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Ege Vitrifiye Genel Muduru Birgi Cekgi;
Ege Vitrifiye General Manager Birgi Cekgi;

“Son yillarda yapilan yatirnmlarla
Turkiye, Avrupa’nin en buyuk seramik saglik
gerecleri ureticisi konumuna gelmistir”

“Turkey has become the largest ceramic sanitary ware manufacturer
in Europe with the investments made in recent years”

Serife Deniz Ulueren

Roportaj / Interview
Fotograflar / Photos:
serife@serfed.com

1952 izmir dogumlu. 1969 izmir Mithat Pasa Sanat
Enstitlist Makine Bolimi’'nden mezun oldu. 1969-1973
Klockner Humbold Deutz AG Koln Almanya Kalite
Kontrol Teknisyeni, 1975-1979 Dirinler Makine San.
Kalite Kontrol ve Ar-Ge Yoneticisi, 1979-1996 Ege
Seramik San. ve Tic. A.S. Mekanik Atolye Sefi ve Makine
Bakim Md. Yrd., 1996-2005 Ege Birlesik Enerji A.S.
Makine Bakim Md. ve Genel Miidir. 2005'den beri

Ege Vitrifiye San. ve Tic. A.S.de Genel Midyir. Evli ve iki
cocuk babasi olan Birgi Cek¢i Almanca bilmektedir.

Born in Izmir in 1952. Graduated from Izmir
Mithat Pasa Art Institute Mechanical Department
in 1969, 1969-1973 Klockner Humbold Deutz

AG Koéln Germany Quality Control Technician.
1975-1979 Dirinler Makine San. Quality Control
and R&D Manager, 1979-1996 Ege Seramik San.

ve Tic. A.S. Mechanical Workshop Supervisor and
Mechanical Maintenance Assistant Manager,
1996-2005 Ege Birlesik Enerji A.S. Mechanical
Maintenance Manager and General Manager.
Since 2005, General Manager at Ege Vitrifiye San.
ve Tic. A.S. Birgi Cekgi, who is married with two
children, speaks German.




“Dlunyada ¢ok yeni olan ve “reverse engineering”
yapmamiza olanak saglayan 3D optik tarama
sistemi dinyada ilk kez saglik gerecleri
tasariminda, Ege Vitrifiye tasarim ekibi
tarafindan kullanilarak bir ilke imza atilmistir”

Serife Deniz Ulueren: Profesyonel is hayatina nasil
girdiniz ve neden seramik sektoriinii sectiniz?

Birgi Cekgi: 1970 yilinda Almanya’nin KéIn sehrinde
KHD ( Kléckner Humbold Deutz AG)'nin gemi motoru
Uretim boliminde Kalite Kontrol Elemani goreviyle
calismaya bagsladim. Turkiye'ye dondiikten sonra

1974 - 1979 yillarinda izmir'de sanayi makineleri
Uretimi yapan Dirinler Makine A.S'de ¢esitli gorevlerde
yonetici olarak calistiktan sonra, 1979 Eylil ayinda

Ege Seramik’te Mekanik Atolye Sefi olarak ise
baslayinca seramik sektoriine adim atmis oldum. Bizler
gérev adamiyiz, ibrahim Polat Holding sanayi grup
sirketlerinde, glinimuze kadar sirasiyla Ege Seramik’te
17 yil, Ege Birlesik Enerji'de 9 yil her kademede gorev
yaptim. Ocak 2005 yilindan itibaren Ege Vitrifiye'de
Genel Mudur olarak gérev yapmaktayim.

$.D.U: Ege Vitrifiye’nin kurulusu, amacglari, hedefleri
hakkinda bizleri bilgilendirir misiniz?

B.C: Ege Seramik (ilkemizin en eski kaplama malzemesi
Ureticilerinden biridir. 1972 yilinda kurulup 1975'de
Uretime baslamistir. Seramik kaplama malzemeleri
konusunda, Turkiye ve diinya pazarlarinda, Ege
Seramik markasi ile olusturulan pazardan gelen, saghk
gerecleri taleplerini de karsilamak amaciyla Ege Vitrifiye
1994'de Ege Seramik tesisleri icinde kuruldu. 1997

yili basinda buginkii tesislerinde fiili Gretime basladi.
Kuruldugu ilk gtinden itibaren sirketin hedefi hep en
kaliteli, en fonksiyonel trlini en uygun fiyatla sunmak
oldu. Bu amaca yonelik olarak, kurulus asamasinda
yatirim maliyetlerinin ylksekligine bakmaksizin,
yuksek basingl dokiim teknolojisini tercih etti. Makine
parki ve sahip oldugu teknoloji acisindan Ege Vitrifiye
Dinya’nin en modern tesislerinden biridir. 41.600 m2

si kapali olmak tizere 59.000 m? arazi tizerine yerlesen
fabrikanin Gretim kapasitesi 650.000 adet/yil iken 2004

Serife Deniz Ulueren: How did you go into
professional life and why did you choose the ceramic
sector?

Birgi Cekgi: | started working as Quality Control

Officer in ship engine production department of KHD
(Klockner Humbold Deutz AG) in KéIn, Germany in
1970. After | came back to Turkey, | worked as Manager
at various posts at Derinler Makine A.S. which produces
industrial machines in Izmir from 1974 — 1979, | took a
step towards the ceramic industry when |

started working as mechanical workshop supervisor

at Ege Seramik in September 1979. We are people

of duty; | worked at every level for 17 years at Ege
Seramik and 9 years at Ege Birlesik Enerji respectively,
in Ibrahim Polat Holding industrial group companies. |
have been serving as General Manager at Ege Vitrifiye
since January 2005.

$.D.U: Can you tell us about the establishment,
objectives and aims of Ege Vitrifiye?

B.C: Ege Seramik is one of the oldest tile
manufacturers in our country. It was set up in 1972,
starting production in 1975. Ege Vitrifiye was founded
as part of Ege Seramik plants in 1994 to cover the
sanitary ware demand coming from the market
formed under Ege Seramik brand in Turkey and world
markets in the field of ceramic tile. It started actual
production in its present facilities in early 1997. Since
its inception, the objective of the company was always
to present the best quality, most functional product
at the best price. To that end, without considering

the cost of investment at inception stage, it opted for
the high pressure casting technology. Ege Vitrifiye is
one of the most modern plants in the world in terms
of its machine park and technology. The production
capacity of the plant laid out over 59,000 m2, of which

“A first was achieved when Ege Vitrifiye design
team used the 3D optical scanning system
which is brand new in the world which allows
us to do “reverse engineering” in design of
sanitary ware in the world for the first time”
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yilinda yapmis oldugu yatirim ile 1.500.000 adet/yil
kapasiteye ulasmistir. Geng ve dinamik kadrosu ile Ege
Vitrifiye, hedeflerini gerceklestirme konusunda kisa
strede cok ilerlemis, buyuk basarilara imza atmistir.

S.D.U: Ege Seramik olarak, diinya ¢apinda 90°a yakin
tilkeye hizmet ediyorsunuz. Bu basarinin gelisim
6ykiisiinii bizlerle paylasir misiniz?

B.C: Ulkelere gére insanlarin yasam bicimi,
aliskanliklari, tercihleri ve zevkleri de farklilik gosteriyor.
Onemli olan bu ayrimi iyi analiz ederek, dogru urtinleri,
dogru zamanda, dogru pazara sunabilmek. Kaliteli
Urin, etkin satis 6ncesi ve sonrasi hizmet unsurlari

ile birlesince basari kendiliginden ortaya ¢ikiyor.
Uluslararasi fuarlara katiliyor marka taninirligimizi
stirekli artirlyoruz. Amerika'dan Yeni Zelanda'ya kadar
diinyanin her yerinde misterilerimiz var. Yurtdisi
pazarlarda kalici olmanin bir diger 6nemli bileseni

de gerekli olan tiim kalite belgelerine sahip olmak

ve bu belgeleri glincel tutabilmek. Ege Vitrifiye'nin;
LGA, KIWA, NF, IAPMO, WELS gibi llkelere 6zel kalite
belgelerine sahip olmasinin avantajini yeni baglantilar
yaparken yasiyoruz.

$.D.U: Kiiresel isinma etkisiyle hayati Gnem tasiyan
su da seramigin en biiyiik unsurlarindan biri. Vitrifiye
tasarimlarinda su tasarrufuna yénelik olarak
aldiginiz 6nlemler var mi?

B.C: Biz su tasarrufuna farkh bakiyoruz. Yani bir veya iki
tane su tasarrufu saglayan klozet gelistirmek yerine,
tim Uriinlerimizde bu tasarruf 6zelligini standart hale
getirmek icin calisiyoruz. Gerek i¢ gerek dis pazarda
sattigimiz farkli klozetlerin %60" 6 It yerine 4 It ile
fonksiyon yapar hale getirildi ve bunlarin onaylari
TSE'den 4 It olarak alindi. Oniimiizdeki giinlerde

bu Uriinlerin 4 It ile lansmani Aquasave markasi ile
baslayacak. Ayrica pazarda yogun talep goren 9 It ile
calisan helataslarina alternatif olarak kendi Giretimimiz
olan yliksek basinch tezgahta gelistirilen yeni
helatasinin tiim onaylari 5 It ile TSE'den alindi ve % 45
su tasarruflu bu Grlin su anda pazarda satilmakta. Bu
Grlin yapisi bakimindan Turkiye'de bir ilk oldugundan
patentini almak Uizere gerekli kurumlara miracaatta
bulunuldu. Yakin gelecekte Ege Vitrifiye'nin su tasarrufu
yapmayan Uriini kalmayacak.

41,600 mZ2 is indoors, went up from 650,000 units/year
to 1,500,000 units /year with the investment made in
2004. with its young and dynamic staff, Ege Vitrifiye
has advanced a lot in short time undersigning great
achievements towards its aims.

S.D.U: You have been serving close to 90 countries
at Ege Seramik. Could you share the story of
development of this performance?

B.C: Lifestyles, habits, preferences and tastes of people
differ by country. The important thing is to analyze
this distinction well and launching right products at
the right time to the right market. Success happens
when high quality product and effective pre-sale and
after-sale service elements come together. We attend
international trade fairs continuously, increasing our
brand recognition. We have customers all over the
world from the US to New Zealand. Another important
component of being lasting in international markets

is to have all required quality certificates and keeping
those current. We observe the advantage of Ege
Vitrifiye’s having country-specific quality certificates
like LGA, KIWA, NF, IAPMO, WELS, when making new
deals.

$.D.U: Water, which has vital significance due to
the impact of global warning is one of the major
elements of ceramics. Are there measures you have
taken as regards water savings in vitreous ware
designs?

B.C: We view water saving differently. Instead of
developing one or two water saving bowls, we try
to make this saving feature a standard in all our
products. Sixty percent of various bowls we sell both
domestically and also internationally are now able
to function with 4 It instead of 6 It and these were
certified by TSE as 4 It. In the upcoming days, these
products will be launched under Aquasave brand as
4 |t. Also, as an alternative to WC pans working with
9 liters which are in great demand in the market,

all approvals of the new WC pans developed in a
high pressure line which is our own production was
obtained at 5 liters from TSE and this product which
saves 45 % water is presently on sale. Necessary
applications were made to applicable agencies to



S.D.U: Dolarin diististi sizin yatirrmlarinizi nasil
etkiledi, 2007’in ilk ceyrek boliimii nasil gecti ve
ikinci dénem projelerinizi nasil yénlendireceksiniz?
B.C: Doviz kurlarindaki diistis diger tim ihracatgilar gibi
bizi de olumsuz etkiledi. Ancak vitrifiye ihracatlarimizin
%85 gibi buytk bir kismini Euro lizerinden yapmamiz
bu olumsuzlugu bir nebze azaltti. Dolar bazinda satis
yapmamaya calistyoruz. Yurtdisi satislarimizi arttirma
sansimiz oldugu halde, yatirim yaparak bu talebi
karsilama planlarimizi,
kurdaki duraganhk
ortadan kalkip, gercek
degerlere ulasilincaya
kadar erteledik.

$.D.U: Diinyanin sayili
modern sirketlerinden
biriolan Ege
Vitrifiye’nin tasarim
grubu ve calismalar
hakkinda neler
soyleyebilirsiniz?
B.C: Tasarim ekibimiz,
uzun slredir bir arada
calismanin vermis
oldugu dayanisma ve
uyum ile teknolojik
yeniliklerin avantajini
da kullanarak, trln
portfoylimuzi strekli
dinamik ve giincel
tutmayi basariyor.
Yalnizca trendi takip
ederek, tercih edilen
modelleri dizayn etmek
yeterli olmadigi icin,
tasarim ekibinden bu
modellerin tretim
sartlarina uygun hale
getirilmesi yoniinde
Ar-Ge destegi de
aliyoruz. Vitrifiye tasarim ekibi, yillik 50 yeni proje
Uzerinde calisarak bu kapsamda gerceklestirilmesi
zor bir gorevi de yerine getiriyor. Tasarim

grubumuz calismalarinda agirlikli olarak bilgisayar
programlarindan yararlanmaktadir. TGm model

ve model kalip calismalari bilgisayar ortaminda
yapilmakta ve daha sonra CNC'de direkt olarak
deneme kaliplari islenmektedir. Bu sayede hem
hatasiz tasarimlar yapilmakta hem de klasik tasarim
siireclerine gore %50'ye varan zaman tasarruflari
saglanmaktadir. Ayrica heniiz diinyada ¢ok yeni olan
ve “reverse engineering” yapmamiza olanak saglayan
3D optik tarama sistemi diinyada ilk kez saglik gerecleri
tasariminda, Ege Vitrifiye tasarim ekibi tarafindan
kullanilarak bir ilke imza atildI.

S.D.U: Cin‘'den sonra Hindistan’in biiyiimesini, Uzak
Dogu’nun agilimini neye bagliyorsunuz?

B.C: Cin ve Hindistan, iki hizl biytiyen dev ekonomi
olarak diinya pazarinda sz sahibi olma yolunda
yarisiyorlar. Her iki tilke niifusu toplaminin diinya

obtain its patent as this product is a first in Turkey. In
the near future, Ege Vitrifiye will have no product left
without water saving.

$.D.U: How did the decline in the Dollar affect your
investments? How was the first quarter of 2007 for

you and how will you direct your second period
projects?

B.C: The drop in exchange rates affected us adversely
like all other exporters.
However, since we do 85
% of our vitreous ware
exports in Euros, this
impact was mitigated

a little. We're trying not
to sell on Dollar basis.
Although we have the
chance to increase our
international sales, we
postponed our plans for
satisfying this demand
through investment until
real values are reached
and the stagnation in
currency is eliminated.

$.D.U: What can you say
about the design group
of Ege Vitrifiye which is
one of the most modern
companies in the world,
and its activities?

B.C: Our design team,
using the advantage

of the solidarity and
harmony, thanks

to having worked
together for a long

time and technological
innovations, manages

to keep our product
portfolio dynamic and current all the time. Since it is
not enough to design preferred models only following
trends, we receive R&D support from the design team
to make these models fit for production requirements.
The vitreous ware design team, by working on 50 new
projects every year, also performs a job which is very
hard to achieve. Our design group predominantly
makes use of computer programming in its work. All
model and model mould work is done in computer
environment and subsequently test moulds are
processed directly on CNC. Hence, we are able to get
error-free designs and also achieve time savings up to
50 % compared to the classical design processes. A first
was achieved when Ege Vitrifiye design team used the
3D optical scanning system which is brand new in the
world which allows us to do “reverse engineering”in
design of sanitary ware in the world for the first time.

S.D.U: What is the reason for India’s growth after
China and the developments in the Far East?
B.C: China and India are competing for having a say
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nifusuna orani %37,5 ve toplam Uretim degerleri payi
ise %6,4. 80'li yillar ile birlikte, Asya Ulkelerinin diinya
ekonomisindeki paylari buyiik artis gésterdi. Ozellikle
Cin, Hindistan ve Kuzey Kore gibi tilkelerin yikselisleri
ile birlikte yeni milenyuma tek kutuplu ekonomi yerine
cok kutuplu ekonomi gercedgi ile girildi. Hindistan
bugiin, Amerikan ekonomisinin ¢eyregi biyuklige
sahip ekonomisi ile diinya siralamasinda 4. siradadir.
Yillik biytime hizi dikkate alinarak yapilan tahminlere
gore, Hindistan 2025 yilinda 3. siraya ylkselecek, Cin
ise liderligi ele gecirecektir. Hindistan'in kuskusuz
blylmeyi saglayan bir¢ok avantaji var. Bunlardan en
onemlisi IT tabanli modern, etkin servis sektorleridir.
Bunlara ilave olarak halkin mitesebbis bir ruha sahip
olmasi, niifusun ¢ok geng ve istekli olmasi ve Cin'e karsi
onemli bir avantaj olarak demokratik bir tilke olmasi
sayilabilir.
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S.D.U: Avrupa Birligi tilkelerinde seramik sektériinde
perakende satis kanallarina girmek zor ve lojistik
sistem gerektiren bir is. Ege Vitrifiye bunu nasil
basariyor?

B.C: Avrupa Birligi tilkelerinde &zellikle DIY (yapi
market) satislarinda son derece basarilyiz. 2000 yilinda
Almanya pazari ile baslayan DIY satislarimiz, gegen yil
ingiltere’yi de dahil etmemiz sonucu ivme kazandh.

Bu pazarda basarili olabilmek icin en dnemli unsur
siparislerin zamaninda ve eksiksiz olarak karsilanmasi.
Avrupa'da kiraladigimiz depo ve anlasma sagladigimiz
lojistik sirketler yardimiyla, siparis yonetimini
fabrikadan on-line ylriterek faaliyetlerimize devam
ediyoruz. Ayrica OEM isinde de Avrupa'daki bircok
bulyuk Uretici ile direkt ¢alisiyoruz.




“Ulkelere gore insanlarin
yasam bicimi, aliskanliklari,
tercihleri ve zevkleri de
farklilik gosteriyor. Onemli

olan bu ayrimi iyi analiz

ederek, dogru urlnleri,

dogru zamanda, dogru
pazara sunabilmek”

S.D.U: Tiirkiye'de seramik sektériinii 2008 yilinda
neler bekliyor?

B.C:2008 yili, diger sektorlerde oldugu gibi seramik
sektorii adina da zor gececek bir yil olacak. Bir taraftan
ozellikle enerji, hammadde ve iscilik nedeniyle artan
maliyetler, diger taraftan piyasalardaki daralma, distk
kur nedeniyle cazip olmayan ihracat gibi nedenlerle
sanayici beklentilerini gerceklestirmekte zorlanacak. i
pazarda, sektorl canlandiracak yeni konut projeleri ve
renevasyonlar olacaktir.

$.D.U: Stratejik hedefleriniz ve pazar payiniz
hakkinda neler séylemek istersiniz?

B.C: Her donemde yasanan olumsuzluklardan fazla
etkilenmemek icin i¢ pazar ve ihracat dengesini
korumaya calistyoruz. Bundan sonraki donemlerde de
yeni pazarlar ve yeni musteriler bularak Ege Vitrifiye'yi
daha fazla taninan ve tercih edilen bir marka yapmaya
calisacagiz. 2008 yili icin sectigimiz yeni hedef
pazarlar var, bu llkelere yogunlasarak satis hacmimizi
artiracagiz.

$.D.U: ihracat piyasalarinda Ege Vitrifiye’nin Tiirk
iireticileri konumundaki yeri ve 6nemi nedir?

B.C: Son yillarda yapilan yatirimlarla Tirkiye, Avrupa’nin
en bulyulk seramik saglik gerecleri Greticisi konumuna
gelmistir. ic pazar tiiketiminin iki katindan fazla tiretim
kapasitesine ulasmistir. Atil kapasite olusmamasi icin
Uretimin minimum %50'si yurtdisina satilmalidir.

Ege Grubu, gerek seramik karo gerekse seramik saglik
gerecleri ihracatinda Tirk Ureticileri arasinda Gist
siralarda yer almaktadir. 2007 yilinda, toplam karo
Uretiminin %40, vitrifiye Gretiminin ise %50'si ihrag
edilmistir. Devamli yeni ve katma degeri daha yiiksek
urtinler gelistirerek, ihracattaki payimizi artirarak
yolumuza devam edecegiz.

$.D.U: Aktiiel ve bos zamanlarinizda nelerle ugrasir,
yasaminizi nasil renklendirirsiniz?

B.C: Deniz sporlarina olan merakim ¢ocuklugumdan
baslar. ilkokul yillarinda izmir Kérfezi'nde oltayla balik
tutar, 4,5 m!lik ahsap kayiga seker cuvalindan kendi
yapmis oldugum yelkenle korfezi karsidan karsiya
gecerdim. Fogali bir hanimla evlenince, hanim kéylu
oldum. Bos vakitlerimde yaz kis demeden vakit
buldukga esimle birlikte Foca'da denizde oluruz. Ailece
ylizme, serbest dalis ve yelken yapmaktan hoslaniriz.

$.D.U: What awaits the ceramic industry

in Turkey in 2008?

B.C: Year 2008 will be a hard year for the ceramic
industry like in other sectors. On the one hand,
increasing costs especially due to energy, raw material
and labor and on the other hand, the contraction in the
market and unattractive exports due to low exchange
rates are all problems awaiting the industrialists when
trying to achieve their targets. There will be new
housing projects and renovations which would vitalize
the sector domestically.

S.D.U: What would you like to say about your
strategic aims and market share?

B.C: We're trying to maintain the domestic market

and export equilibrium so that we are not affected

by adversities faced in every period. We're trying to
make Ege Vitrifiye a brand which is better known and
preferred by finding new markets and new customers
in the upcoming periods. There are new target markets
we chose for 2008; we will increase our sales volume,
concentrating on these countries.

S.D.U: What is the place and significance of Ege
Vitrifiye among Turkish manufacturers in export
markets?

B.C: With the investments made in recent years,
Turkey has become the largest ceramic sanitary ware
manufacturer in Turkey. It has achieved a production
capacity greater than two times the domestic
consumption. Minimum 50 % of production must be
sold abroad to there is no idle capacity. Ege Group
ranks at the top among Turkish producers both in
exports of ceramic tile and also ceramic sanitary ware.
In 2007, 40 % of its tile production and 50 % of vitreous
ware production was exported. By developing new
products with higher added value continuously, we
will increase our share of exports and go on our way.

S.D.U: What are your hobbies, how do you add color
to your life?

B.C: My interest in water sports started in my
childhood. In my primary school years, | used to fish

in Izmir bay with a fishing line, | used to cross the bay
using a sail | made myself from sugar bags on a 4.5
m-long wooden boat. When | married a lady from Foga,
I moved to her village. We are on the sea in Foga with
my wife whenever we find time summer or winter in
my spare time. As a family we enjoy swimming, diving
and sailing.

“Lifestyles, habits, preferences and
tastes of people differ by country.
The important thing is to analyze
this distinction well and launching

right products at the right time to
the right market”
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