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Ogis Kimya Firma Sahibi ismail Kog:
“Biz musterilerimizi ticari partnerimiz ve

ortagimiz olarak goriiyoruz”

"Kimya Dunyamizdir" sloganiyla faaliyet gosteren Ogis
Kimya misteri memnuniyeti odakli hizmet veriyor. Firma
Sahibi ismail Kog ile firmalari ve sektérleri hakkinda
konustuk:

Ogis'ten ve firmanizdaki igleyigten bahseder misiniz?
Ogis Kimya, 1999 yilinda tekstil ve insaat sektoriinde
faaliyete baglamis, akabinde kimyasal hammadde teda-
rikgisi olarak kimya sanayinde yerini almigtir. Tecribesini
dnceki is sahalarinda gdstermis oldugu titizlikten alan
Ogis dinamik yapisi ile kendini global sartlara ivedilikle
adapte edebilmektedir. Ogis calisanlarinin kisisel gelisi-
mine ¢ok 6zen gbstermekte ve asagidan yukariya dogru
bir yapilanma stratejisi benimsemektedir. Bu nedenle
tim caliganlarin bir Ust pozisyon igin her an hazir ve
donanimli olmasi saglanmaktadir. Bu bizim icin yeni
Urtin gelistirme ya da yeni sektor satis alanlarinin olustu-
rulmasi sirasinda olusacak insan kaynaklari eksikligini
ortadan kaldirmistir. Ogis, finansman kaynaklarini olduk-
ca verimli kullanan ve 6z sermayesi ile hareket eden
nadir sirketlerdendir. Finansman kaynaklarinin giinimuz
global kosullarinda ne kadar énem arz ettigini hepimiz
malumudur. Bu nedenle aktif ve pasif dengesi ve kur
hareketleri titizlikle takip edilmekte olup dengeli bir yapiy-
la hareket etmekteyiz.

Msterilerimiz tim calisanlarimiz ile oldukga rahat iligki
kurabilmekte ve tim isteklerine cevap bulabilmektedir.
Ogis miisterisini bir ticari ortak olarak gérmekte ve bunu
misterileri de bu sekilde bilmektedir. Sirketler genel ola-
rak kisa, orta ve uzun vadeli hedeflerle hareket ederler.
Tabi biz de bdyleyiz. Bazen kisa vadeli hedefler uzun
vadeli hedeflerle cakisabilmekte ve firmalar kisa vadeli
hedefleri tercih edebilmektedirler. Ogis olarak uzun
vadeli hedeflerimiz her zaman kisa vadeli hedeflerimizin
dniinde tutmaktayiz. Ogis bircok sektdre hizmet veriyor.
Bunlar; beton sanayi, balata sanayi, boya imalat sanayi,
deterjan sanayi, kablo sanayi, plastik sanayi (PE, PVC),

tekstil, terlik, ambalaj, deri sanayi, kozmetik sanayi, kau-
cuk sanayi, akrilik sanayi, elektronik sanayi gibi... Ogis
urtinde kaliteden taviz vermemektedir. Bahsi yukarda da
gegen sektérlere hammadde tedariki yapmak dnemli bir
Ar-ge birikimi gerektirmektedir. Sirekli ithalati yapilan
urtinleri birakin, &ézel istekle ithalati yapilan drtinlerde
dahi sifir hata olmasi ar-ge departmanimizin ¢ok iyi
calistiginin bir gdstergesi olsa gerek... Ogis olarak iiri-
nin kalitesinin yaninda ginimiz sartlarinda dinamik
yapl, hizl ve hatasiz hizmet farklilasmada énemli bir yer
tutmustur. Bu nedenle dagitim ve depolama hizmetini
profesyonel sirketlere ihale ederek yapmaktayiz. 7000
m? kapali alana sahip bir depo alani ve her gin sayisiz
sevk operasyonu gerceklestirecek bir lojistik departmani-
na sahibiz. "Kimya Dinyamizdir' sloganiyla yola ¢ikan
Ogis, cevreye duyarlilik noktasindaki hassasiyetini de
korumaktadir. Bu vesile ile ithal ettigi ve Urettigi drtnlerin
teknik dzellikleri ve MSDS bilgilerini de miisterisine sun-
maktadir.

Uretiminiz var mi? Ordinleriniz hakkinda ayrintili bilgi ala-
bilir miyiz? Uriin skalanizi hangi iiriinler olugturuyor?
Evet var. Yukarda da bahsettigimiz tecriibemizi tiretimle
birlestirerek 2010°’dan beri PVC ve kauguk sektdriine sta-
bilizan, elektronik sanayine flux ve boya sanayine biosit,
skatif, kdpuk kesici, stiren akrilik kopolimer Uretimi yap-
maktayiz. Bu sahalardaki ki ¢alismalarimizda kalite ve
cevre faktdrlerine dnem vermekteyiz. Bu sebeple Uriinle-
rimizin ROHS sertifikas! olup ISO kalite belgesi ile belge-
lendirilmis bir Gretimimiz mevcut. Avrupa, Amerika ve
Uzakdogu Ulkelerinden ithal ettigi hammaddelerle yukar-
da da bahsettigim sektdrlerin hammadde tedariklerini
saglamaktayiz. Kisaca ifade etmek gerekirse alkoller,
asetatlar, asitler, alkaliler, amin ve amin tlrevleri, anyo-
nik camelyaf fitil, dolgu maddeleri, isiticilar, inorganik
pigmentler, katyonikler, karbon siyahlar, kostikler, keton-
lar klorlu solventler, lehimleme sarf malzemeleri, glikol-
ler, pigmentler, ,organik fosfonatlar, polyester hizlandiri-
cilar, polimer emilsiyonlar, skatifler, stabilizatorler, sente-
tik kalinlagtiricilar, sisiriciler, tinerler, titan dioksitler, tuz-
lar yUzey aktifler ve diger Urinler.

Global piyasalarda diigtiniildigiinde iyi bir finans yoneti-
mi dnemli, ancak birgok firma, migteri kaybi endigesi ile
ciddi finans kayiplarina ugruyor. Bu konuda nasil bir yn-
tem gelistirdiniz?

Oncelikle sunu sdylemek isterim; biz miisterilerimizi tica-
ri partnerimiz ve ortagimiz olarak gérmekteyiz. Dolayis
ile piyasa bilgilerini ortagina aktarmak ve bunun igin bir-
likte bir yol haritasi ¢izmek ortaklik kiiltiirintin geregidir.
Olaylara kisa degil uzun vadeli bakmak gerektigini diisu-
nilyorum. Bu nedenle finans departmani diinya piyasala-
rini takip etmekte ve ticari ortaklarimiza iletilmek (izere
tim calisanlarimiz belli araliklarla global ve yerel piyasa

riskleri bilgilendirmesi yapmaktadir. Bu da ticari ortaklari-
mizin én gdrememis olabilecegi olasi risklerden kacin-
malarini saglamaktadir. Sag olsun tiim ticari ortaklarimiz
bu konuda bize yardimer olmakta ve anlayisla karsila-
maktadirlar.

Tim Tiirkiye'ye hizmet veriyor musunuz? Sevkiyat yone-
timiniz nasil?

Tirkiye geneli satis mevcut oldugunu belirtelim. Nihai
kullaniclya direk satis yapmayi tercih ediyoruz. Bizim
istanbul depomuz disinda bir depomuz meveut degil. Bu
belki bir dezavantaj gibi gdziikiiyor ancak bizle ¢aligan
sehir disi firmalar sunu gértyorlar ki saat 11.00°a kadar
gelen tiim siparigler bir sonraki gun icersinde ellerinde
oluyor. Tabii bu ¢ok iyi bir sevk operasyon bagsarisidir.
Yukarda da bahsetmistim; lojistik sevk operasyonumuzu
bir sirkete ihale ettik. Bunun faydalarini gériyoruz.

Yaganan rekabet sektorli nasil etkiliyor?

Sunu belirtmekte fayda var. ithal edilen triinlerin uluslar-
aras| hammadde fiyatlar birbirine zaten ¢ok yakin. Onun
icin fiyat bazl satis farklilasmasini ¢ok makul gérmiiyo-
ruz. Kalite, sureklilik, sevkiyat ve musteri hizmetleri fark-
llasmasinin daha ayirt edici oldugunu dusinlyoruz.
Sirekli gelisim, ekipman ve donanima 6nem gdsteren fir-
mamiz, musteri her zaman haklidir ilkesiyle calismakta
ve migsteri memnuniyet anketleriyle bu gérislerimizi
pekistirmekteyiz. Piyasalardaki yasanan rekabeti, bu ilke
dogrultusunda mdsterilerimize en iyi hizmeti vererek ve
kalite konusunda 6din vermeyerek asmaktayiz. Hakl
rekabet icerisinde en 6nemli faktér olarak gdsterilen
uygun fiyatlandirmanin yani sira musteride giiven olgu-
sunu olugturmak bizim yasadigimiz zor rekabet sartlari
icerisinde yol alabilmemizi saglayan en énemli faktdrdir.
Kanimizca misteri gbzlyle givenilir bir firma olmamiz,
rakipler arasinda énceligimizi saglayan birincil etkendir.
Bunun yani sira hizli ve zamanin da sevkiyatlar tercih
kilinmamizi etkileyen diger unsurlardan biridir. Ogis
Kimya icin yasanan bu hakli rekabetin olumsuz oldugu-
nu diisinmuyoruz. Rekabetin artmasi bizim disa agilma
istegimizi ve kalite standartlarimizi daha ytiksek kalmasi-
ni sagladi. Boylelikle musteri memnuniyetini saglamak
agisindan rakiplerimiz arasinda bizi farkli kilacak yeni
degisimler saglamis oldu. Farklilasma ve degisimlere
aclk olmamiz bizi bu sektérde sahip oldugumuz konuma
getirmede ki en 6nemli sihirli sézcuklerdir

Gecgen ilk alti ayda Ogis beklentilerini gerceklestirebildi
mi? Yeni yildaki hedefleriniz nelerdir?

Son zamanlarda yasanan piyasalardaki dalgalanmalar
genel anlamda biitiin sektdrleri olumsuz etkiledi. Ozellik-
le dinya piyasalarinin inisli cikigl egilim géstermeleri,
Avrupa’daki riskler tum firmalari olumsuz etkiledi.Bunun
yaninda tim firmalarin ileriyi net gérememesi sektérel
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ice donik bir yapi olusturdu. Ancak yasanan bu tim
olumsuzluklara ragmen ilk alti aylik dénemde ciro hedef-
lerimize fazlasiyla ulasmayi basardik. Bu basaridaki en
6nemli etken ise yalniz birkac sektére bagimli kalmayip,
birgok alternatif sektorlere hizmet vermemiz ve musteri-
lerimizi ticari ortagimiz olarak gérmemizdir. Hangi
doénemlerde hangi sektériin daha ¢ok hareketli olup
olmadigini iyi analiz edip, belirlenen dénemlerde o sek-
torlere yogunlasiyoruz. Bu dénemsel asamalarda satis
ve pazarlama departmanin belirledigi yeni Uriinleri de
tespit edip bunu ithalat departmanimiza aktariyoruz.
ithalat bélimi ve satis béliminin ortaklaga yaptig
arastirmalardan sonra ¢ikacak karar dogrultusunda bu
urtinlerin ithal edilip edilmeyecegi bdylelikle neticelendi-
rilmis oluyor. 2011 yilinda ¢ok iyi bir performans sergile-
yen firmamiz, 2012 yilinin ilk alti ayinda ciro bazli hedef-
lerini, tonaj bazli hedeflerinde %70 basari ile tamamladi.

Genel anlamda iginde bulundugumuz sektériin diind ve
bugiini arasindaki sireci nasil degerlendiriyorsunuz?
Sektdriin sikintilari nelerdir? Bunlarin agilmast igin neler
yapiimal?

Oldukga genis cercevede bakilimasi gereken bir soru. Bu
soruya satin alan ve tedarik eden noktasinda ele almak
istiyorum. Tabii ¢ok gegmise gidemeyecedim ama son
10 yil igindeki degisim bile g6zle géruliir degerlerde oldu-
gunu digtntyorum. Kimya sanayine yatirm yapan fir-
malar 6nceden makine yatirimi, hammadde yatirimi
yapar ve ucuz hammadde ile en ucuz mamul yapabile-
ceklerini distnrlerdi. Fakat gegcen zamanla verimin

-~ Ogis Kimya Ekibi

6nemi anlagildi. Bu da alim yapilan hammaddenin fiya-
tindan daha ziyade yUzdelik verimine bakilmasina sebep
oldu. Bu noktadan bakildiginda sektore orijinal katkisiz
ve sirekli ayni kalitede mamidil tedarikinde bulunan firma-
lari ayirdi. Ar-ge yatirnmina ve yetismis insan kaynaklari-
na pek 6nem verilmezdi. Ama global rekabetci piyasa
sartlari inovasyonu kaginilmaz hale getirmis olup insan
kaynaklari, ar-ge ve bilisimin 6nemi anlagildi. Bu nokta-
dan bakildiginda sektére orijinal katkisiz ve sirekli ayni
kalitede mamiil tedarikinde bulunan tedarikci firmalar
ayrildi. Ogis her zaman bu degerlere sahip ¢ikip miste-
risini ticari ortagi olarak gérmils ve verimlilik esasli bir
satis stratejisi gitmisttr. Bu degdisimin son 10 yilda artis
gbstermesi rekabetci piyasa kosullari yaninda, yeni jene-

rasyonun sirketlerde inisiyatif almasi da énemli bir etken
olarak gdrtimelidir. Tabi gézden kagiriimamasi gereken
bir unsur da sudur; Uzeyir Garih Beyefendinin de bir
vesileyle ifade ettigi gibi "genc neslin eneriisi, heyecani
ile 6nceki jenerasyonun bilgi birikimi ve deneyimi bir harg
haline getiriimesi sirketleri daha gliclu ve kalici yapacak-
tir". Bu tespit bence oldukga énemli bir gergekliktir. Bunu
basaran firmalarin daha kalici ve kurumsal yapiya hizl
adapte oldugunu gérmekteyiz. Bu konu Uzerine, galisan
egitimi, insan sagligi, gevre, eneriji (geri ddnlislim), oto-
masyon, ar-ge ve daha bircok madde Uzerinde gértis
beyaninda bulunulabilir. Biz sadece kurumsal yapi ve
verimlilik tizerinde durduk.

The owner of the Company of Ogis Chemistry Ismail Kog:

"We see our customers as our
business partners"

Ogis Chemistry serving according to the slogan of
“Chemistry is Our World”, provides services focused on
customer satisfaction. We talked to the firm owner ismail
Kog about their firm and the sector:

Could you please tell us about Ogis and the operations
of your company?
Ogis Chemistry started its operations in 1999 in the tex-

tile and construction industry, subsequently it has taken
its place as a supplier of chemical raw materials within
the chemical industry. Ogis, which acquires its experi-
ence from the accuracy it demonstrated in its previous
works, is able to adapt itself to the global conditions
instantly. Ogis pays close attention to the personal devel-
opments of its employees and adopts a bottom-up struc-
turing strategy. Therefore, it is provided that all employ-
ees are always ready and equipped for a higher position.
This eliminated the lack of human resources for us dur-
ing new product development and the creation of new
sector sales fields. Ogis is one of the rare companies
which uses its funding resources very efficiently and
moves with its own equity capital. We all know how
much importance the funding resources constitute in
today’s global conditions. For this reason, the balance of
assets and liabilities and the exchange rate movements
are monitored carefully and we move with a balanced
structure.

Our customers can have very comfortable relations with
all our employees and find answers to all of their
requests. Ogis sees its customer as a commercial part-
ner and its customers know it this way. Companies in

general move according to the short, medium and long-
term targets. Of cpurse, we are also like this. Sometimes
short-term goals can overlap with the long-term goals
and companies amy prefer short-term goals. As Ogis, we
always keep long-term goals in front of our short-term
goals. Ogis serves many industries. These are the con-
crete industry, shoe industry, the paint manufacturing
industry, detergent industry, cable industry, plastic indus-
try (PE, PVC), textile, slippers, packaging, leather indus-
try, cosmetic industry, rubber industry, acrylic industry,
electronic industry and as such ... Ogis does not compro-
mise on quality within the product. Supply of raw materi-
als to the sectors referred above requires accumulation
of significant R & D. Zero error within the products
imported with a special request besides the products
imported continuously is an indicator that our R & D
department is working very well. As Ogis, dynamic
structure, fast and error-free service besides the quality
of the product, constituted an important place within the
differentiation. For this reason, we make the services of
distribution and storage to the professional firms by giv-
ing out by contract. We own a warehouse space with a
closed area of 7000 m? and a logistics department,
which can perform numerous shipping operations every



Sayfa 126

Haber & News

.................................................

day. Ogis, which departed with the slogan of "Chemistry
is Our World", also retains its sensitivity at the point of
care for the environment. In this connection, it presents
the technical specifications and the MSDS information of
the products it manufactured or imported to its cus-
tomers.

Do you have your production? Can we get more informa-
tion about your products? Your product scale is constitut-
ed from which products?

Yes, we have. By combining our experience mentioned
above with the production, we are producing stabilizing
for the PVC and the rubber industry, flux for the electron-
ic industry, and biocide, sicative, foam cutter and styrene
acrylic copolymer for the paint industry since 2010. We
attach importance to the quality and the environmental
factors in these areas. For this reason, our products
have ROHS certificates and we have a production
process certified with the ISO quality certificate. We pro-
vide the supply of raw materials of the sectors | men-
tioned above with the raw materials we imported from
the European, American and the Far Eastern countries.
To express briefly, alcohols, acetates, acids, alkalis,
amines and amine derivatives, anionic roving fiberglass,
fillers, heaters, inorganic pigments, cationics, carbon
blacks, caustics, ketones, chlorinated solvents, soldering
supplies, glycols, pigments, organic phosphonates, poly-
ester accelerators, polymer emulsions, sicative, stabiliz-
ers, synthetic thickeners, blowing, thinners, titanium diox-
ides, salts, surfactants and other products.

When global markets are considered a good financial
management is important, however, many firms are
undergoing a serious financial loss with the fear of loss
of customers. What type of method did you develop to
handle this issue?

First of all, I would like to say that we see our customers
as our commercial partner and our partner. Therefore,
transfering the market information to the partner and
drawing a road map for this is a part of partnership cul-
ture. | think that we should look at the events long-term
not short-term. Therefore, our finance department follows
the world markets and all of our employees make perod-
ic global and local market risk expositions in order to
inform our commercial partners. This provides our com-
mercial partners to avoid the possible risks that they
could not foresee. Thanks to all our trading partners,
they all help us on this issue and meet with understand-

ing.

Do you provide services all over Turkey? How is your
shipping management?

Be noted that there is overall sales in Turkey. We prefer
to sell directly to final users. We do not have a ware-
house except in Istanbul. This seems to be a disadvan-
tage, but out-of-town companies working with us would
see that they can receive all of their orders next day,
which  arrived until 11 am. Of course this is the success
of a very good shipping operation. Mentioned above ; we
gave our logistics shipping operation to a company by
contract. We see the benefits of it.

How does the competition affect the sector?
It would be beneficial to express that. The international
raw materials prices of the imported products are already

very close to each other. Therefore, we do not see the
price based sales differentiation very reasonable. We
think that quality, durability, shipping and customer serv-
ices based differentiation is more distinctive. Our compa-
ny giving importance to continuous development, equip-
ment and hardware, works according to the customer is
always right policy and we intensify our views with the
surveys. We overcome the competition lived in the mar-
ket by providing the best service to our customers in line
with this policy and by not compromising on quality.
Besides the appropriate pricing shown as the most
important factor within the fair competition, constituting
the customer confidence is one of the most important
factors that provides us to go forward within these diffi-
cult conditions of competition that way we live. In my
opinion, being a reliable company in our customers’ eyes
is the primary factor that provides our priority among our
competitors. In addition to this, fast and on-time deliver-
ries are other reasons that make our customers prefer
us. We do not think that this fair competition lived is not
negative for the Ogis Kimya. Increase in the competition
kept our desire to reach foreign markets and quality
standards higher. Thus, in order to ensure customer sat-
isfaction, we provided new changes that will make us dif-
ferent among our competitors. Differentiation and being
open to changes are the most important magic words
that bring us to the position that we possess within this
industry.

In the last six months, was Ogis able to fulfill its expecia-
tions? What are your goals for the new year?

The recent market volatility negatively impacted all sec-
tors in general. In particular, the tendency of the world
markets as ups and downs, risks in Europe negatively
impacted all firms. In addition, the inability of the compa-
nies to see future clearly constituted a sectoral inward
structure. However, in spite of all the negativity lived, we
were able to achieve a turnover more than we expected
in the period of the first six months. The most important
factor in this success is not being dependent to only a
few sectors, but serving to many alternative sectors and
seeing our customers as our commercial partners. We
analyze which industries move more in which periods
well and we focus to those sectors in the determined
period. In these periodic stages, we determine new prod-
ucts that our sales and marketing departments identified
and convey them to our import department. In line with
the decision after the joint research made by our import
department and sales department, the decision whether

to import or not to import these products is therefore con-
cluded. Our company, which exhibited a very good per-
formance in 2011, completed its turnover-based goals in
the first six months of 2012 with a 70% success in its
tonnage-based goals.

In general how do you assess the past and the present
of the process in which you operate? What are the prob-
lems of the sector? What should be done to overcome
them?

The context of this question must be fairly large one . |
want to address this question from the point of view of
purchasing and supplying . Of course, | can not go back
too much further , but a lot of has changed over the
last 10 years In the Chemical industry, when firms
were doing investments, first they thought of machinery
investment in raw material with purchasing the cheap-
est raw materials, and producing the least expensive
product. However, later the importance of efficiency was
understood. For this reason, rather than the price of
the raw material, its percentage of efficiency became
important . At this point, companies producing the orig-
inal, unadulterated , same quality product were distin-
guished. R & D investment and skilled human resources
were not given priority. But global competitive market
conditions brought together the understanding of impor-
tance of innovation, human resources, R & D. After this
stage suppliers producing the original, unadulterated ,
same quality product became distinguished suppliers.
Ogis has always followed these values, and has seen
its customers as trading partners and pursued a sales
strategy based on efficiency. This change in in the last
10 years was not only due to the competitive market
conditions but also due to the fact that new gen-
eration companies have taken initiative .Of course, the
following is a factor that should not be overlooked; as
Uzeyir Garih stated on an occasion " The energy and
enthusiasm of the young generation, together with
knowledge and experience of the previous generation,
will make companies strong and lasting." | think this
quotation underlines an important reality. | see that the
companies which managed to adapt quickly , have a
more permanent and institutionalized structure. On this
topic, other issues such as employee training, human
health, environment, energy (recycle), automation, R & D
and many more can be mentioned . However, we have
only mentioned the institutional structure and produc-

tivity.

-Ogis Chemistry Team




