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INDUSTRIAL KITCHENS IN CONTAINERS
ENDUSTRIYEL MUTFAKLAR
KONTEYNERLERDE

FUNDA SIDAL SAGNAK

inoksan Mutfak San. ve Tic. A.S. 5 latada 52 iilkeye toplam degeri 8,5 milyon euro’yu bulan endiistriyel
mutfak ihracati gergeklestiriyor. Bu mutfaklarin bazilan liiks otellerde, bazilar1 dgrenci yurtlarinda, bazilari ise
ticari gemilerde karsiniza ¢ikabhilir. Firmayi ve ihracatin denizyoluyla yapilan kismini sirketin Thracat Miidiirii
Fevzi Duygu ile konustuk.

Inoksan Mutfak San. ve Tic. A.S. exports industrial kitchens worth up to 8,5 million euros to total of 52
countries in 5 continents. You can see some of these industrial kitchens at luxury hotels, some at student
hostels, and some on merchant ships. We talked with the company’s Export Manager Fevzi Duygu about the
company and the company’s exports transported by sea.

inoksan ne zaman kuruldu? Faali-
yetleri neler?

I noksan, restoran, otel, hastane, tatil
koyl, askeriye, 6grenci yurtlari v.b.
toplu beslenme yapilan tesislere ileri

teknolojiye sahip endistriyel mutfak

ekipmanlari Ureten, gelistiren ve pa-
zarlayan bir marka. Bursa'da kiigiik bir
atélyede Vehbi Varlik ve N. Cogkun -
fan'in ortakligi ile 1980 yilinda, kuzine,
firin ve paslanmaz tezgah Ureten bir is-
letme olarak faaliyet gdstermeye basla-
di. Sirketin ilk makine lretimi ise
1985’de patates soyma makinesi ile
basladi. Bir sene sonra, Turkiye'de bir
ilk gerceklestirilerek, bulasik yrkama
makinesi, kuzine ve pasta - borek firi-
nina TSE Belgesi alindi. Firmamiz

1987 yilinda Italyan Zanussi firmasi

ile ilk ithalat calismalarini baslatti.

Daha sonra bu alandaki girisimlerini,

Moreno, Lainox, Animo, Faema, Au-

rea, Elettrobar, Sigma, GBG, IMC,

Traex gibi firmalarla devam ettirdi.
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When was Inoksan established? What are
the company’s main areas of business?

Y noksan is a brand developing,
manufacturing, and marketing state-of-the-
art industrial kitchen equipment for

facilities such as restaurants, hotels, hospitals,

holiday villages, military facilities and student
hostels, etc. The company started its activities
in 1980 as a partnership between Vehbi Varlik
and N. Cogkun Irfan to manufacture
cookstoves, ovens, and stainless steel
countertops in a small workshop in Bursa,

Turkey. The first machinery production began

with potato peeling machines in 1985. One year

later, for the first time in Turkey, the company
obtained Turkish Standards Institution
certificate for the dishwashers, cookstoves, and
pastry ovens manufactured by the company.

Later in 1987, Inoksan began importing

products of the Italian Zanussi company. The

Company also added to its portfolio the

products of many foreign companies including

Moreno, Lainox, Animo, Faema, Aurea,

Elettrobar, Sigma, GBG, IMC, and Traex.



Firmanizin iiriin yelpazesinde neler bulunuyor?

Firmamiz endiistriyel mutfakta olmasi gereken ve ihtiyag duyulan her
tirlli ekipman ve yardimci malzemeyi Gretiyor. Bunlarin iginde pisi-
riciler, fast - food ekipmanlari, servis ekipmanlari, hazirlik ekipman-
lari, bulasik ve bardak yikama makineleri, sebze yikama makineleri,
buz makineleri, cay kahve makineleri, su sebilleri, gastronom kaplar,
her cesit dzellikte ve kalitede yemek takimlari ile servis geregleri bu-
lunuyor. Urettigimiz Griinlerle birlikte misterilere anahtar teslimi
projeler sunabilmek icin satig yelpazemizde, endustriyel soguk odalar
ve camasirhane ekipmanlari da bulunuyor.

2004 yih iiretim miktariniz neydi? Bu iiretimin ne kadari ihrag
edildi ve bu ihracatin degeri ne idi?

Gectigimiz sene iginde 21 bin adetlik bir Gretim gerceklestirdik.
90'l yillarin basindan itibaren firmamiz ihracatin ve diinyaya yo-
nelik Gretim yapmanin ve diinyada marka olmanin gerekliligini go-
rerek, calismalarini bu ydénde hizlandirdi. Uriinlerinin kalitesini
aldigi belgeler ile ispatlamis olmasi, diinya pazarlarina giriste re-
kabet GOstlinligd, ayricalik ve kolaylik sagladi. Buglin itibariyle
Uretimimizin yaklasik ylizde 35'lik kismini ihrag ediyoruz. Yani
toplam 30 milyon euro civarinda olan tretim degerimizin yaklasik
8,5 milyon euro’luk bir kismini.
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What products does your product range include?

Inoksan manufactures all kinds of equipment and auxiliary
materials required and needed in an industrial kitchen. These
include cookers, fast-food equipment, service equipment,
preparation equipment, dishwashers, glass washing machines,
vegetable washing machines, icemakers, coffee and tea makers,
water dispensers, gastronome containers, all kinds of dinner sets,
and service utensils. To be able to provide complete turnkey
projects to customers, our product range also includes industrial
cold-rooms and laundry equipment.

What was your production volume in 2004? What is the
share and total value of exports?

We manufactured total of 21 thousand pieces of products in 2004.
Having realized the importance of exporting, manufacturing for the
international markets and becoming a worldwide brand by early
1990s, the Company intensified its activities in that direction. The
fact that the quality of its products have been proved with the
quality certificates obtained has provided the Company with
competitive advantage, privilege and facilities in entering the world
markets. Currently, 35 percent of the total production is exported.
In other words, share of exports in total production value of around
30 million euros is 8,5 million euros.
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ihracatinizi daha ok hangi iilkelere gergeklestiriyorsunuz?

Uretimini yaptigimiz mutfak makine ve cihazlarini yurt disinda
olusturdugumuz distribiitérler vasitasi ile hem perakende hem de
anahtar teslimi projeli isler olmak tizere 5 kitada, toplam 52 dl-
keye ihrag ediyoruz.

Peki ihracatimizi gergeklestirirken daha ¢ok hangi yolu kulla-
niyorsunuz? Deniz mi, kara mi?

Nakliye ydontemine bazen biz, bazen de misterimiz karar veriyor. ih-
racatlarimizda Avrupa misterilerimizin tercihi, stirenin kisaligi ne-
deni ile kara tagimacihigi. Orta Avrupa’ya yaptigimiz ihracatlarda ge-
nellikle parsiyel yliklerimiz gikiyor. Bizim distribltdrlerimizin calis-
ma sekli genelde depolarinda eksilen malin yerine yeni birini siparis
etme seklinde gergeklesiyor. Boyle olunca zaman zaman 10 ya da 15
m”liik mallarin nakledilmesi gerekiyor. O zaman Almanya, Fransa,
Hollanda, Belcika gibi iilkelere malimizi ulastirmak igin karayolunu,
tirlari tercih ediyoruz clinkii daha kisa slirede ulaslyor Griinlerimiz.
Ancak siire konusunda sikintisi bulunmayan Ulkelerdeki miisterileri-
miz deniz yolunu tercih ediyorlar ki bu llkeler arasinda Fas, Cezayir,
Birlesik Arap Emirlikleri, Avustralya, Suudi Arabistan gibi Glkeler
var. Denizyolunu kullanmanin ihracatimizdaki payi ylizde 20. Malla-
rimiz konteyner gemileriyle taginiyor.

Daha c¢ok hangi liman ya da limanlardan yiikleme yapiyorsunuz?

Biz genellikle, bize yakinligi nedeniyle Bursa’nin Gemlik limanini
kullaniyoruz. Konteynerleri fabrikamiza kabul ediyoruz. Fabrika-
mizda bu konteynerlerin ylklemesini yapiyoruz. Hal bdyle olunca,
istanbul’dan gelecek bir konteynerin maliyeti bize daha yiiksek
olacadi igin genellikle Gemlik limanindan ¢ikislar tercih ediyoruz.
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To what countries do you mainly export?

We export the kitchen equipment and utensils manufactured by the
company to total of 52 countries in 5 continents through our
distributors, both through retail channels and as turnkey projects.

Which mode of transportation do you use most often?
Sea or land?

Mode of transportation is sometimes determined by our
customers and sometimes by us. Our customers in Europe prefer
land transportation owing to short delivery times. We mostly
send our exports to the Central Europe as partial shipment. Our
distributors generally place an order for individual products that
have been sold from their stock. Therefore, from time to time, we
have to transport goods with a volume of only 10 or 15 cubic
meters. So, we prefer trucks to send them to countries such as
Germany, France, Holland, and Belgium, for they are delivered
to the consignee in a short period of time. However, our
customers with no time constrictions prefer transportation by
sea. Such customers are mainly from countries such as Morocco,
Algeria, the United Arab Emirates, Australia, and Saudi Arabia.
Products transported by sea accounts for 20 percent of all our
exports. Our products are transported on containerships.

What port or ports do you primarily use in Turkey?

We mostly use the Gemlik port in Bursa, on account of its
proximity to our plant. We load the products into the containers
at our own plant. Since it would cost too much to bring a
container from Istanbul to our plant, we prefer exporting
through the Gemlik port.
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Haftalik ya da aylik bazda kac gemiye, ne kadar mal
yiiklilyorsunuz?

Oyle bir istatistiki bilgimiz yok clinkil bizim satislarimiz biraz turizme
dayali ve mevsimsel. Dolayisiyla, 6rnegin yaz aylarinda yaptigimiz de-
nizyolu tasimaciligr kisa gére biraz daha fazla oluyor. Bir de mallar
rutine bindirilmis bir sevkiyat halinde degil clinkii distribiitorler ve
temsilciler vasitasiyla galistigimiz igin onlarin almis oldugu islerin
Uretimlerini yapiyoruz biz. Bu da mevsime, ekonomik kosullara, o tl-
kenin o sene iginde bulundugu sartlara gdre dediskenlik gdsteriyor.

Kara ya da denizyolunu karsilastirdigimzda hangi yontem si-
zin acinizdan daha avantajli?

Karada hareket kabiliyeti biraz daha fazla. Ozellikle Bursa’nin bir
endlstri sehri olmasi nedeniyle buradan yurtdisina ¢ikislar cok
fazla. Her an Avrupa’ya gidebilecek 6zellikte kara nakliye araci
bulabiliyoruz. Ayni llkelere haftada birkag kez ¢ikis olabiliyor.
Ancak deniz yoluyla bu durum biraz kisitli olabiliyor. Hareket
glnleri genellikle sadece Cuma giinlerine denk geliyor. Ayrica de-
nizyoluyla parsiyel tasima imkani ¢ok fazla miimkiin degil. Dola-
yistyla karayolu hem bizim agimizdan, hem de misterilerimiz aci-
sindan daha fazla tercih edilen bir tasimacilik sekli.

Maliyet acisindan degerlendirecek olursaniz?

Maliyet agisindan kara denize gore tabii ki dezavantajli. Ancak soy-
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How many products do you load on how many ships on
weekly or monthly hasis?

Actually, we do not have such statistical data, because our sales
a little depend on tourism and are seasonal. Consequently, for
example, we use sea transportation more in summer compared to
winter. And we do not dispatch products on a regular basis.
Since we work through our distributors and agents, we
manufacture based on the orders they receive from their
customers in their own territories. Therefore, the orders received
vary depending on the seasons, economic conditions, and current
conditions in the countries of our distributors or agents.

When you compare transportation by land and sea, which
mode is more advantageous for you?

Mobility is quite high on land. Particularly due to the fact that
Bursa is an industrial city, there are many transportation
facilities available. You can always find a land transportation
vehicle to anywhere in Europe. Even, there are several services
to the same countries in one week. However, sea transportation
has limitations in that regard. Departures are mostly on Fridays.
In addition, partial shipment is not possible in transportation by
sea. Consequently, land transportation is more preferable both
for us and for our customers.

Which one is more advantageous in terms of cost?

Undoubtedly, sea is advantageous over land in terms of cost.
However, there is one more thing that should be taken into
consideration here. If there are direct services by sea, price is more
appropriate, but if there is a transit or transshipment port, than the
transportation time is prolonged to a great extent. Goods may be
kept in such ports for comparatively long periods of time. In that
case, due to the costs arising from the use of transshipment ports,
the transportation costs increases along with the increasing
transportation time. Our competitors in the sector are mostly the
Italian companies. Transportation time from Italy to countries such
as Tunisia, Morocco and Algeria is very short. They are able to
send their products within one week or 6 days. On the other hand, it
sometimes takes up to 20 - 25 days, even 30 days, to transport our
products to the same countries due to long waiting periods at
transshipment ports. In addition, unavailability of partial shipment
service in sea transportation is another problem. For example, a
customer desiring to purchase goods of half a container is forced to
purchase a full container load of goods due to unavailability of
partial shipment service. That is a factor that increases the cost.

What other difficulties do you experience in exports?

We do not experience so many problems. There is one more
thing, in land transportation, you have the chance to send
documents such as invoice, bill of lading, etc. along with the
products. You cannot do the same when you use sea
transportation. Therefore, you have to send the documents by
courier. That also causes a small extra cost.

You also manufacture marine galley equipment. How do you
export these products?



le bir durum s6z konusu. Bizim denizyoluyla gdnderebilecedimiz ylk-
ler icin direkt seferler olasi ise, licret daha uygun oluyor ama bir tran-
sit veya aktarma limani s6z konusu ise 0 zaman stire oldukga uzuyor.
Clnkl aktarma limaninda o bdlgeye gidecek geminin yakalanmasi
gerekiyor. Bu limanlarda mallar uzunca siire kalabiliyor. Bu durum-
da aktarma limanlarini kullanma maliyetleri nedeniyle hem nakliye
bedelini artiriyor, hem de tagima siiresini uzatiyor. Bizim sektdri-
miizde rakiplerimiz genellikle hep Italyan firmalar. italyan firmalar
olunca onlarin cevre Ulkelere, 6zellikle Tunus, Fas, Cezayir gibi llke-
lere gdnderim siireleri cok kisa. Bir haftada veya 6 glinde mallarini
gonderebiliyorlar; fakat bizim ayni lilkelere mallari géndermemiz sirf
bu aktarma limanlarindaki beklemelerden dolayl 20 — 25 hatta 30
giind bulabiliyor. Ayrica denizde parsiyel servis imkaninin olmamasi
da ayri bir sorun. Yani bizden yarim konteyner mal alacak bir mus-
terimiz parsiyel servisi olmadigi icin mecburen komple bir konteyner
almak zorunda kaliyor. Bu da maliyeti yiikselten bir unsur oluyor.

Bunlarin disinda ihracatta ne tiir zorluklar yasiyorsunuz?

Pek fazla sorunumuz olmuyor ama mesela karayoluyla bir ihracat
yaptiginizda ihracatla ilgili fatura, konsimento gibi evraklari ge-
nellikle mallarla birlikte génderebiliyorsunuz. Oysaki bazi deniz-
yolu tagimaciliklarinda bunlar kabul edilmiyor, kaptan postasi ol-
muyor. Kabul edilmedigi taktirde evraklarinizi tekrar kuryeyle
gondermek durumunda kaliyorsunuz. Bu da ekstradan, ufak da ol-
sa bir maliyeti getiriyor.

Siz ayrica gemi mutfaklari da iiretiyorsunuz. Bu iiretiminizi
yurtdisina hangi yollarla gonderiyorsunuz?

Gemiler Turkiye’ye geliyorlar. Tuzla’da insa edilen ya da bakimi
yapilan gemilere mutfaklarimizi monte ediyoruz. Ama onlar da ih-
racat olarak kabul ediliyor.

2005 yili icin hedefleriniz neler peki?

2005 yili hedeflerimiz bir 6nceki yila gére ihracat rakamlarimizi
ylizde 20 arttirmak ve 5 yeni Ulke ile ticareti baslatmak. 2008 yi-
lina kadar da Uretimimizin ylizde 50’sini ihrag eden bir firma ol-
may! hedefliyoruz.

Bu 5 yeni iilke hangileri?

Biz simdi ABD hari¢ Orta Avrupa, Orta Dodu, Balkan Ulkeleri,
Tirki Cumhuriyetler’de ¢alisiyoruz. Bunun yaninda Avustralya ve
Yeni Zelanda’ya da calisiyoruz. Ama Uzakdogu, 6rnegin Singa-
pur, Kore, Cin, Tayvan gibi bélgelerde ¢ok fazla aktif degiliz. Ozel-
likle bu sene hedefledigimiz Uzakdogu’da Pakistan ve Hindistan
gibi dlkelere agiimak. Bir de Gliney Amerika llkelerinde calismi-
yoruz. O tarafta distribitorligimiz yok. Yalnizca Sili ve Peru’ya
satis yapiyoruz. Gliney Amerika Ulkelerinden de yeni temsilcilikler
bulmak i¢in calismalar yapiyoruz bu sene.

Bu yeni hedeflere de herhalde deniz yoluyla gondereceksiniz
iirettiklerinizi.

Tabii. Insallah. Oralara génderebilmek igin denizyolundan daha
uygun bir yol yok. B
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Ships come to Turkey for that purpose. We install our equipment
in the galleys of ships being built or maintained at shipyards in
Tuzla. However, they are also considered to be exports.

What are your goals for 2005?

Our goals for 2005 is to increase our export volume by 20 percent
compared to previous year and to begin exporting to 5 new
countries. We aim to export 50 percent of our production by the
year 2008.

What countries are they?

Except for the USA, we export to countries in Central Europe, the
Middle East, the Balkan countries, and the Turkic Republics. We
also export to Australia and New Zealand. However, we are not so
active in the Far Eastern countries such as Singapore, South Korea,
China, and Taiwan. We aim to open to countries like Pakistan and
India in that part of the world this year. We do not work with the
South American countries, either. We have no distributors there.
We only export to Chile and Peru. We work to find new distributors
or agents in South American countries this year.

I guess you will transport your products to these new
markets hy sea.

Of course. I hope so. There is no appropriate mode of transportation
other than sea to send our goods to those parts of the world. B
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