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Young
Europeans
to meet
in Turkey

ISTANBUL
Hurriyet Daily News
The European Confederation of
Young Entrepreneurs, or YES, is to
gather in Istanbul for its EXECOM
meeting from Sept. 24 to 26.

Turkey’s YES member federa-
tion, called the Young Businessmen
Association of Turkey, or TUGIAD,
has prepared a conference for YES
members, addressing a key current
issue under the title “Face the
changes: New and Renewable Busi-
ness.” The event will precede the
YES Annual Summit, which will
take place on Nov. 20.

Speakers include TUGIAD
Chairman Litfi Kigtk, Minister
and European Union Chief Nego-
tiator Egemen Bagis, and Turkish
Minister of Industry and Trade Zafer

SHIELD: The small and medium sized enterprises, or SMEs, in textile, apparel, agriculture and the industries based on agriculture are the ones that need
to unite first in the face of the rivalry against the foreign firms that are entering Turkey, says Serdar Altinok, professor at the Ankara-based Gazi University.

A call for enterprises

As many European giants invest in Turkey, which is expected to overcome the
turmoil before many others, experts urge small- and medium-sized enterprises,

Caglayan. Kaan Terzioglu, manag- KONYA
ing director at Cisco; Ferda Kert- Anatolia News Agency
melioglu, managing partner of With major brands entering

MOBILERA Informatics and Com-
munication Technologies; and
Hande Ardane, corporate commu-
nication manager of Turk Henkel
are also among the speakers. The
YES Presidency meeting will take
place on Sept. 24, and the EXECOM
meeting on Sept. 25.

Launched in 1998, YES, the pan-
European organization representing
up to 40,000 individual en-
trepreneurs, aims to support and
improve the economic and social
performance of young en-
trepreneurship in Europe. The con-
federation currently comprises 16
associations located in "old" EU
countries: Austria, Belgium, Ger-
many, Greece, Italy, the Nether-
lands, Portugal and Spain as well as
in new EU member states: Hun-
gary, Slovenia, Cyprus and Mon-
tenegro. TUGIAD had joined YES
before Turkey became the candidate
state to the EU. Non-EU members
include Albania and Ukraine. In
2007, Kazakhstan became part of
the YES family.

Turkey, small- and medium-sized
enterprises, or SMEs, need to unite
to sell more goods and compete, an
academic has urged.

According to the latest state-
ment from World Bank officials,
the bottom of the crisis has
passed and the healing process
has begun, said Serdar Altinok,
professor at Gazi University,
based in Ankara. However, some
authorities expect that another
bottom may come in the second
half of the year, he added.

“Nobody is able to say defi-
nitely where this crisis will lead or
where it will end. However, ac-
cording to the esteemed interna-
tional economy institutions, Turkey
is among the countries that would
leave the crisis behind at the earli-
est. This situation injects hope for
our country,” said Altmok.

Noting that as a major product
supplier of the European market,
Turkey is particularly affected by
the market’s considerable contrac-
tion, he said: “As Turkey is likely to

or SMEs, to join forces in order to stand strong in the new wave of competi-
tion. The SMEs that have weak capital and do not unite may go under they say

be one of the first countries to over-
come the crisis, giant retail firms
that sell quality goods to the Euro-
pean market have focused on
Turkey. We know that some of
those firms have recently opened
stores in Turkey and some are
preparing to invest in our country.”

Altinok said because the Turk-
ish market is expected to revive
earlier, SMEs will begin to sell their
products earlier. “This is a very im-
portant opportunity for the SMEs,
which have faced a decline in pro-
duction and sales. The SMEs
should join forces as the giants of
Europe have begun investing in
our country. Otherwise, competing
with these big capital foundations
does not seem likely. The SMEs
that have weak capital and do not
unite may bankrupt.”

The SMEs that cannot unite
in terms of production in the
short term should at least col-
laborate in marketing, he said.
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ARNAVUTKOY: 110 sqm apartment, 2 bedrooms + study, amazing Bosphorus VIEW . ..............ccouuueieeeeiiiii.. €2.500._
ARNAVUTKOY: 260 sqm 4 bedrooms, full aCtVIIES . . . ... ... ..ot et $6.500._
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BEBEK: 210 sqm apartment, 4 bedrooms, terrace, security, amazing Bosphorus view .. .............oooviiiiiiii .. $7.000 ._
BEBEK: 170 sqm apartment, 3 bedrooms, nice view, swimming pool, terrace, garden ............ ... ... . ol $3.900._
BEBEK: 200 sqm apartment, 3 bedrooms, spectacular view, huge terrace, garden, swimming pool ............... ... .. ... $5.500._
BEBEK: 240 sqm apartment in a leafy compound, 5 bedrooms, swimming pool, balcony ................. ... .. ... ... $4.000._
BEBEK: 110 sqm apartment, 2 bedrooms, Bosphorus view, private wharf ........ ... .. ... i $5.000._
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CiHANGIR: 240 sqm apartment, 5 bedrooms, garage, terrace, recently renewed . ...................uuuuueuiiiiiiiinnn. $5.500._
CiHANGIR: 140 sqm apartment, 2 bedrooms + study, terrace, spectacular Bosphorus VIew .. ..................cccoooen..! €2.600._
CIRAGAN: 210 sqm apartment, 4 bedrooms, terrace, BOSPhOIUS VW .. ... ... ..ot o oo $5.000._
EMIRGAN: 400 sqm Villa 4 bedrooms, garden, swimming pool, tennis COUMt . . . ... ..ottt $5.000._
EMIRGAN: 380 sqm Villa, 3 bedrooms, terrace, swimming pool, garden, garage .................oooiiiiiiiiiiiaaii..d $5.400._
EMIRGAN: 420 sqm Villa, 5 bedrooms, swimming pool, garden, quite and leafy area ................................... $7.500._
EMIRGAN: 280 sqm attached Villa, 4 bedrooms, swimming pool, garden, Bosphorus view .............................. $ 8.400._
EMIRGAN: 270 sqm apartment, 4 bedrooms, spectacular Bosphorus view, terrace . ...................cccoiiiiiiiii... $6.500._
EMIRGAN: 350 sqm apartment, 5 bedrooms, swimming pool, amazing Bosphorus view, garden .......................... $7.000._
ETILER: (Sart Konaklar Compound) apartments, with all activities. .. ........................... from $3.000._upto ...... $6.000._
GUMU§SUYU: 210 sqm, 4 bedrooms, , BOSPhOIUS VIEW .. . ..o oottt et $4.000._
KEMER COUNTRY: Villas 250- 800 sqm with all activities ............. ...l from $ 4.000._upto ....$12.500._
MACKA: 120 sqm brand new prestigious apartment, 2 bedrooms ............ ... ... .. i €2.000._
ORTAKOY: 160 sqm apartment, 3 bedrooms, swimming pool, garage, BoSphorus View . ................................. $4.500._
TARABYA: 400 sqm Villa within a compound, private garden and swimming pool ................ooiiiiiiii .. $8.500._
TARABYA: 650 sqm Villa, 5 bedrooms, 2 living rooms, private swimming pool and garden, indoor garage ................... $8.500._
TARABYA: 410 sqm Villa, 4 bedrooms, garden, swimming pool, Bosphorus view . ..............c..oiiiiiiiiiiiiaen.... $8.500._
ULUS: 340 sqm apartment in a compound, 4 bedrooms, maids quarter, garden, swimming pool, seaview ................. $10.000._
ULUS: 250 sqm apartment within a compound, 4 bedrooms, Bosphorus view, swimming pool, ........................... $7.500._
ULUS: (Compound) flats, 200- 390 sqm with all activities .. ..., from $3.000._upto ..... $5.500._
ULUS: (Platin Compound) Luxurious flats with all activities . .................cooo il from $4.000._upto ....$12.500._
YENIKOY: 420 sqm Villa within a compound, 4 bedrooms, private garden, pool, tennis court ............................. $7.500._
YENIKOY: 140 sqm apartment, 2 bedrooms, garden, swimming pool, Bosphorus view . ........................coccoon.. $4.700._
ZEKERIYAKOY: Villas with garden and swimming pool ....................ccoccooiiiiii.. from $2.000 upto ...... $6.000.-
FOR SALE
CENGELKOY : A jewel on the water: 270 sqm, 6 bedrooms, garden, swimming pool private wharf $ 3.975.000.-
GUMUSSUYU : 160 sqm apartment, 3 bedrooms, spectacular Bosphorus view ............................. $ 550.000.-
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The sectors that need to unite
first include textile, apparel,
agriculture and the industries
based on agriculture, he added.

SMEs in Konya

Meanwhile, Aslan Korkmaz,
Konya branch president of the Inde-
pendent Industrialists' and Busi-
nessmen's Association, or MUSIAD,
said that there are approximately
30,000 SMEs operating in the central
Anatolian city of Konya.

Defining SMEs as the locomo-
tive of the country’s economy, he
said that the SMEs think of noth-
ing but overcoming the crisis as
soon as possible. “We, the SMEs,
want nothing but stability and
democracy,” said Korkmaz. “We
can not whine. Right now, the
SMEs should find ways to sell as
many products as possible with
low profits. The firms that have a
robust financial structure are in a
better position. We have always

School to generate

signaled the firms should focus on
creating brands instead of contract
manufacturing. Today, we are un-
fortunately suffering due to having
delayed creating brands.”

Stressing the importance of
producing goods that have high
added value, he said, “We would
like to see more support for merg-
ers of SMEs amid this critical pe-
riod.” The SMEs to unite by the
end of this year will be supported,
he said, requesting the process to
be extended. “These mergers are a
matter of culture. We need time for
this culture to emerge.”

He also expressed a request
for the restructuring of the Small
and Medium Industry Develop-
ment Organization, or KOSGEB.
“As the service sector is included
under the roof of SMEs, its bud-
get should increase. Credit guar-
antee funds and development
agencies should also launch ac-
tivities as soon as possible.”

pCE

electricity on its own

SAMSUN
Ihlas News Agency

A Turkish university based in the
Black Sea city of Samsun will produce
its own electricity using wind power.

Samsun Ondokuz Mayis Uni-
versity launched wind power stud-
ies due to the advantages it offers,
such as being inexpensive, envi-
ronmentally friendly and con-
tributing to energy safety, as well as
increasing local employment and
development. The wind power sta-
tion will be built on the top of the
university’s Dedebuzag Hill.

Commenting on the subject, en-
gineering department associate pro-
fessor H. Ibrahim Zeybek said, “We
have decided using wind power
would be advisable so that we could
cover 500,000 Turkish Liras worth of
the university’s electricity expenses.
Therefore, the university will be able
to reduce its high energy bill and use
this source in other fields. “Moreover,

itis clear it will contribute to our grad-
uate students,” he said. “Accordingly,
we first need to determine the wind
power potential. For this purpose, we
have decided to raise a 60 meter-high
measuring stick on the university’s
588 meter-high Dedebuzag Hill to
measure wind potential for at least
one year.” Zeybek said that relative
humidity, heat and pressure will also
be measured.

“After these measurements, a
wind map of the region will be cre-
ated and the location of the wind sta-
tions to be built will be determined. It
is known that Dedebuzag Hill,
where the station is going to be built,
is always windy due to its topogra-
phy. It is expected that the wind
power values will be above the mini-
mum value of 5.4 meters per second
that is required for building a wind
power plant. After determining the
wind potential, an application for a li-
cense will be made.”

FATMANUR
ERDOGAN

You are not really
customer-centric

I see it happen all the time. Companies think
they are being customer-centric, but the actual
experience they offer their customers does not
back that up. Sure, companies offer statistics sug-
gesting that 95 percent of their customers are
happy with their service, but we all know the
qualifications in the fine print would make this
an empty boast. When it comes down to it, the
reality is that most companies wish they were
customer-centric, but they cannot stop thinking
about themselves.

For example, let’s take a look at Web sites of a
couple of local airline companies. These compa-
nies boast about the ease of buying tickets on-
line. But look closer at the process. Go to one of
these Internet sites, try to key in your destination,
select the dates, and start a search for a flight.
Then, pretend you do not like the results the
search came back with, so hit the back button to
try your search again, but with different dates.
Oops, the system does not remember your orig-
inal choices, so you have to start over, from
scratch, and key in all your information again.

Now, from the company’s perspective, this
might not be a big deal. The company’s perspec-
tive is, “Look at the big picture, we put up a Web
site where you can buy your tickets, you should
be pretty happy about that.” But from the cus-
tomer’s perspective, the company only went 80
percent of the way. It made the customer come
the remaining 20 percent. From the customer’s
perspective, if the company were truly customer-
centric, it would go 100 percent of the way.

Changing the mindset
for customer satisfaction

Going all the way for your customers requires
a change in mindset. It requires taking the energy
your company spends bragging about how cus-
tomer-centric it is, and redirecting that energy
into actually being customer-centric.

Because the fact of the matter is, the degree to
which you THINK you are focusing on your cus-
tomers is probably 10 times greater than the degree to
which you actually ARE focusing on your customers.

To really focus on providing a great customer
experience, you don’t have to be particularly cre-
ative or innovative. Usually you can just look
around and see what others in your industry are
doing, and you can try using their tools yourself,
from a customer’s perspective. For example, if the
airlines looked at expedia.com, they would find
plenty of ideas to help them improve their own
sites. They would see a system that has been built
from the bottom-up with a superb customer ex-
perience in mind.

Let’s look at another Web-related aspect of
customer-centricity, collecting customer data.
Years ago, many companies realized they could
sell more if they asked for less information from
their customers. Yet today, if you go to the Kog
or Ulusoy passenger bus Web sites and try to buy
a ticket online, you'll find it is still impossible un-
less you register as a member of the site. Kog and
Ulusoy are putting their needs to collect market-
ing information above their customers’ needs to
buy tickets. If their online reservation systems
were truly customer-centric, customers could buy
tickets without handing over unnecessary per-
sonal information.

Offering an easy way
proves rewarding

Customers reward companies that are gen-
uinely thinking about them. They reward them
by handing over their hard-earned money, and
coming back often. So, if you provide an experi-
ence your customers like, don’t worry, you won’t
have to collect much of their personal informa-
tion, because they will come back naturally. And
if you make life difficult for them, it won't matter
how much data you collect, because they are not
going to want to receive your unsolicited spam
emails anyway.

Don’t fall into the trap of believing that you
are as customer-centric as you think you are. In
fact, the moment you hear yourself say you are
customer-centric, you should be afraid, because if
you were really customer-centric, you wouldn’t
be spending energy talking about it, you would
be spending energy being it. Only your cus-
tomers can be truly, 100 percent focused on
themselves. The best you can do is assume you
are not customer-centric enough, and then fig-
ure out how you can do a better job of it tomor-
row than you are today.

Zeytinoglu Caddesi Babil Sokak Babil Apartmani Akatlar-Etiler/ istanbul

* The ‘sectors’ page of HurriyetDN is the venue of our weekly exploration of the deeper dynamics in Turkey's economy
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