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“WE HOLD 90 PERCENT OF THE MARKET”
PIYASANIN %90’INA SAHIBIZ

Adim adim hiiyiiyen, gelecege doniik planlarinda girisimci ruhu ilke edinen ve Heinen&Hopman Engineering

B.V.’nin ortak oldugu tek firma ozelligi tasiyan Heinen Hopman Miihendislik A.S., bagimsiz bir calisma

modeliyle faaliyetlerini siirdiiriiyor.

Heinen Hopman Miihendislik A.$. adopted the entrepreneurial spirit as a principle in its future-oriented

plans and having the feature of being the only partner of Heinen & Hopman Engineering BV, continues to

grow step by step hased on an independent model of activities.

Kamil Taskin

ok B

irmanin Genel Midiri Kamil Tagkin’in hikayesi 1974 yilinda is-
F tanbul’da Bandirma-Tekirdag feribotlari ve 1977 yilinda 18,000

tonluk Deniz Nakliyat’a ait gemilerin sogutma isleri ihalesini
alan firmasinin Ankara’dan Istanbul’a gemesiyle basliyor. Kamil Tag-
kin, kendisinin sektdre adim atisini “kader” olarak nitelendirse de,
bu bliyiimenin temelinde 6zgiiven ve azim oldugu ¢ok agik...

Sirketinizin ortaklik yapisi hakkinda hilgi verir misiniz? Ortaklik-
tan heklentileriniz nedir?

Sirketimizin %55’ Hollanda’daki Heinen&Hopman Engineering B.V.
firmasina, %45'i ise Tiirk ortaklara ait. Heinen&Hopman diinya capin-
da calisan bir firma. Diinyanin bircok Glkesinde projeleri var. Almis ol-
duklari yurt digi projelerinde onlara hem malzeme, hem mihendislik,
hem de servis destedi verebiliyoruz. Yazin Avrupali servis elemanlarinin
biiyik bir bdlimii izin hakkini kullandidr igin servis verme sikintilari olu-
yor, bizden yardim aliyorlar. Mihendis sikintilar oldugunda buradan
yolluyoruz. ihtiyag halinde ana ofisten de buraya gelen elemanlar oluyor.
Ortagimiz Heinen&Hopman’dan en biylk beklentimiz, mevcut ihracat
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amil Taskin’s story, the General Manager of the company,
K starts when his firm at that time won the refrigeration works

tender on the Bandirma-Tekirdag ferryboats in Istanbul in
1974 and for the 18,000 tonnage vessels of Turkish Cargo Lines in
1977, resulting in moving from Ankara to Istanbul. Even if Kamil
Taskin characterizes his move into the sector as “‘fate,” it is obvious
that the basis of this growth lies in self-reliance and determination.

Can you give us information on the partnership makeup of your
firm? What are your expectations from this partnership?

55% percent of our firm is owned by the Dutch Heinen & Hopman
Engineering BV and 45 % by its Turkish partners. Heinen &
Hopman is a worldwide company. It has projects in many countries
throughout the globe. We provide all types of materials, engineering
and service support for the overseas projects that they have won.
Since a large portion of European service employees are on leave
during the summer months they have problems providing service and
receive support from us. When they have a need for engineers we
send them from here. When the need arises employees come here
from the main office. Our biggest expectation from Heinen &
Hopman is to turn Heinen Hopman Mdihendislik from a local to an
internationally renowed firm, by proving greater support for their
existing export projects.

Would you provide us with information on your area of
activities and your products?

What we do is to provide the complete heating, air conditioning and
cooling systems together with the project for a vessel or a yacht and
to supply the spares. We provide the supplies in accordance to class
and flag standards with their certificates and assemble the materials
on the vessel according to the agreements with shipyards and ship
owners. At the same time we have the capacity to provide services to
countries near Turkey and throughout the country.

What is the guarantee period?

Normally one year. However, we do receive requests from customers



projelerinde kendilerine daha gok destek vererek, su anda yerel bir firma
olan Heinen&Hopman Muhendislik’i uluslararasi hale getirmek.

Faaliyet alanlariniz ve iiriinleriniz hakkinda hilgi verebilir misiniz?

Bizim yaptigimiz is, bir geminin ya da bir yatin komple i1sitma, sogut-
ma ve havalandirma sistemini projesiyle birlikte yapmak ve malzeme-
sini de tedarik etmek. Klas ve bayrak kurallarinina uygun malzemeyi
sertifikalariyla birlikte veriyor, tersaneyle ve armatdrlerle yapilan an-
lasmaya bagli olarak malzemelerin gemilerde montajini yapiyoruz.
Ayni zamanda Tirkiye’ye yakin olan Ulkelerde ve Tirkiye capinda ser-
vis verme imkanimiz var.

Ne kadar garanti siireniz var?

Normalde 1 yil. Fakat bazen miisterilerden daha uzun garanti stireleri ile
ilgili istekler gelebiliyor. Uzatilacak siireye gére bir marj koyuyor ve bu
sekilde miisterimizin iste§ini gergeklestirmis oluyoruz. Ayni durum yedek
parcalar icin de gecerli. EGer musterimiz standart yedek parca listesinin
disinda ekstradan malzemeler istiyorsa, bunlari da saglayabiliyoruz.

Sirketinizin hedef kitlesi Tiirkiye iizerinde mi odaklaniyor?

Kurulug asamasinda hedefimiz Turkiye pazariydi. Ancak su anda Tirki-
ye'de elde ettigimiz basarilar sonrasi biz de kendimize ihracat he-
defleri koyduk. Ozellikle Tiirkiye'ye yakin olan ve gemi insa
sektdrinlin aktif oldugu Romanya, Ukrayna, Misir, Hirva-
tistan ve Rusya pazarlari ilgimizi cekiyor. Bu noktada He-
inen&Hopman ile tath bir rekabet yasayacagiz. Ciinki
ayni ismi tasiyoruz ama ayri bir sirketiz. Her seyden én-
ce Tirk firmasiyiz.

Heinen&Hopman’in Gin, Amerika, Singapur, ispanya,
Belcika, Aruba, Hindistan, Romanya ve Almanya’da
kendine ait ofisleri var. Diger Ulkelerde de temsilcilikleri
bulunuyor. Yani acente araciligiyla calisiyorlar. He-
inen&Hopman’in ortak olarak bulundudu tek sirket burasi.

Sizinle haglantiya gecmeleri nasil oldu? L

1990’ yillarda Tiirkiye'de Heinen&Hopman’in servis des-
tegine ihtiyac oldu ve benimle irtibata gectiler. Hollan-
da’da yurt digi projelerinin basinda olan Albert de Boer’le
Savanora yatinin projesinde calisirken tanismistim. He-
inen&Hopman’in Tirkiye’deki teknik servisi olmam igin
teklifte bulundular, ben de kabul ettim. Zamanla Tirki-
ye'deki gemilere sagladiklari sistemleri 6grenmeye basla-
dim. Birkagc projeyi kendi bagimiza hayata gegirince onlar sir-
ketimi kendilerine satmami, ben de ortak firma kurmayi teklif
ettim. Gorlismeler yaklasik 1.5 yil stirdii ve 2003’Un Adustos
ayinda firmayi kurduk. O glinden bu giine ¢ok gelisme kay-
dettik ve su an Tirkiye’deki pazarin %901 bizim elimizde.

Heinen&Hopman Hollanda’yla iligkileriniz nasil?

Firmamizi denetleyen mali islerle ilgilenen uluslararasi bir
sirket var. Her Uic ayda bir gelip bizi denetliyorlar, rapor ha-
zirhyorlar, bu raporu Hollanda’ya da yolluyorlar. Her sey sef-
faf olduktan sonra kimsenin aklinda bir soru isareti kalmiyor.
Eger denetlenmeseydik belki, ‘o adam orada ne yapiyor’ diye
dlstineceklerdi. Muhasebecimiz her ay sonunda rapor yollar.
Tabii onlarin hesaplariyla bizim hesaplarimiz muhasebe anla-
minda ¢ok farkli. Bunlari anlatana kadar biraz zorluk cektik.
Fakat simdi onlar da anladilar ve her sey yolunda gidiyor.
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for a longer period of guarantee. We put a margin according to the

requested period and thus realize the requests of our customers. The
same is true for spare parts. If our customer wants extra materials

outside the standard spare parts list we can provide these as well.

Is your firm’s target audience focused in Turkey?

During the formative years of the firm our target was the Turkish
market. However, after the successes we have achieved we have set
export targets. In particular, countries that are close to Turkey like
Romania, Ukrania, Egypt, Croatia and Russia that are active in the ship
building industry, have drawn our attention. At this point we will have
an interesting competition with Heinen & Hopman because we have the
same name, but are separate firms! Above all we are a Turkish firm.

Heinen & Hopman have their own offices in China, the USA,
Singapore, Spain, Belgium, Aruba, India, Romania and Germany.
They have representative offices in other countries. In other words
they work through agencies. The only partner firm that Heinen &
Hopman has, is this firm.

How did they communicate with you?

During the 1990’s Heinen & Hopman needed service support in
Turkey and they contacted me. I had met Albert de Boer, who
headed the firm’s overseas projects in Holland, while
working on the Savanora yacht project. They proposed
that I become Heinen & Hopman’s technical support
in Turkey and I accepted. In time I learned the
: systems that they provided to vessels in Turkey.
) After realizing a few projects on our own, they
P asked me to sell my firm to them and I proposed to
.?' set up a joint-venture company. The negotiations
went on for approximately 1.5 years and we set up the
firm in August 2003. We have made great strides since

- then and today we hold 90% of the market.

f.. How are your relations with Heinen & Hopman of
Holland?

There is an international company involved in
financial services that audits our firm’s records.
They come quarterly and audit us, prepare

statements and forward the statements to Holland.

Since everything is transparent no one is left with a
question mark. If we hadn’t been audited they may
have thought “what is that man doing over there?”

Our accountant sends a statement at the end of each

month. Of course our records and their records are

very different in an accounting sense. We had
difficulties in trying to explain this to them. But they
now understand and everything is going well now.

What are your thoughts on the development of the
Turkish ship building industry?

I think there is a need for people. There are a lot of
people out there but there is a need for people that
really love this work. If you can put up with a
little inconvenience a lot of good work can be
done. I always want to give direction to young
people. I talk to them and explain the attraction
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Tiirkiye’nin gemi insa sanayisinin gelisimi haklanda neler diisii-
niiyorsunuz?

insana ihtiyag var diye dlstinlyorum. insan cok ama bu isi hakikaten
severek yapacak insana ihtiyacimiz var. Biraz zahmet cekilirse cok iyi
isler yapiliyor. Ben gencleri hep ydnlendirmek istiyorum. Onlarla ko-
nusuyor, isin cazibesini anlatiyorum. Ancak piyasa hala adama ag. Bi-
zim firmamizda su an yaklasik 45 kisi calisiyor. Yaklasik 60 kisi ol-
mamiz lazim. Buradaki arkadaslarin hepsi, cok bilylik dzveriye calisi-
yorlar ve islerini severek yapiyorlar.

insanlar disaridan baktiklarinda ‘ne kadar kolay is’ diyorlar. O kadar
zorluklarr ve kurallarr var ki... Calisma sartlarinin zorlugu da séz konu-
su. Eskiden tabii ki sartlar daha agirdi. Simdi tersaneler teknik anlam-
da gelisti. Bunlari gdrmek glizel. italya, Fransa ve Amerika’dan sonra,
dlinya capinda yat tiretiminde Tiirkiye de yerini alacak. Glnkii ileriye do-
niik cok glizel yatirim yapan firmalar var.

YABANCI YATIRIMCI TURKIYE'YI TERK
EDEBILIR

Gemi insa yan sanayisinin Tiirkiye’deki konumu
hakkinda degerlendirmeleriniz nedir?

Yan sanayi Tiirkiye’de cok glizel yerlere geliyor. Blyii-
yen firmalar var. Ben bu ise ilk bagladigimda bir gemi-
nin elektrik panosu bile Avrupa’dan geliyordu. Simdi
buradan yurt disina elektrik panosu yapiliyor. Eskiden
dizayn da yurt disindan alinirdi. Simdi dizayn firmalari da biyd-
yor. Ama bliyiimek cok kolay degil, her sey adim adim olmak zo-
runda. Bu da yogun emek gerektiren bir is.

Sektorde yavas yavas enflasyon sorunu kendini gostermeye
hasladi...

Bu bana normal geliyor. Elinizde cok is oldugu zaman, eskiden
yaptiginiz isin altinda bedellere calisiyorsunuz. Ornegin biz, ozel-
likle iscilik kisminda bazi islerden zarar ediyoruz. Eskiden bir ge-
miyi bir senede yapardik, simdi 1.5 senede montaj is¢iligi olarak 8
gemi bitirip teslim etmisiz. Dolayisiyla fiyatlarin asagiya diismesi
normal. Kiiglik olsun benim olsun mantigiyla hareket edenler, firma
kurup daha dnce calistidi yerin biraz altinda fiyat veriyorlar ve bu
noktada tersanelerin kaliteden ziyade fiyati baz aldiklari goriiliiyor.

Fiyat kismi bence devlet ihalelerinde oldugu gibi kapali zarf usuliiyle
gerceklestirilmeli. Once neleri taahhit ettigimizi, neler yapabilecegi-
mizi degerlendirip, en son fiyat kismini agmalilar. Ama bu profesyo-
nelligi cok fazla tersane gdstermiyor. Kiigiik firmalar ¢odaldikga fiyat
asadiya iniyor. Ciinkl rekabet etmek zorundasiniz. Biz projesini ciz-
digimiz, malzemesini sattigimiz iste, isgilik kismini ucuza yapmayi
kabul ediyoruz. Sebebine gelince, tam profesyonellesmemis insanlar
malzemeleri hor kullaniyorlar. Biz de kendi malimiza sahip ¢ikmak
adina isciligi kendimiz yapmak istiyoruz.

2009 yilina kadar baktiginiz zaman tersaneler tamamen dolu.
2009’dan sonrasini nasil degerlendiriyorsunuz?

Hollanda’daki merkezden aldigimiz duyumlara gére gemi insa sekto-
riine girenler cok hareketliler. Su an Tirkiye’ye geldiler ama her an
terk edebilir, Ukrayna, Romanya gibi daha ucuz llkelere yonelebilir-
ler. Dikkatli olmak lazim diye distiniyorum. Kalite ve fiyat rekabeti
konusunda kendimizi kanitlamamiz gerekiyor ve bu konuda yat sekto-
riinden umutluyum.
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of this business. However, the market is still hungry for people.
About 45 employees work for our firm at the present. We should
have approximately 60 employees. All of the employees here work
with great self-sacrifice and enjoy doing their job.

When people look from the outside they think what an easy job.
There are so many difficulties and rules... Working conditions are
also an issue. Of course conditions were harder in the past. Now
shipyards have expanded technically. It is nice to see these things.
After Italy, France and the USA, Turkey will take her place among
world-class yacht building because there are many firms that
undertake excellent future oriented investments.

FOREIGN INVESTORS MAY LEAVE TURKEY

What are your views of the position of the marine equipment
supply industry in Turkey?

The supply industry is becoming very attractive in
Turkey. There are expanding firms. When I first
started this business even the power panel of a vessel
came from Europe. Now they make power panels here
for overseas. In the past even designs were received
from Europe. Now design firms are expanding. But
expansion is not easy, everything has to take place
step by step and this requires intensive labor.

Inflation has slowly hegan to appear in the
industry...

This appears normal to me. When you have a lot
of work to do, the prices go down. For example,
we make a loss in certain work we do, in
particular labor. Previously we used to build a
vessel in one year, now we have built eight vessels
with 1.5 years involving assembly work.
Thus, it is normal for prices to decline.
Those with a “let it be small but let it be
mine’” mentality form a company and give
a lower price compared to the firm they used
to work before and at this point shipyards take
price as a basis rather than quality.

I think the price part should be realized as a sealed bid as in state
tenders. First, they should look at what we are committing, evaluate
what we are capable of and open the price bids at the end. But not
that many shipyards show this professionalism. As small firms
increase, prices decline because you have to compete. In the projects
that we draw and provide the supplies, we agree to provide cheaper
labor. As to the reason for this, people who aren’t completely
professional, use the materials roughly. In order to take care of our
materials we want to do the workmanship ourselves.

When we look up to 2009 shipyards are completely full. How do
you see things after 2009?

According to what we have heard from the head office in Holland,
firms that have entered the ship building industry are very active.
Right now they are here but can depart at any time to cheaper
countries like Romania and Ukrania. I think we need to be careful
here. We have to prove ourselves in terms of quality and competitive
prices and in this respect I am hopeful of the yacht sector. B



