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MSI TDR: ESNAD Defense is a 
partnership you established with the 
Saudi company Al-Esnad. First of all, 
we would like to ask you about how 
this idea came about and how yours 
and Al-Esnad’s paths crossed?
Böke ŞAHİN: Al-Esnad is an affiliate of 
the Al-Jabreen Group, a very large con-
struction and contracting business in 
Saudi Arabia that has also been active 
in the defence industry for 23 years. Al-
Esnad, which like many other defence 
companies in Saudi Arabia used to op-
erate as a representative company, has 
been one of the most important suppliers 
of the Saudi Ministry of Defence, Minis-
try of Interior, and the National Guard for 
23 years. In 2004, together with FNSS, it 
entered the business of modernising ar-
moured vehicles and since then the two 
companies have been jointly operating 
a military factory in Saudi Arabia, where 
the modernisation of M113 vehicles is 
being carried out. To date, the moderni-
sation of 996 M113s in nine different vari-
ants has been completed.
In fact, I am also coming from an FNSS 

background. Until 1999, when I left the 
company, I was working for the R&D 
department of FNSS. Then, in 2003, I 
became the partner of a company that 
was carrying out machining works for 
the defence industry. Through FNSS, 
we also took part in the modernisation 
project for the Saudi M113s. Our ac-
quaintance with Al-Esnad initially start-
ed with the support of the FNSS Saudi 
project team and Murat Temizer, who 
was heading FNSS organization in Saudi 
Arabia at the time.
In the M113 modernisation, we first 
produced components such as smoke 
grenade dischargers, and later began to 
produce sub-systems. When our com-
pany was first established, it was car-
rying out machining works. That’s why 
starting to produce sub-systems was an 
important development for us.
During this period we frequently trav-
elled to Saudi Arabia. Over a period of 
three or four years, we observed the en-
vironment, market, and trade conditions 
there and saw what they had and what 
they didn’t have in the field of logistics.

Böke Şahin, General Manager of ESNAD Defense Systems Inc.:

“We’re introducing an export model  
based on fieldwork” Even though Turkey is 

focusing on developing 
solutions with export 
potential on the way to 
achieving its ambitious 
defence-related targets 
for 2023, the question of 
how these solutions will 
be marketed remains a 
serious issue. ESNAD 
Defense Systems Inc.  
(ESNAD Defense), which 
was established last 
year, has come up with 
a serious model on how 
the export figures of the 
industry can be increased, 
and particularly on how 
Small and Medium-Scale 
Enterprises (SMEs) can 
make exports. Although 
it was only established 
last year, ESNAD Defense 
finished 2015 with $5.5 
million worth of exports, 
and its export target for 
2016 is $12 million. We 
interviewed Böke Şahin, 
the company’s General 
Manager, to learn about 
the story behind the 
establishment of ESNAD 
Defense, and the current 
situation regarding the 
company’s activities.
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MSI TDR: What happened next?
Böke ŞAHİN: In the second phase of 
the M113 modernisation project, a de-
mand emerged for the indigenous man-
ufacturing of certain products in Saudi 
Arabia, and Al-Esnad was requested to 
undertake this role. In this process, we, 
as a company, started to work directly 
with Al-Esnad. We told them that we 
could provide support and consultancy 
services for particular processes, such 
as assembly and painting activities to 
be performed in Saudi Arabia, and the 
indigenisation of certain capabilities. 
This is how our relations gained a new 
dimension, following the first contact 
we had established as a sub-contractor 
of FNSS. We supported them, and made 
a number of preparations. We took part 
in many activities during that period for 
the infrastructure development phase of 
the factory established by Al-Esnad. We 
carried out some studies to see “What 
could be produced here? What kind of 
teams are there here? How can we form 
a technical team? To what extent are 
we able to proceed, and what possible 
phases could there possibly be?”
After 2007 we continued and intensi-
fied these studies. In the meantime, 
Al-Esnad started to gain experience in 
this field, and expanded the scope of 
its operations with the support of the 
Saudi government. Since they hadn’t 
previously undertaken such operations, 
there were of course some gaps with 
regards to the infrastructure. For many 
years, the country had purchased their 
defence systems as turnkey, or had pro-

cured them through channels like For-
eign Military Sales (FMS). Then the Sau-
di government initiated a programme 
called ‘Saudisation,’ which is akin to our 
own indigenisation efforts. In fact, when 
we look back over time, we can see that 
the issue of ‘Saudisation’ first came onto 
the agenda in 1985, within the context of 
the 4th  Development Plan prepared by 
the government of Saudi Arabia, with 
the aim of changing the ratio of for-
eign employees in the private sector in 
favour of Saudi citizens. After 2006, an 
even greater emphasis was placed on 
this issue and, in addition to increasing 
the local workforce in the private sector, 
projects and incentives were launched 
with the aim of increasing the domestic 
participation share in strategically im-
portant industries, such as the defence 
industry. Within the context of these 
efforts, which were initially planned to 
begin with assembly operations, the in-
tention was to implement a programme 
that would enable the Saudi defence in-
dustry to gain production capability.
Of course, there weren’t any Turk-

ish companies other than our own and 
FNSS (which was carrying out moderni-
sation operations in the military facili-
ties in Al-Kharj at the time) that sought 
to become a significant business part-
ner of Saudi Arabia, and to expand the 
trade volume between the two countries 
by taking advantage of such an initiative. 
With this foresight, we seriously pur-
sued this business. Over a three-year 
period, I travelled to Saudi Arabia every 
few months. Although we didn’t manage 
to export any products during that peri-
od, we never gave up.
Al-Esnad brought the issue of establish-
ing a new factory to its agenda in 2009. 
Naturally, the steps to be taken would 
include the construction of a building, 
recruitment and training of personnel, 
as well as the procurement of work-
benches and raw materials. The related 
studies and preparations took a great 
deal of work. To give a simple exam-
ple, many brands of workbenches we  
used here in our country didn’t  
even have representatives in Saudi Ara-
bia. The preparation phase also included  

Al-Esnad
Al-Esnad Est. for Military Supplies (Al-Esnad) was established in 1993 by Sheikh Ahmad Saleh 
Bin Jubair in Riyadh, Saudi Arabia, as an affiliate of the Al-Jabreen Group, with the aim of 
operating in the defence industry. In addition to serving many state institutions, particularly 
the Ministry of Defence, Ministry of Interior, and the National Guards of Saudi Arabia for 
23 years, as a representative of leading defence companies in Turkey and the world, the 
company has also carried out many successful projects in the field of indigenous production. 
As one of the leading companies of Saudi Arabia, in 2004 Al-Esnad also became the first 
private sector defence manufacturer of the country - another distinctive feature of the 
company. Production activities, which first began with the M113 modernisation project jointly 
conducted with FNSS company, are continuously developing with two separate factories 
established by Al-Esnad. In these new facilities, which have a total indoor area of 12,000 m2, 
parts and sub-systems are manufactured, using production methods such as machining, 
sheet metal working, and welding. Additionally, the coating-painting works and production 
of military cable harnesses are also carried out at these facilities. At the same time, the 
integration and modernization of various types of military vehicles are carried out in this 
factory, which employs a total of 150 personnel, the majority of whom are Saudi citizens. With 
its own R&D activities and technology transfer methods, to date, Al-Esnad has made very 
important contributions to the Saudisation activities by facilitating the production of many 
military systems and sub-systems through a higher share of domestic participation.

A meal in the tent of Sheikh Ahmad Saleh Bin Jubair. Sheikh Ahmad Saleh Bin Jubair; Hüseyin Şentürk; 
Bilal Aktaş, Head of Industrialisation Department, SSM; industrialists from Bursa; and the team of 
ESNAD Defense are seen together in the photograph (Riyadh, Saudi Arabia).
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preliminary research about the infra-
structure requirements of the country. 
In time, we found out that Al-Esnad 
needed to have stronger relations with 
Turkey with respect to both represen-
tation and production, because Turkey, 
with its geographical and cultural prox-
imity as well as industrial capacity, was 
a reliable source that could meet many 
of Saudi Arabia’s needs.

MSI TDR: We see that while these 
developments were taking place, 
some prime contractors other than 
FNSS also started to cooperate with 
Al-Esnad.
Böke ŞAHİN: Yes, companies other 
than FNSS also began to cooperate with 
Al-Esnad, and those relations even-
tually turned into representations. At 
this point, the following is worth men-
tioning: We can see that not only prime 
contractors in Turkey, but also some of 
the SMEs providing support to them as 
sub-contractors, are capable of offer-
ing solutions to Saudi Arabia. Although 
there is no doubt about Turkey’s level 
of technical competency, we, as a coun-
try, are still somewhat behind when it 
comes establishing export connections.

MSI TDR: Now, if we could get back to 
the story of your company...

ESNAD 
Defense Team
n Böke Şahin, General Manager
n Bora Çelikoğlu, Purchasing Manager
n Özgür Karakaş, Purchasing Executive
n Arda İnal, Purchasing Specialist
n Burcu Aktaş, Foreign Trade Executive
n Duygu Mumcu, Secretary

Officials of ESNAD Defense 
making inspections on the 

modernisation of tactical 
field kitchens in the inventories of 

the Saudi army. 
(Hafar Al Batin, Saudi Arabia) 
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Özgür Karakaş, Burcu Aktaş,
Böke Şahin, 
Bora Çelikoğlu, Arda İnal
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Böke ŞAHİN: As we entered 2013, the capacity of our compa-
ny, which was an SME, started to run into difficulties in meeting 
the growing needs of Al-Esnad and Saudi Arabia. We also had 
to take care of our customers in Turkey; leaving the domes-
tic market was out of question. There was the need for a new 
structuring, and we started talking with Al-Esnad about these 
issues. We could either do something jointly, or Al-Esnad 
could establish a factory in Turkey. Once it was decided that 
Al-Esnad would establish a joint venture company in Turkey, I 
left the company in which I was a partner in 2014, and we es-
tablished ESNAD Defense in May 2015. The new company fo-
cused entirely on exporting industrial products and solutions 
abroad. In a few months we had formed our team and settled 
in an office, launching our operations in August. As soon as we 
started, our first task was to meet the high demand coming 
from Saudi Arabia for urgent purchases. In the meantime, we 
also continued our promotion activities by visiting small and 
medium scale companies with defence industry products that 
would be open to technology transfer.

What is Saudisation?
The policy of Saudisation was mentioned for the first 
time by the Kingdom of Saudi Arabia in the Fourth 
Five-Year Development Plan, where it was decided that 
vocational training programmes would be put in place so 
as to substitute foreign manpower with local manpower. 
Since then, institutions such as the Ministry of Labour, 
Ministry of Civil Service, and Manpower Council have 
carried out intense activities to reach these targets 
and to improve the Saudi labour market by identifying 
the need for both foreign and domestic manpower, and 
ensuring that they would be employed appropriately.
Within the context of its 2030 vision, the Kingdom of 
Saudi Arabia aims to rank among the world’s top 10 
economies by reducing the economic dependence on 
the petroleum and petrochemistry industry, by ensuring 
that the Saudisation policy does not remain limited to 
the issue of employment, by encouraging indigenous 
investments in the industry, and by establishing a solid 
industrial infrastructure in different areas.  
As it is well known, while the Kingdom of Saudi Arabia is 
among the countries with the largest defence budget in 
the world, it imports the majority of the defence industry 
products it needs. Thus, as a starting point to meet 
the target of establishing an industrial infrastructure, 
extensive work is being carried to increase the domestic 
participation rate, encourage new investments, and 
increase the capabilities of existing facilities in the 
defence industry. The main method utilized for this 
purpose under the umbrella of Saudisation, includes 
emposing of certain prerequisites to the foreign 
companies willing to take part in new defence projects 
- such as indigenisation through the transfer of 
technology, or maintaining a high ratio of indigenous 
manpower.
Thus, in the forthcoming period, foreign companies 
willing to take part in defence projects in Saudi Arabia 
will need to provide services such as training, field 
support, repair and maintenance, indigenous production, 
and the establishment of assembly lines.
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As someone who is a member of the 
supervisory board of the OSTİM De-
fence and Aviation Cluster (OSSA), and 
who has been working with defence and 
aerospace companies and SMEs for a 
long time, I have always believed that, 
although Turkey has a serious poten-
tial, we also have certain shortcomings. 
However, when it comes to exports, I 
think that we can do serious business 
in geographically close and emerging 
markets, as well as in the markets of 
countries with which we are culturally 
close. Through ESNAD Defense, I had 
found the opportunity to put this idea of 
mine into practice.

MSI TDR: What is the partnership 
structure of the company and how are 
the shares distributed?
Böke ŞAHİN: The senior partner of 
our company is Mr. Ahmad Saleh Bin 
Jubair, the owner of Al-Esnad company. 
The share distribution is 65%-35% and 
I have the smaller share. This is an in-
corporated company; it isn’t a branch of  
Al-Esnad. It is an entirely Turkish com-
pany. We hold a facility security certifi-
cate. For the time being, we are an office 
and we don’t have either a production 
plant or any R&D activities. I don’t know 
what may happen at a later stage, but in 
the in the short term we have no plans 
for such operations.

MSI TDR: How many people are there 
at ESNAD Defense?
Böke ŞAHİN: Right now, we are six, 
and we work with a very high level of 
productivity. Our core team compris-
es three people: Bora Çelikoğlu, who 
has been previously employed in the 
purchasing departments of ASELSAN, 
FNSS and Otokar; Özgür Karakaş, who 
also worked at Otokar for many years; 
and myself. Recently, Arda İnal, a young 
colleague of ours, has joined this team. 
Burcu Aktaş, who is dealing with our ex-
port-import activities based on her long 
years of experience in the field of foreign 
trade, and Duygu Mumcu, our secretary, 
are also part of our team.
We envisage that our team will grow, 
mainly by recruiting purchasing experts. 
We may have to work on quality-related 

issues in the future, and in that case we 
may recruit personnel to deal with this 
as well. We may also outsource some 
services. As I mentioned earlier, pro-
duction and R&D are not on our agenda 
for now.

MSI TDR: Could production and R&D 
come onto the agenda in the future?
Böke ŞAHİN: There is a significant in-
dustrial infrastructure in Turkey, and we 
are planning to proceed by making use 
of it; however, we never know what time 
will bring. If it becomes necessary to 
make such an investment in the future, 
Al-Esnad or our company might have to 
build new investment partnerships.

Cooperation Based 
on Win-Win
MSI TDR: While telling us about the 
process through which your company 
came into being, you also described 
the kind of needs that led to the 
establishment of ESNAD Defense. 
But just to sum up, what does ESNAD 
Defense do? What kind of an operating 
structure does it have?
Böke ŞAHİN: What we need to empha-
sise first is that ESNAD Defense is not 
an ordinary ‘representative company’. 
We source Turkish companies that are 
sufficiently competent to meet the prod-
uct and solution requirements of Saudi 
Arabia, and let them meet these in the 
first phase. Then, within the context of 
Saudisation, we provide the necessary 
support to allow operations, such as as-

44 - September 2016

Officials of ESNAD Defense making 
inspections on the modernisation 
of tactical field kitchens in the inventories of 
the Saudi army. (Hafar Al Batin, 
Saudi Arabia)
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sembly and maintenance, to be carried 
out in Saudi Arabia. Thus, we don’t just 
find the products in Turkey, add some 
profit margin, and then market them 
to Saudi Arabia. We act together with 
the Turkish companies throughout the 
whole process, and in addition to sales, 
carry out work on Saudisation.
The main emphasis here is definite-
ly on Saudisation. Saudi Arabia has 
the will and determination to achieve 
this and Al-Esnad, our partner, is 
working towards making this hap-
pen. As a result, there is a win-win 
situation. Saudi Arabia will purchase 
these solutions and indigenise them. 
When it does this with Turkey, Turkish 
companies also win, and the industry 
makes exports.
Let me be clear about this: We don’t 
do business with companies that say “I 
don’t want to go to Saudi Arabia. I would 
like to have you as my representative, 
and will deliver the product to you from 
my warehouse.” Because our business 
is not only about sales, and in particular 
not about one-off sales. Sustainability is 
also very important for us.

MSI TDR: Is ESNAD Defense’s market 
solely limited to Saudi Arabia? Or 
perhaps, to put it another way: Do you 
only carry out your operations through 
Al-Esnad?
Böke ŞAHİN: Our regular market is Sau-
di Arabia, which is the leading country of 
the region. Generally, other countries fol-
low in the wake of Saudi Arabia [when it 
comes to defence purchases]. Therefore, 
we can expect that in the future other 
countries in the region will also decide to 
use products procured by Saudi Arabia.
Many companies have representatives 
in Saudi Arabia. So we work with the 
ones that don’t have representatives 
there, or that have Al-Esnad as their 
representative.

We have a very flexible business model, 
and it’s not essential for all tasks to be 
carried out through Al-Esnad. Depend-
ing on the project requirements, we may 
sometimes even work directly with the 
requesting authority. We have two differ-
ent channels for doing business in Saudi 
Arabia: Tenders and urgent purchases. 
We act in the way required by the project 
through either of these two channels.
As ESNAD Defense, we also have rela-
tions with the Turkic Republics and are 
continuing discussions to work and do 
business in that region as well. None of 
our efforts have yet turned into projects, 
but we are working very seriously. We 
may also have some projects for Europe 
in the future.
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The visit of Salman bin Abdulaziz Al Saud, the King of Saudi Arabia, to Al-Kharj facilities
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MSI TDR: We see that currently you are 
more focused on land systems. Do you 
plan to operate in the field of naval or 
air systems in the future?
Böke ŞAHİN: We don’t make any dis-
tinction between platforms. Our com-
pany is still very new. In the past, our 
partner had mainly worked in the field 
of land platforms, and we also carried 
out or initial activities in this field. In the 
upcoming period, we may have projects 
in other fields.

MSI TDR: Why did you prefer the 
model whereby ESNAD Defense was 
established in Turkey? Wasn’t it possible 
to establish such a company in Saudi 
Arabia to handle similar tasks?
Böke ŞAHİN: This subject was dis-
cussed at length. Another option that 
was considered was to carry out these 
works through a factory established in 
Saudi Arabia. This was the first option 
that came to mind; however, since the 
period when I used to work as a manu-
facturer, I have always insisted that this 
is something that should be done in Tur-
key, because our goal was to organise 
Turkish companies, market the exist-
ing products abroad, and to design new 
products if necessary. I believed that the 
fastest and easiest way to do this was by 
establishing close relationships and car-
rying out the operations in Turkey. In the 
end, this model was accepted during the 
establishment phase of ESNAD Defense.
There’s also one other thing we 
shouldn’t forget: Even when we are al-
ready operating here in Turkey, and 
although we have a background in the 

industry, it is still a challenge for us to 
bring Turkish companies to Saudi Ara-
bia. Had the company were established 
in Saudi Arabia, this would’ve been even 
harder.

MSI TDR: During this process, what kind 
of support did you receive from public 
institutions dealing with the industry?
Böke ŞAHİN: When you present some-
thing new for the first time, it may take 
some time for it to be accepted. The 
approach of some institutions and au-
thorities was rather disinterested, but 
I know that this is a negative situation 
experienced by other industries too. We 
also saw that some of them were stuck 
with ideas from the past. For example, 
in some of the markets where I was 
sure we could compete - as I was very 
knowledgeable about our competitors - 
people in these institutions told us: “You 
won’t be able to do business in that area, 
don’t even bother.” Others had only a 
very general approach towards the sub-
ject, and weren’t able to understand 
the specific nature of our activities. For 
example, we received answers such as, 
“You are doing a great job. We stand by 
you. Well done. The state has such and 
such financial incentives; use them if 
you haven’t done so already.” Maybe we 
weren’t able to properly explain what it 
is we actually do.
In fact, our expectations are quite sim-
ple: We want to be listened to and un-
derstood, without people trying to teach 
us something. When we visit these peo-
ple, we already have an idea of the mar-
ket, and a specific model in our minds.

Long Term Partnership
MSI TDR: How would you summarise 
your standpoint on SMEs? Within the 
scope of ESNAD Defense’s activities, 
what would you recommend to SMEs?
Böke ŞAHİN: One of the things most-
ly frequently said about SMEs is that 
they should have their own products; 
however, products can’t be produced 

just by saying “We want products!” It is 
true that everybody [in Turkey] is trying 
to support SMEs. The Undersecretariat 
for Defence Industries (SSM) has indeed 
introduced rules and regulations to en-
sure that a share of the work [in proj-
ects] can be transferred to SMEs. In this 
economic climate, SMEs have remained 
busy; but when we look at the statistics 
regarding the industry and read the re-
ports, we can see that a solid SME base 
hasn’t been established under the prime 
contractors, and that there is a very big 
gap between them and the SMEs.
This picture is also mirrored on the 
products side. We are rather behind 
when it comes to sub-contractor SMEs, 
as well as sub-systems. Personally, I am 
very much involved with land platforms. 
There are times when we have to pur-
chase even the most simple sub-sys-
tems from abroad. Nevertheless, when 
we look at the companies producing 
these sub-systems overseas, we see 
that they are not, in any way, superior to 
the companies, and in particular to the 
SMEs, here in Turkey.
So, we need to start from somewhere, 
and our goal is to help Turkey - in other 
words, the Turkish industry - manufac-
ture products and export them. This is 
what we are working for and we are co-
operating with Al-Esnad on this subject. 
The market is very large, and here we 
have a very good group of sub-contrac-
tors. I believe that we can organise this, 
and encourage our SMEs in particular to 
take part in it.
The ultimate goal is to acquire a product; 
but for the companies willing to work for 
us, having a product isn’t a prerequisite. 
The product may come in time, through 
our support and guidance. The compa-
nies that will work with us must be will-
ing to go to Saudi Arabia, to support the 
production and assembly stages there, 
offer training, and provide repair and 
maintenance support on site. That is the 
first prerequisite of our business.
Looking at this subject from the per-

Some of the prototype systems produced 
by ESNAD Defense undergoing tests 
(Riyadh, Saudi Arabia).
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spective of SMEs, what can ESNAD De-
fense offer them? Currently, there are 
SMEs in our industry that have their own 
products. But, generally speaking, these 
products have mostly been developed 
through the “Tell us what you need, and 
we’ll produce it!” approach. SMEs using 
this approach fail to get into the sub-sys-
tems business. There are also some 
SMEs that develop products through 
R&D projects, but fail to sell them. Some 
ignore the realities associated with seri-
al production, so that when the products 
enter production, their costs turn out to 
be too high. We tell SMEs, “There is a 
specific requirement in this area. Let’s 
design this together; let’s support you 
and develop this product jointly. These 
will be our conditions, we will test the 
product at the following locations, and 
then we’ll sell it.” Of course, this first 
prerequisite I’ve just mentioned needs 
to be met in every case.
Whenever possible, we would like to 
work with the SMEs for the long-term. 
We offer them long-term projects. If 
necessary, we provide them with finan-
cial support as well. We help them with 
their travel expenses to and from Sau-
di Arabia, as well as with transport and 
logistics-related activities. We arrange 
test environments, or help them to re-
ceive facility security clearance or a pro-
duction permit over there.

MSI TDR: What kind of projects are you 
currently working on with the SMEs 
partnerships?
Böke ŞAHİN: We are currently work-
ing with five SMEs and the prototype 

products of three of them have passed 
preliminary tests conducted in Saudi 
Arabia. The remaining two companies’ 
prototypes are currently in the design 
phase, but they will soon be completed, 
after which they will be tested. I would 
like to emphasise that these studies are 
on a serious scale even for Turkey, as, 
apart from one, these products have so 
far not been offered to any company in 
the country. We will be able to provide 
more detailed information once all the 
relevant processes are complete.
At this point, I would like to share an 
anecdote with you to demonstrate the 
approach shown by some SMEs. In this 
instance, Saudi Arabia was in need of 
a sub-system, and we knew that there 
were companies in Turkey that were 
already producing it. We visited one of 
these companies, and during our meet-
ing, they kept asking a bunch of ques-
tions such as “Doing business with them 
must be hard; are we going to sell our 
products to you or to them?” We need-
ed the first sample three months later, 
but they told us “The factory is too busy.” 
We said to ourselves that this isn’t going 
to work, and that [if we decided to work 
with them] we would lose this business 
opportunity. So we knocked the door of 
another company, which was not pro-
ducing the mentioned sub-systems, 
but was experienced in this field, and 
had an entrepreneurial spirit. We told 
them about the situation, and they said, 
“OK, we can do it.” We supported them, 
and in the end, we delivered the sample 
products on time and got the job.
This example, in fact, also says some-

thing about how Turkish companies do 
business in Saudi Arabia. The Saudis 
sometimes expect very quick feedback, 
but unfortunately, Turkish companies 
often perform rather poorly in this re-
spect.

MSI TDR: What approach do you use if 
you can’t find the solution in Turkey?
Böke ŞAHİN: As I mentioned, we have a 
flexible business model, and if we can’t 
find the solution in Turkey or on time, 
we can look for other sources to meet 
the needs of Saudi Arabia. For example, 
Saudi Arabia was once in urgent need of 
a mine detector, and since such a prod-
uct was not available in Turkey, we pur-
chased it from an American company. 
Now, we provide user training. We are 
also working towards eventually car-
rying out the assembly phase in Saudi 
Arabia. In the following period, in addi-
tion to the detectors, the procurement 
of vehicles to carry these detectors will 
also come onto the agenda. Once this 
happens, we will make new investiga-
tions about the solutions Turkey can 
offer.

MSI TDR: What kind of activities do you 
carry out with prime contractors?
Böke ŞAHİN: Al-Esnad, our partner, is 
also the Saudi Arabia representative of 
some of Turkey’s leading prime con-
tractors in the defence industry. We, 
as ESNAD Defense, provide support 
for such activities - which are generally 
conducted for big tenders in Saudi Ara-
bia - in the fields of presentations, test-
ing, and infrastructure activities.
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All Turnover Comes 
from Exports
MSI TDR: Can you provide us with 
some information about the turnover 
of ESNAD Defense? Would you like to 
tell us about your turnover targets?
Böke ŞAHİN: Last year, in the five-month 
period between August when we estab-
lished the office and started work and 
the end of the year, we had a turnover of 
$5.5 million. And our turnover in the first 
six months of this year was around $5 
million. We expect a serious increase in 
the second six-month period, especially 
towards the end of the year. Our target 
is to reach a turnover of $12 million this 
year. I should emphasise that our entire 
turnover comes from exports.
Since the modernisation projects in 
Saudi Arabia are currently on our agen-
da, we’ve set our turnover targets ac-
cordingly. We estimate that the real po-
tential will start to come to light in 2017; 
however, we haven’t yet set concrete 
targets for turnover or the number of 
personnel for 2017 and beyond. We pre-
dict that these figures will increase; but 
we need some more time to estimate by 
how much we will grow.

MSI TDR: The following has actually 
been discussed by the industry for some 
time: For Turkey to export its defence 
and aerospace products, there is a 
need for a mercantile class that could 
manage such processes in international 
markets. From what you have told us, 
can we assume that ESNAD Defense is 
trying to undertake such a role?
Böke ŞAHİN: Yes, your assumption is 
correct. In fact, the meetings we had 
with STM when I was working as a man-
ufacturer has had an impact on the de-
velopment of our working methodology. 
At the time, STM officials came to us 
and told that they are willing to market 

abroad the products of domestic manu-
facturing companies that have their own 
products. They asked for our product 
brochures and told that they would use 
them to market our products abroad by 
using their connections.
Of course, our current approach is 
slightly different. Now, instead of bring-
ing the products or brochures of such 
companies, we directly involve the ex-
ecutives of the relevant companies, and 
travel abroad together with them. The 
company executives can then promote 
their products first hand, and also see 
those countries and get to know the cus-
tomer. So it will be more accurate to say 
that we are forming a kind of commer-
cial committee focused on exports.

We’re Taking the Field 
to Make Exports
MSI TDR: When looking at the activities 
being carried out to increase exports, 
we can only see country-specific 
cooperation days, or special events 
consisting of business meetings. Could 
we say that the concept being proposed 
by ESNAD Defense is a new approach?
Böke ŞAHİN: I don’t know for certain if 
there are other examples, like ESNAD 
Defense, in other countries, but for 
Turkey, yes, this is a new model. We’re 
working in the field and we’re introduc-
ing an export model based on fieldwork. 
This is a market that we know very well 
and from up-close, and it’s one in which 
we have a very strong and important 
partner. We also know the industry in 
Turkey very well. So we go to the field 
and speak directly with people, say-
ing “Look, here is what is needed, and 
here is the company [that will meet 
this need]. Let’s make it, bring it, try it, 
test it, and work on it together!” When 
ESNAD Defense was first established, it 
was thought that we were their repre-

sentative office, and that we were only 
there to have meetings. However, since 
then, we have shown through our work 
that this is not the case, and we will con-
tinue to show this.
The methods we have implemented so 
far have consisted only of arranging 
meetings between businessmen and 
government authorities in suits and in 
certain environments. Bids were sub-
mitted and received; however, there 
weren’t many trade activities. I would 
like to repeat the following: We have 
brought a new model and approach 
based on going to the field, in which we 
are strong, with other companies.

MSI TDR: So, can we say that ESNAD 
Defense will make a serious contribution 
to Turkey’s 2023 export target, which 
has been set for the industry?
Böke ŞAHİN: If we have a look at what 
we have already achieved in less than 
1.5 years since we were established, 
you are quite right. There is also another 
point that shouldn’t be missed: ESNAD 
Defense’s contribution to exports is not 
only reflected in its own figures. We 
also help establish business connec-
tions. Some of the projects are wholly 
conducted through us, while in others 
we establish the ties, after which the 
project is implemented by the relevant 
parties themselves. In the latter case, 
the amount of exports made within the 
context of the project will appear in the 
turnover figures of the relevant compa-
ny. Taking this into account, I consider 
that we will create a very significant 
business volume. Both we and the com-
panies with which we cooperate will uti-
lise this potential.

MSI TDR: In which events are you planning 
to take part in the upcoming period?
Böke ŞAHİN: We would like to promote 
our company and reach a larger num-
ber of Turkish firms. With this aim in 
mind, we will participate in the Indus-
trial Cooperation Days in Defense and 
Aerospace (ICDDA) to be held in Ankara 
this October. We should like to take part 
in IDEF 2017, with a big stand where we 
can also hold meetings.

On behalf of our readers, we would like 
to thank Böke Şahin, General Manager 
of ESNAD Defense Systems Inc., 
for taking the time to answer our 
questions and for providing us with 
such valuable information.


