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Atik Metal CEO Mehmet Atik (left) with his cousin Murat Atik in their foundry in Aliaga (Photos: Atik Metal )

“Turkey as a low-cost country – 

that’s no longer true!”
Atik Metal operates a foundry in Aliaga on the Aegean Sea. The family-run company has been 

pio neering new foundry technologies and materials in Turkey for decades now. With 460 employ-

-

ite for trucks and tractors. CP+T International spoke with CEO Mehmet Atik about the family-run 

an industrial location

Mr. Atik, we published an article on 

Atik Metal in CP+T International a few 

years ago. At the time it was expected 

that your new foundry in Aliaga would 

produce 70,000 tonnes of castings per 

year. Have you achieved your target?

In capacity terms yes, we planned it 

in phases. A new molding plant from 

Heinrich Wagner Sinto (HWS) was in-

stalled during an initial phase and an 

existing one was transferred from the 

foundry in Izmir. We started full pro-

duction with two plants in early 2011. 

We then wanted to order another plant 

at the last GIFA, but this went quicker 

than we thought so we commissioned 

the third plant in October 2012 instead 

of in 2013, as intended. This invest-

ment also included a third furnace sys-

tem, as well as core-shooting machines 

and robots. We had full capacity avail-

able by late 2012/early 2013. But we cur-

rently only cast about 35,000 tonnes 

and we only want to develop very slow-
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ly because we are not yet fully manned 

and we are not, for example, appropri-

ately set up for model casting. We don’t 

want to overreach ourselves, preferring 

to grow further healthily with existing 

customers. Of course, this involves par-

ticipating in new projects, getting cer-

tain target customers on board every 

year, and thus slowly increasing our 

capacity utilization.

What are your main products and 

where are most of your customers 

located?

We have three main pillars. Firstly, die-

sel engines for tractors and trucks: our 

automotive department represents 

about 50 % of our production. Then 

there are !ttings and pumps, about 

30  %. And !nally we also produce 

gears and motor housings for general 

machine construction. We supply 98 

% of our production to Europe.

Your family has been operating a 

foundry in Izmir since the 1950s. 

Some of your relatives have studied 

foundry technology, molding technol-

ogy and mechanical engineering in 

Germany. How did this come about?

I am the company’s CEO and a share-

holder. We are the second generation. 

Our fathers, three brothers, found-

ed the company during the 1950s. I 

joined in 1982, one cousin in 1987 and 

another in the mid-1990s. We now run 

the company with four cousins. After 

school in Turkey I studied mechani-

cal engineering at the Technical Uni-

versity in Gießen, one cousin, Murad 

Atik, studied foundry and material 

technology in Friedberg, and anoth-

er cousin, Sinan Atik, studied !nan-

cial management in the USA. We thus 

gradually entered our fathers’ business, 

which at the time produced consider-

ably less. Then we enlarged the works 

again and again until we were burst-

ing at the seams. In 2008 we decided 

that we could not continue this way. 

And there were the stricter environ-

mental laws that are now just as strin-

gent as in Germany. Converting the 

foundry in Izmir so that it was envi-

ronmentally compatible and operated 

productively was no longer possible, 

also because of the plant’s design. We 

therefore considered building a new 

foundry on a green-!eld site. We start-

ed work on it in 2009 and production 

was fully operational in 2011. We have 

now invested between 70 and 80 mil-

lion Euro. Though in addition to the 

new foundry we also invested the mon-

ey in a processing plant, because 40 % 

of our castings are !nished and ready 

for installation. In early 2013 we start-

ed a third wave of investment. The mo-

ney was used to build a warehouse that 

was inaugurated in April. The !nished 

parts that we have to store a bit longer 

should not be allowed to get in the way. 

We have also started operating anoth-

er blasting plant from AGTOS, Ems-

detten, Germany, in order to expand 

our blasting capacity.

Is it common for Turkish specialists 

who studied in Germany to exploit 

their expertise in Turkey?

I wouldn’t necessarily say that. Tur-

key has had successful foundries for 

40 to 60 years. In the case of Atik Met-

al it is a tradition to study in Germany 

In total the melting shop of Atik Metal consists of three furnaces, each one with two crucibles. Particular capacity: 10 t/h

more on page 48
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because we have been purchasing our 

machinery, plants, furnaces and pro-

cessing machines there since the ear-

ly 1960s. And so we say that if we are 

buying so much from Germany we also 

need to master the language – so that 

we purchase the right thing. Moreover, 

I have been a member of the Associa-

tion of German Foundrymen (VDG) for 

25 years. We have always maintained 

very good contacts with foundries 

from Germany or German-speaking 

countries. The doors were always open 

for us there, and the same applied the 

other way round. For example, we have 

had visits from Georg Fischer, Walter 

Hundt hausen and many others. The 

export trade in Turkey, however, has 

only really got going since 2000. Before 

that, growth in Turkey was so great that 

the foundries’ production could not 

keep up. There were therefore no free 

capacities available for exports. Then 

the world became more global and Tur-

key adapted to European standards. Eu-

rope’s industry has also been keener to 

purchase from Turkey since then.

How would you assess the advantag-

es of Turkey as an industrial location?

There are not many advantages. The 

world has become so globalized that 

we purchase the same materials from 

the same suppliers at the same prices. 

When, for example, we purchase mate-

rials that we need for a kilogram cast-

ing they now cost the same worldwide. 

This also applies for machinery, plants 

and devices of all sorts – it is all at the 

same price level. Turkey as a low-cost 

country – that’s no longer true!

-

ry market?

We have dif!culty !nding new well-

quali!ed personnel, and in Turkey we 

are still grappling with adaptations to 

the new environmental standards. The 

environmental rules here were orig-

inally very relaxed. Then the Turkish 

state suddenly introduced the Euro-

pean standards in this sector. As a re-

sult, investments in foundries &owed 

in this direction only – which cost the 

Turkish foundry industry several years 

because it was impossible to invest in 

quality and expansions during this pe-

riod. There are still a certain number 

of foundries that are struggling to im-

plement the environmental rules, but I 

think that the adaptations will be com-

pleted by the end of the coming year.

The Turkish foundry industry is in 

fourth place in Europe after Germa-

ny, Italy and France. What course will 

-

ture?

I can’t judge the French market because 

it is a largely closed market. In my opin-

ion, however, Turkey will overtake Italy 

one day! Most Italian foundries have not 

carried out any investments for years 

and are therefore not state-of-the-art.

Your foundry has been successful for 

decades. What is the secret of your 

success?

We maintain the best of contacts with 

our customers, in other words we see 

our customers as partners and try to col-

laborate with them in all areas, wheth-

er quality, new developments or &exi-

ble delivery times. But the world is now 

globalized – any company that cannot 

keep up with this is anyway out of the 

game. Our recipe for success is that we 

do not want to be bigger, but better. To 

explain: Atik Metal was the !rst produc-

er of cast iron with spheroidal graphite 

in Turkey. We are, so to speak, responsi-

ble, for example, that in Turkey mallea-

ble iron is no longer used for the wheel 

hubs of tractors but spheroidal graphite 

cast iron. This came about because there 

were insuf!cient capacities for produc-

ing malleable iron in Turkey in the late 

1960s, but demand from the truck and 

tractor industry was constantly rising. 

We then suggested cast iron with sphe-

roidal graphite as an alternative mate-

rial and produced it ourselves. At that 

time, the material had not even been 

standardized. We had a license from 

England, the material got a positive 

response from the industry, and from 

then on we could deliver more of it. We 

were, however, also the !rst company 

to introduce CNC machines or punch-

card programmable machines for seri-

al production. We have always been pi-

oneers and want to remain so. We will 

certainly not become the largest found-

ry, but we also do not want to. Our am-

bition, however, is to be the number 

one for quality and &exibility – to the 

bene!t of our customers.

Will you be exhibiting new develop-

ments at the Ankiros trade fair from 

11-13 September in Istanbul?

Ankiros is a mini-GIFA. We will be pres-

ent on this important trade fair and 

one can expect a number of complex 

parts from us there. We are current-

ly interested in the trend towards in-

creasingly thin-walled parts for trucks. 

Foundries are having dif!culty re-

sponding to this trend.

 
www.atikmetal.com.tr/

Foundry building of Atik Metal in Aliaga, 50 km north of Izmir


