Meeting with Entek May 30 2006 at Istanbul
Attendees: Hasan, Deddy and Regis
The situation for Yamatake product comes from a lot of resources not only from Entek, but also from Hatti and Flonidan distributor.
Financial situation:
About the debt, because Entek thinks that should be the balance with some commission that they should get.

The AKSA HGC is not paid yet because they are expecting the order from AKSA.
At the end they did not get the order from AKSA, therefore they haven’t paid this unit.

Action: To do every 6 months to make a balance in June and December.
The different should be paid by both parties.

Gas Business:
AKSA:
How and why Entek lost the order ?
The reason is about the price. AKSA had received 3 units in last year January. 
AKSA had asked Promis for quotation and Promis said that they can quote with better price. Entek is selling at 16K euro. Promis said that they can sell at 14K Euro.
For Entek for the next job, Entek will reduce the cost to be able to get the job. Even sell at cost if needed. I feel they want to kill Hatti by struggling them financially.
Entek got the approval from Botas. First was for 30.000 m3 only but after that for any stations. Hatti is coming, and they are also selling HGC. Entek is giving 40% to Hatti and Hatti agreed for 50% and 50%. Since Hatti feels that she can get support from Yamatake then Hatti is ready to sell their self. 

What is the capabilities in Entek ? 
Dilek left, the engineer left. Entek has 3 engineers to handle the HGC. Commercial is taking care by Hasan his self but there are some sales people.is working including these 3 engineers. 
Botas/transporters:

Hasan is explaining about the situation in Turkey. Botas is the boss for any types of any stations. However for the transportation part, Botas buys the station from the contractor. In the city gate Botas has their own GC for billing purpose. The private company should has another GC for their purpose if they want to be invoiced by their GC. Instromet also one of the GC which is approved but they have problem and their price is high. So only 3 companies are approved, Yamatake, Daniel and Instromet. For Yamatake, it should be sold by combination with Entek S/W. 
The private company is going on here. Every year, 60 units is the potential.
HGC has to be sold with special software.

At the end is about 1 HGC per city as minimum

Industry:

In industry, Bursa (textile company) is the good example. Flonidan has offered 3 months test. Entek will work with the low price. How about the others industry ? The power plant and steel industry, Entek is quoting to them but no real data from Hasan.
For others product ?
Transmitter:

Transmitter for Fuji, the price 300 to 350 US$ about 40K Yen. 
For one unit only can be 50K Yen. 150 units job, the price will be 34KYen. 
1100 transmitters was quoted in 282 $ but losses to Honeywell, the second is Siemens and then Fuji. 
Entek is selling 1000 to 1500 transmitters per year.

Entek selling 30 units / year of paper less recorder of Fuji and also controller. Entek is also selling infra-red sensor and oxygen analyzer from Fuji. 
Positioners:

Positioner depending on their budget. In Petkim they have 19 factories and doing the revamping one by one. The last job losses to the Foxboro (the SVP price 3% higher than to Foxboro + 10% Entek profit) . Now there are also Korean companies is joining this party. The target to revamping all the positioners means 200 to 300 units /year at Petkim sites.
Control Valve manufacturers in Turkey are using the Korean positioner. Entek had showed the SVP to them with Fuji-san. The Korean positioner price is 300 Euro. 

There are some plants in Turkey which is using yamatake CV for more than 25 years.
But not yet spare part are asked by them. 

MagneW:

There are opportunities for 2 wire Magnew. The customer in Turkey are looking for 2 wire instead of 4 wire. Beginning of September, advertisement of Magnew 2 wire should be done. Yamatake will send to Entek some photos and material for this. Mailing can be considered for promoting the 2 wire Magnew. Not for water treatment but for chemical process which used small diameter up to 200 mm. 
Other topics:

Company profile:

Entek had moved the location of the companies. 3 companies are together now. The S/W house companies (SCADA), Entek (Instrumentation) and PCB company. Total 50 people where 20 employee are in Entek who selling also the system mainly PLC system. Now everybody is in the same building with revenue of 4M Euro mainly revenue from Entek. 
Overhauling:

Yamatake (Toru) had wrote the guarantee for 5 years. But it is not clear because what Yamatake wants is to remove the overhauling. The letter uses the word guarantee which make confusing (Regis has the copy of the letter). Since Yamatake should write another letter in related with this one, it is recommended to put the serial number of the unit and close this file. The serial number of this unit is S/N (Roberto from Fiorentini will inform the S/N).
ACTION: 

· Recommendadtion is to stop working with Entek for Gas business. To maintain and push activities for other intrumentations like MagneW, Positioner. (All)

· Provide picture to Hasan of MagneW for mailing campaign of MagneW 2 wires by September (regis)

· Provide Letter for overhauling 1 HGC (Toru)

