Mponypévog Itpatnytkog Odnyog
TikTok & Reels ywa ETtixelpnosig:
MeBodoL AAyoplOukne KupLapyiag kat
BeAtiotomtoinong Metatpormtwyv



KedpaAawo 1: H Itpatnyikn ATtokwdikotmoinon tng
Short-Form Video Owkovopiag

H evowpdtwon tou short-form video oTLG ETIXELPNMATIKEG OTPATNYLIKEG QTIAUTEL LA
dlapopoTrotnpévn Katavonon tou Twg ot aAyoptbuol Tou TikTok kat tou Instagram Reels
avtihapBavovtal Tnv «a&la» Tou TiEpLEXOEVOU. H attAn Ttpocapoyn Tou idlou Bivteo kat



oTIG OUO TIAATPOPIES, XWPLG TNV KATavonon Twv BepeAlwdwv dlapopwv oTnV AAYOPLBLKN
TIPOTEPALOTNTA KAL T ONUOYPAPLKI) KATAVOWR, ATIOTEAEL pLa UTTO-BEATIOTOTIOLNEVN
TIPOCEYYLON.

1.1. AvaAuon NAatpopkng Atagpopomoinong (TikTok vs. Instagram
Reels)

H avaAuon twv dnUoypadplkwy OTOELWY KAl TwV OEKTWY OECEUONG ATIOKAAUTITEL CADELG
OLadOPEG TIOU UTTAYOPEUOUV BLAdOPETIKEG oTpaTnyIKES. To TikTok dlatnpeel pa ehAadppws
vEOTEPN BAon XPNOTwWYV, KE TNV opdada 18-24 eTwv va amnoteAel To 38% Twv XpnoTwV Tou, o€
ouykpLon e To 31% tou Instagram.’ Qotdoo, n SnuoypadLkh KATAvor Tou Instagram sivat
TILO LOOPPOTINUEVN, KE TNV opada 25-34 eTwv va amoTeAel Ttepimou to 31% Tou Kowou Tou, TO
0TT0(0 TO KABLOTA TTILO EAKUCTIKO YL HAPKEG TTIOU oToXeUouv Toug Millennials.?

‘Ocov apopd tnv TIoldTNTA Kat To BdBog tneg déopeuong, To TikTok Ttapoucladlel LoTopLKA
uPnAoTEPO UECO Engagement Rate (7.4% £wg 9.74% katd Ueco 0PO) evavTl Tou Instagram
Reels (4.3% ¢wg 6.59%)." Autr) n uPnAdTEPN aAAnAeTidpacn cuvdEsTal pe Tov UPnAOTEPO
METO ¥Xpovo Ttapapovng oto TikTok, o omoiog ¢ptdvel Ta 61 AsTtTd NuEPNCLWG, EvavTl Twy 49
AeTttwv tou Instagram.' H woyupr| eEatopikeuon tou feed "Ma Ecdg" (FYP) tou TikTok odnyet
o€ 18% uPnNAOTEPO TTIOCOCTO SLATAPNONG TWV XPNOTWY TLG TIPWTES ETTTA NUEPEG.

QoT1000, T0 Instagram Reels dtabetel Eva TTAeovEKTNA o TNV opatdTnTa. MNapd To uPnAoTEPO
Engagement Rate tou TikTok, to Reels epdavidel ugnhotepo Median Reach (62% évavtt 38%
tou TikTok) kau Median Video Views (64% évavtt 36% tou TikTok).! Autd ta Sedopéva
uTtodNAwWvouUV OTL To Reels gival Eva TILo ATTOTEAECUATLKO £pYAAElo yia TNV ETTTEUEN

padikng opatotntag (Mass Awareness) oc €va eUPUTEPO, AV KAL EVOEXOUEVWGS AlyOTEPO
E0TIAOMEVO, KOLWVO.

H BepeAwdng dlapopd udpiotatal otnv aryoptBuikr dopr. O aAyoplBog tou Instagram sival
€va ouvolo TToAaTTAwyY aiyopiBuwv (Feed, Reels, Stories, Explore) Ttou Aettoupyouv pe
OLadpopeTIKA ofpata katatagng. EWka yla ta Reels kat 1o Explore, o alyoplBuog euvoet
TIEPLEXOEVO TTOU UTTOPEL va TpaBREeL ypryopa Tnv Ttpoocox).”

H dlamiotwon TG oTPaTnyLKNG oNUAciag autwy Twv dlapopwv odnyeL o€ jua Kpiolun
owotopnon: to TikTok, Adyw tou uPnAdTEPOU TIoc0O0TOU AAANAETIidpaong kat tng Babutepng
déopeuong, ivat Waviko yla tnv €otidion otn petatporn (Conversion Focus) kat tnv
olkodounon aubevtikng kowvotntag. To Reels, pe tnv euputepn, av kat Ayotepo Babid,
EUBENELQ, TIPETIEL VAL XPNOLUOTIOLEITAL WG KUPLO KaVAAL yla ekteTapévo Brand Awareness.'



1.2. Ta Kpioiypa AAyopOpkd Inpata yia tnv Emuyeipnon

H aAyopBuikn ettituyia oto short-form video Bacidetal otnv Llepapyia Twv onuatwy
deopeuong. To Watch Time kat 1o Completion Rate sival ot adiapdiofntntol kUuplot
TIAPAYOVTEG KATATAENG yLa TNV ERPAVION TOU TtepLEXOpEVOU 6To FYP.S ‘Eva uPnA6 Ttocooto
oAokAnpwong (Completion Rate) otéAvel caPEC LAVULLA OTOV AAYOPLOO OTL TO TIEPLEXOUEVO
elval EAKUCTIKO KAl XPAOLUo.°

Mépa ato TIG TIPOBOAEG KAl TOV XPOVO TTapakoAouBnong, ot AAANAETILOPACELG TWV XPNOTWV
Ttapéxouv Kpiowa dedopéva.’ Qotdoo, n afia autwv Twv aAnAeTdpdoswy dev ival ion.
¥1o TikTok, n opyavikn a&ia lepapyeitat wg €EAG: Shares, Comments, Saves, kat téAog Likes,
ILE TIG EVEPYELEG Shares kat Saves va éxouv Tn peyalutepn Baputnta.’

EwWdikd n evépyela Save (ATtoOnkeuon) sival n o Baptd opyavikr evépyela. Auto oupPaivel
eTTELON UTTOONAWVEL [ILa REAAOVTLKN TIPOOEGN TOU XPNOTN VA ETILOTPEPEL OTO TIEPLEXOUEVO,
ONMATOO0TWVTAC OTOV AAYOPLOO OTL TO BIVTED TIAPEXEL OUCLAOTIKN XPNOLLOTNTA 1)
ekTtaldeUTIKN a&la, Eemepvuvtag TNV amin Puxaywyia.’

AvtioTola, yla to Instagram Reels, 1o kopugaio onpa aAAnAemtidpaong eival ta Sends via
DMs (KOLVOTIOLACELG LECW TIPOCWTILKWV AVURATWY).'? AUTO KATASEIKVUEL TOV KOWWVIKO
xapaktrpa tou Instagram. ‘Otav €va Reel kowottoleital, eTtekTeivEL TNV EUPEAELQ EVTOG TOU
OTEVOU KOWWVLKOU KUKAOU TOU XProTn, augavovtag tn viral duvaplkn. ZUVETIWG, N OTPATNYLKN
ToU Reels TtpETEL va OTOXEUEL PNTA OFE TIEPLEXOLEVO TIOU Elval

TIPOOWTTLKA CXETLKO I ETTAYYEALQTIKA XPNOLLO, WOTE VA TIPOKAAECEL TN CUYKEKPLLEVN
EVEPYELQ KOWVOTTOINONG.

TeAog, n TAnpodopia ya to Bivteo, cupmepldapBavopevng Tng Xpnong trending audio kaw
hashtags, amotelel onuavtiko tapayovta.” YUuykekptpéva, n xprion trending audio oto TikTok
UTTOPEL va 0dnyAoet og 52% uPnAdtepo Completion Rate.’

1.3. B2B kaw B2C NMpoogyyion oto Short-Form Video

H BpaxuttpdBeoun Bivteo dev Tteplopidetal povo oto B2C. Ot B2B £TIXELPNOELG TIPETIEL VA
TIPOCAPOCOUV TIG LOPPEG BivTeo yia va Tapla&ouv kupiwg ota otddla tng EEEtaong
(Consideration) kat Tng Metatporttrg (Conversion).



Ma tc B2C ndpkeg, n eotiaon TapapéveEL oTnV APESN Puxayia, TNV alcOnTLKn Kat tn ypryopen
eTidel€n tpoidvTwy yia va tpangouv tnv tpoocoxn (Awareness).

AvtiBeta, ol B2B opdEG ETILKEVTPWVOVTAL OTNV OLKOOOWNGCN EUTILOTOOUVNG KAL TV TIAPOXN
atilag:

Testimonials kat Case Studies: Auteg sival eEaLpeTIKA LOXUPES LOPBDEG KOWWVLKAG
amodelEns, kKabwe ol B2B ayopacTEG EUTILOTEVOVTAL TIG EUTIELPIEC AAAWY TTEAATWV.
MNapadeiypata B2B Case Studies kat Testimonials iepthapBdavouv tnv

ASUS kat tn Lenovo.” Autd ta Bivieo TtpéTel va sival EAKUGTLKA Kal EUKOAA KaTtavontd
(easy-to-digest).”

Explainer Videos kat Product Demos: XpnotLoTtoloUvTal yLa TV artAoTioinon
ouVBEeTWY TEXVIKWY 1 1Bewv.” Etalpeieg émwe n

Luminoso kat n Veolia £€xouv XpnOLULOTIOLNOEL QUTEG TIG LOPDES yLa TNV TIPOoBOAR TNG
agiag toug.” H BéATiotn Stdpkela yia autd Ta Bivieo sival cuvABwe 60-90
OEUTEPOAETTTA, TOTIODETWVTAG TA OTPATNYLKA 0To 0TAdlo Awareness/Consideration Tou
marketing funnel.”

Thought Leadership: Xtidel e§oucia kal epmiotoouvn, poaidovtag tnv eEeldikeuon
NG eMIKEiPNONG oTov KAAdo."™

Ta Bivteo B2B mpETel va gival ETIAPKWG cUVTOUA yia TNV TIAATPOppa (45-90 deut.), ahAd
QPKETA HaKPA yla va petadEpouv tnv atia, o avtiBeon e To €EALPETIKA GUVTOWO viral
TtepLexopevo.”

Mivakag 1: AAyoplBuikeg Mpotepatotnteg kat Aladopes NMAatdpopuwy

NAatpoppa Kupulot Kopudaio Inpa Emikpatouoca
MNapayovteg AAAnAeTtidpaong Anpoypadikn
Katartagng Opada (HAwkia)
(MpoteparotnTal)

TikTok Watch Time, Saves (YYnAn Gen Z (18-24) '
Completion Rate, MpdBeon, Utility)

Shares, Reruns

Instagram Reels Watch Time, Sends Millennials (25-34) °
Completion Rate, (Kowottoinon péow
Sends, Saves, DM, Social Network
Follower Effect) '°

Engagement




ADVANCED PSYCHOLOGICAL HOOK TECHNIQUES
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Unlock Potential. Forge Connection.

KepdaAawo 2: Mnyavikn Mpoooxng: NponyHeveg
WuyoAoyikeg Texvikeg Hook

H pnéylotn aAyoplOuikn aroddoon eEaptatal amd To av o Xpnotng a mapapeivel HeTd ta
TpwTta 3 OeUTEPOAETITA. AUTO ETILTUYXAVETAL [LE TNV EVEPYOTIOINGCT PUXOAOYLIKWY UNXAVICLWY
TToU atYaAwTidouv TNV Ttpoooxn AECA.



2.1. H WuyoMoyia twv 3 AsutepoAeénttwy (The Open Loop Mechanism)

O TILO ATTOTEAECUATLKOG TPOTIOG VLA VA AyKLOTPwWOEL 0 Beatng sival n dnpoupyia evog
«Avolytou KUkAou» (Open Loop).” AuTh N TEXVLKA XPNOLLOTIOLEL LA YUXOAOYLKT OKavdAAN
(trigger) Ttou dnpuoupyel TIEPLEPYELQ, UTIOOXETAL [ULa aTtAvTNoN N TIAPOUGCLAZEL Eva TTPORANUA,
adrvovtag tov eykédalo va haytapdst yia ohokAnpwon (closure).” H xpron tpokAnTiKwy
EPWTACEWV ) TOAUNPWV LOXUPLOUWY OTNV apxn sivat kpiowun.™

H eTtituyia TG eloaywyng anautel tnv apeon eicodo oto B€pa. Zuviotdtal To "Show, Don't
Tell" - n TapAAewpn axpnoTwy EL0AYWYWY Kat To dpeco dApa otn Spdon.”® ErrtAéoy, Aoyw
TOU yeyovOTOog OTL TTAvw attd to 50% twv Bivieo oto Instagram mapakoAouBouvtal Xwpig
r'])(o 10, 0

OTITLKOG YavTdog TIPETIEL VA Eival LOXUPOG, e SUVALKA YPadLKA KAl XPAON KELWEVOU OTNV
080vn (on-screen text/captions) yia va petadobel 1o Baoikd UAVUUA AUECWE, AKOLN KAl OF
olyaon."

2.2. Texvikeg Pattern Interrupt kauw ZuvawocOnpatikig KAtpadkwong

Ma va aropeuyBel To adiadopo scrolling, oL ETIKELPAOELG TIPETIEL VA XPNOLLOTIOLOUV TEXVLKEG
dlakoTtig TG ouvnBelag Tou XpnoTn.

H Pattern Interrupt sival pua teXVLKA TIou SLAKOTITEL TNV AUTOUATH, EVOTIKTWON ardkplon
Tou XPNoTn («Sev evBlapépopar»), Sivovtag 6To MAVULA TV sukaipia va akouoTel.'
Napadeiypata reptdapBavouy tnyv Eadvikn sicodo oto frame, 1o PBUpLopa (ASMR
Enchantment), ) T xpARon AcuvhBIOTWY OTITIKWY HECWV. '

Mia TtponyEVn TEXVLKN €ival n xpnon Apvntikwv Favtdwv (Negative Hooks). Ou xprioteg
elval TTLO TPOYPAPUATIOREVOL VA SiVOUV TIPOCOXH OE apvNTIKOUG TITAOUG A loXuplopoug.' Ot
MAPKEG UTTOPOUV VA XPNOLLOTIOLOOUV QUTAV TNV ApVNTIKOTNTA Yla va Tpangouv tnv
TIPOCOXI KAl OTN CUVEXELA VAL OLOXETEUCOUV TO UTIOAOLTTO TIEPLEXOUEVO TIPOG LA BETIKA AUon
(TtX., "Mnv ayopdaocelg auto to X av..." ).

EruutAéoy, n dnpioupyia aio®nong emeiyovtog (Rush Tactic), oTwg a xpovika
TIEPLOPLOLEVN TIPOKANGN (TL.X. "get ready with me in 5 minutes"), dnpuoupyel aywvia kat



TIpoopovh, evioxUovtag Tn d¢opeuon Tou Bsatn.*

H BeAtiotomoinon autwy Twv yavt{wy aTtattel pla cUCTNUATLKA TIPOCEYYLon. AedouEvVou OTL
0 Hook ouvduddel TTOAATIAEG LETAPBANTES (AEKTIKO, OTTTIKO, PUBUO), Elval AveTtapkES va
Baoiletal kaveig oto amAd A/B testing. H BeAtiotomoinon tou Hook Ttp€TeL va TtpooeyyLoTel
WG LA ETILOTNMOVLKN dladlkaoia, Xpnototiowwvtag Multivariate Testing (MVT) yia va
dlaroTwOel oo ouvduaouog otoeiwy (Try., Mota Aektikr dnAwon Asttoupyel kaAutepa
ILE TTOLO OTTTIKO Pattern Interrupt) €xel tn BéAtiotn emtidpaon oto Completion Rate.™

Nivakag 2: Ebappoopéveg Wuxoloyikeg Texvikég Hook (Advanced) ™

Texvikn Hook WYuxoAoyLKOG EpTtopLko IXETKN AldpKeLa
Mnxaviopog Napddsypa
(B2C/B2B)
Pattern Interrupt Alakottn ZuvnBelag | Zadvikn eicodog 0-1 deutepOAeTTTO
/ Aueon MNpoooxn oto frame,
Pibupog,

QVaTIAVTEYN OTTTLKN
aAayn, epdavion
TOU TILO
evOLadEPOVTOG
MEPOUG TNG
oladlkaoiag
mpwra.”

Open Loop M'VWOTLKN "AUTO €ival TO 1-3 deutepdAeTtTa
Statement Aucoopia / AaBog 1ou kAvouv
Meplepyela OAOL OL VEOL
CEOs..." 4 "Mnv
QayopAoEL; auTo TO
X av...".””

Emotional TauTtion kau ‘Evapén pe pa 1-4 deutepOAeTITA
Relatability YuvaloOnuatikn yvAhola avtidpaon
YUvdeon (EKTTANEN,
apgpopitnon) n
pa dnAwon Tou
apploBntel
ONUOPLAELG
nertolBnoetg. "’




Rush Tactic/ ASMR | Aweyepon / "Complete this 1-5 deutepOAeTTITA
Mpoopovn / setup in 60
AlcOntnplakn seconds" | "Get
AttoAauon ready with me in 5
minutes".*’

KedpaAawo 3: BeAtiotottoinon Mapaywyng kat
Aetrtoupykn Zuppopdwon

3.1. BéEAtiotn Aldpkela Bivteo kal Itpatnylkn Xuoxetiong (Duration
Strategy)

H emtthoyn NG SLapkKelag TIPETTEL va eEUTTNPETEL Evav OUYKEKPLLEVO 0TdX0 oTo funnel, eite
TIpOKeLTAL yia peyloto Completion Rate ite yia LEYLOTO GUVOALKO OYKO TIPOBOAWV.

Ta Bivteo ou kupaivovtat aro 0 €wg 10 deUTEPOAETITA ETILTUYXAVOUV TO UPNASTEPO
Watch-Through Rate (Ttocootd oAokApwong), To otoio gival {WTIKAG ONUAciag yla tnv
QTIOOTOAR LOXUPOU CAUATOC TIOLOTNTAG 0TOV alyOPLBpO Kal Tn ypryopn pdavion oto FYP."
AuTtn n cuvToun dlapkela givat BEATLOTN yLa TO

Viral Content (Awareness/Discovery).

Qo1600, n avdAuon dedopévwy deiyvel OTL Ta Bivteo peyaAuTtePnG SLAPKELAG, CUYKEKPLUEVA
METAEU 3 £wG 10 AETITWY, TEIVOUV VAL CUYKEVTPWVOUV TIG UPNAOTEPEG CUVOALKEG
TtPOoPOoAEC.%Y AuTO UTTOSNAWVEL OTL yLa TO

Educational/Nurturing Content (Consideration/Conversion), oL ETTIXELPNOELG TIPETIEL VA
XPNOLOTIOOUV TN eyaAuTtepn Stdpkela (2-3 Aetttd ) 3-10 Aetttd). Av kat to Completion Rate
Ba eival avaykaotika XapnAotepo, To ouvoAltkd Watch Time kat n a&la ava mtpoBoAr yia to
OTOXEUMEVO Koo givat uPnhdtepa.®®

Eilval onuavtiko va onuelwBei 6ti, tapd to yeyovog OTL deV UTTAPYXEL EAAXLOTO OPLO,
ouviotatal Ta Bivteo va givatl avw twv 3 SEUTEPOAETITWY yLa va attopeuxBei o kivduvog
KOTNYOPLOTIOINONG WG TIEPLEXOUEVO XAUNAAG TroldtnTac i shadowban.*?



3.2. Itpatnykn Xpoviopou Avaptnong (Optimal Timing)

H otpatnytkn Tou BEATioTou Xpovou avdptnong (Optimal Send Times) Tpémel va
XPNOLLOTIOLETAL WG ONILELO EKKIVNONG YA TIEPALTEPW DOKLLEG, KAL OXL WG ATIOAUTOG KAVOVAG.

Ta yevika mtaykoopa benchmarks uttodetkvuouv 6tL n TETAPTN LETAEU 2 L. KOL 5 M1
gival ouyva n kaAUTtepn wpa yia avaptnon oto TikTok.?’ Aot xpdvol ugnlol engagement
miephapBAvouy Ta amoyeupata Asutépas £we Mépmng.”’

Qo1600, yla va BeAtiotorownBei n anddoon, aralteital N Xpnon Twv EVOWUATWIEVWV
analytics (ta omoia eivat dlabeoipa og Business ) Creator Accounts) yLa Tov EVTOTILOUO TOU
akpLBOUC XPAVOU TIOU TO OUYKEKPLUEVO KOO TNG ETIXELPNONG eivat evepyd.? OL YEVIKEC AUTEG
TIPOTAOELG TIPETIEL VA AVTILETWTTIOVTIAL WE UTIOBETELS yLa

A/B testing, Sokipddovtag SLadopETIKEG WPES Yia SLadoPETIKA segments.?

3.3. H Nopukn Ertitayn tTng Mouoikng ywa Brands (CML Compliance)

H xprnon LOUGCLKNAG aTto ETIXELPNOELG Eival AUOTNEA PUBLOLEVN KAL TIPETIEL VA TNPOUVTAL
VOMLKA TIPWTOKOAAQ YA TNV ATtodpUYr KUPWOEWV.

To TikTok €xel kataoTrosl cadpES OTL oL eTayyeALatikol Aoyaplacpoi (Brands/Businesses) kat
TO TIEPLEXOIEVO TIOU EXEL EUTIOPLKO OKOTIO TPETIEL VA XPNOLLOTIOLOUV ATIOKAELOTIKA LOUCLKN)
a6 tnv Commercial Music Library (CML).> O 48eleg Tou katéxet to TikTok yia yevikn
HOUGLKY SEV KAAUTITOUV TNV EUTIOPLKA XPron.?

AUTO ONUAIVEL OTL OL ETIWVUIEG OEV UTTOPOUV TTAEOV VAl XPNOLUOTIOLOUV dNUOdLAELG, viral
tpayoudia (trending non-CML audio) og SladpnuoTiko 1 TTPowONTIKO TIEPLEXOMEVO.?! EQV ua
ETIKElPNON ATTOGACIOEL VA XPNOLLOTIOLNCEL X0 €KTOG CML, gival UTtOXPEWEVN VA

ExeL eEaopaAiosl Kal TTANPWOEL yLa OAEG TLG ATIAPALTNTEG ADELEG,
oupmep\apBavopévng tng adelag ouyxpoviopou (Synchronization License).”® H un
oUpHOPdwWoN odnyel o aiyacn tou Bivteo f TTARPN adaipeon.”

O VOULKOG TTIEPLOPLOUOG BETEL Eva ONUAVTLKO SNULOUPYLIKO EUTTIOOL0, KABWG adatpel aro Tig
HAPKES TN duVATOTNTA VA CUUUETACYOUV ALECC OE OPLOKEVEG ATTO TIG TTILo dNUOPLAELC TAoELG
NXOU. ZUVETIWG, N OTPATNYLKI TIPETIEL VA TIPOCAVATOAMCTEL OTNV EVIOXUON TOU oTtTikoU Hook



KOl TNG TIPWTOTUTING W&€ag Tou BiVIED, WOTE va AVTIOTABULOTEL N ATIOUGIA TOU [N
adelodotnuévou trending audio."
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KepaAawo 4: Evowpatwon oto Marketing Funnel kau
Itpatnywkeg Metatpormng



4.1. Xaptoypadpnon Meprexopévou ava Itadio tou Funnel

H amoteAeopatikotnta Tou short-form video peylotoToleital 0tav To TIEPLEXOLEVO KAL TO

CTA suBuypappidovtal pe tnv Ttpdbeon Tou Kowou o kaBe otddlo Tou funne

|26

Itddwo Funnel

ItoxoG

BéAtiotn
Aldpkela

LUVIOTWHEVEG
Mop@¢éEg Bivteo

Awareness (ToFu)

Apeon Mpoooxn,

7-15 deuT. (YYnAO

Pattern Interrupt

Viral Reach Completion Rate) " | Hooks, Quick Tips,
Entertaining
content '
Consideration Ekmtaideuon, 60-90 deuT. Problem/Solution
(MoFu) Eumiotoouvn, (B2B/B2C Explainer | Videos,
Saves/Shares Videos) ™ Testimonials,
Thought

Leadership "

Conversion (BoFu)

MwAnon, Lead
Generation

45-75 deuT.
(Product Demos) ™

Case Studies,
Limited-Time
Offers, Product
Demos e aueco
CTA %

4.2. Nponypéveg Texvikeg CTA (Call to Action)

H emidoyn Tou cwotou Call to Action (CTA) eival e€icou onuavTikn e to (Lo To creative.

Y10 01ddlo Awareness (ToFu), o kUpLog 0TtdX0G gival N aAyoplBLKD evioxuon. ZUVETIWG, TA
CTAs mtpeTel va evBappuvouv evépyeleg uPnAng aiag:

e "Mec pou ota oxOAa TNV yvwpn cou" (evioxUel ta Comments, 5x Baputnta).’

e "ATIOBNKEUCE TO yla va Unv To XAoels” (evioyuel ta Saves, 10x Baputnta).’

Y10 otadlo Consideration (MoFu), o otéxo¢ petatotidetal otny ££0d0 arod tnv Aatdopua
1 tn cuAoyr leads. Ta CTAs TIPETIEL va TIPOCPEPOUV CUYKEKPLUEVN a&ia:




e "Linkin Bio yia to mAfpeg Case Study" (auEavel ta Link Clicks).”’
e "Download the Free Guide" (Lead Generation).*

Y10 0tddlo Conversion (BoFu), ta CTAs TtpETEL va OnNULOUPYOUV ETTEYOV:

e "Shop Now - Limited Stock" (xpnotpotolei Tnv aioBnon tou emeiyovtog).?

e "Book a Demo" 1y "Start Free Trial".*

4.3. A§lottoinon twv Spark Ads yia Performance Marketing

Ta Spark Ads armoteAouv TNV TILO ATIOTEAECUATLKN LEBODO yLa TN LETATPOTIN TNG OPYAVLKNG
ETITUXIAG O KEPBOPOPES TIANPWMEVEG KAUTIAVLEG.*® MpdKettar yia pia native popdr
dladnuong ou Ttpowbel opyavikd posts (site amod tov idLo Tov Aoyaplacpod gite aro
creators/influencers pe adswa).*

Ta Spark Ads eTtituyXavouv onUaAvTikhi auEnon otnv anddoon os cUYKPLON LE TIG TUTILKEG
dlapnuioelg (Non-Spark Ads). H avaAuon deixvel +134% upnAdtepo Completion Rate, +43%
ugnAdtepo Conversion Rate (CVR), kat HéEXpL 69% UPNAOTEPO TTIOCOCTO UETATPOTING pE 37%
xapnAotepo CPA (Cost Per Action).*

AuTh n evtuTiwolakn alugnon tng andédoong oPpeiAeTal 0TO YEYOVOG OTL N OPYAVLKNA ETILTUXIA
Aettoupyel we Ttpo-eAeyUEVO dLadpnoTikO creative. OL ETIXELPNOELG TIPETIEL VA
ULOBETACOUV TN OTPATNYLKA ETIAOYNG OVO TwV Bivteo TTou €xouv AON ATtodei&el uPnAd
Completion Rate kat ugnAo Weighted Engagement Rate opyavikd, yla va Ta evioxUoouV |LE
budget péow Spark Ads.*

Ta Spark Ads uttootnpidouv otoxoug Conversions kat Lead Generation.* Na tn BéAtiotn
TapakoAouBnon, n evowpatwon tou TikTok Conversions API pe CRM cuothuata (0Twg to
HubSpot) emitpéTel Tov akplBr ouyxpoviopd twy dedouévwy leads, emitpemovtag Tnv dueon
emtadn kat nurturing, BEATLLOVOVTAG £TOL T CUVONLKN TIOPEIQ HETATPOTTIAG.’

KepdaAawo 5: Metpnoeig, ROI ko NMponypeveg MEBodol
Aokipwyv (A/B & MVT)



5.1. KPIs Népav twv Views: Métpnon tng Mowdétntag tng
AANANAeTiSpaong

H Tt ponypevn LETPNON TNG ETILTUXIAG ATTALTEL TNV UTTEPPaON TNG ATTANG KATAUETPNONG TWV
TIPORBoAWV.

1. Watch Time kaw Completion Rate: Ot Baotkoi deikteg yia o av to Bivteo Ba cuveyioel
va TpowBeitat oto FYP.
2. Engagement Metrics: Mepav Twv Likes, n mtapakoAouBnon twv Comments, Shares, kat

KUpiwg Twv Saves, Ttapéxet Babog otnv avdiuon.”’

3. Actionable Metrics:

o Profile Visits kau Link Clicks: Autoi oL deikteg LeTpOUV TNV TTPOBEDN TOU XPNHOoTN vVa
adnoel tnv TAatpopua Kal va petafei oto eptBaAov TG eTtixeipnong,
amoTeAWvVTag apeon ouvdeon pe ta otddia Consideration kat Conversion.”’

o Sends per Reach (Reels): Kpiotpog deiktng yia tnv €méKTaon Tou SIKTUOU KAl TNV
EvOElEN UPNANG TIOLOTNTAG TIEPLEXOMEVOU TTou aidel kowottoinong."

5.2. YItoAoylopog tou Itabpuopévou Nooootou Engagement
(Weighted Engagement Rate — WER)

Aedopévng TG Lepdpxnong Twv aAAnAeTidpAcewy amod tov alyoplBuo, n xpnon vog
otabuopévou deiktn (WER) sival ammapaitntn yia tnv akpBn agloAdynon tng OpYavikng
a&lag Tou TIEPLEXOEVOU.

EvW 0 TUTTKOG TUTIog Engagement Rate (%) = (Likes + Comments + Shares) / Views 100 °, dev
QVTLKATOTITPIL(EL TNV TtpayaTIKh alyopBpikn Baputnta. Ot evepyeleg Saves kat Shares
uttodetkvuouv uPnAdtepn afia amo Ta amAa Likes.’

Ma pa o akplPn avamapdotacn, cuvioTatal 0 akOAoUBOG EUTIELPLKOG TUTTOG, O OTIOL0G
QVTLOTOLEL OUVTEAEOTEG BaputnTag *:

H edappoyr) tou WER BonBda otnv avayvwplon TiepLEXOUEVOU UE UPNAR opyaviki agla
(uPnAG WER), akopn kat av OV €XEL CUYKEVTPWOEL TEPAOTLO OYKo Likes. Auto T0
TIEPLEXOLEVO, TO OTIOIO TIAPEXEL XPNOLUOTNTA ) TIPOKAAEL KowvoTtoinon, ival o Ttibavo va
AGBel aAyoplBuLkr) uTtoo T PLEN.

Nivakag 3: MNponyuévot KPI kat Ytabuopévn Atia (Weighted Value) °



Sends (Reels)

Kowotikn A&ia

Agiktng AAyoplOpukn LuvTteAEOTNAG AvTioToixion oto

Amtodoong (KPI) Inpaoia Baputntag (WER) | Funnel

Likes Baokn Awareness
emBePaiwon

Comments Yulntnon, Consideration /
Community Community
Interaction

Shares (TikTok) / Viral Spread, Consideration /

Advocacy

Saves
(ATtoBnkeUoELQ)

Utility, MeAhovTikn
MpoBeon (Intent)

Conversion Focus
(BoFu)

Completion Rate

Quality Signal, FYP
Gatekeeper

Metpnon MUAng
(Not Weighted in
ER)

Awareness /
Discovery

5.3. A/B Testing vs. Multivariate Testing (MVT) ywa Bivteo

Ma va emiteuyOel n BEATLoTn anddoon Tou creative, oL ETIKELPNOELG TIPETIEL VA ULOBETAGOUV
TEXVLKEG QOKLLWY UPNANG TIOAUTTAOKOTNTAG.

To tapadootakd A/B testing cuykpivel LOVO dUO KDOXES EVOG EVOG LETABANTOU (TT.X.,
dlagpopeTikd CTA).* AuTH N TtPOoEYyLoN €ival TEEPLOPLOTIKA yia To short-form video, 6tou n
emituyia Baoidetal otn ouvEpyela TTOAwWV Ttapayoviwy (visual hook, on-screen text,

pacing).*

To Multivariate Testing (MVT) eival a o tponyévn HEBodog Tiou TITPETIEL T OOKLUN
TIOAAATTIAWY TtapaAAaywV TIOAAATIAWY OTOKELWY TauToXpova, evToTtidovtag Tov BEATIOTO
ouvduaopo (permutation) Tou peylotorolei KPIs 6miwg to Completion Rate.™ Na

TIAPADELY A, UTTOPEL VA SOKLAOTEL TAUTOXPOVA TIWG AAANAETILOPOUV 2 DLAPOPETIKOL AEKTIKOL

yavtdoy, 2 dLladopeTIKA on-screen Keipeva kat 2 dtapopeTika CTAs. Autd dnuoupyei 8
OUVOALKOUG ouvOUACOoUG yLa OOKLUA (




).19

H MVT eival n emiotnpovikn pEbodog ya tnv emtiteuén aAyoplOpkng cuvtoviopou
(algorithmic resonance). Mg tov evIOTILOO TOU BEATIOTOU CUVOUAGHOU TWV CTOLXELWY TOU
Hook kat tou Pacing, n emtixeipnon pmopei va eEacdpaliost tov uPnidtepo duvatd Completion
Rate/WER, odnywvtag o€ PEYLOTN OPYAVLKA KATAVOWT.

5.4. YrtoAoylopog tou ROI yia Short-Form Video

O uttoAoyLopog tng anddoong tng emevduong (ROI) eival ETILTAKTIKOG yia Tn OLKALOAGYNoN
Tou budget kat TNV KAUAKwon tng oTpatnyLkig.”’

To pwTo BApa otov uttoAoylopo tou ROI gival o cadng kaboplopdg Twy otoxwvy (Y., lead
generation, sales, brand awareness) kat Twv avtiotowv KPIs.*

O uttohoyLlopog akoAouBel Tpia Baoikd Brpata:

1. Eupeon tng Kepdlopévng Atiag (Value Gained): Apalp€oTte TI¢ HETPAOELS (TT.Y.,
aplOuo leads) Tou TTapaTNEABNKAV TTOLY TNV KAUTIAVLA ATt TIC UETPAOELG META TNV
kapravia.*®

2. Mpoodloplopdg tng uvoAkng Kepdiopévng Aglag: MoAAamAactaoTe tnv avgnon Twv
petatpomwy (1., 50 erurtAéov leads) pe tn péon agia kabe petatpomng (ruy., $400).%

3. YmoAoylwopog ROI: Xpnotuotoljote Tov akoAoubo TUTto, 6Ttou to kdoTtog (Total Video
Cost) TreptAapBavel tapaywyr kot Stadpnuotikd budget “4:

Eival kpiowpo va uloBetnBel Cross-Channel Tracking (1t.x., péow tou TikTok Conversions
API) yla va TtapakoAouBnBel n dtadpopr| Tou Xprotn amd tnv apxLkn TtpoBoAr oTo
TikTok/Reels €wg TNV TEAKA LETATPOTIA 0TNV LoTooEAdA. AuTo dtaopalidel OTL n a&ia
anodidetal cwota oTto video content, akoun Kat av Aettoupyel wg onueio emadng
(Attribution Touchpoint) oto aviwtepo otddio tou funnel.*” H xpron evowpaTwHEVWY
OUOTNMATWY ETUTPETIEL TOV CUYXPOVIOMO TwV leads e to CRM, BeAtiwvovtag tn dtadikacia
nurturing kat tTnv TtlBavotnta Conversion.®’

KepdaAawo 6: Zupmtepaopata kot O3Lkog Xaptng
YAottoinong



6.1. Kpiowpa Inpeia Itpatnylkng yia tnv AAyoptdukn Kuplapyia

H kuplapyia otig short-form video TAATHOPUEG ATTALTEL LA LETATOTILON ATIO LA TIPOCEYYLON
Tou Bacidetal oTig TTPOPROAEG, OE A OTPATNYLKA TToU BacideTal oTnv TIodTNTA TNG
aAnAeTtidpaong kat tn SOKLUN:

Mpoteparotnta otnv Mowotnta tng AAAnAeTtidpaong: To TEPLEXOUEVO TIPETIEL VA
oxedladeTal yLa va TIPOKAAECEL Saves (EVOELIKTIKO Xpnoluotntag) kat Shares/Sends
(evdelkTIKO viral Suvakou), KABWGS AUTEG OL EVEPYELEG EXOUV TN EYAAUTEPN
aAyopBuKn Baputnta yia TV katavoun.’

Nopkog Meploplopog kaw Anpoupytkn Eotiaon: OL eTIXELPNOELG TIPETIEL VA
CUMHOPPWVOVTAL [E TNV amtaitnon xprhong tng Commercial Music Library (CML).?° lNa va
avtiotabuotel n arouasia dnpodtAous un adelodoTNEVOU NYXOU, ATIALTETAL N ETIEVOUON
o€ EALPETIKA OUVATOUG OTITLKOUG Kal YuxoAoyLkoug Hooks.

Funnel-Driven Duration: H dtdpkela Tou Bivteo TIPETIEL va ETUAEYETAL OTPATNYLKA: 7-15
deutepOAeTtTa yla va kepdnBel o alyoplBuog (uPnAd Completion Rate), kat 60-90
deutepoAeTtTa (N KaL TIEPLOCOTEPO) Yla va KepdnBel o TtEAATNG (Ttapoxn EKTIALOEUTIKAG
afiac kat Context).™

6.2. O Odwk6¢g Xaptng MNponypévng BeAtiototoinong (6-Step
Optimization Cycle)

Ma v UAoTToiNON Lag TIPONYEVNG oTPATnyLKAG short-form video, cuviotatal o akoAouBog
KUKALKOG 0OLKOG XAPTNG:

1.

3.

AAyopOkn Xaptoypapnon (Funnel Mapping): KaBoplopog Twv LETPNOLLWY
otoxwv ROI kal avtiotoixlon Twv popdwv Teptexopevou kat CTAs (Tt.x., Explainer Videos,
Case Studies) pe ta otddia Awareness, Consideration, kat Conversion.

Aokipn Hook (MVT Implementation): Edpappoyn Multivariate Testing (MVT) yia tn
OUOTNMATLKA SOKLU Twv cuvduaopwy (permutation) AektikoU, otttikoU Hook, kat
on-screen KEWWEVOU oTa TIPWTA 3 SEUTEPOAETITA, LE OTOXO TN MEYLOTOTIOINON TOU
Completion Rate."

YmoAoytopog WER: Xprion tou tutou tou Weighted Engagement Rate yia tnv akptfn
a&lohdynon tng opyavikng a&iag kabe Bivteo, divovtag éupaon ota Saves () kal Shares
0.°

Organic to Paid Scaling (Spark Ads): Ertthoyn puévo twv Bivieo Tou €xouv
amodedelypéva uPnid WER kaw Completion Rate yia tpowBnon néow Spark Ads. Auth n



dladikacia dtaodalidel Tn xpron TTPo-eAEYUEVWY creatives, 0dNywvTag 0 CNUAVTIKA
uPnAoTePO CVR Kkat xapunhdtepo CPA.*

CTA & Funnel Integration: EEaopaAion otL ta CTAs givat euBuypappopéva e Thv
TPOOeon Tou kowou (tt.y., Save-CTA oto ToFu, Link Click-CTA oto MoFu) kat 6Tt 10
Conversions API givat TTARpwG EVOWHATWEVO 0Tto CRM yla tn cUMoyN kat To nurturing
Twv leads.”’

ROI Calibration: Meplodikog uttohoylopdg tou ROI ypnotpotolwvtag tn nebodoroyia
Gained Value. Auto emtiBeBatwvel 0Tl n otpatnytkn short-form video dev givat ammAwg pua
SpaoctnpdtnTa TTPoRoAnG, aAd £vac KWNTAPLOG MOXAOG KEPSWV yia Tnv eTtxeipnon.®

KepdaAawo 7: Mponypeva Epyaleia, ZUvdsopol kat Al
yia tnv KAlpdkwon tng Napaywyng

H kAyuakwon kat n BeAtiotoroinon twv short-form video amautet tn xprion egeldkeupév
gpyaieiwv yla tTnv avaiuon TAoewy, TV TTapaywyn Kat To testing.

7.1. EpyaAeia Al kat Anpoupyiag Meplexopévou

H xpnon tng TexvntAg Nonpoouvng pmopel va BEATLLWOEL ONUAVTLKA TOV pUBUO TTapaywyng
KOL TNV ATTOTEAEOHUATIKOTNTA TOU TIEPLEXOMEVOU.

Al Post Generator: EpyaAeia tapaywyng mieptexopévou (Al social media post generator)
TtpoodpEpouv Tn duvatdtnta dnpioupyiag posts ou eubuypappidovtal e TIQ
QAYOPLOKESG AANQYEG, ETILITPETIOVTAG OTOUG ONLOUPYOUG VA ETUKEVTPWOOUV 01N
oTPATNYLKNA.

CapCut Desktop Editor: ISiaitepa xpotpo yia tnv eme€epyacia rfyou kat Bivteo. H
TAATPOppa dlabeTel peyaAn culloyr) amo trending XOUG KAl EKTETAUEVEG AELTOUPYIEG
emeEepyaciac AXou, amapaitntes yla tn dathpnon tne TodTnTag mapaywyne.*’

Al Analytics & Personalization: MNMponypéva epyaAeia Al utopouv va avaAuouv Tn
OUUTTIEPLDOPA TWV XPNOTWY, VA TIPOBAETIOUV TACELG KAL VA EEATOMKEUOUV TLG EUTIELPLEG
Tteplexopévou, auEavovtag tnv mibavotnta petatpornq.”’

7.2. Epyaleia Evtomtiiopou Taoswyv kal ‘Hyou



e TikTok Creative Center: MNapyetl dsdopéva yla Ti¢ TAELS KAl TLG SNUOYPADLKES
TTAnpodopieg. MTopel va xpnotpototnBel yia tnv evaAlayn Xwpewv KAl TOV EVIOTILOMO
SLEBVLIV TACEWY AXOU Kal TEEPLEXOEVOU.”

e Plann's Trending Audio Feature: EEeldikeupevo epyaleio Tou Bonbd otov evioTiopuo
trending audio yia Reels kat TikTok.”'

e TrendTok: EpyaAeio Ttou XpnotpoToleital yia Tnv avaiuon Twv trending AXwv Kat Tou
TIEPLEXOMEVOU. >

7.3. Nponypéva EpyaAeia A/B Testing (MVT Support)

Av kat to A/B testing prtopei va yivel péow twv native ad manager tng TikTok >3, yia to
opyaviko content kat To Ttponyuevo Multivariate Testing (MVT) cuviotdaral n xprnon
€EWTEPLKWY, LOXUPOTEPWV EPYAAEiwy 7

e VWO (Visual Website Optimizer): EEaipeTiko yia 1o amAég dokipEG, aAAd uTtooTnpidet
kat MVT.>
Eppo: ‘Eva amd ta kopudaia spyaleia A/B testing.”

e Convert: [daviko yia marketers Ttou petddovial utTtooTnELEN XWPIG TNV avAaykn
EUTTAOKAG TNG opddag data/engineering.®

e AB Tasty / Optimizely / Adobe Target: M\atdpopueg eTalptkoU TUTTEOOU TTOU
TIPOOPEPOUV OAOKANPWHEVEG Buvatotnteg A/B kat MVT.>

7.4. Baowkol Xuvdeopol & MNopot

MNopog Nepwypadn

TikTok Commercial Music Library (CML) | Kévtpo BonBeiag yia toug kavoveg ddelag
XPAONG LMOUGLKAG YLa ETIXELPAOELG. >

TikTok Ads Manager (Split Testing) EpyaAeio yia tn dokiun dlapopeTikwy
ekdOoEWV dlapnuioswv.”




Plann’s Trending Audio Guide

Odnyog yLa tov evtoTilopd Tdoswv Reels
ko TikTok.”

Matomo Analytics

EpyaAeio web analytics Ttou BonBd otnv
TtapakoAouBnon tng dtadpoung
HLETATPOTING EKTOC TIAATPOPUAG
(Conversion Tracking).*
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