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TO VEO TOTILO OTO PNPLAKO HAPKETLIVYK

. Ta KOWVWVLKA SLKTua £xouv aAda&eL pLdLka ToV TPOTTO TTOU
ETTLKOLVWVOUV ETTLYELPNOELG KAL KATAVAAWTEG.

. MAE0V, 0 KaTavaAwTtnc &V slvat TTaBNTLKOC ATTOSEKTNC.

- H eWOM kau ot influencers ylvovtat Bacika epyaleia SLapoppwaonc
OTACEWV KAL ATTOPACEWY AyOopA..

(Barta et al., 2023; Cheung et al., 2022)



]

To 93% twv
ETALPELWV EPAPHOLEL
OTPATNYLKEC
influencer
marketing.

> TOTLOTLKA

&,

To 49% twv
KatavoAwtwy avaldnta
TN YVWHN KATIOLOU
influencer ttpLv AaBeL
aTtogacn ayopac.

=

To 84% twv
KOTAVOAWTWV EXEL
KAVEL KArtoLa ayopd
ETIELOI ETINPEACTNKE
arto evav influencer.

(Park et al., 2024)



e\ WOM

. Mep\auBavel kaBs SnAwon KatavaAwtr — BTkn n -
APVNTLKI — YLa £VA TTPOLOV N JLa UTTNPECLA OTO SLASLKTUO.
Etreldn rpogpyetat ammo AAAOUC XPrOTEC KaL OXL aTTo TNV
ETALPELQ, BswpeLTal TTLO AELOTTLOTN. P

e ZUPBANAEL OTN SnuLoupyLa yVwPNG Kat otnv evioxuaorn/
HELWON TNC EUTTLOTOCUVNG TTPOC Ta brands.

(Hennig-Thurau et al., 2004)



OswpnTLKo uttoabpo

N TPOBECN yLA Pla CUUTTEPLPOPA EEAPTATAL ATTO TLC
OTAOELC KAL TLG UTTOKELUEVLKEC KOLVWVLKEC VOPLEC.

TTPOCOETEL TOV avTAauBavouEVo
OUMTTEPLPOPLKO EAEYXO.

. HeWOM evioyUeL TNV aloBnon eAEyY0oU KAl auTovopLag, agpou oL XPNoTeC VIwBouV OTL
Bacllovtal o€ TTPAYMATLKES EUTTELPLEC AAAWV KL OXL OE SLAPNULOELC KaL £TOL AUEAVETAL
n TpoBson ayopac.

(Fishbein & Ajzen, 1975; Ajzen, 1985; Ismagilova et al., 2017)



Mnyaviouol Erttépaonc tnceWOM

- l'vwotkn 060¢: Evepyotroinon r avaBewpnon

okEPEWV/OTACEWV. +
1 4 y 4 4 \
. ZuvalcOnuatikn 080¢: Evicyuon cuvaltcbnuatwv Q
EUTTLOTOOUVNG KaL a&LOTTLOTLAC. 5 )
(- )
‘A
« Kowvwvikn 060¢: Emmldpacn armrodewv alwy, LoLattepa N __
OLKELWV TTPOCWTTWV I TTPOCWTTWVY TTOU XALPOUV
avayvwpLong.

(Fang, 2014)




Xapaktnplotika tTwv Influencers




ZUYKEVTPWTLKA XOAPAKTNPLOTLKA

AELotrLoTia EAKuoTLKOTNTA AvTLANTTA opoLotTnTa

Errnpeddouv BeTLka TNV €UTTLOTOCUVN atTevavtL otov influencer kal auto smnpeddel BETIKA TNV
KATAVAAWTLKN TTPOB<son.

(Lou & Yuan, 2018)



EptTAOKN = cuVEXNC KAl apoLBala ETwWEEANC
oxeon MeETagyL KatavaAwTtn Kat brand.

. YWWOTLKA OTOLYELO
. ouvalocbnuatika otoLyela

« CUUTTEPLPOPLKA OTOLYELO

(Hollebeek et al., 2014; Glavee-Geo et al., 2019)



H eUTTAOKIN WC SLAOPECOAABNTIKOC HNXAVLIOHOC

Independent variable Mediating Variable Dependent Variable

Influencers credibihiry \
\

Online Engagement

Purchase

. '3 ;
Trustworthiness 823 - Intention

~Cognitive,
-Affective,

Expertise

-
'
¥

(AlFarraj et al., 2021; Sardar et al., 2024)
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