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LOCOMOTIVE OF THE MARITIME INDUSTRY: BROKERAGE
DENIZCILIGIN “LOKOMOTIFI”:
BROKERLIK

DENiz SOZEN

Bir broker ister armator icin, ister yiik sahibi igin, isterse her iki taraf icin birdgh Bilg ¢ahssa denizcilik
sektdriindeki dnemli konumunu highir zaman kayhetmiyor. Bunun nedeni byoli@iHicaretin yapiimasini ve

dolayisiyla paranin kazanilmasini saglayan taraf olmasi.

Brokers never lose their important position in thHE marl _LUI-' in r/u ry even if they work for the shipowners
or for the consignors, or simultaneously for hoj rn RNt hat brokers enable trading and

consequently earning money.
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6ristiglimiz bircok broker islerini cok sevdiklerini her fir-
< satta dile getiriyor. Bu isi sevdikleri, meslegin avantajlari-

ni sordugumuzda uzun bir liste siralarken, dezavantajlari-
ni sordugumuzda tek tiik seyler siralamalarindan da kolaylikla an-
lasiliyor. Ornedin, YASA Denizcilik Kiralama Mudiirii Elif Gonen,
Universitede arkeoloji okumus ama 1985’de denizcilik sektdriine
adim attigindan beri baska bir is yapmay diislinmemis ve arkeolo-
ji hobisi olarak kalmis. Peki nedir brokerlik?

17. yuzyihn baslarinda, Londra sehri, uluslararasi ticaret ve isler
icin bir ar1 kovani gibiydi. Brokerler alici ve saticilar arasindaki
ya da tiiccarlar ve gemi sahipleri arasindaki bircok anlasmayi ya-
pan kisilerdi. Bu brokerler “elinden her is gelen ama hicbir seyde
usta olmayan” kisiler olma egilimindeydiler ve kaginilmaz olarak
ta her zaman pek itibar gérmiyorlardi.

Gunimizde ise brokerlik ¢odu zaman “in-house’” broker, ve
“competitive” broker olarak birbirinden ayriliyor. In-house broker
daha ¢ok bir denizcilik firmasinin ¢alisani olarak, o sirketin ylk
sahipleriyle olan baglantilarini gerceklestiriyor. Filodaki mevcut
gemilere uygun yikleri bagliyor. Bunu bazen direkt yik sahipleri
ile bazen diger brokerlik firmalari araciligiyla yapiyor. Competiti-
ve yani rekabetci brokerler ise “orta”da yer aliyor. Bazen ylk sa-
hibi onlara basvurarak, yiiklerine uygun gemi bulunmasini, bazen
de gemi sahipleri gemilerinin agik pozisyonda oldugunu bildirerek,
gemiye uygun ylk bulunmasini istiyor.

Karahasan Denizcilik Kiralama Mudiiri Serkan Aral, son 10-15 yil-
da dlinyada brokerlik mesleginin iceriginin ve dolayisiyla taniminin
bayadi dedistigini sdyllyor. Aral, eskiden yalnizca belli basli ticaret
rotalarina gore belli basli gemileri baglayan brokerlerin, artik isle-
rinin biytik capta yaraticiliga kaydigini, 6zellikle ingiltere ve Fran-
sa’daki brokerlik sirketlerinin daha 6énce var olmayan isleri ortaya
cikardiklarini belirtiyor. Ornek olarak, Endonezya’da kullaniimayan
bir kémiir madeninin bir brokerlik firmasi tarafindan alinip, isletil-
mesini ve daha sonrasinda bu Uretimin taginmasini veriyor.

EGITIM VE BROKERLIK

Tlrkiye’deki cogu broker 6zel bir brokerlik egitimi gormemis. An-
cak bu durum c¢ogunlukla yurtdigindaki brokerler icin de gegerli.
Glnku dzellikle brokerlik egitimi veren 6zel bir kurum bulunmu-
yor. Ancak yurtdisinda brokerlikle ilgili bazi e§itim programlari
ve kisa stireli kurslar diizenleniyor. Ornedin Almanya’daki broker-
lik firmalarinda broker olarak calisabilmek icin 6ncelikle uzun bir
staj donemini atlatmak gerekiyor. Brokerlikle ve genel olarak de-
nizcilikle ilgili egitim veren yerler arasinda gemi brokerlerini, is-
letmecilerini ve acentelerini temsil eden uluslararasi bir enstitl
olan Institute of Chartered Shipbrokers (ICS) bulunuyor. Merkezi
Londra’da bulunan kurum 20 Ocak 1920’de kurulmus. Burada ve-
rilen egitimlerin ardindan 8grenciler sinava tabi tutuluyor. Basa-
rili olanlar diplomalarini almaya hak kazaniyor.

Karahasan kiralama departmanindan Ugur Ozgéren, 83 — 84
yillarinda Tirkiye’de bir “Brokerler Dernegi”’ kurulmak istendigi-
ni belirtiyor. Ancak o zamanki kosullar icinde gerceklestirileme-
mis bu projenin bir amaci da broker olmak isteyen kisilere, mesle-
dinin erbabi sayilacak kisiler tarafindan verilecek 3 - 5 aylik kurs-
lar sayesinde brokerlige daha vakif kisiler yetistirmekmis.
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any brokers we talk to say they love brokerage very

much. It can be easily inferred from the long list of

advantages and a short list of only a few disadvantages
they give when we ask them to do so relating to their profession.
For example, YASA Shipping’s Chartering Manager Elif Génen
studied archaeology at university. But from the time she first
began working in the maritime industry in 1985, she has never
thought of engaging in another sector, and archaeology remained
a hobby. So, what is brokerage?

In the early part of the 17" century, the City of London was
already a hive of international business activity. Brokers
engineered many of the deals between buyers and sellers or
between traders and shipowners. These brokers tended to be
“Yacks of all trades and masters of none” and inevitably they
were not always highly regarded.

Today, brokerage is usually divided into two as “'in-house”
brokerage and “‘competitive” brokerage. As an employee of a
shipping company, the in-house brokers manage connections of
their company with the charterers. They find and obtain cargoes
suitable for the ships existing in the fleet. They do it sometimes
directly with the charterers and sometimes through other
brokerage companies. And the competitive brokers position
themselves in the “middle”. Sometimes the charterers apply
them to find them a ship suitable for their cargo, and sometimes
the shipowners ask them to find cargo for their ships. Karahasan
Shipping’s Chartering Manager Serkan Aral says the content, and
consequently the definition, of the brokerage profession has
changed to a great extent in the last 10 to 15 years in the world.
Aral adds that, in the past, they would only charter major ships
according to the major trading routes, but that their business has
now shifted towards creativity to a great extent and particularly the
brokerage companies in France and the UK create new
opportunities themselves. He gives as an example a brokerage
company that purchased and exploited a disused coalmine in
Indonesia and then carried the coal produced.

TRAINING AND BROKERAGE

Most of the brokers in Turkey have not received special brokerage
training. However, the same applies to many brokers in other parts
of the world, because there are no private institutions providing
special brokerage training. But, there are some training programs
and short-term courses on brokerage abroad. For example, in
order to be able to work as a shipbroker at brokerage companies
in Germany, the candidates should first receive practical training
for a comparatively long period of time. Among the institutions
that provide brokerage training and in general, training relating to
shipping business is the Institute of Chartered Shipbrokers (ICS),
an international institute representing shipbrokers, operators and
shipping agents. With headquarters in London, the institute was
incorporated on 20 January 1920. Following the education at the
institute, students are subjected to examinations. Successful
students are granted certificates.

Ugur Ozgoren from the chartering department of Karahasan
Shipping says a group of shipbrokers attempted to establish a
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Gorustugiimiz brokerlerin cogunlugunun ortak kanisi bu isi yap-
mak isteyenlerin saglam bir firmada ve bu isi ¢ok iyi bilen birinin
yaninda ise baslamalari ve tecrilbe kazanmalari gerektigi. BOSA
Gemi Kiralama’dan Murat Senova, denizciligin dili olan ingiliz-
ce’yi cok iyi bilmenin de gerektiginin 6zellikle altini ciziyor.

BROKERLER NE KADAR KAZANIR?

Brokerin elde ettigi gelire herhangi bir sinir koyulmasi pek olasi de-
gil. Cunkd pekgok brokerin belirttigi gibi kazanilan miktar tecriibe-
ye gdre degisiyor. Tecriibenin artmasiyla kazanilan para da dogru
orantili. Heniiz brokerlik mesleginin basinda olan birinin bu isi ya-
pabilmek icin gerekli gevresi olmadigi ve bu gevrenin yillar gegtikge
yaratildigr diisiiniildigiinde bu gelir konusu da agiklik kazaniyor.
Diinya Denizcilik’ten Enver Bilgi, in - house brokerlerin genellikle
maas + prim (yerine gore) karsiliginda calistiklarini, kazandiklari
paranin da genellikle sirketin biiylikliigiyle ve yapilan baglanti ka-
pasitesiyle orantili oldugunu belirtiyor. Bilgi, competitive brokerle-
rin ise agik denizlerin balikgisi olduklarini ve biyiik risklerle para
kazandiklarini sozlerine ekliyor.

Enver Bilgi - Kiralama Miidiirii - Diinya Denizcilik
Brokerligin avantajlari ve dezavantajlari nelerdir?

Bu meslek, size dlinyanin her yanindan genis ve seckin bir gevre
edinme sansini ve bltiin diinyada gegerli bir kariyeri de getirecek-
tir. Kisa slirede ¢ok para kazanma sansiniz olabilir ama yaptiginiz
bir hatanin isinizin sonunu getirmesi riski de her zaman vardir. Bu
nedenle, cok secici olmak zorundasiniz ve baglantidaki taraflarin
her zaman giivenilir olmasina da dikkat etmelisiniz. Denizcilik gev-
releri sanildigi kadar bigik degildir ve
cok da tutucudur. Herkes birbirini ta-
nir veya birbiri hakkinda referans ola-
cak bilgiye kolay ulasir. Dezavantajla-
ra gelince, diinyanin farkli yerlerindeki
zaman farkliliklarindan dolay! calisti-
§iniz Glkedeki zamana bagl calisa-
mazsiniz. Gogu zaman firsat bulup da
senelik izin bile kullanamazsiniz. Buna
karsilik beklenmedik bog zamanlariniz
da olabilir, belki herkes calisirken siz

Enver Bilgi

070 ULUSLARARASI DENiZ ve TICARET MAYIS 2005

“Brokers’ Association” in Turkey in 1983-84. However, one of
the goals of that project that could not implemented under the
conditions of the time was to provide the industry with more
competent brokers by providing 3-5 month brokerage courses to
candidates willing to become a shipbroker.

The common opinion of most of the shipbrokers we have talked
to is that those who are willing to involve in this business should
begin working at an established brokerage company under the
supervision of an expert shipbroker to gather experience. Murat
Senova of BOSA Chartering emphasizes the importance of
comprehensive knowledge of the English language that is the
language of the maritime industry.

HOW MUCH DO THE SHIPBROKERS EARN?

It is not possible to put a limit to the income that can be earned by
a shipbroker, because, like many brokers say, the amount of money
earned depends on the experience. There is a direct proportion
between the experience and the money earned. When we consider
the fact that a person who has just joined the profession does not
have the circle necessary for being able to do this business, and that
it takes years to create such a circle, the matter can be understood
more clearly. Enver Bilgi of Diinya Shipping says the in-house
brokers generally work on salary + bonus basis (depending on the
companies), and the amount of money earned depends on the size of
the company and the capacity of that broker. Bilgi adds that the
competitive brokers are the “‘fishermen of the open seas” and that
they earn money by taking big risks.

Enver Bilgi - Chartering Manager - Diinya Shipping
What are the advantages and disadvantages of brokerage?

This profession will provide you with the chance to make a large
and distinguished circle of people from all corners of the world and
to have a career in demand all over the world. You may have the
chance to earn lots of money in a short period of time, but there is
always the risk that a mistake could put an end to your business.
Therefore, you have to be very selective and you have to make sure
that both parties are always reliable. Shipping circles are not so
large as some may think, and they are very conservative. Everyone
knows one another or finds access to information about one another
easily. As for the disadvantages, due to time differences in different
places on earth, you cannot work based on the time in the country
you work. Often, you cannot even find an opportunity to take an
annual leave. On the other hand, you may find unexpected free time
and have a few days off while others work. Everyday is a new day
in brokerage. The profession will not make you bored, but is also
filled with unexpected events. Your life is never dull or monotonous.
Professional satisfaction is at the highest level. No other professions
will provide you with the personal pleasure you get after concluding
a deal with a ship late at night. Now you are an international
individual bound by international rules.

Well, what are the vital spots of this profession?

You do not have the chance to tell even one lie in brokerage. A
shipbroker must be a reliable, honest, competent, dynamic and
social person with a large customer portfolio. Of course, trying to
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birkag glinlik kagamak bir tatil yapabilirsiniz. Brokerlikte her giin
yeni bir glindir. Meslek caninizi sikmayacak kadar zevkli oldugu
kadar, beklenmedik olaylarla da doludur. Yasaminiz asla duragan
ve monoton degildir. Mesleki tatmin (st seviyededir. Gece ge¢ sa-
atlerde bir gemiyi baglamaktan alacaginiz kisisel hazzi bagka pek
cok meslekte bulamazsiniz. Siz artik uluslararasi kurallara bagli,
uluslararasi bir insansinizdir.

Peki piif noktalari nelerdir?

Brokerlikte bir kez olsun yalan sdyleme sansiniz yoktur. Broker
sozline guvenilir, taahhitlerine sadik, mesledine hakim, dinamik
ve genis musteri portfdyiine sahip sosyal bir kisi olmak zorunda-
dir. Tabii ki glinimizin kati rekabet ortaminda, piyasa kurtlari
tarafindan coktan paylasiimis marketten pay kapmaya calismak,
miicadele etmek ve bunu dirlistce yapmak 6zellikle baslangigta
kolay degildir ama isi diirlist olmayan yollardan yapmaya calis-
mak da belki biraz radikal bir yaklasim olacaktir ama bu sonunu-
zu da getirecektir. Broker, mesleki yayinlari, genel piyasa sartla-
rini, meslekteki teknik gelismeleri, piyasadaki sirketlerin mali du-
rumlarini yakindan takip etmelidir. Broker is yaptigi sirketlerdeki
kisilerle saglikli, seviyeli ve miimkiin oldugunca yakin iliskiler kur-
mak zorundadir. Brokerligin belki de en belirleyici 6zelligi feda-
karliga en cok ihtiyag duyulan mesleklerden biri olmasidir.

Broker olmak isteyen genclere neler tavsiye edersiniz?

Bu isin teknik yanini kolaylikla 6grenebilirsiniz, belki kendinize iyi
bir cevre de yapabilirsiniz ama entelektiiel bir kisi oldugunuz ka-
dar, dis gériinlisiinlize 6nem vermezseniz, tavir ve davranislariniz-
la karsinizdakine giiven vermezseniz ve konusmanizla gevrenizi et-
kileyebilecek bir vizyona sahip degilseniz, bu meslekte isiniz ¢ok
zor olacaktir. Brokerlik hata kabul etmeyen bir meslektir, bunu
layikiyle yapabilmek icin sinir sisteminiz ¢ok giiclii olmali, kendi-
nize giivenmeli ve kolay pes etmemelisiniz. Yolu diisenler bilir,
tanker ve kuruylk marketinin kalbi sayilan Lonrdra’nin “'City” de-
nilen is semtine gittiginizde gecenin 11 — 12.00’sinde ¢alisan ba-
z1 firma isiklarini gérirsiniiz. Biliniz ki bunlarin blylk ¢odunlugu
brokerlerdir. Herkes yatagina girmeye hazirlanirken, Japonya’da-
ki kiracinin ylkinid New York’taki armatdriin gemisine baglama-
ya calismaktadir, zaman farklari onlari gece yarilarina kadar hat-
ta evden sabaha kadar bile calismaya zorlayabilir. Sik sik is ye-
mekleriniz ve seyahatleriniz olacaktir. Bu ylizden Londra’daki
brokerlerin bir ¢odu ikinci, hatta tglinct evliliklerini yapmislardir
ya da bazilari yalniz meslekleriyle evlenmisg kisilerdir.

Elif Gonen - Kiralama Miidiirit - YASA Denizcilik

Bir in - house hroker olarak
giiniiniiz nasil geciyor, neler
yapiyorsunuz?

Ben in-house brokerlik yapiyorum yani
armatoriin brokeriyim. Sabah geldi-
gimde anormal bir mesaj yogunlugu
oluyor. Ayrica burada gemileri bagla-
digim gibi operasyona da yardimci ol-
dugum igin gemilerden gelen mesajla-
ri da cok iyi takip etmem gerekiyor.
Baglanacak gemi varsa onlar icin ge-

Efif Gonen
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get a share from the market that has long been shared among the
old players in the sector in this harsh competitive environment and
doing it honestly will not be easy in the beginning. Trying to do the
business through ways not so straightforward would be a little
radical approach, but that would also lead you to your end. A
shipbroker should follow professional publications, general market
conditions, technical developments in the industry, and financial
standings of the companies in the market closely. A broker has to
establish close and reliable relations with individuals of the
companies worked with. Perhaps, the most important characteristic
of brokerage is that it is one of the professions that require self-
sacrifice the most.

What do you recommend to young people who would like to
hecome a shipbroker?

You can learn the technical aspects of this business easily, and,
perhaps you could make a good circle of people, but if you fail to
be intellectual and pay no attention to your appearance, inspire no
confidence with your attitude and behaviours, lack vision to affect
people with the way you speak, then it would not be so easy for
you to be successful in this business. Brokerage is a profession that
never accepts a mistake. Your nerves should be very strong, you
should have self-confidence, and you should never give up in order
to be able to do it properly. Those who have happened to go that
way know, if you go to London’s business centre named “‘City”,
which is considered to be the heart of the tanker and dry cargo
market, you will see the lights of some companies still on at 23-
24.00 at night. Most of those companies are brokers. While most
people prepare for going to bed at that time of night, perhaps they
are trying to arrange the ship of a shipowner in New York for the
cargo of a charterer in Japan. The time differences may force
them to work at any time of the day. You would often have
business meetings or trips. Therefore, most of the brokers in
London have had their second or even third marriages, or some
have got married with their profession!

Elif Gonen - Chartering Manager - YASA Shipping

As an in-house broker, how does your day at work usually
go, what do you do during the day?

I am an in-house broker, I mean I am the broker of the shipowner.
When I come to the office in the morning, I have an abnormally
heavy message traffic. Besides, because I not only find cargoes for
ships but also provide assistance to the operation, I have to follow
the messages from ships very closely. If there is a ship to be
chartered, then I examine the messages received for them. We have
total of 6 ships. Because all of them are on time-charter now, we
are a bit comfortable, but 4 of them will be free by June and July.
Nowadays, I work on their organization in the mornings. We
mainly work with the Far Eastern companies. Therefore, after
15.00 hours, we are not very busy. So, I close files opened earlier,
try to collect our balances from charterers and conduct necessary
correspondences.

What are the vital spots, and advantages and disadvantages
of your profession?

You should know English and the charter parties very well. And



len cevaplara bakiyorum. Bizim 6 gemimiz var. 6’si da time char-
ter da oldugu icin daha rahat ama simdi 4 tanesi Haziran Temmuz
aylari arasinda bosalacak. Simdilerde sabahlari gelip onlarin or-
ganizasyonunu yapiyorum. Daha ¢ok Uzakdogu ile baglanti ¢alis-
tigimiz igin saat 15.00’ten sonra gayet sakin oluyor. O zamanlar-
da post fixture’lik yapiyorum yani daha 6nceden kalan dosyalari
kapatmaya calisiyorum. Kiracilarda kalmig balanslarimizi almaya
calisiyorum, gerekli yazismalari yapiyorum.

Mesledginizin piif noktalari, avantaj ve dezavantajlari nelerdir?

ingilizce'yi ve charter party’leri cok iyi bilmek gerekiyor. Baglan-
ti asamasinda ¢ok dikkatli olmak lazim. Amacimiz kendinizi char-
ter party’de cok giizel bir sekilde garantiye alarak, hic acik verme-
den baglantiyi bitirmek. “Piyasa ylkseliyor ben bu kiraciya yapa-
cagimi yapayim” demek bizim tercihimiz degil. Clinki birkac ay
sonra bu kiraciyla tekrar galismak durumunda kalabiliriz. En
onemli avantaji diinyayla calisiyor olmak. Her giin baska bir liman
ve bircok insanla tanisiyorsunuz, konusuyorsunuz. Ayrica bir de su
onemli denizcilikte “'Ben her seyi biliyorum yok”. Her giin baska
bir sey 6greniyorsun. Benim baska bir avantajimda kadin olmam
sanirim. Bizim isimizde yurtdisinda dahi pek fazla kadin yok. Er-
kek egemen bu piyasada kadinlara daha nazik ve sirin davranili-
yor. Dezavantajlari, ¢ok saglam sinirler gerektiriyor ¢linkii za-
manla yarigiyoruz. Zaman esittir para bizim igin. Bu durumun ver-
digi bir stres var. Ama bu stres beni besliyor ve hosuma gidiyor.
Bu isi cok sevmedigi siirece kimsenin yapmasini tavsiye etmem.

Peki hangi karakter ozellikleri gerekir?

insanlar sevimli ve yakin bulduklari insanlarla daha gok calisirlar.
Karsidaki insana giiven vermek gok dnemli. Ayrica biraz da sosyal
olmak gerekiyor. Suskun puskun olmak cok zor bizim meslekte.

Broker olmak isteyen genclere neler tavsiye edersiniz?

Gengler cok enteresanlar. Universiteyi bitirdikten, sonra drnegin is-
letme bolimiind, 2 ay bir firmada calisiyorlar. Ondan sonra en biyiik
broker onlar oluyorlar. Hepsi hemen mudir olmak istiyor. Halbuki
bu iste asamalar var. Emek gerekiyor. Gengler 6ncelikle bu isi bilen
birinin yaninda ve glvenilir bir firmada bu ise baslamalilar. Ayrica
bu isin sonunun olmadigini ve her giin yeni bir seyler 6grenildigini de
bilmeleri gerekiyor. Ben 1985’ten beri bu isi yapiyorum ama hala her
glin yeni bir sey 6grenecegime inaniyorum.

Murat Senova - BOSA Gemi Kiralama
Bir competitive broker’in in - house brokerlerden farki nedir?

Bizim ginimiz yiizde 80 mesajlari al-
makla gegiyor. 3 tane mesaj kaynagimiz
var, gemi sahipleri, yiik sahipleri ve di-
ger brokerler. Bizimkisi emlak komis-
yonculuguna c¢ok benzeyen bir is aslin-
da. 1§te hayatimiz bu mesajlarla ve bu
telefonlarla gegiyor. Ozet olarak, gemi-
ye uygun bir yiik ya da ya da yiike uygun
bir gemi bulmaya calisiyoruz. Ornegin,
ylke uygun gemi agisindan konusursak,
bir demir-celik firmasi, Dubai’ye
40,000 ton demir satmis olsun. Alici ve
saticl arasinda hazirlanan akreditifte ne

Murat Senova
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you should be very careful at the contract stage. We aim to
ensure ourselves very well in charter parties completely and
conclude the contract. It is not our preference to say, “‘Market
rises, so I will increase the price for this charterer”, because we
may have to work with that charterer again a few months later.
The most important advantage is that you work with customers
from all around the world. You get to know new ports and talk
to many new people everyday. There is one more important point
in shipping business, that is, you should never say, "I know
everything”. You learn new things everyday. I think I have
another advantage, that is I am female. You cannot see many
women in this business even in other countries. They behave
more politely and pleasantly towards women in this male-
dominant market. The disadvantages are that it requires very
strong nerves, because you have to race with the time. Time
equals to money for us. That causes stress. However, that stress
feeds me and I like it. I do not recommend you to do this
business, unless you love it very much.

What kind of a character does this business require?

People tend to work with individuals they find likable and
intimate. Inspiring confidence in people is very important. In
addition, you should also be a little social. It is very difficult to
be quiet and reserved in this profession.

What do you recommend to young people who would like to
become a shipbroker?

Young people are very interesting! After graduating from the
university, say for example from the department of business
administration, they work at a company for 2 months. Then they
become the world’s greatest brokers! They all want to become a
manager in a short period of time. However, there are stages in
this profession. It requires hard work. The young people should
begin working with expert brokers at a reliable company. In
addition, they should always remember that this business has no
limits; they always learn new things everyday. I have been in this
business since 1985, but I still believe that I will continue
learning new things everyday.

Murat Senova - BOSA Chartering

What are the differences of a competitive broker from an in-
house broker?

We spend 80 percent of our day receiving messages. We have 3
message sources: shipowners, charterers, and the other brokers. As a
matter of fact, this business is similar to real-estate brokerage. We
spend our life with these messages and telephones. Briefly, we are
working to find cargoes suitable for ships and ships suitable for
cargoes. For example, in terms of finding ships suitable for cargoes,
say that a steel & iron company has sold 40,000 tons of iron to a
company in Dubai; the letter of credit between the buyer and seller
lists information about the quantity and type of goods, the consignee,
shipment date, amount of money to be paid, and the required
features of the vessels. Then the charterers begin looking for vessels
as specified in the letter of credit, so they call us. We list the vessels
with suitable times and features and inform the charterer. Then the
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kadar mal, malin cinsi, kime, ne zaman gidecegi, ne kadar para 6de-
necedi, yikleme zamani ve geminin ozellikleriyle ilgili bilgiler yer ali-
yor. Sonrasinda kiraci tarafindan bu akreditife uygun gemi aranma-
ya basliyor ve bizi ariyorlar. Biz de zamani ve 6zellikleri uygun ge-
mileri listeliyoruz ve kiraciya bildiriyoruz. Daha sonra kiraci ve ar-
matér arasinda pazarlik bagliyor. Bu pazarlik sona erdikten sonra
biz main terms yani ana sartlar adi “‘negotiation —** sagliyoruz. Da-
ha sonra sdzlesmenin detaylarina gegiyoruz. Armatérle biz de bir
kontrat yapiyoruz. Sonrasinda kiraci geminin tiim o6zelliklerini alici-
ya bildiriyor. Alici kabul ediyor ya da etmiyor. Kisacasi biz bir araci
kurumuz.

Mesleginizin piif noktalari neler?

En 6nemli nokta, armatorl ve kiraciy iyi bir baglanti yaptigina
ikna etmek. Iyi bir broker piyasaya hakim olmalidir. Geminin de-
geri, glinde 10 bin dolarsa, kalkip da onu kiraciya 12 bin dolar gi-
bi gdstermemelidir. Ikinci 6nemli noktada sadece kendisine yuk
veya gemi veriyorlar diye taninmamis veya tecrilbesiz veya ileride
sorun c¢ikartabilecek insanlarla is yapmamalidir. Glinkl sonradan
problem ¢ikti§i zaman hem biitlin zaman o problemleri ¢dzmekle
geciyor, hem de repltasyonu distyor.

Bir competitive hrokerin sahip olmasi gereken karakteristik
ozellikler nelerdir?

Sosyal bir insan olmasi, insanlarla iyi iliskiler kurmasi sart. Sem-
patik olmak onemli. Armatériin ya da ylk sahibinin sizin iyi bir
broker oldugunuza kani olmasi gerekiyor ki sizinle calissin.

Avantajlari ve dezavantajlari neler brokerligin?

Genelde stresli bir is oldugu sdylenir ki dogrudur ama her iste stres
vardir. Ugrasip ugrasip gemi baglayamayabilirsiniz. Bu sizi yiprati-
yorsa, basarisiz oldum diye (izlilen, morali bozulan bir insansaniz bu
isi yapamazsiniz. iyi yani, cok insan tanimak. Mesela ben simdi Ko-
re’ye gitsem elli tane insan tanirim. Baska bir avantaji da neticesin-
de tatmin veren bir is olmasi. Rekabet ettigim sirketlerin elinden ge-
mi veya mal almak beni mutlu ediyor. Daha 6nce hig is yapmadigim
yeni birilerinden is almak da haz veriyor. i§in felsefik yanina baka-
cak olursaniz bircok denizcinin hayati degisiyor sizin araciliginizla.

Broker olmak isteyen genclere neler tavsiye edersiniz?

“Competitive brokerlik” adi Ustlinde rekabetci oldugu icin, sizin
piyasada savasmaniz lazim. Eder siz ilk geminizi baglayacaksaniz
bu konuda size destek verecek biri yoksa ya da girdiginiz sirket bu-
nu size saglamiyorsa bu caba sonuc vermeyecektir. Bir portfoyi-
niz olmasi gerekir. Broker olmak isteyen biri 6ncelikle 6rnedin bi-
zimki gibi bir sirkette post fixture’lik yapacak. Gelen giden insan-
lari gorecek. Tim bunlari 6grendikten sonra yani 3-5 sene sonra
brokerlik yapabilecek hale gelecektir.

Serkan Aral — Kiralama Miidiirii, Ugur Ozgéren —
Kiralama Boliimii, Karahasan Denizcilik

Bir giiniiniiz nasil gegiyor?

U0: Bizim diger brokerlerden bazi farklarimiz var. Oncelikle sabah
gelen mesajlara gdére gemileri dederlendiriyoruz. Agik olan pozis-
yonlarimiza gdre yiik arayislarina giriyoruz. Belirli kiracilarla ca-
listigimiz icin onlarla konusuyoruz. Genellikle onlarin isteklerine
gére piyasaya ¢ikmadan dnce yiikleri baglamayi tercih ediyoruz.
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charterer and the shipowner begin bargaining. Following the
completion of the bargaining stage, we provide negotiation under the
name ‘main terms’. Then we proceed with the details of the
contract. We also conclude a contract with the shipowner. Later, the
charterer informs the buyer of all features of the vessel. And the
buyer either accepts or rejects. In short, we act as intermediary.

What are the vital spots of this profession?

The most important point is to convince the shipowner and the
charterer that they have done a good deal. A good broker should
have a good command of the market. If the daily rate of a ship is
10 thousand dollars, you should not quote it to the charterer to be
12 thousand dollars. Another important point is that a shipbroker
should not work with not very well known or inexperienced people
or with those who may cause problems in the future, only for the
sake of cargoes or ships they provide. Because, when problems
occur subsequently, you spend your time solving those problems
and, at the same time, your reputation gets impaired.

What characteristics should a competitive broker have?

A competitive broker should be a social person and establish
good relations with others. Being likable is important. The
shipowner or the charterer should be convinced that you are a
competent broker in order for them to work with you.

What are the advantages and disadvantages of brokerage?

They generally say that brokerage is a stressful profession, and
that’s correct; as a matter of fact, every profession has stress. You
may not be able to conclude the deal even if you have struggled too
much. If that discourages you, or if you get distressed or
demoralized thinking that you were unsuccessful, then you cannot do
in this business. One advantage of the profession is that you meet
many new people. For example, if I go to Korea now, around fifty
people come to meet me there! Another advantage is that it satisfies
you very much. I get very pleased when I grab hold of a ship or
cargo from my competitors. I am also greatly pleased with working
with new clients, whom we have never worked with before. When
you consider the philosophical aspect of the profession, you see that
lives of many seamen change through you!

What do you recommend to young people who would like to
hecome a shipbroker?

Since competitive brokerage is competitive as its name implies, you
should struggle hard in the market. If you were to strike a deal for
your first ship, it would yield no results if there is no one to provide
you with support or if the company gives you no assistance in doing
it. You should have a portfolio. Someone who would like to become
a shipbroker should first engage in post fixture operations at a
company like ours, see the people coming to the office. Only after
gathering adequate experience for 3 to 5 years he or she will have
the skills necessary to work as a shipbroker.

Serkan Aral — Chartering Manager, Ugur Ozgoren —
Chartering Department, Karahasan Shipping

How does your day at work usually go?

UOB: We have some specific differences from other brokers. First
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Cahstigimiz kisiler geminin durumuna
gbre mal satiyorlar. Belirli kiracilarla
calisip, piyasada rekabetle karsilasma-
digimiz icin daha rahat ¢alisma imkani-
miz oluyor. Bunun disinda glinliik ola-
rak gemilerin takibi, acentelerle goris-
meler, geminin ihtiyaci varsa yakitini
ayarlamak, liman masraflarini takip et-
mek ve varsa problemleri ¢cézmek gibi
islerle ugrasiyoruz.

Mesleginizin avantajlari ve
dezavantajlarini neler olarak
siralarsiniz?

Ugur Ozgoren

SA: Mesleginizle aranizda garip bir bag olusuyor. Bu durum bir
noktadan sonra sizi degil ama etrafinizdakileri rahatsiz ediyor.
Bence bu meslegin 6zellikle Turkiye sartlarinda daha dnemli bir
dezavantaji, competitive broker dedigimiz sadece araci olarak bu
isi yaptiginizda ortaya ¢ikiyor. Kiraci veya armatdr biinyesinden
bakarsaniz gercekten bu isi hakkiyla yapabilen ya da aldigr broke-
r1 da diizglin ve profesyonel anlamda calistirabilecek, ona o imka-
ni saglayabilecek sirket sayisi gok limitli.

uo: Isinizi sevmezseniz yapamazsiniz. Giinkii dzellikle armatérliik
firmasinda in house brokerlik yapiyorsaniz, 24 saatiniz dolu gegiyor.
Brokerlik, daha farkli diisiinmeyi ve ¢alismayi dgretiyor. Daha yara-
tici oluyorsunuz ¢linkii her giin yeni bir sey yapiyorsunuz. Gemi kira-
lama, sirkete para kazandiran, piyasayla ilgili bilgi toplayan, deniz-
cilik firmalarini siriikleyen, lokomotif bolimlerdir. Dezavantajlari,
ozellikle armatdrliik blinyesinde calistiginiz zaman hig 6zel hayatiniz
olmuyor. Tatiliniz cok kisith oluyor. Baska bir dezavantaji yok.

Sizi en ¢ok strese sokan anlar hangileri oluyor?

SA: Bazen mesela biyiik ¢apta dispute’lar olabiliyor. Bir naviun
ya da zaman hesabi ya da teknik mesele bliylyebiliyor. Ancak stres
isin bir pargasi.

U0: Benim genelde strese diistliglim anlar piyasalarin kdti oldu-
gu zamanlar. Ayrica bir de acik olacak geminin tarihi yaklagsmis-
sa ve ben onu hala baglamamigsam o zaman strese giriyorum.

Broker olmak isteyen genclere neler tavsiye edersiniz?
U0: En snemlisi bu calisma temposunu kaldirabilmek ve bu isi sev-

mek. Sevmedikleri zaman ne olursa olsun isterlerse 20 tane dil bil-
sinler, kesinlikle basarili olamazlar.

SA: En kiiclik tonajdan en bliylik tona-
ja kadar ¢ok analitik ve stratejik disi-
nebilmek ve 3 adim sonrasini hesapla-
mak durumundasiniz. Zamanlama ve
marketin gidisatini cok iyi analiz etmek
cok 6nemli. Rastgele is yapamazsiniz.
Duygusal hareketler bu iste yok. Bence
yeni baslayacak olanlar, competitive
bir firmada baslamali. Bdylelikle her
iki tarafi da ayni anda gorebilirler. B

Serkan Aral
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of all, we evaluate ships according to the messages received in
the morning. We begin looking for cargoes for the open
positions. We work with specific charterers, so we first contact
them. Generally, we prefer arranging cargoes before we go out to
the market in line with their requirements. People we work with
sell goods suitable for the situation of the ships. Since we work
with specific charterers, we do not have to involve in the
competition in the market. In addition, we track the ships,
contact the agents, arrange fuel for ships in case required, follow
port expenses, and solve problems if any during the day.

What are the advantages and disadvantages of your
profession?

SA: A strange bond forms between you and your profession. That
bond does not disturb you, but it does disturb others around you
very much. In my opinion, one of the important disadvantages,
which are more disadvantageous under the conditions in Turkey,
arises when you engage in this business as a competitive broker.
When you consider it from the point of view of the charterers or
shipowners, number of companies capable of doing the business
really properly or make the brokers employed work properly and
professionally is very limited.

vo: If you don’t love your profession, you cannot do it. Because,
particularly if you work as an in-house broker at a shipowning
company, you may have to work for 24 hours a day! Brokerage
teaches you to think differently. You become more creative,
because you do a new thing every day. Chartering departments are
locomotive divisions .that bring in money to the company, gather
information about the market, and drive the shipping companies.
Disadvantages of the profession are that you do not have a private
life if you work at a shipowning company, and your annual leaves
are very limited. There are no other disadvantages.

What makes you the most stressed?

SA: For example, there may sometimes be substantial disputes. A
mistake in freight charge or time calculation or a technical issue
may get more intense. However, stress is part of the profession.

Uo: Generally, I am the most stressed when the markets are
down. I also get stressed when I can’t find cargo for a ship that
would be in open position in a short period of time.

What do you recommend to young people who would like to
hecome a shiphroker?

UO: The most important condition is to be capable of putting up
with the intensive working tempo and to love this profession. If

you don’t, then you will never be able to successful, even though
you speak 20 languages fluently.

SA: You have to be able to think analytically and strategically
and at the same time consider the consequences afterwards for
all ships ranging from the smallest to the largest capacity. It is
very important to analyze the time and the situation of the
market. You cannot do business without prior planning. This
business does not accept sentimentality. In my opinion, they
should begin working at a competitive company. Thus, they can
observe both parties simultaneously. &



