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Abstract 
Companies tend to internationalize for many reasons and use various me-
thods. Joint Ventures (JVs) are one of the most common methods to establish 
partnerships. Partnership enterprises benefit from the market experience of 
their foreign partners, transferring technology and information, resources and 
talent pool, and exceeding legal limitations. Although JVs provide economic 
benefits for companies, they face significant challenges. The aim of the study 
is to reveal the reasons of the companies to make strategic alliances in the in-
ternational arena such as joint venture and other formations and the mana-
gerial challenges they face with a case study. This paper examines ASELSAN, 
which is one of the most important institutions of Defense Sector in Turkey. It 
analyzes the reasons of being a participant of JVs and the way of internationa-
lization. An evaluation was made in line with the answers received from the 
management levels. ASELSAN’s internationalization and the reasons for its 
participation in foreign countries coincide. However, the reason for interna-
tionalization is “increasing the international brand value of Turkey.” In addi-
tion to the similarities to those provided in the literature, ASELSAN has its 
own unique methods in terms of the challenges and difficulties encountered 
in the implementation of overseas plans, control and coordination problems. 
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1. Introduction 

Because of the widespread use of fast and intensive communication opportuni-
ties, the development of new technologies, the increase in free trade across bor-
ders, and the intensification of the global competition, businesses are in an in-
ternationalization trend in order to expand their markets, increase sales, acquire 
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new resources, diversify in a product or service, and minimize the risk of com-
petition. Due to increased internationalization trends, strategic alliances are 
gaining importance worldwide for various reasons. Strategic alliances represent a 
medium that can create scale and scope advantages necessary to be competitive 
on a global basis (Vaidya, 2011). In this context, this paper examines ASELSAN, 
which is one of the most important institutions of Defense Sector in Turkey and 
analyzes the reasons of being a participant of JVs and the way of internationali-
zation. 

Most of the enterprises use one of the five (5) basic international structures. 
The first phase of internationalization takes its place in the global world through 
importing and exporting, licensing and franchising, strategic alliances and joint 
ventures, and foreign direct investment (Bovée & Thill, 2017). Businesses, how-
ever, find themselves in a very intense competition while operating globally. 
Moreover, businesses influence factors such as political, cultural, economic, so-
cial, and legal. In order to provide superiority to customers in such an environ-
ment, businesses must provide customers with high-quality products at fair 
prices with good service (Nickels et al., 2010), develop global business strategies, 
create global goals and use different methods. 

Nowadays, companies or business units may form a strategic alliance for a 
number of reasons, including; obtain or learn new capabilities, obtain access to 
specific markets, reduce financial and political risk (Wheelen et al., 2015). The 
motives of the strategic alliance are comprised of possibilities related to better 
and faster access to technologies, form added value and derive profit (Kinderis & 
Jucevičius, 2013), gain competitive advantage over their rivals (Obioma, 2017), 
and consolidate forces, set new global standards, deal with competition, over-
come protective obstacles, fill a gap, benefit from various sources or save on la-
bor costs that are the other reasons for the strategic alliances. However, foreign 
direct investment has difficulties due to legal, political, cultural differences in 
every country. International firms tend to engage in joint ventures or allies in 
foreign countries. 

Enterprises benefit from the market experience of their strategic partners, 
transfer technology, information, and resources from them, and exceed the legal 
limitations. In addition, it is not easy to carry out and sustain such mergers. In 
order to continue their activities in this direction effectively, companies must 
take into account the national cultures, political systems, economic structures of 
foreign countries as well as various international organizations. Because these 
types of alliances have a significant impact on the organizational structure and 
culture, management style and human resources function. For this reason, en-
terprises should analyze the labor structure, legal regulation, economic condi-
tion, socio-cultural structure, physical location, and political system of the coun-
try where they will operate as associates, and determine their strategic objectives 
according to the data obtained from the analysis. Enterprises, which are subsidi-
aries in overseas, must comply with their strategic objectives and local and for-
eign environmental requirements. 

https://doi.org/10.4236/jss.2020.84039


D. Bingöl, S. Begeç 
 

 

DOI: 10.4236/jss.2020.84039 540 Open Journal of Social Sciences 
 

Although there are many reasons for the strategic alliance, it is a complex and 
risky initiative that often fails to deliver anticipated benefits (Petruzzellis et al., 
2016). Several studies, using various samples of joint ventures and other strategic 
alliances, have set of failure. The difficulties arising from the structure of the 
merger, double-headed management, and the decision-making process slowed 
down due to the constant discrepancy between the partners, conflicts and disa-
greements between the partners on the objectives (Lane & Beamish, 1990), dif-
ferences in organizational culture (Brown, Rugman & Verbeke 1989). Especially, 
conflicts may lead to the dissolution of the alliance at any stage of its formation 
and development (Nikolova et al., 2014). Conflicts and disagreements among 
partners, there are also important difficulties such as; clash of cultures and in-
compatible personal chemistry, lack of clear goals and objectives, lack of trust, 
lack of coordination between management teams, differences in operating pro-
cedures and attitudes among partners, relation and performance risks. Strategic 
alliances especially might create a future local or even global competitor due to 
these associations (Elmuti & Kathawala, 2001).  

In addition, the initial conditions play an important role in the success of 
strategic alliances. For example, the agreement for joint venture, a type of stra-
tegic alliances should base on balanced interest and risk sharing and mutual 
compliance and trust. On the other hand, the reliability of partners should be 
evaluated in terms of management style, cost effectiveness, experience of coop-
eration situations, the risk of creating a potential competitor (Prevot, 2006). 

It is also a fact that the pitfalls of such alliances have not been adequately stu-
died, although considerably time and effort has been spent on revealing condi-
tions that play an important role in the success of strategic alliances, and in par-
ticular, the tactical impetus for joint ventures as a strategic alliance. 

2. Theoretical Framework 
2.1. Reasons for Internationalization in Partnerships 

As is known, companies need to internationalize due to reasons such as: 1) To 
increase sales, 2) to improve profitability, 3) to provide short-term and 
long-term security, 4) to increase innovation, 5) to have special market know-
ledge, 6) to take advantage of scale economy, 7) to learning from international 
markets, and 8) to increase competitiveness. However, the global economy re-
quires companies to transform themselves into global or international compa-
nies that can compete with anybody, anywhere, anytime. This requirement 
means that companies use a variety of dimensions or methods to achieve a new 
level of competitive advantage. The global economy requires firms to transform 
themselves into global companies that are able to compete with anybody, any-
where, anytime. This imperative means that companies must excel in a number 
of dimensions that create a new level of competitive advantages (Vance & Paik, 
2006). Companies that go to internationalization use import, export, license 
agreements, partnerships and foreign direct investment. 

https://doi.org/10.4236/jss.2020.84039


D. Bingöl, S. Begeç 
 

 

DOI: 10.4236/jss.2020.84039 541 Open Journal of Social Sciences 
 

2.2. International Joint Ventures as Alliances 

Companies can prefer to use foreign direct investment as a method of interna-
tionalization, especially because of growing, taking advantage of the labor force 
and resources in foreign countries and taking advantage of tax benefits. Howev-
er, foreign direct investment is not allowed in many countries in order to protect 
political, nationalist movements and local enterprises. For this reason, compa-
nies are trying to cooperate or establish partnerships with local businesses in 
foreign countries. These mergers or partnerships, also called international stra-
tegic subsidiaries, have increased as a tool of choice for many years to increase 
the products of the companies, expand their market areas or increase their cus-
tomers. International strategic alliances have been growing importance in recent 
years as a choice vehicle for companies to expand their product, geographic or 
customer reach. For example, between 1990 and 1995 the number of local and 
international alliances grew by more than 25 percent annually (Bleeke & Ernst, 
1995) and between 1990-1999 the number of international strategic alliances ac-
counted for 68% (numbering 62,000) of all alliances (Kang & Sakai, 2000). Ac-
cording to the Sandström and Weimer’s research, there has been an overall in-
crease in partnerships and emphasis on implementation over the past years in 
Europe and the European Union is the most important region for international 
collaboration, followed by Asia, North America and other European countries 
(Sandström & Weimer, 2016). 

Companies that are increasingly involved in strategic mergers, often collabo-
rate in a shared strategy and vision practice to manage their environment and 
markets more effectively and increase their profits (Tayeb, 2005). The partner-
ship between British Airways of England and Qantas of Australia can be shown 
as an example of a successful international partnership. In this partnership, the 
two airlines exchange expertise in a two-way style and share common strategies, 
core values, and information systems (Tayeb, 2005). 

Such subsidiaries may be in the form of merger and consortium, or, as the 
most commonly used, joint ventures. Joint Ventures, often referred to as com-
pany marriages or joint ownership, are stated to occur when two or more com-
panies jointly establish and own a new business or company (Can, 2015). Joint 
ventures are business agreements whereby two or more owners create a separate 
entity (Harrigan, 1988). Such a partnership can be established between local 
businesses as well as between a foreign company and a local business. The In-
ternational Joint Venture may take the form of a company joining a local entity 
in a foreign country, purchasing a part of the local business, or establishing a 
new business with local business (Can, 2015). While joint ventures may be oper-
ational and informal, such as an agreement with two companies to share a stand 
at a trade show, they represent a very useful strategic choice (Clegg et al., 2019). 

International Joint Ventures, a mechanism for growth and expansion, is suit-
able for small businesses as well as large enterprises. Because small businesses 
have a flexible structure and can adapt to the environment more quickly, they 
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can expand or create market opportunities beyond their existing internal capaci-
ties (Tayeb, 2005). Businesses and MNCs, especially today, can explain the rea-
sons behind entering joint venture agreements as: (Datta, 1988) 
• To enter new and potentially profitable markets, 
• To share high economic risks with new business partners, 
• To reduce the risk of nationalism and expropriation, 
• To maintain good relations with host country governments, 
• To achieve synergistic benefits, bring together organizational knowledge. 

On the other hand, Tayeb (2005) summarizes some of the major motives for 
the creation of international joint ventures. These motivators are Risk reduction, 
Risk decrease, Rationalization of product and scale economies, Overcome or 
blocking competition, Bypassing national protectionist policies, Technology de-
velopment, Entry to foreign markets, Simplifying initial international enlarge-
ment, Resource expertise, Vertical integration, Diversification, Exchanges of 
supplementary technologies and patents, Reinforcement of market position, 
Acquiring lower cost locations, Market power, Market development, and Large 
projects.  

The International Joint Ventures (IJV) provide many advantages for partners. 
However, the formation and maintenance of an IJV brings with its risks. In or-
der to minimize these risks, it is necessary to follow a process in the formation of 
the partnership. The first step of this process is undoubtedly planning. At this 
stage, purpose and objectives of the partnership should be determined. The rela-
tionship has to be supported by executive leadership and formed by lower man-
agement at the highest, macro level (Išoraitė, 2009). The second stage is the se-
lection of the partner. Trust and sensibility among the partners are an important 
condition in maintaining the partnership after its establishment. It is a prerequi-
site for the success of the joint venture to select the right partners who will be 
trusted and experienced. Strategic alliances initiate with planned targets that 
strengthen the competitive power of the organizations involved in the alliance 
(Akpotu, 2016). The characteristics of partners must be complementary. After 
determining the strategic cooperation, technological (Ajao et al., 2015), market, 
financial, human resources requirements (Gong et al., 2005), and management 
studies are carried out to determine the feasibility of the partnership and wheth-
er it is worth the risk or not. After that, a written agreement is signed between 
the partners and the conditions, including the rights and responsibilities of each 
partner, are determined. These conditions include the amount of shares each 
partner in the partnership, management authority has, etc. No matter how me-
ticulously the establishment phase is carried out, there is a high probability of 
coming across the risks involved in maintaining the partnership.  

The joint venture is formed when a given opportunity is too complex, uneco-
nomical, or risky for a single firm to pursue alone, or when an endeavor requires 
a broader range of competencies and know-how than any firm can marshal 
(Wheelen et al., 2015) (David & David, 2017). However, unstable governments 
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in the host country, fluctuating currencies, very tense communication and insuf-
ficient transport infrastructure are important risk factors in this regard (The 
Economist, 1986). Even though a positive climate prevails in the country where 
the partnership will be established, during the formation of the partnership, it 
may change further. For example, nationalist movements are a danger for for-
eign partners. Apart from these, a joint venture analysis also requires an ade-
quate assessment of the objectives of host country government. While the role of 
the host country government may be direct or indirect, any one may rarely re-
duce its influence. In fact, a joint venture strategy selects out of the need to meet 
the objectives of the host country government (Datta, 1988). The aims of these 
governments are the employment of the local workforce in JV organizations, 
import substitution, foreign exchange, and the minimization of foreign control 
of local industry (Wright & Russel, 1975), shared control of business and risk of 
losing specialized technology the partners (Solomon et al., 2016). In addition, 
differences in legislation and, of course, diversities, above all, pose risks.  

There are also structural and managerial reasons as well as external environ-
mental factors that prevent the existence of IJVs and even other strategic al-
liances. Therefore, the life of these alliances does not last much longer. Such as, 
Bleeke and Ernst (1995) point out, the term alliance can be deceptive. In many 
cases, an alliance really means an eventual transfer of ownership. The median 
life span for alliance is only about seven years, and nearly 80 per cent of joint 
ventures—one of the most common alliance structures—ultimately end in a sale 
by one of the partners (Peng & Shenkar, 2002). Many reasons such as strategic 
misfit, preoccupation with short-termism, and incompatible organizational and 
human resource management policies have been offered by researchers as the 
causes of the relatively high failure rate of alliances (Tayeb, 2005). For instance, a 
major cause for cooperative failure is managerial behavior. In nature, coopera-
tion differs fundamentally from the competition. Whereas competitive processes 
are well understood and practiced daily, the key success factors in cooperative 
processes are widely ignored in the same vein, (Niederkofler, 1991). A researcher 
asserts that alliances fail because operating managers do not make them work, 
not because contracts are poorly written (Harrigan, 1986). 

2.3. Management and Implementation of Joint Ventures 

As mentioned before, partnerships, especially, joint ventures have significant 
economic benefits in foreign countries. However, significant costs arise in the 
implementation of these partnerships, because, in these initiatives, people who 
have different goals, different expectations, different cultures and different cha-
racteristics establish partnerships. On the other hand, there are problems in the 
management of these partnerships. Shared decision-making makes them diffi-
cult to manage. Such a situation tends to form fragile relationships with high 
failure rates. In fact, in a study, the failure rate was found to be 45% - 50% (Bea-
mish, 1985). Behavioral, cultural and managerial obstacles play a priority role in 
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the failure of the implementation of joint ventures. These barriers make it a 
challenging task for senior executives of a joint venture to be effective (Datta, 
1988). For instance, different organizational barriers, such as departmentaliza-
tion structures, exist which limits the ability to transfer information across the 
intra-organizational barriers (Heimeriks & Duysters, 2007). For that reasons the 
joint ventures are hard to control, and a delay or performance misfortune by any 
participating business delay the others and cause project problems (Daniels et 
al., 2019). 

Culture is one of the most important factors affecting the success of IJVs. 
Culture has a significant effect in shaping the laws of a country, the values of 
the people of that country, consumption habits, working styles, relations be-
tween people, etc. However, the culture of each nation is different and the 
manager of the partnership should consider this diversity. Because the diversi-
ties in people’s values, beliefs and behavior patterns are important for interna-
tional alliances. Many of the problems and misunderstandings in joint venture 
stems from the cultural diversity present at both national and organizational le-
vels (Datta, 1988). This situation shows the necessity of international human re-
sources management. Because, behavioral and cultural differences between 
partners cause conflicts. Therefore, the situation should analyze during the for-
mation of joint ventures. 

One of the other important issues in the implementation of the International 
Joint Ventures is the determination of managers. When the partnership agree-
ment is over, it is decided which partner will be the dominant in the manage-
ment of the joint venture or a shared management is decided. If the foreign 
company owns more than 50% of the venture, they send expatriate to the man-
agement of this partnership. Although the cost of sending managers from the 
home country is high, there are important reasons for the partner company. We 
can list these reasons as follows: 
• Partner companies can supervise their foreign subsidiaries in these countries. 
• As is known, every organization wants its own organizational culture to be 

valid in common companies. For this reason, expatriates work in the organi-
zational culture. 

• One of the most important problems is control of the partnership. The expa-
triates may do this control effectively. 

3. Research 

The aim of the study is to reveal the reasons of the companies to make strategic 
alliances in the international arena such as joint venture and other formations 
and the managerial challenges they face with a case study.  

In this context, we will examine the ASELSAN example, which is one of the 
most important institutions of the Defense Sector in our country. We will also 
analyze the reasons of being a participant of the joint ventures and the way of 
internationalization. In addition, the process of formation and maintenance and 
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the ways in which these problems are solved. We sent a letter that includes ele-
ven (11) questions to the ASELSAN representatives. We try to examine due to 
the response of the legal representative of the ASELSAN. 

3.1. Information about the ASELSAN 

On their website, ASELSAN defines itself as “a Turkish Armed Forces Founda-
tion Company. In order to serve the communication necessities of the Turkish 
Army by national needs, it was founded in 1975. 25.7% of the total amount of 
shares runs in the İstanbul Borsa stock market whereas the remaining 74.2% of 
the shares are owned by the Foundation. ASELSAN is the huge Turkish defense 
electronics company whose capability/product portfolio comprises air defense 
and missile systems, automation, avionics, command and control systems, 
communication and information technologies, electro-optics, land, naval and 
weapon systems, medical systems, radar and electronic warfare, security, traffic, 
transportation, and unmanned systems (ASELSAN, 2019).  

As Turkey is a member country of NATO, ASELSAN maintains its produc-
tion in accordance to NATO Quality Assurance Standards and international 
military standards for the products distributed to both internal and external 
markets. ASELSAN operates in the fields of the design, development, produc-
tion, system integration, and after-sales services of Military Communications Sys-
tems, Command, Control, Communication, Computer, Intelligence Reconnais-
sance and Surveillance Systems, Electro-Optic Systems, Electronic Warfare Sys-
tems, Navigation and Avionic Systems, Naval Systems, Radar Systems, Traffic and 
Toll Collection Systems, Unmanned Systems, and Weapons Systems (ASELSAN, 
2019).  

ASELSAN exports these indigenous products in international markets 
through different cooperation techniques with local partners and listed as one 
of the top 100 defense companies of the world (Defense News Top 100). 
ASELSAN has aimed to be a company that keeps its sustainable growth by 
creating value in the global market; preferred due to its competitiveness, 
trusted as a strategic partner, and caring for the environment and people 
(ASELSAN, 2019). One of the partnership of ASELSAN is SADEC LLC. Table 
1 shows that the Local and Global Subsidiaries, Affiliates and Marketable Se-
curities of ASELSAN.  

The registration of SADEC LLC Corporation was completed on 27 December 
2016 as part of its efforts to establish a joint venture with TAQNIA DST in Saudi 
Arabia. The capital of the company is SAR 22.5 million (USD 6 Million). With a 
50%-50 percentage partnership between ASELSAN and TAQNIA DST to carry 
out the production, development and maintenance, repair of electronic devices 
and systems to meet Saudi Arabia’s requirements for radar, electronic warfare 
and electro-optical systems. It is planned that the necessary infrastructure and 
production facility investments of the Company will be completed within two 
years (ASELSAN Annual Report, 2017). 

https://doi.org/10.4236/jss.2020.84039


D. Bingöl, S. Begeç 
 

 

DOI: 10.4236/jss.2020.84039 546 Open Journal of Social Sciences 
 

Table 1. The local and global subsidiaries, affiliates and marketable securities of ASELSAN. 

Local Subsidiaries Name of the Subsidiaries Share Amount ASELSANs Share (%) 

1 
ASELSANNET Elektronik ve Haberleşme Sistemleri Sanayi 

Tic. İnşaat ve Taahhüt Ltd. Şti. 
3.300.000.00 TL 100.00 

2 Mikro Elektronik Ar-Ge Tasarım ve Tic. Ltd. Şti 55.250.00 TL 85.00 

3 YİTAL Mikro Elektronik Sanayi ve Ticaret A.Ş. 8,905,875.00 TL 51.00 

4 ASELSAN Hassas Optik San. ve Tic. A.Ş. 6.500.000.00 TL 50.00 

5 ASELSAN BİLKENT Mikro Nano Tek. San. ve Tic. A.Ş. 9.000.000.00 TL 50.00 

6 ROKETSAN Roket San. ve Tic. A.Ş. 21.906.222,86 TL 14.897 

7 ASPİLSAN Enerji San. ve Tic. A.Ş. 56.000.00 TL 1.00 

Global Subsidiaries Name of the Subsidiaries Share Amount ASELSANs Share (%) 

1 ASELSAN Baku Company 1.735.212,00 USD 100.00 

2 ASELSAN Malaysian Sdn. Bhd. 100 Malaysian Ringit 100.00 

3 SADEC LLC. (Saudi Defense Electronics Company) 11.250.000 Saudi Arabian Riyal 50.00 

4 ASELSAN Middle East PSC. Ltd. 1.225.000,00 Jordanian Dinar 49.00 

5 IGG ASELSAN Integrated Systems LLC. 98.000,00 UAE Dirham 49.00 

6 Kazakhstan ASELSAN Engineering LLP. 3.464.300.000,00 Kazakhstan Tenge 49.00 

 • (ASELSAN Annual Report, 2017)   

3.2. Questions, Answers and Comments (Q, A & C) 

Q 1: What are the reasons for the internationalization of ASELSAN? 
A 1: With its vision “To be a reliable, competitively preferred, environ-

ment-friendly and human conscious technology firm, which preserves its sus-
tainable growth in the global market via the values, created for stakeholders, as 
well as serving its establishment purposes”. And in the framework of its mission 
“By focusing primarily on the needs of the Turkish Armed Forces; to provide 
high-value-added, innovative and reliable products and solutions to both local 
and foreign customers in the fields of electronic technologies and system inte-
gration; continuing activities in line with global targets as well as increasing 
brand awareness and contributing to the technological independence of Tur-
key”. The causes of internationalization of ASELSAN;  
• Contributes to the sustainable growth target (market access), 
• To be able to offer added value products to the world markets, 
• Increasing competitiveness, 
• Benefits from the international markets (cost, know-how, experience) and 
• To increase its brand value in the global market. 

Q 2: What are the reasons for the strategic allies in foreign countries of 
ASELSAN? 

A 2: It is an important tool for achieving its vision and mission to realize local 
cooperation with foreign countries and to realize this vision strategically and 
economically. For this reason, there are strategic allies in foreign countries that 
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are considered to contribute to achieve these aims. 
Q 3: What are the reasons for ASELSAN Baku Company’s direct invest-

ment? 
A 3: 

• To develop military, technological, strategic and economic cooperation at the 
highest level with Azerbaijan, which has an important historical, cultural and 
strategic connection. 

• To ensure that the maintenance, repair and maintenance activities of our 
products sold in Azerbaijan are carried out and carried out fast. 

Q 4: Is there an assigned company executive from Turkey in ASELSAN 
Baku Company? 

A 4: Company Director appoints from Turkey. 
Q 5: What are the advantages and disadvantages in the formation and the 

realization of strategic allies? 
A 5:  

• Advantages 
 ASELSAN’s brand image, 
 Company experience in international company foundation and partnership, 
 Well bilateral relations, 
 Economic, commercial and technological cooperation between partner 

countries. 
• Challenges: 
 Negotiation processes related to the Company’s articles of association and 

partnership privileges, 
 Differences in legislation, 
 Political risks, 
 Cyclical risks. 

Q 6: How is control and coordination carried out in your allies? 
A 6:  

• There is a directorate responsible for coordination.  
• Control and coordination are ensured by this directorate; 
 The presence of ASELSAN representatives on the Company’s Board of Di-

rectors, 
 Appointment of the manager by ASELSAN, 
 Establishment of decision making mechanism (unanimous decision of Board 

of Directors, etc.), 
 Arrangements of the main contract, 
 Ensuring regular information flow from subsidiaries and affiliates; 
 Internal and external audit carried out in affiliates and its subsidiaries. 

Q 7: What are the criteria for selection and appointment of managers in 
SADEC LLC, where there is 50% participation? Is it from the host country 
or from the allies’ country? 

A 7: According to the signed protocol, the Company General Manager (CEO) 
must be a Saudi citizen and the Company Technical Manager (COO) must be a 
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Turkish citizen. The SADEC Board of Directors appoints the candidates pro-
posed by the partners. 

Q 8: How did the appointment of managers in the partnership where 49% 
of the shares? 

A 8: In such affiliates, the Company’s articles of association, the company 
manager being a Turkish citizen, as well as the deputy director positions are 
considered to be a local manager. The Board of Directors appoints the proposed 
candidates. 

Q 9: What are the problems about social, cultural and legal diversities in 
investments and affiliates? How were these problems overcome? 

A 9:  
• Local expert support is available on legal issues. 
• Cultural and social differences are solved by the communication at each 

stage. 
• Such problems are diminishing with learning effect over time. 

Q 10: What are the steps of ASELSAN’s strategic allies in a foreign coun-
try? 

A 10:  
• Intention agreements between countries and companies, 
• Concrete project and cooperation opportunities, 
• Company foundation, 
• Establishing the organizational framework of the company, 
• Acquisition of core competencies, 
• Ensuring transactions and information flow related to partnership rights, 
• Harmonization of the parent company and its affiliate aims and strategies, 
• Transition to other stages of maturity. 

Q 11: How does ASELSAN’s planning process take place in strategic 
allies? 

A 11:  
• The Board of Directors approves the annual budget and activity plan. 
• Periodic meetings are held with our associates and affiliates on the activities 

and strategic targets. 
• The executives assigned to the associate periodically report to the Board of 

Directors of ASELSAN and take the expectations of the Board of Directors of 
ASELSAN for the following period. 

4. Conclusion 

This paper focuses on the partnership implementation of IJV as the example of 
the ASELSAN. ASELSAN is a Turkish Armed Forces Foundation company in 
order to serve the communication necessities of the Turkish Army by national 
needs since 1975. Even if ASELSAN has other global and local Subsidiaries, we 
examine the joint venture form of the SADEC LLC Corporation with TAQNIA 
DST in Saudi Arabia.  
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This international joint venture has significant advantages and challenges. 
According to the response, market access, cost, know-how, experience, brand 
image, company experience, bilateral relations, economic, commercial and 
technological cooperation between partner countries are advantages and negoti-
ation processes, differences in legislation, political and cyclical risks are the main 
disadvantages. These reflect the similarities of the literatures of the international 
partnerships. International joint venture is like a marriage. You need to spend 
time and challenge into the relationship with your partner. 

In the qualitative study we conducted in relation to ASELSAN, it was trying to 
determine why ASELSAN was going to internationalize. 

According to the results, it is determined that ASELSAN is internationalized 
due to the reasons mentioned in the theoretical section. However, ASELSAN has 
a different reason than the literature suggested, for this reason, “increasing the 
brand value of our country in the international arena”. In this context, its pres-
ence in foreign countries depends on the company’s vision and strategic objec-
tives. 

ASELSAN carries out the formation of its foreign subsidiaries in a certain 
process. Our explanations about this process and its steps can contribute to the 
literature. On the other hand, it is stated that ASELSAN’s brand image provides 
facilities for the formation and implementation of subsidiaries. It emphasizes 
that there are important challenges in the formation process of legislative dif-
ferences and politicians. There is no answer to the fact that cultural differences 
constitute an obstacle. 

The appointment of managers in foreign countries is one of the most debated 
issues in the literature. The investment manager is appointed in ASELSAN Baku 
from Turkey as a Company Director. The company manager must be a Saudi 
citizen and the Company Technical Manager should be a Turkish citizen.  

It is envisaged that the company manager will be a Turkish citizen in the in-
stitutions where there is a 49% stake, as well as the appointment of assistant 
managers from the host country. As is known, the control and coordination of 
foreign subsidiaries are important. For this reason, ASELSAN considers ap-
pointing managers to these institutions, taking unanimous decisions of the 
board of directors, in particular, and ensuring a regular flow of information 
from subsidiaries and affiliates. 

As a general consideration, ASELSAN continues its relationships in the same 
way as in the process of establishment. When we designed this study, we aimed 
to do an in-depth case study. However, it was not possible to obtain the neces-
sary information for an in-depth study from ASELSAN. They just gave us gener-
al information. 

Therefore, we would like to mention that it would be useful for those who will 
do research in this field. Researching the applications of internationalized com-
panies of our country scientifically will contribute significantly to the literature 
and Turkish Companies. 
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