aDw/view?usp=sharing
https://drive.google.com/file/d/1C3EyCVP111NWmPelqVHKkpZu2y25-aDw/view?usp=sharing
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Collinearity Statistics
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Mivakag B2:

Acikreg moAuouyypapuikornrag (VIF kar Tolerance) yia ro povréAo

maAivépounong tng mpolsong ayopdg

Assumption Checks

Collineanty statistics

VIF Tolerance
SOCIAL_PROOF 1.27 0.786
SCARCITY 140 0713
FOMO 175 0572
PERSONALIZATION 122 0822
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Aidypappa B2: Aiaypdupara umroAoirwy (residual plots) yia o povréAo
maAivépounong tng mpolsong ayopdg (Purchase Intention)

ENOTHTA B2 - ANOVA avd nAikiakr| opéda

Mivakag B3: EAsyxoc¢ ouoioyéveiag diakuudvoswy (Levene’s test) tng usrafAnrig
Scarcity perau nAikiakwv ouadwv

Assumption Checks

Homogeneity of Vanances Test (Levene's)
F dfl df2 p
SCARCIT 0.908 - 97 0.462
[
Plots
SCARCITY

Mean (95% CI)

SCARCITY

18-24 25-34 35-45 45-54 55+
AGE

Aidypappa B3: Méosg tiuéc tng ueraBAnrig Scarcity avd nAikiakn ouada ps 95%
diaorTiuara EUITIoOTOOUVNG
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Mivakag¢ B4. Post-hoc ouykpiosic (Games—Howell) yia tn usraBAnti Scarcity

Post Hoc Tests

Games-Howell Post-Hoc Test — SCARCITY

18-24 25-34 35-45 45-54 55+

18-24 Mean difference — 0.131 0.0143 0.2143 0.0357
p-value — 0.906 1.000 NalN 1.000

25-34 Mean difference — -0.1171 0.0829 -0.0956
r_‘;—'\.'a|ue — 0988 Mah 0993

35-45 Mean difference — 0.2000 0.0214
r_‘;—'\.'a|ue — 04971 1.000

45-54 Mean difference — -0.1786
p-value - 0.090

Mean difference —

(%))
Ln
I

p-value —

Mivakag B5: ‘EAsyxog¢ ouoioyéveiag diakuudavoswy (Levene’s test) tng uerafAnrig
Social Proof yeraéu nAikiakwv ouddwv

Assumption Checks

Homogeneity of Vanances Test (Levene's)

3 g1 diz P

o
(=}

SOCIAL_PROCFE 0
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Plots
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Mean (95% CI)
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18-24 25-34 3545 45-54 G55+
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Aidypappa B4: Méoeg ripuég tng ueraBAnrig Social Proof avd nAikiakn opada e 95%
SIaCTHNATA EUTTIOTOOUVNS

Mivakag B6: Post-hoc ouykpiosic (Games-Howell) yia tn peraBAnrn Social Proof

Post Hoc Tests

Games-Howell Post-Hoc Test — SOCIAL_PROOF

18-24 25-34 35-45 45-54 55+

18-24 Mean difference — -0.0438 -0.0582 -0.733 -0.171
p-value — 0.996 0.998 Nal 0.847

25-34 Mean difference — -0.0145 -0.690 -0.127
F:-'\.'a||_|e — 1.000 MNal 0.954

35-45 Mean difference — -0.675 -0.112
p-value — MNaM 0.988

45-54 Mean difference — 0.563
p-value - Mal

55+ Mean difference —
p-value -

Mivakag B7: 'EAsyxo¢ ouoioyéveiag diakuudavoswy (Levene’s test) Tng usrafAnrig
FOMO perau nAikiakwv ouddwv
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Assumption Checks

Ramogengity of vanances Test (Levenss)

f df ®

=R A 1 ' - T
FOMO 02 4 a 0.400

Plots

FOMO

Mean (95% CI)

FOMO

18-24 25-34 35-45 45-54 55+
AGE

Aiaypappa B5: Méoeg riuéc tng peraBAnrng FOMO ava nAikiakn ouada pe 95%
OIaCTANATA EUTTIOTOOUVNS

Mivakag B8: Post-hoc ouykpioesic (Games-Howell) yia tn uyeraBAntn FOMO
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Post Hoc Tests

Games-Howell Post-Hoc Test - FOMO

18-24 25-34 35-45 45-54 55+

18-24 Mean difference — -0.248 -0.2310 -0.560 -0.774
p-value — 0.593 0.986 MNaM 0.633

25-34 Mean difference — 0.0175 -0.311 -0.525
p-value — 1.000 0.759 0.504

35-45 Mean difference — -0.320 -0.543
r_‘;—'\.'a|ue — 0.964 04935

45-54 Mean difference — -0.214
p-value — 0.994

35+ Mean difference —
p-value -

Mivakag B9: EAsyxo¢ ouoioyéveiag Siakuudvoswy (Levene’s test) Tng usrafAnrig

Personalization perau nAikiakwv ouadwy

Assumption Checks
omaogeneity of Vanances Test (Levens's
d afc =]
PERSONALIZATION 3,40 4 g7 o
21
Plots

PERSOMNALIZATION

Mean (95% CI)

4.0 1

3.5 1
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PERSOMALIZATION

2.04

18-24 25-34 3545 45-54 55+
AGE

Aidypappa B6: Méosg ipég tng peraBAnri¢ Personalization ava nAikiakn oudda ue

95% Si1aoriuara eurioroouvng
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Mivakag B10: Post-hoc ouykpiosic (Games-Howell) yia tn ueraBAnri Personalization

Post Hoc Tests

Games-Howell Post-Hoc Test — PERSONALIZATION

18-24 25-34 35-45 45-54 55+

18-24 Mean difference — -0.00815 -0.402 -0.0861 0.122
p-value — 1.000 0.082 0.961 0.880

25-34 Mean difference — -0.395 -0.0780 0.130
p-value — 0142 0.934 0.903

35-45 Mean difference — 0.3167 0.325
p-value — 0.272 0.027

45-54 Mean difference — 0.208
p-value — 0.302

35+ Mean difference —

p-value
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