
“I
n Turkey, procedures include some
stipulations such as customs inspection
control certificates, and such applications

alienate investors. A product we purchase, say, 
at a price of USD 1,000 become USD 1,500 in
Turkey due to this inspection fee. Ultimately, the
government imposes extra taxes on importers in
Turkey, and increases the prices. If the goal is to
protect the manufacturers, then this should be done
by decreasing the taxes and raw materials,” says
Murat Isik Yenal, owner of Yeni Ipek Yolu Kimya
Dis Ticaret Mumesillik Sanayi ve Ticaret Ltd. 

Why did you prefer to establish your factory in
Iran? Could you please tell us about your
production? 

Our hawser company was established 27 years ago
to meet the needs of the all Arab countries in the
Middle East. We participated in this company,
whose sales volume had largely dropped due to the
US pressure and embargoes, three years ago. We
have overcome all our trading problems through
our head offices in Tehran, Istanbul and Dubai.
Thus, we bring together the Turkish companies
that want to work with Iran, with the Iranian
companies seeking to work with Turkey. I mean,
we act both as a distributor and representative. 

“T
ürkiye’de prosedürde gümrük gözetim
kontrol belgesi gibi mevzuatlar var ve
bu tip oluflumlar yat›r›mc›y› uzaklaflt›-

r›yor. Yurt d›fl›ndan 1,000 liraya ald›¤›n›z ma-
l›n Türkiye’deki gözetim ücretiyle 1,500 lira ol-
mas› söz konusu. Sonuçta devlet, Türkiye’deki
ithalatç›ya ekstradan vergi koyarak hem fazla
vergi ödetiyor, hem de fiyatlar› yukar›ya çeki-
yor. Amaç üreticiyi korumaksa vergi ve ham-
madde fiyatlar›n›n düflürülerek bunun yap›lmas›
laz›m.” diyor Yeni ‹pek Yolu Kimya D›fl Ticaret
Mümessillik Sanayi ve Ticaret Ltd. flirketinin
sahibi Murat Ifl›k Yenal. 

Neden fabrikan›z› ‹ran’da kurmay› tercih et-
tiniz? Üretiminizden bahseder misiniz?

Halat firmam›z, Ortado¤u’da bütün Arap cami-
as›n›n ihtiyac›n› karfl›layan bir firma olarak 27
y›l önce kurulmufl. Biz, Amerikan bask›s› ve am-
bargolar nedeniyle sat›fllar› çok yavafllayan bu
firmaya 3 y›l önce kat›ld›k. Tahran, ‹stanbul ve
Dubai merkez ofislerimizle de ticaret konusunda
tüm sorunlar› aflt›k. Böylece hem Türkiye’den
‹ran ile çal›flmak isteyen firmalar›, hem de
‹ran’dan Türkiye ile çal›flmak isteyenleri bir
araya getiriyoruz. Yani hem distribütörlük, hem
de temsilcilik yap›yoruz.  
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We are the only Turkish hawser
company that manufactures its
products abroad and obtains the
contract for the tender held by the
Turkish Maritime Administration. 

Yurt d›fl›nda üretim yap›p da
Türkiye Denizcilik ‹flletmeleri’nin
ihalesini kazanan tek Türk halat
firmas›y›z.

TO EXTEND HAWSER’S LIFE...  
HALATIN ÖMRÜNÜ UZATMAK ‹Ç‹N...

“75 per cent of the companies I work with want to establish a factory in Far Eastern countries. The capital

goes abroad now. If we finance ourselves on our own, and do business with profit margins of 3 per cent or 

5 per cent, then it means that there is a serious mistake, a problem here.” 

“Benim çal›flt›¤›m firmalar›n %75’i Uzakdo¤u ülkelerinde fabrika kurmak istiyor. Sermaye art›k yurt d›fl›na

kaç›yor. Finansman› kendimiz sa¤l›yorsak, %3 ya da %5’lik kar marjlar›yla ifl yap›yorsak, burada ciddi bir hata,

bir s›k›nt› var demektir.”

Murat 
Ifl›k Yenal





Her tip halat› üretmiyoruz, sadece 3, 4 ve 8 kollu
halatlar›m›z var ve bunlar›n hepsi polipropilen ha-
latlar. Genelde konteyner ve tankerlere uygun. Tür-
kiye’de 3-4 ay öncesinde bu tip halatlar›n üretimi,
40 milimetreye, yani 5 burgataya kadar yap›labili-
yordu. fiimdi ise 40 milimetreden sonras› da yap›l-
maya baflland›. 5 burgatan›n üzerinde yap›lan halat-
lar›n 600 bin euro de¤erinde bir makine parkurunun
olmas› gerekiyor. Türkiye’de bu yat›r›m› yapmay›
tercih eden yat›r›mc› yok diyebilirim. Çünkü ham-
madde, iflçilik ve enerjideki maliyet art›fllar› yat›-
r›mc›ya negatif yans›yor.

Dolay›s›yla biz fabrikay› yurt d›fl›nda ama Türki-
ye’ye yak›n olan bir bölgede kurmay› tercih ettik.
Çok fazla nakliye masraf› da olmadan bu pazar› ya-
kalamak istedik. Bu tarz ürünler genelde Uzak Do-
¤u’dan Türkiye’ye geliyor ve 35-40 gün gibi bir ter-
min süresi oluyor. Gümrük vergisi, navlun bedeli
derken masraflar çok art›yor. Türkiye’de bu etken-
lerden dolay› da özellikle üretici bak›m›ndan ciddi
bir pazar bofllu¤u var.  

Yurt d›fl›nda firma kurman›n avantajlar› neler ?

Hemen bir örnekle özetleyeyim; bundan 2 sene önce
350 kifliyle t-shirt üreten bir tekstil firmas›, fabrika-
s›n› Moldovo’ya tafl›d›ktan sonra, Türkiye’de adedi-
ni 4 euroya üretti¤i t-shirt’ü orada 70 kifli ile 1 eu-
ro’ya üretmeye bafllad›. ‹flçilik ve hammadde prob-
lemlerinden dolay› yavafl yavafl her sektörden birçok
firma bu tarz yat›r›mlar yapmak için yurt d›fl›na gi-
diyor. Aralar›nda çok büyük firmalar da var. E¤er
yat›r›mc› desteklenmezse, bu tarz oluflumlar›n gide-
rek büyüyece¤ini düflünüyorum. Sat›fl göstergelerine
göre, iç piyasadaki maliyetlerin ço¤almas›ndan 
dolay› ülkemiz hala bir ithalat ülkesi konumunda
gözüküyor. 

Halat kopmalar› kazalara neden olmas›ndan do-
lay› bir dönem çok gündemdeydi de¤il mi?

Kopmayan halat yoktur ve halat kopmas›n›n %80’i
kullan›c› hatas›ndan kaynaklan›r. Sadece sat›c›lar
de¤il, al›c›lar da bu konuda oldukça bilgisiz. Örne-
¤in, bir al›c› siyah renkli halat› ona al›flt›¤› için se-
çiyor. Renkler aras›nda nas›l bir fark var bilmiyor.
Halbuki, halat›n içerisinde ultraviyole (UV) katk›s›
bulunur. Her rengin o UV’yi tutma aflamas› olur.
Halata UV katk› pay›n› ne kadar çok koyarsan›z ha-
lat›n ömrü o kadar uzun olur. 

Polietilen ile polipropilen kar›flt›¤› zaman halat sür-
tünmeye daha dayan›kl› olur. Ama sürtünme artt›kça
k›r›lganl›k da artar. Bizim halatlar›m›z›n %94’ü po-
lipropilen ve ürünümüz pamuk gibi. Müflteri bu hala-
t› ne kadar sertleflmeden kullan›rsa o kadar iyidir. Bi-
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We do not manufacture all types of hawsers. We only have 3, 4, and 8 strand
hawsers, and all of them are made of polypropylene. They are generally intended
for containerships and tankers. Approximately 3-4 months earlier, this type of
ropes were made up to 40 millimeters. Today, they began manufacturing above 
40 millimeters. Hawsers above 40 millimeters require a machine line of euro 600
thousand in value. And, there are no investors preferring to make this investment
in Turkey. Because, increase in the cost of raw materials, labor, and energy
negatively impact the investors. 

Consequently, we preferred to establish the factory abroad, but in a region close to
Turkey. We wanted to catch up with this market without high transportation costs.
This type of products is generally imported from Far East and it takes 35-40 days
for them to come to Turkey. Combined with the customs duties, freight costs, etc,
the total cost increases too much. Due to these factors, there is a considerable

market gap particularly in terms of manufacturers. 

What are the advantages of establishing a company abroad? 

Let me summarize with an example: Approximately 2 years
ago, a textile company manufacturing t-shirts with 350

employees moved its factory to Moldova. Then they
decreased the cost of one t-shirt from euros 4 in

Turkey down to euro 1 with only 70 employees. Due
to labor costs and raw material problems, more

and more companies from all sectors go abroad
to make such investments. There are big
companies among them. If the investors are
not supported, I believe more companies will
do the same. According to the sales
indicators, our country still looks as an
import country due to the increasing costs
in the domestic market. 

Breaking hawsers were once a current
issue due to the injuries they caused
weren’t they? 

There cannot be any hawsers that would
not break and 80 per cent of such
incidents are due to the mistakes of users. 

Not only the seller, but also the buyers
lack knowledge in this matter. For
example, a buyer prefers black colored
hawsers, for they are used to it. He does
not know the differences between colors.

As a matter of fact, hawsers have an
ultraviolet (UV) additive. Each color has a

different level of filtering UV. Even, the more you
add UV additive, the longer the hawser’s life is.
When polyethylene and polypropylene are mixed,
hawsers become more resistant to friction. As
friction increases, vulnerability increases as well.
94% of our hawsers are made of polypropylene, and

our product is just like cotton. Customers should use
this hawser as early as possible before it gets hard.
Our hawsers are generally called the towage rope or
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zim halatlar›m›z genelde çekim halat› ve manevra halat› diye adlan-
d›r›l›r. %5 polietilen koymam›z›n amac› da çok hafif bir sertlik ver-
sin ve k›r›lganl›¤› artmas›n diye. Bu da zaten kurallar›n bir gere¤i. 

Peki yak›nl›¤›n›n d›fl›nda neden Orta Do¤u?

Çünkü sermaye art›k ‹ran, Hindistan,Sin-
gapur, Taiwan, Yemen, Ürdün ve Tay-

land gibi ülkelerde var. Bu anlamda
Türkiye’nin Ortado¤u’ya yat›r›m
yapmas› gerekiyor. Üstelik Türkiye,
her tarafa yak›n çok önemli bir üs

konumunda ve Ortado¤u’nun kalbi. 

Dubai mesela, bir nevi küçük Amerika.
Yat›r›mc›ya her sektörde teflviklerin oldu¤u

bir yer Dubai. Bizim d›flar›ya yat›r›m yapmam›zdaki amaç da Tür-
kiye’nin ihracat›n› artt›rmakt›. Sat›fllara bakt›¤›m›z zaman 2007
May›s’tan Aral›k ay›na kadar ihracat›m›z %900 oran›nda artm›fl
durumda. Amac›m›z bu oranlar› korumak. Türkiye, Avrupa stan-
dard›nda hatta daha iyi ürünler üretiyor ama tan›t›m eksikli¤i var
ve ürettiklerini pazarlayam›yor. Maalesef hiç teflvik de yok. Sürek-
li ürünlerini d›flar›dan alan bir ülke olarak kal›yoruz. Üçüncü dün-
ya ülkelerinin de potansiyel finansman gücü Türkiye’de ihracata yö-
nelen firmalar›n ifltah›n› kabart›yor. 

Dubai’de bir ofis kurma plan›m›z var ve Türkiye ile iliflki kurama-
yan firmalara arac›l›k yaparak ihracat›m›z› artt›rmay› hedefliyo-
ruz. Üçüncü aya¤›m›zsa Rusya olacak, çünkü Moskova da çok iyi
bir pazar. 

maneuvering rope. The purpose of adding 5 per cent polyethylene
is to provide a slight hardness and decrease its fragility. This is
also a requirement of relevant regulations. 

Well, setting aside its proximity, why did you prefer the
Middle East? 

Because capital now is with countries such as Iran, India,
Singapore, Taiwan, Yemen, Jordan and Thailand. In that context,
Turkey should invest in the Middle East. What is more, Turkey is
in position of a very important base, which is close to almost
everywhere, and it is the heart of the Middle East. For example
Dubai, it is a kind of small USA. Dubai is a place where they
provide incentives to investors in all sectors. Our purpose in
investing money in a foreign country was to increase Turkey’s
exports. When we look at the sales figures, we see that our
exports increased by 900 per cent between May and December in
2007. Our purpose is to maintain these rates. Turkey
manufactures product meeting the European standards, even
better. But we lack promotion, we cannot market our products.
Unfortunately there are no incentives either. We always remain 
a country that imports products from abroad. The potential
financing powers of the third world countries whet the appetite 
of the companies that shift to exports in Turkey. 

We have a plan to open an office in Dubai, and we aim to increase
our exports by acting as intermediary for companies that are
unable to establish relations with Turkey. Our third leg will be
Russia, for Moscow is a very good market. &&


