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SEKTÖR SÖYLEfi‹ / SECTOR INTERVIEW

Büyüme de¤il, kendini
koruma dönemindeyiz
We are in a 
period of 
self-preservation, 
not growth
Temelleri 1988’de at›lan bir
dernek T‹MDER. Türkiye
seramik sektörünün nabz›n›n
att›¤› UNICERA’y›
destekçileriyle yirmi bir y›ld›r
baflar›yla sürdürüyor. 
T‹MDER Akademi’den alt› 
y›lda sertifika alan bin 
yetiflmifl insanla, sektöre 
taze kan veriyor.

TIMDER is an association, the

foundations of which were laid in

1988. It has been continuing with

UNICERA where one can feel the

pulse of the Turkish ceramics 

industry for twenty-one years with 

its supporters. It provides fresh 

blood to the industry with one

thousand groomed people who 

have received certificates from

TIMDER Academy in six years. 

We are in a 
period of 
self-preservation, 
not growth

T‹MDER Baflkan›  (President)
Kemal Y›ld›r›m
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Yirmi bir y›l önce 1988’de, Perflembe Pazar›’nda sektörün

ileri gelen alt› temsilcisinin çabalar›yla kurulan ve bugün ba¤›m-
s›z yedi derne¤i çat›s› alt›na birlefltiren bir federasyona dönüfl-
tü Tesisat ‹nflaat Malzemecileri Derne¤i (T‹MDER). Befl yüze ya-
k›n asil, yaze yak›nda üretici üyesi bulunan dernek, 2006’da fe-
derasyonlaflarak asil üye say›s›n› 1500’e ç›kard›. Sektör sorun-
lar› ile ilgili araflt›rmalar yapan, üretici sat›c› aras›ndaki sorunla-
r› bir çözüme kavuflturmay› amaçlayan, e¤itimler düzenleyerek
sektörün nabz›n› tutan T‹MDER Baflkan› Kemal Y›ld›r›m ile sek-
törü, ekonomik krizi ve önerilerini konufltuk.

Ekonomik kriz de¤erlendirmenizi alabilir miyiz?
Türkiye krizler ülkesidir. Krizle ilk kez 1983’te karfl›laflt›m, ar-

d›ndan 1990 Körfez Krizi, 2001 Krizi ve flimdi de 2008. Krizsiz
bir dönemimiz yok gibi. Bir y›l di¤erinden iyi geçmiflse bizim için
flans. Türkiye d›fla ba¤l› oldu¤u için krizlere ba¤›ml› kal›yor.
2001’de bankac›l›k sistemi ve reel sektör oldukça zor günler ya-
flad› ama bankac›l›k sistemimiz de bu kriz sayesinde bugün
güçlü hale geldi. Eskiden ticaret yapmak kolayd› her sektörde.
Her kriz Türkiye’den çok fley götürüyor. Bugün ifl yapabilmeniz
için o ifli bilmeniz yeterli de¤il, belirli bir sermaye birikiminizin de
olmas› gerekiyor. Bu son krizde de ciddi sermayeye ihtiyaç du-
yuldu¤u ortaya ç›kt›. Türkiye’de baflkas›n›n paras›yla ifl yapma
dönemi bitmifltir. 2008’in son çeyre¤ine kadar bu krizi Türkiye

B
Building Materials Suppliers Association (TIMDER) was fo-

unded, thanks to the efforts of six leading representatives of
the industry at Perflembe Pazar›, twenty-one years ago in
1988 and today it has transformed into a federation, bringing
together seven independent associations under its roof. The
association, with close to five hundred principal and one
hundred manufacturer members, raised the number of its
principal members to 1500, becoming a federation in 2006.
We talked about the industry, the economic crisis and his re-
commendations with TIMDER President Kemal Y›ld›r›m who
holds the pulse of the industry by organizing training courses,
carrying out research relating to the problems of the industry,
seeking to resolve the problems between the manufacturer
and the vendor. 

Could we get your evaluation of the economic crisis? 
Turkey is a country of crises. I encountered a crisis for the

first time in 1983. Then the 1990 Gulf crisis, the 2001 crises
and now, 2008. It seems we never had a period without one.
We are lucky if one year was better than the other. Since Tur-
key is dependant on the outside, it is affected by crises. In
2001, the banking system and the real goods industry went
through rather difficult times but our banking system became
much stronger today, thanks to this crisis. In the old times, it
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hissetmedi. 2008 bizim için kötü bir y›l de¤ildi. 2009’dan umut-
luyduk ama bu krizden sonra planlar›m›z› de¤ifltirmek zorunda
kald›k. Çok sars›lmad›k ama bu yatay süreç devam ederse Tür-
kiye’nin bu krizi uzun vadede atlatabilece¤ini düflünmüyorum. 

Sektörünüz nas›l geçirdi y›l›?
Sat›c›l›k ve pazarlama kolayd›r. Ortama hemen adapte ola-

bilirsin. ‹fl varsa büyürsünüz, yoksa küçülürsünüz. Ama maale-
sef üretim öyle de¤il. Üretmek zorundas›n›z. Her fleyinizi de o
üretiminize göre organize edersiniz. Bizim sektörümüzde da¤›-
t›c› kanal› bu iflten çok etkilenmedi. Belki cirolar› düfltü, sat›fllar›
azald› ama darbeyi üreticilerimiz yedi. Enerjiye gelen afl›r› zam-
lar, nakliyeye gelen zamlar, bir de üstüne üstü bu kriz üreticile-
rimizi oldukça etkiledi.

Sanayide do¤algaza yüzde 18’lik yap›lan indirim sektöre
can simidi olur mu?

Türkiye’de talebin üzerinde arz var. Üretim fazlam›z çok. Av-
rupa’da bir ifl yapmak isterseniz devlet size izin verir ama o ifli
gösterdi¤i yerde yapman›z kayd›yla. Seramik sektöründe de
öyle. Ülkemizin ihracatla birlikte toplam 210-215 milyon metre-

was easy to trade in every industry. Each crisis takes away a
lot from Turkey. Today, it is not enough for one to know the bu-
siness to engage in it; you also have to have a certain capital
accummulation. It was found that a serious amount of capital
was needed in this most recent crisis too. The period of doing
business with somebody else’s money is over in Turkey. Tur-
key didn’t feel this crisis until the last quarter of 2008 which
was not a bad year for us. We were hopeful of 2009 but we
were forced to change our plans after this crisis. We weren’t
shaken much but I don’t think that Turkey can get over this cri-
sis in the long term if this horizontal process continues.

How was the year for your industry? 
Selling and marketing are easy. You can adapt immedi-

ately to the environment. If there is business, you grow; other-
wise you contract. But unfortunately it is not the same for pro-
duction. You must produce. You organize your everything ac-
cording to that production. In our industry, the distribution
channel was not affected much by this business. Maybe their
turnovers stopped, sales declined but the blow was on our
manufacturers. The excessive rate increases on energy, inc-
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reases in freight and to top that, this crisis affected our manu-
facturers a lot. 

Will the 18 percent discount on industrial natural gas be a
life saver for the industry?

In Turkey, supply is over the demand. We have a large
production surplus. If you want to do a business in Europe, the
government will issue you a licence but you have to do it at the
designated place. It’s the same for the ceramics industry, too.
Our country has a consumption of something like 210-215 mil-
lion square meters in total together with exports. But the ins-
talled capacity is 365 million square meters. The target is 400
million. Investments are still ongoing. Factories are idle but
still capacity increase studies are on the way. You can open a
ceramics plant in any area of Turkey. Today, certain enterpri-
ses produce extremely low quality products under production
cost. Some manufacturers are ashamed to put their brand on
the product they manufacture. There are manufacturers in
Turkey who produce 35 million square meters but who do not
export even 1 million square meters.  

“Clustering should not lead to unfair
competition”
Can clustering resolve the confusion you are talking about?

Our government got involved in the subject of clustering.
The selected provinces (Kütahya-Eskiflehir-Bilecik) account
for about 40-45 percent of our ceramic production. Today we
have ceramic manufacturers in provinces like Çanakkale with
20 percent; Izmir, Yozgat and Zonguldak with about 10-15
percent. The government has to implement clustering not only
in those three provinces but overall. If there is a clustering only
for these three provinces, then our manufacturers who are left
outside will be hurt. The fear of creation of unfair competition
is debated in the industry. Clustered provinces will enjoy pri-
vileges like energy, freight, resource and taxes. 

What can you say about ways out of the crisis for your in-
dustry? 

In Turkey, if the construction industry stops, then the reno-
vation industry starts working. There are rather too many un-
healthy residences in our country. These residences must be
altered in time. In our industry, there are two types of busi-
ness. In the contruction industry, mass housing construction
requires mass purchases. This is not something we prefer.
Business is busy but margin of profits is low. Time is for reno-
vation and alteration. Our profit margin will be high even if tur-
novers drop. Our vendors and members should not miss this
period. We will place certain advertising on renovation soon
as our Association. We will try to extend loans to our consu-
mers as our Association. I recommend that they don’t make
long-term plans. They have to make healthy sales. The buyers
and large construction firms in the industry have serious finan-
cing problems. It is important that they make secured and gu-
aranteed sales as much as possible.  Our recommendation is
that they shouldn’t worry about the turnover but they make net
and guaranteed sales. They should try to preserve themsel-
ves; not seeking growth. 

kare gibi bir tüketimi var. Ama kurulu kapasite 365 milyon met-
rekare. 400 milyon metrekare  hedefleniyor. Hâlâ yat›r›m yap›l›-
yor. Fabrikalar çal›flm›yor ama hâlâ kapasite art›r›m çal›flmalar›
yap›l›yor. Türkiye’nin herhangi bir bölgesinde seramik fabrikas›
açabilirsiniz. Bugün kimi kurulufllar üretim maliyetlerinin alt›nda
son derece kalitesiz ürünler üretiyor. Baz› üreticilerimiz markas›-
n›, üretti¤i ürüne vurmaya utan›yor. Türkiye’de 35 milyon metre-
kare üretim yapan ama 1 milyon metrekare ihracat yapmayan
üreticiler de var. 

“Kümelenme haks›z rekabet yaratmas›n”
Kümelenme konusu söyledi¤iniz karmaflay› çözebilir mi?

Hükümetimiz kümelenme konusuna girdi. Seçilen iller (Kü-
tahya-Eskiflehir-Bilecik) seramik üretimimizin yüzde 40-45’i ka-
dar. Bugün yüzde 20 Çanakkale, yüzde 10-15 civar› ‹zmir, Yoz-
gat, Zonguldak gibi illerimizde seramik üreticilerimiz bulunuyor.
Devletin sadece kümelenmeyi o üç ilde de¤il genelinde de uy-
gulamas› gerekir. Yaln›zca bu üç il için bir kümelenme olursa d›-
flar›da kalm›fl üreticilerimize yaz›k olur. Haks›z rekabet yarat›lma
korkusu sektörde tart›fl›l›yor. Kümelenen iller enerji, nakliye, kay-
nak ve vergi gibi ayr›cal›klar›ndan yararlanacak.

Sektörünüzün krizden ç›k›fl yollar› için neler söyleyebilir-
siniz?

Türkiye’de inflaat sektörü durdu¤unda yenileme sektörü
bafllar. Ülkemizde oldukça fazla sa¤l›ks›z konut var. Bu konutla-
r›n zamanla tadilat› gerekir. Sektörümüzde ifller iki türlüdür. ‹nfla-
at sektöründe toplu konut yap›mlar› toplu al›mlar› gerektirir. Bi-
zim için bu tercih edilen yol de¤ildir. ‹fller yo¤undur ama kar
marj› düflüktür. Bu dönem yenileme ve tadilat dönemdir. Cirolar
düflse de kâr marj›m›z yüksek olacakt›r. Sat›c›lar›m›z ve üyeleri-
miz bu dönemi sak›n kaç›rmas›n. Dernek olarak da yak›nda ye-
nileme ile ilgili birtak›m reklamlar yapaca¤›z. Tüketicilerimize
dernek olarak kredi sa¤lamaya çal›flaca¤›z. Uzun vadeli planlar
yapmamalar›n› öneriyorum. Sa¤l›kl› sat›fl yapmalar› gerekiyor.
Sektördeki al›c› firmalar›n, büyük inflaat firmalar›n›n ciddi finans-
man s›k›nt›lar› var. Mümkün oldu¤u kadar teminatl› ve garantili
sat›fl yapmalar› önemlidir. Ciro kayg›s› de¤il net ve garantili sat›fl
yapmalar› bu dönemde önerilerimizdir. Büyümeyi de¤il, ken-
dilerini korumay› denesinler.


