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EDITORIAL COMMENT

One topic that in recent times has figured prominently on Turkey’s 
agenda is the issue of ammunition production. Seeking an answer to 
the question that forms the title of this article, we paid a visit to Turaç, 

Turkey’s first private sector company to receive a permit for manufactur-
ing small arms ammunition. Another intention behind this visit was to learn 
about the company’s activities in this area.
Our readers can find the details of this meeting in our interview in the follow-
ing pages; however, before covering this interview, there are several points 
that we would like to highlight.
During our visit, we had the opportunity to meet with M. Saim Altunbaş, the 
founder of the company. Setting out 30 years ago to realise his dreams, M. Saim 
Altunbaş is the person behind many of Turkey’s trailblazing achievements in 
this area... With a tireless resolve, he is still at the helm of his business, intent 
on conveying his experiences to future generations. That being said, these days 
his son, Fatih Altunbaş, is shouldering much of the company’s affairs.
During our interview with Fatih Altunbaş, we learned how Turaç acquired the 
necessary permits to manufacture ammunition, and the challenges they had 
to surmount to obtain them.
Also in our conversation, we were able to learn the answer to our earlier 
question: Producing ammunition is not all that difficult after all. What is ac-
tually difficult, in the current system and Turkey’s circumstances, is obtain-
ing the necessary permits.
Fatih Altunbaş recounted Turaç’s experience in the process that resulted 
in a production permit, and what he described reminded us of the speech 
President Recep Tayyip Erdoğan gave on July 3, on the occasion of both the 
launch of the KINALIADA, the fourth ship of the MİLGEM project, and the 
start of construction of the İSTANBUL, the first I-class frigate.
Let us recall what the President said on that occasion:
“We also need to review the strategy behind efforts aimed at supporting our 
defence industry companies. We should quickly establish a system that will 
solve bottlenecks, challenges and problems, and will support everyone with 
an intellectual project in this field – regardless of its scope...”
“...From time to time, I hear about negative developments, some of them 
brimming with ill-intention, that break the motivation, resolve and courage of 
our entrepreneurs, and which stem either from indifference or the taking of 
sides in competition. Whatever their reason may be; it is absolutely out of the 
question for us to tolerate attitudes that may prevent Turkey’s breakthroughs 
in the defence industry. We will personally oppose anyone who adopts such 
attitudes. All entrepreneurs and companies who are working diligently for 
their country and nation – while of course seeking to gain revenues from 
their ventures – and who are really competent, productive, and sincere in 
their efforts, should know that we are on their side.”
System-related issues, which even President Erdoğan felt compelled to 
mention, are perhaps one of the greatest obstacles Turkey faces in its ef-
forts for the future.
Let us move on by hoping that the trials Turaç had to endure to gain the right 
to produce 9x19 mm handgun ammunition, and the experiences the compa-
ny had during this process, will provide the necessary lessons for resolving 
these system-related issues.

The Significance of the Private Sector
The efforts Turaç had to make in the area of ammunition production – which 
still stands as a primary requirement for Turkey – is a good example of why 
the private sector is more successful in certain areas. The progress made 
in this regard unambiguously demonstrates the success of Turaç, a private 
sector company, not only in an entrepreneurial sense, but also in terms of 
overcoming regulatory obstacles.
Turaç’s success is a good example of the need to have a greater private 
sector presence in the Turkish defence and aerospace industry. Turaç and 
similar examples constitute the best answer to the often-heard question of 
“Why is there such an insistence on having the private sector on-board, in 
the defence and aerospace industry?”

We hope that Turaç’s success, as well as the path they helped clear, will 
not only make it easier to produce small arms ammunition in Turkey, but 
also contribute to the efforts of other companies working to produce larger 
ammunition and achieve Turkey’s 2023 targets.
We consider the following statement from Fatih Altunbaş to be significant 
in this regard: “There will of course be other companies after us. To them, I 
have the following message: The industry is open to everyone.”

Being in Turkey’s Inventory No Longer a Prerequisite
for Exports
As you may already know, the large majority of Turkish companies often 
point out that an unnamed prerequisite for exporting their products is having 
them in Turkey’s inventory, particularly in the Turkish Armed Forces’ (TAF’s) 
and the Turkish National Police’s (TNP’s) inventories. This is somewhat 
true... The TAF, in particular, is known worldwide as a user with very strict 
requirements, and products that have made it into its inventory certainly en-
joy a greater chance of being preferred overseas.
However, Turkish companies almost seem to in competition with one anoth-
er to prove that this prerequisite is not always valid.
At this point, we have to underline the export success of Meteksan Defence’s 
Retinar PTR Perimeter Surveillance Radar. The export of the Retinar PTR il-
lustrates very well that whenever companies come up with the right concept 
and the right product, their product can be successfully exported regardless 
of whether it has been included into the inventory in Turkey. Just as with 
Turkish companies’ land vehicle solutions, even when these were not in the 
inventory in Turkey, the manufacturers have succeeded in supplying their 
vehicles to the inventories of countries around the world.
According to information we received from Meteksan Defence officials, this 
export was not performed as part of an offset agreement, and it took place 
following a competition, under equal terms, with the world’s leading defence 
companies. These aspects make this development even more meaningful.

The Community of Companies with 40 Years in the 
Business Is Growing...
As of August this year, İşbir Elektrik has joined the group of companies that 
have celebrated 40 years in business.
The increasing number of well-established companies in the industry, like 
İşbir Elektrik, is important in that it allows Turkey to look with greater confi-
dence to the future. There is another point that we should underline here: Al-
though the defence and aerospace industry in Turkey is predominately cen-
tred in Ankara, companies in other provinces such as İşbir Elektrik, which is 
located in Balıkesir, are also creating their own ecosystems, and promoting 
technological development in their respective areas of activity.

Advocating Imagination
We finally would like to mention the ROBOİK - Unmanned and Autonomous 
Land Vehicles Design Contest, organised by the Undersecretariat for De-
fence Industries with the slogan “Advocating Imagination”. The contest, in 
which a sizeable prize of ¨100,000 will be awarded, will involve two catego-
ries, one being Freeform, and the other 3D Model Design. Participants can 
register until November 7, while the award ceremony for the contest will 
take place on December 12.
MSI TDR supports the event as its official publication and press sponsor, wh 
¨ile the other sponsors of the event include ALPERA, ASELSAN, BMC, FNSS, 
Katmerciler, ROKETSAN, SASAD, STM, Vestel, Yigit Aku and YOL-BAK.
Let us conclude by expressing our wish to see the ROBOİK contest develop 
further over the coming period.
We hope to see you again in our October issue that will also be our 150th 

issue, in which we will share significant and noteworthy developments from 
the month of September. 

How Difficult It Is to Manufacture Ammunition for Small Arms?

Ümit Bayraktar
Executive Editor

SEPTEMBER 2017
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6 - September 2017

The application period for the ROBOİK Unmanned and 
Autonomous Land Vehicles Design Contest, organised by the 

Undersecretariat for Defence Industries (SSM), is still continuing. 
According to the updated application timeline, participants may 
submit their applications until November 7, while the deadline for 
delivering designs is November 15. The results will be announced on 
November 30 following the jury evaluation, and the award ceremony 
will be held in Ankara on December 12.
Further information on the contest can be found at http://roboik.
ssm.gov.tr/. The website of the contest includes all relevant 
information about the types of vehicles, the contest rules, and the 
conditions for participation. MSI Turkish Defence Review is also 
supporting this event as its official publication and media sponsor.

Gebze Technical 
University (GTÜ) 

and Teknopark İstanbul 
signed a cooperation 
protocol on August 2 
covering the transfer of 
technology and industry-
university collaboration. 
The signing ceremony 
was held at Teknopark 
İstanbul premises, with 
the protocol being signed 
by Prof. Dr. Haluk Görgün, 
Rector of GTÜ, and M. Bilal 
Macit, General Manager of 
Teknopark İstanbul.
Pursuant to the signed 
protocol, the two institutions 
will carry out activities in a 
number of different areas, 
particularly on the following:

n	 Projects based on
 university-industry
 collaboration,
n	 The matching of
 capabilities and projects,
n	 Intellectual property
 rights, and
n	 Assessments of
 entrepreneurship and

 innovation potential.
The protocol involves:
n	 Increasing cooperation
 and information  
 exchange between 
 the parties,
n	 The sharing of an 
 expert pool,
n	 Increasing personnel

 expertise for both
 parties,
n	 Ensuring that the

parties support each 
other, whenever 
necessary, in meeting 
demands from their 
respective regions, and

n	 Conducting
activities through good 
communication.

GTÜ students will also 
benefit from the protocol, 
as it will ensure that 
Teknopark Istanbul  
gives priority to GTÜ 
students in the TeknoStaj 
(techno-internship) 
programmes.

On August 1, ASELSAN and the Council of Higher 
Education (CoHE) signed a Cooperation Protocol in 

Ankara concerning the ASELSAN Academy Postgraduate 
Education Programme. The protocol was undersigned by 
Prof. Dr. İbrahim Özkol, Chairman of the Board of Directors 
at ASELSAN, and Prof. Dr. Yekta Saraç, President of CoHE. 
Through his Twitter account, Prof. Dr. Saraç described 
that the protocol will allow ASELSAN personnel to prepare 
academic theses relating to the projects they are currently 
working on.
On the same day, ASELSAN also released a statement 
announcing a new contract. In this statement, the company 
reported that a contract valued at €37,576,060 concerning 
ship systems was signed between the ASELSAN-HAVELSAN 
joint venture and STM on July 31. Under the contract, 
ASELSAN will be in charge of supplying and integrating 

the navigation systems, communication systems and 
radar systems, and execute a work share of €21,826,060. 
Deliveries are scheduled for 2020.

Countdown for ROBOİK Continuest

ASELSAN Expands Academic 
Collaborations by Signing 
New Protocol with the CoHE

GTÜ and Teknopark İstanbul Join Forces
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The Capital 500 - List of Turkey’s Top 
500 Private Companies, prepared by the 

monthly business and economy magazine 
Capital, was published in the magazine’s 
August issue.

Prepared annually by comparing the current year’s turnover 
data with the preceding year’s, the current list included 1 
2 defence and aerospace industry companies, as shown in 
Table 1. Of these companies; FNSS, Nurol Makina, ROKETSAN, 
TEI and TAI were listed under the defence category, while BMC, 
Hema Endustri, Mercedes-Benz Türk, Otokar and TÜMOSAN 
were listed under the automotive category. Meanwhile, 
ASELSAN and Netaş figured under the electric-electronic and 
telecommunication categories, respectively.

In addition to this main list, Capital also published various 
other lists such as the Top 25 Companies with the Highest 
Turnover Increase, and the Top 25 Companies with the 
Highest Profits. Among the industry companies:
n Nurol Makina ranked 2nd in the list of Top 25 Companies
 with the Highest Turnover Increase;
n ASELSAN ranked 16th in the list of Top 25 Companies 
 with the Highest Profits;
n TAI ranked 24th in the list of Top 25 Companies with 
 the Highest Profits, and 16th in the list of 
 Top 25 Companies with the Highest Exports.
In addition, ROKETSAN moved up by 68 ranks compared to 
its position in the 2015 list, thus making it into the list of the 
Companies to Have Climbed by 50 or More Ranks.

Looking for innovative ideas both within its organisation and outside, HAVELSAN works nonstop 
in pursuit of new horizons. The company announced on August 3 it will present Doctorate Thesis 

Awards, while also announcing on August 18 that it will organise a Geographic Information Systems 
(GIS) Solutions Contest. The Doctorate Thesis Awards will be given in two categories, which are 
real time signal or image processing, and augmented reality. The winning thesis studies will be 
announced in December. The application requirements for the contest are listed as follows:
n Candidates who have successfully defended their thesis and graduated between October 1, 2015,
 and October 1, 2017, will have their doctorate thesis studies taken into evaluation.
n The preliminary applications will be accepted until November 1.
n The applications for the GIS Solutions Contest will be accepted until December 15.
Detailed information on both events is available on HAVELSAN’s official website.

On August 11, the Turkish Armed Forces Foundation 
(TAFF) announced that it has transferred ¨71 million 

funds to the Defence Industry Support Fund over the 
course of this year. Accordingly, the total value of funds 
transferred by the TAFF – which is celebrating its 30th 
anniversary this year – to the Defence Industry Support 
Fund since its establishment has reached ¨770 million.

While the majority of the funds the TAFF has transferred 
to the Defence Industry Support Fund consists of the 
income earned by the foundation from its subsidiaries and 
affiliates, a smaller portion comes from donations made 
to the foundation. Within 2018, the foundation aims to 
increase the amount it transfers to the Defence Industry 
Support Fund to ¨100 million.

Twelve Defence and Aerospace Companies 
Make it into the Capital 500 List

HAVELSAN Expands Innovation-related Resources 
with Doctorate Thesis Award and GIS Competition

TAFF Grants ¨71 Million to the Defence Industry Support Fund

Company Company  Company  Change in Turnover  Turnover (¨) Pre-tax Profit (¨) Exports ($)
Name Ranking in 2016 Ranking in 2015 Compared to Preceding 
   Year (%)  
Mercedes-Benz Türk 25 16 -5 9,488,307,048 49,226,035 977,099,417
TAI 47 63 35 3,803,379,396 565,124,263 761,036,486
ASELSAN 50 65 36 3,768,116,000 734,023,000 160,663,302
Otokar 136 138 14 1,634,514,698 68,080,363 147,914,105
ROKETSAN 211 279 40 1,062,519,249 193,026,036 65,321,401
Netaş	 238	 209	 -4	 969,843,424	 22,671,860	 49,563,389
TEI 255 253 9 920,568,416 124,143,680 237,097,766
BMC 285 - * 812,297,147 -89,191,059 48,055,000
Hema Endustri 296 306 16 789,134,618 19,469,156 *
FNSS 341 265 -15 687,960,000 77,515,000 220,928,766
Nurol Makina 404 - 264 579,916,999 * 256,164
TÜMOSAN 466 458 11 500,184,083 42,409,571 2,814,386
* * Data not disclosed by the company.
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Following the events organised in Ankara and Istanbul in the 
month of June, Bursa was the next stop for the land vehicle 

conferences organised by the Undersecretariat for Defence 
Industries (SSM). The Next Generation Light Armoured 
Vehicle Workshop, hosted by Bursa Chamber of Commerce 
and Industry (BTSO) on August 6, allowed members of BTSO 
Aerospace and Defence Council and Cluster to meet with 
representatives of the SSM and of prime contractor land 
platform companies. Among the workshop’s participants were 
also İlker Duran, Member of the Board of Directors of BTSO; 
Ahmet Karadere, Group Director of Next Generation Vehicle 
Projects at the SSM Department of Land Platforms; Dr. 
Mustafa Hatipoğlu, President of BTSO Aerospace and Defence 
Council and Cluster; and representatives of ASELSAN, BMC, 
FNSS, Katmerciler and Otokar.
During the opening speeches, Karadere highlighted the 
following points:
n The intensity of activities in the industry will further
 increase over the next decade;
n Due to this growing intensity, there has been a significant
 increase in the production capacities of companies;
n Newly launched projects incorporate many of the new
 subsystems.
Stating that they would like to make substantial investments 
on engines, undercarriages, suspension systems, and armour 
within the context of the Next Generation Light Armoured 
Vehicle Project, Karadere said: “In our project, we develop 
policies aiming to meet all subsystem requirements through 
our subsidiary industry and SMEs. We are also closely 
monitoring the potential of the local industry in Bursa, as well 

as the success it has recently achieved in this field. Our aim is 
to add to the Turkish Land Forces’ inventory next generation 
vehicles that will have a maximum rate of local participation, 
with the support of Bursa-based companies that attach 
special importance to R&D and design activities.”
Duran, who took the floor after Karadere, said that at 
the BTSO, they intent on becoming an active player in all 
projects that will contribute to the development of existing 
industries, and also to Turkey’s growth and development in 
the fields of aerospace and defence. Stressing that Bursa-
based companies have taken important steps thanks to the 
International Competitiveness Development (UR-GE) and 
clustering projects they have launched, Duran reminded that 
there has been an almost 600 percent increase in the exports 
of the defence and aerospace industries in Bursa during 2016.
Dr. Hatipoğlu stated that the biggest advantage of Bursa is the 
SMEs, which have gained considerable experience in meeting 
international standards in the automotive and manufacturing 
industries, owing to their work with big foreign partners. 
Noting that the defence and aerospace industry, which 
requires similar and even higher standards, should definitely 
make use of the infrastructure and opportunities offered by 
Bursa, Hatipoğlu said: “Once our defence industry discovers 
the capabilities of Bursa, the local participation rate, which is 
now around 60 percent, will increase much further. I believe 
our Bursa-based companies will – thanks to their background 
in automotive, machinery, composite, textile, electronic and 
software – also manage to work with ease in the field of next 
generation armoured vehicles.”
Following the opening speeches, the workshop continued with 
presentations given by the representatives of ASELSAN, BMC, 
FNSS, Katmerciler and Otokar regarding the Next Generation 
Armoured Vehicle project, and later ended after one-to-one 
meetings were held between the participants.

Next Generation Light 
Armoured Vehicle Workshops 
Continue at the BTSO

Ahmet Karadere Dr. Mustafa Hatipoğluİlker Duran
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In a ceremony held in 
Ankara on August 8, 

the Undersecretariat for 
Defence Industries (SSM) 
and BMC signed a new 
contract for the Tactical 
Wheeled Vehicles-2 (TWV-2)  
project, which covers 
the procurement of Next 
Generation KİRPİ 4x4 Mine 
Resistant Ambush Protected 
Vehicles.
The project involves the 
procurement of 529 vehicles, 
which will be used to 
enhance the operational 
capabilities of Turkish 
Armed Forces units, 
serving in areas of intense 
antiterrorism operations. 

The contract of the project 
– handled through what 
is called an Indigenous 
Development Project Model 
– was signed following a 
thorough evaluation of the 
proposal submitted to the 
SSM.
The Next Generation 
KİRPİ 4x4 Mine Resistant 
Ambush Protected Vehicles 
to be procured within the 
context of the project also 
have variants, such as 
the Explosive Ordnance/
Suspect Object Detection 
and Intervention Vehicle, 
and Improvised Explosive 
Device (IED) Detection and 
Destruction Vehicle. The 

systems and equipment 
to be incorporated into 
the vehicles are listed as 
follows:
n Remote Controlled
 Weapon Station
n Fire Suppression System 
n CBRN Protection System
n Gunfire Locator Device
n Fully Independent
 Suspension System
n ABS Braking System

n Next Generation
 Ergonomic Seats
n GPS System
n Flasher and Sight Systems
n Radio and
 Intercommunication
 System
n Navigation Device
n Rectifier and IR Lighting
 System
n Beacon Lamp and
 Projectors

The Ministry of Transport, Maritime Affairs and 
Communications announced on August 15 that the 

TÜRKSAT-6A satellite has now entered the production phase. 
The declaration was made at the conclusion of the meeting 
concerning the TÜRKSAT-6A Domestic Communication 
Satellite Development and Production Project, held under the 
presidency of Ahmet Arslan, Minister of Transport, Maritime 
Affairs and Communications, and Dr. Faruk Özlü, Minister of 
Science, Industry and Technology.
While the design phase of the project concerning the 
development of Turkey’s first indigenous communication 
satellite is about to be completed, the production of the 

satellite’s qualification test models has started. Initiated by 
TÜBİTAK	Space	Technologies	Research	Institute	(TÜBİTAK	
UZAY) as the prime contractor in 2014, the project is being 
conducted with the financial support of the Ministry of 
Transport, Maritime Affairs and Communications, TÜRKSAT 
and	TÜBİTAK.	While	the	project’s	subcontractors	include	TAI,	
ASELSAN and CTech, it is also supported by local industrial 
facilities and universities.
Qualification tests of the TÜRKSAT-6A are planned for early 
2018, and the current target is to launch the satellite in 2020, 
with an expected service life of 15 years. In the context of the 
TÜRKSAT-6A project, which will cost nearly ¨600 million; 
the equipment, software and many subsystems to be used 
in the satellite and ground station are being developed with 
indigenous means.
The TÜRKSAT-6A, which will have a mass of about 4,300 
kilograms including fuel, will be positioned on the 42° East 
longitude orbit. The satellite will serve customers in Turkey, 
as well as those in many other countries in Europe, North 
Africa, Middle East, and Asia. The TÜRKSAT-6A will have a 
total of 23 transponders, including 18 active and 5 spare.

BMC’s Much-Lauded KİRPİ 
to Continue with the 
Next Generation KİRPİ 4x4

TÜRKSAT-6A Moves onto Production Phase

The contract was signed by Prof. Dr. İsmail Demir, Undersecretary for 
Defence Industries, and Ethem Sancak, Chairman of the Board of BMC.

12 - September 2017
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The mock-up of TÜRKSAT-6A displayed at TAI’s stand during the IDEF 2017 exhibition.
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Meteksan Defence 
announced on August 23 

that it has signed a contract 
for the sales of Retinar PTR 
Perimeter Surveillance 
Radar overseas. Following 
the export of the damage 
control simulator, this 
development represents the 
second export success of 
Meteksan Defence in recent 
times. Meanwhile, the name 
of the country purchasing the 
Retinar PTR has not yet been 
disclosed.Prior to signing 
the contract, Retinar PTR 
successfully completed the 
tests conducted abroad under 
various terrain and weather 
conditions, and outcompeted 
its international rivals in the 
relevant tender.
Retinar PTR, the first 
member of the Retinar 

product family, was 
developed to provide border 
security and ensure the 
security of critical facilities. 
Designed to offer mobility and 
ease of use, the product can 
be carried by two personnel 
in its special backpacks. By 
performing a micro doppler 
analysis of the identified 

targets, the product can 
classify them as vehicles, 
humans or animals. The 
system is capable of detecting 
walking people from a 
distance of 4 km, small 
vehicles from a distance of 8 
km, and large vehicles from a 
distance of 10 km.
This export contract also 

constitutes the first sale of 
the Retinar product family. 
Meteksan Defence has 
developed this product family 
with its own resources, 
having predicting beforehand 
the potential needs in the 
Turkish and world markets.
The first member of the family 
was launched in 2014. Then, 
in the following period, 
Meteksan Defence expanded 
the family by adding variant 
products such as the Retinar 
PTR-X and Retinar OPUS.
Detailed information on the 
Retinar product family is 
available at www.retinar.com.tr, 
the website prepared 
specifically for the Retinar  
by Meteksan Defence.

On August 16, TAI shared information about its 
cooperation with the Aircraft Technologies 

Department of Kazan TAI Vocational School. 
The department, established in the context of 
TAI’s cooperation with Gazi University, aims to 
meet the needs of the industry by raising highly 
skilled technical personnel to work in the field 
of aerospace. This year, 205 students will start 
studying at the department with the scholarship 
opportunity provided by TAI. Successful students will also have 
the chance to work as technicians at TAI after graduating.
The students are accepted to the department according to the 
results of ÖSYM’s (Student Selection and Placement Centre) 
exams. Every student enrolled in the department is granted the 
opportunity to work as intern at the workshops and production 

facilities of TAI. Students attend courses at the school four days 
a week, while working at the company on the remaining one 
day. In addition, they also receive English language courses on 
one day of the weekend.
TAI will also provide insurance and a certain amount of 
financial support to all the students in the programme.

The second International Competitiveness 
Development	(UR-GE)	project	submitted	

by	the	Aerospace	Cluster	Association	(HUKD)	
has been accepted by the Ministry of Economy, 

General	Directorate	of	Exports	on	August	22.	The	
project, titled Increasing the Activities and Export Shares of 
Clustering Companies in Aerospace Industry, will last for 
a minimum of three years. As part of the project, various 
training events and other activities will be organised for a 
group of HUKD member companies, to ensure that they can 
operate in the defence and aerospace industry and enhance 
their competitive strength. The aim of the project is to:
n Increase the growth rate, market share, and recognition
 of the companies involved in the project;

n Develop globalisation strategies; and
n Increase the export potential and capacity of companies
 by facilitating their access to foreign markets, through 
 an increase in competitive strength.
The said group of companies consists of enterprises operating 
in various industries, including automotive, machinery and 
aerospace. Under the leadership of the HUKD, the companies 
will carry out export-related work and activities, such as joint 
needs	assessment,	joint	learning	(training	and	consultancy),	
and	joint	marketing	(publicity,	brand,	trade	delegations,	
twinning). While 75 percent of the project costs will be met 
by the Ministry of Economy, the remaining 25 percent will be 
covered by the companies involved. In its initial phase, HUKD 
will carry out a needs assessment study with 16 companies.

Aerospace Cluster Association Launches Second 
International Competitiveness Development Project

Meteksan Defence Finds 
First Overseas Customer for Retinar PTR

Great Support by TAI to Up-and-Coming Technicians

14 - September 2017
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The DIMO Day event, a 
publicity and networking 

platform, will be held by the 
US based DIMO Corporation 
for the first time in Turkey. 
The event will take place 
in Ankara on September 
26. DIMO, the distributor of 
global companies such as 
Moog Components Group, 
AMETEK, Cobham,  
Marshall, TACTAIR,  
CIRCOR Aerospace, TRAKKA 
Systems and Sensata 
Technologies in Turkey and 
in various other countries, 

aims to gather together 
these companies and the 
user, procurement authority 
and the companies in 
the Turkish defence and 
aerospace industry at the 
DIMO Day’17 event. In the 
first part of the event, the 
companies represented 
by DIMO will be giving 
presentations, while in 
the second part, bilateral 
meetings will be held 
between these companies 
and the participants of the 
event.

Planning to increase its 
presence in the Turkish 
defence and aerospace 
industry, DIMO seeks to 
achieve the following short 
term goals:
n Meeting the needs of

the projects conducted 
by Turkey in the field of 
defence and aerospace in 
a cost-effective manner,

n Developing tailor-made
 products and solutions for
 Turkey when meeting
 these needs if necessary,
 and

n Establishing a local after
sales support network of 
products and solutions.

Meanwhile, the company’s 
medium and long-term goals 
include making investments 
in order to increase Turkey’s 
local participation in the 
products and solutions of 
the companies it represents, 
and to meet the needs of the 
countries in the region from 
Turkey.
For further information 
about the event: 
www.dimo.com

IASP 2017 World 
Conference, organized by 

the International Association 
of Science Parks and 
Areas of Innovation (IASP), 
a worldwide network of 
technoparks, will be held in 
Istanbul between September 
26-29. Teknopark İstanbul 
announced on August 8 
that the Turkish Technology 
Parks Consortium – 
consisting of Teknopark 
İstanbul, ODTU Teknokent 
and ITU ARI Teknokent – 
was selected as following a 
poll conducted to determine 
the venue of the IASP 2017 
World Conference.

At the IASP 2017 World 
Conference, which is 
organised with the theme 
of Science Parks and 
Innovation Ecosystems: 
Articulating Future 
Trends and Strategies, 
the problems faced by 
technoparks in terms of 
infrastructure, financing  
and services will be 
addressed by all public  
and private sector 
organisations, 
R&D companies, incubators, 
entrepreneurs, legal 
consultants, mentors, 
angel investors, venture 
capitalists, academics, 

intellectual property 
specialists, and technology 
advisors that are part 
of the ecosystem. 
In addition, prior to the 
conference, a seminar 
will be given by technopark 

executives who have 
expertise in technology 
development zones.
The IASP 2017 World 
Conference is expected
to bring together over 500
participants from 50 countries.

DIMO Day’17 to Bring Together Leading 
Defence and Aerospace Companies in Ankara

The collective contract for the Mechanical and Chemical 
Industry	Company’s	(MKEK’s)	offices	that	conduct	

metal works was signed on August 4, while the collective 
contract for the MKEK’s two offices operating in the fields of 
petroleum, chemistry, rubber, plastic and pharmaceuticals 
was signed on August 7. The negotiations for these collective 
contracts were held between the Turkish Heavy Industry and 

Service	Sector	Public	Employers’	Union	(TÜHİS),	of	which	
MKEK is a member, and trade unions.
The signing ceremonies of both contracts were held at the 
premises	of	the	General	Directorate	of	MKEK	on	August	7,	
with	the	attendance	of	Ahmet	Taşkın,	Chairman	of	the	 
Board	and	General	Manager	of	MKEK;	Adnan	Çiçek,	 
Secretary	General	of	TÜHİS;	Yusuf	Ziya	Odabaş,	Vice	
President	of	Turkish	Metal	Workers	Union;	Ali	Ufuk	Yaşar,	
Chairman	of	Petroleum	Workers’	Union	(Petrol-İş);	and	 
other officials.

Collective Contracts Signed 
at MKEK
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Turkish defence and aerospace industry continues its stable 
growth in the international markets. This growth is clearly 
visible in the list for the world’s top 100 defence companies, 

which was announced a few months ago.
Only 10 years ago, the list for 2007 did not include a single
Turkish company. Between 2008 and 2012, only one Turkish 
company made it into the list. Starting from 2012, the number of 
companies in the list increased to two. And now, as of 2017, 
we can proudly announce that the list contains three Turkish 
companies. However, our success is not just limited to these three 
companies. Every year, Turkish companies are climbing up even 
higher on the list.
A look at the Top 100 list shows that it consists of companies from 23 countries, among which the United States 
holds the lion’s share with a total of 42 companies. The United States is followed by the United Kingdom, 
Russia and Japan. Meanwhile, 15 countries, including Germany and Italy, are represented by only one or two 
companies in the list. Looking from this angle, it becomes clear that having three Turkish companies
in the list is a very significant development.
Another important point is that every year, the Turkish companies in the Top 100 list have succeeded in 
ranking higher compared to the preceding year. However, such continuous success also makes the next year’s 
target even more challenging to achieve. The annual incomes of the top 10 companies are quite high, such that
there is a wide gap between the income of these companies and the 90 others on the list. Bridging this gap seems 
impossible in the short term. In fact, our priority goal is to gain a lasting foothold in these lists, with an ever 
increasing number of companies.
It is with this goal in mind that we are pressing ahead and pursuing our promotional activities. We are continuing 
to take part in prestigious exhibitions and events around the world, to promote both our country and products.
The Defence and Security Equipment International (DSEI) 2017 exhibition to be held in London, United Kingdom, 
on September is also one of them. Organising participation at a national level together with the Undersecretariat 
for Defence Industries, we will attend this exhibition with 28 Turkish companies. This important exhibition is 
expected to attract over 34,000 visitors, and bring together over 1,600 suppliers.
At this important event, we will describe to our visitors the outstanding products of the Turkish defence and 
aerospace industry, the significant successes we have achieved in international joint programmes, 
and the important investment opportunities Turkey offers.
As we enter the last quarter of the year, we are continuing to work and press forward, with an ever busy schedule 
and programme, to achieve even greater successes for our country.

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

Gaining a Lasting 
Foothold in the World’s 
Largest Defence 
Companies List with 
an Ever Increasing 
Number of Companies

18 - September 2017
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Chaired by Prime Minister Yıldırım, the YAŞ meeting 
was attended by General Hulusi Akar, Commander 
of the Turkish Armed Forces; Deputy Prime Minis-

ters Bekir Bozdağ, Mehmet Şimşek, Fikri Işık, Recep Akdağ 
and Hakan Çavuşoğlu; Abdulhamit Gül, Minister of Justice;  
Mevlüt Çavuşoğlu, Minister of Foreign Affairs; Süleyman 
Soylu, Minister of Interior; Nurettin Canikli, Minister of Na-
tional Defence; General Salih Zeki Çolak, Commander of the 
Land Forces; Admiral, Bülent Bostanoğlu, Commander of 
the Naval Forces; and General Abidin Ünal, Commander of 
the Air Force.
The Ministry of National Defence released the press state-
ment concerning the decisions made at the meeting on August 
4. The statement listed the YAŞ decisions as follows:
n Becoming effective as of August 30, 2017:
	 l Six generals and admirals have been promoted to the
  next rank, while 61 colonels and navy captains have been
  promoted to the ranks of brigadier general and rear
  admiral lower half, respectively.
	 l The term of office of 8 generals and admirals were
  extended one year, while the term of office of 168
  colonels and navy captains were extended two years 
  (9 of these colonels or navy captains were promoted 
  to the next rank).
	 l As of August 30, 2017, 28 generals and admirals, 
  as well as 107 colonels and navy captains, were retired
  due to the lack of new assignments, while 1 admiral
  was retired due to the official age limit, with their
  retirement starting on September 1, 2017.
n Becoming effective as of August 30, 2017:
	 l General Salih Zeki Çolak, Commander of the 
  Land Forces; Admiral Bülent Bostanoğlu, Commander
  of the Naval Forces; and General Abidin Ünal,
  Commander of the Air Force, were retired 
  after completing their two-year term of office.

	 l General Yaşar Güler, General Commander of the
  Gendarmerie, was appointed as the Commander of the
  Land Forces.
	 l Vice Admiral Adnan Özbal, Chief of Staff of the Naval
  Forces, was appointed as the Commander of the 
  Naval Forces.
	 l General Hasan Küçükakyüz, Combatant Air Force
  Commander, was appointed as the Commander 
  of the Air Force.
	 l Lieutenant General Atilla Gülan, Air Training
  Commander, was promoted to the rank of General and
  appointed as the Combatant Air Force Commander.
The annexes of the Ministry of National Defence’s statement also 
listed the generals and admirals who were promoted or had their 
term of office extended. The lists are shown in Table 1 and 2.
Additional promotion and appointment of generals and admi-
rals in the Turkish Armed Forces and the General Command 

Decisions of the 
2017 Supreme 
Military Council
Held annually to determine and appoint 
the new command echelon of the 
Turkish Armed Forces, the Supreme 
Military Council (YAŞ) convened on 
August 2 under the chairmanship of 
Prime Minister Binali Yıldırım. Approved 
on the same day by President Recep 
Tayyip Erdoğan, the Council’s decisions 
were announced by Ambassador İbrahim 
Kalın, the Deputy General Secretary 
and Spokesperson of the Presidency, 
and entered into force following their 
publication in the Official Gazette.
Naile BAYRAKTAR / n.bayraktar@milscint.com

The YAŞ convenes

Members of the YAŞ
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The new command echelon of the Turkish Armed Forces (left to right): Gene-
ral Hasan Küçükakyüz, Commander of the Turkish Air Force; General Yaşar 
Güler, Command of the Turkish Land Forces; General Hulusi Akar, Commander 
of the Turkish Armed Forces; and Vice Admiral Adnan Özbal, Commander of 
the Turkish Naval Forces.

LIST OF OFFICERS PROMOTED TO GENERAL RANKS 
IN THE LAND FORCES COMMAND  
1 BG.  METİN TOKEL
2 STF.COL.  MUAMMER ALPER
3 STF.COL.  ALTAN ER
4 STF.COL.  İSMAİL ŞANLI
5 STF.COL.  ZORLU TOPALOĞLU
6 STF.COL.  RASİM YALDIZ
7 STF.COL.  MEHMET ÖZEREN
8 STF.COL.  ÖZKAN ULUTAŞ
9 STF.COL.  SELÇUK YAVUZ
10 STF.COL.  SAMİ YÜKSEL
11 STF.COL.  MAHMUT ALTUN
12 STF.COL.  TUNCAY ALTUĞ
13 STF.COL.  MUSTAFA ERKAL KUZUOĞLU
14 STF.COL.  ERSİN KAYA
15 STF.COL.  TANER UYSAL
16 STF.COL.  TANER SAĞIROĞLU
17 STF.COL.  ÖZDEMİR ŞAN
18 STF.COL.  ALPER ESER
19 INF.COL.  MEHMET KİP
20 INF.COL.  TAMER ATAY
21 INF.COL.  DAVUT ALA
22 INF.COL.  HAKAN ÖZTEKİN
23 INF.COL.  KEMAL KIRIŞ
24 INF.COL.  AYDOĞAN BUDAKÇI
25 INF.COL.  HAKAN YİĞİTTÜRK
26 INF.COL.  MUSTAFA BARUT
27 INF.COL.  ERSİN ALTAY
28 TANK COL. ENGİN CANDAŞ
29 TANK COL. UĞUR BÜLEND ACARBAY
30 ARTY. COL. SEBAHATTİN TÜRKER
31 ARTY.COL. AHMET İBİŞ
32 ARM.AV.COL. OSMAN DİRMENCİOĞLU
33 ENG.COL. MEHMET RİFAT ALKAN
34 COM.COL. ZAFER YAŞAR CELEP
35 TRANS.COL. NURETTİN KUTLUYUVA
36 MNT.COL. İSMAİL AMANVERMEZ
37 ENG.COL. OSMAN ALP
38 FIN.COL  AHMET YÜZBAŞIOĞULLARI 

LIST OF OFFICERS PROMOTED TO ADMIRAL RANKS 
IN THE NAVAL FORCES COMMAND  
1 RADM.LH. TAYYAR ERTEM
2 RADM.LH. KADİR YILDIZ
3 STF.CAPT. AYHAN TÜRKER KOÇPINAR
4 STF.CAPT. YALÇIN ÖZKÜTÜK
5 STF.CAPT. AYHAN GEDİK
6 STF.CAPT. ŞAFAK DURUER
7 STF.CAPT. YAVUZ KILIÇ
8 STF.CAPT. AYKUT MANİOĞLU
9 STF.CAPT. İLKER ÖZKAN
10 STF.CAPT. MUSTAFA KAYA
11 STF.CAPT. MEHMET CEM OKYAY
12 STF.CAPT. HAKAN ERCAN
13 CAPT.  TANER GÜN
14 NV.SUP.CAPT. FİKRET ESİN
15 NV.ENG.CAPT. RECEP ERDİNÇ YETKİN
16 NV.ENG.CAPT. MEHMET SARI
 
LIST OF OFFICERS PROMOTED TO GENERAL RANKS 
IN THE AIR FORCE COMMAND
1 LTG.  ATİLLA GÜLAN
2 MG.  MEHMET ÖZLÜ
3 BG.  REHA UFUK ER
4 PLT.COL.  OĞUZ OKUYUCU
5 PLT.COL.  YAŞAR KADIOĞLU
6 PLT.COL.  FİDAN YÜKSEL
7 PLT.COL.  ÖZKAN EDİP AKGÜLAY
8 AIR.P.STF.COL. NECATİ GÜNDÜZ
9 AIR.AD.COL. COŞKUN UÇARCILAR
10 AIR.CONT.COL. BEKİR ERDAL ÖZGENÇ
11 AIR.INT.COL. BÜLENT ÇETİN
12 AIR.AM.COL. GÜRHAN ERGÜRHAN
13 AIR.SUP.COL. SADIK UYGUR

LAND FORCES COMMAND    
 GENERALS  
1  GEN.  ÜMİT DÜNDAR
 LIEUTENANT GENERALS   
1 LTG.  MEHMET DAYSAL
2 LTG.  ŞEREF ÖNGAY
 MAJOR GENERALS   
1 MG.  MEHMET ÖZOĞLU
2 MG.  VELİ TARAKCI
3 MG.  SİNAN YAYLA
 BRIGADIER GENERALS   
1 BG.  UFUK DEMİRKILIÇ
2 BG.  CELALETTİN BACANLI
3 BG.  NECDET TUNA
4 BG.  SITKI VARLI
5 BG.  TEVFİK ALGAN
6 BG.  HALİL SOYSAL
7 BG.  MUSTAFA GÖNEL
8 BG.  MUSTAFA OĞUZ
9 BG.  AHMET ERCAN ÇORBACI

NAVAL FORCES COMMAND 
 VICE ADMIRALS    
1 VADM. HASAN ŞÜKRÜ KORLU
 REAR ADMIRALS, UPPER HALF  
1 RADM.UH. AHMET İSKENDER YILDIRIM
2 RADM.UH. AYDIN ŞİRİN
 TREAR ADMIRALS, LOWER HALF  
1 RADM.LH. MİTHAT KEMAL ALGÜL

AIR FORCE COMMAND    
 LIEUTENANT GENERALS   
1 LTG.  NİHAT KÖKMEN
 MAJOR GENERALS   
1 MG.  ALİ ÇETİNKAYA
 BRIGADIER GENERALS   
1 BG.  AHMET BİÇER
2 BG.  İMDAT BAHRİ BİBER

Table 1. List of Officers Promoted to Next Rank  

Table 2. Generals and Admirals Whose Terms
of Office Were Extended One Year  
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of Gendarmerie was published in the Official Gazette numbe-
red 30160, dated August 20, 2017. These included the assign-
ment of Vice Admiral Ercüment Tatlıoğlu as Fleet Commander, 
and the promotion Lieutenant General Arif Çetin to the rank of 
General, followed by his appointment as the General Comman-
der of the Gendarmerie.
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Meteksan Defence 
Becoming a World Brand 
in Platform Simulators

Having moved into the platform simulators market with its fire 
training and damage control simulators, developed in accordance 
with the contract it signed with the Undersecretariat for Defence 
Industries (SSM) in 2009, Meteksan Defence is enjoying a 
gradually increasing recognition and visibility worldwide. Winning 
together with its local partner the tender opened by the Republic 
of Korea for Damage Control Simulator, and later signing a 
contract with the Turkish Naval Forces Command (TNFC) for 
the maintenance and operation of simulators, the company has 
effectively shown its readiness to do even more in this area. 
We had the opportunity to learn more about the latest situation 
with the company’s activities in this area from Özgür Cankara, 
Vice President; Burak Akbaş, International Sales and Corporate 
Reputation Executive; and Göksenin Tümer, Director of Platform 
Simulators at Meteksan Defence.
Ümit BAYRAKTAR / ubayraktar@milscint.com
K. Burak CODUR / b.codur@milscint.com
Alper ÇALIK / a.calik@milscint.com

22 - September 2017

Speaking at the opening 
ceremony of the Fire 
and Damage Control 

Training Simulators, held 
at Yıldızlar Naval Surface 
Training Centre Command 
in Gölcük on June 16, 2016, 
Admiral Bülent Bostanoğlu, 
the then Commander of the 
Turkish Naval Forces, had 
emphasised the importance 
of these simulators for train-
ing, while also highlighting 
two significant notes for the 
future: The fact that the sim-
ulators can provide services 
to other users by operating 
on a 24/7 basis, and their po-
tential for exports. In the time 
since Admiral Bostanoğlu’s 
speech, Meteksan Defence 
won the tender opened by 
the Republic of Korea for 
Damage Control Simula-
tor together with its local  U
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From left to right: Burak Akbaş, International Sales and Corporate Reputation Executive at Meteksan Defence; Ümit Bayraktar, Publisher & Executive 
Editor of MSI TDR; Özgür Cankara, Vice President of Meteksan Defence and Göksenin Tümer, Director of Platform Simulators at Meteksan Defence
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partner, and later signed 
a contract with the Turk-
ish Naval Forces Command 
(TNFC) for the maintenance 
and operation of simula-
tors. Meteksan Defence has 
therefore begun to uncover 
its true potential in the area 
of simulators.

Focused Strategies 
Targeting Specific 
Needs
Meteksan Defence’s activ-
ities in the field of simula-
tors date all the way back to 
the company’s initial years. 
Özgür Cankara, Vice Presi-
dent of Meteksan Defence, 
describes how their work on 
simulators first began: “The 
main purpose behind Me-

teksan Defence’s founding 
was to achieve new things 
that hadn’t been done before 
with indigenous capabilities, 
particularly in areas where 
Turkey hadn’t been previous-
ly active. Simulation systems 
was one such area. One of 
the first projects Meteksan 
Defence undertook following 
its establishment in 2006 was 
the Naval War Game Simula-
tion System (DEHOS) Project, 
the contract for which we 
signed with SSM and TÜBİ-
TAK in 2007. We then signed 
the contract for the Fire and 
Damage Control Training 
Simulators Project with the 
SSM in 2009.”
While the work on the Fire 
and Damage Control Train-

ing Simulators Project, 
which covered the turnkey 
delivery of a training centre, 
was still ongoing, Meteksan 
Defence also submitted a bid 
for the tender opened in 2012 
for the Royal Navy of Oman’s 
damage control simulator 
requirement. Competing in 
this tender with companies 
from eight different coun-
tries, which included the 
United Kingdom, Norway, 
Malaysia and India, the com-
pany succeeded in winning 
the tender, and commenced 
the relevant works on Au-
gust 29, 2012. At the end of a 
20-month period, which was 
shorter than the time envis-
aged in the tender’s agreed 
schedule, the simulator was 
made ready for acceptance 
tests, and its delivery was 
successfully competed soon 
afterwards.
Following the opening in 
2016 of the training centre, 
established in Gölcük as 
part of the Fire and Damage 
Control Training Simulators 
Project, Meteksan Defence 

won a tender opened in 2017 
by the Republic of Korea 
Navy to meet its require-
ment for Damage Control 
Simulator, together with its 
local partner, Inno Simula-
tion. The proposed system 
will be based on Meteksan 
Defence’s simulator solu-
tion and through the coop-
eration with Inno Simulation 
the Korean industry will also 
contribute to the project. The 
simulator will be produced 
in Korea with the support of 
Meteksan Defence.

A Special 
Organisational 
Structure for 
Special Products
Platform Simulators, which 
primarily cover electrome-
chanical systems such as fire 
training and damage control 
systems, is one of Meteksan 
Defence’s four main areas 
of activity that also includes 
Communication Systems, 
Sensor Systems, and Un-
derwater Acoustic Systems. 
Platform simulators also 

The Meteksan Defence-made 
Fire and Damage Control 
Training Simulators are 
currently serving at the 
Yıldızlar Naval Surface 
Training Centre Command, 
located in Gölcük, Turkey.

Tunç Batum, President of Meteksan Defence



MSI SPECIAL COVERAGE

24 - September 2017

possess distinct position 
within the company that set 
them apart from its other ar-
eas of business.
This is mainly due to the 

particular nature of this 
business area. Platform 
simulators are based on 
electromechanical systems 
– in other words, devices in 

which mechanical systems 
are controlled electronical-
ly. For example, the basic 
components and functions of 
a damage control simulator 
include a structure replicat-
ing the ship’s compartments 
that can be moved mechani-
cally, and have water pumped 
inside through certain points. 
Looking at it from a subcom-
ponent basis, a platform 
simulator consists of parts 
for which the technology is 
well known, and that are es-
pecially used in the civilian 
sectors and industrial ap-
plications. Platform simula-
tors systematically combine 
these components in a co-
hesive and efficient way, and 
possess a complex structure 
at system level.
Meteksan Defence’s plat-
form simulators are in fact 
turnkey training systems. 
These simulators are de-
signed as part of a broader 
training concept, and de-
livered together with the 
relevant building and infra-
structure. The general de-
sign of the simulator is first 

performed in line with the 
customer requirements and 
training concept; the sub-
components are then iden-
tified by Meteksan Defence, 
and provided by the relevant 
suppliers and subcontrac-
tors. Meanwhile, the building 
that will host the simulator 
is also designed, together 
with the training-supporting 
infrastructure, after which 
they are delivered altogether 
to the customer as a single 
turnkey solution. Therefore, 
determining the overall ar-
chitecture of the system, as 
well as selecting and inte-
grating of the components, 
require comprehensive sys-
tem engineering work. The 
procurement of the selected 
components similarly high-
lights the importance of sup-
ply chain management.
Meteksan Defence’s other 
areas of activity cover sys-
tems that incorporate ad-
vanced technology at a sub-
component basis, and which 
require extensive R&D. To 
this end, in its other areas of 
activity, Meteksan Defence 

The main purpose behind Meteksan Defence’s 
founding was to achieve new things that hadn’t 
been done before with indigenous capabilities, 
particularly in areas where Turkey hadn’t been 
previously active. Simulation and simulator sys-
tems were one such area.

©
 M

SI T
D

R



 September 2017 - 25

adopts a matrix organisa-
tion that highlights technical 
expertise. Conversely, the 
area of Platform Simulators, 
which does not require R&D 
activities at a subcompo-
nent level, is excluded from 
the matrix organisation. 
Göksenin Tümer, Director 
of Platform Simulators, de-
scribed his team as follows: 
“We have a core team with 
plenty of experience, partic-
ularly in the field of indus-
trial applications. We carry 
out our projects solely with 
this team, which is not part 
of the matrix organisation. 
With a team of 25 members, 
who are all proficient in their 
respective areas, we are 
able to carry out numerous 
projects in various fields, 
including procurement and 
logistic support. Of course, 
we also receive support from 
our Corporate Office but in 
addition to that we also con-
tribute to business develop-
ment and international sales  
activities.
The core competencies of 
the Platform Simulators Di-

rectorate team include con-
ducting business in a foreign 
country. As the projects also 
cover the construction of 
buildings, Meteksan Defence 
can also operate directly in 
foreign countries within the 
context of export projects. 
According to the internation-
al legislation, in the event 
that the duration of these 
activities exceeds six months 
– as was the case in Oman 
– it becomes necessary to 
establish a local operation 
and to carry out activities in 
accordance with the relevant 
country’s legislation. Metek-
san Defence’s team is quite 
experienced in working with 
local stakeholders and sub-
contractors by establishing 
a local operation.” Tümer 
summarised the progress 
they have achieved so far as 
follows: “Our projects’ ad-
ministrative aspects actually 
include difficult and chal-
lenging processes; but our 
team has gained significant 
experience in these areas.”
Cankara shared the follow-
ing information about the 

In the damage control simulator, the section consisting of replicated ship 
compartments can be moved in a way that simulates the ship movements.
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position of Platform Simula-
tors Directorate in Meteksan 
Defence: “Meteksan Defence 
has around 250 employees 
and its annual turnover is 
at the level of ¨150 million. 
Although the Platform Sim-
ulators Directorate team 
makes up only 10 percent of 
the company’s total number 
of employees, its contribu-
tion in terms of turnover per 
person is very significant. The 

team’s turnover per person 
is higher than the average of  
Meteksan Defence, the aver-
age of the Turkish defence and 
aerospace industry, and the 
industry’s goal. The main fac-
tor behind this is that we are a 
system integrator, working as 
part of an ecosystem.”
Meteksan Defence is oper-
ating with a total of about  
1,500 suppliers in all of its 
areas of business. While 

a significant proportion of 
these suppliers are com-
panies that provide off-the-
shelf products, some of them 
offer solutions as subcon-
tractors. Having established 
its own ecosystem, Metek-
san Defence is working with 
about 15 companies as its 
subcontractors, based on a 
long-term solution partner-
ship perspective. If we look 
at the number of suppliers, 

the number of companies 
increases to nearly 100. The 
share of work undertaken by 
Meteksan Defence’s ecosys-
tem is around 70-80 percent.  
Meteksan Defence is also 
striving to benefit from this 
ecosystem in its projects 
abroad, and supports these 
companies in the context of 
its overseas projects as well.
Cankara also stressed the 
following point concerning 
this ecosystem: “If we have 
a company in our ecosystem 
that is already competent 
in a certain field, we don’t 
duplicate this same compe-
tence in Meteksan Defence. 
This would be an unneces-
sary luxury, since we don’t 
have the resources to fund 
such an inefficient model, 
nor do we have any reason 
or objective to do so. We just 
maintain a team that manag-
es these companies.”
As local alternatives appear 
for the subsystems and com-
ponents it normally procures 
from abroad, Meteksan De-
fence plans to incorporate 

As Meteksan Defence, we carry out a detailed 
market analysis for the products we may export, 
and select our target countries accordingly. 
Such activities are important for companies 
of our size and scale, because we can only 
allocate a certain amount of budget and 
human resources to export activities.

The fire training simulator assists the personnel in learning how to deal with different types of fires.
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these into its system designs. 
Hydraulic control systems, 
mobility systems, sensors 
and actuators in particular 
are among the areas into 
which the company’s ecosys-
tem may expand.
The experience the Platform 
Simulators Directorate gains 
in its specific area of activity 
is mirrored in other works of 
Meteksan Defence. For ex-
ample, the company’s recent 
works in the field of border 
security covered activities for 
the Retinar perimeter surveil-
lance radar family, as well as 
work for integration and in-
frastructure preparation pur-
poses. During these works, it 
was the Platform Simulators 
Directorate that Meteksan 
Defence’s other divisions had 
to frequently consult. Can-
kara places a special em-
phasises on the importance 
of integration capabilities: 
“Thanks to our works in the 
field of platform simulators, 
we have gained a substantial 
integration capability. As we 
complete projects in other 

areas of activity, we have also 
started to come up with new 
products, and to take advan-
tage of this integration capa-
bility in the solutions in which 
we use these products. Our 
work on border security is 
an example of this. By creat-
ing a synergy in the company, 
we utilise our experiences in 
other areas that also require 
such experience.”
Meanwhile, Burak Akbaş, 
International Sales and Cor-
porate Reputation Executive, 
pointed out to the transfor-
mation experienced by the 
Corporate Office: “Meteksan 
Defence performed its first 
exports in the field of plat-
form simulators. This project 
has enabled our departments 
such as finance, account-
ing, and human resources 
to apply their processes to 
foreign transactions, there-
by creating an export culture 
within the company. Now, 
our corporate departments 
can adapt more rapidly to 
our work in the international 
arena.”

The solutions developed by 
Meteksan Defence for the TNFC 
are also capable of meeting the 
needs of the civilian sector, in 
particular for helicopter pads 
on high-rise buildings.
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The Best in the 
World, Under the 
TNFC’s Guidance
Meteksan Defence’s journey 
with platform simulators 
started with the Fire and 
Damage Control Training 
Simulators Project. Placing 
this project into a broader 
framework, Cankara shared 
his thoughts: “In such proj-
ects, defining the require-
ments is of great importance. 
During the initial period 
when the Turkish defence 
and aerospace industry first 
started to receive simulation 
projects, the requirements 
included somewhat incom-
plete information, which af-
fected all of the stakehold-
ers. We were asked to make 
these simulators very close 
to reality, and to constantly 
raise their level of fidelity. 
This led to the challenging 
systems, the development, 
acceptance procedures and 
operation of which were 
difficult. Throughout this 
process, there were delays 
in many projects; some of 
the projects were regarded 
as failures, and for a while, 

Turkey experienced a peri-
od of stagnation in simula-
tor projects. These issues 
caused users to lose interest 
in simulator projects, lead-
ing to a period of inactivity 
for the industry in this area. 
Nevertheless, those proj-
ects allowed all of the stake-
holders to take lessons and 
gain valuable experience. As 
simulator systems entered 
into use, everyone saw how 
useful they are. We are now 
at period where there is a 

revival of interest in the local 
market for simulation sys-
tems. We experienced simi-
lar processes and challenges 
during the Fire and Damage 
Control Training Simulators 
Project; but in the end, the 
system concept put forth by 
the TNFC, the SSM’s project 
management and Meteksan 
Defence’s strong engineer-
ing resulted in a highly com-
petent system.”
The Fire and Damage Con-
trol Training Simulator at 
the Yıldızlar Naval Surface 
Training Centre Command 
stands out as the only system 
across the world that has, in 
recent times, been designed 
entirely from scratch, based 
on modern concepts. At this 
point, the concept of use – 
in other words, the domain 
knowledge regarding these 
simulators – is as vitally 
important as their techni-
cal design. Cankara also 
described the advantages 
of working with the TNFC: 
“A simulation system can 
be regarded as a means to 
an end; the end, or ultimate 
purpose being the training 
of personnel taking part in 
operations. Expertise means 
having a good command of 
these operations. With ex-
pertise, you can design and 
make use of the simulation 
system more effectively. We 
obtained this expertise from 

the TNFC, which is one of the 
most importance navies in 
this region. That is why this 
expertise is so valuable. As 
we carry out projects for oth-
er navies, we also learn new 
concepts from them, adding 
to our own expertise with ev-
ery new project.”

Meteksan Defence 
Proves its 
Competence at an 
International Level
Platform simulators also 
allowed Meteksan Defence 
to open up to foreign mar-
kets. Having won the tender 
opened by Oman in 2012 for 
the procurement of Damage 
Control Simulator by outdo-
ing its competitors and sign-
ing the relevant contract, the 
company proved its com-
petence at an international 
level as well. This simulator 
has been successfully carry-
ing out its services for three 
years.
Akbaş explained as follows 
why the Damage Control 
Simulator led to this first 
export achievement that rep-
resents an important mile-
stone for Meteksan Defence: 
“While our other areas of ac-
tivity are mainly about plat-
form subsystems, the area 
of platform systems focus-
es on a final product that is 
delivered as turnkey within 
the context of a project. That 

We have a core team with plenty of experience, 
particularly in the field of industrial applications. 
We can manage a large number of projects with a 
small team.
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Together with the simulator building and infrastructure, 
Meteksan Defence also offers its customers turnkey fire 

training and damage control simulators.
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is the reason why Meteksan 
Defence’s biggest export 
product has been these sim-
ulators. Currently, we have 
three product groups we 
consider as our main export 
items: The Damage Con-
trol Simulator, Fire Training 
Simulator, and Retinar Pe-
rimeter Surveillance Radars. 
In the area of platform simu-
lators, which covers the first 
two product groups, we offer 
highly competitive solutions. 
We’re also about to achieve 
the same success in Retinar 
radars as well.”
In the customer satisfac-
tion surveys it conducted in 
Oman, Meteksan Defence 
received very positive feed-
back both from the Ministry 
of Defence and the Navy. 
Cankara commented on the 
progress they have achieved 
as follows: “When you go to 
Oman to do business, you ini-
tially have purchaser-seller 
relationship where you sit 
on opposite sides of the ta-
ble. But once you get started 
with the project, you become 
a team working together to 
achieve a common goal. We 
have taken advantage of this 
process very well. We gained 
considerable trust by deliv-
ering the project in Oman in 
time. Then they started to 

talk with us about various 
issues as if we are partners 
in a joint project, rather than 
just purchasers and sellers 
dealing with each other.
Currently on the agenda is 
a long-term logistic support 
agreement for the Damage 
Control Simulator in Oman, 
the guarantee period for 
which has expired. In addi-
tion, Meteksan Defence is 
also discussing the integra-
tion of the fire training sim-
ulator, like in Turkey. Akbaş 
summarised their approach 
as follows: “Meteksan De-
fence looks at its overseas 
projects from a long-term 
perspective. Our goal isn’t to 
deliver a single project and 
then leave the country. On 
the contrary, we’re aiming 

to sustain our presence with 
different projects, and to 
continue acting as a solution 
partner for those countries. 
This also forms the basis of 
our approach with our con-
tacts in Oman.”

Achieving Much 
Deserved Success
The Republic of Korea was 
the second country where 
Meteksan Defence achieved 
export success in the field of 
Damage Control Simulator. 
Akbaş described the back-
ground of their operations in 
this country as follows: “At 
Meteksan Defence we carry 
out a detailed market analy-
sis for the products we may 
export, and select our target 
countries accordingly. What 
does this analysis cover? We 
conduct a detailed analysis 
by collecting information of 
various criteria, including the 
countries’ defence budgets, 
their trade of defence in-
dustry products with Turkey, 
political relations, the size of 
the relevant force command, 
whether they have products 
similar to ours in their inven-
tory, and whether or not they 
have recently procured any 
of them. Such activities are 
important for companies of 
our size and scale, because 
we can only allocate a certain 
amount of budget and human 
resources to export activi-
ties. That is why we need to 
coordinate such activities in 
a much organised way, and 

to develop our strategies be-
forehand. International sales 
activities are, by their very 
nature, long-term activities 
requiring financial resources.
Korea was among the coun-
tries we had selected as 
a target market in 2013. 
Before this tender was 
opened in 2016, we had al-
ready worked to increase 
our product’s recognition in 
that country, established a 
business structure with our 
partners there, and devel-
oped a strategy to be fol-
lowed once the tender was 
put out. We had been work-
ing on such issues for two 
or three years. Just before 
the tender was announced, 
they made a change in the 
procurement model, which 
was changed from an inter-
national purchasing model to 
a local procurement model; 
however, Meteksan Defence 
is a very dynamic compa-
ny with a flexible structure 
that enables it to quickly 
adapt to such changes. Oth-
erwise, it would be impossi-
ble for the Turkish defence 
companies to be successful 
abroad. So we established 
an alliance with a Republic of 
Korea-based company that 
has competencies in similar 
areas. That company sub-
mitted the bid, and Meteksan 
Defence participated in the 
tender as a subcontractor, in 
line with the request of the 
procurement authority. We 
designed our proposal so as 
to offer a maximum level of 
local participation.
Our competitors in the ten-
der included Korean compa-
nies that are highly experi-
enced in the field of military 
simulators. There again, 
Meteksan Defence is a well-
known brand in the field of 
damage control simulators 
that has developed and deliv-
ered the world’s most up-to-
date simulator, and one that 
uses the latest technology. 
So being awarded this tender 
was well deserved.”

 
Meteksan Defence has provided a turnkey damage control simulator to Oman.

Meteksan Defence’s Platform Simulators Directorate has a competent 
and experienced team in charge.
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The Korean 
Simulator Offers 
New Features
The system to be established 
within the context of the proj-
ect will be based on Metek-
san Defence’s design. The 
simulator will be produced in 
Korea, while Korean compa-
nies will provide some of the 
systems. Meteksan Defence 
will provide assistance and 
consultancy services for the 
design, procurement and 
production activities. The 
system is to be delivered in 
June next year.
Tümer gave the following 
information about Meteksan 
Defence’s activities as part 
of this project: “The project 
continues successfully. Our 
relations with both our busi-
ness partners and customer 
are progressing very well. 
Our technical team is regu-
larly travelling to Korea but 
according to the regulations 
in Korea, we may have to es-
tablish a local organisation 
there. In line with the choices 
and preferences of our part-
ner and customer, the busi-
ness partners in our com-
pany’s ecosystem in Turkey 
may also sometimes assume 
various roles in these proj-
ects. For example, a Turk-
ish company that we worked 
together with for the Oman 
project will also take part in 
the project in Korea.
The simulator being built in 
Korea is different in several 
respects from those being 
built for Turkey and Oman. 
While this simulator is nearly 
35 percent larger, the num-
ber of decks and compart-
ments is the same. The larg-
er size enables the training 
of multiple repair teams at 
the same time, depending on 
the selected concept of use.
Another difference is that 
the simulator also includes 
the simulations of certain 
electronic systems used 
in modern ships. The Inte-
grated Platform Control and 
Monitoring Systems enable 

the automated processing 
and tracking of damage on 
the ship through an electron-
ic board. This system, which 
is also being used in the ADA 
class corvettes, was lacking 
in the ships simulated by the 
damage control simulators 
of the TNFC and the Royal 
Navy of Oman.
Akbaş also touched on an-
other point: “Improvement is 
not only about technology. As 
our projects advance, we gain 
more experience and start to 
perform certain tasks fast-
er and in a way that is more 
cost-effective. This not only 
enhances the added value 
we create for our customers, 
but also increases our com-
petitive strength, which is al-
ready substantial.”
Meteksan Defence is al-
ready keeping a close watch 
on other ongoing projects in 
Korea. The company’s per-
formance so far has satisfied 
its customer, making it like-
ly that other projects will be 
brought onto the agenda.

SSM, TNFC and 
Meteksan Defence 
Lead the Logistic 
Support
Discussions about the Turk-
ish defence industry po-
tential contributions to the 
logistic support services of 
the systems in the Turkish 
Armed Forces’ invento-
ry have been ongoing for a 
long time. In this regard, the 
TNFC, SSM, and Meteksan 
Defence are undertaking 
one of the pioneering roles 
for the Fire and Damage 
Control Training Simulators. 
In early 2017, as a result 
of the activities conducted 
by the SSM Department of 
Communications, Electron-
ic and Information Systems, 
Meteksan Defence signed 
the Performance-Based Lo-
gistic Support Service Con-
tract for the operation and 
maintenance of the Fire and 
Damage Control Training 
Simulators.

If we have a company in our ecosystem that is 
already competent in a certain field, we don’t 
duplicate this same competence in Meteksan 
Defence. This would be an unnecessary luxury, 
since we don’t have the resources to fund such 
an inefficient model, nor do we have any reason 
or goal to do so. We just maintain a team that 
manages these companies.”
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The damage control simulator can run different scenarios.
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Tümer explained the origins 
of this contract as follows: 
“The TNFC definitely has the 
knowledge, experience and 
infrastructure to maintain 
and operate these simula-
tors in the best way possi-
ble. There is no doubt about 
that. The reason we became 
involved has mainly to do 
with the TFNC’s intention to 
utilise its resources more 
efficiently. A team of experts 
carry out the maintenance 
and operation of the simu-
lators. Because this team 
comprises commissioned 
and non-commissioned of-
ficers, promotions, appoint-
ments or replacements can 
cause changes in the team 
members, requiring certain 
learning processes to be re-
peated all over again. How-
ever, when you outsource 
maintenance and operation 
services, it becomes easier 
to maintain continuity, and 
to create a corporate mem-
ory. I also need to point out 
the following: When I say 
‘outsourcing’, what I am re-
ferring to are different in-

stitutions. We have highly 
experienced retired TNFC 
members in our team whose 
area of expertise is damage 
control, and who have pro-
vided training courses in this 
field for many years. In fact, I 
can even say that when these 
members work for the TNFC 
with us, it’s as if members of 
the same family were return-
ing home to continue their 
former duty.”
Meteksan Defence has a 
team of 25 who are perma-
nently working at the Fire 
and Damage Control Training 
Simulator. Additional teams 
from subcontractors are also 
involved in periodic mainte-
nance. Since Meteksan De-
fence has only recently start-
ed to carry out the operation 
and maintenance works, 
its impact on various per-
formance data will become 
apparent in time. Moreover, 
since this enables Meteksan 
Defence to promptly respond 
to any malfunction on-site, 
any breakdowns in the sys-
tem can be remedied very 
rapidly. To date, there hasn’t 

been a malfunction that last-
ed more than 12 hours. 
Every week, training cours-
es are given at the Fire and 
Damage Control Training 
Simulator, and these are 
evaluated by the TNFC on a 
weekly basis. During these 
evaluations, the TNFC de-
fines the areas that need 
improvement. Training doc-
uments have already been 
updated several times based 
on this feedback.
Throughout this process, 
data such as the record of 
malfunctions, which may 
become necessary in the 
future while using the Fire 
and Damage Control Train-
ing Simulator, are also kept 
by Meteksan Defence and 
shared with the TNFC upon 
request.”
Cankara also emphasised 
another advantage of the 
model they use: “There may 
be certain difficulties when 
the party providing the train-
ing is the same as the one 
performing inspections. In 
such cases, it may not be 
easy to remain objective. And 
this, in turn, may become an 
obstacle to improvement. 
But when another institution 
carries out the operational 
part, which is the case with 
our model, all these difficul-
ties are eliminated. We also 
have a performance-relat-
ed obligation. Our contract 
specifies sanctions that will 

apply if we fail to meet this 
obligation. Thus, the scope 
of our work and how it will be 
inspected are all clear. I be-
lieve this structure will offer 
a lot of benefits.”

A Growing Family
In various countries across 
the world, Meteksan Defence 
carries out promotional and 
marketing activities on its 
fire training and damage 
control simulators. During 
these activities, the company 
has also noticed the diversity 
of requirements. For exam-
ple, not all countries are in 
need of complex and large 
simulators, such as the ones 
used by the TNFC, with some 
countries preferring small-
er-scale solutions with limit-
ed functions.
Meteksan Defence has de-
signed a smaller and por-
table damage control sim-
ulator in order to meet the 
needs of such customers. 
This simulator is modular, 
and its scale can be adjust-
ed in line with the require-
ments. Although the size and 
functions are variable, this 
simulator is also built based 
on the same technology and 
infrastructure used in the 
other simulators of Metek-
san Defence.
The company continues to 
receive feedback from its po-
tential customers regarding 
this new simulator.

Meteksan Defence looks at its projects abroad 
from a long-term perspective. Our goal isn’t to 
deliver a single project and then leave the country. 
On the contrary, we’re aiming to sustain our 
presence with different projects, and to continue 
acting as a solution partner for those countries.

A high-fidelity simulation environment helps prepare the 
personnel for the most difficult conditions.
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A Bright Future
Meteksan Defence considers 
that the coming period will 
hold many new opportunities 
for platform simulators, such 
as new fire training and dam-
age control simulator proj-
ects that may appear both in 
Turkey and overseas, as well 
as platform simulators ad-
dressing different needs and 
civilian applications.
Meteksan Defence keeps im-
proving its fire training and 
damage control simulators, 
and applies these improve-
ments in its new projects. 
For example, the feedback 
concerning the damage con-
trol simulators that have 
been delivered to Oman are 
now applied to the simula-
tors designed for Korea. In 
this overall picture, if the 
TNFC decides to procure new 
simulators, these will either 
be fourth or fifth generation 
systems, but certainly not 
second-generation systems.
Exports are still one of the 
most important topics on 
Meteksan Defence’s agen-
da. Akbaş described Metek-
san Defence’s position in the 
global market as follows: 
“Meteksan Defence has be-
come a world brand in dam-
age control simulators. We 
have become a company that 
is directly invited to tender 

by the relevant procurement 
authority whenever there is 
a need for damage control 
simulators. Sometimes we 
are even asked to share our 
opinions before the tender is 
issued.”
Tümer also shared infor-
mation about the compa-
ny’s export activities: “There 
are certain countries the 
procurement processes of 
which we are following very 
closely. Sometimes, when 
we are very close to wining a 
tender, there can be regional 
or economic developments 
that can lead the project to 
be postponed. But despite 
such circumstances, we nev-
er stop following these proj-
ects. We anticipate that there 
will be new developments in 
the coming period.”
Meteksan Defence aims to 
achieve another export suc-
cess in this field before the 
first half of 2018 ends. Al-
though the company has re-
leased no official statement 
as yet, Pakistan, which has 
recently initiated the damage 
control simulator procure-
ment process, is expected to 
be one of the candidate coun-
tries.
Meteksan Defence is also 
ambitious in the field of plat-
form simulators that address 
various needs other than fire 

training and damage control. 
Tümer explained this issue 
as follows: “In the coming 
period, SSM will bring to the 
table new electromechanical 
simulation system projects 
that match our capabilities. 
These projects will cover the 
requirements of different 
service commands for differ-
ent platforms. We have been 
getting prepared for these 
projects for a long while and 
expect them to be on the 
agenda in five to ten years’ 
time.”
These projects will also help 
Meteksan Defence’s ecosys-
tem expand. Concerning this 
subject, Cankara said: “Once 
these simulator projects get 
underway, we’ll continue to 
expand our ecosystem to 
acquire the capabilities that 
are not covered by our cur-
rent subcontractors. The fact 
that we’ve recently become a 
member of SAHA Istanbul is 
an indication of our resolve to 
work with more subcontrac-
tors.”
Simulation systems for civil-
ian use are also on Metek-

san Defence’s agenda. The 
situation for damage control 
training is rather different 
in maritime transport; there 
is no particular demand for 
damage control in this in-
dustry unless specifically re-
quired by regulations, since 
the ships and their cargo 
are normally insured. On the 
other hand, damage con-
trol is an important topic for 
passenger ships, and it is in 
this area that Meteksan De-
fence’s solution is attracting 
considerable attention. How-
ever, turning this interest 
into concrete projects will 
depend on a number of reg-
ulatory changes for the civil-
ian passenger ship industry, 
since this type of training is 
not as high on the priority list 
of this industry as it is for the 
military. Fire control train-
ing is particularly relevant 
for the petrochemical and 
similar industries, and for 
the safety of helicopter pads 
on top of high-rise build-
ings. In recent times, Metek-
san Defence has submitted 
two bids for civilian training  

For potential customers with differing needs, Meteksan Defence has also 
designed a smaller and portable version of its damage control simulator. 

This modular simulator can be scaled according to requirements. Regardless 
of the changes in its size and functions, it is built on the same technology 

and infrastructure as Meteksan Defence’s other simulators.
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requirements in Turkey. Ak-
baş commented as follows 
on civilian applications: “We 
saw in the past period that 
transitioning to civilian areas 
isn’t easy or straightforward 

for defence companies. But 
this is something we must 
absolutely succeed in doing. 
The civilian area requires 
a different culture and or-
ganisation, and especially a 

different sales and market-
ing knowledge and network. 
Doing business in the civilian 
area is one of our goals.”
Another topic on the agen-
da is allowing friendly and 
allied countries and civil-
ian users the use of the fire 
training and damage control 
simulator, in times when it is 
not being used by the TNFC. 
Similarly to the arrangement 
of having Meteksan Defence 
take care of the simulator’s 
maintenance and operation; 
having the simulator meet 
the training requirements 
of users both in Turkey and 
abroad at times when it is 
idle, will represent a first and 
novel approach for Turkey, 
and there is work currently 
underway to outline the reg-
ulations that would permit 
such a practice.
Pressing ahead in all its ar-
eas of activity, Meteksan 
Defence sees great promise 
in the field of platform simu-
lators. Cankara emphasises 
that their activities ultimately 
stem from the need to meet 
certain requirements: “A 
very experienced member of 
our board of directors once 
said that countries that expe-

rience war and conflict know 
full well the value of simula-
tor systems. Countries that 
sustain heavy casualties at 
times of conflict also know 
that using simulators before 
going to war significantly re-
duces losses. For example, 
the United States attaches as 
much important to the pro-
curement of a simulator as 
it does to the procurement 
of a weapon system. Simula-
tors also enhance the effec-
tiveness of soldiers. The two 
opposing sides in a conflict 
might happen to use similar 
combatsystems; but in this 
case, it is the question of how 
they use the simulators, and 
who in particular uses them, 
that makes the difference. 
Asymmetric warfare is also 
increasing the importance 
of simulators. The present 
conjuncture will gradual-
ly increase the use of these 
systems. We predict that the 
domestic market will grow 
even further in the coming 
period; however, the domes-
tic market won’t be sufficient 
by itself. This is why we’ll 
continue to increase and 
expand our presence over-
seas.”

The TNFC definitely has the knowledge, 
experience and infrastructure to maintain and 
operate these simulators in the best way possible.  
There is no doubt about that. The reason we 
became involved in maintenance and operation 
activities has mainly to do with the TFNC’s  
intention to utilise its resources more efficiently.

Behind the control room 
of Meteksan Defence’s 
fire training and damage 
control simulators are 
mature concepts, formed 
through an in-depth 
knowledge of the field.
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MSI TDR: Mr. Altunbaş, Turaç is 
the first private company to have 
successfully taken the 9x19 mm 
small arms ammunition to civilian 
users, and your work to manufacture 
5.56 mm and 7.62 mm assault rifle 
ammunition for domestic 
users are also continuing apace. 
We’ll be discussing these points 
along with other subjects; 

Fatih ALTUNBAŞ, General Manager of Turaç: 

“We want to rank among the 
top five in the super league 
of the world ammunition business.”

Following the receipt of 
permits from the Turkish 
Ministry of National 
Defence, Turaç, the first 
private sector small arms 
ammunition manufacturer 
in Turkey, commenced 
sales of its Sterling brand 
products in the domestic 
civilian market on May 24. 
Having operated in the 
ammunition market for 
many years, the company 
has to date exported its 
products to 48 countries. 
We discussed with Fatih 
Altunbaş, General Manager 
of Turaç, the challenging 
journey that the company 
has had to undertake in 
order to ultimately 
develop and produce its 
hunting cartridges and 
military ammunition.
Ümit BAYRAKTAR 
ubayraktar@milscint.com

Alper ÇALIK
a.calik@milscint.com

Fatih Altunbaş, General Manager of Turaç, and M. Saim Altunbaş, Chairman of the Board of Turaç.
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however, could you, first of all, 
briefly describe where Turaç stands 
today, and how it got here?
Fatih ALTUNBAŞ: Sure. Turaç owes 
its current position to its 30 years of 
deeply rooted history. My father, Meh-
met Saim Altunbaş, who by the way 
is still working with us, established 
the company in 1987. The company 
became what it is today in a gradual, 
step-by-step fashion. Nothing hap-
pened instantly from one day to the 
next. We initially set out with what I 
could describe as a small shopkeeper 
mentality; however, soon afterwards, 
in parallel with Turkey’s opening up 
to foreign markets in the 1980s, we 
became one of the first Turkish com-
panies to go overseas. During that pe-
riod, Turaç was one of the companies 
to bring the first hunting rifles and im-
port the first handguns to Turkey. We 
have groundbreaking achievements in 
many areas. Following these moves, 
our company opened stores across 
Turkey selling various products, and 
began acting as the representative of 
many brands. Afterwards, in the late 
1990s and early 2000s, we began to 
carry out contract manufacturing for 
ammunition in other countries. These 
products were manufactured in fac-

tories located in the United Kingdom, 
Spain, Germany and Bosnia Herze-
govina.
Afterwards, the next generation – in 
other words our generation – in the 
family started to become involved in 
the company business, with the first 
generation handing over their tasks 
to the second generation. We entered 
into the business as soon as we grad-
uated from our schools. On the one 
hand, we continued the corporate vi-
sion that was first laid out by my father 
during the founding of the company, 
while on the other hand, we began 
thinking about producing ourselves, in 
Turkey, the products we imported – in 
other words, the products we had oth-

er parties produce overseas. In 2007, 
we resolved to engage in production 
at a domestic level, and came up with 
the first product of our manufacturing 
efforts, which was a hunting cartridge, 
in 2009. Since then, we have been pur-
suing our manufacturing relentlessly.
Of course, when we first began pro-
duction, we were not at the level at 
which we are today. Turaç’s produc-
tion operations grew incrementally, 
one step at a time. In 2010, we started 
the production of the 9 mm blank car-
tridges, commonly known as blanks. 
Afterwards, once we completed our 
preparations in 2011, we started de-
veloping a 9x19 mm handgun car-
tridge, and received our facility se-
curity clearance certificate in 2012.  
In 2013, we won part of an ammunition 
tender issued by the Turkish Nation-
al Police (TNP), and with this gained  
the opportunity to provide Turaç-
made cartridges to an end user in  
Turkey. The latest turning point  
for us was on May 24 with the launch 
of domestic sales for our 9x19 mm 
Parabellum type handgun cartridg-
es, manufactured under our Sterling 
brand name. As required by cur-
rent legal regulations, dealers of the  
Mechanical and Chemical Industry 
Company (MKEK) sell these cartridg-
es. The 9x19 mm Luger type car-
tridges we produce under the same 
brand will hit the dealers’ shelves in  
early 2018.

Production of the 
First Handgun Cartridge
MSI TDR: It could be said that Turaç 
has paved the way for the production of 
small arms ammunition by the private 
sector in Turkey. Could you explain 
in greater detail your efforts to get 
a production permit, from the very 
beginning?

M. Saim Altunbaş, Chairman of the Board of Turaç, in 1987, the year of the company’s founding.

Domestic sales for Turaç’s 
9x19 mm Parabellum type 
handgun cartridges, 
produced under the 
company’s Sterling brand, 
were launched on May 24, 
through dealers affiliated 
with the MKEK.
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Fatih ALTUNBAŞ: It all began in 2011 
when the TNP experienced a number 
of problems in the procurement pro-
cedures for meeting its ammunition 
needs. Until then, the import of the 
9x19 mm Parabellum handgun car-
tridge had, under normal circumstanc-
es, been performed by the MKEK; but 
given the problems they ran into, the 
TNP decided to import the ammunition 
unassisted, by itself, in accordance 
with the permits it received.
Encouraged by these developments, 
we decided to produce the 9x19 mm 
Parabellum cartridges domestically, 
in order to develop our production ca-
pabilities. We were already producing 
hunting cartridges. We wanted to cre-
ate an awareness that the private sec-
tor should also be involved in the pro-
duction of small arms ammunition; so 
we went knocking at the doors of all 
parties concerned, and even appeared 
in newspapers and on television to 
advocate this. So we used every pos-
sible argument to advance this case, 
and eventually Turaç received its pro-
duction permit. Making the necessary 
investments in 2012, we started the 
process for obtaining our facility se-
curity clearance and production per-
mit documents. Since what we were 
doing represented a first for Turkey, 
we had countless delegations visit and 
inspect our facility. It was a good thing 
that they did, since, thanks to their in-
put, the facility we managed to estab-
lish was safe and sound.
Soon after we completed the neces-
sary processes for these licenses, the 
TNP opened an international tender in 
2013 for 40 million units of 9x19 mm 
Parabellum cartridges. We won the 
part of this tender that covered 10 mil-
lion units of cartridges. We produced 
and delivered these cartridges, which 
have been used without any problems.

Permit from the MND, 
and Initial Launch 
of Products in the 
Civilian Market
In December 2016, we shared with 
Fikri Işık, the then Minister of Nation-
al Defence, our view that it should be 
also possible and permitted to sell 
our products to civilian users. In a 
speech he gave at Kocaeli in January 
this year, he confirmed in front of the 
press that they would take necessary 

steps to clear the way for domestic 
producers, and that he supported the 
private sector’s efforts in this regard. 
Then, by the end of May, we received 
all the necessary permits to com-
mence the sales of our 9x19 mm Par-
abellum Full Metal Jacket (FMJ) and 
9x19 mm Luger FMJ type cartridges, 
which belong to the 9 mm series of 
our Sterling brand.

MSI TDR: This sequence of events 
you described; how do you expect 
them to reflect on future 
developments?

Fatih ALTUNBAŞ: During this process, 
it became clear to everyone that a sin-
gle company wouldn’t be enough to ad-
dress the production of ammunition in 
Turkey; and the MKEK and Turaç duo 
aren’t enough either. To say that we 
genuinely have ammunition production 
taking place in Turkey, there has to be 
at least five producers. This applies for 
any product, whether it be handguns, 
rifles or armoured vehicles. Is Turkey 
nowadays a major producer and sell-
er of armoured vehicles at a global 
level? It certainly is. But is there just 
one Turkish company operating in this 
area? No, there are many. And they are 
all in competition with each other, both 
in Turkey and abroad. That’s why the 
number of producers is very important. 
In fact, strategically speaking, produc-
ers should be located in separate prov-
inces of Turkey, if possible.
That’s why I don’t want people to think 
or sense that this whole process I de-
scribed earlier was all about clearing 
the way for Turaç. We may have been 
the first to open this door, but others 
will cross it as well. Maybe tomorrow, 
there will five more ammunition man-
ufacturers; but fortunately for them, 
they will not face the challenges we 
had to deal with. We’ll certainly be 
glad and proud to see them sell the 
cartridges they produce.

Cross-section of the Sterling brand 9x19 mm 
Parabellum Full Metal Jacket (FMJ) type 
ammunition. The bullet consists of a soft lead 
core on the inside, and a harder metal jacket on 
the outside. Other components of the cartridge 
include the case, propellant charge and primer.
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MSI TDR: At what stage are 
your activities concerning rifle 
ammunition?
Fatih ALTUNBAŞ: We’re still working 
on the production of various calibres 
of ammunition used in rifles. Howev-
er, the main goal of our ammunition 
development efforts is to enter the 
assault rifle cartridge market. Our 
plan is to meet the requirements of 
security forces both in Turkey and 
abroad. There are many similarities 
between hunting rifle cartridges  and 
assault rifle cartridges; however, both 
in terms of variety and the numbers 
used, assault rifle cartridges have a 
much larger market worldwide com-
pared with handgun cartridges and 
hunting rifle cartridges. That’s why 
we decided to step into this area, and 
started efforts for producing cartridg-
es for the G3, AK-47 and M16 assault 
rifles. We’ve already completed the 
test production of the standard am-
munition used by these rifles, name-
ly the 7.62x51 mm, 7.62x39 mm and 
5.56x45 mm cartridges. We’re now 
waiting for the visit by the Ministry 
of National Defence (MND) delega-
tion to inspect us. If we pass these 
inspections, we’ll receive a produc-
tion permit in this area as well, and 
commence the serial production of 
assault rifle cartridge by the end of 
this year.

MSI TDR: What kind of feedback 
have you been receiving from users 
about the cartridges you currently 
produce?
Fatih ALTUNBAŞ: We’re receiving 
positive feedback on two fronts: both 
from the users and dealers. Users are 
very pleased with the quality, muzzle 
velocity and fixed pressure of our car-
tridges, as well as the minimal level of 
fouling it causes on the weapon. Some 
even say that they no longer feel the 
need to purchase any other products 
and that they’ll continue to use ours. 
Dealers are also very pleased. In the 
past, they’ve run into great difficul-

ties in terms of obtaining cartridge 
supplies; there were instances where 
they had to wait quite some time. For 
example, there were dealers who 
travelled all the way from Trabzon to 
Ankara to replenish stock, only to re-
ceive 2,000 cartridges despite having 
the right to obtain a supply of 20,000. 
Some were even told “No supplies 
today; come back next week”. These 
people wrote petitions summarising 
these difficulties they experienced. 
This was in fact one of the reasons 
why we, as a private sector company, 
were allowed to engage in ammuni-
tion production. Dealers often thank 
us, saying that we provide an alterna-
tive. They note that they sometimes 
purchase our cartridges, and MKEK’s 
cartridges at other times. As far as I 
can see, cartridges produced by both 
companies have their own buyers.  
So it’s not like one of the companies is 

taking away the other’s customers.

MSI TDR: What is the number of 
cartridge produced annually 
by Turaç?
Fatih ALTUNBAŞ: Last year, we 
produced a total of 130 million 

hunting shells, blank cartridges and 
handgun cartridges. But we need to 
outperform ourselves every year; to-
day shouldn’t be a repeat of yesterday. 
Our target for this year is obviously to 
go beyond this number. Compared 
with last year, I believe there will be a 
30 percent increase. We’ll be heading 
towards an even better direction in the 
subsequent years. Today, everyone 
asks my father this question about 
Turaç: “When you first started, did you 
ever think business would become so 
large?” My father looks at this ques-
tion from a different perspective and 
says: “In Germany, there is a company 
named Frankonia that has shops all 
over Europe. And in the United States, 
there are companies producing bil-
lions of cartridges every year. If we 
didn’t face obstacles, we would have 
already become as large as them, or 
perhaps have been in an even better 
position.”

MSI TDR: So, what is the size of the 
civilian handgun cartridge market in 
Turkey?
Fatih ALTUNBAŞ: We don’t know 
the exact numbers, but we assume 

Turaç’s facility in Çankırı was opened on 
July 2013 with a ceremony attended by 
Dr. İsmet Yılmaz, the then Minister of 
National Defence.
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that the level of consumption in the 
domestic civilian market and the 
number of cartridge and cases pro-
duced overseas under contract by the  
MKEK every year are relatively close. 
The number of cases the MKEK im-
ports every year consistently hovers 
around the 20 million mark. There is 
also the import of ready-to-fire car-
tridges, ranging between an average 
of 10 to 20 million every year. Based on 
these rough figures, we estimate that 
the annual requirement of the domes-
tic civilian market is in the region of 30 
to 40 million. We started production in 
the last third of this year. That’s why at 

Turaç, our own sales expectation for 
this year is about 10 million in total.

MSI TDR: Have the IDEF exhibitions 
contributed to your promotional 
activities?
Fatih ALTUNBAŞ: We participat-
ed in IDEF for the first time in 2011.  
In addition to showcasing the vari-
ous scopes, binoculars and tear gas  
shell products, for which we were 
the representative, we spent the  
IDEF 2011 exhibition explaining 
to officials our vision and ideal of  
fully manufacturing 9x19 mm hand-
gun cartridges. We shared this dream 

with all those who visited our stand, 
with all the agencies we visited, and 
with officials we met with during the 
receptions we attended. The contacts 
we had then have, in a sense, formed 
the basis of our current activities.  
By the time we took part in IDEF 2013, 
we had already obtained our produc-
tion permits. We also participated in 
IDEF 2015, but in a larger and better 
way. At IDEF 2017, we showcased 
our assault rifle cartridges for the G3 
(7.62x51 mm), AK-47 (7.62x39 mm) 
and M16 (5.56x45 mm), for which we 
have already completed the test pro-
duction and started the qualification 
stage, as well as the Parabellum, 
Luger Jacketed Hollow Point (JHP) 
and subsonic type cartridges from  
our 9x19 mm series, and our rubber 
bullets.

Turaç’s Brand 
Awareness and Vision 
MSI TDR: Turaç is the owner of brands 
such as the Sterling, Kaiser, Rottweil 
and V. Sport. Could you tell us more 
about these brands?
Fatih ALTUNBAŞ: There’s one thing I 
would like to point out first: we did not 
buy or acquire any of these brands. 
Because these brands have for-
eign-sounding names, we’re some-
times asked whether we’re actually 
paying any license fees for them. So 
every time, we have to explain that 
these brands all belong to us. When 
it comes to choosing brands names, 
we tend to think rather different-
ly from most people. For example, 
when founding a company, many are 
inclined to name it after their own 
surname; and the brands produced 
by this company end up by bearing the 
same surname. But this is not the ap-
proach we have chosen. From the be-
ginning, we selected our brand names 
by considering the advantages they 
might offer in international market-
ing. We’re the ones who created and 
registered these brands, and not only 
in Turkey. For example, from the Mid-
dle East to Russia, from the Balkans 
to Europe, and even from the United 
States to many other countries, the 
Sterling brand belongs to Turaç. It’s 
only in the United Kingdom that we 
couldn’t use this brand name and 
that’s because of the brand name’s 
similarity to the name of this country’s 
currency.

©
 M

SI T
D

R



42 - September 2017

For the Coming Period, 
We Plan to Build Production 
Facilities Overseas
MSI TDR: What can you say about 
your branding strategy? How will the 
expansion of your market affect your 
branding strategy?
Fatih ALTUNBAŞ: One of the most im-
portant topics for us is the international 
recognition of our brand. We’re making 
significant investments to ensure this. 
With our advertising in many indus-
try-related publications, both in Turkey 
and overseas, we particularly highlight 
our Sterling brand. Turaç’s produc-
tion facilities in Turkey have already 
reached a certain level of maturity. But 
once this facility reaches a particular 
size, we want to establish new facilities 
overseas. Turkey will always remain 
our centre of operations. We want to 
become a global player by retaining our 
current brands. That is our goal for the 
longest term. We want to rank among 
the top five in the super league of the 
world ammunition business. To achieve 
this, brands are more important than 
the company itself. When you look at 
the world’s largest cartridge produc-
ers, you’ll see that most of them have 
facilities in several countries. But all 
of them produce under a single brand, 
while holding 20 to 30 percent of the 
world market. In my opinion, what’s 
important is being able to provide a 
brand and product worldwide at a spe-
cific quality standard. Once Turkey is 
capable of offering and selling its own 
brand to the entire world, our country 
will be in stronger position.

To enhance our brand recognition and 
strength, last year we began organis-
ing the Sterling Cup, an event to which 
only registered contestants are invit-
ed. We had 135 contestants partici-
pate this year. The participants taking 
part in the Sterling Cup, which also 
involves Trap and Skeet* contests, 
are given Sterling brand cartridges  
to use. This event attracted consid-
erable attention both in Turkey and 
overseas.

MSI TDR: Concerning the Sterling Cup, 
what are your plans for the coming 
years?
Fatih ALTUNBAŞ: Our plan for next 
year is to also have foreign entrants 
participate in the event. They’ll com-
pete together with our shooters in 
Turkey. Our goal here is to organise an 
event that will allow Turkish shooters 
who haven’t qualified for the olympics 
and world events – and who therefore 
haven’t been able to travel abroad – to 
compete with foreign contestants. I 
believe that foreign competitors visit-
ing Turkey can contribute significantly 
to promoting our country.
We’re planning to organise the  

Sterling Cup as an event that tours 
all of Turkey. There are many shoot-
ing ranges in Turkey. Every year, we’ll 
try to organise the event in a different 
province. Last year we were in Bursa, 
and the year before we were in Es-
kişehir. Maybe next year, we’ll be in 
Istanbul or Izmir.
We want to invite five shooters to Ana-
tolia who have won in contests around 
the world, and have them compete 
with proficient youngsters in Turkey. 
We have already made preparations 
for this. It’ll be great fun and an en-
joyable event.

MSI TDR: How did you come up 
with the idea of organising such an 
event?
Fatih ALTUNBAŞ: The idea first arose 
during a Trap and Skeet contest we 
were invited to, which was organised 
by the then Sheikh of Kuwait. This 
event, for which there was an entrance 
fee, had many competitors participat-
ing from around the world. The first-
place winners were given prizes, of 
course. We saw that this kind of event 
has enormous publicity potential.
By the way, in Kuwait, there isn’t a sin-
gle cartridge producer. Turkey, on the 
other hand, has two cartridge man-
ufacturers, as well as seven hunting 
shell producers, but lacks any events 
organised at an international level. 
That’s the issue we wanted to address.
If we can receive the necessary per-
mits, we will also add handgun con-
tests to the 2018 Sterling Cup. The 
International Practical Shooting Con-

MSI INTERVIEW

Turaç rapidly carries out deliveries using its fleet of vehicles, 
and air transport whenever necessary.
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federation (IPSC) has a very popular 
contest with handguns. We want to 
bring this event to Turkey, introduce 
it to people here, and raise shooters 
who will compete overseas.

We Are Exporting to 
48 Countries; Our Target Is 
$40 Million
MSI TDR: Can you give us an overview 
of your export activities?
Fatih ALTUNBAŞ: When we first start-
ed production, we were thinking about 
how we should set our export targets; 
so we primarily thought about looking 
at older companies in industries closer 
to our own, such as rifle and handgun 

manufacturers. Looking at their per-
formance, we saw that the company 
that made sales to the most countries 
had 80 countries in its export portfolio. 
Eighty is a number that’s quite achiev-
able in the weapons industry; but in 
our industry, obtaining both import 
and export licenses is much more dif-
ficult, because the products we’re sell-
ing are essentially a type of explosive. 
And since they contain explosive ma-
terials, we can only supply our prod-
ucts to nearby countries and regions. 
In fact, we run into serious problems 
when trying to find shippers who will 
transport our products to distant coun-
tries. Given this situation, we instead 

decided to have a look at ammunition 
manufacturing companies in Europe. 
We saw that these ammunition manu-
facturers generally export to between 
10 to 25 countries. We then looked at 
the world’s leading ammunition manu-
facturers, and learned that the record 
among them in terms of exports is be-
tween 35 to 40 countries. So we told 
ourselves that this is indeed an achiev-
able number for the export of cartridg-
es and explosives, and set a target of 
40 countries for our company.
We worked day and night to achieve 
this target. We participated in exhibi-
tions around the world. We attended 
many exhibitions in USA, in Europe, in 
Asia, in the Middle East and in Africa. 
With the exception of the Far East, we 
went to exhibitions in every region, 
seeking potential opportunities. We 
have today exceeded our initial target 
of 40; we’re now exporting to a total 
of 48 countries. The market where we 
are the strongest is in Africa, followed 
by the Middle East, former Eastern 
Block countries, the Balkans, and fi-
nally Europe.
We recently won a tender overseas 
for two different types of 5.56x45 mm 
M16 assault rifle cartridge. Moreover, 

M. Saim Altunbaş, Chairman of the Board of Turaç, briefing Dr. İsmet Yılmaz, the then Minister
of National Defence, during the opening ceremony of Turaç’s factory.
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our 9x19 mm ammunition products 
are used by security forces – in other 
words by the police and military – in 
many countries of Europe, the Bal-
kans and Africa, as well as in Azerbai-
jan and Georgia. How did we achieve 
this? We were always asked whether 
our own security agencies use these 
products. After giving “yes” as an 
answer, we showed them our certif-
icates of completion, our references, 
and our results. Such references al-
lowed us to win the tenders.

MSI TDR: What are your next export 
targets?
Fatih ALTUNBAŞ: On a country basis, 
I believe we have already reached the 
maximum. In other words, we have 
already completed the first stage of 
our efforts. We are now at the sec-
ond stage. Our export revenues are at  
$11 million. With this figure, we rank 
19th or 20th on the defence exporters 
list. I would like to point out that, ex-
cluding the companies affiliated with 
the Turkish Armed Forces Founda-
tion, we practically rank in the top 10.

Fatih Altunbaş, General Manager of Turaç, briefing General Salih Zeki Çolak, the then Commander 
of The Turkish Land Forces, during IDEF 2017 exhibition.
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In the second stage, our target will be 
to reach $40 million in terms of ex-
ports. This is not an easy target; we’re 
speaking of quite a substantial figure 
here. We’ve often heard companies 
in our industry and major compa-
nies around the world say: “How will 
you manage to reach 40 countries?  
And let’s say that you manage to ex-
port to 40 countries; you’ll have to 
bear in mind that growth initially 
starts out very fast, but eventually it’ll 
slow down.” We’ve also heard how 
they considered an export target of 
$40 million to be unrealistic. Bu we 
know very well what we’re doing. I be-
lieve that we will attain the $40 mil-
lion export target within the next 5 to  
10 years. Our initial objective was to 
sell 40 percent of our products over-
seas, and 60 percent domestically, 
and we have already accomplished 
this target.

MSI TDR: What is Turaç’s position in 
the US market?
Fatih ALTUNBAŞ: Looking at the US 
market, you’ll notice that our posi-
tion there is quite interesting, and the 
opposite of what we see in other in-
dustries. It’s well known that the US 
is the largest ammunition market in 
the world; however, we are almost ab-
sent from this market. We have sold 
our products everywhere, entering 
the super league of ammunition man-

ufacturers, so to speak, in Europe. 
But we haven’t made inroads into 
the US. Actually, we did have several 
small-volume sales in the US with our 
Sterling brand; but these were really 
limited quantities. To be able to speak 
about sales, there should at least be 
about 10 million units sold per year. 
This number is the minimum required 
to claim you have a presence in a mar-
ket. However, we have confidence in 
our quality; I believe that we will one 
day become an indispensable player 
in that market as well. If we sustain 
our current growth pattern, I can say 
that the days when we’ll have a foot-
hold in the US market with our own 
brands aren’t that far away.

MSI TDR: Where did Turaç perform its 
first handgun cartridge export?
Fatih ALTUNBAŞ: Even before we 
delivered products to the TNP, we 
performed our first export in 2013 to 
the African nation of Burkina Faso. It 
was towards the end of the year when 
we received our first permit. The ex-
port was a relatively small quantity 
of 350,000 units; but it was a devel-
opment we were all glad to see. We 
were a bit anxious at first, because 
the acceptance inspections were to 
be performed onsite in that country, 
without anyone from our side present 
during the examination process. So 
when we received news of the positive 

outcome, we were really thrilled. We 
had to deal with our first comprehen-
sive acceptance inspections during 
our exports to Ukraine and Kosovo. 
These were our first experiences with 
foreign delegations. They came here 
to perform some very thorough tests. 
We learned a lot from these tests. But 
later on when we were visited by dele-
gations from the TNP and the General 
Command of Gendarmerie, we saw 
that it’s our own institutions, in Tur-
key, that have the most rigorous tests.

The Market Is Far 
and Wide; There Is Room 
for Everyone
MSI TDR: What are your thoughts 
about Turaç domestic position?
Fatih ALTUNBAŞ: Besides us, there 
was only a single private sector com-
pany that had received a production 
license. Later on, I learned from the 
news in the daily press that this com-
pany was sold to Sarsılmaz. I called 
Mr. Latif Aral Aliş to personally con-
gratulate him. I hope that this acqui-
sition will benefit our country. I was 
happy to hear that Mr. Aliş acquired 
this company, because he is some-
one from our industry; he knows us, 
and we know him. He is aware of how 
challenging this business is. Both 
he and his father have assumed pio-
neering roles in this industry. Also, 
just like us, they have a history of 
groundbreaking accomplishments, 
such as the receipt of the first hand-
gun production permit, and the first 
production of hunting rifles in Turkey 
by a private sector organisation. Once 
the company completes undergoing 
structural reorganisation, Turaç and 
Sarsılmaz will be the leaders of the 
Turkish ammunition industry.
There will of course be other com-
panies after us. For them, I have the 
following message: “The industry is 
open to everyone. It’s impossible for 
only us, Sarsılmaz, or a third compa-
ny, to do everything there is to be done 
in this industry. This industry is far and 
wide, with plenty of empty areas and, 
as a country, we realised a bit late that 
we lack a strong foothold in it.”

MSI TDR: What is the current situation 
with the domestic small arms 
ammunition market?
Fatih ALTUNBAŞ: Here is how I can try 
to describe the market’s size: Turkey 
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exports ammunition; but if you com-
pare the level of exports with imports, 
you’ll see that the latter dwarfs the 
former. The ratio of exports-to-im-
ports isn’t even at 1 to 30. That’s why 
I keep saying that there is still a lot 
more that needs to be done. There is 
enough room and business for every-
one. In other words, the market pie is 
very large. That’s why we haven’t, until 
now, seen anyone as our rival. But in 
the past, the public ammunition sec-
tor used to see us as a rival. There are 
still plenty of things we can’t do, be-
cause we lack the necessary strength 
and means. The public sector should 
do what we cannot; however, they 
should also clear the way in areas 
where we capable. Today, we are al-
ready manufacturing small arms 
ammunition. But, for example, we 
have no ambition about the manufac-
turing of tank ammunition. Besides, 
there aren’t many private companies 
around the world that can produce 
tank ammunition, because that’s a 
very significant investment, as well 
as a strategic matter. The state has to 

retain the ability to manufacture tank 
ammunition, regardless of whether 
this incurs any financial losses. The 
private sector, on the other hand, 
can’t go on making something that’s 
unprofitable; yet it can make certain 
things more efficiently than the public 
sector. That’s how it is all around the 
world. Public institutions need to ur-
gently move out of the small arms and 
small arms ammunition market. They 
should do so by guiding and sharing 
know-how. They should instead spend 
their energy spearheading efforts to 
achieve things that cannot be done at 
the present.

MSI TDR: Is there anything you would 
like to add?

Fatih ALTUNBAŞ: There is one  
final point I would like to make:  
From the very beginning, we set  
out to produce the world’s best prod-
ucts at reasonable prices. This is  
our motivating principle. We don’t 
claim to be the least expensive,  
but even so we provide the best qual-
ity at a decent price. We make all our 
planning based on this claim. And 
that’s how we position our cartridges 
in the world market. As well as this, 
we also have great faith in our per-
sonnel, the youth of our team, our 
dynamism, and our enthusiasm for 
innovation.

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

*Trap and Skeet: A sport that involves 
shooting disk-shaped targets made of clay 
with shotguns.
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SPECIAL COVERAGE

During the ceremony 
held at TAI’s prem-
ises, the goodwill 

declaration was signed 
by Temel Kotil, President 
and CEO of TAI, and Nazmi 
Karyağdı, Head of Ankara 
Board of Management at 
KalDer. The signed dec-
laration envisages KalDer 
to carry out an indepen-
dent audit at TAI within the 
framework of the European 
Foundation for Quality Man-
agement (EFQM) Model for 
Excellence. The results of 
this audit will be submitted 
to TAI as a report, allow-
ing the company to see its 
strengths as well as its ar-
eas open to improvement. 
Such information will be 
crucial in shaping the com-
pany’s road map for future 
strategies.

Turnover  Target of 
$10 Billion  
for Next Decade
Delivering a speech at the 
ceremony, Kotil described 
the various projects the 
company is working on, 
adding that these projects 
involve over 2,000 engi-
neers, many of them with 
over 10 years of experi-

ence. Kotil then addressed 
KalDer with the following 
words: “Having previously 
conducted similar projects 
with KalDer during my ten-
ure at another company,  
I am well aware of the ben-
efits it can offer. You will 
visit us and talk with our 
colleagues to identify our 
weaknesses and strengths. 
You will then tell us what 
these are, and prescribe a 
solution, which we will car-
ry out to the letter.”
Concluding his speech, Ko-
til stated that TAI’s turn-
over will reach $10 billion 
in the next decade, and that 
this journey for quality they 
have initiated with KalDer 
will also contribute to this 
goal.

Importance 
of Leadership
in the Journey
of Quality
Describing various aspects 
of the declaration they 
signed, Karyağdı highlight-
ed the following points: 
“For us, leading any kind 
of change and transforma-
tion is very important. In 
this respect, looking at this 
period of change and trans-

formation at TAI, we can 
say that the leadership of 
its President and CEO, and 
of the executives present 
here today, is crucial. Like-

wise, the leadership role 
that companies assume is 
also very important. In fact, 
in today’s aerospace indus-
try, I see TAI as Turkey’s 

TAI and KalDer 
Join Forces for
National Quality; 
Surprise HÜRJET 
Announcement 
at the Ceremony
TAI and Turkish Society for Quality 
(KalDer) signed the National Quality 
Movement Declaration of Goodwill at 
a ceremony held in Ankara on August 
10. The ceremony was also scene 
to a surprise announcement, with 
Temel Kotil, President and CEO of TAI, 
declaring the launch of a new aircraft 
project named HÜRJET.
Alper ÇALIK / a.calik@milscint.com
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Nazmi Karyağdı, Head of Ankara 
Board of Management at KalDer 

and Temel Kotil, 
President and CEO of TAI



Eylül 2017 - 49

NASA... We have very high 
hopes and expectations in 
this regard, which is why 
we, as KalDer, attach great 
importance and value to 
this project we are conduct-
ing with TAI. The purpose 
of this document, or cam-
paign, is to set the com-
pany on a journey towards 
quality; to ensure that its is 
built on solid ground; and 
to increase its competitive 
strength. We believe not 
only in the importance of 
product quality, but also in 
the importance of manage-
ment quality. Management 
quality requires good lead-
ership, good strategy, good 
resource management, 
good processes, innovation, 
and measuring results with 
numerical data. Once we 
finish our audit work, we 
will present our findings to 
the company as an assess-
ment report.”

HÜRJET Surprise 
by TAI
During his conversation 
with members of media at 
the end of the ceremony, 
Kotil also announced the 
launch of the HÜRJET proj-
ect. Sharing some details 
on the project, he said that 
the project was initiated by 
TAI without any prior re-
quest from either the Un-
dersecretariat for Defence 
Industries or the Turkish Air 
Force Command, and that 
the company is conduct-
ing the project with its own 
resources. The HÜRJET 
project, which is currently 
at its inception phase, will 
rely on the avionics devel-
oped for the HÜRKUŞ. The 
TAI team which previous-
ly worked in the HÜRKUŞ 
project will also take part in 
the HÜRJET project, which 
TAI considers a separate 
project from the Turkish 

Fighter Development (TF-X) 
Programme it is currently 
conducting. Kotil also gave 
hints that the new aircraft 
will be a next generation 
supersonic trainer aircraft.
HÜRJET is the second de-
velopment in recent months 
in regard to TAI’s works for 
a jet trainer aircraft. The 
article titled “Big-League 
Bid”, published in the De-
cember 26, 2016 - January 
8, 2017 issue of Aviation 
Week magazine, covered 

the companies that have 
submitted bids for the Unit-
ed States’ T-X jet trainer 
aircraft project. The article 
also described that the SNC 
and TAI have been joint-
ly working on the design 
of a new aircraft named 
the Freedom Trainer, and 
featured a drawing of this 
aircraft. Meanwhile, no of-
ficial statements have been 
released so far by SNC and 
TAI regarding the Freedom 
Trainer.

At the end of the 
signing ceremony, 
Temel Kotil 
announced
the launch of a 
new aircraft project 
named HÜRJET.
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MSI TDR: Can you summarize your 
presence in the field of naval guns 
in Turkey? Which systems are being 
used, how many?
Gianpiero LORANDI: Leonardo’s 
presence in the field of naval guns 
in Turkey is significant thanks to the 
long-lasting relationship established 
by former OTO Melara –now part of 
Leonardo Defence Systems Division- 
with the Turkish Navy and the Turk-
ish Coast Guard. The Turkish Navy 
has been operating our medium and 
small calibre gun systems for over 
30 years. As of today a number of up 
to 30 76/62 Compact naval guns, and 
up to 35 40/70 naval guns are in ser-
vice with the Turkish Navy and Turk-
ish Coast Guard and six 30 mm MFCS 
naval guns are equipping the Turkish 
Navy minehunters.

MSI TDR: What are your current 
offers to Turkish Navy? Which 
projects are you following currently in 
Turkey?
Gianpiero LORANDI: Today, MILGEM 
is our main project with the Turkish 
Navy. Following SSM announcement 
of the tender for additional 4 ships, 
we have presented our proposal for 
the 76/62 Super Rapid MF gun to the 
bidding shipyards. We strongly believe 

that 76/62 Super Rapid MF, which is 
today the state of the art of naval guns 
both in terms of performance and re-
liability, will provide extremely valu-
able advantages to the Turkish Navy.
We are as well interested in the  
Fast Patrol Boat Project, a class of 
ship that we believe would benefit 
a lot by being equipped with 76/62  

Gianpiero LORANDI, Defence Systems 
Division Director at Leonardo:

“We offer Turkish Navy 
a full capability, 
not simply a product.”

Turkey is planning 
to procure new frigates 
and fast patrol boats 
in the next few years. 
Leonardo, a long time 
naval gun supplier 
of the Turkish Navy, 
offers its naval gun 
and guided ammunition 
solutions as an 
integrated package, 
so that maximum 
performance and 
lowest life-cycle costs 
can be achieved. 
We spoke with 
Gianpiero Lorandi, 
Defence Systems Division 
Director at Leonardo, 
about Leonardo’s 
offer to Turkish Navy’s 
needs.
Şebnem ASİL
s.asil@milscint.com

Birol TEKİNCE
btekince@milscint.com
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The TCG KILIÇ (P-330) firing its 76/62 Compact gun during an exercise.
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Super Rapid MF, possibly STRALES 
variant, able to operate DART guided 
ammunition, which is an unrivalled 
defence against manoeuvring targets, 
such as missiles and asymmetric 
threats.
Another program we are very carefully 
pursuing is the Anti-air Warfare Ship 
(TF 2000) Project. For these ships, we 
are proposing the new 127/64 LW as 
main gun system, capable to operate 
the Vulcano guided ammunition, ca-
pable to reach much extended ranges 
and achieve pin-point accuracies.

MSI TDR: What are the advantages 
of using Leonardo naval guns for 
Turkish Navy?
Gianpiero LORANDI: Today, the level 
of technology available in our guns 
is very high and is aimed to increase 
both the performance and the main-
tainability of the systems. In the  
last 15 years, we have developed ad-
vanced solutions for our guns and 
munitions. Our intention is to provide 
our customers with a full capability, 
not simply a product. The capability 

includes, of course, the gun but as 
well the possibility for it to fire ad-
vanced munition, allowing for the 
achievement of the operation scope 

in the most effective and reliable way.
For the 76/62 Super Rapid MF, for 
example, we have developed the 
STRALES variant allowing to fire the 
DART guided munition. DART is today 
the only naval ammunition available 
on the market capable of effectively 
engaging and killing a high manoeu-
vrable threat with a single burst of 
three rounds at distances beyond 5 
km. This ammunition allows the same 
performances of surface-to-air mis-
siles at very cheap investment and 
engagement costs.
The 127/64 LW Vulcano, on the other 
hand, offers the highest performanc-
es and level of reliability among any 
large calibre gun today available on 

52 - September 2017

Rate of fire:   32 rds/min, ±10 percent elevation depending
Dry weight (without ammunition):  33,000 kg, ±5 percent configuration depending
Training arc (with slip ring):  ±155°
Elevation arc:  -12° / +70°
Training speed/acceleration max:  40°/sec (60°/sec2)
Elevation speed/acceleration:   30°/sec (40°/sec2)
Ready-to-fire-rounds:  56
Range (max):  > 100 km (Vulcano ammo)
Cooling system:  Sea water - fresh water for flushing

Electrical power supply: 
 440 V, 3 -phase, 60 Hz, < 135 kW main circuit,   

 115 V, 1-phase, 60 Hz, 4 kW

Technical Characteristics of 127/64 LW

STRALES variant of the 76/62 Super Rapid.

127/64 LW



 September 2017 - 53



MSI INTERVIEW

54 - September 2017

the market, derived from the adop-
tion of the most advanced technolog-
ical solutions combined with our long 
time experience. Talking about per-
formances, the 127/64 LW Vulcano is 
the only gun capable of firing 127 mm 
guided rounds at a rate of fire of 30 
rds/min, allowing for metric precision 
at distances never reached before by 
any naval artillery.

From a logistical point of view, the 
Turkish Navy has developed an im-
pressive knowledge of our gun sys-
tems. The guns that we propose for 
the upcoming naval programs share 
a high level of communality with 
those already in service, allowing for 
the maintenance activity by the naval 
shipyards to continue without requir-
ing major efforts.

MSI TDR: Are you currently 
cooperating on naval gun systems 
with Turkish defence industry?
Gianpiero LORANDI: Over the years, 
we have established a very good co-
operation with the Turkish Navy. They 
have the capability to maintain, as-
sembly and disassembly any part of 
the currently in-service guns. We be-
lieve that an even closer cooperation 
can be established for activities to be 
carried out on the guns to be delivered 
for the new programs.
We have established very good coop-
eration with various partners in the 
country such as MKEK, ADİK Ship-
yard, DEARSAN Shipyard, ONUK BG, 
and many others. Many subsystems of 
our guns are manufactured in Turkey 

Rate of fire:  120 rds/min
Dry weight (without ammunition):  7,900 kg
Training arc (with slip ring):   Unlimited
Elevation arc:  -15° / +85°
Training speed/acceleration max:   60°/sec (72°/sec2)
Elevation speed/acceleration:  35°/sec (72°/sec2)
Ready-to-fire-rounds:  80 (on gun mount)
 16,000 m standard ammo, 20,000 m with

Range (max):   extended range OTO SAPOMER ammo,
 40,000 m with guided long range (GLR) 
 OTO Vulcano 76 ammo (in development)
Cooling system:   Sea water - fresh water for flushing

Electrical power supply: 
 440 V, 3 -phase, 60 Hz main circuit, 115 V, 1-phase,

 400 Hz, servo and synchro network

Technical Characteristics of 76/62 Super Rapid

76/62 Super Rapid (top, left) and 
VULCANO 155 BER (top)
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by our Turkish partners. As an exam-
ple, the shields of our 40/70 Fast Forty 
naval gun equipping the new LST are 
manufactured by ONUK BG in Turkey, 
and raw materials for the 76/62 Super 
Rapid barrels have been recently pro-
duced from MKEK.

MSI TDR: Are there additional 
cooperation opportunities?

Gianpiero LORANDI: We seek coop-
eration opportunities with the Turk-
ish industry. Our aim is to increase  
the production of our gun subsys-
tems by qualified Turkish partners in  
particular for the export market.  
We have as well established very 
promising relationships with some 
companies in order to evaluate  
cooperation opportunities in the de-

velopment and production of muni-
tions and underwater systems.

On behalf of our readers, 
we would like to thank Gianpiero 
Lorandi, Defence Systems Division 
Director at Leonardo, for taking the 
time to answer our questions and 
for providing us with such valuable 
information.
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76/62 Compact gun of the 
TCG ZIPKIN (P-336) opening fire.
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MSI TDR: Mr. Özgür, first of all, we 
would like to ask you about İŞBİR’s 
40-year history. From a corporate 
development standpoint; could you tell 
us about the company’s achievements 
and the ground it has covered over 
these 40 years?
Burhan ÖZGÜR: I first would like start 
by expressing my hope and wish that  
İŞBİR will continue its success and rise 
in the next 40 years as well.
Soon after its establishment, İŞBİR 
signed a cooperation agreement with 
Hitzinger between 1981 and 1984 re-
garding the production of alternators. 
But after this period, it continued its path 
by always working on indigenous prod-
ucts. Every passing year has helped the 
company improve itself in the production 
of alternators and boards. Today, we are 
Turkey’s first and only company capable 
of producing alternators generating up 
to 2,000 kVA of power. We are able to 
produce any kind of boards, including 
synchronized, dual set, 8-synchronised 
and 10-synchronised versions.
In the area of technology, we made even 
greater progress by developing a silent 
generator product. The alternator used 
in this generator is quite special: It is 
water-cooled and asynchronous. We 
are the only producer of this alternator 
in Turkey, and one among three or four 
such companies across the world.
İŞBİR is quite ambitious in the field of 
marine generators. It is also the only 
manufacturer of this kind of generators. 
We were the provider of four 750 kVA  
generators used in each of the four 
ships of the MİLGEM project. The alter-
nators, boards, machine panels and fire 
systems used in these generators are 
all İŞBİR-made indigenous subsystems 
and components. The local participation 
rate for these generators is 57 percent.
Looking at all these products and skills, 
we can say that İŞBİR has exhibited 
continuous development over these  
40 years.
On the other hand, there are also certain 
areas in which we haven’t been able to 
get to the point we wanted to over these 
four decades. Allow me to explain: A 
generator is composed of three main 
components, which are the alternator, 
board, and engine. With regards to en-
gine components, we haven’t made as 
much progress as we would have like 
to, because we’re still externally depen-
dent in this area. Of course, İŞBİR is not 
an engine manufacturer, and the pro-

Burhan ÖZGÜR, General Manager 
of İŞBİR

“We are ready to power 
Turkey’s future!”

İŞBİR Elektrik Sanayi A.Ş. (İŞBİR), Turkey’s leading 
provider of alternators and generators for the 
defence and aerospace industry, celebrated in 
August the 40th anniversary of its establishment. 
Founded on August 15, 1977, and operating as a 
subsidiary of the Turkish Armed Forces Foundation 
(TAFF) since 1988, İŞBİR has taken part in Turkey’s 
major defence projects over the past 40 years. 
We talked with Burhan Özgür, General Manager 
of İŞBİR, about the company’s development and 
future plans. 
Şebnem ASİL / s.asil@milscint.com
Ümit BAYRAKTAR / ubayraktar@milscint.com
Vehbi TUNCA / v.tunca@milscint.comU
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duction of engines is a totally different 
area of expertise. What I am trying to say 
is that, as a country, Turkey has not yet 
reached the level where it can produce 
the engines used in generators. At this 
point, İŞBİR’s role is to raise awareness 
on this issue, and support whoever is 
trying to manufacture engines. There 
are companies in Turkey that manufac-
ture engines that may be used in gen-
erators; but these engines can only be 
used in 100-150 KVA generators. Aside 
from these, we are totally dependent on 
other countries.
Other than the three main components 
of generators I just mentioned, there are 
other components such as the chassis, 
cabin, silencer, and exhaust. Consider-
ing all these, we can say that İŞBİR is 
the manufacturer of generators with the 
highest local participation rate in our 
country.

MSI TDR: You have touched upon the 
subject of engines, and we would like 
to continue from this subject. Turkey 
has recently intensified its efforts in 
the field of engine manufacturing. How 
does your company take part in these 
works?
Burhan ÖZGÜR: We are in talks with a 
number of companies. For example, we 
received sample products from Yavuz 
Motor, which is an Ankara-based com-
pany. We are continuing to perform tri-
als. We have integrated it to our 100 kVA 
system and achieved good results. We 
will also conduct detailed tests on our 
30, 40 and 60 kVA products using sep-
arate engines. In only a few months, we 
will develop indigenous generators with 
80 to 85 percent local participation rate. 
At first, these products will generate 
power of up to 100 kVA; soon afterwards, 

our next goal will be to reach 150 kVA.  
There is also something I would like to 
emphasise here: Once we complete the 
development of new generators with 
high local participation rate and launch 
them into the market, we are confident 
that everyone using this class of genera-
tors – public agencies in particular – will 
be quite interested in them. We believe 
that our government will continue to 
support indigenous production, and en-
courage the public bodies to procure in-
digenous products.

MSI TDR: You mentioned a rate of 
around 85 percent. What about the 
remaining 15 percent?
Burhan ÖZGÜR: Some of the materials 
used in the boards, as well as the wires 
used in the alternator and other simi-
lar materials and components, have to 
be purchased from abroad. However, 
none of these components are as criti-
cal as the engine. They’re not produced 
in Turkey for economic reasons rather 
than technological ones, and can easily 
be purchased commercially from world 
markets.

We Have Quadrupled 
Our Turnover
MSI TDR: To give our readers a clear 
picture about the company, could you 
share some figures about İŞBİR, such 
as its turnover, number of employees, 
number of projects, share of funds 
allocated to R&D, and exports?
Burhan ÖZGÜR: I will soon be com-
pleting my seventh year as the General 
Manager of İŞBİR. The number of İŞBİR 
employees was 75 when I first took of-
fice; this number is now 120. Consid-
ering that some of these 75 employees 
have retired or left their jobs due to 
health issues, we can say that we have 
nearly doubled our personnel number. 
Meanwhile, our turnover, which was ̈ 10 
million in 2010, has almost reached ¨40 
million in 2016. Our target for 2017 is to 
reach ¨55-60 million.
During this period, the only aspect that 
was negative was exports. There has 
been a certain decrease in our export 
figures over the last one or two years. 
Our foreign markets are typically the 
Turkic Republics and the countries of 
the Middle East. The economic situation 
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2x13 kVA dual set generators ready to be delivered for the MİLKED project
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in these regions, as well as the changes 
in these countries’ spending priorities, 
has adversely affected our export fig-
ures. There is one point I need to high-
light here. Although our generators are 
being used in the platforms and systems 
exported by Turkish prime contractors, 
especially the ones operating in the de-
fence industry, we consider these sales 
as deliveries performed to a local com-
pany – in other words, the local manu-
facturer of the platform or system. So 
we don’t include these deliveries into 
our export figures.
One achievement that has given me great 
pleasure during my tenure is the fact 
that İŞBİR-made generators are being 
used in the ground stations of the three 
unmanned aerial vehicle (UAV) sys-
tems developed for the Turkish Armed 
Forces – namely the TAI-made ANKA, 

Baykar Makina-made BAYRAKTAR,  
and the Vestel Defence-made KARAYEL.
We are also in a very good position when 
it comes to military naval platforms. 
There are two of our generators in each 
of the 16 New Type Patrol Boats (NTPB), 
delivered to the Turkish Naval Forc-
es Command. Our generators are also 
being used in the two ships built under 
the Landing Ship Tank (LST) project. We 
have delivered a total of 62 generators 
for the 25 ships that were built based 
on the NTPB and exported to Turkmen-
istan. Our generators are also found in 
the four ships built within the context of 
the MİLGEM project. Finally, we signed a 
contract with STM during IDEF 2017 for 
the supply of generators to the Test and 
Training Ship. We will complete the rel-
evant deliveries by the end of this year.
However, there is also one issue which 

we regret: While Turkey has a signif-
icant commercial naval fleet and a 
considerable commercial shipbuilding 
industry, we still haven’t had the oppor-
tunity to deliver generators for commer-
cial ships. We’re continuing our efforts 
to make progress in this area: We’re 
holding meetings with professional as-
sociations. We didn’t get any results so 
far, but our efforts will continue.
We have taken part in many military 
projects in the field of land systems, and 
will continue to do so. For the TASMUS 
project, we are manufacturing 50 units 
of 2x15 kVA mobile dual set generators 
with trailers; the deliveries of these 
generators are still ongoing. Within the 
context of the same project, there is 
also an ongoing delivery of 72 units of  
5 kW silent generators. Furthermore, 
we have signed the contract regarding 
the new phase of the AFSAS (ADOP) 
project, for which we are manufacturing 
48 units of mobile, dual set generators 
with trailers. Our other ongoing projects 
include the HERİKSS and JEMUS. Be-
sides, we are also involved in MİLKAR 
and MİLKED projects. Basically, I can 
say that we’re taking part in all projects 
of the Turkish Land Forces and the Gen-
eral Command of Gendarmerie that re-
quire generators.

MSI TDR: What do you think are the 
factors behind the changes in these 
figures?
Burhan ÖZGÜR: What distinguishes 
İŞBİR from the other actors in the in-
dustry is that it creates added value.  

İŞBİR’s silent generator product family: (left to right) 5 kW, 10 kW and 30 kW
©
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This is how we look at things: We are 
a manufacturing company. And being 
a manufacturer in Turkey is not easy. 
Moreover, with the exception of İŞBİR, 
the generator industry in Turkey has 
almost transformed into a sector that 

just assembles parts. We, on the other 
hand, are a manufacturing company, 
and are continuously working to im-
prove ourselves.
Our main operation concept includes 
the design, production, qualification, 

certification, post-sales support, and 
logistic support. Our goal is to manu-
facture good products and to stand be-
hind them, not only until their warranty 
period expires, but all the way from the 
beginning to the end.

The generators used in 
ASELSAN’s GURU 
Hybrid Energy System 
are provided by İŞBİR.
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MSI TDR: Looking at the increase in 
turnover and number of employees, we 
see that there has been a significant 
increase in productivity as well.
Burhan ÖZGÜR: Yes, we can indeed link 
the increase in our performance to an 
increase in productivity. Our exports 
may have decreased in recent times; 
but our projects in the domestic market 
have increased. We are delivering more 
generators now, we have also started to 
receive new projects. The trust in İŞBİR 
has increased. We have improved our 
quality. Our customers are very satisfied 
with our work. For example, in special 
projects, we don’t just take the gener-
ators from our factory and deliver them 
directly to recipient. Instead, we take 
part in all of the processes, including 
shipment, the debarking, assembly and 
activation of the generator, and periodic 
maintenance.

MSI TDR: İŞBİR is operating in both 
civilian and military areas. What is 
the share of defence industry-related 
activities in your overall operations?
Burhan ÖZGÜR: Military projects consti-
tute 75 percent of our operations, while 
civilian projects constitute 25 percent. 
The share of our civilian works is low-
er, because user expectations are as 
not high in this area, with price being 
the primary concern and priority. On the 
other hand, we are at the forefront in all 
projects that have strict technical spec-
ifications and require certain standards.

MSI TDR: There are a number of Small 
and Medium-Sized Enterprises (SMEs) 
in the industry, operating in the same 
field of as you. As a TAFF-affiliated 
company with a 40-year history, could 
you share with us your thoughts about 
cooperating with them?
Burhan ÖZGÜR: Regionally, our busi-
ness partners are currently limited 
to Balıkesir and its surroundings. Of 
course, we are aiming to increase our 
business partnerships. We don’t want 
to be making and providing every sin-
gle component. For example, the outer 
shell of the silent generator is provided 
by a casting company in Izmir. Radiator 
and chassis cabins are manufactured by 
Manisa-based companies.
We are also in talks with local genera-
tor manufacturers in Turkey. We would 
like to provide alternators to them. We 

see this as an indigenisation effort, 
rather than a commercial activity. If 
we can make some slight concessions 
about our prices, and if they can afford 
to buy slightly more expensive alterna-
tors, then we might manage to meet in 
the middle, and increase the local par-
ticipation rate in the industry. This is as 
important for us as it is for Turkey. Be-
cause if you want to sell something on 
the civilian side, it’s imperative that you 
reduce costs; however, to reduce costs, 
you also need to increase the amount of 
production.

Our Strongest Move: 
the Silent Generator
MSI TDR: Recently, the product on 
which you have placed the most 
emphasis is silent generators. What can 
you tell us about this solution of yours?

The 2x13 kVA automatic dual generator sets being produced under the Gendarmerie Integrated 
Communications and Information System Project
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Burhan ÖZGÜR: In my opinion, Silent 
Generator has been the strongest move 
and biggest success of İŞBİR in recent 
times. It is a totally indigenous product 
designed by İŞBİR engineers and pro-
duced by its own technicians and work-
ers. As of today, it enjoys a unique posi-
tion in Turkey.
The most important feature of these 
generators is that they are silent. To en-
sure silent operation, a special cabin is 
designed to provide isolation. The radia-
tor and fan are also designed according-
ly. Currently, our product’s level of noise 
is 56 dB from a distance of 7 m. This lev-
el is 2 dB lower than its counterparts.
Our product can also be used on a ve-
hicle. And with its modular structure, 
it can be detached from the vehicle 
whenever needed. It is also mainte-
nance-friendly. It doesn’t cause harm to 
the other systems around, and its loca-
tion can’t be detected.
The most distinctive feature of the silent 
generator is that its alternator is wa-
ter-cooled. I always say that we are a com-
petent alternator manufacturer, and this 
alternator is only manufactured by İŞBİR. 
Our products range from 5 kW to 30 kW,  
and our goal is to increase this range.
We are also aiming to further reduce 
the level of sound, and to decrease the 
volume as well as weight. Maybe such 
products will also be used in subma-
rines in the future.
Currently, silent generators are used 
only in the military area. However, con-
sidering its possible areas of use, it 
can also be used in yachts or in mobile 
service vehicles, such as Kızılay’s (The 
Turkish Red Crescent’s) vehicles or in 
mobile TV vehicles.
We have also obtained a patent for the 
silent generator in April. An interna-
tional patent company compared our 

product to its counterparts across the 
world based on six different technical 
features, and determined our product to 
be superior.

MSI TDR: Recently, you have also been 
focusing on R&D works. Would you like 
to tell us about these works?
Burhan ÖZGÜR: For the future of İŞBİR, 
we attach great importance to R&D. 
Our R&D Centre was registered by the 
Ministry of Science, Industry and Tech-
nology on May 9 as Turkey’s 462nd R&D 
Centre. We are the second R&D centre 
within the borders of Balıkesir’s provin-
cial centre, and the third within its pro-
vincial borders.
At our R&D Centre, we have a young 
team consisting of people holding mas-
ter’s and doctorate degrees, as well as 
students pursuing their postgraduate 
studies.
Energy will perhaps be one of the most 
important topics of the next two decades, 
both for Turkey and the rest of the world. 
Our works to further improve the alter-
nators we manufacture, and to ensure 
their use especially in the field of renew-
able energy, are going on at full speed. 

In this context, our projects for the de-
velopment of 20 kW water-cooled asyn-
chronous alternator, and the transfor-
mation of silent generators into dual 
configuration, will soon be made avail-
able for the defence industry. 
We’re also continuing to work on other 
R&D projects supported by TÜBİTAK 
TEYDEB.  We’re aiming to complete 
some of our projects by the end of 2018. 
Meanwhile, we will also be developing 
new projects in line with the develop-
ments and Turkey’s emerging require-
ments.
Some of these projects are also related 
to the defence industry. It is expected 
that military units will, in the coming 
period, use hybrid energy systems in ru-
ral areas and in the field of operations. 
Such systems generate electricity with 
wind and solar power. If both sources 
of energy fail to supply sufficient pow-
er, the generator steps in. ASELSAN 
exhibited its solution namely the GURU 
Hybrid Energy System at IDEF 2017. We 
are contributing to this solution with our 
own generator.

Wind Power Will Take Us 
to the Future
MSI TDR: We would like to talk a 
little bit about the future as well. 
İŞBİR’s corporate vision reads as 
follows: “To increase our market 
share above six percent in our 
country, and rank among the top four 
companies in the industry until 2020. 
To increase the share of exports in 
our total revenues to least 15 percent 
during the same period.” 
First of all, we would like to ask 
you about your 2020 target for the 
domestic market. How will achieving 
this target affect the turnover and 
size of İŞBİR in the future?

İŞBİR’s 40-year experience is being transferred by experienced specialists to younger employees. 

The 2x40 kVA container-based generator system being 
produced for the ground control station of the TAI ANKA
unmanned aerial vehicles©
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Burhan ÖZGÜR: We would like to under-
sign important projects related to wind 
power, and expect these projects to con-
tribute significantly to our growth rate. 
There is, of course, the consortium that 
has recently won the Renewable Ener-
gy Resource Areas (YEKA) tender, and 
what this consortium will do is of great 
importance at this point. We’re confi-
dent that İŞBİR will create added value 
thanks to its capabilities, knowledge 
and experience. If we can utilise these 
capabilities in the field of wind power, 
we may even manage to go beyond our 
2020 targets.
We have been increasing our turnover 
every year, and our turnover target for 
the year 2020 is ¨150 million.

MSI TDR: You made an emphasis on 
renewable energy. What is İŞBİR 
currently doing in this field?
Burhan ÖZGÜR: Right now, the most 
popular renewable energy sources are 
wind and solar power, but we are more 
interested in wind power rather than 
solar power. Wind turbines have three 
critical components: The tower, blades 
and alternator. We particularly want to 
work on the alternator component. With 
our knowledge and capacity, we see 
ourselves as the first address in Turkey 
for wind power alternators.
Our goal is to reach the level of 3 to  
3.5 MW required by the wind power in-

dustry, which is set to gain dynamism as 
a result of the YEKA tender. In addition 
to the YEKA project, we are also keeping 
track of the National Wind Energy Proj-
ect (MİLRES) and working to become a 
part of it.
In the field of renewable energy, we also 
have some projects for hydroelectric 
power plants.

MSI TDR: You’re aiming is to increase 
the share of exports in your turnover 
to 15 percent by 2020. In this effort, 
what will be the role of your solutions 
addressing the defence industry? Will 
you make exports for the defence 
industry only through Turkish platform 
and system manufacturers; or do you 
also plan to offer solutions directly to 
foreign prime contractors?
Burhan ÖZGÜR: The products we sell 
abroad are mainly for the civilian in-
dustry. On the military side, we perform 
sales through prime contractors; and 
since our purchaser is a local company, 
this is not considered as exports, techni-
cally-speaking. On the other hand, we’re 
also holding meetings directly with for-
eign companies about military-related 
sales. For example, we had a meeting 
with a Pakistan-based company during 
IDEF 2017.

MSI TDR: There are challenging 
prestigious projects, such as the TF-X 

and TF-4500 air defence frigate, ahead 
of Turkey. What roles would İŞBİR like 
to assume in these projects?
Burhan ÖZGÜR: We are involved in every 
project in Turkey where there is a need 
for our products. For example, we are in 
talks with TAI regarding the production 
of alternators for the Helicopter Devel-
opment Programme. We will continue 
to take part in future projects, as long 
as there are tasks in which we can con-
tribute. In brief, we are ready to power 
Turkey’s future!

MSI TDR: Finally, we would like to 
ask you about your investment for a 
new facility.
Burhan ÖZGÜR: The area in which our 
existing facility is located has been in-
cluded into a new zoning plan. Plus, 
our old factory has become worn down 
over these 40 years, and is no longer 
sufficient to meet our capacity. And we 
also need to make a new investment 
that will renovate our technological in-
frastructure. Together, these factors 
have prompted us to search for a new 
location, and to purchase a 36.5-decare 
land in the Balıkesir Organised Industri-
al Zone. We will establish a new facility 
there, and build a modern and automat-
ed alternator production line in it. We’re 
aiming to increase our production by 
working two shifts. We will utilise this 
capacity both for our own products and 
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to meet the needs of other manufactur-
ers that require alternators. Automation 
and the increase in production will help 
us lower our prices, allowing us to gain 
a better foothold in the civilian market.
We will also have separate production 
lines for the silent generator and for 
renewable energy-related components.
We have already launched the project 
works for our new facility, and aim to 
kickoff production in this facility within 
two or two and a half years. We will move 
to the new location gradually, step-by-
step. Initially, we will work in both facil-
ities, new and old, and eventually trans-
fer everything to the new facility.
In the long term, we may also consider 
opening an office in Ankara for military 
projects, and another one in Istanbul for 
civilian projects.

MSI TDR: Is there anything you would 
like to add?
Burhan ÖZGÜR: Everything we do, we do 
it for Turkey, our nation, and the Turkish 
Armed Forces. As İŞBİR, we are ready 
to shoulder any kind of responsibility in 
the best way we can. I also would like 
to sincerely thank you for visiting us  
and informing the industry about our ac-
tivities.

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

İŞBİR continues to manufacture the 2x26 kW mobile dual set generators for the ground control station of the BAYRAKTAR TB2 tactical unmanned aerial vehicle. 

İŞBİR is unrivalled 
in Turkey in terms of 
alternator production 
capabilities. 

A young team consisting of people holding master’s and doctorate degrees, as well as students pursuing 
their postgraduate studies, are working at İŞBİR’s R&D Centre.
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SPECIAL COVERAGE

The celebration events began with a series of activities 
conducted at Anıtkabir. During the first activity, Ergün 
İşgör, General Manager of TTAF Defence, signed the 

Official Anıtkabir Memorial Book. İşgör wrote the following 
message in the Official Anıtkabir Memorial Book at the Mi-
sak-ı Milli (National Pact) Tower:
“Great Atatürk,
We stand here today in your presence, to pay our respects 
on the fourth anniversary of our foundation, after 
completing four years motivated by the knowledge that 
following the path you have charted also means working 
and producing with dedication.
As TTAF Defence, we are proud to be serving our country. 
We are aware of our responsibilities, both for our country 
and our future. With this awareness in mind, we promise 
to do our best in the coming years to assume important 
roles for the success of the Turkish defence and aerospace 
industry.
We shall always remember you with great respect and 
gratitude.”
Afterwards, a wreath-laying ceremony was held and a sou-
venir photo was taken in front of the mausoleum. İşgör then 
read aloud to the company staff the message he wrote in the 
Official Anıtkabir Memorial Book at the Misak-ı Milli Tower 
and signed the book, after which a tour of the museum was 
held. Following the activities at Anıtkabir, TTAF Defence’s 

events for the day concluded with a reception held at the 
Vişnelik Campus of METU Alumni Association.

Turkey’s First Company to Receive AS 9100 
Revision D Certification
Operating at its facilities covering an area of 3,000 square 
meters in OSTİM, Ankara, TTAF Defence has further 
strengthened its design and production capabilities in elec-
tro-mechanical systems and cabling thanks to the numer-
ous projects it undersigned in recent years. Every project 
successfully completed by the company has increased the 
number of prime contractors for which it provides services 
as a supplier. Until now, the company has worked for the 
following prime contractors:
n ASELSAN: Having already taken part in various projects

for the Sector Vice Presidencies of Communications 
and Information Technologies , of Defence Systems 
Technologies , and of Radar, Electronic Warfare and 
Intelligence Systems , the company has recently 
assumed a design role in a project conducted by the 
Sector Vice Presidency of Microelectronics, Guidance 
and Electro-Optics .

On Its 4th 
Anniversary, 
TTAF Defence 
Visits Atatürk’s 
Mausoleum
TTAF Defence celebrated its 4th 
anniversary with a series of events 
held in Ankara on August 15. The first 
event was a ceremony held at Anıtkabir, 
Atatürk’s Mausoleum, with the 
attendance of company executives and 
staff. A reception was later held at the 
Vişnelik Facilities of the METU Alumni 
Association. In the four years since 
its founding, the company contributed 
to numerous large-scale projects in 
the industry, while also increasing its 
number of employees to 85. 
Alper ÇALIK / a.calik@milscint.com

Ergün İşgör, 
General Manager 
of TTAF Defence, 

is signing the 
Official Anıtkabir 

Memorial Book 
at the Misak-ı 

Milli Tower.

İşgör laying a wreath 
on the mausoleum 

during the ceremony.
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n FNSS: The company is working on the cabling of the
PARS III vehicles, the first of which was delivered to the 
Royal Army of Oman in July. In addition, it is also carrying
out design works for various gun turrets developed by FNSS.

n Nurol Makina: Carrying out all the cabling works 
of the second and third batches of the EJDER TOMA 
vehicles, the company is also contributing to the  
EJDER YALÇIN project.

n Otokar: As the manufacturer of cable harnesses 
 for the COBRA, COBRA II and URAL vehicles, as well
 as the ALTAY tank, the company also carries out various
 production works for the commercial vehicles of Otokar.
n Turkish Cabin Interiors (TCI): The company has

produced and delivered the cable harnesses and panels 
for galleys, which TCI developed for certain models of 
Airbus and Boeing.

n TAI: The company has produced all of the test harnesses
of the HÜRKUŞ, and is continuing to produce cable 
harnesses for ATAK helicopters. Moreover, the company 
has also submitted its bid for the Turkish Utility 
Helicopter Programme.

n ROKETSAN: The company has worked on ROKETSAN’s
 TR-107 rockets.
As Turkey’s first company to receive the AS 9100 Revision 
D certificate owing to its efforts and initiatives, TTAF is now 
preparing to gain even wider recognition by also working 

with other prime contractor companies taking part in Tur-
key’s prestigious projects, in addition to the abovementioned 
companies and projects.

TTAF Defence Grows with New Investments
TTAF Defence is also pursuing efforts to gain new capabili-
ties on top of its current ones. While sealed connectors for 
civilian purposes are currently manufactured by the TTAF 
Defence’s Istanbul-based sister company, named TTAF 
Elektronik, the company has also started work for the pro-
duction of versions compliant with military standards. The 
company also plans to transfer technology from abroad for 
these production efforts. Aiming to roll out the first product 
in this area in 2018, the company is also backed by foreign 
platform manufacturers.
Seeking to increase its production capacity through various 
test devices and cable marking machines in 2018, the com-
pany started to establish an ERP infrastructure in March in 
order to properly manage this increase. It is expected that the 
ERP system will become operational in the first days of 2018.
Future goals of TTAF Defence include assuming various 
roles in naval platform projects; adding new testing and 
software-related skills to its design and production capabili-
ties; taking part in international projects; establishing larger 
facilities in parallel with its increasing production capacity; 
and acquiring the identity of a system integrator company.
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MSI TDR: Odak Composites defines 
itself as a company that “specialises 
in the design, development and 
manufacturing of composite parts and 
systems”. Could you elaborate on this 
description?
Engin Berk OĞUZ: Here is how I would 
summarise our work in a single sen-
tence: Based on our customer’s de-
mands, we assess the parts and sys-
tems they require, and come up with 
the most suitable composite solution 

that meets their requirements. When-
ever our customers are unable to obtain 
the desired outcomes with widely used 
production methods or materials – such 
as metal or plastics – they come knock-
ing at our door, asking, “Can we build 
these parts with composites?” That’s 
how our projects get started. In this 
general picture, most of the parts we’re 
asked to deal with are difficult and com-
plex components. These often require 
high resistance properties, or the use 

Ayberk ÖZCAN, Chairman of the Board of 
Odak Composites Inc.:

“We’re taking steps 
towards becoming 
a subsystem manufacturer.”

Odak Composites, 
one of the younger 

players of the defence 
and aerospace industry, 
has gained considerable 

recognition within a 
relatively short space 
of time, thanks to the 

projects it assumed 
and the solutions it 

developed. Launched 
in 2012, the company 

is seeing rapid growth, 
and is continuing to 

push ahead with 
important targets. 

We had the opportunity 
to discuss Odak 

Composites’ activities 
and future targets 

with Ayberk Özcan, 
the company’s Chairman 

of the Board, and 
Engin Berk Oğuz, 

the company’s Vice 
Chairman of the Board.

Ümit BAYRAKTAR
ubayraktar@milscint.com

Şebnem ASİL
s.asil@milscint.com

Vehbi TUNCA
v.tunca@milscint.comA
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of non-standard methods. That’s why 
the projects we assume are fairly chal-
lenging. Besides, composites materials 
are, by their nature, difficult materials 
to work on. These materials are aniso-
tropic and fibre materials and have their 
advantages as well as their disadvan-
tages. So you need to find the proper 
balance between them. We evaluate the 
requests we receive from customers 
according to various criteria and also 
share with them our assessments on 
whether there are other parts in which 
composites can be used.
Our works are currently focusing more 
on the design and manufacturing of 
polymer matrix composites.

MSI TDR: When you begin to work with 
a customer, how does the process 
start and move forward?
Engin Berk OĞUZ: At the beginning of a 
project, it’s vital to clarify the custom-
er’s requirements. Once these have 
been made clear, we start with the 
design, analysis and optimisation pro-
cesses. The initial design the customer 
shares with us often needs to be revised 
according to the manufacturing method 
of the composite material. There can be 
a revision after the preliminary design, 
and composite design is finished after 
the detailed structural analysis. One 

aspect that requires expertise at this 
stage is selecting the right manufactur-
ing method.
If you don’t follow the correct approach 
during these stages, it will be very diffi-
cult and costly to remedy the problems 
that may arise in the subsequent stag-
es. For example, let’s say you designed 
a mould and started manufacturing. 
Manufacturing of moulds is associated 
with significant expenses. So if there is 
any error on that mould, revising it will 
be very difficult and costly. Selecting the 
right manufacturing approach is there-
fore an essential expertise. If you’re 
able to complete this entire process 
without having to go back to the drawing 
board, that means you’ve come up with 
an effective solution for your customer. 
And that’s precisely what Odak Com-
posites does. Through the solutions and 
services we offer our customers, we 
reduce costs and help accelerate the 
processes.

MSI TDR: You’ve said that with most 
of your projects, customers generally 
consult you after trying a number 
of production methods and failing to 
find a solution. Are there cases 
where you say, “It would have actually 
been better if you had done ‘this’ 
instead of ‘that’”?

Engin Berk OĞUZ: Some of our cus-
tomers aren’t familiar with composite 
materials, and decide to try composites 
only when they fail to obtain results with 
other types of materials. We think this 
is natural, since everyone starts work-
ing with what they’re used to. We tend 
to look at the system as a whole, and 
share our views on which parts can be 
made from composites, and which parts 
can be made with other methods. Our 
goal isn’t to have everything made out 
of composite materials. There are times 
when we’re asked to make certain parts 
from composites, but we inform custom-
ers that using other methods might be 
preferable. That’s because sometimes, 
the advantages you gain from using com-
posites may not be technically sufficient 
or justify the costs. We try to guide our 
customers towards the right solution.
As we develop relations with the com-
panies we work with, we also begin to 
cooperate more closely with them. Cer-
tain customers call us during the initial 
stages of their projects, and we provide 
them with what could be described as 
consultancy. Of course, becoming in-
volved in projects from the very begin-
ning helps accelerate the process and 
reduces costs. We hope that in time, 
we’ll be able to work with more compa-
nies in this way.

Odak Composites-made 
parts can also be found 
in remote controlled 
weapon systems for 
naval platforms.



MSI INTERVIEW

68 - September 2017

Ayberk ÖZCAN: Odak Composites is in 
a good position when it comes to mate-
rials and manufacturing processes. We 
have a good grasp of what materials can 
be purchased from which manufactur-
ers in Turkey and overseas, and about 
the properties of these materials. We 
also guide the companies we cooperate 
with based on this knowledge.
We keep track of developments in tech-
nology, keeping our knowledge up-to-
date. This allows us to constantly im-
prove our own products and solutions. 
We have to be able to offer alterna-
tives to our customers. This is because 
sometimes, customers can only define 
the geometric shape of the part they 
need, without having a clear idea about 
what it needs to be made from.

MSI TDR: Is there a reason why you 
are focusing more on polymer matrix 
composite materials?
Engin Berk OĞUZ: Looking at the al-
ternatives, composite materials can 
be either ceramic-based or metal al-
loy-based. Among these, polymer ma-
trix composites are the most widely 

used, as well as the most cost-effective. 
Epoxy resin is the material we use the 
most, as it provides optimum properties 
and cost-effective solutions. That’s why 
we’re opting more for polymer matrix 
alternatives.
Of course, we also have projects and 
targets for other types of materials. For 
example, for ballistic protection, we’re 
working on hybrid products. We have a 
number of products we will launch by 
the end of this year.

We’ll Grow Together with 
the Industry
MSI TDR: How did you come up with 
the idea of working on composite 
materials and investing in this area?
Ayberk ÖZCAN: Actually, the whole 
thing started a bit coincidentally. The 
companies in our group used to be quite 
distant from the defence and aero-
space industry. In 2011, we received 
a very small business proposal in this 
area, and decided to step in by making 
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a small investment. In the beginning, 
we planned to work both on defence 
and aerospace applications and com-
mercial applications. But over time, 
we realised that there is much greater 
potential in the defence and aerospace 
industry. On the commercial side, inter-
est in composites started to grow after 
increasing production volumes and the 
development of technologies of greater 
precision led to a reduction of produc-
tion costs.
We entered the composite business 
with a workshop; however, after seeing 
the level of demand in the industry, we 
decided to expand our investment, both 
in terms of the number of personnel 
and the size of our machine park. We 
have even greater investment targets 
for the future. We will grow in parallel 
with the growth of the industry.

MSI TDR: What kind of work is Odak 
Composites performing on the aviation 
side?
Ayberk ÖZCAN: It was after we entered 
this business that we clearly saw the 
potential on the aviation side. The first 
location, or facility, we invested wasn’t 
quite adequate for engaging in produc-
tion for civil aviation, since civil aviation 
has stricter requirements. That’s why 
we postponed our work on civilian avi-
ation to a later stage. So it was in the 
next step, after when we moved into our 
current facility, that we started working 
on civil aviation. We now have ongoing 
certification processes, some of which 

have already been completed. And 
we’re also expanding our capabilities, 
both in terms of personnel and the ma-
chine park.

MSI TDR: So that we can gain a better 
idea of the distance covered by Odak 
Composites; could you provide us a 
summary of your current status by 
giving numbers, starting with the figures 
from the company’s time of founding?
Engin Berk OĞUZ: In 2012, we began 
working from a small workshop we es-
tablished ourselves. We set off with a 
team of six or seven, and used to have 
a single measurement device, a small 
20-square metre layup room for com-
posite production, and a single oven. As 
a side note, the manufacturing of com-
posites is an area that largely relies on 
manual production. So we started with 
an investment of ¨500,000. 
Where we stand today, we have now be-
come a team of 35. Our current produc-
tion area covers 2,000 square metres. 
We also have a separate section of ma-
chining, with four machining centres. 
For the manufacturing of composites, 
we have three ovens of different sizes, 
and a 160 square metres layup room. 
The total sum of our investments has 
reached ¨8 million.
With regards to projects, we currently 
have five ongoing large-volume proj-
ects. There are also eight relatively 
smaller-volume projects, some of which 
we’re conducting together with academ-
ics from various universities. Plus, there 

are three other projects that are mainly 
development-oriented, and whose costs 
we finance. We’ve also produced proto-
types in some of these projects.
Our turnover has increased six-fold 
since 2012. And for this year, our goal 
is to achieve a threefold increase com-
pared to the previous year.

MSI TDR: What is the position of R&D 
within your overall activities?
Ayberk ÖZCAN: It was after we started 
our activities that we realised we’re ac-
tually working like an R&D laboratory. 
As none of the products we’re asked 
to supply are pre-existing, it’s never 
clear from the onset how they should be 
manufactured. So a large portion of our 
work involves R&D.
Engin Berk OĞUZ: We don’t have a sep-
arate or special R&D department. Since 
our products undergo very different 
processes, each one can be likened to a 
separate R&D project of its own. In fact, 
it’s not really possible to draw a clear 
distinction in this respect: As we’re 
developing a product, we’re also look-
ing at ways in which it can be further 
improved. Our activities require all our 
team members to work like R&D per-
sonnel.

MSI TDR: Do you have an  
export-related project on the table?
Engin Berk OĞUZ: We haven’t engaged 
in exports as yet, but expect that there 
will be opportunities for this, sooner 
than later. We’re already seeing some 

Odak Composites 
also provides support 
for student projects 
involving the use of 
composite materials.
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requests from overseas. We think that 
the new products we’re developing we’ll 
also help open the door for exports.

Growing at Full Pace
MSI TDR: What kind of investments are 
you planning for the coming period?
Ayberk ÖZCAN: We’ll establish a facil-
ity of approximately 20,000 square me-
tres at the Ankara Aerospace Industrial 
Zone, also known as HAB. The size of 
this facility is way beyond our potential 
growth forecasts, meaning that this 
larger facility will give us the opportuni-
ty to diversify our areas of activity.
Engin Berk OĞUZ: There are instanc-
es where, following our customers’ 
requests, we enter into new areas. We 
recently had a project of this kind with 
TAI, where we were asked to provide an 
entirely plastic material – different from 
composites – for the cockpit components 
of the HÜRKUŞ. In a period of about four 
months, we established the necessary 
infrastructure for this material and be-
gan manufacturing it. This material, or 
method, is quite often used in internal 
cabin systems; so, it could also be used 

in our aviation-related work.
We also want to offer different ballistic 
protection solutions, and are working 
with this goal in mind. We’re continuing 
with our work to roll out a new product 
series for vehicle protection that can be 
applied to different platforms.

MSI TDR: We see various defence and 
aerospace industry organisations 
among your references. Could you 
tell us more about the projects you’re 
carrying out with these companies?

Engin Berk OĞUZ: We’re conducting a 
large number of projects with ROKETSAN,  
particularly on precision guided mis-
siles. There are products we have de-
livered for the UMTAS and OMTAS  
product families. We’re also involved 
in the SOM project. One of our first 
projects was the manufacturing of 
composite fins for the OMTAS mis-
sile. These composite fins are 35 to 40 
percent lighter than their aluminium 
equivalents, but provide the same lev-
el of performance. We’re delivering  

Machining Centre, used for processing composites and metals
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composite-based fins for other projects 
too. For ROKETSAN, we’re also manu-
facturing cases for certain missiles.
We also make parts that are used in 
remote controlled weapon systems for 
naval platforms. There are also the proj-
ects with TAI that I mentioned earlier. 
Furthermore, in the field of aviation, we 
have also delivered prototype parts to 
TSI Aviation Seats Industry Inc., which 
are currently at their testing stage. Once 
again, we’ve come up with parts that are 
up to 50 percent lighter than aluminium. 
A weight reduction of half a kilogram 
per seat means a total weight reduction 
of about 90 kg per aircraft. From the 
standpoint of the aircraft’s life cycle, we 
see that this weight reduction can result 
in substantial cost-savings.
Our next target is to work on complex ge-
ometry parts, which our business part-
ners haven’t yet asked us to produce.

MSI TDR: Thanks to its employment-
oriented initiative in 2017, Odak 
Composites has been presented with 
the Ankara Chamber of Industry’s 
Employer Award. Could you tell us 
about your activities that led to your 
winning of this award?
Engin Berk OĞUZ: This award is given in 
two areas: one based on numerical in-
crease, and the other based on percent-
age increase. Predicting that some of 
the prototypes we made for ROKETSAN 
will soon enter into serial production, 
we began to expand our team in 2016. 
The field of composites isn’t one where 
you can just post a job advertisement 
to find personnel to employ; it’s also 
absolutely essential that you arrange 
a training process. When our work for 
ROKETSAN transitioned to serial pro-
duction, we had to increase our number 
of personnel dealing with quality and 

support functions. That’s how our num-
bers increased from 24 to 32. At the cur-
rent rate, I expect we’ll receive another 
award by the end of this year, because 
our team is continuing to grow in size.
Currently, if we include the quality de-
partment and machining department, 
we have 10 engineers. Excluding the 
administrative personnel, we also have 
about 15 technicians.

MSI TDR: It was only recently that 
you’ve moved into the facilities from 
which you’re currently operating. What 
kind of opportunities do you expect 
these facilities will offer to Odak 
Composites?
Ayberk ÖZCAN: Actually, this location is 
kind of an intermediate step for us. We 
need to grow in line with our targets. 
Changing locations this frequently may 
not be very appropriate for a manufac-
turing company, but this is what the cir-
cumstances require.
OSTİM offers big advantages. It posi-
tions you much closer to all types of 
raw materials and other things you may 
need. Within three to five years, we’ll 

invest in a facility at HAB. Initially, the 
two facilities –the old and new – will 
function together; but eventually, we’ll 
continue our activities solely from the 
new facility.
Our current facilities help us finance our 
next facility investment. In this respect, 
we can say that we have already guar-
anteed our future. With the current fa-
cility, Odak Composites has gained the 
ability to grow using its own resources.

MSI TDR: You spoke earlier about your 
machining activities. What are the 
benefits for Odak Composites in having 
machining capabilities along with its 
composite-related ones?
Engin Berk OĞUZ: There are of course 
many companies that have machining 
operations. With this additional capa-
bility, our goal was to become a single 
supplier that can meet the different 
needs and demands of our customers. 
Moreover, keeping this capability inside 
our company also helps accelerate the 
transition from the design process to 
the manufacturing process, and pro-
vides a cost advantage. And when it be-
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Odak Composites manufactures 
composite cases for ROKETSAN
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comes necessary to revise our designs, 
it allows us to respond more rapidly.
Ayberk ÖZCAN: And when you add plas-
tic shaping and painting into our mix of 
capabilities, you get an overall picture 
in which Odak Composites is effectively 
taking steps towards becoming a sub-
system manufacturer. In the coming pe-
riod, we’ll be in a position to competitive-
ly produce a broad range of subsystems.

MSI TDR: Last but not least, we would 
like to enquire about your future 
goals... Where do you plan to see 
Odak Composites five years from 
now? What kind of roles do you see 
the company assuming in Turkey’s 
prestigious projects, such as the 
TF-X? Can you give us an outline of 
these goals, while also mentioning 
your targets for exports, turnover and 
personnel numbers?
Ayberk ÖZCAN: It is clear that we’ll 
expand our operations in the defence 
industry. And on the civil aviation side, 
we definitely need to transition to serial 
production activities. We have to see an 
increase in our projects in the defence 
and aerospace industry. I also expect 
that we’ll come up with one or more 
commercial products in the coming pe-
riod. Since we’re presently not engaged 
in exports, setting targets is a bit tricky; 
but as we continue to have a foothold 
in civil aviation, we expect there to be a 
significant export potential. Completing 
our certification processes and moving 
to our new facilities is likely to acceler-
ate this process. There is also a signifi-
cant demand from abroad in the area of 

industrial applications. With the expan-
sion of our serial production activities, 
I believe that we may eventually start 
working on export projects.
Engin Berk OĞUZ: Broadly speaking, 
our target for 2023 is 160 employees 
and a turnover of ̈ 40 million. To achieve 
this, we would need to further develop 
and diversify our projects with our cur-
rent customers. For example, we would 
like to take part in the TF-X project. If 

asked, we may contribute, starting from 
the design phase.

On behalf of our readers, we would 
like to thank Ayberk Özcan, Chairman 
of the Board of Odak Composites Inc., 
and Engin Berk Oğuz, Vice Chairman of 
the Board of Odak Composites Inc., for 
taking the time to answer our questions 
and for providing us with such valuable 
information.

Engin Berk Oğuz
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Armed Forces Day Celebration of the 
Turkish Republic of Northern Cyprus
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A reception was held at Gazi Officers’ 
Club in Ankara on the occasion of 

the August 1 Social Resistance Day, a 
joint celebration of the 446th anniver-
sary of the conquest of Cyprus by the 
Turks, the 59th anniversary of the estab-
lishment of the Turkish Resistance Or-
ganization, and the 41st anniversary of 

the establishment of the Security For-
ces Command of the Turkish Republic 
of Northern Cyprus (TRNC). Among 
the attendants of the reception were 
General Ümit Dündar, Deputy Chief of 

the Turkish General Staff, members of 
the Turkish Armed Forces, diplomats 
serving in Ankara, foreign attachés, 
representatives of the Turkish defence 
industry, and many other guests. 
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t From left to right: General Ümit Dündar, Deputy Chief of the Turkish General Staff; H.E. Fazıl Can Korkut, the Ambassador of TRNC; and 
Staff Col. Akın Örsdemir, Military Attaché of TRNC

t Guests were greeted at the entrance by Staff Colonel Akın Örsdemir, Military Attaché of the TRNC; Major Selçuk Dağaşan, Army Attaché of TRNC; Major 
Servet Kaya, Supply and Liaison Attaché of TRNC; Staff Sergeant Abdülvahap Tepe, Administrative Attaché of TRNC; and their spouses. 
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t

 İbrahim Özkol, Chairman of the Board of Directors at ASELSAN
(second from left) and ASELSAN managers at the Armed Forces Day 
Celebration of the Turkish Republic of Northern Cyprus

t H.E. Fazıl Can Korkut, the Ambassador of TRNC and General Ümit Dündar, Deputy Chief of the Turkish General Staff, together with military attaches 
of TRNC and members of FALO and AMAC

t FNNS Managers participated in the Armed Forces Day Celebration 
of the Turkish Republic of Northern Cyprus.








