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tamamen uluslararasi pazarda
satacagiz diye yola ¢iktik. Hicbir
zaman i¢ pazar demedik ama
yok da saymadik. Ancak dis
pazarda daha yetenekliyiz.
Seramik sektoriinde ilk yillar
%70 ihracat hedefledik ve su an
o hedefe ulastik. Hatta mal
yetistirme konusunda sikintimiz
oldugu icin ikinci yatinmimiz
yaptik. Bu yatirim tamamen
ihracata yonelik. Dinyanin
trendleri belli. Diinyada artik
global kiltir konusuluyor.
Dinyanin neresinde kaliteli,
ucuz mal varsa herkes oradan
mal alabiliyor. Siz de Urettiginiz
mali dinyanin her yerine
satabiliyorsunuz. Biz su an
dretim olarak 14 milyon
metrekaredeyiz. Bu rakam 24
milyon metrekare olacak. 24
milyon metrekarelik bir
seramik firmasi kiicik bir firma
degildir. 80 milyon dolar
civarinda bir ihracat
hedefliyoruz. Beklentimiz ise
blylme trendine paralel olarak
uluslararasi platformda global
bir oyuncu olmak. Su an
Japonya, Avustralya, israil,
Kuzey Amerika, Avrupa,
Rusya’ya ihracat yapiyoruz.
Diinyanin ticaret hacminin
olustugu bolgeler de zaten
buralar. Bu bolgelerden talep
var ve bu talebi karsilamak icin
yatirim yapmak zorundasiniz,

Termal Seramik Yonetim Kurulu Baskani
Mehmet Oguzman;
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“Beklentimiz, bliyiime trendine paralel
olarak uluslararasi platformda global
bir oyuncu olmak.”

Termal Seramik Chairman of Board of Directors Mehmet Oguzman;

“Our expectation is to become a global player in the
international platform in parallel with the growth trend.”

Ebrar Giindogdu: Oncelikle bize E.G: Kuruldugunuz yildan
ticari gecmisinizden bahseder bugiine yurtdisina acilma ve
misiniz? ihracati arttirma hedefi olan bir
kurulussunuz. Bu hedefinizin ne
Mehmet Oguzman: Ben elek- kadarini gerceklestirdiniz?
tirik mihendisiyim. Universiteyi Gelecekle ilgili beklentileriniz
bitirdikten sonra serbest neler?
¢alismaya karar verdim ve 1975
senesinde Termal Elektronik’i
kurdum. Daha sonra Big Star
Tekstil A.S.'yi kurdum ve jean
Uretmeye basladim. 1994 sen-
esinde ise Termal Seramik’i
kurduk. Bugiin grupta 1500 kisi
calisiyor. Aktif olarak 10 tane
sirketimiz var.

When we founded Termal
Seramik, we started saying
that we would sell our pro-
duction fully in the interna-
tional market. We never
said domestic market but
we didn't disregard it either.
However, we are more
capable in the international
market. In the ceramic
sector, the first years we
targeted 70 % exports and

is to become a global player
in the international platform
in parallel with the growth
trend. Presently, we export
to Japan, Australia, Israel,
North America, Europe and
Russia. The regions where
the world's trade volume is
created are these places.
There is demand from these
regions and you have to
make investments to meet
presently we achieved that this demand; you have to do
Objective. In faCt, since we the Organization well and

had problems in keeping up you have to carry the culture
with the demand, we went

M.O: Elektronik sirketimiz
Avrupa’'nin 6nemli
firmalarindan. Uretimimizin
%100°'Unu ihrag ediyoruz. 30
yildir elektronik sirketimizle,
uluslararasi bir is kiltiirinde
calisiyoruz. Termal Seramik’i
kurarken de Gretimimizi

Roportaj - Interview:

Ebrar Giindogdu

ebrar@serfed.com

Ebrar Giindogdu: Could you
first tell us about your business
background?

Mehmet Oguzman: | am an
electrical engineer. After |
graduated from the University, |
decided to go into business on
my own and founded Termal
Elektronik in 1975. Then |
founded Big Star Tekstil A.S.
and started to make jeans. In
1994, we founded Termal
Seramik. Today, 1500 people
work for the group. We are 10
active companies.

E.G: You are an organization
with the target of opening to
abroad and increasing exports
since the day of your inception.
What portion of this objective
could you achieve? What are
your expectations for the
future?

M.O: Our electronics company
is one of the major firms in
Europe. We export 100 % of
our production. We have been
working in an international
business environment with out
electronics firm for 30 years.

organizasyonu iyi yapmak
zorundasiniz ve firmanizin
kiltirdnl oraya tasimak
zorundasiniz. Alt yapimiz bunun
icin misait.

E.G: i¢ pazarla ilgili hedefleriniz
var mi?

M.0: Daha 6nce miktar az
oldugu icin hareket
kabiliyetimiz yoktu. Ancak
rakam arttikca ic pazarla da
ilgili marketing calismalarina
basladik. Ciddi anlamda bayi agi
olusturarak yayilacagiz.

E.G: Uretime ve kapasiteye
yatirim yapan bir uretici olarak
Turkiye'de sektorin gelecegini
nasil degerlendiriyorsunuz?

into our second investment
project. This project is t
otally export-oriented. The
global trends are known.
The world now talks about a
global culture. Wherever
there is high quality, cheap
goods, everyone can get
merchandise from there.
You, on the other hand, can
sell the product you manu-
facture to all over the world.
Right now, our production is
14 million square meters.
This figure will go up to 24
million square meters. A
ceramic firm of 24 million
square meters is not a
small firm. We are aiming
for exports of about 80 mil-
lion Dollars. Our expectation

of your firm there. Our
infrastructure allows this.

E.G: Do you have targets for
the domestic market?

M.O: Previously, we had no
mobility because the quantity
was small. However, we
started marketing studies
regarding the domestic
market too as the volume
increased. We will spread by
forming a serious dealer
network.

E.G: How do you evaluate the
future of the industry in
Turkey as a manufacturer
investing in production and
capacity?




Sektorel Bakis / Sectoral Outlook

Ocak - Subat/January-February 2006/ No.13

M.O: Seramik sektori gelecegi
parlak bir sektor. Clinki
Tirkiye sansli. Dinyanin ihracat
hacmini olusturan ana llkeler
Avrupa kitasinda italya ve
ispanya. Uciincii Tiirkiye.
Ispanya ve italya’da hammadde
bitti, iscilik Ucretleri cok yiksel-
digi icin tretim pahali bu ylz-
den uretim daha ucuz ulkelere
kaydi. Turkiye'nin hammaddesi
var, yetismis insan gicd var, alt
yapisi var. Turkiye'yi seramik
sektoriinde cok parlak gortyo-
rum. Ama diinyada Cin realitesi
var ve cok biytik bir kapasiteye
sahip. Yani basimizda iran 300
milyon metrekare yatirim yapti.
Tlrkiye bunlardan
etkilenmemeli ve yatirima
devam etmeli.

E.G: Tirkiye'de 49 ilde tesvik
verildi. Verilen tesviklerin haksiz
rekabet yarattigina inaniyor
musunuz?

“Dinyanin ticaret hacminin olustugu
bolgeler belli. Bu bolgelerden talep var

ve bu talebi karsilamak icin yatirim yapmak
zorundasiniz, organizasyonu ilyi yapmak
zorundasiniz ve firmanizin kulturunu oraya
tasimak zorundasiniz. Alt yapimiz bunun

icin musait.”

M.O: Verilen tesvikler kesinlikle
haksiz rekabet yaratti.
Aralarinda 70-100 km. olan fab-
rikalarin maliyetleri arasinda
onemli farklar olustu. Sektore
tesvik, rekabet yaratarak ver-
ilmemeli. 3 Ekim’'de Avrupa
Birligi ile mizakere siireci
basladi. Avrupa birliginde global
tesvik yok, sektorel tesvik var.
Seramik sektoriine sektorel
tesvik verilmeli. Clinkl seramik
sektori %10'la ithalat ikamesi
en disuk sektor, katma deger

“The regions where the trade volume of the
world is created are known. There is demand
from these regions and you have to make
Investments to meet this demand; you have
to do the organization well and you have to
carry the culture of your firm there. Our
infrastructure allows this.”

M.O: The ceramic sector is
an industry with a bright
future. Because Turkey is
lucky. The principal coun-
tries creating the export
volume of the world are
ltaly and Spain in the
European continent. Third
comes Turkey. There is no
raw material left in Spain
or Italy; production is
expensive since labor costs
went up too much.
Therefore, production shift-
ed to cheaper countries.
Turkey has raw material, it
has skilled manpower and
infrastructure. | see Turkey

very bright in the ceramic
industry. But the Chinese reality
exists in the world and it has a
very big capacity. Just next to
us, Iran made investments for
300 million square meters.
Turkey must not be affected by
these and must continue
investing.

E.G: Subsidies were given in 49
provinces in Turkey. Do you
believe that the given subsidies
create unfair competition?

M.O: The given subsidies defi-
nitely created unfair competi-
tion. Major differences occurred

%90. Yiiz sene yetecek kadar
hammaddeye sahip. istihdami
yiksek. 250 milyon metrekare
kapasitesi var. Bunu milli
ekonomi olarak ele alip diizgin
bir tesvik sistemiyle bu sektort
tesvik etmek lazim. Tiirkiye
seramik sektortinden cok ciddi
para kazanir. Sektorel tesvikle
Ulkemize ilk once senede

2 milyar dolar daha sonraki
yillarda 5 milyar, dolar doviz
getirebiliriz.

between the costs of plants with
just 70-100 km. between them.
The subsidy to the industry
must not be given, creating
competition. European Union
negotiation process started on
October 3. There is no global
subsidy in European Union.
There is sectoral subsidy.
Sectoral subsidies must be
given to the ceramic industry.
Because the ceramic industry is
the sector with the lowest
import substitution ratio with 10
%. The added value is 90 %. It
has raw materials to suffice for
100 years. The employment is
high. It has a capacity of 250
million square meters. This
should be dealt with as national
economy and this industry must
be subsidized through a proper
subsidy system. Turkey will
earn serious money from the
ceramic sector. Through
sector-based subsidies, we can
bring 2 billion Dollars of foreign
currency the first year and 5
billion Dollars in the following
years, to our country.

E.G: Diinyanin en énemli Uretici
ve ihracatcilari arasina giren
Tirk seramik sektorinin dis
pazarlardaki sorunlarindan biri
marka yaratmak. Bu konudaki
disunceleriniz neler?

M.0: Marka yaratmak
Tiirkiye'nin sorunu. lyi bir
marka olmak oncelikli bir
beklenti. Diinyada italya bir
numara ve ispanya iki numara
daha sonra digerleri geliyor. Biz
digerlerinin icindeyiz. Her
seyden once Turkiye
markasinin yaratilmasi lazim.
Daha sonra seramik sektort
olarak marka yaratabilir. Biz
Termal olarak diinya platfor-
munda markamizi gelistirmeye
calisiyoruz. ABD’de sirketimiz
var. Termal Tile USA adiyla
Atlanta’da faaliyet gosteriyor.
Almanya Muinih'te sirketimiz,
Cin Fosan’da ofisimiz var. Bu
vasitayla Uzakdogu'daki
gelismeleri takip ediyoruz.
Boylece kim oldugumuzu,
diinyada nelerin oldugunu,
neler yapmamiz gerektigini
hissederek markamizi
gelistirmeye calisiyoruz.

E.G: Rusya gelecegin en yiksek
dis satim gerceklestirilebilecek
potansiyel sinir komsusu olarak
gorilmekte. Rusya’'da ya da
baska bir tilkede yatirimlariniz
olacak mi?

M.0: Bugin en iyi gelisen pazar
Amerika. Amerika’'da pazar her
sene %15 biylyor. Amerika'nin
yillik 250 milyon metrekare
tiketimi var. Kaplama
malzemeleri bu tiketimin
%11’ini olusturuyor. %601 ise
hala hali. Her sene %15 artan
bir pazarda yeterli Gretim yok.
Pazarin %50’sinin seramik
oldugunu disunin 1 milyar
metrekareye ulasirsiniz.
Amerika 1 milyar metrekareyi
ithal etmeye kalkarsa diinyada
kim karsilayabilir? Bunu
karsilayacak devlet yok. Sonsuz

bir pazar. ikinci pazar ise Rusya.

Bolgede nifus cok, insaatta
patlama var. Herkes oralarda
bir seyler yapmak istiyor.
Yatirim planlarimiz var ancak

E.G: One of the problems in
international markets of the
Turkish ceramic industry,
which is among the most
significant manufacturers
and exporters of the world, is
creating brands. What are
your thoughts on this?

M.0: Brand creation is
Turkey’s problem. To
become a good brand is an
expectation with priority. Italy
Is number one and Spain is
number two in the world;
then come the others. We
are among the others. First
of all, the brand of Turkey
must be created. Later, a
brand as the ceramic
industry may be created. As
Termal, we are trying to
develop our brand in the
world platform. We have

a company in USA. It
operates in Atlanta as
Termal Tile USA. We have a
company in Munich,
Germany and an office in
Foshan, China. We follow the
developments in the Far East
through that. Hence, we are
trying to develop our brand
by feeling who we are, what
goes on in the world and
what we have to do.

E.G: Russia appears to be the
potential border neighbor
with whom the largest
exports can be achieved in the
future. Will you make
investments in Russia or in
another country?

M.O: Today, the best
developing market is
America. The market grows
by 15 % every year in
America. America has 250
million square meters of
consumption yearly. Covering
materials comprise 11 % of
this consumption. 60 % is still
carpets. There is no sufficient
production in a market
growing 15 % each year. Just
think that 50 % of the market
is ceramic. You get 1 billion
square meters. If America
attempts to import 1 billion
square meters, who can
satisfy it? There is no state
who can. It is an infinite
market. The second market is
Russia. There is a lot of
population and there is
explosion in construction in
the region. Everyone wants to
do something there. We have
investment plans but at the
moment we are in the
research phase.
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