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Affected positively by crisis; grew by 30 percenf

Dlnyanin kiresel ekonomik krizle bogusan firmalarina karsilik, 2008’de olumlu bir
dénem gecirdiklerini sdyleyen Seranit Genel Mudirl Hamdi Altunalan, yizde 30
blyldiklerini ve 114 milyon avro ciro elde ettiklerini soyliyor.

Seranit General Manager Hamdi Altunalan, who says they had a positive period in 2008
despite the world firms’ struggling with the global economic crisis, notes they grew by 30
percent with a turnover of 114 million Euros.

Turkiye'nin ilk “Teknik Porselen” Ureten fabrikasi olarak Bilecik
Organize Sanayi Bolgesi'nde 1992'de kurulan Seranit Granit Se-
ramik Sanayi Ticaret A.S, 1993 yilinda dretime basliyor. 55 bin
metrekaresi kapall olmak Uzere toplam 102 bin metrekarelik bir
alanda faaliyetini sUrdtren Seranit, revize yatirmlar yaparak
1995'te 1 milyon metrekare ve 1998'de 2 milyon metrekarelik ka-
pasiteye ulaslyor. 2004 yilina gelindiginde Seranit, kapasitesini
2,5 milyon metrekareye cikartarak, Avrupa’nin sayili Ureticileri
arasina giriyor. 2004'te alinan yatirm karari ve 2005’in mart ayin-
da atilan temellerle 36 milyon avroluk bir yatinmi hayata geciren
firma, kisa stirede bu yatinmin meyvelerini topluyor. Uretime geg-
tigi 1993'ten bugtine, aradan gegen on bes yilda kapasitesini 8,5
milyon metrekareye ulastirmayi basariyor. Bu yeni kapasitesiyle
tek cati altinda Avrupa'nin en blyUk teknik granit fabrikasi olan
firma, i¢ pazarda 50’si showroomlu 258 bayi ve yurt disI pazarlar-

Seranit Granit Seramik Sanayi Ticaret A.S, set up in 1992 at
Bilecik Organized Industrial Zone as Turkey’s first “Technical
Porcelain” manufacturing plant, started production in 1993. Se-
ranit, pursuing its operations on grounds of 102,000 square me-
ters in total, 55,000 of which is indoors, reached capacities of
1,000,000 square meters in 1995 and 2,000,000 square meters
in1998 through expansion investments. Come 2004, Seranit was
among the top manufacturers of Europe with a capacity of 2.5
million square meters. The firm, launching an investment of 36
million Euros after the investment decision adopted in 2004 and
foundations laid in 2005, started to reap the fruits of this invest-
ment in a short time. The firm had the accomplishment of brin-
ging its capacity up to 8.5 million square meters during the 15
years since 1993 when it started production. Becoming Europe’s
largest technical granite factory under a single roof with this new
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da, 21 Ulkede 82 satis noktasindan olusan bir dagitim kanalina
sahip oluyor. Seranit'in ihracat yaptigi tlkeler arasinda Fransa,
Romanya, Macaristan, Aimanya, Belgika, Isvicre gibi Avrupa Ul-
keleri, Rusya, Azerbaycan, Ukrayna, TUrkmenistan, Moldova gi-
bi yakin Asya Ulkeleri, israil, BAE, Lubnan, Suudi Arabistan gibi
Orta Dogu ulkeleri ile Amerika ve Kanada bulunuyor.

“2008’de yiuzde 30 buytdik”

Seranit'in basinda genel muddr olarak Hamdi Altunalan goé-
rev yaplyor. Dinyanin kiresel ekonomik kriz yasadidi, tUretim ve
dolayisiyla ihracatta sikinti yasanan 2008 yilinin Seranit i¢in olum-
lu bir yil oldugunu belirten Seranit Genel Mudurt Hamdi Altuna-
lan, 2007’ye oranla ylzde 30 buyuduklerini ve 114 milyon avro
ciro elde ettiklerini soyltyor. Altunalan, “Seranit olarak, son do-
nemde populer olan aligveris merkezlerinin sayisinin artmis ol-
mas! ve toplu konut segmentindeki 6zel projeler ile oldukga ve-
rimli bir yiIl gecirdik. Yurt icinde yasanan olumlu gelismelere pa-
ralel olarak yurt disi faaliyetlerimizde de 2008'de 45 Ulkede 254
satis noktasina ulastik. 2008'de de dinyanin ¢énde gelen tasarm
ofisleri ile ¢alistik, Urin gamimizi genislettik. Kalite ve tasarm
farklilgimiz artirarak faaliyetlerimize devam ettik. Avrupa'da ba-
zI seramik fabrikalarinin kapanmasi ve Cin'deki durgunluk nede-
niyle 6zellikle Avrupa pazarindan ciddi oranda pay aldik. Krizden
dolayi ihracat yaptigimiz Ulkelere olan siparisler artti” diyor.

Kuresel ekonomik kriz nedeniyle ihracatta yasanan sikintilari
asmaya galisan seramik sektord, rotayr yeni pazarlara agilmakta
bulmustu. Seranit de bu stratejiyi uygulayan firmalar arasinda yer
aliyor. Yeni pazar acilimlari konusunda Altunalan sunlar ifade
ediyor: “Kuzey Avrupa, Arap Yarimadasi ve Korfez'e yénelik cid-
di satislarimiz bulunuyor. Irak'a dnemli oranda sevkiyat yapmak-
la birlikte, Turk Cumhuriyetleri ve Dogu Bloku Ulkelerindeki ihra-
cat calismalarimizi tamamlayarak, tespit ettigimiz yeni ihracat pa-
zarlanyla ilgili galismalarimizi da sdrdurdyoruz.”

“Sektérdeki en biyiik sorun fazla kapasite”

“Seramik Kaplama Malzemeleri (SKM) sektériinde yasanan
daralma ve global ekonomik konjonkturleri dikkate alarak 2009
yili faaliyetlerimizde azalan pazarlara alternatif olusturacak yeni
alanlara yonelme stratejileri olusturduk” diyen Altunalan, bu stra-
tejileri de “genis bir Urtin portfoyl, ebat cesitliligi, 6zel projelere
olan esnek yaklasim ve zamaninda kaliteli hizmet anlayisi” olarak
aciklyor.

“Sektordeki en buylk sorun fazla kapasite” diyen Altunalan,
sOzlerine sdyle devam ediyor. “Fazla kapasiteyi ihracat yoluyla
cbzlimlemek, kapasitenin tamamini bitirebilmek mumkin degil.
Turkiye olarak Avrupa’nin Gguncl, dinyanin altinci buydk dretici-
siyiz; fakat fiyat olarak italya, ispanya gibi tlkelerin bizden daha
yukari seviyelerde olduklarini gériyoruz. Bu sebeple, talebe uy-
gun kapasite ile Uretim yapilmasi ve sektérimuzde kaliteye daha
fazla 6nem verilmesi gerekiyor. Seranit olarak, Turkiye seramik
sektériniin sahip oldugu gtict kuvvetlendirmek igin inovatif yak-
lasimimiz ve asla vazgegmedigimiz kalite politikamiz ile teknolo-
ji, arastirma-gelistirme ve Uretim-gelistirme yatinmlarmizla, din-
ya trendlerini takip ederek gelistirdigimiz tasarimlarla sektére 6n-
cU oluyoruz. Turk kalite algisini mtmkun oldugu kadar yukarilara
cekebilme gayreti igindeyiz.”

capacity, the firm has a distribution channel comprising e258 de-
alers, 50 of which with showrooms domestically and 82 sales of
point in 21 countries in international markets. Among Seranit's
export destination countries are European countries like France,
Rumania, Hungary, Germany, Belgium and Switzerland; near
Asian countries like Russia, Azerbaijan, Ukraine, Turkmenistan
and Moldova; and Middle Eastern countries like Israel, UAE, Le-
banon, Saudi Arabia; and USA and Canada.

“We grew by 30 percent in 2008”

Hamdi Altunalan served as general manager at the head of
Seranit. Noting that 2008, in which the world went through a glo-
bal economic crisis facing problems in production and consequ-
ently exports, was a positive one for Seranit, General Manager
Hamdi Altunalan said that they grew by 30 percent over 2007,
achieving a turnover of 114 million Euros. Altunalan said, “As Se-
ranit, we have a rather productive year as the number of shop-
ping centers, which became popular recently, grew and thanks
fo the special projects in the mass housing segment. In parallel
with the positive developments domestically, we reached 254
points of sale in 45 countries in 2008 in our international operati-
ons, too. We worked with the world’s leading design offices, en-
larging our product range, in 2008. We continued our operations
increasing our distinctiveness in quality and design. We got a se-
rious share of the European market especially, due to closure of
certain ceramic factories in Europe and the recession in China.
Our orders to our export countries grew due to the crisis”.

The ceramics industry, which is trying to overcome the dliffi-
culties experienced in its exports due to the global economic cri-
sis, had opted for opening to new markets. Seranit is one of the
firms implementing this strategy. On new market initiatives Altu-
nalan says: “We have significant sales to North Europe, Arabian
Peninsula and Gulf. We have an important share of shipments to
Iraq and we are completing our export activities oriented to Tur-
kic Republics and the Eastern Block also pursuing studies rela-
ling to the new export markets we identify”.

“Biggest problem in the industry
is excess capacity”

Altunalan, who says, “Considering the contraction experien-
ced in the ceramic tile sector and the global economic conjunc-
ture, we created strategies of moving towards new areas to ser-
ve as alternatives to the markets where our activities decreased
in 2009, adds that these strategies comprise “a broad product
portfolio, size diversity, a flexible approach to special projects
and timely high quality service concept.

“Altinalan, who says, “The greatest problem in the industry is
excess capacity”, remarks; “It is not possible to solve excess
capacity through imports to consume the entire capacity. As
Turkey, we are the largest manufacturer in Europe and sixth in
the world but price-wise we see that countries like Italy and Spa-
in are at higher levels than us. Therefore, one has to produce
with capacity in line with demand and to emphasize quality mo-
re in our sector. As Seranit, we are the leader of the industry with
our designs we develop by our innovative approach to strengt-
hen the power of the Turkish ceramics industry, our quality po-
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Seramik sektéru icin tesvik sisteminin aciklanmasini yerinde
bulan Altunalan, “Huktmetin agikladigi tesvik paketinin kapsami
konusunda belirsizlikler ve eksikler vardi” diyerek, konuya agiklik
getirdi. Altunalan, “Seramik sektérinde 6nemli kapasiteleri oldu-
gu halde desteklenecek iller listesinde olmayan, Aydin, Denizli,
Mugla, Zonguldak, Karabtk, Bartin, Samsun, Tokat, Corum,
Amasya, Kayseri, Sivas ve Yozgat illerinin Uretimde tesvik edile-
cek bolgeler arasina alinmasi sevindiricidir. Ancak bu olumlu
adimlarin ¢6zUman tamami oldugunu soyleyemeyiz. Tesvik siste-
minin sektérde kapasite artirici degil, katma degeri daha ytksek
Uretimi 6zendirici olmasi gerektigini dustntyorum” diyor.

“Avrupa’da en pahali dogal gazi kullaniyoruz”

Turk seramik sektérinin enerjiye bagimligi, daha dogrusu
ylzde 90'lara varan dogal gaz kullanimi bilinen bir gergek. Do-
Jal gaza 2008 iginde gelen zamlari elestiren Seranit Genel MU-
durt Hamdi Altunalan, “Turkiye'de gecen yil dogal gaz fiyatlari-
nin ylzde 82 dlzeyinde artmasl da sektort ¢ok zor durumda bi-
rakti” diyor. 2009'da dogal gaz fiyatinin biraz dustigunu, ancak
italya'dan sonra Avrupa'da en pahall dogal gazi Tiirk sanayicile-
rinin kullandiginin altini gizen Altunalan, en yakin rakibimiz olan
ispanyol Ureticilerin, Turk Ureticilere gére dogal gazi ytzde 15
daha ucuza kullandiklarini belirtiyor. Altunalan’in sektdr i¢in ener-
ji konusunda hukumetten beklentileri bulunuyor. Buna gére Altu-
nalan, “Enerji, sektérimdz icin hayati énemde oldugundan, reka-
bet dezavantajmizin gideriimesinde de ek destekler olabilecegi-
ni disUnUyoruz” diyor.

YUksek enerji maliyetleri ve kiresel isinma firmalari hem Grin,
hem de Uretim bandi olarak tasarruflu Grtnlere yoneltiyor. Eneriji
tasarrufu saglayan porselen karo Uretme calismalarina 2009 yili
ile birlikte basladiklarini sdyleyen Altunalan, UrUnlerin arastirma
ve gelistirme galismalarina devam ettiklerini aktariyor. Altunalan,
“Bu yil icerisinde istedigimiz Seranit kalitesine ulasacak bu Urin-
leri piyasaya sunacagiz. iki yildir (izerinde galisigimiz bu trtnler
dunyada ilk olacak. Bu Urunler, i¢, dig ve her mekanda kullanila-
bilecek. Bu Urtnleri dinya pazarlarina da ihrag edecegiz” diyor.

Seranit olarak, teknoloji, tasarim, renk gibi dunya trendlerini
her zaman takip eden ve bu trendlere uygun Urtnler gelistiren
onct bir firma olduklarini sézlerine ekleyen Altunalan, italyan
Gamma gibi dinyanin sayili tasarm ofisleriyle birlikte calistik-
larini ve her yil zengin bir Urdn portfdyd ile tUketicinin karsisina
ciktiklarini belirtiyor. Altunalan, bu konudaki ilkelerini de style
acikliyor. “Bizim i¢in en énemli konulardan biri de, her yeni gelis-
tirilen Grlnun, Seranit kalite standartlarina ulasmadan pazara
sunulmamasidir. Bunun icin yeni bir Grlntn piyasaya sunulmasi
arastirma-gelistirme ve Uretim-gelistirme galismalari dahil iki-t¢
yili bulabilmektedir.”

licy which we never give up, our investments in technology,
R&D and production development and following world trends .
We are in an effort to bring the perception of Turkish quality as
high as possible”.

Altunalan, who thinks that the announcement of an incenti-
ves system for the ceramic sector is warranted, says, “There
were ambiguities and shortcomings as regards the scope of the
incentives package announced by the government”, clarifying
the matter. Altunalan says, ‘It is pleasing that Aydin, Denizli,
Mugla, Zonguldak, Karabuk, Bartin, Samsun, Tokat, Corum,
Amasya, Kayseri, Sivas and Yozgat provinces, which were not
among the provinces to be supported despite having significant
capacities in the ceramics industry are placed among the are-
as to be encouraged as far as production is concerned. Howe-
ver, we can'’t say that these positive steps are the whole soluti-
on. | believe that the incentives system should not be capacity
increasing in the industry but should encourage production of
higher added value goods”.

“We use the most expensive
natural gas in Europe”

It is a well known truth that the Turkish ceramics industry is
energy dependant or that it uses natural gas up to 90 percent
levels. Criticizing the price increases of natural gas in 2008, Se-
ranit General Manager Hamdi Altunalan says, “The increase in
natural gas prices last year in Turkey at the level of 82 percent
put the industry in great difficulty”. Noting that the price of na-
tural gas went down a little in 2009 but that Turkish industri-
alists are using the most expensive natural gas in Europe after
Italy, points out that Spanish manufacturers, who are our clo-
sest competitors, use natural gas at a rate 15 % cheaper com-
pared to Turkish manufacturers. Altunalan has expectations
from the government for the industry as regards energy. Altu-
nalan says; “Since energy is of vital importance for our industry,
there may be additional support for relieving our competitive
disadvantages ".

High energy costs and global warming move firms towards
wares affording savings both in terms of product and also pro-
duction line. Noting that they started producing energy saving
porcelain tile in 2009, Altunalan notes that they are continuing
the research and development efforts for products. Altunalan
says; “This year, we will launch these products which will reach
our desired Seranit quality. These products we have been wor-
king on for two years will be a first in the world. They can be used
in all spaces; interior or exterior. We will export these products to
world markets, too”.

Adding that as Seranit, they are a leading firm always follo-
wing trends like technology, design and color, developing pro-
ducts conforming to such trends, Altunalan says that they are
working with the world’s significant design offices like Italian
Gamma and come to the market each year with a rich product
portfolio. Altunalan describes their principles in this field as fol-
lows, “For us, one of the most important points is that each newly
developed product is not launched to market unless it meets Se-
ranit quality standards. Therefore, launching of a product may ta-
ke two-three years including research, development and pro-
duction development efforts”.
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