






REVIEWING FROM STARTING POINT

In 2000, “AYDINSAN“   had started to export Lithuania, Belgium, Iran, Russia and Syria. We have participated  
39 international exhibitions, since 2002 and 1700 companies from diiferent countries had visited our stand.  As a result, 
we are working with 85 companies met at these exhibitions.

44% OF TOTAL SALES IN 2008

32% OF TOTAL SALES IN 2009

38% OF TOTAL SALES IN 2010

EXPORT PERCENTAGES IN TOTAL SALES

22%  OF TOTAL SALES IN 2005

33%  OF TOTAL SALES 2006

37%  OF TOTAL SALES 2007
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Export department ‘s obligation is not only sales getting goals, also to follow up the goods are arrived to final destination 
without any damages. Also, to control of reimbursements  on agreed time which will be made by buyer. Mean time, to 
solve the customer’s complain/s, if there is any. 

Another obligation of export dept is to provide sales continously and rapidly. Direct contact with customer will help to 
increase sales volumes . Time to time , making survey of customer satisfaction, and according to the result get from 
these surveys ,  we may take some extra steps or procedures to get customer satisfaction. We may assign a technical 
team and visiting customer and solved the problem on spot. Or sending product free of charge, if quantity less and not 
required urgently.

Informing customers about new sales campaigns, 	  
if there is any. Always this is for benefit of buyers.

AFTER SALES SERVICE

Before packing, brake adjusters are subject for final control 
randomly. Then, it is ready to ship where ever it goes. Afterwards, 
it is checked as a quantity ordered. The brake adjusters we 
manufacter, is packing within our own boxes. In special cases 
which depends on agreement, products are packed with buyer 
own logo and within their own boxes .

PACKING

Generally, our sales are fob basis . Therefore, we realize the inland transport to buyer’s assigned forwarder’s warehouse  
where the offical formalities are completed. It is very rare that our sales are c.F basis.

TRANSPORT

In some cases, we support our buyer to get right transport company with acceptable freight charge.

LOGISTICS SUPPORT
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Any inquiry coming from overseas customers, firstly if it is with ays refferance numbers, sending to planning dept. 
For to get  delivery  time. When the delivery time is specify, then we try to get customer order confirmation by sending 
proforma invoice.  

If customer is new , we require him to send his inquiry with haldex ref. Number or oem numbers. We convert them into 
ays ref. Number then same procedure will be applied.

TAKING ORDERS

Main idea of visiting each present customers on their premises is to pay them company respect, and meantime to show 
them our intensive care and support. Of course it is discussed how to increase buyers selling potential, try to get more 
information about market conditions . Above all , to have some idea of buyers situstion.

In AYDINSAN we are trying always for social life relations between us and our customers as friendship business, so we 
need to take them in touristic visits and culture knowledge about turkey and turkish people. Also we make them know  
about our culture and traditions,always with AYDINSAN you are welcomed.

CUSTOMER VISITS
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