NEGOTIATION PRACTICES

Negotiation 1

Ulkenizde is goriismelerinde konuya hemen girmek ve isin temel noktalarina
hemen gériismelerden énce girmek uygun mudur? Her yerde bu anlayisin etkili
olmadigi gérilmektedir. Sizin llkenizde ne tiir is goriismesi metotlari gecerlidir?

Is it appropriate in your country to use a direct approach to business and negotiations,
presenting key information upfront and right away? It doesn't seem to be as effective
everywhere. What methods of negotiation are used in your country?

Ebru Ozkan
Ankara

Bizim ulkemizde is goriismelerinde... Ulkemiz icin sdéyleyemeyecedim,
bulundugum sektér icin bu soruya yanit verebiliyor olacagim. Bizim sektorde
aslinda, isin amaci neyse, konu neyse, bu konuya iliskin olarak, hemen konuya
girmek, bu konuyla ilgili olarak temel noktalar konusmak oldukga gerekli bir seydir
hatta, diye soyleyebilirim. Ama bazi, bizim farkl kiltirlerdeki firmalarda, bu sey
olarak algilanabilir, nezaketsizlik olarak da algilaniyor olabilir. Hani, yavas yavas
Isinarak, konuya girmek genel egilim diyebilirim.

Ama bizim sektorimiizde boyle olmadigini sdyleyebilirim. Bizim aslinda
yabancilarla olan is yapma boyutumuz biraz da partnership anlaminda. Yani, cesitli
onlarin Urilin ve seylerini biz kendi projelerimize entegre edip, musterilerimize dyle
sunuyoruz. Bu anlamda bizim icin, gerek telefonda goristiigimizde de,
yurtdisiyla baglanti kurdugumuzda da, dogrudan konuya girip, isin temel
noktalarini konusmak esastir diye sdyleyebilirim.

In the business meetings in our country...I cannot speak for the whole country,
but I can answer this question as to the sector that I am in. In our sector, to enter to the
heart of the matter related to the issue, the object of the business is what is need. In fact,
I’d say that it is essential. Yet, in some of the firms from different cultures in our
country, this may be perceived as impoliteness, too. The general tendency is to warm up
gradually and then, talk about the matter itself.

Nevertheless, I can say that it is not like this in our sector. Our business with
foreigners is more like a partnership a bit. In other words, we integrate their different
sorts of products and things into our projects and present it that way to our customers. In
that sense, I can say that, for us, it is integral to start talking about the matter itself and
discuss the important points of it; whether we do it on the phone or correspond
internationally.

Firat Turkfiliz
Ankara



Ulkemizde is gériismelerinde konuya hemen girmeden 6nce aslinda isinma
slireci yasamay! tercih ederiz. Clinkl bu isinma slirecine bir de karsimizdakini
tanima, onun tavirlarinin ne olabilecegini anlamaya calisma siirecidir bizim igin.
Biraz o iIsinmadan sonra kendimizi daha rahat hissederiz belki. Ve konuyu nasil
ortaya koyacagimizi da planlayabiliriz kafamizin icinde. Ve yavas yavas, safha
safha ana konuya dogru gideriz. Belki biraz daha uzun siriyor olabilir bizim is
gOrismelerimizde ana konuya girmek. Yani Amerikalilar gibi dogrudan konuya
girmeyiz belki, ama sonucta yine oraya gideriz. Biraz daha uzun siirer sadece.

In our country, we prefer to have a preparation period before starting the main
topic right away. For us, this preparation period means getting to know the other person,
trying to understand the other person’s possible behaviors in the future. Perhaps we feel
better after that preparation period. And we can also plan how to present the topic in our
mind. And we approach the main topic slowly and step by step. Maybe it may take a bit
longer for us to start the main topic in our business meetings. That is, maybe we do not
start the topic right away like the Americans, but we arrive there in the end. It may just
take a bit longer.

M. Vedat Melik
Urfa

Yabancilarla yapilan is gériismelerinde ister Amerikali olsun ister Avrupa
Birligi’nden veya Avrupa birliginin herhangi bir tlkesinden olsun éncelikle ben
ukemizi ne kadar iyi taniyip tanimadiklarini anlamaya ¢alisirm. Bu da ancak
elbette ki nezaket goériismelerinden sonra likemiz hakkinda, Gikemizin hangi
bdlgesinde is yapmak istiyorlarsa énce tlkenin geneli hakkinda sonra da bélge
hakkinda hem idari anlamda hem de is anlaminda bilgiler vermeye c¢alisirm.
Bundan da birinci amacim onlarin sorularina muhatap olmaktansa kendilerine bu isi
kolaylastirmak bilgileri sunmak bilgileri sunduktan sonra da onlarin gercek
bilgilerini almis olurum. Onun icin is gérismelerine kolayca baslamis oluruz. Benim
daha énce yaptigim is gérismelerinde yabancilarla hatta biriyle biz én protokol
bile imzalamistik. Tarima dayali sanayilerle bir kere tlkemizin yatirimlarla ilgili
yasalan c¢ok iyi incelemediklerini gérdiim. Ikincisi onlarla ilgili olan, yatinmciyla ilgili
olan, tesviklerle ilgili Glkenin verdigi tesviklerle ilgili cok incelemeler yapmadiklarini
g6érdim. Onun icin karsidaki gdériismeye gelen insani sizle yapan gériismeci bu
konuda &éncelikle rahatlatmaniz lazim ki konusma kisa sirsiin ve bellirli bir
noktaya gelebilsin.

In the business meetings with Americans, no matter if they are from the European
Union, or from an EU country and so on, first of all, I try to understand how well they
know our country. This can only be possible after the introductory meetings. I try to give
information first about our country, about the whole country. Later, I give information
about the region itself, the region that they want to do business in, both in terms of the
administrative structure and business. My first aim in this is to make their job easier, by
giving them the necessary information, before being exposed to their questions. After



giving the necessary information, this way I would have their real information. Thus, we
can start the business meeting easily. In one of the business meetings that I had with
foreigners; we even signed a preliminary protocol with them. I saw that they did not
analyze our country’s laws about the investments and our agricultural industries.
Secondly, I saw that they did not do enough investigation about the investors, and the
incentives that the country gives for them. Therefore, you should help the other person to
be relaxed on this topic first, so that the talk will be short and they can come to a certain
point.

Omer Yiiksel Siimer
Ankara

Is gériismelerinde hemen ise girme yerine, bir tanisma, insanlarin birbirini
fizikman bir tanimasi, kisilikleri hakkinda, davranislari hakkinda ylizeysel de olsa
bilgi sahibi olmasi 6nemli bir konudur. Daha sonra da isin 6ziline yénelik
gOrismeler yapilabilir. Bunun altyapisi hazirlanmis olur. Bu sireci yasamak
gereklidir diye dustiniiyorum. Ulkemizde ise her ne kadar is gériismelerinde ise
uygun bir egitim, diploma, fiziki gériiniim, konusma, ikna kabiliyeti, ifade yetenedi
gibi bir takim referanslar istense de, bunlar sanal bir gérintd, bir istem seklinde
ortaya cikmaktadir. Aslinda énemli olan o kuruma girecek kisinin o kurumdaki st
dlizey insanlarla olan iliskileri, yakinliklari, bunun yaninda siyasi tercihleri, parti
referanslari cok daha énemli kriter olarak karsimiza ¢ikmaktadir. Tabi bunu
benimsemek miumkin degil. Buglinkii is yasaminda terkedilmesi gereken
noktalardir.

In the business meetings, instead of starting to talk about the business right away,
having an introduction of people, people’s acquaintance of each other physically and to
have information about each other’s characters and behaviors, at least on the surface
level, is an important topic. Afterwards, they can have meetings regarding the essence of
the job. They can prepare the infrastructure of the business this way. I believe it is
necessary to go through this process. Even though, in Turkey, people want some
references such as an appropriate education, diploma, physical appearance, talking,
convincing skills, the ability of expressing oneself; these appear as virtual appearances,
and people wish to have that. In fact, the important thing is the applicant’s relations with
the high level people at the foundation, and their political preferences and party
references and these appear as significant criteria to us. Of course, it is not possible to
accept this as a principle. These are some points that we need to consider in business life.

Giilsiim Deniz
Istanbul

Negotiation 2
(Birbirimizin zayif dil bilgisini kullanmak yerine) is gériismelerinde yardimci olmasi
icin ne zaman bir terctiman tutmaliyyim?



When is it better to hire an interpreter to assist with negotiations (rather than getting by
with one another's non-native fluency)?

Baki Ahi
Ankara

Bir dil bir insan, iki dil iki insandir. Biz yabanci dile hakim degilsek, bilimsel
toplantilarda, cevirilerde, hukuk konularinda, uluslararasi iliskilerde ve kultirel
mibadelelerde mutlaka bir terciiman kullaniimaldir. Ayrica geviri yapilirken de
konusmaciya genis disinme imkani verilmis olur. Ben yurtdisinda calisirken, bir
hastanenin, hastane yénetim kurulunda bana bir gérev verdiler. Ben bu isi
yapamayacagimi séyledim kendilerine. Clinkii ben o yénetimde bilgi sahibi
degildim. Sonra dediler ki “Ee sen bu iste hi¢ kaygilanma. Biz sana bir terciiman
verecediz. Ve bir terciman marifetiyle sen bu isleri rahatca yiriteceksin” dedi.
Gercekten de ben bu isime orda bir terciiman marifetiyle hakim olmus oldum.

One language is one person and two languages are two people. If we do not have
the mastery of a foreign language, we should definitely use an interpreter at scientific
meetings, in translations, issues of law, international relations and cultural exchanges. In
addition, this way we can give the other speaker a chance to think, if we have an
interpreter. When I was working abroad, I was given a position on the board of directors
of a hospital. I told them that I could not do it. This was because I was not knowledgeable
about that management. Later, they said “Do not worry about it. We are going to give
you an interpreter and you will be able to conduct your affairs easily through an
interpreter.” Indeed, I was able to be successful in this position with the help of an
interpreter.

Firat Turkfiliz
Ankara

Aslinda ikili iletisimle, insanlarin, yani, birbirleriyle konusarak daha fazla
sicaklik yaratabilecegi dislinllse de, bence kisi kendi anadilinde konusarak kendini
daha iyi ifade edecegi ve daha ézglvenli olacagindan yola cikarsak, isin en
basinda aslinda tercuman bulunmasinda fayda olur diye disiiniyorum. Béylece
yanlis anlamalara da sebebiyet verilmez, yolacilmaz. Ayni sekilde de insanlar
gercekten séylemek istediklerini ifade edebilirler ve havayr yumusatici, ortami
sicaklastirici espirileri, bu sekil icinde tercuman vasitasiyla ortaya koyup, sonuca
daha kolay gidebilirler diisiincesindeyim. Bizde de yapilmasi gereken budur.

In fact, even though it is thought that people would create a warmer atmosphere
by talking with each other, through communication; I think, a person can express himself
better, only if he speaks his mother tongue and can become more self-confident, and
based on this, it would be better to have an interpreter at the very beginning. This way,
there would not be any misunderstandings as well. In the same way, people can really say
what they want to say and they can make jokes to warm and soften the atmosphere



through an interpreter. I believe they can reach the results more easily in this way. This is
also what we should do.

M. Vedat Melik
Urfa

Ben is gériismelerimde genellikle Ingilizce kullaniyorum ve kendim
konusuyorum. Simdiye kadar teknik bazda da olsa, 6zellikle tarima dayali
sanayilerde veya imalat sanayiinde simdiye kadar bir sikinti yasamadim. Cok
Turkce kadar Ingilizce bilmesem bile kendimi anlatabiliyorum ve onlarin da ne
sOylediklerini daha cok anliyorum. Ama is hukuki boyuta geldigi zaman veya bir
anlasma noktasina geldigi zaman muhakkak Ingilizce’ye cok hakim, hukuki
terimleri cok iyi bilen, teknik terimleri cok iyi bilen birinin bulunmasini istiyorum.
Hatta bu 6ncelikle hukuk bilgisi, Ingilizce hukuk bilgisine sahip bir avukat olmasini
tercih ediyorum. Clinkli sohbet sirasinda belki birbirinizi cok daha rahat
anlayabilirsiniz. Birbirinizi anlamakta yardimci olabilirsiniz ama is imzaya, bir
protokol, bir anlasma imzalamaya geldigi noktada muhakkak ki teknik bilgilere
sahip iyi dil bilen biri olmalidir. Bizim genellikle kullandigimiz dil Ingilizce’dir.
Muhataplarimizin da hemen hemen tamami zaten Ingilizce bilmektedir.

I use English in my business meetings in general and I do the talking myself. So
far, I have not had any difficulties, especially in agricultural industries or manufacturing
industries even though it was at technical levels. Although I do not know English as
much as Turkish, I can express myself and I can understand, better than I speak, what
they say. However, when it comes to the judicial level or a point of agreement, |
definitely want someone very fluent in English, one who knows the judicial and technical
terms very well. I’d even prefer this person to be a lawyer with the judicial knowledge
and especially English judicial knowledge. This is because, perhaps, you can understand
each other more easily during the conversation. You can help with understanding each
other, but when it comes to signatures, a protocol, to sign an agreement, there should
definitely be someone who knows the language well and with the technical knowledge.
The language we usually use is English. Almost all of the people that we meet already
know English.

Omer Yiiksel Siimer
Ankara

Is gériismelerine baslamadan énce her ne kadar iki yabanci insan ortak bir
dili kullanmasa da birbirlerine hitap edebilecek, birbirlerini tanimaya yardimci
olacak bir ortak dilde bir zamani paylasmali diye diistinlyorum. Ama isin éziine
girildigi zaman, yetersiz kalan dili tercumanla giiclendirmekte ¢cok daha yararlar
olacagini distiniyorum. Hem isin akisi acisindan, hem isbirligi acisindan, hem
insanlarin ne demek istediklerini birbirlerine daha kolay ifade edebilmeleri
acisindan gerekli oldugunu dustiniyorum. Ama ilk plan dedigim gibi kisilerin



birbirini tanimada yetersiz de olsa, sahip olduklar dille yaklasmalari olumlu olur
diye disindyorum.

Before starting business meetings, firstly, even though the two foreigners cannot
use a common language, they should share a certain amount of time in a common
language that can help them to get to know each other, I believe. Yet, when it comes to
the essence of the subject, I believe, it will be more beneficial to strengthen the
insufficient language with an interpreter. I think it is necessary in terms of the flow of the
business, cooperation and for people to express what they want to say more easily. Yet,
as an initial plan, I believe, it would be positive to approach others with the language that
they speak, as I said, even though this might be insufficient to know each other.

Kudret Ocal
Istanbul

Bir iliskide, ticari iliskileri de evlilik gibi disiinmek lazim, vurkag taktigiyle
cok uzun soluklu yerlere gidilemez. Uzun soluklu ticari iliskilerin kurulabilmesi icin,
tabaninin ¢ok saglam olmasi lazim. Bir ev gibi, bir evlilik gibi. Bundan dolayi ilk
tanismada belki cok detayli bilgilere gerek olmayabilir. Sadece insanlar birbirini
g6rur, sirketlerini gérir, birbirinin hakkinda know-how larini ya da bilgi
altyapilarini, sirketse ya da bir bankaysa altyapilarini karsilikh birbirlerine anlatirlar.
Fakat ikinci gériismeden sonra, bu ilk gériismeden sonra, ikinci gériismeye
basladiginizda, artik birbirinizi cok iyi anlayabilmeniz lazim. Yani ben Ingilizce mi
konusuyorum, Almanca mi, Fransizca mi, Japonca mi, Arapg¢a mi, Turkce
mi...neyse bir sekilde ortak dili konusabilmemiz lazim. Ortak dili konusamazsak,
anlasamayiz, anlasamazsak da bir kere kesinlikle 6lu dogmus bir ticari iliskiye
baslamisiz demektir. Bundan dolayi ikinci gériismeden itibaren kesinlikle birbirimizi
cok iyi tamimamiz lazim, ki iliskimiz devam etsin.

In a relation, we need to think of commercial relations like a marriage, one cannot
have long term results with a hit-and-run tactic. In order to establish long term
commercial relations, the infrastructure should be very strong. Like a house, like a
marriage. For that reason, there may not be a need for detailed information in the first
meeting. People just see each other and their companies, they share with each other their
know-how, their information infrastructure, and if they are companies or banks, their
infrastructure. Yet, after the first meeting, when it comes to the second meeting, you
should be able to understand each other very well. That is, do I speak English, German,
French, Japanese, Arabic or Turkish? Whatever it is, we need to speak a common
language. If we do not speak a common language, we cannot understand each other; and
if we cannot understand, it means, we start a commercial relationship that will die.
Therefore, starting with the second meeting, we definitely need to know each other very
well, so that our relation can continue.



Negotiation 3

Goriismelere baslamadan énce piyasa arastirmasi énemli olsa gerektir. Avrupall ve
Amerikalilarla gériismelerde bu sekilde hareket etmeyi nasil ayarliyorsunuz ya da
ne tdr bir yol izliyorsunuz?

Prior to actual negotiations it is important to conduct initial fact-finding of information.
What is your normal pattern of initial research and fact-finding? How do you modify this
pattern when negotiating with Europeans and North Americans? What is your perception
of European’s and N. American’s pattern of initial research and fact-finding?

Mehmet Ozmercan
Ankara

Gorusmelerimizde genellikle Avrupali ve Amerikali is adamlariyla
yapacagimiz zaman, mutlaka ben, 6zellikle kendim adina, ilkénce onlarin lkelerini,
limanlarini, ticari durumu, o llkede mevcut, bizim konumumuzda, ayni konumda
ugrasan insanlarin olup olmadigini ve mimkiinse fiyat mertebelerine kadar
ulasmaya calisip, ondan sonra kendileriyle gorisiyorum. Hatta bir takim hazirliklar
yapiyorum ve kendilerine dyle gidiyorum. Bunun en biylk avantaji kendilerine bir
seyler sundugumda onlarin sektorlerini biliyor olmamin avantajini yasiyorum ve
cok fazla zaman kaybi olmuyor, bana anlatmalarini beklemiyorum. Tabii ki
eksiklikler oluyor. Béyle hareket etmeyi, tabii ki artik cok kolaylasti her sey,
internetten bir firma hakkinda bilgi alabileceginiz gibi, tlke hakkinda, tlkenin
geneli hakkinda, endistrisi hakkinda ¢ok net bilgi alabiliyorum. Ve bu benim igin
sadece yarim saatlik bir ugras olabiliyor. Ve her llke sirekli degismedigi icin bu
konuda, daha sonraki gériismelerde de bu bilgiler eklenerek devam ediyor.

In our meetings, when we do them with the European and American businessmen,
I, for my part, definitely try to learn about their countries, ports, commercial situation,
whether they have businessmen, like us, working on the same field, and the prices if
possible; and then I talk with them. I even do certain preparations and then go to them.
The most important advantage of this is that I feel it’s an advantage to know their sectors.
When I present something to themwe don’t lose a lot of time and I do not have to wait for
them to tell me anything. Of course, there are some points that remain lacking. But of
course, when you act this way, everything becomes much easier. I can get very definite
information about a firm, the country and its industry via the Internet. And this can be
only a half an hour effort for me. And since countries do not change in this field
constantly, the information keeps growing for the following meetings.

Temel Tufan
Ankara

Is gériismelerine baslamadan énce piyasa arastirmasi her zaman icin bir
prensiptir kendi firmamiz igin. Ciinkd ne aradiginizi piyasada neyle karsilastiginizi
bilmeden, fiyatlarini bilmeden, talep ve arzi bilmeden karsinizda bir is gériismesi



yapmaniz ¢ok zor olsa gerek. Bununda bdéyle olmasi gerek diye distniyorum.
Mesela bizim pozisyonumuzda biz burda bir distribltérliik yapiyoruz.yani bir
tarafta bir misteri alici var bir tarafta imalatci var. Bizim mutlaka bu ikisinide
memnun edecek arastirma yamamiz gerekir ki iki taraflada konusurken dogru
y6nlendirme sansimiz olsun ve onlara dogru bilgiler verelim. Simdi siz imalatgiya
piyasanin talebi nedir. Piyasanin olusacagi piyasanin sizden beklentisi nedir? Bu
arastirmay1 yapmadan imalatcinin karsisina oturursaniz yaniltici bilgiler verirsiniz.
Bir veya ikinci denemeden sonra imalatginin size olan itimadini glivenini sarsmis
olursunuz. ayni sey misteri acisindan da déyledir.Misterinin hakikaten ne istedigini
tam olarak tespit ederseniz imalatcinizi o yonde yonlendirirsiniz ona gore bir
mamul, parca ne satiyorsaniz onu temin edersiniz, bu sefer alicinizi temin etmis
olursunuz,tatmin etmis olursunuz.O nedenle mutlaka ve mutlaka bir piyasa
arastirmasi ve piyasanin sizden beklentisini cok detayl bir sekilde arastirmaniz
lazim.Bu sizin istikbaliniz ve ilerisi icin elzem olan bir ¢alismadir.

Market research before starting business meetings is always a part for our firm.
Because, without knowing what you will face in the market, the prices, the supply and
demand, it would be very difficult to have a business meeting. I believe it has to be this
way. For instance, in our position, we work as a distributor, that is, on one side there is a
buyer, a client, and on the other side there is a manufacturer. We definitely have to do
market research to satisfy both sides so that when both sides talk, we have a chance to
direct them correctly and give correct information. What is the demand of the market?
What is the expectation of the market? If you meet the manufacturer without doing a
research, you’ll give him misleading information. After the first or second time, you
would lose the manufacturer’s trust a bit. The same thing is valid for the client as well. If
you decide exactly what the client wants and direct your manufacturer in that direction,
you accordingly obtain a suitable product. This way you ensure the trust of your client
and you can satisfy him. Thus, you should definitely do market research and learn the
expectations of it very well. This is a very important and necessary effort for your future.

M. Vedat Melik
Urfa

Bir yatinmda tabii dnemli olan yatirnnmi yapmak degildir. Hele makine ve
techizatsa, zaten o yatinm igin, o is i¢in gerekli makineleri satin almak bana gére
ikinci planda kaliyor. Birincisi elbette ki pazar arastirmasidir. Eger bir isin pazari
yoksa, o ise hic kalkismamak gerekir, yapmamak gerekir. llk gériismelerimizde
yabanci firmalarla Glkemize yatinm yapmak isteyen firmalarla, gériismelerimizde
elbette ki 6nce pazarin ne oldugunu kesin olarak konusamiyoruz. Ama genel bir
fikrimiz zaten o pazar hakkinda vardir. Yani, misterek yapacagimiz yatinrmin
pazari hakkinda bir genel goriisme, bir genel diistincemiz vardir ki, karsilikli
oturabiliyoruz. Ama isler ilerledikten sonra, érnegin, ilk gériismemizde ciddi bir
pazar arastirmasi yapalim, ikinci gérismemizi buna gore yapalim diye bir karara
variyoruz. Bunun icin de gerektigi zaman, pazar arastirmasi icin profesyonel



firmalar ve kisiler kullanarak, belli bir tGcret karsiliginda bu arastirmayi yaptiktan
sonra ikinci gorismeye geciyoruz.

In an investment, naturally, the important thing is not just to invest. Especially, if
it is regarding machines and equipments, I believe that buying the necessary machines for
that job already is a secondary issue. What is primary, of course, is the market research. If
there is no market for a business, one should not attempt to do that business. During our
initial meetings with foreign firms, those who will be investors for our country, we
certainly cannot talk about what the market in definite terms. Yet, we already have a
general idea about that market. That is, we already have had a general meeting, a general
idea about the market of that investment that we can sit and talk about. However, after
things develop, for example in the first meetings, we can then do a serious market
research, and conduct our second meeting accordingly. So, when using professional firms
and people, and by giving a certain amount of money to it, when we do this market
research we can then proceed to the second meeting.

Mehmet Emin San
Istanbul

Gorlsmelere baslamadan 6nce piyasa ile ilgili arastirmalari yapmak cok
onemli ciinkl bilgi ticarette yani mesela ben Amerika’da, benim Amerika’da
yapmis oldugum iste ticaret cep telefonu aksesuari isi bu cep telefonu aksesuari
isi yaklasik 4000 kisur cesit maldan olusuyor. Bunlari bilmek ve bu herbir malin
piyasada ne kadarlik bir hakim tuttugunu tahmin edebilmek,bu sizin gliciiniizi
gosterir ¢clinkii mal telefon sirkilasyonu ¢ok hizli oluyor bu sirkilasyon. Her
hafta cesitli telefon seyleri markalari her hafta yeni élcileri farkli veya olculeri
birbirine yakin telefonlar piyasaya suriyorlar. Dolayisiyla bunlara ait
aksesuarlarida depomuzda bulundurmak istenildigi anda yani talebe karsilk
verebilmek, ticaretteki yerimizi tayin ediyor simdi dolayisiyla biz market research
diyoruz buna yani marketi iyi takip etme ve ona gore mala para yatirma ¢ok
onemli.simdi bunlar pazarliklarda da ciddi seyi var tesiri var,yani seyi bilmenin
piyasay! arastirmis olmanin ve piyasayi bilmenin 6zellikle Amerikalilar yani bu
Amerikalilar buna cok dikkat ediyorlar ¢ciinkii bilgi ve arastirma onlar icin cok
onemli. Genellikle biraz bdyle MBA yapmis insanlar bu isin icerisinde piyasayi
biliyorlar. Pazarlik glicimuzi arttinyor bilgili olmak.

Before starting the meetings, doing research about the market is very important.
This is because the information is available within the trade. That is, the business that I
am doing in the US is related to cell phone accessories business. This cell phone
accessories business is composed of around 4000 types of commodities. It’s important to
know these and to guess how common every commodity is in the market. This shows
your power because commodity, cell phone, circulation is very fast. The cell phone
brands present new cell phones with different or similar features that come out in the
market. So, when we want to store the accessories belonging to these in our warehouse,
that is, to be able to satisfy the demand, this defines our position within the trade.



Therefore, we call this market research. That is, following the market well and investing
money for the commodity accordingly are very important. These impact bargains.
Americans especially put a lot of importance in market research and in knowing the
market. This is because knowledge and research are very important to them. Generally,
people who did an MBA know the market related to this topic well. To be knowledgable
increases our bargaining power.

Cem Agin
Ankara

Evet bu goérismelerden once piyasa arastirmasi gercekten dnemili.
Ornegin, Avrupali ve Amerikalilarla gériismeler cercevesinde biz ayni metodu
izliyoruz aslinda. Mesela bazi sirketlerimiz gercekten verimlilik agisindan ¢ok
onemli isler yapiyorlar. Ornegin, Meteksan Bilesim Gurubu gibi. Bu sirketlerimizle
temasa gecen sirketler, genel olarak piyasadaki accountability dedigimiz yani
hesap verilebilirlik, finansal yapilarin gicluligu, insan kaynaklari yapilari, bankalarla
kredideki derecelendirilmeleri hep bunlara bakiliyor ve bu konuda piyasa
arastirmasi yapiliyor.

Yes, a market research before these meetings is indeed important. For example,
we actually follow the same procedure during our meetings with the Europeans and
Americans. For instance, some of our companies really do significant things in term of
productivity. To illustrate, like Meteksan Union Group. The companies, that contact
those companies of ours, look at the accounting, the strength of financial structures,
human resources structures, their levels in terms of receiving loans, and they do the
market research.

Negotiation 4

Biitiin goriismelerde her iki tarafin lzerinde direttigi durumlar s6z konusudur.
Sizin kendi gézlemlerinize dayanarak, nicin bu tir diretmeler s6z konusu oluyor?
Amerikali ve Avrupalilarla gériismelerde hangi yonleriyle bu tiir diretmeler ayni
veya farki olmaktadir?

All negotiations include an initial phase where the parties involved encounter certain
resistance from the other side. Based on your personal observations, what are some of
the reasons why this resistance exists? In what way is the resistance the same or
different when dealing with Europeans and North Americans?

Metin Ozer
Ankara

Simdi, tabii, bazen cografyalara goére insanlarin bazi konulardaki diretmeleri
farkhlik arzediyor. Mesela, Avrupall biraz daha bu konuda serbest, biraz daha size
birakiyor. Fakat sunumlarinizi size birakiyor. Anlatimlarinizi size birakiyor. Fakat,
fiyat konusunda ¢ok pazarlik ediyor. Ciinki, Turkiye’ye yakin oldugu icin,
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Turkiye’de fiyatlandirmada, genellikle bizim sektorimiizde, pazarlk s6z konusu
oldugundan pazarlk ediyor ve cografi olarak yakinligindan kaynaklaniyor bu.
Cunku Turkiye’nin Avrupa’da bir yigin vatandasi var, biryigin insani ¢alisiyor,
onlardan da birsey 6greniyor bu konuda.

Ama Amerikal boyle degil. Amerikali veya daha uzaklardan, Avusturalyali
bdyle degil. Daha secici, daha bilincli geliyor. Istedigi Griini tarifliyor. Zamani cok
iyi kullaniyor, israf etmiyor. Zamani ¢ok dikkatli kullaniyor. Israf etmiyor ve
istedigini biliyor. Ne istedigini biliyor, aradigini biliyor. Aradigi seyin disina
yonlendiriimeyi sevmiyor. Nokta atisi yapiyor. “Bana” diyor “kirmizi lazim” kirmizi
cikartiyorsunuz. Ama kirmizidan biraz daha farkl birsey sunmak istediginiz
zaman, “Ben bunu istemiyorum” diyor.

Avrupali bununla ilgili daha ¢ok oyalaniyor, daha ¢ok sohbet ediyor. Daha
¢cok muhabbet ediyor. Kahve iciyor. Mesela, Amerikali ikramlara da soguk duruyor.
lkram edildigi zaman aslinda Tiirk toplumunda ikram, bir sey ikram edildigi zaman,
cay, kahve... Bunu kabul etmesi lazim. Clinkli, Turkler birsey ikram etmek ister.
Ozlerinde vardir bu.

Now, naturally, sometimes, depending on different parts of the world, people’s
insistence on certain topics may differ. For instance, the Europeans are more relaxed on
this issue, they leave it to you more. However, they leave your presentations to you. They
leave your explanations to you. Yet, they bargain a lot in terms of the price. Because,
since they are closer to Turkey, and since bargaining exists in our sector in general in
Turkey, they do bargain, and this originates from their closeness geographically.
Because, there are a number of Turkish citizens in Europe, they work there, and they
learn from them something on this issue.

However, Americans are not like this. Americans or Australians who are further
away are not like that. They come more selective and consciously. They describe for you
the product that they want. They use the time very well, and do not waste it. They use the
time very carefully. They do not waste it and know what they want. They know what they
want, what they are looking for. They do not like to be directed to something else other
than what they are looking for. They do go straight to the point. They say “I need red,”
and you take out red. Yet, if you want to present something different than red, “I do not
want this” they say.

The Europeans take more time about this, they talk and chat more. They drink
coffee. For example, Americans also stay aloof to the treats. When they are offered
something in Turkish society, tea, coffee... they should accept it. This is because Turks
want to offer something. It is the way they are.

Erciiment Kilichay
Ankara

Efendim, bitln is hayatinda butin gériismelerde cok 6nemli noktalar
olabilir. Yalniz bizim memleketimizde 6nemli olan bir husus, karsilikli gérismelerde
daima yabancilarin bu konuda hazirlamis olduklar ‘draft’lar (izerinde munakasa
edildigi icin biz daima sikintida oluruz. Onun icin mutlaka o konuda énceden bizim
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de draft hazirlamamiz lazim. Kendi isteklerimizin paralelinde tartismalar yapabilme
sansini elimizden kagirmamamiz i¢in. Burda énemli olan noktalar sunlar olabilir:
Mesela, is hayatinda fiyat cok dnemlidir. Fiyat konusunda ¢ok dikkatli davranmak
lazim ve dnceden yapabileceginiz tenzilati yahut fiyati 6nceden tespit edip,
tartisma sirasinda acaba fiyatim ne olsun diye diisiince yanlis olur. Onceden bu
isleri hazirlamak lazim. Siire de énemli olabilir. Yalniz bltiin bunlar icinde biraz
once de soyledigim gibi sizin bir draft hazirlamaniz, o ‘draft’in izerinde mimkdin
oldugu kadar minakasa etmeniz gerekebilir. Bu da tabii biraz da daha énce
biliyorsunuz, artik internet olduguna gére siz maillesebileceksiniz tabii. Onceden
bir noktaya geleceksiniz zaten anlagsmalarinizda. nihai noktalar olacagdi icin bunlar,
sonug olacag icin, zaten rakamlar lizerinde ve sireler lizerinde miinakasa
yapilacaktir. O bakimdan ayrica tartismaya girecek olan kisinin ¢ok yetkili olmasi
gerekir.

In all business life and in all of the meetings there can be very important points.
However, the problem that we have in our country is that since we discuss the drafts
prepared by the foreigners, we are always in a difficult situation. Thus, we need to
prepare drafts beforehand, too, in order not to miss the opportunity of having discussion
parallel to our own demands. Some important points here can be these: For instance, the
price is very important in business life. We need to be very careful about the price and
determine the discount that we can give beforehand; because thinking how much discount
I can give for something during the meeting is a mistake. We should prepare such things
beforehand. The time may also be important. However, as I have just mentioned, you
should prepare a draft beforehand and have discussions accordingly as much as possible.
Now as you know we have the Internet and you can e-mail beforehand. You need to
arrive at a certain point in your agreements beforehand; and later on you will already
have discussions on numbers and time. Because of this, the person to discuss these
matters should be one who holds high authority.

Firat Aydeniz
Diyarbakir

Tabii ki is toplantilarinda, yapilan miizakerelerde, zaman zaman iki tarafin
da anlasamadigi bazi hususlar olabiliyor. Bu hususlar genellikle, isin bedeli, yani,
parasal konularda oluyor. Parasal konular dedigimiz zaman da, tabii her iki taraf
da diretebildigi kadar diretebiliyor, neticede bu bir ticaret. Kim bu diretmede daha
baskin olursa, o ister istemez daha fazla kazang elde ettigi dustincesiyle bu
diretmelerde israrci oluyor. Tabii para yaninda baska konularda da diretmeler
olabiliyor. Bunlardan birisi de zaman konusu. Yani, bir mal alimiyla ilgili bir
miizakere, bir gérisme yapiliyorsa, toplantida o malla ilgili zamanin énemi
glindeme gelebiliyor. Dolayisiyla bu konuda zaman zaman tartismalar cikabiliyor.
Hele ki, bir mal alimi s6zkonusuysa, alan kisi eger ki zamanla yarisiyor ise,
getirtmeye calistigi toplantinin konusu olan mali ihtiyaci oldugu zamanda
getirmek durumunda oldudu icin, karsi tarafa zaman konusunda baski kuruyor. Bu
baski tabii karsi tarafin Uretimiyle alakal olarak, karsi tarafin baski gostermesine
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de, direnmesine de sebep olabiliyor. Ama neticede eger ki fabrikayi, Gretimi
ayarlayabiliyorlarsa, 6ne almak suretiyle de zaman konusu asilabiliyor.

Naturally, there can be some points that the two sides cannot agree upon during
the business meetings and negotiations. These points in general are about the price of the
job, that is in the financial issues. When we say the financial issues, both sides can insist
as much as possible, because in the end, this is commerce. Whoever is more insisting on
this issue, they think that they win more; thus they keep pushing for it. Certainly, there
can be insistence on other issues besides the money. One of these is the time issue. That
is to say, if people discuss the purchase of a certain commodity and its delivery, time may
become an important issue during a negotiation or a meeting. Therefore, there may
emerge disputes concerning this issue sometimes. Especially, if the issue is the purchase
of a commodity and the client is running out of time; since he needs to bring it as soon as
possible, he may try to force the producer because of time. This forcing may naturally
cause to the other part to resist or force other issues, depending on his production.
However, in the end, if they can arrange the factory and the production, people can
overcome this problem by moving the date to an earlier time.

Sengiil Simsek
Ankara

Biz uluslararasi bir ¢cok firmayla calistigimiz igin, misterilerimizi Avrupali,
Asyall ya da Amerikal diye ayirdetmeyi ¢cok dogru bulmuyoruz. Miisterilerimiz
genel olarak iki konuda diretiyorlar. Bunlardan bir tanesi trlinin fiyati ve Grinlin
teslim tarihidir. Uriin kalitesiyle alakali genelde pek problem yasamiyoruz. Bizlerin
ise, alici olarak..., satici olarak direttigi bir tek konu vardir ki, o da 6deme sekli ve
o0demenin nasil gerceklesecedi ve vadesidir. Mesela, buna soyle bir 6rnek
verebilirim: Misterilerimiz bize diyor ki: “Bu Urliniin perakende satis fiyati, misal
veriyorum, 3 eurodur. Ben bu riini sizden 30 cente alir isem, bu trinid karh bir
sekilde satabilirim. Fakat bizim imalatimiz ve karimizi (izerine koydugumuzda bu
drin 40 cent oldugunda, bunu tekrar misterimizle ortaklasa oturup, bir
anlasmaya varabiliyoruz. Bunu iste 35 cent olur, 33 cent olur, seklinde
anlasabiliyoruz.

Since we work with a number of international firms, we do not find it right to
classify our clients as European, Asian or American. Our clients in general insist on two
issues: One of these is the price and the other is the delivery date of the product. We do
not generally have problems related to the quality of the product. For us, we have only
one issue that we insist on as the seller. That is the payment method, how it will be done
and the due date. For example, I can give an example for it like this: Our clients tell us:
The retail price of this product is, let’s say, 3 euros. If I buy this product from you for 30
cents, I can sell it for a profit. Yet, if the product costs 40 cents, when we add our
production costs and the our profit, we find out that we need to discuss this with our
client again and come an agreement. We say that it can be 35 cents or 33 cents. This way
we can make a deal.

13



Cetin Ozatag
Ankara

Musterilerimize Urinlerimizi daha ¢ok satabilmek icin yaptigimiz is
gorusmeleri var. Onlarla s6zlesmeler yapiyoruz, kendi trinlerimizi daha 6n plana
cikarmak daha ¢ok sattirabilmek igin. Tabii bunu yaparken, her sey karsilikli.
Onlardan istedigimiz bu tur aktiviteler karsiliginda onlar da dogal olarak tabii ki
bizden bir sey bekliyorlar. Bunun icin mesela genelde piyasaya uygulanan fiyatlar
uzerinden iskontolar verilebiliyor veya sogutucu ek olarak veriliyor, veya bir
miktar bedelsiz Urlin verilebiliyor. Bunlarin hepsinin bir hesabi var ama bunlar
karsilikh yapilan goérismelerde daha netlik kazaniyor. Musterileri genellikle Coca-
Cola’ya ¢ok glivenmelerine ragmen, ¢inki misterilerimizin ¢ogu ile yillardir
calistyoruz. Ama bunlar arasinda yeni musteriler de var. Cok glivenmelerine
ragmen, yine de acaba daha fazla taviz koparabilir miyim? Diye disindikleri icin
burda bir diren¢ s6zkonusu oluyor. Yani ¢ok kolay olmuyor yapilan sézlesmeler.
Sozlesme 6ncesi yapilan goérismeler bayagi tartismali oluyor ve onun sonunda
misteriyi ikna ederek, bir s6zlesme yapma asamasina ancak gelebiliyoruz. Biraz
once de soyledigim gibi misteriler her ne kadar Coca-Cola’nin kazan-kazan ilkesini
uyguladigini bilmelerine ragmen, yine de biyik firma, burdan arti bir seyler
koparinz diye disuniyorlar. Yurtdisinda bu nasil oluyor bilmiyorum ama, yani,
bilmiyorum derken, bir fikrim var ama direkt icinde degilim. Orda kosullar daha
belli ve daha standart. Firmayla musteri arasindaki bu tir is gorlismeleri cok daha
az direncli ortamlarda oluyor ve verilecek olan tavizler daha standart oldugu igin
onlarin isi daha kolay. Bu tir direngler oldugunu zannetmiyorum.

We have business meetings that we do to sell more products to our clients. We
have agreements with them in order to sell more products and bring them to the
foreground more. Naturally, when we do this, everything is reciprocal. Of course, in
return for such activities that we want from them, they also want something from us.
Because of this, people can give discounts for prices according to the market or give a
freezer for free, or give some products free of charge. These all have an account but these
become more obvious when it comes to mutual negotiations. Our clients trust Coca-Cola
very much because we have been working with our clients for years. Yet, there are also
new clients among these people. Even though they trust us very much, since they still
think wonder if they can get more concessions, there still is resistance. That is, the
agreements are not so easy. The meetings before the agreement are filled with many
debates and by convincing the client in the end, we can finally come to the stage of
making an agreement. As I have just mentioned earlier, although the clients know that
Coca-Cola applies the win-win principle, they still think this is a big firm, and we can get
something extra from it. I do not know how this happens abroad; but when I say I do not
know, I mean I have an idea because I am not directly involved. Conditions over there are
more definite and more standardized. The business meetings between the firm and the
client are conducted in an atmosphere with less resistance and, since the concessions to
be given are more standardized, their job is easier. I do not think they have such
resistances.
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Negotiation 5

Goriismeler sirasinda genellikle stratejileri ve bulundugunuz durumu tekrardan
gb6zden gecirmeniz gerekebilir Amerikali ve Avrupalilarla gériismelerinizde, bu tiir
Strateji degistirme durumlarinda puf noktalar nelerdir? Amerikali ve Avrupalilarda
strateji degisikliklerinde neler gézlemlediniz?

During negotiations it is usually necessary to reformulate strategies and positions. Is
there anything unique about the ways in which you reformulate strategies or make
concessions when dealing with Europeans and N. Americans? What have you observed
about the way Europeans and N. Americans make concessions and reformulate
strategies?

Ahmet Deniz
Samsun

Is goriismeleri genelde yabancilarla bizim aramizda belli formallerde
geciyor. Turk milleti genelde is gérismelerine bir temsilcisiyle katilir. Burdaki
gorusmeler, is gorusmeleri, pazarlik ve fiyat konularinda agirlikli olarak giderler.
Agirlik fiyattan ziyade, tabii ilk gériismede genelde her iki taraf da kendi
niyetlerini ortaya koymaya, malinin ya da yapacag Uriiniin kalitesini, kendi isine
ne kadar yarayip yaramadigini tartmaya ve karsi tarafin bu konudaki fikrini
ogrenmeye calisilir. Asil ilerleyen dénemlerdeki gérismelerde isin rengi ortaya
cikar. Burda da lkelerin ve devletlerin ézellikleri biraz daha 6n plana cikar. Ornek
vermek gerekirse, bir Almanla yapacaginiz bir is goriismesinde Almanlar daha cok
on hazirhk yapmis, énceden fiyatini ve seyini belirlemis, bu konuda ¢ok fazla
pazarlik payl tanimaz size ve cok katidirlar. MUmkiin mertebe soyledikleri fiyatin
olmasini isterler, ya da getirdikleri sartlari aynen kabul ettirmeye calisirlar. Baska
bir 8rnek vermek gerektiginde, Italyanlarla alakali, bunlar biraz daha bizim
milletimizin 6zelliklerini tasir. Pazarligi bitirmek icin her tirli seye aciktirlar.
Karsilikli esneklikler gosterebilirler. Amerikalilar, bu konuda onlar da belli seylerini
yapmislardir, hazirliklarini yapmislardir. Ama Almanlar kadar sey degil, belli
noktalarda esneyebilecekleri noktalarda esnemeye calisirlar. Bizim milletimize
baktigimizda énemli olan orda isi niteligine gore alabildikleri fiyati ve maliyeti en
minimuma indirmek icin ciddi siki bir pazarlik yaparlar.

The business meetings are conducted in a certain format between us and the
foreigners in general. Turks participate in business meetings with one of their
representatives. The business meetings here include issues of bargaining and price
mostly. Of course in initial meetings, instead of price, both sides try to show their good
intentions, and try to show or understand the quality of the product, why it is necessary,
and they understand the other side’s opinion about things. In fact, the style of the
business will change in the subsequent meetings. Here, the characteristics of the countries
and states come to the foreground more. To illustrate, in a meeting with Germans,
Germans would come having done more preliminary preparations, and be determined not
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to discuss a negotiable price; they are very strict. They try to enforce their price or terms
as much as possible. To give another example, about Italians, they carry more similar
characteristics to our nation. They would be open to all kinds of things to finish the
bargain. They can show reciprocal flexibilities. Americans, they would also be prepared.
Yet, they would not be as strict as Germans, but try to be flexible on certain points. When
we look at our nation, the most important thing is, depending on the properties of the
business, they bargain in order to minimize the price and the costs.

Erciiment Kilichay
Ankara

Efendim goriismelerde, ilk gériismeler sonunda, nihai gériismeler basladig
zaman, tabii stratejiler tizerinde ¢ok dikkatli hareket etmek gerekir. Yalniz,
Batililar, son goriismelerde bazi énceden goéristliginiz konularda bazi degisik
sartlarla size gelebilirler ve bu degisik sartlar sizin anlasmanizi zorlastirabilir
onlarla. Bu itibarla cok dikkatli davranmak lazim. Yalniz stratejik deyince, bence
bu gérismelere son derece yetkili bir arkadasin katilmasi lazim. Yani karar
vermeye, verebilecek nitelikte olan bir arkadasin. Bu itibarla, mutlaka son noktaya
gelindigi zaman gerekirse, bu stratejiden, biz daha énceden baska kisilerle
gorisme sansi oldu ise eger, ddnme sansiniz varsa, ona belki muskilat
cikarabilirsiniz. Aslinda bu belki etik bir sey olmayacaktir ama aslinda yapilmasi
gerekir, menfaatinizi korumak igin, yapilmasi gerekir bunlarin.

As to meetings, at the end of the initial meetings, when the final meetings start,
one naturally should be very careful about the strategies. However, the Westerners may
come to you with different terms than you have determined with them before and these
different terms may make the agreement more difficult with them. Thus, one needs to act
very carefully. Yet, when we say strategic, I believe that a person with high authority
should participate in these meetings. That is, a person who can make decisions.
Therefore, when it comes to the final point, if necessary, if you had a chance to talk with
others and you withdraw offers, you can definitely create problems for the other side.
Maybe it would not be ethical but it needs to be done, to protect your interests, one
should do such things.

Sengiil Simsek
Ankara

Bizim agcimizdan en 6nemli puf noktasi bir kere misteriyi firmamiza
cekebilmektir. Zaten yabancisi oldugumuz bir sahada yeni tanistigimiz bir
mdisterinin givenini saglamak onu ikna etmek ¢cok zordur. Bu nedenle biz
genellikle misterimizi tesislerimize davet ederiz onlara Uriinlerimizi gésteririz,
tesisimizi gezdiririz. Bu nedenle daha iyi bir giiven ortami saglamamiz mimkin
oluyor genellikle. Misterilerin stratejileri ve puf noktalarn olarak da bir alici olarak
genelde cok renk vermemeyi tercih ediyorlar. Esasinda fiyatiniz uygun bile olsa o
anda size bu is tamamdir seklinde pek renk vermiyorlar. Bunu gésterebiliriz ama
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sizden de daha iyi fiyat alabilmek adina o anda renk vermiyorlar. Siz belki onun
altina disersiniz diye.

The most important point for us is to attract the client to our firm. It is already
very difficult to ensure the security of a newly met client and convince him in a foreign
field. For that reason, we generally invite our customers to our facilities, show him our
products and give him an opportunity to see things here. By doing so we can create a
more secure environment in general. As clients’ strategies, as a buyer they prefer not to
make their preferences obvious. In fact, even if your price is appropriate, they do not say
this is okay at that moment. They do not say overtly what they think so that they may get
a better price from you, thinking you may give a cheaper price.

Cetin Ozatag
Ankara

Musterilerle yaptigimiz gériismelerde genellikle o gériismeyi yapan
arkadaslarimiz gériismeyi sonuclandirabilecek kadar yetkilendirilmislerdir. Yani
gérisme esnasinda benim bu konuda yetkim yeterli degil, Benim daha Ust bir
amirimden yetki alayim gibi bir kesintiye gerek yoktur. Blyik misterilerle yapilan
gérusmelerde bazen yatinmin boyutu biyuk olabilir ve yatinmin boyutu biyutk
oldugu durumlarda eger bizim hesabimiza gére vermemiz gereken yatirimla onun
talep ettigi yatinm arasinda biyuk farklar varsa o zaman yarida kesilmemesi icin
gOrismelerin bir sire istenebilir. Bu siire yeniden hesap yapmak icindir. Clnki
belirli marjlarimiz vardir ama orda 6rnek olarak misteri 100 isteyebiliyor ama biz
60 verebiliyoruz. Belki biz altmis degilde yetmise kadar verme sansimiz var fakat
o gdriisme 6yle bir yere gelmistir ki orda bizim arti verecegimiz seyi teklif
etmemizin higbir faydasi olmayacaktir. Onun igin biz tekrar hesabimizi gézden
gecirmek icin musteriden genellikle misaade isteriz. Ertesi glin veya misait olan
en kisa slirede tekrar gérismeyi baslatiriz. Tekrar gérismeye basladigimizda da
bizim artik verdigimiz teklif son tekliftir. Bu teklifi misteriye iletiriz ve son
yapacagimiz seyin artik bu oldugunu sdéyleriz ve onun {izerine hic birsey
yapamiyacagimizi séyledigimizde genellikle sézlesmeler orda olumlu olarak
sonuclanir.

In meetings that we have with our clients in general, our friends who represent us
are authorized enough to achieve the results at the end of the meeting. That is, during the
meeting, there is no need for break in the meeting saying things like I don’t have
authority is make these decisions, or let me get permission from my superior. In meetings
with important clients, sometimes the investment can be big. If there is a big difference
between the investment that the client wants and the investment that we need to give
according to our plans, than one can request additional time not to cut the meetings off.
This time period is to do new calculations. Because, we have predetermined margins; the
client may request 100 but we can give only 60. Maybe we may are in a position to give
them 70 for it, but the meeting may comes to a point where their extra offer may not be
beneficial. Thus, to go over our calculations, we request more time from the client in
general. The following day or the closest available day we resume the negotiations. When
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we restart the negotiations, our offer is the final one. We present the our last offer to the
client and when we say that is the final decision, in general the meetings end in a positive
way.

Negotiation 6

Goriismelerde belli noktalarda, gorismeci kendi dstiinden, avukatindan yahut
finans menajerinden, v.s. onay almasi gerekebilir. Amerikali ve Avrupalilaria
goriismelerinizde onay alma sistemi onlarla ayni mi yoksa farkl mi?

At some point in the negotiation process, negotiators may require ratification and
approval from superiors, attorneys or financial managers, etc. How is your system of
ratification the same or different when dealing with Europeans and North Americans?
What is your perception of a N. American’s approach to ratifications?

Ahmet Malkan
Kahramanmaras

Genel olarak miuzakereye génderdigimiz yahut gittigimiz zaman bizim yetki
sinirlarimiz belirlenmistir. O sinirlar icerisinde serbestce miizakere edebiliriz. Eger
muizakereler baska bir mecraya, daha Ust noktalara gidiyorsa, belirlenmis sinirlarin
Otesini asiliyorsa, o zaman ydnetim kurulundan veya ilgilisinden yetki alinabilir.
Fakat mizakere esnasinda bilgilenmek agisindan gerek hukuk danismanindan,
gerek mali danismanindan bilgi sorulabilir; ama génderilen miizakereci mutlaka
donatilmis yetkili insanlardir ve sinirlar igerisinde karar vermeye tek yetkilidir.
Genel olarak bdyle cereyan eder bizim mizakerelerimiz.

In general, when we go to negotiations or send someone, our authorities are
predetermined. We can negotiate within those borders freely. If the negotiations go down
a different path or go to higher levels, and if the borders are breached, then one can get
more authority from the board of directors or from the related person. Yet, during the
negotiation, one can get information from the judicial or financial consultant; however,
the negotiator should be a fully authorized person and is the only person to make
decisions within the borders. In general, our negotiations flow this way.

Erciiment Kilichay
Ankara

Efendim tabii nihai gériismelerden énce karsilikl haberlesmede bir noktaya
gelmissinizdir ama nihai gérismeler sirasinda finans ve hukuki agidan bazi
noktalar vardir. Siz bir avukat veya finans uzmani olmadiginiza gére mutlaka
yaninizda bir hukuk musavirinizin ve finans uzmaninizin bulunmasi lazim. Clink
son derece kiritik noktalar cikabilir gériismeler sirasinda. Siz bu gériismelerde bu
konuyu bilmeden karar verirseniz ilerde son derece tehlikeli noktalara gelmis
olabilirsiniz. Bu itibarla ben her zaman sdéyledigim bir noktadir bu; israr ediyorum
ustlinde, her konusmada mutlaka bir hukuk misavirine ve finans misavirine
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danisilmasi lazimdir. Bence toplantilarin en 6nemli noktalarindan bir tanesi de
budur.

Of course you come to a certain point through correspondence, but during the
final meetings there might be other points in terms of finances and judicial matters. And
if you are not a financial expert or a lawyer, you definitely should have your financial
expert and judicial consultant with you. This is because very critical points may emerge
during the negotiations. If you make decisions without knowing the issue well, you may
face very dangerous problems in the future. Therefore, it is something that I always say
and insist on, in every meeting, one should consult with a financial and judicial
consultant. I think, this is one of the very important points in negotiations.

Firat Aydeniz
Diyarbakir

Goérismelerde mutlaka her iki tarafin gériismenin basinda yetkilerini, bu
gérusmeye girerkenki sorumluluklarini karsi tarafa belirtmesinde biyik fayda var.
Cunku yapacaginiz miizakerede belli bir noktaya gelebilmeniz igin karsi tarafin o
anda masada karar verebilme yeteneginin, yetkisinin olabilmesi gerekli. Eger ki
bitln mizakereler yapilir ve son noktada benim béyle bir yetkim yok denilirse
sadece bu zaman kaybi olur. Onun i¢in biz genel itibariyle bu tirli toplantilarda
Oncelikle kendimizin yetkilerini bu mizakereyi nereye kadar gétirebilecegimizi
belirtiriz. Ayni sekilde karsi tarafin da belirtmesini isteriz. Bunun karsiliginda da
tabii ki hukuki bir mesele var ise avukatimizi da bu toplantiya dahil ederiz. Ayni
sekilde karsi tarafin da avukatini dahil etmesini isteriz. Yine finansal bir meselede
herkes finansci olamayabilir, hukukcu olmayabilir bu tirli ek destekleri firmalarin
hukukcgulariyla,avukatlariyla ya da finansérleriyle toplantiya katilmak siretiyle bu
sikintilan gidermelerini bekleriz. Clinki biz béyle yapiyoruz. Bu durumda da zaten
mizakere olmasa da neticelenebilir diislincesindeyiz. Aksi takdirde zaman
kaybindan baska birsey olmaz.

In meetings, both sides should definitely mention how much authority and
responsibility they have to the other side. Because, to arrive at a certain point in the
negotiation, the other side needs to have the authority and ability to make decisions at the
table right away. When the negotiations end, if the other side says I am not authorized to
do this, this would be a waste of time. For that reason, in all of those meetings, we
mention how much authority we have and how far we can go in that negotiation
generally. We expect the same thing from the other side. In return for this, if there is a
judicial matter, we also include our lawyer in the negotiation. In the same way, we also
want the other side to have their lawyer. Again in a financial matter, not everyone can be
a financial expert, or a jurist, we would expect firms to come to the meetings with their
jurists, financial experts and lawyers and solve such problems. As this is the way we do
so. In such a case, even though there is not a negotiation, it can arrive at a conclusion, we
believe. Otherwise, it would be nothing but a loss of time.
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Sengiil Simsek
Ankara

Genelde gorustigumiz kisinin yetkisine baghdir aslinda karar almasi.
Ornegin bir sirketin genel miidiiriiyle toplanti halinde iseniz, o anda bir cok karar
alinabilir. O anda bunlar dokumante edilir ve karsilikli imzalanabilir. Fakat sirketin
satin almacisi ya da pazarlamacisiyla goristuginiz takdirde, tabii ki genel
midirine ya da yonetim kurulu baskanina sunmak isteyebilir. Bizim alanimiz daha
cok davetiye ve tebrik karti oldugu icin, genelde pek ihale usulii calismayiz.
Musteri odakl ¢calismalarimiz mevcuttur. Bu nedenle de ¢ok fazla avukata veya
finansal danismana basvurmak gerekmez. Musterilerimize tekliflerimizi sunariz.
Onlar bir takim fiyatlar isterler bizden. Daha sonra anlasmaya varildigi takdirde de
karsilikh olarak isbirligi icersine gireriz.

In general, our partner’s decision-making depends upon his authority. For
example, if you are in a meeting with the CEO of a company, a number of things can be
decided at that moment. At that moment, these can be documented and signed mutually.
Yet, if you are meeting with the buyer or salesman of a company, naturally he may want
to ask to the CEO or the president of the board of directors. Since our field is related to
invitations and congratulations cards, we do not work in the way of contracts. We have
client-oriented work. Thus, we do not need to consult a lawyer or a financial consultant
much. We present our offers to our clients. They want certain prices from us. Afterwards,
if we can have an agreement, we start to cooperate.

Ahmet Deniz
Samsun

Is gériismeleri genelde belli heyetler tarafindan yapilir. Bunu Avrupalilarin
geneline yayabiliriz. Yani, burda bir millet ayrimi yapmadan, genelde onlar bir
heyet halinde, yani 6rnek vermek gerekirse, bir avukat, finans danismani ve de
yonetimi temsilen bir kisinin bulundugu genelde Ugclu toplantilarla toplantiya
katilirlar. Bizim Turkiye’deki is adamlarinin genellikle danismanlari vardir. O
konuyla alakali tayin etmis olduklan bir danisman, sirketin bir yéneticisine, hem
her tirll yetkiyi ve sorumlulugu vererek, goriismeye tek tarafli katilmasini
isterler. Ve orda her tirlu sirket adina pazarlklari o kisinin yapmasini saglarlar.
Bunun temeline indigimizde de Turkiye’deki sirketlerin ¢cok kokll ve yapilarinin
eskilere dayanmadigini ve genelde sirket sahiplerinin de is hayatindan, ¢irakliktan
yetiserek belli yerlere gelmelerinden dolayi, teknik bilgi ve belgeleri daha ¢ok bu
isin uzmanhgini yapmis, degisik sektorlerde tecriibe edinmis, CEO diyebilecegimiz
kisiler vasitasiyla yurutirler. Bu da onlarin yabancilarla, Avrupalilarla is
gorismelerine yansiyan bir karakteristik 6zellikleridir.

The business meetings are conducted through committees in general. We can

generalize this for Europeans. That is, putting aside national differences, generally they
attend meetings as a committee. That is, for example, a committee consisting of 3

20



people: a lawyer, a financial consultant, and a person representing the administration. In
Turkey there are consultants of businessmen. They give all kinds of authority and
responsibility to the consultant that they assign, or a director of the company, and they
want him to attend the meeting alone. And they enable him to do all kinds of bargaining
on behalf of the company over there. When we get into its roots, since the companies in
Turkey are not rooted and their structures do not go back; and in general the head of the
companies come from apprenticeship to where they are now; they conduct the technical
information and documents through the experts or people we can call CEOs. This is one
of their characteristics, which reflects in their meetings with foreigners and Europeans.

Negotiation 7
Tiirkiye’de ve Tiirkce konusulan llkelerde is yapan Amerikali ve Avrupali
isadamlarina ne tir genel tavsiyeleriniz olabilir?

What general advice would you like to give European and North American professionals
who will be working in Turkey or in Turkish speaking areas of the world?

Alparslan Goktas
Ankara

Bir yabanci Tirkiye’ye veyahut da Orta Asya’daki bir Tlrk cumhuriyetine
gittiginde, ise girmeden 6nce, ise baslamadan énce tabiri caizse bir ay o llkede
aylak aylak gezmeli. Hi¢ bir ise girmemeli, oranin bankacilik yapisi hakkinda
sorusturma yapmali oranin genel kiltiri hakkinda inceleme yapmal. Bir ise
girecedi zaman yanina o llkede glivenebilecegi ya bir ortak yada mudir olarak
atayabilecegi gilvenilir bir insani bu bir aylik, iki aylik dénem icerisinde bulmali ve
ise yavas yavas girmeli. Tabiri caizse bir s6z daha var, kirk kere 6élcmeli, bir kere
bicmeli. Yoksa geri dénilisii olmayan ¢cok blylik zararlarla karsilasabilir ve ticari
yatinnmi neticede fiyaskoyla sonuglanabilir.Ama dedigimiz sekilde bir ¢alisma icine
girerse, Avrupa’da kazanamamis oldugu karlari, 10 yilda kazanacagi kari, belki de
burada 1 yilda kazanacaktir. Burada bu gibi Ulkelerde énemli olan sey adim attigi
yeri iyi gérmektir.

When a foreigner goes to Turkey or a Turkic republic in Central Asia, he should
first wander around in that country for a month, so to speak. He should not enter into any
business, but he should do analyses about the banking structure and culture of that place.
When he intends to start a business, he should find an associate or a person whom he can
appoint as the manager within these one or two months and start slowly. There is a
saying, he should measure 40 times and cut once, so to speak. Otherwise, he may face
great damages that cannot be corrected and his commercial investment may end with a
fiasco. Yet, if he acts in the way that I have described, he can make the profit that he
would make in Europe in 10 years, in 1 year over there, perhaps. In this kind of countries,
the important thing is to see where to put your step.

Hamit Giirdogan
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Ankara

Tirkiye son dénemde cidden Avrupa’nin eteginde olmasi, hem Ortadogu
ve Asya’ya acilan kendi dilinden olan llkelerle olan ticari hacmini cok ciddi
gelistirme durumunda ama, bu Turkiye’de belli bir ticari kesimin yaptigi Ust dizey
ticaret yapilan sirketler, kurumsal kurumlar, ticaret yapan insanlar bunlar
yapiyorlar; ama simdi bunlari da yaparken tabii evvela, bence, kanunlarla bu isi bir
cerceveye oturtturmak lazim. Hatta gerekirse devlet destegini almak lazim.
Turkiye’de is yaparken saygin, kendini tanitmis, kendi isinde profesyonellesmis
sirketlerle is yapmaya calismak lazim. Bu isin burda cidden gétirecegini, o
sirketlerin, o sahislarin veyahut o kurum ve kuruluslarin iyi gétirecegini cok iyi
hesaplar yapmak lazim. Ciinki Turk insaninin yapisinda ¢ok ¢abuk bikma vardir.
Cok cabuk para kazanma bence seyi vardir. Fakat bunu Avrupali ve Amerikali
isadamlarinin uzun vadede destekleriyle bu cabukculuk, diyelim ki amotérlik ve
profesyonelligin biraraya gelmesi gibi, eger meczedilirse, birbiriyle yogrulursa cok
ciddi gelisimci, mitesebbis ve atak is adamlar cikar. Bence bu Tirkce konusan
ulkelerde olsun, Tirkiye’de olsun su anda gelismekte olan ciddi bir pazar diye
disindyorum. Tirk insaninin biraz bu son dénemlerde gelen temel yapida, saglam
devlet ve hikiimet yapilariyla, ciddi sekilde artik kanununu bilme
profesyonellesme yakinlasmalari da var. Buralarda ¢cok zarar gériilecegini
sanmiyorum. Nihayet de ticaret bir misterek akde dayaniyor. Birlikte, ama iyi
ekibi, iyi kurumu, iyi sirketi secmek lazim.

Turkey has been significantly developing her commercial trade volume with
Europe, thanks to being very close to it and with the countries opening to the Middle East
and Asia. Yet, this is being done by certain trade groups, companies that do high level
trade, institutionalized institutions and people doing trade. However, when doing these, I
believe that we need to put everything into a framework of laws. If necessary, we even
need to get government support. When one does business in Turkey, it is better to do it
with respected, well known and professional companies. One should do good calculations
to make sure that he would do a profitable business with these people, companies or
institutions. This is because there is the notion that Turkish people get bored quick. I
believe there is a phenomenon of making easy and quick money. However, if we unite
this practicality or amateurship, so to speak, with professionalism, with the help of the
European and American businessmen, we’ll be able to develop serious, energetic
businessmen. I believe this is a serious developing market now both in Turkey and
Turkic speaking countries. The Turkish people also have the tendency of knowing the
laws better and getting professionals together with better state and governmental
structures. I do not think there would be serious damages. In the end, trade depends on a
common agreement. But one should choose a good team, a good institution and a good
company.

Firat Turkfiliz
Ankara
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Biz Turkler olarak ¢ok fazla bilinmedigimiz &zelliklerimizin bilinmedigine
yabancilar tarafindan taninmadigini distintiyoruz. O yiizden ben 6zellikle, ben
Amerikali ve Avrupali is adamlarina Turkiye’ye gelmeden énce Tirkiye’deki
insanlarin &zellikleri kiltlrd hakkindaki genel bilgilere sahip olmalarinin ve belki
birkac kelime de Tirkce bilmelerinin ¢ok faydali olabilecegdi diistincesindeyim. Bu
ortami sicaklastiracak, yakinlasmayi saglayacaktir. Eminim onlara arti olarak geri
dénecektir, clinki biz daha fazla onore oluruz, bizim hakkimizda bir yabanci bir
seyler biliyorsa ve sdyleyebiliyorsa; bunu o ylizden en énemlisi bu olmali diye
distntyorum.

We as Turks think that we and our characteristics are not known by foreigners.
Therefore, I believe that it would be very beneficial for the American and European
businessmen to learn the characteristics of Turks and their culture in general, and know a
couple of Turkish words. This would warm the atmosphere and enable us to be closer. I
am sure this would be a plus for them, because we would be honored more if a foreigner
knew something about us and spoke a bit. This would be very important.

Temel Tufan
Ankara

International tecriibesi olan insanlar bunu bileceklerdir. Yani bu tir
ulkelerdeki calismalarda nasil davranacaklarini. Ama yeni, is tecriibesi olmayan
insanlarin bu ulkelere gelmesi halinde, benim birinci tavsiyem, sabirli olmay:i
6grenmeleridir. Yani, kilturel agidan farkhliklar nedeniyle, burda gelen misafire
karsi tutumlar farklidir. Yani, sizi ilk 6nce bir cay icmeye, sonra genel bir
konusmaya, sizin hakkinizda bazi bilgiler almaya yénlendirirler. Belki bu sizin igin
zaman kaybidir, ama kultirel yapi béyle oldugu icin siz de buna uymak
mecburiyetindesiniz. Yani, orda harcayacaginiz yarim saat bir saatlik sireyi fazla
exaggarate etmeden, ona gdére degerlendirmemiz lazimdir.

Ikinci bir konu da, bir konunun diger batili tilkelerde veya diger gelismis
ulkelerde oldugu gibi cok kisa siirede realize olmasini beklemeyebilirsiniz. Yani
sunu demek istiyorum bezen bir ihale olur. Ihalenin neticesi, degerlendirilmesi
normal sartlarda bizim anladigimiz sartlarda belki u¢ giinde bitmesi gerekirken,
burda malesef lic ayda bitmeyebilir. Iste burda toleransh olmak lazim. Gidip
misterinize yahu ne yapiyorsunuz, niye bu kadar uzattiniz, gibi bir yaklasim icine
girdiginiz zaman rencide edersiniz. Bu da sizin isinizi veyahut da iliskinizi bozmaya
neden olabilir. Yani sabirli olmak, anlayish olmak, toleransli olmak gerekir.

People with international experience would know this. That is, how to behave in
these kind of studies in such countries. Yet, in the case of new, inexperienced people’s
coming to these countries, my first advice to them is learning how to be patient. That is to
say, due to cultural differences, the attitude towards a guest here is different. That is, they
first invite you to drink tea, then they direct you to a general conversation to get some
information about you. Perhaps, this is a loss of time for you, but since this is the cultural
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structure, you have to follow it. That is, the half an hour, or an hour that you spend over
there, without exaggerating, should be spent that way.

In addition, a second issue is that you realize that things take a longer time than
they do in western or developed countries. That is, in other words, sometimes there is a
contract. Although the result of a contract and its evaluation should end in 3 days under
normal conditions; here it may not end in 3 months unfortunately. With this point, one
should be tolerant. If you go and say: What are you doing? Why did it take too long? you
may offend that person. This in return may cause your relationship or business to end.
That is, it is necessary to be patient, understanding and tolerant.

Ali Korkmaz
Antalya

Amerikali ve Avrupali is adamlarina tavsiyem, samimiyet, gileryiiz ve
glvenilirliklerini 6Gnemsemelidirler. Turkiye’ye gelirken bizim adetlerimizi érf ve
adetlerimizi birazcik 6grenmelerinde fayda var. Bu yine samimi ve dogal
davranmanin geregidir. lliskilerinde cok kolay ilerlemesine sebep olacaktir. Bizim
Orf ve adetlerimize saygili olmak, bizim de onlara daha ¢ok saygi géstermemizi
saglayacaktir.

My advice to American and European businessmen is to know the importance of
their sincerity, smiling faces and trustworthiness. It is beneficial if they learn our customs
and traditions a bit when they come to Turkey. This is also a necessity to behave
sincerely and naturally. This would help them to achieve a number of things quickly.
Their respect for our customs and traditions will lead to more respect towards them on
our side.

Negotiation 8

Goriismeler tamamlandiktan sonra tipik olarak taraflar arasinda ne tiir takip
mekanizmalan mevcut oluyor? Amerikali ve Avrupalilarla yapilan islerde bu takip
ne kadar farkli olabiliyor? Amerikali ve Avrupalilaria is yaptiginizda bu takibat
hakkindaki ényargilariniz ve deneyimleriniz nedir?

After negotiations are concluded, what sort of follow-up is typical among the parties
involved? How is the follow-up different when dealing with Europeans and North
Americans? What is your perception of European and North American follow-up
patterns when dealing with you?

Mehmet Ozmercan
Ankara

Gorusmelerimiz tamamlandiktan sonra, bizlerin is adamlariyla yaptigimiz
gorismenin takibi Ulkeden ulkeye ¢ok farklik gdsteriyor,ilkemizde insanlar
sabirsiz ve hemen sonug istiyolar yaptigimiz gériismenin takibinde oluyorlar, iste
ne zaman bunu ¢6zeriz? Ne zaman biter ? Vesaire gibi yada bundan sonraki adim
ne olur 7Ama bu konuda da stirekli bir uzama s6z konusudur. Her giin sizi arar
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ama o konuda pek ¢alismis yada hazirlikli degildir. Aslinda ,ona hazirlanmasi ¢ok
uzun zaman sirer konuya ait hazirlanma sireci. Bu Avrupada da bazen boyle
ornegin ltalya da durum cok daha rahattir, cok fazla takip etmez, isini sever ama
cok 6dnemsemez gibi bir goriinis var.Almanya da tam tersi cok nettir. Su glin
bana bunu gonder diye yine Yunanistan da buna benzer diyebilirim,6zellikle
Bulgaristan yine ayni sekilde su glin olsun der ve cok fazla tahammuli yoktur sizi
takip eder ,oldu mu ,olmadi mi? sirekli sizinle gérismek ister.Amerikallarla
durum yine biraz daha rahat ,takibindedirler ama onunla ilgili genel operasyonlari
tamamlamadan nerdeyse Turkler gibi hareket ederler diyebilirim.

After our meetings come to an end, the meetings that we have with businessmen
naturally differ from country to country. The people in our country are impatient and
want results at once. They carefully follow us after the meeting. Well, they say things like
When can we solve this problem? When will this be finished? etc. and What is the next
step after this? Yet, there is always a delay on this topic, too. Everyday he calls you, but
he may not be so prepared about that topic either. To get prepared for that topic lasts a
long time, that is, the preparation period for that topic. This is sometimes similar in
Europe as well. For instance, in Italy the situation is very relaxed. One does not follow up
much. He loves his business but it seems like he doesn care much. In Germany, the
opposite is very obvious. He says send me this on this certain date. I can say that Greece
is similar to it. In Bulgaria too they says this has to happen on this date and they don’t
have much flexibility. They will follow you and keep asking if it is finished or not. And
they always want to be in touch. The situation with the Americans is also more relaxed.
They follow up, but without finishing the general operations about it, they act almost like
Turks.

M. Vedat Melik
Urfa

Elbette ki bir yatirnm yapiyorsaniz yatinm gdériismelerinin toplantiyla
sonucglanmasi mimkiin degildir. Baslangicta bile ¢ok sayida eksiklikler ortaya cikar
veya karar vermek icin bir takim daha detayli bilgilere ulasmaniz gerekir. Genellikle
taraflar hangi konularini arastiracagina karar verir bir gérev bélisimi yapilir.
Herkes kendi payina diisen konuyu arastirarak ondan sonraki toplantida bir araya
gelir ve bu bilgileri karsilikli olarak verirler. Simdi bizim yabancilarla yaptigimiz
genel gérismelerde daha cok onlarin kendi bilgilerini ve kendi disiincelerini ve
hatta kendi sartlarini empoze etmeye calistiklar kanaatine variyoruz.

Yabanci bir tUlkede, 6rnegin, Tirkiye’de yatirinm yapiyorsaniz elbette ki
firma kendi prensiplerini ortaya koyacaktir. Ama Ulkemizin sartlarini dikkate almak
zorunda. Kendi firma yapilarini Tlrkiyedeki yatirnm icin ona gére degistirmeye
calismalan gerekir. Yoksa yatirnm yapmalari miimkin degildir. Bu tabii, birkac
yatinm konusu atiyorum, érnegin otomotiv konusunda elbetteki tlke satlari fazla
degerlendiriimeyebilir. Beyaz esya konusunda da dyle ama 6zellikle pazarlama
konusunda ulke sartlarini g6z éniinde bulundurmaniz gerekir. Yoksa yatirimi burda
yapmaniz kolay degildir.
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Certainly, if you are involved in an investment, it is not possible for the
investment negotiations to end with a meeting. Even at the beginning, a number of
shortcomings may appear. Or to decide, you may need to find certain extra detailed
information. Generally, both sides decide on which topics should be researched. A
division of labor is arranged. Everyone does research about their topic and then they
come together in the following meeting and share this information. Now, in the general
meetings that we do with the foreigners, we realize that they try to impose their own
information, opinions and terms more.

In a foreign country, for example, if you are doing an investment in Turkey,
naturally, the firm presents its own ideas. However, it has to take our country’s
conditions into consideration. They need to change their firm structure accordingly for
the investment in Turkey. Otherwise, it is not possible for them to invest. Of course, the
country’s conditions may not be taken into consideration in some investment topics, for
example, in automotive sector. A similar case applies to white goods. But you should
take the country’s conditions into consideration in terms of marketing. Otherwise, it is
not easy to invest here.

Cem Agin
Ankara

Gorusmeler daha dogrusu is gorusmeleri tamamlandiktan sonra oncelikli
olarak bizim iyi niyet mektubu dedigimiz, isbirligine baslangicina sebep veren bir
niyet mektubu hazirlanir. Bu niyet mektubu ilk olarak takip mekanizmasinin ilk
asamasi oluyor. Bunu hem biz amerikalilarla olan isbirligimiz hem avrupalilarla
oldugumuz isbirliginde bunu kullaniyoruz. Herhangi bir onyargi veya onyargimiz
sozkonusu degildir, bu sirketler kurumsallasmissirketler olduklari icin bizim
bunlarla is yapma konusunda herhangi bir sikintimiz olmuyor. Bu zamana kadarki
deneyimlerimiz herzaman olumlu yonde olmustur zaten bu yuzden gerek
avrupayla gerek amerikayla cok iyi iliskiler icinde olan joint venture lik dahil olmak
uzere ortak isbirligi yapan sirketlerimiz mevcuttur

After the business meetings are completed, first of all we prepare what we call a
letter of intent, which starts the cooperation. This letter of intent is the first stage of the
follow-up mechanism. We use this both in our cooperation with Americans and
Europeans. We do not have any kind of prejudice; since these companies are
institutionalized companies, we do not have any problems in terms of working with them.
Our experiences so far have always been in a positive direction and thus there are
companies that cooperate with Europe and the US, including joint ventureship.

Ahmet Deniz
Samsun

Avrupalilarla, Amerikallarla yapilan is goriismeleri ve isin takibiyle alakali

baktiginizda, Avrupa’da is ahlaki ve is mevzuati oturdugu icin isin seyrini genelde
onceden planlanmis program dahilinde yirutdrler, bunu gorirsiniz. Turkiye’de
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heniiz is hayatinin mevzuati ve is hayati ile alakal kurallar tam oturmadigindan o
andaki isin durumuna gore gérismeler ve is takibi kendini gosterir. Avrupalilarda
belirli bir periyot ve takvim vardir,bu takvime gore ilk goériisme,ikinci goriisme ve
dclinci gorismeler o takvim periyodunda belli olur ve yaptiginiz gériismeden
sonraki gérismenin tarihi, saatine kadar goérisme takvimini alabilirsiniz.Tlrk is
hayatinda buna baktiginizda Tirk is hayatinda ise daha ¢ok bu gériismeyi o isin
aciliyeti ve seyri belirler. Is acilse yerine getiriimesi zaman ve siure kisith ise
gorusmeler ona gore periyotlar azaltihr ama belli bir takvime baglanmaz. Bunu
biraz daha isin durumu ve aciliyeti belirler.

When you look at the business meetings and follow-up of the job with the
Europeans and Americans, since the work ethic and the work regulations are standardized
in Europe, they conduct their business according to a program planned beforehand. You
can observe this. Since the work ethic and regulations related to business life are not
standardized in Turkey, meetings and follow-up of the job depending on the flow of that
business prevail in Turkey. For Europeans, there is a certain period and a calendar;
according to this calendar, the first, second and third meetings are determined. You can
even get the next meeting’s date and time right after your first meeting. When you look at
the Turkish business life, the second meeting is determined according to the urgency and
flow of that certain business. If business is urgent and time is limited, meeting periods are
shortened but still their dates are not determined. This is determined according to the
flow and urgency of the job.

Negotiation 9

Amerikall ve Avrupalilarla is gériismelerinde bir taraftan mantiginizi tatmin
etme(data, istatistik,veriler,v.s.) éblir taraftan da hislerinizi tatmin etmede
(birebir iliskiler, arkadasca tavirlar, v.s.) ne tiir bir 6nyargi ve disiinceye
sahipsiniz?

What is your perception of the balance that European and North American negotiators
give to you as related to meeting your logical needs on one hand (data, numbers,
figures, etc.) and your emotional needs on the other (relationship, feelings, etc.)?

Metin Ozer
Ankara

Simdi Avrupaliyla yapilan iliskilerde is iliskilerinde arkadasca tavirlar daha
gecerli gibi gorindyor. Amerikalilar daha kuralci. Tirk is adamlan veya Tirk
Amerika’yla is yapan kisiler bu kuralcihgi énce yadirgasalar da dogru olanin bu
oldugunu soéyliyorlar ve zamanla da bu kuralciliga ayak uydurmaya
calisiyolar.Clinkt Avrupali is adami bi muddet sonra sizi satabiliyor, kurallari
cigneyebiliyor, sézlerinde durmayabiliyor fakat Amerikal eger birsey soylediyse
ticari konuda ona sonuna kadar uyuyor ciinki benim izledigim kadariyla Amerika
toplumunda gliven esastir. E§er Amerika toplumunda giiven bitmisse Amerika’da
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coker. Amerika’da herkes devletine, birbirine glivenme zorunda gériyorum.
Avrupa’da bdyle birsey yok.

Well, friendly relations seem more dominant in the business meetings with
Europeans. Americans are stricter. Although the Turkish businessmen doing business
with Americans find this awkward at the beginning, they say that this is the correct way,
and they try to catch up with this strictness. Because, a European businessman may cheat,
break the regulations, do not keep his promises, but if an American says something to
you in terms of finances, he keeps it to the end. Because, based on my observations, trust
is very important in American society. If trust ends in the American society, the US will
dissolve. In the US, I see that everyone has to trust the state and each other. In Europe,
there is nothing like that.

Erciiment Kilichay
Ankara

Efendim bu konu karsilikli Glkelerin tlke insanlarinin aldiklar sosyal
terbiyelerden kaynaklaniyor. Biz bir dogulu oldugumuz i¢cin Osmanlidan kalma
terbiyelerle biz is isi dostlukla biraz kanstinz. Is konusmasi yaptigimiz kisiyle
hemen dostluk kurmak isteriz. Bizim tabiatimizda vardir bunlar.Fakat batililar isle
dostlugu karistirmazlar, ve miimkiin oldugu kadar is sirasinda sadece isi
gorusdurler,sizinle eger bir anlasmaya kesin bir anlasmaya varirlarsa ilerde belki bir
o dostluga donusebilir sizin iliskileriniz. Bu itibarla benim kanaatime gore is ile
dostlugu Avrupalilarla is yaparken karistirmamak lazim, isi bitirdikten sonra eger o
oyle bir seye girdiyse yola girdiyse onunla dostluk kurulabilir tabii bu nokta ¢cok
onemli.

This originates from the social education of people of the countries on both sides.
Since we are Easterners, due to attitudes coming from the Ottomans, we mix business
with friendship a bit. We want to establish a close friendship with the person we are
doing business with, right away. This is in our nature. Yet, the westerners do not mix
business with friendship and during the business, they only talk about business; if they
arrive at an agreement with you, your relations may turn into a friendship in the future.
Therefore, I believe that we should not mix business with friendship when we do
business with Europeans. After we finish the business, if the other part wants to establish
something like that, then we can establish a friendship naturally. This is a very important
point.

Firat Aydeniz
Diyarbakir

Is gériismelerimizde, belki Avrupalilardan biraz farkli olarak biz Turkler ikili
diyaloglara ve bu ikili diyaloglarin getirdigi samimiyete giivenerek islerin daha
kolay ve daha iyi bir sekilde ¢oziilebilecedine inaniyoruz. Dolayisiyla bir toplantiya
baslarken hemen ise konulara girmektense, o kisileri daha yakindan tanimak igin
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bir diyaloga girmeye calisiyoruz.Bdylelikle onlari daha yakindan tanima firsati
buluyoruz,onlarla biraz daha dost olabilme arkadas olabilme ve onlari kazanmaya
calisiyoruz. Neticede karsi tarafin size sempati duymasi gerekli size sempati
duymasi icinde bir enstruman gerekli bu enstrumanda bize gére diyalog, insanin
kendisi ve karsi tarafa kendisini sevdirebilmesi onun icin toplantilarda, baslarken
daha bodyle samimi,sicak bir ortam yakalamak icin bu tirli diyaloglar is
gorusmelerinin basinda gerekli gérilyoruz. Ailesinden bahsediyoruz ¢ocuklarindan,
cocuklarinin okullarindan bahsediyoruz, egitim diizeyinden bahsediyoruz. Ya da
Amerika’ya bir gezi yaptiysak, Avrupa’ya bir gezi yaptiysak onlarin ulkeleri
hakkinda fikirlerimizden bahsediyoruz. Bilhassa olumlu y&nlerinden
bahsediyoruz.Ayni sekilde onlarin Tirkiye hakkinda izlenimlerini aliyoruz ve daha
sicak bir ortam yakaladiktan sonra gériismelere giriyoruz. Sanirnnm Avrupalilar da
ya da Amerikalilar da bu Tirkiye’deki yada Tirk is adamlarindaki gibi yogun
yasanan bir hadise degil,ama biz Turkler belki de biraz mayamizdan buna daha
Onem veriyoruz..

In our business meetings, perhaps different from Europeans a bit, we as Turks
believe that the problems can be easily solved more easily by trusting the mutual dialogs
and the sincerity that they bring. Therefore, when we start a meeting, instead of starting
the main topic right away, we try to have a dialog to get to know those people better.
Thus, we have a chance to get to know them closer. We try to be close friends with them
and win them. In the end, the other part needs to like you. For him to like you, there
should be an instrument. This instrument for us is dialog. We deem these kinds of dialogs
vital at the beginning of business meetings to create a nice atmosphere. We talk about
him, his children’s schools, and his education level. Or if we have a visit to the US or
Europe, we mention our opinions about their countries. We especially talk about positive
things. In the same way, we get their impressions about Turkey and after having a
warmer atmosphere, we start the negotiations. I guess, it is not a very common picture for
Europeans and Americans, but we as Turks give more importance to it. It may be due to
our nature.

Sengiil Simsek
Ankara

Is yasaminda ikili iliskiler cok énemlidir. Ornegin, ilk defa birlikte bir
isbirligine girdiginiz bir misteriyle, surekli bir samimiyet halinde oldugunuz, is
yemeklerine gittiginiz, belirli bir takim seyler paylastiginiz misteri arasinda ¢ok
farkliiklar vardir. Mesela, ilk defa calistiginiz musteri, bir Grinin fiyatini yiksek
buldugunda, size diyecektir ki “Fiyat politikaniz bize uygun degil, calisamayiz.”
Fakat surekli bir iliski halinde oldugunuz, samimiyet kurdugunuz musteriniz ise,
“Su, su, su drinlerinizin fiyatlan bize uygun diismiyor, bu konuda bir sey
yapabilir miyiz?” seklinde yaklasacaktir. Bu nedenle, belirli bir samimiyet kurmak,
ornegdin, yemeklere gitmek, birlikte bir seyler organize etmek bence ¢cok dnemlidir
is iliskisinde.
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One to one relations are very important in business life. For example, there are a
number of differences between a client that you go to a dinner with for the first time and
the client that you have been to business meals and have shared several certain things
together. For instance, when the client that you work together for the first time finds the
price of a product high, he would tell you “Your price policy is not suitable for us, we
cannot work together.” However, as to the client that you have been close with and in a
constant relationship, s/he would approach things by saying “The price of such and such
products of yours are not suitable for us, can we do something about this? ” For that
reason, to establish a certain relationship, for example, to go to out to eat together, and
organize something, is very crucial in business relationships, I believe.

Cetin Ozatac
Ankara

Is gériismelerinde yabancilarin davranislariyla alakal birkac sey séylemek
istiyorum.Ama tim yabancilar icin degil tabiki cok farkli davranista bulunan
ulkeler var ve butin batil Glkeleri ayni katagoride degerlendirmek
istemiyorum.Oncelikle Amerikalilar icin birkac sey séyleyim ben su anda Coca
Cola’ da yani Amerikan orijinli bir firmada calistigim igin daha yakindan bildigimi
zannediyorum.Amerikalilar is gériismelerinde insanlarin hem duygularina hem de
mantiklarina hitap ederler, ki ben de bunlar daha 6nce aldigim egitimlerden de
biliyorum.

Direkt olarak is goriismelerinde ise girmek yerine ortami yumusatici bir
takim gorismeler konusmalar yapilir ve ondan sonra esas is goriismelerine gegcilir
yani o birinci bélim insanlarin daha ¢cok duygularina hitap ederken ikinci bolimde
yine hazirlanilmis iyi hazirlanilmis bir takim datalarla gériismeye gelinir ki buda
insanin mantigina hitap eder. Amerikalilarla ilgili sdyleyecegdim kisaca bu kadar

Simdi Avrupalilarla ilgili de kisaca birkac sey séylemek
istiyorum.Avrupalilarin icerisinde de cok farkli tlkeler var bana gére mesela bir
ltalyan ve Ispanyollar Akdeniz tlkeleri diyebilicegim bu ulkelerdeki insanlarin is
gorusmeleri Tirklere benzer yani daha ¢cok duyguya hitap eden goriismeler her ne
kadar altinda bir takim mantiksal datalarda olsa agirlikli olarak duyguya hitap eden
gorusmeler olmaktadir.Bir Fransizlar kismen Akdeniz Ulkesi sayilsa da daha
farklidir burda genellikle duygulara hitap edilmedigi gibi bana gére cogunlukla
mantikta su yondedir. Benim istedigim olsun seklindedir. Bir Almanlari ele
aldigimizda da bu daha farkhdir. AlImanlarla anlasmak bu anlamda daha kolaydir.
Cok somut veriler Gizerinden konusulur,daha ¢cok dataya dayanan goriismeler olur
ve bunun sonucunda her iki tarafta karsilikli olarak sorumluluklarini gayet iyi
anlarlar ve herhangi bir problem cikmadan s6zlesme sirdurdlir..

I want to say couple of things concerning the behavior of foreigners in business
meetings. Yet, not for all foreigners; there are certainly foreigners who behave very
differently as well. Of course, there are countries that act very differently, and I do not
want to put all western countries in the same category. First of all, let me say couple of
things about Americans. Now, since I work in Coca-Cola, a firm originated from the US,
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I believe I know American firms closely. In business meetings, Americans address both
the minds and the hearts of people, which I also know from the trainings that I received in
the past.

Instead of starting the meeting right away, they talk to warm and soften the
atmosphere. Later, they proceed to the main topic and the negotiations. That is, while that
first part addresses to the hearts of people more, in the second part they come with some
certain well prepared data to address the minds of people. That is all I can say about the
Americans.

Now, I want to say couple of things about Europeans briefly. There are very
different countries within Europe. For example, the business meetings of Italians and
Spaniards, Mediterranean nations, are similar to Turks. That is, even though they have
meetings that address to minds partially, their meetings mostly address to hearts of
people. Although France is regarded as a Mediterranean country, they act differently.
Here, while they do not address hearts much, their logic in general is this way: What |
want has to happen. When we think about Germans, they are even more different. To
come to an aggrement with Germans is easier. They talk about very concrete data. The
meetings depend more on details. And in the end, both sides understand their
responsibilities better, and without any problems, the agreement is put into
implementation.
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