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Sigma Electric, Director of Export Mr. Genco Uysal

"SIGMA ELECTRIC, SHOWED THE PRODUCTION
POWER OF TURKEY BY SELLING PRODUCTS

TO NEW MARKETS”

In the beginning of 2019, Sigma Electric increased its overseas market share with its new team in the Export department. Thus,

it achieved a great success with the sales of products that it realized above its targets. Genco UYSAL, who was appointed as

Sigma Electricity Export Director, evaluated the one-year process at Sigma Electric to our magazine.

GREENLAND
| DENMARK

Sigma Elektrik ihracat Direktérii Genco Uysal
“SIGMA ELEKTRIK,
YENi PAZARLARA URUN SATARAK
TURKIYE’NIN URETIM GUCUNU GOSTERDI”

Sigma Elektrik, 2019 vilinin basinda yapilandirdigi ihracat birimindeki

yeni ekibiyle yurtdisi pazar payini daha da artairdi. Boylece hedeflerinin

Uzerinde gerceklestirmis oldugu Urln satisiyla blytk bir basari elde etti.

Sigma Elektrik ihracat Direktérltigi gérevine getirilen Genco UYSAL, Sigma

Elektrik’teki bir yillik stireci dergimize degerlendirdi.

2019 yilinda dahil oldugunuz Sigma
elektrik bilinyesinde 11 aylik bir siirec
yasadiniz. Bu zaman zarfinda Genco
UYSAL olarak Sigma Elektrik firmasina
ve ekibine
degerlendirdigimizde-
olmustur?

ihracat odakh
katkiniz

-6zellikle
ne

Biliyorsunuz performansi olcmenin

en dogru vyolu rakamlardir. Goreve
basladigimiz ilk gin Sigma'nin 52 farkli
Ulkeye satisi vardi. Bugln geldigimiz
noktada bu sayiyr 87 dlkeye cikarmayi
basardik. Artik 35 yeni Ulkede daha Sigma
markasi biliniyor ve kullaniliyor demek.

Tabi bu yeni Ulkelerle birlikte gecen yilki
ciromuza ve hedefimize Haziran ayinda

ulasma basarisini gosterdik.

Yeni bayilerin ciroya katkilarini 6Gntmdzdeki
yildan itibaren daha fazla hissedecegiz.
Ontimuzdeki yilda da biiytiime odakli bir
bitce planladik. Verimli ve basarili bir

doénem yasadigimizi distntyorum.

2019 yili icin stratejiniz neydi ve bunun
uygulanabilirlik orani ne olmustur?

Calistigimiz Ulkelerde ciromuzu arttirmayi
ve olmadigimiz Ulkelerde de Sigma'y
tanitmayr amacladik. Mevcut (lkelerde
cirolarimizi arttirarak ve 35 yeni Ulkeyle
daha calisarak beklentilerimizin Uzerinde
bir bu

gerceklestirdik.

satis  basarisi ile amacimizi

Basarida 6n plana cikan unsur sizce ne
olmustur? Sahis mi, marka mi, Griin ma?
Tabi ki markamiz, sahip oldugu kalitesi
ve belgeleriyle uluslararasi standartlarda
sundugumuz Urtnler cok 6nemli. Ayrica
birlikte iyi bir

organizasyon ve ekibimizin calismalari,

bununla kurgulanmis

yaptigimiz - muUsteri  ziyaretleri, egitim

ve seminerler, katilimci/ziyaretci olarak
bulundugumuz fuarlar ve etkinliklerde
kurdugumuz baglantilar, gelen talepleri
dogru anlayarak kisa slirede onlara cevap

vererek saglanan misteri memnuniyeti
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You recently joined Sigma Electric. What
kind of contribution did you make to the
company when you evaluate your works
with an export focus?

You know, numbers are the most accurate
way to measure performance. The first
day we took office, Sigma had a sale to
52 different countries. At the point we
arrived today, we managed to increase
that number to 87 countries. It means
that more Sigma brands are now known
and used in 35 new countries.

Of course, together with these new
countries, we have achieved our last
year's turnover and target in June. We will
feel more of the new dealers' contribution
to turnover from next year. We have
also planned a growth-focused budget
for the coming year. | think we've had a
productive and successful period.

What was your strategy for 2019 and
what was the viability rate of that?

We aimed to increase our turnover
in countries where we work and to
promote Sigma in countries where we
are not. By increasing our turnover in
existing countries and working with 35
new countries, we achieved this goal
with a sales success that exceeded our
expectations.

What do you think was the leading factor
in the success?

Of course our brand and its products

we offer in international standards,
quality and certificates. In addition, we
have achieved success in terms of sales
at many points after the work of a well-
established organization and our team,
customer visits, training and seminars,
the connections we have made in fairs
and events where we are exhibitors/
visitors, customer satisfaction provided
by understanding the incoming demands
correctly and responding to them in a

short time.
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sonrasinda ulastigimiz bircok noktada satis

anlaminda basariyi yakaladik.

35 lilkede karsilastiginiz zorluklar nelerdi
ve bu zorluklari nasil astiniz?

Dinyadaki global markalarin hakimiyetini
hepimiz biliyoruz. Oncelikle markamizi
anlatmallyiz. Sigma Urtnlerinin de bilinen
butlin markalarda var olan uluslararasi
kalite standartlarina ve sertifikalarina sahip
oldugunu anlatma sireci bizi zorluyor.
Kalite ve sertifikalarimiza ikna olduktan
ciddi  beklenti
icerisine giriliyor. Cinli markalarin hakim

sonra fiyat anlaminda

oldugu pazarlarda cok dustuk fiyat
Burada da
referanslarimiz konusunda

bilgilendirdikten

numunelerimizle on vyargilari yikip ticari

talepleriyle  karsilasiyoruz.
kalitemiz ve
musterilerimizi sonra
iliskilerimizi baslatiyoruz.

Yeni 35 lilke icerisinde bayilik anlaminda
on plana c¢ikan hangi iilke oldu?

Tabi tim bu yeni Ulkelerin bir baslangic
sireci ve hikayesi olmakla birlikte Sri
Lanka'yi basta sayabiliriz. Hindistan'in ciddi
hakimiyetinin  oldugu bir pazara Sigma
olarak girmis olmak ve bayimizin Turk
firmalari ile hicbir calismasi olmamasina
ragmen bizlere glvenip calismay! kabul
etmesi bizim icin 6nemliydi.

Reel olarak degerlendirdigimizde
Turkiye’nin imajini nasil gériiyorsunuz?
Hepimizin takip ettigi gibi Turkiye son
dénemlerde yikselen bir yildiz. Ozellikle
Afrika ve Balkan Ulkelerindeki imajimiz cok iyi
durumda, Turk Grinlerine karsi olumlu bir ilgi
var. Ama sanirim siyasi nedenlerden dolay,
Suudi Arabistan, Misir, BAE gibi Ulkelerde de
Turk Grtnlerine karsi gizli bir ambargo var.
Uzakdogu Ulkeleri mesafeden dolayi bizi
cok fazla tanimiyorlar, diye dtstntyorum.
Genel olarak edindigim izlenimim “pozitif”
diyebilirim.

Sigma’nin yeni yerlere gitme potansiyeli her
zaman vardi. Ancak buralara gidilmemis ya
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da buralardan sonu¢ alinamamis. Sizin bu
basarida etkiniz ne oldu?

Tabi
gidilmis, tanitimlar yapilmis. Fakat satistaki

bizden 6nce de bircok noktaya

en onemli unsur srarci olmaktrr. Biz
potansiyel musterilere ilk kez gittigimizde
“calisamayiz,  dustinmUyoruz”  seklinde
cevaplar cok duyduk. Ancak israrli takip
ve calismalarimizla bugiin bircogu ile su an
calisiyoruz.

Musterimiz bir markayi satiyor, kullaniyor
olabilir ancak fiyati ile kalitesi ile hizmeti
ile Sigma ile alternatif olusturabilecegini
dogru  olarak  anlathginizda  sizinle
calismamasi icin hichir neden yok. Biz
de tam olarak bu israrcihigimizi kullanip
ozellikle yiz yize goriserek kendimizi
anlatiyoruz. Daha 6nce calismadigimiz bir
llkeye gideceksek oncesinde potansiyel
tdm ticari

masterileri; ataselikler,

internet, diger firmalardaki iliskilerimiz
ve mevcut portfoyimizden tarayarak bir
program yapip pazari da iyi analiz ederek

baglantilarimizi kuruyoruz.

Sizce bir ihracat direktorii en fazla neye
sahip olmali?

Liderlik ve organizasyon vyetenegi tim
yoneticilerde olmasi gereken bir 6nceliktir.
isimiz tam olarak satis oldugundan ilkeler
arasl zaman farklarini da dtstnlnce 7/24
iletisim ve diyalog kanallariniz acik olmalidir.
Tabi ki

pazar

mesleki  tecriibeniz, potansiyel

degerlendirmeleri  ve  ongorleri

yapabilmeniz icin de ayrica bir gerekliliktir.

Mevcut durumda bayilerinizin, tlkelerin
-Sigma’nin konumu geregi- dis ticarette
ontimiizdeki yil icin beklentileri ve sizin
hedefleriniz nelerdir?

Genel olarak 2020 vyili icin beklentilerimiz
pozitif. %50 Blylme hedefli butcemizi
olusturduk. Ocak ayinda bayilerimizle yillik
bazda hedef anlasmalarimizi yapacagiz. Bu
yil basladigimiz 35 yeni tlkedeki potansiyeli
de dislindtgumUzde gerceklestirilebilir bir

bitce oldugunu distntyoruz.
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What were the challenges you faced in 35
countries and how did you overcome them?
We all know the dominance of global
brands around the world. First of all, we
have to tell you about our brand. As with
all known brands, the process of explaining
that Sigma products have international
standards is challenging. After being
convinced of our quality and certificates,
we enter into serious expectations in terms
of price. We face very low price demands
in markets dominated by Chinese brands.
Here, after informing our customers about
our quality and references, we break down
prejudices with our samples and start our

commercial relations.

Which country came to the forefront in
terms of dealership among the new 35
countries?

All of these new countries are a starting
process and a story, but we can count Sri
Lanka in the first place. It was important
for us to enter into a market with a strong
dominance of India as Sigma and to accept
to work with us even though our dealer
has no work with Turkish companies.

How do you see Turkey's image when we
evaluate it in real terms?

As we all follow, Turkey is a rising star in
recent times. Our image is very good,
especially in Africa and Balkan countries,

and there is a positive interest in Turkish
products. But for political reasons, | think
there is a secret embargo against Turkish
products in countries such as Saudi Arabia,
Egypt and the UAE. Far East countries do
not know us much because of the distance, |
think. My overall impression is 'positive’

Sigma always had the potential to go to
new places. However, these places have
not been visited or could not get results.
What was your impact on this success?

Of course, many points have been visited
before us, there have been introductions.
But the most important element in the
sale is persistence. When we first went
to potential customers, we heard a lot of
‘we can't work, we don't think” But we
are working now with many of them today
through our persistent follow-up and work.
Our customer may be selling or using
a brand, but there is no reason why he
should not work with you when you
tell him correctly that he can create an
alternative with Sigma with its price and
quality and service. We use this insistence
to explain ourselves, especially by meeting
face-to-face. If we are going to a country
where we have not worked before, we
scan all potential customers from our
current portfolio of commercial attachés,
the with
other companies and make a program to

internet, our relationships

Bu
beklentileri nelerdir?

konuda bayilerinizin sizden
Tabi bayilerimiz her seyden 6nce maliyetlerini
daha

beklentisinde olacaklardir.

korumak hatta biraz distrmek
Onayladiklar
kalite

anlaminda ciddi yatinmlarimiz var. Mamkin

kalitenin ~ sUrdUrebilir  olmasini ki
oldugu kadar kisa termin ve taleplerine
kisa strede cevap alabildikleri iyi bir hizmet
beklentisinde olacaklardir.

Bizler Sigma ailesi olarak tim birimlerimizle
bu hizmeti sunmak ve beklentileri karsilamak

icin calismalarimizi stirdtrlyor olacagz.

Bayilerinizin sizden {rin zenginligi
(mevcut  driinlere  yeni  {rinlerin
eklenmesi) beklentileri oluyor mu?

Global rekabet ve beklentilere cevap
verme agisindan bu konuda AR-GE
faaliyetleriniz var mi?

Uygulama ve sistemlerindeki farkliliklardan
farkli

portfoylmizde olmayan degisik Grin

otlrt  bircok Ulkeden  Urln

talepleri ile karsilasabiliyoruz. Basarili
bir AR-GE ekibimiz var. Gelen talepleri
yonetimimizin onayini da aldiktan sonra
AR-GE ekibimiz calisiyor. Her yil Grin
listemize yeni Urlinler eklendigini bizi takip
edenler de biliyor. 2020 yili icinde yeni
artnlerimizi mUsterilerimizin  begenisine

sunmaya devam edecegiz.

52 lilkeden 87 tilkeye cikardiginiz ihracat
pazariniza yeni Ulkeler eklemek gibi bir
hedefiniz var mi?

Tabi ki bu konudaki calismalarimiz hic
durmayacak. 2020 yili icinde belirledigimiz
hedef Ulkeler var. Ayrica onimuzdeki yil
katilmayr planladigimiz Dubai-Frankfurt-
Ukrayna fuarlarinin da katkisiyla yeni
llkelere satis yapmak hedefindeyiz.
Ozellikle, Kazakistan,
Ozbekistan Tarki
Guney Amerika'da Brezilya, Arjantin, Kosta
Rika, Sili, Meksika Uzakdogu'da Nepal

Malezya gibi Ulkeleri listemize katacagimiza

Tacikistan,

gibi Cumbhuriyetleri

inaniyoruz.
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analyze the market well and establish our
connections.

What do you think an export director
should have the most?

and ability
is a priority that all managers should

Leadership organizational
have. Since our business is a full sale,
considering the time differences between
countries, your communication and
dialogue channels should be open 24/7.
Of course, your professional experience
is also a requirement for potential market

assessments and forecasts.

What are the expectations of your
dealers and countries in the foreign trade
for the coming year and your targets?
Overall, our expectations for 2020 are
positive. We set our 50% growth-targeted
budget. In January, we will make target
agreements with our dealers on an annual
basis. Considering the potential of 35 new
countries that we started this year, we
think that it is a realizable budget.

So, what do your dealers expect from you?
First of all, our dealers will expect to
protect their costs and even lower them
a little more. We have serious investments
in terms of quality that they approve of
their sustainability. They will expect a
good service in which they can receive
as soon as possible and respond to their
requests in a short time. As Sigma family,
we will continue to work with all our
units to provide this service and meet
expectations.

Do your dealers expect product richness
from you? Do you have R & D activities
in this respect in terms of global
competition and meeting expectations?
Due to the differences in application and
systems, we can meet different product
demands from many different countries
that are not in our product portfolio.
We have a successful R & D team. After
receiving the approval of our management,
our R & D team works. Those who follow

us know that new products are added
to our product list every year. We will
continue to offer our new products to our
customers in 2020.

Do you have a goal of adding new
countries to your export market that you
have increased from 52 to 87 countries?
Of course, our work on this issue will never
stop. There are target countries that we have
identified in 2020. In addition, we aim to sell
to new countries with the contribution of
Dubai-Frankfurt-Ukraine fairs that we plan
to attend next year.

In particular, we believe that the Turkic
Republics such as Kazakhstan, Tajikistan,
Uzbekistan, South America, Brazil, Argentina,
Costa Rica, Chile, Mexico and the Far East,
Nepal Malaysia will be added to our list.

How is your work on new products?

We have a strong R & D team. Every year
we continue to add new products to our
product portfolio. This year we introduced
the Vertical Type Load Breakers, which we
started to produce within 100% of our
structure. In 2020, we started to produce
NH Blade Fuses which we started to
establish the production line again. Re-
closure Residual Current Protection Switch
called 'Re-Closer' is on the market. In
addition, our products will be added to our

list in the size and compensation group.

What would you like to say about Sigma's
brand recognition?

You have been following closely our
work which has been continuing with an
increasing momentum for the last few years.
We receive very positive feedback on this
issue. We use Social Media very actively.
We also regularly participate in the print
media with these opportunities you give us.
Our website is constantly being updated.
Especially with the fairs we attend, we
announce our brand in the international
arena and receive positive feedback.

| would like to thank the entire Sigma family
and team for their work and support.

| also thank you for giving me this
opportunity and wish you success.

Yeni (rinlerle ilgili calismalariniz ne

durumdadir?

Kuvvetli bir AR-GE ekibimiz var. Her yil Griin
portféylimuze yeni Urtinler eklemeye devam
ediyoruz. Buyil %100 blinyemizde Uretmeye
basladigimiz Dikey Tip Yik Ayiricilari pazara
sunduk. 2020 yilinda da yine Gretim hattini
kurmaya basladigimiz NH Bicakli Sigortalari
Uretmeye basliyoruz. Re-Closer dedigimiz
tekrar

kapamali  Kacak Akim Koruma

Salterimiz  piyasaya cikiyor. Ayrica yine
listemize eklenecek 6lcl ve kompanzasyon

grubunda Grtnlerimiz olacak.

Sigma'nin marka taninirhg hakkinda
neler séylemek istersiniz?

Son birkac yildir artan bir ivmeyle devam
eden calismalarimizi  sizler de yakindan
takip ediyorsunuz. Bu konuda cok olumlu
geri donusler aliyoruz. Sosyal Medyay cok
aktif bir sekilde kullaniyoruz. Ayrica basili
medyada da bizlere verdiginiz bu firsatlarla
diizenli olarak yer aliyoruz. internet sayfamiz
surekli  yenileniyor.  Ozellikle  katildigimiz
fuarlarla markamizi uluslararasi alanda da
duyurup olumlu geri bildirimler aliyoruz.
Buradan tiim Sigma ailesine ve ekibimize,
calismalari  ve desteklerinden  dolayi
tesekkdr ediyorum.

Ayrica sizlere de bu firsati verdiginiz icin

tesekkir ediyor, basarilar diliyorum...
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