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Birol TEKİNCE: What can you tell us 
about the role of MÜSİAD members 
within the defence and aerospace 
industry? How many of your members 
are active in this industry? Can you 
give us figures about their total 
turnover and their numbers of 
employees and projects?
Nail OLPAK: MÜSİAD members work 
in various areas such as land, sea and 
air platforms and systems, as well as 
cyber security. In addition to the indi-
vidual works carried out by companies, 
the Defence and Aerospace Cluster 
Association (SAHA İstanbul), which is 
mostly made up of MÜSİAD members, 
was also launched recently. I think this 
is extremely important. Aside from this 
general information, I would rather not 
go into giving specific names and tur-
nover numbers for companies. Com-
panies should determine such things 
in line with their own policies. Suffice 
to say that MÜSİAD has member com-
panies working in almost every area of 
the defence and aerospace industry.

Birol TEKİNCE: What would you like 
to say about MÜSİAD membership 
to defence and aerospace industry 
companies that are presently 
not your members?

Nail OLPAK, President of MÜSİAD:

“High-Tech Port:
The most efficient

business development
platform in its field.”

Although it incorporates companies from all 
industries, the Independent Industrialists’ and 

Businessmen’s Association (MÜSİAD) places 
particular importance on the defence, aviation and 

aerospace industries. We had the opportunity to 
discuss with Nail Olpak, the President of MÜSİAD, 

about his approach towards these industries, as well 
as the High-Tech Port event being organised for the 

third time by MÜSİAD and his predictions concerning 
the future of this event.

Birol TEKİNCE / btekince@milscint.com
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Nail OLPAK: One can become a mem-
ber of our association either through 
individual or corporate applications. 
For persons who apply to our associa-
tion individually, all of their companies 
will be considered as members if they 
happen to have more than one. For our 
company members, the president of 
the company acts as its representative 
[at MÜSİAD]. Nearly all of our mem-
berships are individual memberships.
If you’d like, I can give a brief descripti-
on of how the process works: Applica-
tions are first evaluated by the relevant 
department. They will check the com-
mercial reputation of the candidate. 
Has he/she paid his debts on time? How 
are they known by other companies in 
the industry? They will look into such 
matters. For us, commercial reputa-
tion is the main criteria. We will then 
consult the industry board dealing with 
the type of commercial activities car-
ried out by the applicant, and the mem-
bership process will be concluded with 
the decision of the board of directors.

High-Tech Port: 
The Right Address
Birol TEKİNCE: In your speech at the 
launch meeting for High-Tech Port by 
MÜSİAD 2016, you said “We cannot 
determine the direction of the wind; 
but we can change the direction of the 
ship by taking the wind into account.” 
In which direction is the wind currently 
blowing, and what kind of route is  
MÜSİAD plotting with the High-Tech 
Port event?
Nail OLPAK: To predict the direction 
in which the wind will blow, we need 
to have a vision, and to use our minds’ 
eye. At MÜSİAD, we took action to re-
direct our ship as soon as we unders-

tood where the wind will be blowing.  
High-Tech Port, in this context, is a vi-
sion project we put forward to enable 
Turkey to escape the middle-income 
trap. Through our High-Tech Port, whi-
ch we organise to improve the percep-
tion of high-tech in Turkey and to look 
after our indigenous technologies, we 
bring together investors, manufactu-
rers and project owners with domestic 
and foreign businessmen and the rele-
vant institutions and organisations of 
the state.
After the coup attempt of July 15, Tur-
key is going through an important pe-
riod. After this vile attempt by Gülenist 
traitors (FETO), we did not suspend, 
postpone or cancel any of our activi-
ties neither in our businesses nor in  
MÜSİAD, and we certainly don’t intend 
to do so. This is very important both for 
ourselves and the business world.
Our priority is ensuring Turkey’s de-
velopment in every area. As MÜSİAD, 
we use every opportunity to express 
our country’s need to increase its high 
added value products, and are working 
with dedication to achieve this. If we 
are to succeed at this, it is clear that we 
should give priority to R&D and inno-
vation, and that we should place more 
emphasis on and technology-intensive 
products in which engineering know-
ledge is more essential. Advanced 
technology is part of MÜSİAD’s missi-
on, which was founded with the motto 
“High Moral Values, High Technology”.
High-Tech Port is the right address for 
building new partnerships with Turkish 
defence and aerospace industry compa-
nies working on advanced technology, 
and also for performing technology 
transfers to the relevant sectors, ma-
king military and civilian investments, 

and finding new suppliers and business 
partners. Turkey’s sufficiently large 
and growing market,  the OEMs parti-
cipating in our exhibition, and the cur-
rent position of Turkey’s defence and 
aerospace industry makes High-Tech 
Port the most efficient business deve-
lopment platform in this area.
After holding the first High-Tech 
Port by MÜSİAD event at our 15th  
MÜSİAD Fair in 2014, we held the se-
cond High-Tech Port by MÜSİAD in  
Qatar between October 6 and 8, 
2015. This year, we will hold the third  
event in a separate hall within the  
16th MÜSİAD EXPO at CNR Yeşilköy 
between November 9 and 12, under 
the auspices and with the participati-
on of our President. Delegations from 
more than 20 countries will be visiting 
the Exhibition. We hope that the third 
High-Tech Port will lead to important 
developments that will be remembe-
red as significant breakthroughs in the 
defence and aerospace industry and in 
the field of high technology.

Birol TEKİNCE: In the same meeting, 
you also said “At MÜSİAD, our aim 
is to ensure, together with your 
participation and the support of 
the Undersecretariat for Defence 
Industries, bring defence and 
aerospace industry to a strategic 
position not only for national security, 
but also for the national economy.” 
High-Tech Port by MÜSİAD is no doubt 
an important step towards this goal. 
What else is MÜSİAD doing to achieve 
this goal?
Nail OLPAK: Considering all the wars 
that are raging near our country, we 
strategically need to develop indige-
nous technologies that we can manage 
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independently for our defence, national 
security, and national intelligence. In 
this respect, the third High-Tech Port 
by MÜSİAD aims to develop and produ-
ce these technologies for Turkey, and 
to create a secure area for friendly and 
allied countries. The event was desig-
ned based on these fundamentals.
Similarly, we have ongoing efforts 
towards achieving greater integrati-
on with the rest of the world in satel-
lite and space technologies and in the 
defence and aerospace industry. We 
share information about these efforts 
with the public whenever necessary. 
In light of the latest developments, the 
President, the Prime Minister, the mi-
nisters and their undersecretaries are 
doing everything in their power to al-
low projects in the field of defence and 
aerospace to gain further momentum. 
We are closely following such efforts. 
The defence and aerospace industry is 
characterised by high added value, but 
low volume. Consequently, we need to 
know the investment costs, as well as 
the return on investment figures.
In this regard, we see defence and ae-
rospace as a strategic industry. As an 
industrialist, I’m happy to witness our 
country making rapid progress in de-
fence and aerospace.

Birol TEKİNCE: The concept of 
sustainability in the defence and 
aerospace industry has gained 
prominence in recent years. 
What would you like to say about 
High-Tech Port by MÜSİAD’s 
contribution to sustainability?
Nail OLPAK: As I mentioned earlier, we 
will be holding the third High-Tech Port 

by MÜSİAD this year. Next year, we plan 
to hold this event in Pakistan. Therefore, 
this event that we plan to hold regularly 
on an annual basis offers a significant 
business opportunity for participating 
companies. Through the High-Tech Port 
- which we alternatingly hold in İstan-
bul for one year, and abroad in a target 
market country the next year - we guide 
the industry in forging new internatio-
nal business deals and developing new 
business models. In this sense, we help 
companies continue their business ope-
rations and find new markets.

Birol TEKİNCE: In addition to your 
position at MÜSİAD, you are also an 
industrialist who has been working 
on high-tech products in the civilian 
sector for many years. When you look 
at the defence and aerospace industry 
from the outside, how would you 
assess the challenges and advantages 
of the industry?
Nail OLPAK: As an industrialist, I can 
tell you that investing in this field [i.e. 
defence and aerospace] and receiving 
any commercial returns from your in-
vestments takes quite some time. The 
defence and aerospace industry spans 
a lengthy process consisting of the de-
velopment of the business, followed 
by design, development, integration, 
testing and certification. You produce 
a strategic product with high added va-
lue. To give you an example, Turkey’s 
exports are about $2 per kilogram, whi-
le the ATAK helicopter’s export brings 
about $10,000 per kilogram. This also 
indicates the added value of your work, 
and the positive difference in the curve 
for the ‘patience-to-earnings ratio’.

Cooperation and 
Strategic Partnership
Birol TEKİNCE: MÜSİAD also supports 
events such as the Satellite, Space 
and Technology Days or the Global 
SATSHOW. What kind of a mission have 
you set for yourself in supporting these 
kinds of events?
Nail OLPAK: Our duty as a non-gover-
nmental organisation (NGO) is to raise 
awareness and to establish infrastructu-
re in our fields. As we are a non-gover-
nmental organisation that operates as a 
businessmen’s association, we are sha-
ring the problems, opinions and sugges-
tions voiced by business people with the 
relevant authorities, and are conducting 
activities relating to these. At the same 
time, we attach great importance to co-
operation with other non-governmental 
organisations, universities, industry as-
sociations and the government.
We organised the Satellite, Space and 
Technology Days event in December 
last year in cooperation with TÜRKSAT, 
an organisation focused on high added 
value products. We were involved as a 
strategic partner in plotting Turkey’s 
roadmap on space technologies, and 
in developing the intellectual infrast-
ructure to ensure the integration of the 
business world with the satellite and 
space technologies.
We are organising the Global  
SATSHOW this year on satellite and 
space technologies, an area of strate-
gic importance for us. Turkey launched 
the TÜRKSAT 4B satellite last year on  
October 16, and the satellite has suc-
cessfully entered its orbit. Turkey is 
thus an active player in the satellite 
ecosystem. The fact that Turkey’s pre-
sence beyond the atmosphere, i.e. in 
space, achieved through indigenous 
means, is of strategic importance. We 
expect that the satellite market will 
lead the economy of the future. But to 
move in that direction, we first need 
to develop a satellite technologies 
ecosystem. The Global SATSHOW, 
where satellite and space technologies 
will be discussed, is setting the stage 
for this. The CEOs of the world’s distin-
guished satellite operators, with a total 
turnover of over $100 billion, will come 
together in İstanbul in November.

Birol TEKİNCE: What future do you 
foresee for the High-Tech Port by 
MÜSİAD; how will the event develop 
in the coming years?
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Nail OLPAK: We hold our event, the 
High-Tech Port by MÜSİAD, on a regu-
lar basis every year. As I said earlier, 
we plan to hold the event in Pakistan 
next year. Thus, we will continue to al-
ternatingly hold the event in Turkey for 
one year and in a foreign country the  
next year.
We see that for Turkey to escape the 
$10,000 [GDP] level, often is referred 
as the middle income trap, and reach 
the $25,000 level, it must work on ge-
nerating added value pivoted on high 
technology. In this respect, the efforts 
for product development made by the 
defence and aerospace industry over 
the last 10 years should be expanded 
in the following 10 years to include 
the marketing of the products to the 
friendly and allied countries. The aim 
of High-Tech Port is to enable Turkey 
to realise such achievements.

Birol TEKİNCE: Can we get your 
message regarding the next event, 
the High-Tech Port by MÜSİAD 2017?
Nail OLPAK: With the High-Tech Port 
project, we aim to bring together Tur-

key’s high tech companies with target 
markets, and to showcase Turkey’s 
technological products for the world 
market.
Insh’Allah, the fourth High-Tech Port 
by MÜSİAD, an important intergovern-
mental business development platform 
for the Turkish defence and aerospace 
industry, will take place in Pakistan in 
2017. We will bring together with the 
world market Turkish companies that 
seek to create new business models, 

sign new agreements, and find alterna-
tive markets. We thus aim to improve 
the existing commercial relations and 
investments with the countries of the 
region.

On behalf of our readers, we would 
like to thank Nail Olpak, the President 
of MÜSİAD, for taking the time 
to answer our questions 
and for providing us with such 
valuable information.
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Over the past couple of years, Turkey has successfully 
carried out major projects in the defence and aero-
space industry. We are one of the fastest developing 

countries in this industry. Turkish defence and aerospace 
companies are developing projects one after another, while 
also manufacturing products that compete against their ri-
vals throughout the world, and assuming key roles in major 
international projects by taking advantage of their experi-
ence and quality.  Offering global solutions to local needs in 
many countries, our companies are, thanks to their qualified 
manpower and high technology, engaged in critical areas of 
the defence and aerospace industry, ranging from unique 
design to local production, modernisation, modification, 
R&D, and international projects. 
The products of the Turkish defence and aerospace industry 
are found in the inventories of many countries, including the 
Turkish Armed Forces, which has strict acceptance criteria. 
We offer products that are competitive in terms of technol-
ogy, price and quality, and are highly popular worldwide, in 
areas such as aircraft and helicopter components, aircraft 
engines, armoured land vehicles, ships and speedboats, 
missiles, rockets, launch pads, light weapons and ammu-
nition, radios, electronic systems such as command control 
systems, electronic systems such as simulators, sensors 
and application software, logistical support products such  
as kitchens, field hospitals, clothing and uniforms, engineer-
ing and technology transfer, and modernisation and modifi-
cation.
Playing an active role in major international projects such 
as the A400M and F-35, and offering defence solutions with 
their unique products and systems, our companies now list-
ed among the global leaders. 
The product and service diversity of the Turkish defence and 
aerospace industry, which is being expanded through in-
vestments in R&D and high technology, also helps enhance 
the industry’s export performance. The industry’s exports, 
which stood at $884 million when our Alliance was founded, 
rose to $1.656 billion by 2015. In the coming years, we will 
continue to maintain stability that we have held for years. 
With each passing day, we see an increase in the number of 
countries preferring products developed and manufactured 
by the Turkish defence and aerospace industry. The export 
portfolio covers a wide area that includes the United States 
of America, the European Union, the Commonwealth of In-
dependent Countries, Asia, and the Far East. The products 

we have offered, as well as those we will soon offer, to the 
international market will further increase the interest in 
Turkey and Turkish products. It is essential for our industry 
to translate this interest into opportunities and cooperation. 
Gathering and representing exporters in the Turkish defence 
and aerospace industry under a single roof, we, as the De-
fence and Aerospace Industry Exporters’ Association (SSI), 
are working to make Turkey one of the main global suppliers 
of the industry. The Turkish Defence Alliance (TDA), which 
we have established and sustained with the aim of ensuring 
the effective promotion of Turkish defence and aerospace in-
dustry around the globe, plays a key role in the promotion of 
the industry. TDA is conducting efforts to promote the Turk-
ish defence and aerospace industry across the world and at 
every platform through participation in exhibitions, the or-
ganisation of industry-related events attended by trade and 
procurement delegations, marketing studies, and global ad-
vertisement campaigns.    
In this sense, we attach importance to High Tech Port by 
MÜSİAD, and see it as an opportunity for our industry. As the 
association and the industry, we believe that there is maxi-
mum benefit to be gained from this gathering that offers the 
opportunity to establish new business networks and develop 
new op-portunities for cooperation. 
Owing to our potential, skilled labour force and capabilities, 
the SSI has full confidence in the future of Turkish defence 
and aerospace industry. In this industry where we are con-
stantly developing, we will endeavour to become one of the 
most preferred countries through the products and proj-
ects we offer to the global market. We believe that through 
events such as “High Tech Port by MÜSİAD”, we will have the 
opportunity to demonstrate our strength, share our poten-
tial, and establish new cooperations.

Latif Aral ALİŞ
Chairman of the Board of Directors, Defence and 
Aerospace Industry Exporters’ Association 
Chairman of the Turkish Defence Alliance

The Right 
Address for the 
Defence Industry
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The duties of military attachés are 
not limited by the dynamics of the 
countries in which they are serv-

ing, as they may also be involved in the 
promotion of their own defence and 
aerospace industries in the countries 
to which they are assigned.
The interview below was done with Brig-
adier General Jozef Viktorin, Defence 
Attache of Slovakia to Turkey and the 
Dean of AMAC for the 3rd High-Tech 
Port by MÜSİAD İstanbul between  
9 and 12 November.

MSI TDR: What would like to tell about 
what AMAC and its organization is, how 
it is working and how many members 
you have? 
BG Jozef VIKTORIN: AMAC represents 
all foreign military attaches assigned 
and accredited to the Republic of Tur-
key. The organization currently has 125 

attaches from 64 countries, from Alba-
nia to Zambia. The attaché community 
is very close and very strong, and has 
many activities to share interests and 
information.

MSI TDR: Could you please tell us 
about the main activities of AMAC?
BG Jozef VIKTORIN: AMAC sponsors 
many activities each year, including 
the annual ball, winter and summer 
conferences, fun run, picnic, and an-
nual visit to Anitkabir. Many other in-
formal activities are also held. Also, 
the spouses of military attaches have 
frequent formal and informal social, 
educational, and cultural activities, in-
cluding excursions and language, art 
and sport classes. The Turkish General 
Staff also sponsors an annual program 
of cultural and professional visits, 
briefings, and other social activities.

MSI TDR: How are, as AMAC, your 
relations with Turkish Ministry of 
Defence, Turkish Armed Forces 
and Undersecretariat for Defence 
Industries (SSM)?
BG Jozef VIKTORIN: AMAC enjoys ex-
cellent relations with the General Staff, 
MND, and SSM.

MSI TDR: How do you see Turkish 
Defence Industry and Turkish Armed 
Forces?
BG Jozef VIKTORIN: Turkey has a  
very large and active military, and a 
growing defence industry, and is a key 
player in the region, especially this 
time of increased instability. We can all 
agree that the people of Turkey have 
shown they are a force for democra-
cy, and from the tumultuous events 
of recent months, Turkey will grow  
stronger.

BG Jozef VIKTORIN:
“AMAC members are ready
to establish and develop bilateral 
cooperation with the Turkish
defence and military authorities
in defence related fields.” Dictionaries define the 

word “attaché” as a 
member of embassy 
staff who represents 
his / her country, and 
provides consultations 
regarding his / her 
expertise to the 
embassy, while also 
collecting information 
in a specific area of 
expertise within the 
context of a diplomatic 
mission to another 
country.
Birol TEKİNCE
btekince@milscint.com
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MSI TDR: How do you inform the 
military attaches about any news 
or activity? Do you have any 
regular magazine?
BG Jozef VIKTORIN: Most announce-
ments and information are sent out 
via email to the community. For the 
past 5 years AMAC has produced a 
magazine to capture the events of the 
past year with stories and pictures. 
The magazine is a keepsake for each 
attaché to help them remember their 
fond memories of Turkey and of the 
association’s activities. Starting from 
2016, AMAC Magazine has been pre-
pared by the MSI Turkish Defence 
Review and published quarterly. Cov-
ering procurement systems and de-
fence needs of each country, the new  
AMAC Magazine has also been distrib-
uted to senior managers in military and 
official institutions and among a select 
group of defence industry members to-
gether with all the AMAC Members on 
active duty in Ankara. We are pleased 
to be teaming with the MSI Turkish  
Defence Review to publish the 2014 
magazine.

MSI TDR: How do you decide which 
news and activities will be on the 
AMAC Magazine? Do you have any 
employee to report your events, take 
pictures and save them in an archive?
BG Jozef VIKTORIN: One attaché 
serves as the magazine editor, and is 
in charge of reviewing and approving 
the preparations of MSI TDR quarterly 
after they collect articles and pictures 
from each activity of AMAC on behalf 
of AMAC Executive Team. All of the 
work; like preparing country profile, 
interviewing with MSI TDR when arriv-
ing the mission in Turkey first time to 
introduce himself / herself to AMAC, 
etc. is done on a volunteer basis by the 
individual attaches.

MSI TDR: Do you have any message 
or recommendation for Turkish 
Defence and Military Authorities 
for the 3 rd High-Tech Port by MÜSİAD 
İstanbul between 09 and 12 November? 
BG Jozef VIKTORIN: My message is that 
all AMAC members are ready to estab-
lish and develop bilateral cooperation 
with the Turkish defence and military 

authorities in defence related fields. 
This promises to be fantastic event that 
provides an opportunity for members of 
the community to interact with our host 
nation’s defence industry personnel.  Do 
not miss this opportunity!

MSI TDR: Is there any other issue you 
would like to mention?
BG Jozef VIKTORIN: Each member of 
AMAC feels very fortunate for the op-
portunity to serve in Turkey, to get to 
know the Turkish people and culture, 
and to blend our own backgrounds and 
cultures into a strong and vibrant com-
munity. No one ever forgets the expe-
riences they have here and the friend-
ships they make, and we have found 
these relationships continue long after 
it comes time for us to depart Turkey. 

On behalf of our readers, we would 
like to thank Brigadier General Jozef 
Viktorin, Defence Attache of Slovakia 
to Turkey and the Dean of AMAC, 
for taking the time to answer our 
questions and for providing us with 
such valuable information.
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Ongoing R&D projects in ASELSAN are carried out in five 
different Business Sectors. Each Business Sector has 
its own technological expertise in different field of acti-

vities. In addition to these Business Sectors focusing mainly 
on product development activities, ASELSAN Research Cen-
ter has been operating since September, 2014 as the central 
research unit aiming to conduct pioneering applied research 
studies in the medium and long-term technology road-maps 
of ASELSAN’s Business Sectors.

Applied Research Activities 
for Future Technologies
ASELSAN Research Center, with its applied research acti-
vities, aims to fulfil ASELSAN’s objective of becoming a glo-
bal company and further its leading competitive position in 
its operation areas. It reinforces the research function of 
ASELSAN and allows it to become a part of a greater R&D 
ecosystem. In addition to the research studies in the medi-
um and long-term technology road-maps of ASELSAN’s Bu-
siness Sectors; the technology areas that are not yet inclu-
ded in ASELSAN’s existing product range are also studied at 
ASELSAN Research Center. The novel technological outputs 
emerged as a result of the research activities are transfer-
red to the Business Sectors for commercialization.

Innovative and 
Cooperative Research Environment
In order to create an atmosphere that encourages creativity, 
ASELSAN Research Center raises an innovative and coopera-
tive research environment that gathers researchers, post-gra-
duate students and scientists. Research studies are carried out 
by researchers and academicians specialized in their areas. 
ASELSAN Research Center provides the following opportu-

ASELSAN Research Center: 
A New Perspective in Applied Research

R&D and innovation is based on 
highly qualified human resources at 
ASELSAN, which is a deeply rooted 
company with intense capabilities 
and transforms R&D into innovation 
based high technology products.  
As well as the development activities 
carried out within the scope of the 
customer financed contracts, which 
are important means of reaching this 
target, ASELSAN also allocates 
on average 6% of its annual revenue 
to R&D activities.
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nities to researchers in its way of becoming an excellence 
centre in the world:
n An innovative and cooperative research environment 
 that supports innovation,
n Opportunities for career development in academic 
 and scientific areas,
n Development of novel technologies, concepts, 
 patents and academic publications,
n Substantial funds for research projects,
n Active participation in international conferences 
 and study groups, and
n Effective collaborations with leading universities 
 in the world.

Joint Research Projects with Universities
Applied research activities in ASELSAN Research Center en-
hance the network between basic research activities in uni-
versities and product development activities in ASELSAN’s 
engineering departments. Joint research programs that are 
carried out with national/international universities, research 
centres and world’s leading R&D companies help to obtain 
R&D know-how. 
Moreover, for supporting the research topics in ASELSAN’s 
fields of activity, ASELSAN Research Center participates in 
the specialized graduate and post-graduate programs in 
worldwide universities.  
Within the scope of ongoing projects, ASELSAN Research 
Center cooperates with:
n METU Center for Image Analysis (OGAM) in 
 deep learning,
n Bilkent University - National Magnetic Resonance
 Research Center (UMRAM) in compressive sensing,
n Boston University in biotechnology,
n	 Hacettepe	University	and	Özyeğin	University	
 in data analytics, and
n	 Uludağ	University	in	multimedia	forensics	 
 issues.
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ASELSAN Research Center’s 
Technology Areas
Data Analytics: Data Analytics technology uses statistics, 
machine learning, digital calculation, natural language 
processing and similar methods to create valuable 
information from high volume data (text, video, image etc.). 
Data Analytics provide greater value added in areas where it 
is utilized. Data obtained from sensors used by ASELSAN in 
various domains becomes valuable. By doing so, ASELSAN 
systems are targeted to gain new skills. The company 
also aims to pioneer new systems and to obtain important 
gains in areas of the Command Control System, Electronic 
Warfare, Cyber Security and Security Systems with data 
analytics activities in the ASELSAN Research Center.
Signal and Image Processing: Signal and image processing 
remains one of the indispensable elements of systems 
engineering and electronics engineering as these areas 
are applicable to various fields such as control systems, 
communication systems and radars. ASELSAN carries out  
advanced research in the fields of signal and image processing  
at its research centre. ASELSAN aims to obtain advanced 
technologies for all of its systems and equipment in ASELSAN’s  
fields of activity with the know-how gained in this area.

Compressive Sensing: Compressive Sensing is an area 
of research that will enable the development of high 
resolution imaging systems. ASELSAN works on high 
resolution infrared imaging and MRI imaging at its research 
centre. The company aims to follow up on the results of 
these studies by developing alternative to high 
resolution infrared sensors that are 
difficult to procure, as well as 
developing software that will 
shorten MRI scan times.

Deep Learning: Deep Learning is a new generation 
machine learning method. It uses multi-layer forms of 
neural networks that are inspired by the human brain, 
on data such as image and text. The algorithms that have 
reached maximum performance in the areas of image 
processing and natural language processing in recent years 
are based on Deep Learning. This is a technology that will 
be used in ASELSAN’s Weapon Systems, Security Systems 
and Unmanned Systems, that will bring new skill and 
improve current skills. 

Medical Imaging: Medical Imaging requires advanced 
technologies with complex synthesis of medical physics, 
biomedical, electronics engineering and computer 
engineering. Advanced research studies are carried out at 
the ASELSAN Research Center in the area of  
MRI and Magnetic Particle Imaging (MPI). ASELSAN 
Research Center aims to develop real time imaging 
methods that will enable clinical use of MPI, which is a  
new medical technology.
Biotechnology: Biotechnology is composed of technologies 
acquired through using molecular biology, genetics  
and engineering sciences and it is one of the key  
technology areas  that covers the development of  
products either used for improving human health or 
commercialized for industrial utilization. ASELSAN’s 
activities are initiated in the area of healthcare and a 
protein diagnosis kit is being developed at ASELSAN 
Research Center. This kit will be utilized in clinical 
diagnostics and it will enable multiplexed testing  
with high sensitivity. As a result of the research studies,  

a sensitive, portable and low-cost platform  
will be developed for diagnosis of viral  

infections and allergies from  
bodily fluids.
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MSI TDR: Mr. Sipahi, could you 
first comment on the participation 
of Vestel Defence and AYESAŞ 
in High-Tech Port by MÜSİAD? 
What are your expectations 
from this event?
Aziz SİPAHİ: In fact, our expectations 
from High-Tech Port by MÜSİAD are 
not different from those of other com-
panies. We regard this exhibition as a 
more concentrated event which, unlike 
IDEF, focuses on a specific subject. 
While High-Tech Port by MÜSİAD is 
similar to events organised by Turkey 
for a specific country, it is larger than 
them and focuses on a number differ-
ent countries rather than a single one. 
We also took part in the previous event 
in Qatar. It seems that this year’s event 
will be the most comprehensive one  
so far.
Our primary reason for attending this 
exhibition is our desire to do business 
in countries we have decided to focus 
on. We believe that it is a good platform 
for introducing our capabilities and 
products.

MSI TDR: Which of their products 
or capabilities does AYESAŞ and 
Vestel Defence plan to highlight  
during the event?

Aziz SİPAHİ, General Manager 
of Vestel Defence and AYESAŞ:

“We may form 
partnerships 
entailing technology 
transfer with 
cooperating countries.”
Vestel Defence and AYESAŞ, with their respective 
expertise on platforms and systems, form a bilateral 
model rarely seen in the Turkish defence and 
aerospace industry. We have interviewed Aziz Sipahi, 
the General Manager of both companies, about their 
expectations from High-Tech Port by MÜSİAD event 
and on companies’ current status.
Ümit BAYRAKTAR / ubayraktar@milscint.com
K. Burak CODUR / b.codur@milscint.com
Vehbi TUNCA / v.tunca@milscint.com
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Aziz SİPAHİ: Here, we need to position 
the firms in their correct places. The 
main difference between Vestel Defence 
and AYESAŞ is that Vestel Defence is a 
platform company whereas AYESAŞ is a 
system company. Vestel Defence manu-
factures and markets products at a plat-
form level, which directly target users, 
whereas AYESAŞ is a system company 
that provides support to owners of main 
platforms. Some of the countries which 
are at the focus of High-Tech Port by 
MÜSİAD are precisely those we wish to 
cooperate in the area of platforms. From 
our standpoint, the KARAYEL unmanned 
aerial vehicle (UAV), our main platform, 
represents the most important topic 
of the event. We also plan to introduce 
avionic solutions such as AYESAŞ’ Com-
mand Control, Digital Moving Map, and 
HTAWS (helicopter terrain awareness 
and warning system).

MSI TDR: What would you like to 
say about your cooperation models 
targeting these countries you want to 
cooperate with; for example, what is 
your approach towards the transfer 
of technology?
Aziz SİPAHİ: This is a very important 
topic for us. Turkey aims to develop 
its defence and aerospace industry, 

and while it used to make direct pro-
curements in the past, it has, in recent 
times, started relying on joint develop-
ment and production activities and on 
increasing domestic contribution as 
a solution. In fact, this is not a newly 
discovered formula. It is only natural 
for countries wishing to create and de-
velop their defence and aerospace in-
dustries to implement a similar formu-
la. This goal is shared by some of the 
countries targeted by the High-Tech 
Port by MÜSİAD event. In that context, 
we may form partnerships entailing 
technology transfer with cooperat-
ing countries. Meanwhile, technology 
transfer doesn’t just mean ‘teaching.’ 
New projects may also be developed 
with those countries. Aside from being 
open to such kinds of cooperation, we 
are ready [to implement them], and we 
even propose such kinds of coopera-
tion to countries we are in touch with.

Manufacturing a UAV 
is more Challenging 
than Arming it
MSI TDR: The KARAYEL UAV 
was armed in the last phase of is 
development process. What would you 
like to say about this process, which 
was actually a first for your company?

Aziz SİPAHİ: The armed UAV category 
is a very broad spectrum. It wouldn’t be 
realistic to say that all kinds or types of 
armed UAVs are being manufactured 
in Turkey. However, what was expected 
in the short term was arming existing 
UAVs with laser-guided ammunition. 
Here, UAV manufacturers had the task 
of designing the mechanical, electrical, 
and electronic control infrastructure 
required for carrying and firing such 
ammunition, and to develop the nec-
essary hardware and software. I have 
said this on various occasions: Arming 
an UAV is actually not a major and im-
portant issue for us, from a technologi-
cal standpoint. Today, regardless of the 
type of weapon in question, any type of 
electronic integration can be done as 
long as it is within the UAV’s carry-
ing capacity. That’s because we have 
designed the UAV ourselves, and are 
thoroughly familiar with its all compo-
nents, so we can modify them depend-
ing on the requirements. As long as you 
can ensure that the ammunition is re-
leased at the right time and place, the 
targeting system and ammunition will 
take care of the rest.
The reason why an armed UAV was 
not manufactured for many years was 
not because it is difficult to arm them, 
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but because Turkey’s indigenous UAVs 
have only recently emerged as mature 
products. If you are capable of manu-
facturing an UAV that meets all expec-
tations, that was developed entirely 
with your own resources, and of which 
you have a perfect understanding; then 
integrating an ammunition to this UAV 
would only require a small amount of 
effort and technology compared [to 
that needed to produce the UAV itself]. 
To put it differently, while it is not easy 
to manufacture the UAV itself, it is fair-
ly straightforward to manufacture an 
armed UAV afterwards.

MSI TDR: In light of what you have 
described, could you tell us how much 
time it took Vestel Defence to arm the 
KARAYEL?
Aziz SİPAHİ: We conducted mechan-
ical and electronic integration during 
the arming process. Our work on the 
mechanical aspects involved reinforc-
ing the wings such that they could sup-
port the ammunition. Only the wings of 
the aircraft were structurally modified. 
This process lasted about a month.
On the electronic infrastructure side, 
we have designed and produced the 
interface and software based on the 
information received from ROKETSAN, 
our ammunition supplier. This process 
lasted a couple of months.

MSI TDR: Could you share with us 
your assessments regarding 
KARAYEL’s use under a service 
purchase arrangement? Is the 
KARAYEL also operated in its armed 
version in that context?

Aziz SİPAHİ: For both users and the 
industry alike, using KARAYEL UAV 
under a lease was the first practice of 
its kind in Turkey. It was a very good 
experience from which everyone 
learned a lot. The user, for instance, 
learned the reasons why it was unable 
to fully benefit from the performance 
of systems procured from abroad  
that were already included in its in-
ventory.
The most important thing we have 
gained from this experience is a bet-
ter understanding of operational re-
quirements. Our UAVs, which present-
ly operate on a 24/7 basis, assist our 
security forces in the region, virtually 
serving as eyes and ears. We take pride 
in making a direct contribution to our 
country’s security.  
We cooperate with several armed units 
of the Turkish Armed Forces (TAF). 
Moreover, our armed KARAYELs are 
also ready for action.

MSI TDR: What is the total flight hours 
of KARAYEL? How will the leasing 
service continue?
Aziz SİPAHİ: KARAYEL has been in op-
eration for almost a year. During this 
period of time, we reached a total of 
2,500 flight hours. We are conducting 
negotiations on several alternative 
models about how the process will 
continue in the form of leasing, after 
the procurement of services ends. We 
are discussing various alternatives 
with the user. Before this process is 
completed, it would be too early to say 
anything about the model that will be 
selected and implemented.

MSI TDR: What feedbacks are 
you getting based on the users’ 
experience? How will this experience 
affect KARAYEL’s future? How will 
KARAYEL be further developed?
Aziz SİPAHİ: This is a very good ques-
tion; however, I will give a very simple 
answer. The main contribution we de-
rived from our experiences so far isn’t 
a need to improve KARAYEL’s char-
acteristics, because we had worked 
together with the user during the en-
tire development process. We didn’t, 
at any stage, just say “We have this 
product. Please buy and use it.” We al-
ready knew the potential requirements 
based on our communication during 
the development process, and we had 
performed the necessary technological 
improvements. Thus, the main contri-
bution of KARAYEL’s operational period 
was that it gave us a clearer idea about 
the potential logistical requirements 
on the user’s side. In its operation so 
far, we have not observed any need for 
a radical change in KARAYEL’s design 
or structural characteristics. This is a 
very pleasing development from our 
point of view.
Like any other product, the KARAYEL 
will undergo further development. 
To give you an example, while the 
KARAYEL platform was initially de-
signed to carry cameras with certain 
properties. there are today plans to 
equip it with very different types of sen-
sors. We have already started working 
on this. I will not go into the details, but 
there are other types of communica-
tion systems and sensors used in some 
large UAVs, and there are plans to also 
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equip the KARAYEL with those equip-
ment. This will pave the way for diver-
sifying the payloads the KARAYEL can 
carry and allowing its use in different 
applications. We have started working 
on some of the payloads in response 
to enquiries from certain potential ex-
port customers. We are considering 
various payloads such as SAR, satellite 
communication system, and electronic 
warfare systems.

MSI TDR: What benefits have you 
gained from your efforts concerning 
the certification of the KARAYEL?
Aziz SİPAHİ: As you may already know, 
we have yet to obtain a certification 
for the KARAYEL. For the time being, 
no such certificate is being issued for 
UAVs. We have, however, conducted 
our entire design and production pro-
cesses as if there would be such a cer-
tification process in the future, and this 
has been very useful for us. In fact, this 
process has its pros and cons. On the 
downside, these efforts led to a seri-
ous increase in the amount of time and 
funds spent. On the upside, we have 
reached a high level in terms of airwor-
thiness and reliability. We do generate 
a lot of interest and curiosity in interna-
tional settings when we highlight this 
aspect of our operations.

There are Concrete 
Negotiations 
over the KARAYEL
MSI TDR: Finally, could you elaborate 
on the export of the KARAYEL, which 
you have recently exhibited at ADEX 
exhibition held in Azerbaijan?
Aziz SİPAHİ: We are making serious 
efforts regarding exports. We are also 
conducting meetings with potential 
customers in countries located outside 
of Turkey’s usual target countries. Un-
til last year, we were not able to hold 
many meetings in this regard, because 
we had yet to wait for our product to 
mature. But now we have reached 
that point. We’re at the stage where 
we’re making offers to our customers, 
perform mutual visits, and conduct 
detailed technical talks. We are now 
talking about concrete projects, spec-
ifications, and prices.
In this context, I would like to share 
some of my thoughts about Azerbaijan 
before commenting on ADEX. Azerbai-
jan is a country that is very important 
to Turkey. Although Azerbaijan and 

Turkey have very close relations, We 
have not yet been able to extend this 
to the defence and aerospace indus-
try in terms of projects. Perhaps, our 
industry was a little slow about this. 
In addition, we are facing problems in 
catching up with other countries that 
make moves when we do not. Despite 
all this, there was serious interest in 
the KARAYEL in Azerbaijan.
I also have to say something here 
about AYESAŞ, because AYESAŞ’ com-
mand control and system integration 
capabilities draw a lot of attention in 
Azerbaijan. I can even say that our 
contacts regarding AYESAŞ’ solutions 
are in a much advanced stage, since 
we do not have many competitors in 
this area.

MSI TDR: What are your thoughts 
about designing UAVs of different 
classes after the KARAYEL?
Aziz SİPAHİ: I have a somewhat more 
realistic perspective of the industry. 
Had you asked this question three or 
four years ago, I would probably not 
have been as comfortable [as I right 
now] in talking about it. Vestel Defence 
has acquired sufficient technology and 
experience to manufacture almost all 
kinds of UAVs. Reaching that level, 
however, does not mean that we will 
starting doing this overnight.
There are steps we can take depend-
ing on needs in the international mar-
ket, even without a project in Turkey. 
Having significantly invested in UAV 
technology over the years, the ZORLU 

Group is strongly committed to taking 
those steps. If you plan to deliver a sys-
tem to a user in Turkey, you cannot just 
say “I have just made a system; here 
you go!” You must advance through 
projects. Here, I do not see any prob-
lem in terms of technological capabili-
ties, but circumstances will determine 
which projects we will carry out inde-
pendently or jointly.
There is also something I would like to 
emphasise once again: Our road map 
and vision regarding UAVs is not di-
rectly dependent on winning any major 
project in Turkey. I believe that we can 
secure a certain place in internation-
al markets for a specific product. We 
have started working on this, and will 
continue to do so. Of course, after de-
veloping a certain product for interna-
tional markets, we will consider offer-
ing it to our own users.
A look at UAV categories indicate that 
there is a broad spectrum ranging 
from those hand-launched to those op-
erating at the borders of atmosphere. 
At this stage, we target  a class of 
UAVs which are slightly smaller and 
another class considerably larger than 
KARAYEL.

MSI TDR: In addition to air platforms, 
does Vestel Defence plan to carry out 
projects on unmanned systems that 
can be operated on land or sea?
Aziz SİPAHİ: We do have some ideas 
on the drawing board. However, for the 
time being, we are not making any plans 
about entering the area of unmanned 

©
 M

SI
 T

D
R



November 2016 - 21



MSI HIGH-TECH PORT by MÜSİAD 2016

22 - November 2016

land and naval vehicles. But this doesn’t 
mean we won’t eventually. Developing 
UAVs is much more challenging than 
developing unmanned land and naval 
vehicles. For this reason, we consider 
that we already have the necessary in-
frastructure for land and sea vehicles. 
We may work on a model in which we 
support the manufacturer of a land 
vehicle or a naval platform. However, 
unlike what we do with aerial vehicles, 
we have no intention of building such a 
platform in its entirety.
Meanwhile, we may readily contribute 
to efforts aimed at unmanning an ex-
isting land vehicle.

MSI TDR: In the field of unmanned 
systems, the main area of your 
operations and main objective of your 
establishment, you have accumulated 
extensive know-how, infrastructure, 
and a qualified workforce, Does 
Vestel Defence consider using these 
capabilities in other areas, for example 
for opening a training center?
Aziz SİPAHİ: To be honest, yes, we do; 
however, such plans are shaped by 
actual needs and demand. We cannot 
simply move forward by saying “We 
have done this, and now let’s establish 
a training center.” Nevertheless, we 
are working on several ideas; we are 
even in the process of working on two 
concrete proposals about a training 
center. I do not want to dwell to much 
on the details, because our plans are 
not limited to training in UAVs. They 
may have a somewhat broader scope.

The Target is Civil Aviation
MSI TDR: AYESAŞ’ side, what is the 
progress with your current projects? 
Last year, you signed with NATO’s NCI 
agency the Air Traffic Management 
System Integration project, which 
involves AYESAŞ as the prime 
contractor. Could you describe us the 
current status with this project?
Aziz SİPAHİ: NATO is a very important 
customer for us. This project is mov-
ing along very successfully. It is likely 
that these efforts will evolve into other 
projects. Our projects have brought our 
name to the fore within NATO. We are 
also conducting negotiations on acting as 
the prime contractor in several projects.
Aside from this, the main customer 
segment of AYESAŞ, is composed of 
leading global manufacturers, such 
as Lockheed Martin, Sikorsky, Thales, 
Airbus, and Boeing, among others. 
While they are relatively much larger 
than us, our role as a firm that offers 
services, conducts manufacturing and 
provides systems for them actually 
indicates that we have a certain com-
petitive performance in terms of qual-
ity, price, and delivery. We are making 
efforts to expand our business volume 
in this area.
There is another point that I would like 
to mention: Contracts we have been 
awarded by these firms are not based 
on offset obligations; some of them 
don’t even have anything to do with 
Turkey’s needs.
It is obvious that in the coming years, 
the civil aviation segment will grow at 

a much faster pace than the military 
segment or industry. We therefore 
plan to focus on civil aviation, with a 
special emphasis on electronics and 
software. We are working on several 
concrete projects. The civilian indus-
try’s technological requirements are 
usually identical to those of the military 
industry; but production volumes are 
much higher and competition is stiff in 
civilian industries. Offset and domestic 
contribution and local requirements 
in Turkey does not get much attention 
in the civil sector. Competitiveness 
is more important than anything else 
there. Our main advantage here is our 
competitiveness. I will not be modest 
when I say this: There is probably no 
company in Turkey that is in a better 
position than us in terms of competi-
tiveness.

MSI TDR: With your expansion into 
the area of civil aviation, what kind of 
increase can we expect in AYESAŞ’ 
turnover?
Aziz SİPAHİ: It takes time for these 
efforts to translate into a project, pro-
duction, and sales. Meanwhile, as a re-
sult of our projects in the military area, 
we anticipate our turnover to double in 
two or three years from now.
Our organisation grew fivefold between 
2005 and 2010; In other words, fivefold 
in just five years. However, in the next 
five years up to 2016, our growth re-
mained at 20 percent. We need to make 
a second leap forward, so to speak, and 
we are just getting ready for that.
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MSI TDR: At the sidelines of the ADEX 
exhibition you participated last month, 
you signed a cooperation agreement 
with ANAS from Azerbaijan. Could you 
tell us more about this agreement?
Aziz SİPAHİ: We really want to achieve 
something in Azerbaijan. Even though 
we haven’t sold any products yet, it is a 
country we can cooperate with in certain 
areas. We perfectly know what Azer-
baijan is capable of doing, because we 
are working with a number of academ-
ics from Azerbaijan. There is a certain 
level of existing technological capabil-
ities in Azerbaijan; however, there is 
virtually no industrialisation there. We 
have signed this agreement with ANAS, 
as we know that it is possible to jointly 
conduct development projects and tech-
nology development activities. I would 
like to underline this fact: While similar 
technology cooperation agreements are 
signed in many countries, in 99 percent 
of them, the principal aim is to establish 
a close relationship – in other words, it’s 
mostly about marketing. The situation 
with Azerbaijan is different. They are 
ahead of many countries in terms of ac-
ademic capabilities.

MSI TDR: What is the share of exports 
in AYESAŞ’ operations?
Aziz SİPAHİ: Around 60 percent of our 
total turnover so far are from exports. 
We expect the volume of exports in 
our turnover to increase and exceed  
70 percent over the next three years.

MSI TDR: Is there anything you would 
like to add?
Aziz SİPAHİ: I would like to comment 
on an specific point related to the F-35 
project. AYESAŞ is the only company in 
Turkey which is involved in electronic 
design, production, and software com-
ponents within the frame of the JSF 
(Joint Strike Fighter) (F-35) program. 
Additionally, the fact that AYESAŞ is the 
sole source supplier for the electronic 
systems it produces also demonstrates 
our difference. In the upcoming peri-
od, there will be a process related to 
the maintenance of the aircraft. Tur-
key should play a more active role in 
this process through the support of the 

government and the companies. Con-
sidering that a large air force operating 
in the region will be deployed in Tur-
key, this is a necessity. In this regard, 
the parties involved have a positive ap-
proach towards Turkey. In fact, a num-
ber of infrastructure projects have al-
ready been launched within the Turkish 
Air Force, and we are doing our part on 
this subject.

On behalf of our readers, we would like 
to thank Aziz Sipahi, General Manager 
of Vestel Defence and AYESAŞ, for 
taking the time to answer our questions 
and for providing us with such valuable 
information.
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enclosures produced by AYESAŞ for naval platforms. 
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MSI TDR: Mr. Kurt, we first would 
like to ask you about FNSS’ current 
position in Turkey. As someone who 
is holding high-rank offices at the 
Defence and Aerospace Industry 
Manufacturers’ Association (SASAD) 
and the Defence and Aerospace 
Industry Exporters’ Association (SSI), 
where exactly do you see FNSS in the 
Turkish defence industry?
K. Nail KURT: FNSS is the first private 
defence industry company established 
in Turkey. This exceptional feature 
places a certain responsibility on us. I 
see FNSS as a pioneer for private sec-
tor companies operating in the defence 
industry. FNSS is the company which, 
in terms of numbers, has delivered the 
most land platforms in Turkey; it also 
ranks first in terms of platform sales 
value. We rank first in Turkey both in 
the area of military land platforms and 
among private defence industry com-
panies. The numbers clearly show this. 
Over the years, our activities have fur-
ther reinforced our position. FNSS has 
always been a leading and exemplary 
company in every task it undertook, with 
the quality of the products it delivers, the 
way it has always stood behind its prod-
ucts, its customer relations, its rela-
tions with society and the environment, 
the value it attaches to its employees, 
and its attention to occupational safety.

K. Nail KURT, 
General Manager and CEO of FNSS

“Today, FNSS is 
one of the main

players of the land 
systems market 

in the world.”
Having recently signed a contract with a friendly and 

allied country in the Middle East for the PARS 8x8 
and 6x6 vehicles and also won the tender for the 

Anti-Tank Vehicles (ATV) project, FNSS is moving 
forward towards its strategic goals with confident 

steps. We had an interview with K. Nail Kurt, the 
General Manager and CEO of FNSS, in which we 

discussed the company’s current position, 
projects and objectives. 

Ümit BAYRAKTAR / ubayraktar@milscint.com

Vehbi TUNCA / v.tunca@milscint.com
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FNSS also has many groundbreaking 
achievements in the area of exports. To 
give you a list of what we have achieved:
n In 1998, the Armoured Combat 

Vehicle (ACV) we exported to the 
United Arab Emirates (UAE) was 
also Turkey’s first platform export 
in the area of defence.

n Following the UAE, we then 
exported our ACV family to Malaysia 
in 2000. This export was valued at 
$300 million, making it, at its time, 
Turkey’s single largest defence 
export. Another groundbreaking 
aspect of the [ACV contract with 
Malaysia] was that it involved the 
transfer of technology. The vehicles 
were produced in Malaysia under 
license.

n Later on, we assumed the operation
of a factory in Saudi Arabia. 
This, too, was a first for our 
industry, and we have been 
operating this factory for over 
12 years now.

n	 After this, we went back to
Malaysia once again, where had a 
big achievement with the PARS 8x8, 
our newly developed product which 
we haven’t yet sold to a Turkish 
customer. The project for the 
PARS 8x8 was yet another record 
for Turkey in terms of being the 
single largest export, a record 

that still remains unmatched. The 
contract for the PARS 8x8 involved 
an even more comprehensive 
technology transfer.

We have had a lasting and continuous 
presence in every country we set foot, and 
our contracts with the UAE, Malaysia and 
Saudi Arabia are all continuing. I think that 
this is an important feature [of our activ-
ities].  The total value of our activities in  
Malaysia and Saudi Arabia has exceed-
ed $1 billion. This is another one of our 
groundbreaking achievements.
Still another highly important devel-
opment in the area of exports was the 
signing of a contract with a friendly 
and allied country in the Middle East 
towards the end of 2015. The value of 
this contract is in the region of half a 
billion US dollars. Adding up all these 
exports figures, we can see that our 
total export volume has reached ap-
proximately $2.6 billion.
All these achievements were made 
in tenders that were open to interna-
tional competition. We had a though 
competitor in Malaysia, while in Sau-
di Arabia, foreign companies are still 
making offers to wrestle away our 
project. In our latest export success, 
our largest foreign competitor took 
part in the tender with two vehicles. 
We managed to outperform this com-
pany and the others in both tech-

nical and financial areas, and thus 
managed to win the tender. These 
achievements have made FNSS an 
export leader in Turkey.
Another area where we are leading 
is definitely the importance we place 
on our local suppliers. We are work-
ing to increase the number of solution 
partners as well as strategic partners 
we have. We are trying to disseminate 
knowledge and technology to a broad 
basis. And in so doing, we are looking 
after not only FNSS’ own interests, 
but also Turkey’s interests. During 
our production of the ACV, which  
lasted from the 1990s to 2005, we 
have reached localisation ratios of up 
to 83%. Such figures probably rep-
resent a record for the projects of  
the Undersecretariat for Defence In-
dustries. I also see ourselves in a 

The Armoured Amphibious 
Assault Bridge (AAAB) 
was indigenously developed 
by FNSS, at a cost far lower 
than the available foreign 
solution.
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leading position with regards to the 
training and the business and export 
opportunities we provide to our local 
suppliers. The suppliers that have 
worked with us in Saudi Arabia and 
Malaysia are also gradually establish-
ing a lasting presence in these coun-
tries.
Looking from all these different per-
spectives, we rightly consider FNSS as 
being an industry leader.

MSI TDR: As the General Manager 
and CEO of a company with so many 
ground-breaking achievements,  
I would like to ask you this: What is 
FNSS currently doing to maintain its 
current position?
K. Nail KURT: Our motivation is to en-
gage in new endeavours, to develop 
and expand the company, to engage is 
activities that benefit our country, and 
to spread technology and business vol-
ume to a wider basis. I like to use this 
analogy: If you only work to earn mon-
ey, how good can become you at what 
you do? But if you really like your work 
and always strive to do better, just 
think about what you might achieve. As 
long as you like what you do, you will 
always make a profit anyway. If other 
companies perform better than us, this 
would only make us happy, since this 
would all be to Turkey’s benefit. All we 
want is to make sure FNSS doesn’t fall 
behind where it stands right now. As 
we develop and move forward on our 
own path, we would simply be pleased 
to see companies that develop faster 
and get ahead of us.

Turnover Determined 
Largely by Domestic 
Market Size
MSI TDR: When we look at Defense 
News magazine’s Top 100 defence 
industry companies worldwide, we 
see that, in recent years, companies 
that exclusively have land platforms 
in their product portfolio generally 
rank between the 50th and 100th 
places, and that their turnover is 
usually between $1 billion to $1.5 
billion. Looking at this general picture 
worldwide, how do you see FNSS’ 
position?
K. Nail KURT: In land systems, having 
a turnover at the levels you mention 
is largely dependent on the size of the 
domestic market. Within the frame of 

Turkey’s own domestic requirements, 
it is only by taking part in the serial 
production of main battle tanks that 
a company might achieve such high 
turnovers. Aside from this, to be able to 
reach these turnover levels, you need 
to focus on exports. And to determine 
whether exports will be able to raise 
your turnover to such levels, you first 
need to look at your export markets. 
Our main export markets are the Mid-
dle and Far East, with South America 
also on the way of becoming one of our 
markets. In these markets, even if you 
manage to reach turnovers of $1 billion 
or more, it is unlikely for your turnover 
to remain above that level for a long pe-
riod. To constantly maintain your turn-
over at those levels, you would have to 

AV-8, which was developed to satisfy Malaysia’s needs, is based on PARS 8x8.

PARS 8x8 production at FNSS
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export to the United States and Europe; 
however, considering that these coun-
tries already have their own companies 
and capabilities, they are not going to 
purchase these systems from other 
countries. That is only natural.
For all the reasons I’ve mentioned, all 
[land platform] companies that man-
age to reach a turnover level of $1 bil-
lion or more are able to do so owe this 
to their domestic markets. But given 
the business volume for land systems 
in Turkey, it is unlikely to permanent-
ly keep you above the $1 billion mark. 
There is also something else I would 
like to draw attention here: As a coun-
try, Turkey has preferred not to have a 
single giant company in the field of land 
systems. Otherwise, there was a plenty 
of potential to have a single giant in this 
field, similar to TAI, ROKETSAN and 
ASELSAN that operate in other fields 
of the defence industry. I think this was 
the result of a deliberate policy. Maybe 
if there were a foundation company [af-
filiated with the Turkish Armed Forces 
Foundation] specialized in this area, it 
might have been turned into a giant in 
the land systems. However, since there 

were a number of private sector com-
panies instead, the field was kept open 
to competition. I am not saying this as 
a criticism. This, in the end, was simply 
a matter of choice. In this competitive 
environment, we are entering a peri-
od where we start hearing the names 
of new companies in the land systems 
industry.
Looking at past events, we see the fol-
lowing picture: Turkey established its 
land vehicle industry, along with its 
suppliers, about 30 years ago around 
FNSS. While the ACV contract was suc-
cessfully continuing, FNSS was not as-
signed in the M113 project. Instead ex-
isting military factories being assigned 

to carry out this project. Following this, 
a foreign company was assigned on 
the modernisation project of the M60 
tanks. FNSS, a domestic company with 
expertise on tracked vehicle technolo-
gy, was completely excluded from this 
project. And afterwards, the FIRTINA 
howitzer was developed in coopera-
tion with South Korea. Although the 
FIRTINA howitzer was designed based 
on the K9, that was based on a product 
initially developed for the United States 
by our foreign partner, FNSS was kept 
completely out of this project. Given 
such an environment, how are we to 
become a giant? If FNSS had taken part 
in these projects, it would have reached 
turnovers of $1-1.5 billion about three 
or five years ago.
During this time, we also survived the 
risk of shutting down completely in 
2005. Our partners were very patient 
with us for two-three years, and thanks 
to their vision and tolerance, we were 
able to move upwards from turnovers 
of $20-25 million to where we stand 
today. Presently, our turnover is about 
to cross the $300 million threshold, 
and we are determined to reach $500 
million. To this day, I haven’t seen any 
user or any officer at a headquarters 
or unit who expressed dissatisfaction 
with the ACV. Everyone is extreme-
ly pleased with it... Yet, FNSS was not 
given any other project for 15 years. 
Following this, we were able to suc-
cessfully complete a very difficult proj-
ect, the Armoured Amphibious Assault 
Bridge (AAAB), at a cost far lower than 
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The Amphibious 
Armoured Combat 

Earthmover (AACE) is 
the only amphibious 
vehicle in its class.
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the available foreign solution. Then 
there was the Amphibious Armoured 
Combat Earthmover (AACE) project, 
and we were the only company taking 
part in the tender. There was a lot of 
price negotiation, and we completed 
this difficult project for just 12 vehicles, 
producing the world’s only amphibious 
earthmover in the process. We did not 
gain anything financially from these 
projects; in fact, we had to subsidise, 
so to speak, these projects with our ex-
port projects.
From this point of view, we can say that 
the story of our company was riddled 
with many difficult days. But that’s the 
reason why it is, at the same time, a 
story of success, one which we feel very 
proud of. From where we stand today, 
I notice that all managers and officials 
in decision-making mechanisms clear-
ly see this and that they place great 
importance on FNSS, which makes me 
proud.
What I have said until now is more or 
less an assessment of the situation 
from a turnover standpoint. However, 
we focus on more than just turnover: 
We look at how efficiently we work, 
how profitable we are, how flexible 
we can be, and how fast we can grow 
or shrink when necessary. These are 
all essential techniques for survival. 
The more we are able to perfect these 
techniques, the better we will be able 
to adopt and continue our operations.

MSI TDR: Can we say that FNSS has 
become a worldwide brand? And if so, 
what are the features that distinguish 
FNSS as a brand?

K. Nail KURT: I would like to explain 
this by giving you an example. In re-
cent days, a leading British organisa-
tion contacted us concerning their re-
search on the land systems industry in 
the world. FNSS’ name was mentioned 
in almost in every part of that research. 
There will be 20 leading companies in 
this research, and we will definitely 
rank among the top 10. Over the past 
5 years, there have been two major 
wheeled vehicle tenders, and we have 
won both of them. This says a lot, a 
lot more than what rankings would 
indicate. We compete and manage to 
strike deals by competing against the 
top three companies [of the industry]. 
Therefore, we can say that today, FNSS 
is one of the main players of the land 
systems market in the world.
I will put it very simply: What distin-
guish us is our capabilities. These ca-
pabilities did not appear out of the thin 
air; they are the products of certain 
management systems and approach-
es, and of a rightly-defined corporate 
mission and vision. FNSS has reached 

its current position over a 25-year pe-
riod. We first began with the transfer of 
technology, and we got quite good at it. 
We merged foreign and local cultures 
in the same pot, keeping the best traits 
from each party, and creating an excel-
lent hybrid. And we also developed an 
excellent business model. All this had 
a positive impact on the products. The 
expected lifespan of a joint venture – 
and especially of multi-national ones – 
is usually seven to eight years. But for 
FNSS, it has now been 25 years. And no 
party has any plans of leaving the com-
pany. In business plans for the future, 
we assume that the joint venture will 
remain as is for at least 10-15 years.
During this period, we have also seen 
an end to all discussion concerning 
the future of FNSS’ joint venture. The 
initial assumption in the first 10 years 
was that, once the ACV project would 
be completed, the partners would sep-
arate. But today, FNSS has become a 
brand. If any one of the partners would 
want to move out of this joint ven-
ture, there would be many companies  

PARS 8x8 with TEBER turret

Production at FNSS
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willing to take its place; in fact, we keep 
receiving such offers from abroad. To-
day, the likelihood of FNSS closing down 
its operation is practically zero. FNSS is 
a brand, with many potential buyers, and 
this brand will not vanish anytime soon.

MSI TDR: We notice that the land 
platform manufacturers which have 
made it into Defence News’ list 
generally have a broader product 
family than FNSS. In your view, will 
FNSS have to expand its product family 
in order to reach higher turnovers?
K. Nail KURT: There are several points 
in this assessment that I disagree 
with. For example, there is a foreign 
company that was able to exceed our 
turnover by just selling an 8x8 in its 
domestic market and Europe. Prod-
uct families can expand as long as 
there is a customer or market need.  
FNSS has a tracked vehicle family 
ranging from 10 tons to 35 tons, which 
includes, at the lowest level, its 10-15 
ton tracked vehicles, as well as its 30 
ton vehicles with air defence systems, 
and a medium tank we are presently 
developing for Indonesia. When you re-
move the turret of a main battle tank, 
its body is less than 40 tons. Therefore, 
we are able design the chassis of main 
battle tanks. And in the area of wheeled 
vehicles, we have vehicles for every type 
of requirements, ranging from the 4x4 
to the 8x8. I don’t think that our prod-
uct range is lacking in any respect. For 
weapons system – and hence, turrets 
– the development and qualification 
costs for higher calibres is very high. 
Unless there is a project in which the 
costs are assumed by the customers, 

these systems are quite difficult to de-
velop. Under these circumstances, we 
have developed our own 25 mm and 30 
mm turrets. The qualification process 
has been completed for some of them; 
for others, it is still ongoing. However, 
the development costs of turrets bear-
ing cannons with calibres of 105 mm 
and above require somewhere around 
$50 million in expenses.

Flexible Business Models
MSI TDR: Although there is presently 
no particular demand in Turkey, do 
you have any plans on your agenda to 
design special vehicles for countries 
such as Malaysia and Saudi Arabia, 
places where you are very well 
established?
K. Nail KURT: We have such an idea on 
our agenda. We keep bringing this up 
during our meetings with the SSM, SSI 
and SASAD. Turkey is a country that 
has already developed its own basic 
technologies in field of defence. How-
ever, when you want to produce and 
qualify a serious, more complex prod-
uct, financing the development of such 
a product is near impossible if there 
isn’t a project for the domestic market. 
On the other hand, among friendly and 
allied countries, there are those which 
haven’t yet reached Turkey’s level in 
terms of technology, but which have the 
financial means to finance such proj-
ects. Besides, partnerships are about 
complementing one another. If two 
countries that already have the neces-
sary technology attempted to develop a 
joint product, it would probably lead to 
a lot of disagreements between them. 
Similarly, two countries that have the 

financial means, but lack the necessary 
technology, would end up by produc-
ing products that are not competitive. 
That’s why we want to cooperate with 
countries that have the financial means 
while also requiring certain types of 
products. The best example of this is 
the medium class tank we’re develop-
ing for Indonesia. Since these types of 
activities can be seen as international 
projects, governments [and state in-
stitutions] should also be involved. The 
SSM, for instance, was directly involved 
in this project with Indonesia.
To reach our objectives and increase 
our exports, we have to focus on devel-
oping specific products for other coun-
tries, and we are currently working  
on this.

MSI TDR: You have a foreign partner 
that also has a significant presence in 
other countries. These countries often 
announce tenders for various armoured 
vehicles. Do you submit offers 
independently, or are they submitted 
under your partner’s leadership?  
How does this process work?
K. Nail KURT: The most important fea-
ture of FNSS is its ability to act inde-
pendently from its partners – some-
thing our partners allow us to do. This 
doesn’t mean that we ‘always do things 
our way.’ The way we use this ability will 
differ according to the conditions of the 
market. For example, we might enter a 
certain market in cooperation with one 
of our partners. Our strategies will vary 
depending on the project and product. 
This, in fact, reflects another important 
feature of FNSS: Its flexibility. We don’t 
adhere to a single business model and 

FNSS is developing, with its local partner, a medium tank for Indonesia.
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just say ‘that’s the way we do things.’ 
We show great flexibility in meeting 
the requirements of a country, market 
and customer. This has allowed us to 
make exports in so many different ar-
eas and venues. Each one of our export 
projects are in fact based on a different 
business model.
All the offers we have made until now 
were submitted independently of our 
partners. We, of course, act according 
to the guidance, approved budget and 
strategies, long-term business plans 
of the board of directors, as well as the 
course they have laid out. However, when 
it comes to entering markets, we have 
always worked on our own until now.
In recent times, we are trying to create 
the conditions in which our partners 
might utilise our capabilities, and we 
have already made good progress in 
that direction.

MSI TDR: What can you say about 
your cooperation with Nurol Makina, 
one of the companies of the Nurol 
Group? What kind of strategy do you 
implement together?
K. Nail KURT: Our relation with Nurol 
Makina has precisely reached the point 
where we would want it to be; in other 
words, it has entered the framework 
which we had always anticipated and 
recommended. Our cooperation is in-
creasing with each passing day, and 
we are very satisfied with the current 
situation [in our relations]. We work as 
two sister companies that complement 
each other.

Both parties have agreed that Nurol 
Makina will specialise on 4x4 vehicles, 
while FNSS will concentrate to great-
er extent on 6x6 and larger vehicles. 
When it comes to design, the two com-
panies provide every kind of support 
to one another. We also cooperate on 
production. We have a fully strate-
gic partnership going on. Some of the 
sub-systems we use in our vehicles are 
same, and we work with the same sub-
sidiary industry companies. Together, 
we do whatever logic dictates, without 
any dispute or quarrel, just as we have 
done in the Anti-Tank Vehicles (ATV) 
project. PARS 4x4, one of the vehicles 
selected for the ATV project, was de-
veloped jointly by the two companies, 
and these vehicles will later be pro-
duced by Nurol Makina.
Time will tell whether this coopera-
tion and process will lead to a merger. 
However, at an operational level, we 
are currently working together as if we 
were a single company.

PARS: A Vehicle 
Preferred Worldwide
MSI TDR: The PARS family has just 
achieved its second big export success 
after Malaysia, despite not being in the 
TAF’s inventory yet. To what do you 
attribute this game-changing success?
K. Nail KURT: Although the vehicle 
hasn’t yet entered the inventories in 
Turkey, there is also a situation that 
is greatly to our advantage: The PARS 
family hasn’t participated to and lost any 
tenders in Turkey. And since we haven’t 
actually lost in any tender, we don’t run 
into questions such as “why weren’t you 
able to sell the vehicles in your coun-
try?” In the case of Malaysia, FNSS al-
ready had a long-established reputation 

thanks to the ACVs. Additionally, FNSS 
hasn’t dissatisfied any customers in the 
countries it operates. All these factors 
make it easier for customers trust us. 
There is, of course, a technical aspect 
as well. The vehicles pass through very 
rigorous tests, and are selected based 
on their performances.
The second contract we signed with 
a Middle East Country further rein-
forced the PARS’ success. Our lead-
ing competitors also took part in the 
tender, and we clinched the project by 
outperforming them. The contract val-
ue is over $500 million. Furthermore, 
there are many logistic requirements 
as well, which is a clear indication that 
we will be working with that country 
for a long time. In addition to the main 
contract, we also signed a long-term 
maintenance contract. The vehicles 
will be produced at FNSS’ facilities. It 
has been a long time since we engaged 
in such a large volume production. The 
number of vehicles produced in the 
AAAB and AACE projects was relative-
ly low, while in our overseas projects, 
production was largely local [and car-
ried out in the recipient country], so 
over here in Turkey, we just produced 
the kits. This project will increase our 
number of blue-collar workers.
Moreover, the project involves both the 
PARS 8x8 and PARS 6x6, which will be 
produced in a total of 12 different con-
figurations. The tender initially didn’t 
require a 12.7 mm remote-controlled 
weapon station; however, we had inte-
grated ASELSAN’s SARP system to the 
vehicle we sent for testing. They liked 
this solution, so the SARP was includ-
ed into the project as well. There are 
also some offset requirements in the 
project. We will be evaluating those 
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requirements; we might consider ben-
efiting from a local company for main-
tenance activities.
Had we been currently engaged in ex-
tensive production activities under a 
domestic contract involving numerous 
vehicles, we would have been even 
more competitive overseas. But right 
now, we are seeing the exact opposite; 
our exports projects abroad are en-
hancing our competitiveness in Turkey.

MSI TDR: Could you tell us about the 
latest activities of FNSS Middle East?
K. Nail KURT: Our activities in Sau-
di Arabia are going well, and there is a 
chance that we might strike another 
deal. Additionally, the budget allocation 
is in the process for the next phase of the 
M113 contract. In the upcoming period, 
we will have the opportunity to sign an 
ever larger contract. There is a need for 
other vehicles as well. The Armed Forces 
of Saudi Arabia is currently engaged in a 
serious conflict. For this reason, certain 
emergency procurements have taken 
precedence over other requirements. We 
have set our eyes of three major projects. 
In these new projects, we will be able  
to submit our offers through FNSS Mid-
dle East.

MSI TDR: The AACE (SAMUR) and AAAB 
(KUNDUZ) designed by FNSS are very 
special vehicles that appeal to a niche 
market. Looking from outside, the fact 
that these vehicles’ production has 
been completed, and the fact that there 
aren’t many international tenders for 
these types of vehicles, seem to depict a 
rather pessimistic picture for the future 
of these two vehicles. How do you see 
the future of these vehicles?
K. Nail KURT: These are very niche 
products. We developed these vehicles 

specifically for the requirements of the 
Turkish Land Forces Command, and 
we never saw them as products that 
would have a tremendous potential in 
the world market. Nevertheless, we are 
seeing some significant interest and de-
mand for these vehicles from around the 
world, especially for the AACE. However, 
potential customers also have different 
budget-related expectations. The AACE 
shouldn’t be thought of as any bridge; 
it is a versatile product that can also be 
used as a ferry boat in natural disasters. 
Countries which have understood this 
concept of use already have vehicles of 
this class. I believe that we will be able 
to make progress once our potential 
customers also see and understand [the 
versatility of the vehicle].

MSI TDR: The second MILDESIGN 
event held last year has drawn quite a 
lot of attention. I first would like to ask 
you how this contest has contributed to 
FNSS. Are there are any ideas from the 
contest that have found their way into 
FNSS’ own vehicle designs?
K. Nail KURT: The MILDESIGN contest 
didn’t have a direct influence on our 

products; however, the fact that various 
ideas are being put forward in this con-
test, and that these are worthy of being 
evaluated, is something important in 
itself. We don’t look at the MILDESIGN 
contest and say “What can we get out of 
it?” There are two colleagues who began 
working with us after winning a prize in 
the contest. Maybe without this contest, 
we would have never met them. The first 
prize winner of the first contest is also 
now working in a land systems compa-
ny. So, in other words, it is clear that this 
event benefits the industry.
With MILDESIGN, our goal was to raise 
awareness on design, to emphasise its 
importance, and to contribute to the 
training and raising of more designers in 
Turkey. I think we have achieved these 
goals, and have even exceeded them.

MSI TDR: In your speech about the 
future of MILDESIGN, you invited the 
rest of the industry to cooperate on this 
event. Have you received any responses 
to this invitation yet? What kind of a 
future can we expect for this contest?
K. Nail KURT: We haven’t received any 
tangible responses so far. At this stage, 
it seems that this event will continue to 
be organised once every three or four 
years. Depending on developments, 
we might bring a new approach that 
also involves the SSM, SSI, SASAD, 
the universities, and other companies. 
However, regardless of how this goes, 
it clear that we can also organise this 
event quite successfully on our own.

On behalf of our readers, we would 
like to thank K. Nail Kurt, General 
Manager and CEO of FNSS, for taking 
the time to answer our questions and 
for providing us with such valuable 
information.
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MILDESIGN brought 
international experts 

together to be the jury of 
the contest.
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Katmerciler Poised to 
Leave its Mark on High-Tech Port 
by MÜSİAD with HIZIR

Following KHAN, its 
ballistically-reinforced armoured 
personnel carrier, Katmerciler 
will be launching the HIZIR, a newly 
developed 4x4 tactical wheeled 
armoured vehicle, at the 
third High-Tech Port by MÜSİAD, an 
event in which Katmerciler is 
one of the sponsors. At this exhibition 
where it will showcase its vehicles for 
the defence and security industry, the 
company will introduce for the first 
time a new vehicle with a composite 
ceramic armour and a high level 
of ballistic protection that is lighter 
and more comfortable than 
comparable products.
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Furkan Katmerci,
Vice Chairman of the 
Executive Board of 
Katmerciler

KHAN Armoured Personnel Carrier
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Katmerciler, a new force in the Turkish defence indus-
try that captures attention with its innovative products, 
will be highly visible in the third High-Tech Port by  

MÜSİAD Exhibition. The company will launch its new  
4x4 tactical wheeled armoured vehicle named HIZIR at the 
exhibition, where Katmerciler is also a sponsor.
HIZIR is a ballistically reinforced utility and combat vehicle 
that meets NATO standards, is capable of carrying 9 person-
nel, and, more importantly, offers a higher level of protection 
against landmines. It has been designed and developed for 
high performance under intense combat conditions. Detailed 
information about HIZIR, which will provide significant pro-
tection for security forces, will be offered at the exhibition 
concurrently with its launch.
Another armoured personnel carrier to be introduced by the 
company bears composite ceramic armour, also lighter and 
more comfortable than similar products on the market. In-
formation about this vehicle and its technical features will 
also be provided at the exhibition.
Katmerciler will host its guests at stand C-101 in the fourth 
hallway at İstanbul CNR Expo Fair Area, and plans to launch 
HIZIR following the exhibition’s opening ceremony.

It has Proven itself with TOMAs, 
Now It is Time for Armoured Vehicles
Katmerciler is a company founded in 1985. It entered the 
Turkish defence industry with the TOMA (Anti-Riot Vehicle), 
which it has been manufacturing since 2010. Many of the  
TOMAs currently used by the Turkish National Police and the 
General Command of Gendarmerie have been manufactured 
by Katmerciler.
Thanks to its armoured personnel carriers and other securi-
ty vehicles that meet NATO standards, this 100 percent Turk-
ish-owned company is increasing its presence in the defence 
industry both nationally and internationally. 
The company also ranks in the ISO500 list of the İstan-
bul Chamber of Industry, the TİM1000 list of the Turkish  
Exporters’ Assembly, and the EBSO100 list of the Aegean  
Chamber of Commerce. It is also a publicly-traded com-
pany since 2010. Exporting its products to 49 countries,  
Katmerciler has made groundbreaking achievements in many  
areas owing to its advanced R&D center and innovative  
approaches.

HIZIR will Meet Requirements at 
Lightning Speed
Sharing his views about their preparations for the exhibition, 
Furkan Katmerci, Vice Chairman of the Executive Board of 
Katmerciler, said that they attach great importance to this 
exhibition where high-tech products will be showcased, add-
ing that they will display their range of products for the de-
fence and security industry, and also introduce a 4x4 tactical 
wheeled armoured vehicle they named HIZIR.
Noting that, after developing the armoured personnel carrier 
KHAN, they will now meet an important requirement of the se-
curity forces with the mine-resistant HIZIR they will introduce 
for the first time at this exhibition, Katmerci also highlighted 
that the HIZIR also stands out as a combat vehicle. Katmerci 
went on to say that they will share during the exhibition de-
tails regarding the technical features of HIZIR, which offers 
reinforced protection compared to the existing armoured per-
sonnel carriers, and increased resistance against landmines. 
Commenting on their attendance in the exhibition, he said: “We 
will display three different armoured personnel carriers as well 
as a TOMA at the MÜSİAD exhibition. There will be another ar-
moured personnel carrier that we will showcase at the exhibi-
tion in addition to KHAN and HIZIR, but we will make its name 
public during the event. Developed on Rubicon vehicle, this ve-
hicle reinforced with composite ceramic armour will be the first 
of its kind in Turkey. The main feature of this technology, which 
we call ‘the technology of the future,’ is that it does not increase 
the weight of the vehicle while providing high ballistic protec-
tion. It will thus be a highly manoeuvrable and comfortable ve-
hicle, thanks to its lightness compared to similar systems.”
According to Furkan Katmerci, the nine personnel capaci-
ty KHAN is a fast, dynamic, versatile and easy-to-maintain 
vehicle mounted on a Land Cruiser chassis and developed 
to meet the NATO standards. It has a monocoque armoured 
steel body that provides high ballistic protection. The vehicle 
aims at meeting all kinds of needs of internal security forces 
for rural and urban operations. 
The product portfolio for the defence and security industry 
that Katmerciler will display at the exhibition also includes 
the armoured ADR fuel tanker, riot control shield, armoured 
loader, remote-controlled armoured tracked excavator, ar-
moured low-bed trailer, armoured water tank, and the ar-
moured excavator-loader.

Anti-Riot Vehicle

Riot Control Shield
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Drawing the attention of the defence and security industry 
thanks to its broad portfolio of vehicles, and particularly of 
armoured personnel carriers, the company has become 
quite popular at defence exhibitions. Following the defence 
exhibitions held in Malaysia and France a couple of months 
ago, the company has also recently attended the second 
International Azerbaijan International Defence Industry  
Exhibition (ADEX’16) held in Baku on September 27-30,  
which was sponsored by the Undersecretariat for Defence 
Industries.

A Strong National Industry 
is a Must for a Strong National Defence
Furkan Katmerci, Vice Chairman of the Executive Board of 
Katmerciler, pointed out that Turkey is located in a region 
affected by chronic problems that lead to incessant conflicts 
and wars, and stressed that a strong national defence is in-
dispensable in such a region. Emphasising that this can only 
be achieved by creating a strong national defence industry, 
Katmerci said that a key component of their corporate vision 
is contributing to the strengthening of national defence.
Katmerci added that the company, which is 100 percent 

owned by Turkish shareholders, is 
securing a strong position in the na-
tional and international defence in-
dustry markets thanks to its broad 
product portfolio, which particularly 
includes armoured personnel car-
riers developed by using advanced 
technology. He also said: “When de-
signing the vehicles we offer to the 
industry, we took into account the 
needs and expectations of our coun-
try’s unique situation, as well as the 
needs and expectations of the military 
and police, and thus developed pow-
erful vehicles. At this fair where high-
tech products will be competing, we 
want to effectively promote our vehi-
cles that are manufactured using na-
no-technology, and which constitute 
a major component of our national 
defence. We attach great importance 
to this exhibition, in that it will of-
fer us the chance to hold high-level 
meetings and to explore various op-
portunities for cooperation.”

Remote Controlled 
Armoured
Caterpillar Excavator

Armoured Construction Equipment
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Ferhat YENİBERTİZ, 
CEO of EURASIA Airshow:

“EURASIA Airshow will
become one of the global brands 
of Turkish aerospace industry.”
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MSI TDR: Could you briefly tell us 
about how you became the CEO of 
EURASIA Airshow? Why did you 
decide to continue your career in this 
position?
Ferhat YENİBERTİZ: Actually, the first 
question which should be asked is “why 
we are organising such an event in 
Turkey?” When we look at the progress 
made in the world aviation industry and 
the future opportunities for the coming 
period, we see that Turkey distinguish-
es itself with its significant potential. 
Turkey has reached this potential by 
improving its commercial and cargo 
fleets, especially over the last decade. 
Again over the last decade, while the 
average annual growth rate of global 
aviation industry was 5.7 percent, the 
average growth rate of Turkish avia-
tion was 13.7 percent. In addition, the 
ratio of passenger penetration in Tur-
key – which is calculated by dividing 
the total number of passengers with 
the country population – has tripled. 
In their market outlooks, Boeing and 
Airbus forecast that the total num-
ber of all commercial and cargo air-
craft flying in the world today, which 

is currently around 20,000 and will 
reach 40,000 by the year 2035. This 

means that the market will double 
in size in the next two decades. 

There are other factors at play 

here, such as the fact that Istanbul is 
among the 47 aviation mega cities of 
the world; the strategic position of our 
country in terms of aviation activities; 
the fact that our country has not yet 
reached the saturation point in the in-
dustry; the third airport [in İstanbul]; 
and the developments in the fields of 
tourism, trade and industry... We need 
to carefully read the mathematics be-
hind these arguments. The EURASIA 
Airshow will be a large scale event, one 
that is necessary for allowing Turkey to 
complete the equation leading to suc-
cess in this area. 
Throughout my career, the most enjoy-
able part of my work has always been 
in the field of aviation. From a gener-
al point of view, the business involves 
aircrafts, airports, catering, staff, out-
of-the-ordinary concepts, and a busi-
ness network. It is a field in which sec-
ond class items are unacceptable and 
mistakes are not forgiven. It is a lively 
and dynamic business... From this per-
spective, the customer profile is chal-
lenging in every sense. You are trying 
to stir excitement among people who 
have already experienced the best and 
highest quality of everything... In fact, 
by assuming this position, I am going 
back to the world, or community, I used 
to belong.
Looking at this process, we can say 
that the idea of organising EURASIA 
Airshow first emerged as a result of 
the support and strength we received 
from Prof. Dr. İsmail Demir, the Un-
dersecretary for Defence Industries. 

For a long time, 
Turkey has been lacking 
a large scale airshow 
that covers both civil 
and military aviation. 
This will finally be 
remedied with the 
EURASIA Airshow that 
will be organised in 
Antalya by Medyacity 
between April 25 
and 28, 2018. We 
interviewed Ferhat 
Yenibertiz, CEO of 
EURASIA Airshow, 
to hear about the 
preparations for 
the event.
Şebnem ASİL
s.asil@milscint.com

Ümit BAYRAKTAR 
ubayraktar@milscint.com
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SOLOTURK is among 
the potential participants of the 
EURASIA Airshow.
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He has a visionary perspective, and his 
philosophy can be summed up as “If 
something needs to be done, it should 
be done in the best way possible.” He 
acts with the belief that Turkey de-
serves the best of everything. There is 
also the strength and support we re-
ceive from our leading statesmen, and 
especially our President, with whom 
we shared the project a year ago, and 
the Commander of the Turkish Armed 
Forces, whom we also informed about 
project. Besides, we also have the sup-
port of civil aviation authorities. We 
also have the support of the Mr. İlker 
Aycı, Chairman of the Board of Turkish 
Airlines, who promised his full support 
and will contribute to the programme 
with his visionary perspective. I must 
also mention Mr. Nail Olpak, President 
of MÜSİAD, who believes in this proj-
ect. His support means a lot for us.
On the side of Medyacity, there is  
Mr. Hakan Kurt, whose business style 
is based on entrepreneurship and fol-
lowing up events very closely. Until 
now, they have carried out big oper-
ations that represent the first of their 
kind in Turkey, and which will certain-
ly add value to our country. We have a 
long-standing relationship with them. 
In fact, what’s important is not who 
will undertake the organisation of the 
event. What is important here is that 
someone has thought of this event, and 
put a serious amount of time and effort 
to in it while also making a significant 
investment. In my opinion, especially 
after the incident of July 15, our coun-
try is in greater need of such interna-
tional programmes. We shouldn’t just 
sit and wait. Instead, we should adopt a 
more aggressive approach to add value 
to our country. The EURASIA Airshow 

is a completely international operation 
that will increase the level of recogni-
tion of our country across the globe.

MSI TDR: Given this picture, what 
are the factors that will shape the 
EURASIA Airshow? In your view, what 
are the requirements for a successful 
airshow organisation?
Ferhat YENİBERTİZ: There are almost 
over 100 airshows in the world and I 
have attended all the major ones. For 
many years, I have had the opportunity 
to directly observe such events on site. 
These kinds of events involve airshow 
demonstrations, the display of prod-
ucts in indoor and outdoor areas, and 
serious business meetings. To date, we 
used to attend such events either as a 
visitor, or by renting a stand at a good 
location to showcase our products, 
while also working on the sidelines to 
arrange important meetings. But now, 
we are getting ready to sit on the other 
side of the table.
Airshows are considered as the most 

prestigious exhibitions in the world. Al-
though such events are only four or five 
days long, they require a an exhaustive 
preparation phase of almost one and a 
half to two years. It is a processes with 
many details and branches, and which 
needs to be managed very well. The 
flight demonstrations aspect includes 
a series of complicated processes, 
such as the arrival and acceptance of 
the commercial and military aircraft 
and of the acrobatics teams at the air-
port, the preparation of the necessary 
maintenance infrastructure for them, 
and the measures for ensuring the safe 
execution of the flight demonstrations. 
These processes all require excellent 
management. When you decide to hold 
such an event, you need to have an ex-
cellent level of organisation.
You can always organise an exhibition, 
but what matters is the impression you 
manage to create in the first exhibition, 
which will have an impact on the sec-
ond one. So you need to leave a mark in 
people’s minds.

Turkish Stars, the only aerobatic team that performs 
demonstrations with 8 supersonic fighter jets, will be 
another attraction point for the EURASIA Airshow.
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MSI TDR: How do you see the role and 
position of the support offered by the 
state?
Ferhat YENİBERTİZ: All the major air-
shows in the world had government 
support during their inception. As was 
covered in the media as well, we initial-
ly worked for six months with the com-
pany that organises the Farnborough 
Airshow. Their history stretches back 
to almost a century ago. We had long 
meetings with them on various topics, 
including the birth of the Farnborough 
Airshow, how it has evolved until to-
day, and the technical problems they 
encountered. They shared their expe-
riences with us. We can say that it was 
a fruitful period of know-how sharing 
that lasted for six months. They also 
emphasised the importance of state 
support. Today, I can easily say that 
we feel the support of our government, 
and especially of our President. We 
presented this subject to the President 
in June. The issue was then taken to 
the Commander of the Turkish Armed 
Forces. We have received full support 
from both. Our responsibility here is 
to ensure the proper management of 
the whole process by bringing the right 
stakeholders together. In the countries 
that already succeeded [in organising 
their own airshows], critical actors are 
well known; we do not need to start 
with a blank paper. We are continuing 
to work with institutions and organisa-
tions that are the counterparts in Tur-
key of these actors.
We are looking from a broad perspec-
tive. We don’t consider this airshow 
as a business event only. One of the 
reasons why we chose Antalya is that 
we also would like to add value to the 
tourism of our country. We are also 
working together with the Ministry of 
Culture and Tourism. We are in con-
tact with them to see how we can also 
encourage the visitors of the EURASIA 
Airshow to stay in Antalya for vacation 
after the airshow.
Our significant stakeholders include 
the Ministry of Transport, Maritime 
Affairs, and Communications, Ministry 
of National Defence (MND), Undersec-
retariat for Defence Industries (SSM), 
Directorate General of Civil Aviation 
(DGCA), General Directorate of State 
Airports Authority and Turkish Airlines 
on the civilian side, and the Turkish 
General Staff and Turkish Air Force 
Command on the military side.

MSI TDR: Is your cooperation with the 
organiser of Farnborough Airshow still 
continuing?
Ferhat YENİBERTİZ: No, that cooper-
ation is over now. While working with 
them, we were able to gain a significant 
amount of experience and knowledge, 
and are now able of conducting this 
process on our own. However, for flight 
planning, which is one of the most 
critical issues, we have met with the 
French Aerospace Industries Associa-
tion (GIFAS), the organiser of Paris Air 
Show.  We will oversee the flight plan-
ning and management process togeth-
er with this company.

A Groundbreaking Event
MSI TDR: Could you tell us about how 
preparations for EURASIA Airshow are 
progressing?
Ferhat YENİBERTİZ: The preparation 
activities started in November last 
year. Organising such an event not only 
requires a considerable investment, 
but also acting together with the right 
stakeholders. We are working with 
global public relations and marketing 
agencies.
In addition to flight demonstrations, 
static displays and company stands, 

content management is also very im-
portant for us. We will bring to the 
event well known names who are 
brands in themselves, as these people 
have countless followers across the 
globe. Moreover, we are also planning 
to bring a number of celebrities to the 
airshow.
Meanwhile, we are also working on 
developing extraordinary sponsorship 
packages.

MSI TDR: What will be the importance 
of this event for the industry? Who is 
your target audience? What will be the 
similarities and differences with other 
events such as IDEF (International 
Defence Industry Fair) and ICDDA 
(Industrial Cooperation Days in 
Defense and Aerospace)?
Ferhat YENİBERTİZ: Our aim in or-
ganising the EURASIA Airshow is to 
increase our country’s recognition and 
improve its capabilities. We have big 
goals in this respect. The scale of the 
Turkish aviation industry and the num-
ber of brands it comprises are all ob-
vious. At IDEF, we can see companies 
of all sizes that are either directly or 
indirectly involved in the defence and 
aerospace industry. 
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However, in the case of an airshow, the 
priority is with the aerospace industry 
and the associated organisations. Our 
target in the EURASIA Airshow is en-
suring 60 percent foreign and 40 per-
cent local participation.
Our biggest strength in this airshow is 
our very solid content management ca-
pability. We will develop a model with 
Turkish Airlines, since we are plan-
ning to organise a summit that will 
be attended by the CEOs of airlines. 
We would like to invite the world-re-
nowned CEOs in this field and hold a 
conference that covers the right topics. 
This is how we seek to influence the 
audience. Content management will be 
conducted concurrently with the flight 
shows and displays. We are planning a 
four-day event.

At the end of the day, what matters the 
most for the industry is how productive 
and sustainable their business meetings 
and arrangements were [at the event]. If 
you make your preparations before the 
event, while the airshow is still being 
planned and organised, than it is more 
likely that a satisfactory schedule of 
meetings can be arranged. Our goal at 
the EURASIA Airshow is to satisfy the 
participating companies in this regard.
Our initial goal is to sell an indoor area 
of 20,000 square metres. We plan to 
sell some 60 chalets. We will of course 
have an outdoor exhibition area where 
we will put the aerial vehicles on static 
display.

MSI TDR: With what kind of a team 
have you set off?
Ferhat YENİBERTİZ: Our aim is to set 
off with a good plan by evaluating all 
the experiences we gained from around 
the world. Maria Sarger de Bourgeaud, 
who has worked on the Eurosatory ex-
hibition for many years in the sales de-
partment, has joined our team. Victoria 
Prudente and her son Andrea Rossi, 
who also have a very grasp of the mar-
ket, are also taking part in our prepa-
ration process.
Currently, we have a team of five in our 
Ankara office. We are setting off with 
young experts who are well-known in 
the industry. Other members of our 
team are Celal Onur Uyanık, Merve Bil-
gin, Özgür Çil, and Umut Karayel. All 
of our colleagues are very successful 
in their own areas. I call them a dream 
team. Five new members will join our 
team in the next six months.
We didn’t want to get started before we 

made some progress as the core team. 
What is important about this exhibi-
tion is make sure that everyone who 
attends, including the buyers and sell-
ers, will find what they hope for, or at 
least feel that potential. We are start-
ing off with a highly qualified team, and 
are now in the process of establishing 
an office in Ankara. At least, I can say a 
few things about our Ankara office: We 
will turn it a place where people will 
want to work; that’s basically the per-
formance criteria we have set for our-
selves. We will make our Ankara office 
into a place where people feel motivat-
ed in every sense of the word, and ea-
gerly willing to be a part of this chain.

MSI TDR: What level of a public 
participation are you planning for the 
EURASIA Airshow?
Ferhat YENİBERTİZ: The participa-
tion of the public is an integral part of 
nature and history of airshows. That 
is why aviation enthusiasts are an es-
sential aspect of these events. This is 
in fact one of the most enjoyable parts 
of the business, because a lot can be 
achieved on the public day. I have put 
aside any commercial concerns. We 
have not yet decided if the public day 
will be free of charge or not. There 
may, for example, be a symbolic en-
trance fee, as in all other airshows 
around the world.

On behalf of our readers, we would 
like to thank Ferhat Yenibertiz, 
CEO of EURASIA Airshow, for taking 
the time to answer our questions and 
for providing us with such valuable 
information.

A scene from the airshow and exhibition, organized for the Turkish Air Force’s 104th anniversary.

Turkish Stars
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If you have ever had the pleasure of witnessing a Eurofight-
er Typhoon roaring overhead at one of the various interna-
tional air shows, then you will know without a doubt that 

the piece of equipment (in this case, two) providing the power 
must be rather magnificent indeed. Sometimes described as 
the ‘beating heart’ of the Typhoon, its twin EJ200 engines are 
evidence of ground-breaking technology at work.
As one of the proposed powerplant solutions being consid-
ered for the TF-X, the EJ200 has some unique advantages. It 
is a tried and tested solution (in service in the Typhoon since 
2003) that is already renowned for its reliability and perfor-
mance and its ability to meet today’s demanding require-
ments through its simple engine architecture and superior 
thrust to weight ratio. Added to this it offers maximized uti-
lization through its life cycle together with minimized oper-
ational cost. It provides the highest thrust in its class, while 
being smaller and lighter than the competing F414, which in 
turn gives the EJ200 supercruising capabilities and an ex-

cellent fuel efficiency to thrust ratio. In addition, the en-
gine still has 15% thrust reserve at sea level dry/reheat 

thrust ratio in its current configuration, thus has intrin-
sic growth capabilities.

All this makes sense if you are designing a new air-
craft and need to be able to rely on a tried and 

tested powerplant, particularly for the devel-
opment phase where early success is critical.

A fighter aircraft needs to be at the 
ready, 24 hours a day, 365 days a year 

– ready to defend its airspace and 
intercept unidentified aircraft 

with full combat manoeuvrability. 
This will be the job of Turkey’s 

TF-X aircraft – day-in, day-out – and 
for this it needs a holy trinity: 
reliability, speed and power. 

Where better to look than the world’s 
most advanced military turbofan 

of its class, the EJ200?

The EJ200 Phenomenon
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What Makes the EJ200 so Unique?
The EJ200 already has a number of unique attributes which, 
to date, no other engine in its thrust class has already  
incorporated and proven in service. These include:
n Full Blisk technology in the LP Compressor and 
 in 3 stages of the HP Compressor which result in
 optimised weight and increased safety,
n Advanced Compressor Blade design for optimised
 efficiency and unparalleled bird-strike resistance,
n Advanced combustion design with high durability 
 and optimised fuel burn,
n Monocrystal turbines with 3D Aero, giving significant life
 increase and optimal performance,
n Executing Lifing, increasing the design life to 
 6000 Engine Flying Hours (EFH) and more than 20,000
 Total Accumulated Cycles (TACs),
n A combined unit for Control and Monitoring resulting 
 in optimised health monitoring and maintenance,
n 3-Stage Reheat System for optimised fuel burn 
 and thrust.
In addition to the above attributes, the EJ200 is composed of 
15 fully interchangeable modules which are independently 
maintainable. Of these, seven modules can be exchanged 
without conducting an uninstalled engine test. This enables 
an extremely quick engine recovery by virtue of module 
exchange and optimised maintenance. 

Achieving Thrust Growth
In essence, the growth requirements for an engine are 
mostly related to achieving increased thrust and this is a 
consideration for the TF-X where the thrust requirement is 
currently under determination.
There are a number of different factors that can influence 
the way thrust growth is achieved depending on the level of 
growth and the relevant portion of the flight envelope to be 
addressed. Over the past few years, EUROJET and its share-
holders (Rolls-Royce, MTU Aero Engines, ITP and Avio Aero) 
have worked on technologies for growth opportunities ad-
dressing various EJ200 components. Rig- and component 
testing has been performed to achieve a maturity level which 

allows technology insertion at low risk. A prominent example 
is the 3D-thrust vectoring nozzle, where a full-scale engine 
test has been successfully performed. EUROJET is actively 
working on defining a thrust growth variant to achieve the 
required thrust growth for the TF-X programme.

The Power for TF-X?
The outstanding capabilities of the current EJ200 configura-
tion and its unprecedented performance (as demonstrated 
by the Eurofighter Typhoon aircraft) together with a growth 
variant of the EJ200, makes the engine ideal for the require-
ments of a new aircraft such as TF-X. For providing capabil-
ity, maximum manoeuvrability, thrust, speed and reliability, 
there is simply no other engine like it.

 
Engine type Twin spool turbofan with afterburner

Thrust 90 kN (20,000 lbf ) with reheat, 

 60 kN (13,500 lbf ) without reheat

Bypass ratio 0.4:1

Fan pressure ratio 4.2:1

Overall pressure ratio 26:1

Specific fuel consumption 47-49 g/kNs with reheat, 

 21-23 g/kNs without reheat

Airflow 75-77 kg/s

Compressor stages 3 LP, 5 HP

Turbine stages 1 HP, 1 LP

Combustion system Annular airspray

Weight ca. 1,000 kg

Length ca. 4 m

Engine Statistics - Current Configuration

3D-thrust vectoring nozzle©
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Indigenous Products from MKEK

Penetrator Bomb
Short Description: Penetrator Bomb 
(Turkish abbreviation NEB), which is 
the first concrete penetrator system 
developed in Turkey, is designed to be used against surface 
and underground targets. NEB contains Multiple Warhead 
Systems (MWS) technology. NEB has similar external ge-
ometry, guidance unit interfaces, mass, centre of mass and 
inertia properties with MK-84 GPB.
n	 High penetration performance even at low impact 
 velocities and angles,
n	 High fragmentation effect against secondary 
 surface targets with pre-formed fragments utilized 
 in Augmenting Charge design,
n	 Programmable fuse delay times,
n	 Usability against various target types,
n	 Potential to be used with all guidance kits which are 
 compatible with MK-84 (2000lb.) GPB,
n	 Potential to be dropped from all aircrafts which can carry
 MK-84 (2000lb.) GPB.
Technology Readiness Level (fielded, lab tested, operational test): 
TRL 9; the Penetrator Bomb is qualified and in production. 
NEB is certified for F4/2020 and F16 fighting aircraft and 
has the potential to be dropped from all aircrafts for which  
MK-84 (2000lb.) GPB is certified.
Countries using this product: Turkey.
Application: NEB is designed to be used against surface and 
underground targets. Typical Targets are listed below:
n	 Buried Hard Targets
 l	 Munition depots 
 l Underground petrochemical depots 
 l Bunkers

 l Aircraft Shelters 
 l Command and control centre
n	 Surface Target
 l Aircraft runways 
 l  Dams 
 l  Bridges 
 l  Critical buildings
n	 Area Target
 l Radar antennas
 l Stationary air defence missiles sites
 l Industrial facilities
 l Parked aircrafts

7.62 mm MPT-76 National Infantry Rifle 
A completely unique infantry rifle was designed by gathering 
the best properties of the last generation’s existing infantry 
rifles in a single rifle:
n	 MPT-76 was developed by MKEK with the help of 
 Turkish Land Forces and Special Operation Forces
 personnel.
n	 MPT-76 uses the reliable operating rod gas system

without spring and piston ring. System became simple by 
decreasing the number of parts.
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n	 This system improves reliability and reduces need for
operator cleaning and maintenance as no carbon fouling 
or propellant gases are directed back into the weapon 
beyond the gas piston located above the barrel.  
The cleaning intervals and heat transfer to bolt 
components are dramatically reduced, while the 
service life of all parts as well as the barrel is increased 
dramatically.

n	 MKEK designed multi-position retractable buttstock 
with 12 stages provides a comfortable shooting. 
Buttstock has also multiple battery storage 
compartments, and enhanced non-slip rubber recoil pad.

n	 Semiautomatic and fully-automatic modes of fire are
available as a standard feature. A semiautomatic only 
option is also planned. All kinds of existing accessories; 
including sights, laser aimers, pistol grips, slings, etc. 
can be fitted to the common attachment points and/or 
MIL STD 1913 rail system found on the MPT-76.

n	 MKEK barrels are manufactured using MKEK’s
proprietary cold hammer forging process,  
are chrome-lined, and use a conventional 6 pcs.  
lands-and-grooves bore profile with a  
1 in 10 inch twist.

105 mm Air Transportable Light 
Towed Howitzer
105 mm Air Transportable Light Towed Howitzer (BORAN) 
is designed to meet operational requirements of commando 
and infantry units of Turkish Armed Forces and is completely 
compatible with structure of these units.
Due to modern command and control systems which are as-
sembled on the howitzer, it can easily designate its location 
and direction and can be expeditiously prepared for fire mis-
sions. 
Technical specifications of 105 mm Air Transportable Light 
Towed Howitzer:
n	 Barrel length: 105 mm, 30 calibre
n	 Convenient for all 105 mm cased ammunition types 
 which exist in NATO Stocks.
n	 Weight: 1590 kg (Excluding fire control system)

n	 Range: 17 km (At Sea Level)
n	 Angle of Elevation: -3, +70 degrees
n	 Angle of Traverse: -8, +8 degrees from centreline
n	 Pivotable around 360 degrees
n	 Variable Recoil System (Short recoil 800 mm, 
 long recoil 1,200 mm)
n	 Can be utilized with maximum 5 crew
n	 Deployment time to put in and out of action less than 
 1 minute
n	 Operating Temperature: -32, +44 degrees Celsius
n	 Rate of Fire: 6 rds/min
n	 Air transportable (Sikorsky S-70) and can be towed 
 by a wide range of light vehicles.
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Turkey’s Trump Card for Homeland Security: 

Retinar Product Family

48 - November 2016

Meteksan Defence, the technology company of Bilkent Holding operating under 
İhsan Doğramacı Bilkent University, continues to offer ‘indigenous’ solutions 
as well as R&D-based high-technology and indigenous products in areas 
where the Turkish defence industry used to be externally dependent in the past. 
Among these products is the Retinar Area Surveillance 
Radars Family, developed for border and 
homeland security. After introducing last year 
the Retinar PTR, the first member of a family 
that was developed to particularly meet 
Turkey’s needs for border and critical facility 
security, Meteksan Defence has also added 
the PTR-X and OPUS models to its 
product family in 2016.

Retinar OPUS
during EFES 2016

drill.
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The Path to Retinar
An examination of developing security needs in Turkey and 
around the world reveals that for the security of critical fa-
cilities such as airports, power plants, pipelines, refineries, 
and ports, it is extremely important to detect pedestrians, 
vehicles, and small and mini unmanned aerial vehicles (UAV) 
before they come close to the limits of these facilities. Since 
security cameras have a very low visual range, they gener-
ally fail to give security units sufficient time to prepare and 
respond to threats. On the other hand, radars are capable of 
detecting such threats from miles away, giving enough time 
for taking measures. By directing cameras towards the tar-
gets detected by the radar, it becomes possible to perform 
surveillance over long distances.
In the case of border security, it becomes necessary to mon-
itor movements over very long and wide areas. Using radars 
enables the detection of movements such as intrusions, 
smuggling attempts and armed threats across all borders.
Another security issue is that military outposts and pa-
trolling security forces in rural areas are always open to at-
tack. The use of radars is the most appropriate solution to 
enable these units to maintain high awareness of their sur-
rounding, even under unfavourable weather conditions that 
disable thermal and day cameras.
Taking such needs into consideration, Meteksan Defence 
started developing the Retinar to meet the requirement for a 
system that can, under field conditions, be used by security 
forces as easily as their weapons; that can run for a long 
time on low-power battery; that can be transported in back-
packs; that can detect the movements over wide areas; and, 
most importantly, that can identify and distinguish human 
and animal beyond sniper range.
In Turkey and abroad, there are various radars which have 
for different purposes. However, most of these radars are 
large systems designed to meet the battlefield surveillance 
needs of land forces. Retinar PTR (Personnel Detection Ra-
dar), the first member of Retinar family, distinguishes itself 
among others as a man-portable, small and light radar that 
is capable of distinguishing humans and animals, and that 
can accordingly be used for force protection.

How the PTR Emerged
The technological infrastructure of the Retinar area surveil-
lance radars is based on the millimetre wave radar studies 
commenced back in 2007 within the scope of the MİLDAR 
(Millimetre Wave Radar) project, where Meteksan Defence 
had developed a new radar for air platforms. After the 
demonstration to the security forces of the prototype sys-
tem that was the first output of the MİLDAR project, a public 
institution expressed its need for a portable radar that could 
be used on the field. A protocol was then signed between 
Meteksan  and the said institution. As per this protocol, Me-
teksan Defence started to design the Retinar PTR, the first 
member of the family, with the contributions of the user 
which supported Meteksan Defence by providing domain ex-
pertise during the development phase. Once the prototype 
of the radar was ready, the product was brought to maturity 
by working with many local and foreign security institutions.
With the awareness and responsibility of being an industrial 
enterprise, and aiming to focus on commercial areas more to 
contribute to Turkey’s export objectives, Meteksan Defence 

Retinar PTR
Retinar PTR is a system that can serve as a force multiplier 
to increase the efficiency of the routine practices and search 
activities conducted by police and gendarmerie teams 
operating in rural areas. Since it can be rapidly installed 
whenever and wherever required, it can keep pace with the 
intense pace of security forces.
Owing to the fact that the system uses high frequency  
radio waves and has a wide band structure, it can obtain 
high-resolution data from the detected targets. The detection 
and tracking data is presented to the user in a polar radar 
screen. Simultaneously, target examination graphs allow the 
categorisation, and even identification, of targets according to 
various classes, as human, animal, vehicle, etc.
Retinar PTR, which was developed based on a concept of 
‘portable and easy-to-use radar,’ can be carried in special 
backpacks by two people, with its special batteries and when 
placed on a tripod, be used as a mobile device. The system, 
which can be remote controlled with its special WiFi antenna 
up to a distance of 1 km, can also communicate with smart 
phones and tablet PCs through its special application.  
Retinar PTR can work with any type of camera system,  
and can perform slew-to-cue for the cameras as well as the 
stabilised weapon platforms- if any, of the security systems  
it has been integrated.
Retinar PTR, which was developed for security applications 
such as perimeter surveillance, area security, camp 
protection, and border & coastal surveillance, has an 
improved user interface capable of displaying on 2D and 3D 
maps, and can be operated with minimum training.
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Retinar PTR-X (left) and 
Retinar OPUS (right) 

during EFES 2016 drill.
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relied entirely on its own resources during the development 
of the Retinar PTR. Developing the first prototype with a core 
team of design and system engineers within a very short pe-
riod of six months, Meteksan Defence also received consul-
tancy services from industrial product designers in order to 
design a user-friendly interface.
An important issue that was taken into consideration during 
the design phase of Retinar PTR was eliminating the need 
for a radar operator, particularly for institutions whose main 
task is area security. In conventional radars, operating the 
radar requires weeks of training and years of experience. On 
the other hand, one of the biggest advantages of the Reti-
nar is that anyone who can use computers can also use this 
product effectively after a brief training. Since PTR’s user in-
terface can operate with 2D and 3D base maps, when the 3D 
map of the area is scanned and uploaded to the system, the 
targets can be positioned according to their angles, ranges 
and elevations. Besides, the use of 3D maps also offers the 
user various tools to obtain cross sections of the terrain.
By obtaining the ‘Domestic Goods Certificate’ and ‘Techno-
logical Product Experience Certificate’, for the members of 

its Retinar product family, from the Ministry of Science, In-
dustry and Technology, as well as the ‘Production Permit’ 
from the Ministry of National Defence, Meteksan Defence’s 
has certified that its Retinar solutions are based on indige-
nous technology, and that they are manufactured on a qual-
ified production line.

Retinar PTR-X
The Retinar PTR-X solution steps in to meet the integrated 
security solutions needs of critical facilities and zones 
whenever it becomes necessary to use radars in integration 
with camera systems at the same location or at different points, 
in a way such that they complement each other. Compared with  
PTR, the system has modes that enable the selection of various 
rotation speeds for short and long ranges. The system also
improves target tracking performance by increasing the angular  
rotation speed in short ranges. And for long ranges,  
the signal-to-noise ratio is increased by reducing the rate of 
scanning. Retinar PTR-X enables the monitoring of critical 
facilities such as airports -which are among the primary 
targets for terrorist attacks all over the world- from very 
long distances at all times and in a cost efficient manner.

50 - November 2016

User interface of the Retinar family of radars.

Retinar PTR
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Following PTR, which is a portable radar system, the PTR-X 
variant, which is fixed or positioned on a pole to allow on-ve-
hicle use, and possesses a longer detection range, has  
also joined Retinar family. The PTR-X also includes a se-
lectable scanning rate for detecting and tracking near and 
distant targets. With the aim of combining the advantages 
of radar and camera systems in a single system, the OPUS 
system was also created and added to the Retinar fam 
ily by integrating day / thermal camera systems into  
the PTR-X.
All members of Retinar product family have been subject 
to numerous endurance tests to observe their performance 
under various environmental conditions, and are designed 
and produced to operate in a variety of different climatic 
conditions.

Members of the Retinar Family: 
The PTR, PTR-X and OPUS 
The Retinar product family consists of the Retinar PTR,  
Retinar PTR-X and Retinar OPUS. Based on their area of 
use, the members of the family possess different features. 
For example, when there is a need to carry out mobile sur-
veillance in a rural area, Retinar PTR comes to the forefront 
as the most suitable solution. Retinar PTR, which runs on 
battery, is small and light enough to be transported in two 
backpacks.
If the security of critical facilities is of concern, then the 
PTR-X steps in. Just as the other members of the family, 

Retinar OPUS 
Integrated Surveillance System
Retinar OPUS, the new member of Retinar family, is the 
result of the integration of Retinar PTR-X withday / thermal 
camera systems. Retinar PTR-X radar, which has its own 
independent directing units, and the long range day / 
thermal cameras are fixed on top a single pole placed on the 
ground or on a vehicle, so that it can rotate around the same 
axis. With its advanced and integrated interface, 
OPUS’ cameras can be engaged to radar-detected targets 
using the slew-to-cue technique. Since the radar 
and camera system use the same rotating axis, 
they do not limit each other’s line of vision. In addition, 
as the system uses a single pole, it minimizes,
in weapon-carrying vehicles, constraints on the area 
of effect of weapons.The day / thermal camera system 
is able to rotate to the desired horizontal or vertical 
angle thanks to its directing unit, while the radar system 
it carries can simultaneously scan 360 degrees by 
rotating continuously. When the  
thermal and video cameras with high zooming capability  
are activated, a possible threat at a coordinate indicated  
by the radar can easily be identified.
One of the most important features of the Retinar OPUS is 
that it can be integrated with various cameras in line with the 
customer requirements, without being dependent  
on any specific brand or model.
Retinar OPUS distinguishes itself from other similar 
products in the world with its advanced 3D radar screen 
and advanced radar- and camera-based automatic target 
identification algorithms.

Retinar OPUS

User interface of the Retinar family of radars.
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this solution is capable of operating together with existing 
or new camera systems, and includes radars, each of which 
can guide numerous cameras. Retinar PTR-X is suitable for 
fixed use at all types of critical facilities such as airports, en-
ergy facilities and military facilities, and can also be used on 
vehicles when necessary.
On the other hand, the Retinar OPUS allows the use of ther-
mal and day camera systems together with the radar, and 
can also be used in fixed form when required. Retinar OPUS 
is a system that can especially be used to detect small UAVs, 
which are becoming an increasingly big threat for all kinds 
of facilities.
The Retinar PTR, Retinar PTR-X and Retinar OPUS systems 
that constitute the Retinar product family, which share the 
following features:
n small size,
n light weight,
n high resolution owing to radar operating at 
 the millimetre wave frequency,
n user friendly interface that only requires 
 a brief training session, and
n the ability to differentiate humans and animals,
distinguish themselves from their equivalents in Turkey and 
abroad, and fill the existing gap concerning the need for por-
table area surveillance radar, without causing a repetitive 
investment in Turkey in this area.
Some of the areas of use of the Retinar product family can 
be listed as follows:
n Perimeter surveillance for critical facilities: 
 Airports, power plants, pipelines, refineries, 
 ports and all other facilities and infrastructures 
 for which security is very critical.
n Border monitoring and border security.
n Unit and force protection.
n Camp security of patrolling security  
 forces.

Performance PTR  PTR-X
Operating frequency   Ka Band 

System architecture  Impulse-Doppler, pulse compression 

Type of Target and the Detection Ranges  (Pd: 90%, Pfa: 10-6 ) 
Person on foot (RCS 1 m2)  4 km  3-6 km 

Small vehicle  (RCS 10 m2)  8 km  6-12 km 

Large vehicle  (RCS 30 m2)  10 km  8-16 km 

Instrumental limit   12 km  12-24 km 

Rate of detection for very slow   
moving targets   

0,2 m/s – 2 m/s 

Range resolution  3 metres 

Range accuracy  Better than 1 metre 

Angle resolution  2 degrees 

Angular accuracy  <1º (scanning mode)

 < 0,5º (inspection mode) 

Horizontal coverage   0-360 degrees 

 (optional sectoral or continuous scanning) 

Elevation coverage  ±25 degrees, automatic 

Operating and Storage Conditions 
Operating temperature  -30º C / +55º C 

Storage temperature  -40º C / +65º C 

Comparison Table for the Technical Specifications 
of the Retinar Area Surveillance Radars Product Family
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The Future of Retinar
The Retinar product family will continue to develop to meet 
the turn-key security solutions needs of potential users. In 
this context, Meteksan Defence continues to cooperate with 
various companies on command & control software, IT infra-
structure, and camera integration. Activities include efforts 
in making the Retinar even lighter.
In line with the requests of users, there are ongoing works 
for further improving the capabilities and algorithms for de-
tecting and identifying UAVs.
The goal in the next phase of these works is to develop a new 
naval surveillance radar product. The design of this radar is 
currently underway.

Retinar Opens to Abroad
Especially after completing the industrialization process for 
the Damage Control Simulator, Meteksan Defence started 
working on exports, and these efforts bore their first fruits 
with exports to Oman. Meteksan Defence plans to continue 
its export activities, started some three years ago in line with 
the company’s vision to pursue foreign markets, with the 
Retinar Family, .
Meteksan Defence, following an active marketing strategy 
abroad, has developed a model that will enable the compa-
ny to rapidly apply to the Retinar Area Surveillance Radars 
Family the knowledge and experience it has gained during 
the export activities of the Damage Control Simulator. Ret-
inar PTR, which until now has been tested in four different 

countries and under real terrain conditions, has completed 
all the tests conducted in different terrains and under dif-
ferent climate conditions with great success. During these 
tests Retinar PTR performed against other similar products 
of foreign origin, and proved superior to its competitors.
Meteksan Defence officials predict that the use of radars for 
ensuring the security of critical facilities will rapidly increase 
in the next three years, and estimate that some 100 Retinars 
might be sold in the country and abroad by the year 2019 for use 
in critical facilities, particularly at airports and energy facilities.

Retinar PTR can be carried in special 
backpacks by two people.
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MSI TDR: Having recently 
invested heavily in its engineering 
infrastructure, Nurol Makina has 
already started to harvest the benefits 
of these investments through the 
indigenous products it develops, while 
also been designated as an R&D centre 
by the Ministry of Science, Industry 
and Technology. What is the weight 
of engineering and R&D efforts in 
Nurol Makina’s operations?
Engin AYKOL: While establishing our 
R&D centre, our motivation was never 
about benefitting from the advantages 
the government incentives provided 
for such centres. In fact, if you take a 
look at how the process unfolded, you 
will see that after we meet the require-
ments for establishing an R&D centre, 
we didn’t immediately submit an appli-
cation. Our goal is to become a com-
pany that produces technology. We are 
constantly developing our engineering 
and R&D infrastructure. We want this 
process to take place gradually with a 
well-digested flow. In this context, we 
became an R&D Centre in October last 
year as part of a plan we had devised 
earlier. 
Every organisation may have a differ-
ent perception of what R&D is. Our 
R&D operations are intertwined with 
engineering, design, and product sup-
port. Once the verification processes 
of prototypes developed by R&D are 

With its strategically 
positioned EJDER YALÇIN 
4x4 vehicle serving 
the Turkish National 
Police (TNP) by making 
a difference at the field, 
Nurol Makina keeps on 
growing with firm steps. 
We interviewed Engin 
Aykol, General Manager 
of Nurol Makina, about 
the company’s operations, 
plans for the future, and 
the EJDER YALÇIN.
Ümit BAYRAKTAR
ubayraktar@milscint.com

K. Burak CODUR
b.codur@milscint.com

Nurol Makina 
Continues its Growth 

with Firm Steps

EJDER YALÇIN II
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successfully completed, we trans-
form them into a product. Since our 
R&D Centre has started its operations, 
there has been an increase in the num-
ber of projects we are funding with our 
own resources, in addition to projects 
that we are already carrying out with 
supports provided by different organi-
sations, and in particular by TÜBİTAK. 
Over time, there will also be applica-
tions for patents and utility models  
as well.

MSI TDR: Could you give us some 
figures about certain indicators 
such as turnover and the number 
of employees, so that our readers 
can have a better idea about Nurol 
Makina’s growth?
Engin AYKOL: There is a strategic plan 
we are implementing. I can say that as 
of this year, we have already achieved 
the figures which were forecast for 
2018. Undoubtedly, you may some-
times need to revise your plans due to 
the rapid changes in circumstances. 
Occasionally, such changes may lead 
to unforeseen business volumes. As 
you may already know, the defence 
industry analysis reports compiled 
by the Undersecretariat for Defence 
Industries (SSM) include a list of the 
top 25 defence industry companies. 
I guess that we will further climbing 
up on that list this year. We first en-
tered the list in 2013 by ranking 25th. 
We then moved up to the 15th in the 
latest list published based on the 2014 
data. We keep growing and rising ev-
ery year, and I believe that we will rank 
even higher this year.
This year, there has been a 100% in-
crease in the number of contracts 
we secured. Presently, we have 430 
employees, 25% of whom are engi-

neers. When I first came to office in 
the second half of 2012, Nurol Makina 
had 107 employees. Given how things 
stand today, I can say that we’ve made 
a very significant progress; however, 
our goal is to keep growing in terms of 
technology and engineering.
Another aspect of our growth is the de-
velopments we observe relating to our 
subcontractors and suppliers. Today, 
we have around 300 subcontractors 
and suppliers. The more we grow, the 
share they receive from this growth 
becomes larger. Our aim is to open up 
to a greater extent to the subsidiary in-
dustry.

MSI TDR: What can you tell us about 
Nurol Makina’s recent investments 
on infrastructure?
Engin AYKOL: We are moving for-
ward in line with our investment plan, 
and have made very significant in-
vestments, this year in particular. We 
are making those investments on our 
own resources. They are not funded 
through a project.

Presently, we have expanded our en-
closed area. We are expanding in the 
areas of production, assembly, and 
product support. We have consider-
ably increased our capacity with new 
assembly lines. In this context, we can 
say that we’re also ready for new proj-
ects. Additionally, we also built a new 
sandblasting and painting centre. It 
will play a role in speeding up produc-
tion and improving customer satisfac-
tion.

MSI TDR: How did Nurol Makina’s 
growth affect its products?
Engin AYKOL: We regard Nurol Makina  
as one of the leading players in the 
industry, and we therefore attach par-
ticular importance to the 4x4 and spe-
cial-purpose platforms. We have made 
some serious efforts in this direction 
after 2012. We designed Nurol Mak-
ina’s corporate identity as a platform 
manufacturer that develops indige-
nous solutions primarily in new cate-
gories and concepts, by closely keep-
ing track of threats and developments  
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rather than following existing catego-
ries in the industry. This is how we cre-
ated the Ejder family.
On the platform side, one of our key 
strategic decisions was to grow with 
different products. We eventually de-
signed the EJDER YALÇIN, the first of 
its kind in Turkey. I can now see that we 
made a very good decision. The biggest 
proof of this is that the vehicle attract-
ed a great demand from users, and the 
TNP Special Operations Forces safely 
operate this vehicle in critical areas. 
We have eventually seen that even 
some well-established companies in 
the industry started to manufacture 
similar vehicles. New companies in the 
industry are following in our footsteps, 
manufacturing vehicles similar to  
EJDER YALÇIN. With EJDER YALÇIN, 
we have developed a vehicle that gave 
its name to its category.
When we take a look at our prod-
uct portfolio, EJDER YALÇIN, EJDER 
TOMA, EJDER KUNTER and ILGAZ 
stand out. We are upgrading the ILGAZ, 
and will display the new ILGAZ at IDEF 
2017. It possible to employ the EJDER 
KUNTER as an ambulance, personnel 
carrier, a command control vehicle or 
a logistic vehicle.
Aside from platforms, we also con-
tinue to manufacture armour, in par-
ticular for FNSS. We no longer man-
ufacture products in other categories 
which were once included in our port-
folio in the past. We believe that oper-
ations relating to subsystems should 
especially be conducted by local com-
panies specialized in that area. There 
is a great need for qualified subsystem 
manufacturers in Turkey.

MSI TDR: How is Nurol Makina doing in 
terms of exports?
Engin AYKOL: It is widely believed that 
platform manufacturers make high 
profits; however, high profits are usu-
ally not something to be expected in 
this highly competitive environment. 
Our only gain is that our country is 
using a vehicle manufactured locally, 
and that our vehicle has been includ-
ed in the inventory. For this reason, 
exports are very important for us. We 
are taking steps and conducting ne-
gotiations about exports, and we are 
keeping close track of them. As you 
may be aware, it is not easy to se-
cure a place in international markets. 
Every user has unique concepts and 

EJDER TOMA

ILGAZ 
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requirements. Some users seek the 
features your vehicle has, but looks 
for a cheaper platform. Competition 
in international markets is not just 
limited to technical aspects. Political 
factors also play an important role. 
Additionally, a country’s budget and 
financial status is also a determining 
factor. Some countries also want you 
to bring in the finance. In sum, export-
ing a product is nothing something you 
can achieve in a short time. You have 
to make an effort, and hold talks over 
a long period.
We are also working on new strate-
gies regarding exports. We are, for in-
stance, strengthening Mr. Anıl Karel’s 
team. Emre Akın, who has experience 
in the industry, has joined as the Strat-
egy Planning and Market Development 
Director. Recently, we have signed a 
contract with a Middle Eastern country 
regarding the EJDER TOMA. After the 
ILGAZ, EJDER TOMA, and TOMA, it’s 
now the EJDER YALÇIN’s turn.
EJDER YALÇIN is one of our trump 
cards in exports. It is frequently brought 
up during our meetings with potential 
customers, especially since it is in ser-
vice in Turkey. I believe that we will soon 
be able to share good news about the 
EJDER YALÇIN’s export.

MSI TDR: We see that the EJDER 
YALÇIN is being constantly upgraded, 
and that it has versions numbered as 
I, II, and III. What are the differences 
between these versions?

Engin AYKOL: There are two reasons 
behind these [different] versions. The 
first one has to do with the works car-
ried out by our design team, and the 
second one has to do with user re-
quirements that tend to change from 
one program to the other. The vehicle’s 
functions are being improved based on 
user feedbacks and our colleagues’ 
efforts. There has been an increase in 
engine power between the first version 
and the last one. There were also some 
changes to the vehicle’s dimensions. 
The vehicle’s control system was im-
proved, the performance of the cooling 
and airconditioning systems used in the 
vehicle was increased, and ergonomic 
improvements were made in the driving 
compartment. Some additional func-
tions were added to the vehicle. There 
were some visual changes as well.

MSI TDR: How many orders have you 
received for the EJDER YALÇIN so far?
Engin AYKOL: Until now, all our deliv-
eries were to the TNP. We will be de-
livering new vehicles within the next 
three or four months as well. Around 
250 vehicles, including those already 
delivered and those yet to be deliv-
ered, will be added to the TNP’s in-
ventory. We have donated one of our 
vehicles to the General Command of 
Gendarmerie. They are now testing 
the vehicle, and we are receiving some 
very positive feedback. Our goal is to 
take part in SSM’s new tender for the 
special purpose tactical wheeled ar-

moured vehicles for the Land Forces 
Command and the General Command 
of Gendarmerie. In this competitive 
tender, EJDER YALÇIN stands out as a 
solution that meets all requirements.

MSI TDR: What is your road map for 
the development of the vehicle?
Engin AYKOL: We are carrying out 
a number of works on the EJDER 
YALÇIN family. There is a solution we 
have developed in collaboration with 
ASELSAN, and which was displayed 
at EFES 2016: A System for detect-
ing and destroying improvised explo-
sives devices and land mines. This is 
a remotely controlled vehicle. For the 
very beginning, we have developed the  
EJDER YALÇIN in a way that would 
make it suitable for unmanned oper-
ations. The ambulance version of the 
EJDER YALÇIN can be used especially 
in critical areas. An air defence system 
can be integrated to it. If it will only be 
used for carrying personnel, the sitting 
configuration inside can be modified to 
increase its carrying capacity. It can 
be used for border surveillance and 
reconnaissance. The EJDER YALÇIN 
family is gradually expending with 
each one of these new versions.

MSI TDR: You said at the beginning 
of our interview that the EJDER 
YALÇIN was the first of its kind that 
you designed in Turkey. What kind of 
a difference did the EJDER YALÇIN 
make?



November 2016 - 61



MSI HIGH-TECH PORT by MÜSİAD 2016

Engin AYKOL: When we began devel-
oping the EJDER YALÇIN, there were 
no 4x4 vehicles in Turkey owned by ei-
ther the TNP or the armed forces that 
were protected against mines. With 
EJDER YALÇIN, the TNP acquired a 
vehicle with a high level of protection 
against land mines, and experienced 
its advantage in many incidents. The 
first batch of vehicles we delivered 

were subject to some large explosions. 
They performed satisfactorily under 
these conditions, thus winning the us-
er’s trust. With the confidence granted 
by this [added level of protection], the 
TNP has been able to conduct its oper-
ations more comfortably.
EJDER YALÇIN has ballistic protection 
along its entire periphery. And when 
we say ‘ballistic protection,’ we didn’t 

define a different level of protection 
by playing with words. We are indeed 
talking about a 360 degree protection. 
No matter from where a gun is fired, 
the level of protection is the same on 
every side of the vehicle. An important 
achievement of the EJDER YALÇIN was 
that it redefined the concept of ballis-
tic and mine protection. Additionally, 
we took into consideration the lateral 
explosions that occur on both sides of 
the vehicle. To the best of my knowl-
edge, our company is the only one in 
Turkey that conducts lateral explosion 
tests. Our vehicle also has a high level 
of protection against high power ex-
plosions.

EJDER YALÇIN 
to the Rescue
MSI TDR: Speaking about EJDER 
YALÇIN, we would like to ask you 
about the night of July 15. What did you 
witness on that night?
Engin AYKOL: At around 10 PM that 
night, they called us from the TNP 
Special Operations Unit. We had in our 
possession 10 EJDER YALÇINs that 
had passed acceptance inspections. 
Following their final inspections, the 
vehicles were waiting to be delivered 
on Monday, and fully ready for opera-
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tion. The officer who called us said that 
the situation was very grave, and that 
they needed the vehicles immediately. 
We immediately informed our board 
of directors, and they approved the 
delivery without a second thought. Of 
course, some questions popped on our 
minds: Were we delivering the vehicles 
to the right persons? Were the callers 
opposed to or supporting the coup? To 
dispel our suspicions, they dispatched 
members of the TNP’s inspection and 
acceptance committee, with whom we 
had a long working relationship and 
knew well. We delivered the vehicles 
after getting confirmation from our 
sources about the trustworthiness of 
the people coming for the delivery. 
ASELSAN’s SARP remote-controlled 
weapon stations on the vehicles were 
also ready for missions; they only 
lacked ammunition.
Many people had not seen our vehi-
cles before, as all EJDER YALÇINs 
previously delivered were dispatched 
to east and southeast [of the country]. 
Ankara’s residents knew about these 
vehicles only from newspaper reports 
and websites. This was the first time 
they saw them in real. They vehicle’s 

movement was even stopped at some 
places, due to suspicions that they 
were being used by the coup plotters.
Our vehicles were assigned to criti-
cal tasks on that night at the General 
Staff Headquarters, Akıncı Base and 
the General Command of Gendar-
merie Headquarters. They were able 
to enter places that were inaccessi-
ble for other armoured vehicles or 
construction vehicles lacking armour 
protection, and crossed otherwise im-
passable barricades. We were also in-
formed that the helicopters attacking  
the Presidential Complex were re-
pelled by the fire opened from 
the EJDER YALÇINs. According to 
high-ranking officers of the TNP, the 
delivery of the EJDER YALÇINs on that 
night played a key role in effectively 
stopping the coup attempt at an early 
stage.
Later that night, we tried to reach 
some of the persons who had contact-
ed us during the delivery process, but 
they did not answer our calls. The next 
day, we unfortunately learned from a 
police officer that they were martyred. 
They were very distinguished persons 
as far as we were concerned.

We are now shooting a documentary 
about the events witnessed that night 
and afterwards. We will document all 
facts about that incident. A profession-
al team is working on the documenta-
ry, and a script and montage has been 
developed. We shared our opinions 
and experiences with them. It will not 
be like a film. It will only compile the 
documents and images relating to that 
night, with first-hand accounts of the 
incident.

MSI TDR: Is there anything that you 
would like to add?
Engin AYKOL: We have developed a 
special website for the EJDER YALÇIN, 
named ejderyalcın.com. Over a period 
of one and a half months, it has been 
accessed by more than 40 countries, 
and visited by thousands of people. We 
are only at the beginning phase, but we 
are delighted with the level of interest.

On behalf of our readers, we would 
like to thank Engin Aykol, General 
Manager of Nurol Makina, for taking 
the time to answer our questions and 
for providing us with such valuable 
information.

EJDER YALÇIN III
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Under the serial production, SOM is integrated to the 
F-4E 2020 and F-16 Block 40 fighter aircraft of the 
Turkish Air Force (TurAF). Due to the common require-

ments of TurAF and F-35 5th generation fighter, ROKETSAN  
is developing a new version of SOM, the SOM-J. SOM-J 
has been presented as an anti-surface stand-off missile 
for F-35 Joint Strike Fighter (JSF) aircraft. ROKETSAN and  
Lockheed Martin Missiles and Fire Control (LM MFC) signed 
an agreement for a long-term cooperation to jointly develop 
the variants of SOM-J as well as produce, market, sell and 
support SOM-J in order to fulfil anti-surface warfare (ASuW) 
missile requirement of F-35 aircraft. SOM-J will be carried 
in internal weapons bay of F-35, thus the aircraft will be able 
to approach stealthy to its targets and employ the missile. 
The serial production of SOM-J is expected to begin in 2018 

following the flight tests 
from F-16 Block-40 in the 
1st quarter of 2017.
SOM-J is expected to be 
included in F-35’s Block 4  
software and hardware 
updates, work on which 
will be performed be-
tween 2016 and 2021.
SOM and SOM-J is also being offered for other aircraft types. 
ROKETSAN signed a Memorandum of Understanding (MoU) 
with Airbus Defence & Space for the integration of SOM on the 
Eurofighter TYPHOON fighter aircraft.There is also a potential 
for integration of SOM to non-NATO platforms as ROKETSAN 
developed smart integration solutions for the missile.

 Operational Characteristics of SOM
n Long Range (100 NM+)
n Low Observable
n High Precision Navigation with INS+GPS+TRN+IBN
n High Precision Terminal Guidance with IIR and Data Fusion
n Resistance to Counter Measures / Clutter
n Target of Opportunity Capability
n In Flight Mission Selection from a Preplanned Mission Set
n In Flight Retargeting
n NEW Compatibility
n Selectable Impact Parameters
n NATO UAI Compatibility

Next Generation Missile 
for Next Generation Aircraft
The latest example of the new generation 

weapon introduced to enhance the 
air-to-surface warfare capabilities 

of fighter aircraft is the Stand-Off Missile 
(SOM), which is an autonomous, 

long range (250 km), low observable, 
high precision, all weather, air to surface 

next generation missile to be used against 
highly defended, anti-access and 

high value, stationary and moving 
land/surface (ASuW) targets.

 
Type Warhead Guidance System Platform Program Status

SOM-A HE Blast Fragmentation INS / GPS / TRN F-4E / 2020
   F-16 Block 40 

Completed

SOM-B1 HE Blast Fragmentation INS / GPS / TRN / IBN / IIR Seeker + ATA F-4E / 2020
   F-16 Block 40 

Completed

SOM-B2 Dual Stage Tandem Penetration INS / GPS / TRN / IBN / IIR Seeker + ATA F-4E / 2020
   F-16 Block 40 

Completed

SOM-J Semi-Armour Piercing INS / GPS / TRN / IBN / IIR Seeker + ATA F-16 Block 40
   F-35 

To be completed in 2018

SOM Types
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Could you briefly tell us about the main 
areas of activity and capabilities of 
ANOVA?
ANOVA commenced its commercial 
activities in 2003, and operates in two 

branches of the defence industry. The 
first of these branches is design and 
advanced engineering analysis, while 
the second is engineering software 
solutions. Through these activities, 
ANOVA positions itself as a solution 
partner that assists companies in the 
industry utilizing indigenous designs 
during their product development pro-
cess, by helping them shorten their 
design processes, reduce their design 
costs, and improve the efficiency of 
their products. ANOVA aims to contrib-
ute to the efforts of the companies to 
which it provides services in gaining 
a greater presence in world markets, 
and also offers services in many oth-
er industries such as the automotive, 
energy, environment, white goods and 
construction.

What can you say about ANOVA’s 
position in the industry?

Looking specifically at the past two 
or three years, I can say that we have 
achieved significant growth in terms of 
the number of personnel and capabili-
ties. As a company, we have succeeded 
in bringing mechanical and electrome-
chanical design, simulation and manu-
facturing capabilities under a single roof. 
This has allowed us to move forward in 
line with our vision of developing indig-
enous products, which we first started 
to do with the flexible ammunition belt 
product family. Our number of person-
nel is approaching 70. We have offices 
in the technology parks (teknokents) of 
five of Turkey’s largest cities and, as of 
this year our manufacturing company, 
ANOVA SAVUNMA, has become one of 
the certified manufacturers in the field 
of machining. We have now reached the 
delivery stage of the cabinets used in 
ASELSAN’s HIZIR system, which is our 
first manufacturing contract.

ANOVA, which provides design and engineering services for both domestic and 
foreign prime contractors, has in recent years been increasing its presence in 
the defence industry through indigenous product families such as the flexible 
ammunition belt. The company aims to continue operating as a solution partner 
for land platform manufacturers, and to expand its cooperations in this area.

ANOVA: The Design 
and Engineering 
Solution Partner of the Turkish 
Defence and Aerospace Industry

Submarine console and cabinet designed and 
produced by ANOVA for ASELSAN.

Composite gun hood, another component for which engineering analysis and design was performed by ANOVA.
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We are trying to participate as much 
as possible in all activities relating to 
our country’s defence and aerospace 
industry. We regularly take part in the 
Land Systems Seminar and the Naval 
Systems Seminar. At the IDEF’17 exhi-
bition, which we consider as an event 
where the development and capabilities 

of ANOVA will be clearly seen, the prod-
ucts for which we have provided design 
and engineering support will also be ex-
hibited on the stands of their respective 
companies. Apart from these, we are 
also planning to launch three new prod-
ucts at IDEF and we are working inten-
sively towards this.

Could you tell us about the prime 
contractors for which you mainly 
provide services in Turkey, and also 
about the projects you have completed 
or are currently working on with them?
We have worked on many different proj-
ects in recent times. Although I won’t be 
able to mention some of them for confi-
dentiality reasons, I can give you a list of 
the main projects we have completed in 
the previous year. These projects include:
n The Mechanical Shutdown System
 for the 35 mm Oerlikon anti-aircraft
 cannon;
n Design and aerodynamic analysis
	 support	projects	with	TÜBİTAK,
 within the scope of Electronic
 Warfare Pod Project;
n A mechanical design and cooling
 system analysis for an ASELSAN
 radar system; 
n A resistance and shock analysis 
 for ASELSAN weapon systems.
I can list our ongoing projects as 
follows:
n A ‘Technology Acquisition Obligation’
 (TAO) of the Undersecretariat
 for Defence Industries (SSM) with
	 ROKETSAN	and	a	weapons	
 sub-system project with ASELSAN;
n The development of ‘cargo nets’ for
 use in commercial aircraft with STM;
n The packaging and cooling of
 electronic units within the scope
 of the Electronic Warfare Pod
	 programme,	with	TÜBİTAK;
n A composite weapon cover
 development for the 35 mm Oerlikon
 anti-aircraft cannon;
n A pod trolley design ; and
n The thermal design of a missile’s
 electronic units.
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We also have a project that is continu-
ing at full pace on the indigenisation of 
an avionic system cooling unit procured 
from abroad, which we will be announc-
ing shortly.

What can ANOVA offer to prime 
contractors?
It has been during the previous four or 
five years that we have begun to con-
centrate predominantly on design-re-
lated projects. In this time period, we 
have conducted nearly 50 projects, most 
of them with ASELSAN. The majority of 
these projects had timeframes of less 
than six months. Presently, our projects’ 
timeframes have started to approach 
one year. At this point, we can say that 
we are anticipating more long-term and 
engineering-intensive projects from our 
prime contractors. In line with our capa-
bilities, we want to take part in projects 
involving the indigenisation of products 
purchased under export licenses, and to 
develop products that offer great bene-
fits with regard to costs and technology 
acquisition. In cases where the scope of 
a project expands, and our capabilities 
no longer cover all the work that needs 
to be done, there are a number of part-
ner companies with different capabili-
ties that we can work with. We believe 
it is very important for the future of the 
industry that small- and medium-sized 
companies, especially the ones in tek-
nokents, are able to join forces to take 
part in such projects.
In our ongoing projects, we are not fo-
cusing exclusively on a single subject. 
We can design cooling systems, just as 
we can design turbo-machines and hy-
draulic systems... We are also involved 
in civil aviation projects. All of these are 
as a result of the effective use of de-
sign and simulation technologies by our 
team, which has an average of 10 years 
experience [in the industry]. Our aim is 
to make ANOVA the first company that 
comes to mind for prime contractors in 
indigenisation and technology acquisi-
tion projects.

Flexible Ammunition Belt 
was Pioneer of Change 
The flexible ammunition belt was the 
project that made ANOVA a company 
with its own product. Based on this 
example, what can you say about your 
efforts to develop products?
Having a product in the defence and 
aerospace industry is no easy task. Over 

the past 15 years, the leaders of the in-
dustry have concentrated on system 
and platform integration-related work. 
This was, undoubtedly, in parallel with 
the SSM’s main objectives. On the other 
hand, it was realised during this process 
that the industry lacks the ability to sup-
ply the sub-systems used in platforms 
and main systems, and companies that 
produced systems found themselves 
obliged to procure many sub-systems 
from abroad. There were problems in 
the procurement of certain sub-sys-
tems; problems that continue to this day.
Closely following this issue, the SSM con-
sidered that the solution to this problem 
rested on supporting engineering offices 
working on analysis and testing, and it 
shared this forecast in writing with the 
industry in the 2009-2016 Defence Indus-
try Sectoral Strategy Document. Within 
the scope of this strategy, at ANOVA we 
found the opportunity to implement our 
plans to take part in the indigenisation 
and localisation of the industry.
From time to time, procuring sub-sys-
tems from abroad for use in military 
projects leads to issues regarding ex-
port licenses. Such issues can lead to 
delays in projects and increase costs. 
For this reason, ANOVA has, as a pri-
ority, focused on products that are not 
produced in Turkey and need export li-
censes to be purchased. As the first part 
of this plan, we started working together 
with the Mechanical Design Department 
of ASELSAN SST on the 12.7 mm calibre 
flexible ammunition belt in 2012, and 
managed to complete our work within 
about a year.
A flexible ammunition belt is a product 
that is used for feeding ammunition from 
the ammunition box to a weapon’s barrel 
in remote-controlled weapon systems. 
It is manufactured by only a few produc-
ers around the world. They’re also used 
in a similar role in air platforms as well. 

For example, the 20 mm calibre weap-
on	 system	 of	 the	 ATAK	 helicopter	 has	
a flexible ammunition belt. Their main 
features include their flexible structure 
and ability to adapt to different geome-
tries between the ammunition box and 
the weapon system, which allows them 
to function in every possible scenario. 
The first patents for these systems go 
as far back as the 1950s; however, there 
are today only two American companies 
whose products are used in the field for 
NATO ammunition calibres.

How did your work progress on the 
flexible ammunition belt?
We developed our first flexible ammu-
nition belt product for the 12.7x99 mm 
calibre ammunition as a standard off 
the shelf product in 2013, and com-
menced sales soon afterwards. The 
flexible ammunition belt can be used 
with different calibres ranging from 
7.62 mm to 40 mm. Although we first 
started our work on flexible ammunition 
belts by prioritising NATO standard am-
munition, we have also designed belts, 
based on customer requests, suitable 
for former Eastern Block standard am-
munition. We managed to produce the 
first flexible ammunition belt for the 
NSV, a Soviet-made heavy machine gun 
that uses 12.7x108 mm ammunition, 
thus making a difference in our product 
range compared to our competitors. In 
addition to this calibre, we also devel-

12.7 x 108 mm FLEX Chute developed by ANOVA 
for the Russian NSV machine gun.
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oped and began production of flexible 
ammunition belts for 25 mm and 30 mm 
ammunitions. Owing to projects that 
began in mid-2015, and which were fi-
nanced using our own resources, we are 
now about to complete our R&D studies 
on products for the 7.62x54 mm, 7.62x51 
mm, 14.5x114 mm and 40 mm calibres. 
We initially produced the 7.62 mm and 
40 mm belts exclusively with composite 
bodies. We are holding talks to make 
sure that these products can be tested 
on the field as soon as possible. As with 
the other calibres we work on, our goal 
for the products I’ve mentioned is to 
offer our customers the best and most 
advantageous solutions.

Which aspects of your flexible 
ammunition belts are superior to those 
of your competitors?
When designing a flexible ammunition 
belt, the main criteria you need to con-
sider is ensuring the proper flow/deliv-
ery of the ammunition, and keeping the 
weight and friction to a minimum. In this 
respect, ANOVA’s flexible ammunition 
belt designs can easily compete with 
those of its competitors. In fact, there 
are other criteria that our designs are 
better. We can list the general features 
of our products as follows:
n A stainless steel belt and aluminium
 or composite body to ensure an 
 easy flow of ammunition;
n An independent and full-motion 
 flexible body.
n Designed and verified according 
 to military standards;
n Tested according to MIL-STD 810 G,
 and adequate corrosion resistance
 under difficult conditions;
n A special belt design and the correct
 materials to ensure low friction 
 as well as minimal traction 
 for the ammunition; and

n A modular structure that can be 
 applied to every weapon system
 (NATO and others).

Did you receive any support from 
institutions or organisation in 
Turkey when developing the flexible 
ammunition belt?
ASELSAN provided both financial and 
technical support from the very begin-
ning for the Flexible Ammunition Belt 
project in which the product for the  
12.7 mm was first developed, thus mak-
ing a valuable contribution to the indi-
genisation of a product that has critical 
importance for weapons systems. In 
addition, since 2013, the year when our 
first product was tested and approved, it 
has ordered more than 150 sets of prod-
ucts, becoming our most important cus-
tomer for the flexible ammunition belt.
In 2013 and 2014, we used a grant pro-
vided	within	 the	 scope	 of	 the	 TÜBİTAK	
TEYBED 1507 project to begin devel-
oping the flexible ammunition belts 
for 25 mm and 30 mm ammunitions, 
which are now the two most important 
items in our product range. These prod-
ucts, which are physically larger and 
have a more complex structure than the  
12.7 mm product, have helped raising 
ANOVA’s self-confidence in the design of 

flexible ammunition belts. In early 2015, 
we showcased all our completed prod-
ucts at the IDEF’15 exhibition, and the 
first customer of the 30 mm flexible am-
munition belt – one the products of our 
development efforts – was once again 
ASELSAN. We also had our first deliv-
ery of the products to ASELSAN in 2015, 
to be used in the SMASH (MUHAFIZ)  
system developed for naval platforms.

In which of Turkey’s future large-
scale products does ANOVA plan to 
participate?
There are very important ongoing proj-
ects in our country. We hope to partic-
ipate in the Indigenous Helicopter and 
the New Generation Light Armoured 
Vehicle Power Pack Development proj-
ects, and especially the Turkish Fight-
er Development (TF-X) project. We are 
currently working on this. In these proj-
ects, we plan to work on a sub-system 
basis, and on specific products.
We are particularly confident of our 
abilities concerning the packaging and 
cooling of electronic systems, and we 
believe that we could be involved in 
meeting this kind of requirement in the 
TF-X project. One of our primary objec-
tives is to take part in long-term proj-
ects in this area.

ANOVA designed and produced this mechanical stopping 
system for ASELSAN.

ANOVA designed and produced this mechanical 
stopping system for ASELSAN.
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Ümit BAYRAKTAR: Could you briefly 
tell us about the story of Ayyazılım?
Atilla YENİDOĞAN: Ayyazılım was estab-
lished with an entrepreneurship spirit. I 
worked at ASELSAN for many years and 
then left the company to establish my 
own business. I established Ayyazılım 
as a ‘start-up’ company in 2005, at the 
METU Technology Development Center.
In our first years, we took part in a proj-
ect regarding the repair and mainte-
nance of helicopters. This project helped 
Ayyazılım make progress. When we 
came to year 2007, we reached a deci-
sion point regarding our ambition to car-
ry out unique projects in the industry. In 
the end, vetronics and meteorology sys-
tems came to the front, and we started to 
work on these two main domains. We set 
our philosophy as manufacturing solely 
indigenous products that we are in com-
mand both of the software and hardware.
Instead of establishing an enterprise full 
of technicians with the aim of manufac-
turing a product to be sold in thousands, 
we established a company consisting 
mainly of engineers. We are in fact a com-
pany that design tailor-made products; 
while also carrying out the activities re-
lated to manufacturing of such products.

Ümit BAYRAKTAR: At this point, the 
question that springs to mind is: Why 
does the title of a company operating 
in two main fields, namely vetronics 
and meteorology systems, include the 
word ‘software’?
Atilla YENİDOĞAN: In our field of oper-
ation hardware design actually includes 
control cards that contain embedded 
software. Today, electronic control sys-
tems that lack embedded software are 
not preferred. The critical part is in fact 
the software. This is the philosophy be-
hind the title of Ayyazılım, as ’yazılım’ is 
the Turkish word for software.

Ümit BAYRAKTAR: Can you tell us about 
your progress in these two main fields?

Atilla YENİDOĞAN: We had an idea in the 
field of vetronics: “Why not employ in 
land vehicles the multifunctional display 
units that are used in aerial vehicles?” 
We thought that such displays would 
greatly help the military. At the time, 
there was no such product in Turkey, 
and there were some ongoing exper-
imental studies in other places in the 
world. Starting from this point, we de-
veloped a new product named the Inte-
grated Driver Console and Vehicle Com-
puter, for which we received the TESİD 
(Turkish Electronic Industrialists’ Asso-
ciation) 2011 Innovation and Creativity 
Award in the SME category.
We adapted this solution of ours to 
an indigenously designed 6x6 vehicle.  

Ayyazılım, which has been developing indigenous 
products and solutions through its R&D activities 

since it was established in 2005, has reached a special 
position both in Turkey and in the international market 
with its beyond-the-ordinary Small and Medium-Sized  

Enterprises (SMEs) performance. The company, 
which makes 85 percent of its turnover from exports, 
carries out significant projects especially in the field 

of vetronics (vehicle electronics). We interviewed with 
Atilla Yenidoğan, the Founder and General Manager of 
the company, to learn about the story of Ayyazılım and 

the level it has reached.
Ümit BAYRAKTAR / ubayraktar@milscint.com

Atilla YENİDOĞAN,
General Manager, Ayyazılım:

“We can define
Ayyazılım as Turkey’s 
vetronics provider.”
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We then started to work on the main bat-
tle tank. At the time, the price of similar 
systems was around $20,000-30,000, but 
we came up with a price tag of around 
$10,000. Because our prices were low-
er, and we gave prompt responses to the 
feedbacks of our customers, this helped 
pave the way for us to make a deal in the 
United Arab Emirates and export to this 
country. In 2009, we designed our first 
TOMA (Anti Riot Vehicle), and then came 

up with our 4x4 vehicle solutions. After-
wards, we started securing contracts 
for different applications of basically the 
same concept.
We also built a very good cooperation 
with ROKETSAN in the field of meteo-
rology systems, which is still on-going. 
ROKETSAN made a great favour to us. 
We developed a product that was func-
tioning in a laboratory environment. 
They purchased this system, and used 

it as a backup system to support their 
own systems on the field. Based on the 
feedbacks we received, we developed 
another product called RAYMET (Ob-
servation Based Meteorology System). 
ROKETSAN is still using RAYMET as a 
sub-system, and our business relation 
with them is still continuing. We never 
thought of marketing this product to 
another company, and we received a  
TESİD award for the RAYMET in 2010.

The vehicles, whose electric and electronic systems were designed and produced 
by Ayyazılım for export projects, demonstrated that these systems perform perfectly, 
during challenging tests, for many times.
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Our main period of growth started af-
ter 2012. Until 2012, we mainly carried 
out design works; before then, our 
sales volume was very low. Beginning 
from 2012, we started to receive orders  
for larger number of the products 
we designed. It was a process during 
which our R&D investments started  
to transform into products and  
revenue.

Ümit BAYRAKTAR: Could you provide 
us some information about the current 
capabilities and main areas 
of operation of Ayyazılım?
Atilla YENİDOĞAN: If I need to sum-
marise what we have achieved so far 
in a single sentence, I can say that “we 
are a platform integrator for land vehi-

cles.” Our customers define their ve-
hicles and the sub-systems to be used 
on these vehicles, and we integrate our 
indigenous designs with their sub-sys-
tems. In the end, we deliver a turn-key 
solution to our customers. This is our 
core business we have carried out in 
the last two years.
We also have certain sub-capabilities 
that we broadly refer to under the term 
of ‘platform integrator.” We can define 
Ayyazılım as Turkey’s vetronics provid-
er. Our fields of expertise include the 
design and production of software and 
hardware for vehicle control systems in 
military or rugged applications.
Another area in which we feel highly 
confident is the material procurement 
process of the products. We are capable 

of finding and procuring even the last 
two products left in inventories across 
the globe. No matter in which platform, 
we have the necessary experience to 
find and retrieve all the materials re-
quired by a project.

Ümit BAYRAKTAR: What are the main 
products and solutions offered by 
Ayyazılım?
Atilla YENİDOĞAN: Our main prod-
ucts include RAYMET, RAYMET Active, 
AYMET (Meteorology System), the Al-
ternator Control Unit (ALKÜ), the Cen-
tral Tire Inflation System (CTIS) that 
operates in desert conditions on 700 
vehicles, the Integrated Driver Con-
sole, and the Vehicle Computer. ALKÜ, 
RAYMET, and Integrated Driver Console 

©
 M

SI T
D

R

The Integrated Driver Console and the Vehicle 
Computer of Ayyazılım bring aircraft-like features 
to land vehicles’ driver’s position.
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and Vehicle Computer are among our 
award-winning products.
Although they seem to be off-the-shelf, 
some of these products may be cus-
tomised according to user require-
ments. Thus, the products we deliv-
er to our customers are not all alike.  
The Integrated Driver Console and 
Vehicle Computer is a good exam-
ple. Although they seem to be stan-
dard products, none of the Integrated  
Driver Console and Vehicle Com-
puters we deliver to our different 
customers are exactly the same.  
Our products embody customised  
capabilities.
The solutions we offer include; vetron-
ics, integration of electronic systems, 
and test systems.
We have gained extensive experience 
and depth in vetronics, which has al-
lowed us to win numerous projects that 
are interrelated with one another. While 
we were working in the field of military 
vehicles; all of a sudden, we transferred 
our experience to transportation proj-
ects for New York and London taxies. In 
this context, we adapted the capabilities 

we gained in the field of defence to civil 
applications.
We also have an on-going submarine 
project. Although submarines, aircraft 
and ships are considered as different 
platforms, all of them actually include 
electronic components and software 
that control the platform or a part of the 
platform. We are capable of developing 
these components and software. We are 
able to offer complete solutions to our 
users by integrating all the mechanical-
ly connected interfaces with software.

Ümit BAYRAKTAR: Where exactly 
do you see Ayyazılım in the industry?
Atilla YENİDOĞAN: Since the costs of our 
foreign competitors are very high, we 
are a few steps ahead in this regard. 
We have accomplished some signifi-
cant projects abroad. Building on this 
strength we have acquired, we started 
to share the workloads of the main in-
tegrators in Turkey, and reached the 
level of where we are able to under-
take some of the project-related re-
sponsibilities on our own.
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We are a company with an effective 
and fast decision mechanism, and this 
grants Ayyazılım an agile structure 
that can take action very rapidly. That’s 
because our decision mechanism al-
lows us to handle the inception phase 
after the bidding with our own resourc-
es. This allows us to have very short 
delivery times. For example, a British 
company may propose a delivery time 
of eight months. We, on the other hand, 
have reached the ability to make deliv-
eries within three months.
The most important feature of 
Ayyazılım that distinguishes it from 
other companies is that, in all prod-
ucts and solutions it addresses, our 
company not only meets the user re-
quirements, but also contributes to 
the project with its own reasoning and 
experience. Since our establishment, 
our production philosophy has been 
based on developing indigenous hard-
ware and software products. We never 
considered ourself as an enterprise 
that carries out the serial production 
of products that will sit ready on the 
shelf. Our products can be customised 
according to the requirements of each 
customer. We deliver our products, 
which are totally under our control and 
guarantee, to the users as turn-key.
We are working with a 30-strong team 
of experts, more than half of which are 
engineers. We have never adopted the 
approach of increasing our number of 
employees whenever we need to grow. 
There are companies around the world 
that can be very well integrated with 
one another, while competing whenev-

er required. And when necessary, these 
companies can produce solutions for 
each other. We also tried to establish 
such a system for our company. We try 
this not just in Turkey, but also abroad, 
and we develop solutions together with 
the companies we can cooperate with. 
What is important here is to develop an 
efficient and high performance solution 
in the shortest time possible. The qual-
ity of our works is indisputable. There 
is no need to mention it. In such an 
environment, we are capable of offer-
ing solutions, at any place around the 
world, to meet a need that may arise 
on the field of operation. We are grow-

ing together with our solution partners. 
Our average turnover in the last three 
years was around $7,000,000. We are 
seeking to achieve a sustainable growth 
by increasing our turnover by 15-20 per-
cent every year. When we look at the 
overall turnover of Ayyazılım in the do-
mestic and foreign markets, we see that 
85 percent of this turnover is derived 
from exports.

On behalf of our readers, we would like to 
thank Atilla Yenidoğan, General Manager 
of Ayyazılım, for taking the time to answer 
our questions and for providing us with 
such valuable information.

Ayyazılım designs and produces electric and electronic infrastructure of various vehicles of 
United Arab Emirates’ Armed Forces. Another such vehicle is seen here.
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KARAYEL UAV has an endurance of 20 hours, with op-
erating altitude up to 22,500 feet (6,858 m). Data link 
range is 150 km, which is dependent on terrain charac-

teristics. It is further extended by remote Ground Data Ter-
minals, which are located outside the main operation zone, 
handover. De-icing system that has been frequently utilized 
during the operational flights is one of the main features of 
the KARAYEL that leads it forward comparing to the com-
petitors. Another important feature is the lightning strike 
protection enabling flight in unexpected adverse weather 
conditions. Thanks to triple redundant avionics architecture, 
where it has been concluded as a result of Fault Tree Analy-
sis (FTA) performed according to SAE ARP4754 & ARP4761, 
high reliability figures are ensured.   
KARAYEL carries a colour and night vision camera and 
transfer real-time video to the GCS placed in a mobile shel-
ter on the ground. The live video feed can then be processed 
or distributed raw over the military communication/com-
puter network. Typical KARAYEL missions include; day and 
night reconnaissance, surveillance, targeting and damage 
assessment, and adjustment of artillery fire.   
Up to date, VESTEL Defence has trained over 50 TAF person-
nel who will be assigned as the UAVs’ pilots, payload oper-
ators, mission commanders, system managers and techni-
cians.
The three-month course was held at the 2nd Unmanned Ae-
rial Vehicle Systems Base, where operational UAV missions 
are also carried out. The training was provided within a mis-

sion environment and enabled users of all levels to quickly 
familiarize themselves with the system. The training has al-
lowed the trainees a rapid and direct experience of the prob-
lems, the difficulties and issues that can be encountered 
only during real operations, and also to see the fine details 
concerning the system’s operational concept. During these 
training activities, all user requests for the improvement of 
the system also taken into consideration and evaluated; all 
feedback that was technically implementable was applied to 
the system, regardless of whether it required more changes 
than specified in the agreement.
Currently, 4 KARAYELs are operated by TAF from the for-
ward bases and 2 from the main base.

KARAYEL is a tactical class UAV developed by VESTEL Defence Industry. Maiden 
flight was held on April 2014. Up to now 10 UAVs, 4 Ground Control Stations and  
8 Ground Data Terminals have been produced. Currently Turkish Armed Forces (TAF)  
is operating KARAYEL UAVs simultaneously in different areas on a 24-hour basis, 
since October, 2015. KARAYEL has already accumulated over 2,500 flight hours.  

KARAYEL:
Already Operational and 
Ready for Future
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KARAYEL Ground Control Station



Compliance with 
NATO Standards 
KARAYEL complies with NATO stan-
dards, namely; STANAG 4671 and 
STANAG 4586. STANAG 4671 is UAV 
Systems Airworthiness Requirements, 
which were issued by NATO in Sep-
tember 2009, where STANAG 4586 
standardizes the connection between 
the GCS and the aerial vehicle, to ensure interchangeability 
of the GCS independently from the UAV system. 
The armed forces usually have different UAV solutions of 
various classes in their inventories countries purchase or 
lease UAVs to operate within the scope of their urgent needs, 
such as the military operations in Afghanistan and Middle 
East. Unless certain measures are taken, the armed forces 
face having various GCSs from different platforms in their 
inventory. NATO defined the STANAG 4586 as a response to 
this situation, which has created difficulties in terms of train-
ing, usage, and logistic issues. As a result, all of the UAV sys-

tems within NATO can be controlled and monitored through 
a single GCS type. The GCS console software of KARAYEL 
was developed in full compliance with STANAG 4586.
On the other hand, KARAYEL’s system software was  
developed in accordance with the RTCA DO-178 guide-
lines, which is the highest standard of safety in aviation. 
Moreover, the GCS software is also capable of meeting  
the relevant requirements of STANAG 4671. KARAYEL’s 
design activities were closely monitored by the STM,  
the airworthiness agency of Turkish Ministry of National 
Defence.
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KARAYEL at main operation base.

KARAYEL Ground Control Station

General Abidin Ünal, Commander of TurAF, 
inspected capabilities of KARAYEL.

KARAYEL, carrying MAM-L guided munition of ROKETSAN.
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More than an Armed UAV
KARAYEL, which completed its flight and ground tests in 
mid-April following a three months’ work within the con-
text of ammunition integration activities, finally received the 
call it was expecting for conducting the firing tests, and on 
June 15, the UAV successfully completed the first of these. 
KARAYEL, which was carrying one ROKETSAN made guided 
missile under each of its wings, successfully dropped its am-
munition during several tests and guided them to strike the 
targets. The tests conducted in Karapınar, Konya, were also 
watched on-site by General Abidin Ünal, Commander of the 
Turkish Air Force.
During the tests, KARAYEL also exhibited capabilities that go 
beyond the normal mission and task of an armed UAV. In this 
context, a target marked by KARAYEL was hit successfully by 
a guided missile dropped from an F-16 aircraft. During the 
tests, KARAYEL’s ability to hand over control to the ground 

control station was also tested once again. As such, the con-
trol of the aircraft that took off from Konya was transferred 
to a ground control station kilometres away. Thus, in a single 
sortie, KARAYEL has shown that it is capable of conducting 
reconnaissance and surveillance; hitting designated targets 
or designating these targets for other aircraft; and moving 
beyond the initial communication range by handing over con-
trol to another ground control station.
Today the integration of UAVs into the civilian air space is 
just a question of time. With its exceptional safety and in-
teroperability characteristics, KARAYEL is already well pre-
pared for the future. In order to identify the ways in which the 
KARAYEL system can be further improved, Vestel Defence is 
continuing to work on detailed user feedback. The company 
is working on the integration of different payloads such as 
the SAR and the COMINT and expects these activities to yield 
new and tangible products during 2016.
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On the first day of ICDDA 2016, which is sponsored by 
the Undersecretariat for Defence Industries (SSM) and 
organised by OSSA and Advanced Business Events 

(abe), a series of conferences were held following the open-
ing session. In parallel to conferences, one-on-one business 
meetings were also held on the remaining two days of the 
event. Participating firms showcased their capabilities at 
their stands, while also holding scheduled and spontaneous 
meetings during the event.
The opening session of the event once again served as a plat-
form for delivering important messages. The first speech 
was delivered by Hilal Ünal, Coordinator of the OSTİM  
Defence and Aviation Cluster (OSSA). Ünal welcomed the 
participants and shared statistical data regarding the event.
Orhan Aydın, Chairman of Board of OSTİM, who took the floor 
after Ünal, delivered a short speech where he emphasised 
export objectives, and said: “Presently, it is said that exports 
are in the region of $2 billion. However, considering that the 
ultimate goal is $10 billion or more, how are we going to ac-
complish this? We will all make an effort at boosting exports 
by bringing together small enterprises, main suppliers, and 
our solution partners abroad. Of course, Turkey is also a ma-
jor buyer in the field of defence and aerospace with signifi-
cant purchasing potential. We believe that this purchasing 
power shouldn’t be wasted, but be carefully managed in-
stead. In that sense, aircraft purchases by Turkish Airlines, 
the leading airline in our country, closely interests all our 
companies and our industry as a whole. Our industry attach-
es great importance to increasing our contribution to the 
airplanes they will purchase. I consider it my obligation to 
ask all parties and guests attending this meeting to increase 
our contribution. This is a very important opportunity for the 
growth of the industry.”

TAI Growing with its Subcontractors
Muharrem Dörtkaşlı, the President and CEO of TAI, delivered 
a speech on behalf of TAI, which was the platinum sponsor 
of this year’s event as well. Dörtkaşlı first conveyed to his 
audience, which included a large number of foreign guests, 
his messages concerning the July 15 coup attempt: “In the 
wake of the events of July 15, we demonstrated to our cus-
tomers, particularly those based abroad, that there has been 
no interruption in our product lines and local supply system. 

ICDDA to Lead 
SMEs to their 
2023 Objectives
The third of the Industrial Cooperation Days 
in Defense and Aerospace (ICDDA), 
which brings SMEs and main contractors 
together, was held in Ankara on 
October 11-13. Around 5,300 bilateral 
business-to-business meetings were 
held in the event attended by approximately 
1,900 participants from 200 firms based 
in 25 countries. As was the case in previous 
years, ICDDA served to boost SMEs’ 
contributions to Turkey’s efforts to attain 
its 2023 objectives in the field of defence 
and aerospace.
Şebnem ASİL / s.asil@milscint.com
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The surprise of the event was this painting, which was 
painted by Hikmet Çetinkaya, live during the opening session.
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Now, I would like to reiterate for our foreign customers that 
there has been no interruption in our exports and local sup-
ply after July 15. We received strong support from our gov-
ernment, and particularly from the ministry and the under-
secretariat. Our internal system was, so to speak, running 
like clockwork in the next morning [of the coup attempt], and 
there has not been any delay in our commitments. We punc-
tually delivered all of them on time. Our suppliers, mostly af-
filiated with OSSA, contributed to the fulfilment of our com-
mitments. In collaboration with our business partners, our 
motivation rises and persists.”
Dörtkaşlı also provided some brief information about the  
ongoing projects. He also described that the first flights  
of the Indigenous Helicopter have been scheduled for Sep-
tember 2018.
Also touching on steps to be taken for winning contracts in 
civil aviation, Dörtkaşlı said: “In the end, you can make some 
progress by taking advantage of your competitiveness in civil 
aviation; however, the final outcome will be determined by 
strategic evaluation, which is also affected by the growing 
economy and the purchasing power of your country. Thus, 
we are expecting support also from our government and ma-
jor buyers.”
Dörtkaşlı also summarised the current state of the deals 
they have awarded to their subcontractors: “In the two 
years since the last event, the business volume we have 
transferred to our subcontractors has gone up by almost 50 
percent. Our annual procurement went up from 1.1 million 
pieces to 1.6 million pieces. In the same period, the number 
of workbenches allocated in our subcontractors rose up by 
30 percent, from 700 to 900 units. Currently, we are sharing 
with our subcontractors 46 percent of the business volume 
we can outsource. This corresponds to about 1.8 million 
hours. This 1.8 million hours is actually equal to what was 
TAI’s total workload when we first took over TAI from foreign 
shareholders in 2005. Our target for next year is 2.2 million 
hours. By 2020, we will have 70 percent of transferrable work 
volume be outsourced . Currently, TAI is purchasing materi-
als, equipment, and services from approximately 1,500 do-
mestic companies. Twelve of them are strategic partners. 
OSSA is our biggest partner, and around 45 percent of the 
companies we work with are OSSA members. We believe 
clusters are important, and to be able to communicate more 
rapidly and directly with our suppliers, we are in the process 
of building the Ankara Organised Industrial Zone Specialised 
on Aviation and Space next to TAI’s Akıncı compound, under 
the leadership of the SSM, and also with the support of the 
Ankara Chamber of Industry. In the past two years, 20 com-
panies that are OSSA members have been approved by Air-
bus, while 12 others have been approved by Boeing. Nine of 
those companies conduct business directly with Airbus and 
Boeing.”

Dörtkaşlı noted that various manufacturers such as Airbus 
and Boeing are expected to reduce their number of tier 1 
suppliers, and to turn these small numbers of suppliers into 
“super suppliers” responsible for managing and overseeing 
tier 2 and 3 suppliers. He also stressed that TAI is ready to 
assume such a role.
Dörtkaşlı concluded by saying that, to be geographically 
closer to Airbus and Boeing, TAI has acquired a firm based 
near Hamburg, and also formed a 100 percent-owned sub-
sidiary in Denver, USA.
After Dörtkaşlı, Nurettin Özdebir, President of the Ankara 
Chamber of Industry, delivered a short speech in which 
he emphasised the importance of the defence and aero-
space industry, as well as Ankara’s contributions to the 
industry.

No Distinction between Domestic 
and Foreign Investors
The last speech at the opening session was delivered by Şuay 
Alpay, Deputy Minister of National Defence. Stating that their 
aim is to increase the level of domestic contribution in the 
defence industry to 80 percent, Alpay said: “We have great 
confidence in Turkey’s industry, subsidiary industry, and 
SMEs (Small- and Medium-Sized Enterprises).”
Conveying key messages towards foreign investors, Alpay 
went on to say: “The CEO of Rolls-Royce, one of the best 
known global brands in aviation, recently visited our coun-
try. He held meetings with the President and Prime Minis-
ter. Last year, Rolls-Royce signed a protocol to establish a 
technology centre in Turkey. They are committed to scaling 
up [their presence]. They want to use Turkey as an R&D 
centre, and to transfer technology to Turkey in order to 
carry out joint production. The current incentive system we 
are implementing in Turkey is certainly the most ambitious 
one in the world. In our Prime Minister’s own words, we 
continue our work by adopting an approach comparable to 
that of a highly-skilled tailor, rather than that of a generic 
manufacturer of garments. We will individually assess each 
investment, and provide an incentive and support suitable 
for the investment in question... For example, one project 
may require qualified labour, while another may require 
lower investment or energy costs. We will assess these 
factors separately, tailoring incentives on a project basis. 
There is also an important point I would like to particularly 
emphasise, which is that in Turkey, we make no distinction 
between domestic and foreign investors. Foreign investors 
may also benefit from all means and criteria made avail-
able to domestic investors.”
Following the opening session, ICDDA 2016 continued with 
five conference sessions held on the first day covering the 
topics of civil aviation, maritime projects, land systems, 
motherland security, and supply security.

Orhan Aydın Muharrem Dörtkaşlı Nurettin Özdebir Şuay Alpay








