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Press Release
Interview with Vjeko Fabic, Sales Manager of GC EUROPE  East European Office, since 1993

“Our Main Focus: High added-value Products Offering True Customer Satisfaction”

Mister Fabic, you have been Sales Manager of the GC EUROPE East European Office for 10 years now. Looking back, what was the most exciting moment for you?

Getting the opportunity to work for GC in the first place. The region back than was extremely underdeveloped: the privatisation of the dental services was just starting. GC was a pioneer in promotion of glass ionomer cements so that the GC Fuji GIC were the main focus of our work back then. I did hundreds of product presentations locally with huge numbers of listeners per event. The exciting part was being a part of the challenge by bringing the highest quality products and advanced technology to dental professionals there.

Nowadays East Europe is considered one of the most emerging economic regions – particularly Russia, Poland and the Ukraine. What is your assessment of the development of dentistry in the next five years?
In the last few years privatisation of dental services has been more or less completed with a certain basic level of average service being significantly improved. So far the sales growth of dental companies has been based on:

· More people buying more dental products (increased numbers of customers)

· More people buying higher quality products (increased value per single customer).

Future growth will be predominantly based on current users buying more high-quality products. This will continue to be limited by the general economic situation in the region, which differs considerably from countries with per capita GDP of hundreds of Euro to countries with per capita GDP that is close to poorest EU countries. GC expects continuous sales growth in the region.

In 2003 you and your team received the "Best Performance Award" by the GC Corporation for your extraordinary sales performance and marketing strategies. What are the most significant characteristics and successes of the East European Organisation?
My colleagues and I were proud to receive the “Best Performance Award” by GC Corp. We rely on our staff being competent with its products and market situation, working closely with our local customers and end-users. We identify strongly with "Semui" that is a paramount principle of GC Corp. worldwide.

In one word, Semui sums up GC’s corporate philosophy that was originally espoused by one of the company’s founders, Kiyoshi Nakao. The word comes from the 25th Precept of the Works of Kwannon Boddhisattsva, revered in Hokekkyo Buddhism, and forms one of the central tenets of the Sutra of Kwannon (Avalokitesvara). Broadly speaking, it represents a combination of selflessness, pure objectivity, charity and great wisdom.

Taking this concept as our starting point, we work together as a team, adopting the customer’s point of view and giving top priority to creating high added-value products that offer true customer satisfaction.

What are your wishes for the future?

· To find new good colleagues joining GC EEO in order for our products to reach a maximum number of end-users.

· To continue to have new high-tech products developed by GC Corp. to offer in our market.

· To reach the highest regional sales compared with other branches / sales offices within GC Europe. 

· To continue to be the number one glass ionomer supplier in the region.

Thank you very much, Mister Fabic.
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