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CEO'DAN MESAJ / MESSAGE FROM CEO

ylal ayi, okullarin acilmasiyla birlikte sadece

cocuklar ve gencler icin dedil, is hayati icin de

yeni bir baslangicin simgesi. Yaz rehaveti bit-

ince isler hizlaniyor, iletisim artiyor. Bircok firma
yeni firsat ve pazarlari arastirmaya, ihtiya¢ duydugu
elemanlari bulmaya yoneliyor. Ancak olay iyi elemanlari
bulmakla bitmiyor. Zira kendi icinde belli bir sistemi ol-
mayan firmalar icin, elemanlarini verimli kullanmak ve
dogru sekilde yonlendirmek cogu kez imkansiz hale
geliyor.

A PROPER BULLETIN!

YERLI YERINDE BIR BULTEN!

CPM olarak son donemde cok sey basardik. Kisa zamanda ekibimizi hem
yeniledik ve genislettik hem de cok ciddi bir egitim slirecine tabi tuttuk.

Sizlerle bulustugumuz bu ilk sayimizda, biz de ilk
olarak sistemlesme kavramini ele almayi tercih et-
tik. Clnkd eldeki biitiin veriler ayni yone isaret ediyor:
Sistemlesmeyen firmalarin glinimiiz rekabet ortaminda
hem verimlilik hem de kalicilik olarak pek fazla sansi yok.

Zaten ERP sistemlerinin 6nemi tam da bu noktada
devreye giriyor. Sirketlerin gelecedine yoénelik hayati
bir yatirim olarak hem deder kazaniyor hem de deder
kazandiriyor. ERP sistemleri alaninda yillarin deneyimiyle
yizlerce basarili projeye imza atmis olan CPM icin ise,
elinizde tuttugunuz bu biilten farkli bir degeri daha temsil
ediyor. Uzmanlgimizi paylasacagimiz, géziimiize ¢arpan
sorunlara ¢6zim arayacagimiz, farkli sektorlerin 6nemli
oyuncularindan yorum alacagimiz, ERP alaninda giincel
ve 6nemli olan ne varsa bir araya getirecegimiz islevsel
bir platform sunmak istiyoruz. icerigi ve tasarimiyla 6ne
cikan, faydal, ilgi cekici ve cok sesli bir platform... ilk
sayimiz, uzun soluklu bir maratonun ilk adimu.

CPM olarak son donemde cok sey basardik. Kisa
zamanda ekibimizi hem yeniledik ve genislettik hem
de cok ciddi bir egitim slirecine tabi tuttuk. Yenilikgi
yapimiza ¢cok daha uygun buldugumuz Flat Ofis’e
tasindik. Bitiin bu gelismelerin aslinda tek bir amaci
var: Musterilerimizi daha iyi anlamak, onlara daha iyi
hizmet vermek ve daha miikkemmel sistemlere imza
atmak. Bu sayidaki yazilarimiz arasinda daha bircok
yeni haberimiz de var. Diinyada kendi alaninda lider
olan Qlickview ile ¢6ziim ortakligina basladik ve size
biraz da bundan bahsettik. Bir diger makalemiz ise
son donemde giindeme gelen e-defter'le ilgili. Kafa
karisikligina son vermek amaci ile soru-cevapli bir
yazi hazirladik. Yenilik¢i ve yaratic uygulamalariyla
bize ilham veren, Vatan Bilgisayar'in Yonetim Kurulu
Baskani Sayin Hasan Vatan'a réportaj icin tesekkir
ederiz.

CPM adina hepinize verimli bir sonbahar dileriz.

September symbolises a new beginning for both
students who head back to school and those in the
business world. As summertime sluggishness ends,
business starts to pick up and communication in-
tensifies. Many companies start to look into new
markets and opportunities as well as looking for
staff members they need. However, it isn’t enough
to find good staff members. For companies that do
not have a system of their own, it often becomes
impossible to use staff members efficiently and gu-
ide them correctly.

In the first issue in which we meet our readers, we
decided to take on the concept of systematisation.

All of the data we have point in the same directi-
on: Companies that do not systematise do not have
much chance of efficiency or permanence in our
current competitive environment.

This is exactly the point at which ERP systems beco-
me important. As a crucial investment towards the
future of companies, it is both valuable and creates
value. For CPM, a company that has undertaken
hundreds of successful projects with many years
of experience in ERP systems, the bulletin you hold
in your hands represents another accomplishment.
We want to offer a functional platform where we
will share our expertise, look for solutions to issues

that stand out, get commentary from the leading
players in different sectors, and bring together
everything that is current and important in the
sphere of ERP. A beneficial, exciting platform that
stands out with its content and design as well as
featuring a multitude of voices... Our first issue is
the first step of a long-term marathon.

At CPM, we have accomplished many things in the
recent term. In a short amount of time, we have
both renewed and expanded our team and put
them through a serious training process. We also
relocated to Flat Ofis, which we find to be much
better suited to our innovative structure. All of the-

se developments essentially have one purpose: To
better understand and serve our customers and to
take on more flawless systems. Among the articles
in this issue, we also deliver a great deal of news.
You will find information about our new solution
partnership with Qlickview, an international leader
in its own sphere. In another article, we focus on
the current issue of e-ledger through questions and
answers that we hope will put an end to confusion.
We thank Vatan Computer’s Chairman of the Board
Mr Hasan Vatan for the interview.

On behalf of CPM, we wish you all a productive au-
tumn.

TADINDAN
YENMEZ
ORTAKLIK
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'‘QLIK’
Hizinda
Analize
Hosgeldiniz!

“Yeni nesil ihtiyacglar icin yeni
nesil ¢cozimlerle tanisin. Cok
detayli bircok hizmet QlikView
Tirkiye'nin sorun ¢6zme alanlari
icerisinde yer aliyor.”

lik, 1993 yilinda isvec’de kurulmus bir

teknoloji firmasi, ancak su anda merkezi

ABD’'de bulunuyor. NASDAQ borsasina kote

olan firma, 105 tlkede 35.000'in lzerinde
mus ine 1.700 is ortagiyla hizmet veriyor. Firmanin
Tirkiye ayagi olan QlikView Tirkiye de 20 yila yaklasan
tecriibesi, konusunda uzman ekibi ve 40 is ortadi ile,
250'den fazla misterisinin karar etkinligini arttirma
hedefiyle calisiyor.

Qlik, ¢ok blylk veri kiimelerini saniyeler yani Qlik
hizinda analiz eder, patentli “Etkilesimli Analiz”
yetenedi ile navigasyon saglar ve disiince hizinda
veri kesfi yapar. Kurum ici ve disi (Facebook, Twitter,
Google Analytics vb.), farkli veri kaynaklarindaki ver-
ileri kolaylikla uygulamaya alarak analiz eder. En biyik
veriler Gzerinden bile ¢cok hizli hesaplamalar yapabilir,
mobil ortamlarda calisabilir, analizleri ekip tyeleriyle

paylasarak isbirligine imkan verir. Biitiin bunlar klasik
platformlara gore 4-5 kat daha hizli gelistirerek kurum
kullanimina sunar.

Bu sayede kurumlar, veri icinde gezinerek ve her
tiklamada yeni sorular sorarak islerinin durumunu,
almalari gereken aksiyonlari ve bunlarin parametreler-
ini sekillendirebilir. Ayrica bu bilgileri en ugtaki birim-
lerine dek ulastirabilir, mobil ekiplerine sunabilirler.

Qlik Ffirmasi, 2014 yiina kadar QlikView ile tek
Grin yaklasimiyla ilerlerken, sonrasinda piyasaya
sirdigi Qlik Sense, mobilde dogmus, 6nce mobil
yaklasimiyla gelistirilmis, mobil cihazlardan sadece
izleme degil rahatlikla tasarim da yapilabilen, goér-
selleri akilli cihazlarin ekran biy(kligine otomatik
ve akilli bir sekilde adapte ederek degistirebilen ve
dogal etkilesime en yatkin sekilde dokunmatik olarak
kullanilabilen bir Grin. Bu haliyle sirketlerin is zekasina
bakislarini  yeniden sekillendirmesine kaginilmaz
goziyle bakiliyor. Zira QlikView bir teknoloji firmasi
olmanin 6tesine gecmeyi ve veri odakli is doniisimini
gerceklestirmeyi hedefliyor.

Diyelim ki bir sigorta sirketiniz var. Acenteler dahil
Satis Performans Yoénetimi, Aktleryal Analiz, Hasar
Sdrec¢ Analizi ve Optimizasyonu, Telematik Analizleri,
Hasar Performansi, Misteri Sadakati iliskisi, Hasar ve
Primde Kotl Niyet Tespiti gibi secenekler QlikView
hizmetlerinden sadece bazilari...

Perakendeci iseniz Sepet Analizi, Hedef Misteri Tespi-
ti, Mlsteri Segmentasyonu, Kampanya Performansi, Fi-
yatlama Analizi gibi hizmetler basta geliyor. Dilerseniz
devami da var: Telekom operatorlerinde; finans, insan
kaynaklari ve benzeri kokpitler, harita bazli network ve
musteri analizleri, saha performans yonetimi, bankalar
da; 360 derece misteri, sube, (irin kokpitleri, capraz
satis, fiyatlama similasyonlari, gelir glivencesi, risk,
AML ve insan kaynaklari, segmentasyon ve kampanya
analizleri, tahsilat aksiyonlari, cagri merkezlerinde
calisanlarin hizmet ve satis performanslari, hizmet se-
viyesi takibi, lojistik firmalarinda siire¢ gostergelerinin
takibi, ekip performanslarinin takibi, saha ekiplerinin
izlenmesi, enerji firmalarinda fatura similasyonlari,
operasyonel sistemlerle veri kontroli, gelir glivenc-
esi, yasal raporlama ve cok daha detayli bircok hizmet
QlikView Tirkiye'nin sorun ¢ézme alanlari icerisinde
yer aliyor.

CPM ve QlikView ¢dzim ortaklig ile
artik kullanicilarimiz ¢ogu avantaji
bir arada yasiyor. Uzmanligimzi ve
sektorel tecribelerimizi katarak
QlikView Uzerinde gelistirdigimiz is
zekasi uygulamalan sayesinde daha
konforlu ¢ézimler sunuyoruz.

O 4448177

www.cpm.com.tr

cpm + QlikView

Yerli yerinde
cozumler

m

Yerli yerinde
cozimler

C
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WELCOME TO ANALYSIS AT THE SPEED OF ‘QLIK"!

New generation problem solving for new generation problems.
QlikView Turkey provides solutions to problems in all areas.

Qlik is a technology firm established in Sweden in
1993, although it is currently headquartered in the
US. A NASDAQ quoted company, Qlik serves over
35,000 customers in 105 countries with 1,700 busi-
ness partners. The Turkish branch of the firm, Qlik-
View Turkey, works with nearly 20 years of know-
how, an expert team and 40 business partners to
boost the effectiveness of decisions made by more
than 250 customers.

Qlik analyses extremely large sets of data within
seconds, or in other words, at Qlik speed. The com-
pany also utilises its patented “Interactive Analy-
sis” to provide navigation and data discovery at
the speed of thought. Data from different sources,
both within the company and external (Facebook,
Twitter, Google Analytics, etc.) is easily integrated
into the application for analysis. Qlik can make
incredibly fast calculations even with the greatest
amount of data, then share these analyses with
team members to allow for collaboration. In doing
so, Qlik offers data for the company’s use 4-5 times
faster than conventional platforms.

As a result, companies can browse data and ask
new questions at each click to determine the sta-
tus of the business as well as shape the actions that
need to be taken along with their parameters. They
can also transport this data to even the remotest
units and mobile teams.

</QlikView Turkey's target
audience includes all of
the corporate customers in
Turkey as well as all of their
business units!>

Qlik operated with a single product, QlikView, be-
fore launching Qlik Sense in 2014. This product was
born out of the mobile platform and initially deve-
loped with a mobile approach. It allows the user to
both view and do design on mobile devices, and it
comes with features like quick and automatic ima-
ge adaption to screen size as well as a touchscreen
experience that is closest to natural interaction.

Experts agree that it will inevitably change compa-
nies’ approach to business intelligence. This is fully
in line with QlikView's aim to go beyond just being
a technology firm and transform business with a da-
ta-focused approach.

Let’s say you have an insurance company. With
QlikView, only a fraction of the services you will
receive include sales performance management,
including for agencies; actuarial analysis; damage
analysis and optimisation; telematics analyses; the
relationship between damage performance and
customer loyalty; and the determination of ill will
in damages and premiums...

If you're a retailer, some of the main services you
will receive include shopping cart analysis, target
customer detection, customer segmentation, mar-
keting campaign performance and pricing analy-
sis. There’s more: for telecom operators, there is
finance, human resources and similar controls,
map-based network and customer analyses, and
field performance management; for banks, there

KASIM NOVEMBER 2015

is 360-degree customer, branch, product controls,
cross-sales, pricing simulations, revenue assuran-
ce, risk, AML and human resources, segmentation
and marketing campaign analyses, collection acti-
ons, services and sales performance for call centre
employees, and service level monitoring; for logis-
tic companies, there is the monitoring of process

</QlikView aims to go beyond

just being a technology firm

and transform business with
a data-focused approach.>

indicators, employee performance as well as field
performance; for energy companies, there is bill
simulation, data control via operational systems,
revenue assurance, legal reporting and many other
detailed services. QlikView Turkey provides soluti-
ons to problems in all of these areas.

<3>
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PM Yazilim olarak kuruldugu-
muzdan bu yana Tirkiye'nin
farkli bolgelerindeki ¢6ziim or-
taklari ile Tirk sanayisi basta
olmak Uzere hizmet sektoriindeki bir-
¢ok firmaya destek verdik. Tirk yazilim-
alarin 6zverili calismalari ile gelistirilen
CPM ERP'yi 1999 yilindan bu yana %100
yerli entegre is ¢c6zimi olarak Kobi ve
Kobi (stli pazarda basariyla uyguladik.
Bankaciliktan Tekstile, Kimyadan Me-
talurjiye cok cesitli sektorlerde bircok
Ozel proje gercgeklestiren sirketimiz, bu
yildan itibaren yeni bir atilim iginde.

<4>

Ekibimizi yeni profesyonellerle genis-
lettik, glincel egitimlerle vizyonumuzu
tazeledik ve son olarak da is diinyasinin
onde gelen markalarina ev sahipligi ya-
pan Flat Ofis'e tasindik. Bu kapsamda
kurumsal kimligimizi de yeniledik ve
uzun vadeli hedeflerimizi gézden gecir-
dik. Turk is dinyasini, yerel bakis acilari-
ni bilen ve bunlara deger veren bir firma
olmamizin avantajlarini ‘Yerli, yerinde
¢ozimler’ sloganiyla markamizin mer-
kezine tasidik. Ferah, genis ve aydinlik
ofislerimizde is felsefemiz olan seffafli-
g1 artik glindelik is sGreglerimize de tasi-
yabilmenin konforunu yasiyoruz.

KASIM NOVEMBER 2015
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WE RELOCATED TO THE CENTRE
OF THE BUSINESS WORLD

We are now located at FLAT OFIS HALIC, which houses
the biggest brands in the world of business

Since our founding, CPM Yazilim has
worked with many companies in the
service sector, particularly in the Tur-
kish industry, via our solution partners
in different parts of Turkey. Since 1999,
we have successfully applied CPM ERP,
which was developed through the hard
work of Turkish software programmers,
as a 100% domestic integrated business
solution for SMEs and larger busines-
ses. Our company has developed special
projects for a variety of sectors ranging
from banking to textile and chemicals
to metallurgy. Starting this year, we are
taking on a brand new project.

We expanded our team via new pro-
fessionals, renewed our vision through
up-to-date training events and most re-
cently relocated to Flat Ofis, which hou-
ses the leading brands in the business
world. At the same time, we renewed

</We have taken the benefits
of being a company that
knows and values the Turkish
business world and local
points of view and placed
them at the centre of our
brand, with the slogan, Local,
appropriate solutions.’ > >

our corporate identity and re-evaluated
our long-term goals. We have taken the
benefits of being a company that knows
and values the Turkish business wor-
ld and local points of view and placed
them at the centre of our brand, with
the slogan, ‘Local, appropriate soluti-
ons." We now enjoy the ability to make
our business philosophy of transparen-
cy a part of our daily business processes
in our airy, spacious and well-lit offices.

KASIM NOVEMBER 2015

CPM BULTEN / BULLETIN




CPM BULTEN / BULLETIN

MAKALE / ARTICLE

Maliye Bakanligi tarafindan getirilen zeo
degisimler bekliyor. E-Donustim’le ilgili

“CPM ERP 2013 yilindan
bu yana siirdirdiigi

calismalarla,
e-donilsiim konusunda
yasanabilecek

sikintilari cozmek

Uzere kapsamli bir
hazirlik siirecindeydi.
Bugiin artik en pratik
¢oziimlerle hizmet
veriyor, alaninda uzman
firmalarla is ortakliklar

yapiyor. "

<6>

Maliye Bakanligi'nin 421 Sayili Vergi
Usul Kanunu Genel Tebligi uyarinca,
E-Fatura zorunluluk kapsaminda olan
musterilerimiz icin, CPM ERP olarak
2013 yili basindan bu yana yirittigu-
miz ¢alismalar ile E-Fatura ¢6zimimi-
z( hazir hale getirdik. Bu siirecte hedef
olarak mdusterilerimizin ¢alismalarinda
karsilasabilecekleri sikintilari yok etme-
ye odaklandik. Cift evrak numarasi taki-
binden, E-Fatura mikelleflerinin online
kontroliinden, fatura sireclerinin onli-
ne takibine kadar her siirec analiz edildi
ve ¢Oziimleri hazirlandi.

Bu yil mart ayinda yayinlanan e-fatura,
e-defter tebligi ile 2014 yilinda 10 mil-
yon ve (zeri ciro yapan tim firmalar e-
fatura dolayisi ile e-defter kapsamina
girdiler. Yaklasik 50 bin firmanin e-fa-
tura ve e-defter kapsamina alindigi tah-
min ediliyor.

Bu yil e-deftere gegis ne zamana kadar
tamamlanmis olmali?

Bu yil kapsama giren firmalarin
31.12.2015 tarihi itibariile tiim basvuru-
larini tamamlamis, 01.01.2016 tarihi iti-
bari ile e-fatura ve e-defter mevzuatina
uygun yazilimin kullanilmaya baslanma-
si gerekmektedir. CPM olarak 2012'de
TFRS ve Coklu dil, 2013’de e-fatura ve
2014'de e-defter yazilimlarini basarili
bir sekilde tamamlamis ve mdisterile-
rimize zamaninda ulastirmis olmanin
mutlulugunu yasiyoruz.

E-Fatura kullanma zorunlulugu
olmayanlar E-Defter kullanabilir mi?

anlerissizin icin derledik.

E-Defter kullanabilmek icin E-Fatura'ya
dahil olma sarti kaldirildi. Ayrica 2011
brit satis kriterleri agisindan zorunluluk
olmadigi halde gonilli olarak e-fatura
uygulamasina gecenler e-defter uygula-
masina ge¢mek zorunda dediller.

E-Defter ortaminda hangi defterler
tutulacaktir?

1 Seri No.lu e-Defter Genel Tebligine
gore yevmiye ve defteri kebir(biyik
defter) tutulabilecektir.

E-Defter tutulurken nelere dikkat
edilmelidir?

E-Defter berati GiB'e yiiklenirken kesin-
likle her hangi bir ay atlanilmamalidir. O
ayda hig bir yevmiye kaydi olmasa bile
bos aya ait deftere mali mihdr ile berat
mutlaka vurulmali ve GIB sistemine yiik-
lenmelidir.

KASIM NOVEMBER 2015

ilgili ayin muhasebe defteri olusturu-
lup GIB berati alindiktan sonra geriye
donlk dizeltme icin mevcut kayit silip
GiB'den yeni bir berat alinamaz. icinde
bulunulan cari donemde, ge¢mis donem
hatali islemi icin gerekli muhasebe di-
zeltme kaydi yapilmalidir.

E-Arsiv nedir?

Donlstmler e-fatura ve e-defterle sinir-
U kalmadi. Son kullaniciya fatura kesen
firmalar icin de e-arsiv mevzuati yayin-
landi. Bu mevzuat ile karsi taraf e-fatura
mukellefi degil ise faturanin elektronik
olarak iletilmesine imkan tanindi.

E-Arsiv’e gecis kosullari ve avantajlari
nelerdir?

E-Fatura'ya benzer olan fakat biraz fark-
L bir yapida bu faturalarin GiB'den E-Ar-
siv izni almis entegratorlere elektronik
ortamda iletilmesi gerekiyor. E-Arsiv ile
birlikte son kullaniclya toplu faturala-
ma yapan firmalarin da kagit ve posta
maliyetleri diisecek ve GiB'in bu miikel-
lefleri de daha az maliyetle daha etkin
denetleyebilmesinin yolu acilmis ola-
cak. Bunun yaninda tabi yine en biylk
kazancimiz daha az agacin kagit amaci
ile kesilmesi olacak.

Peki kabul etmek istemedigimiz
faturalar icin nasil bir yol izlemek
gerekiyor?

Her degisimde oldugu gibi bu degisim-
lerde baska ihtiyaclari tetikliyor. Once-
den kapimiza gelen kabul etmedigimiz
faturayr teslim almamak yetiyor iken
temel e-fatura direk posta kutumuza

MAKALE / ARTICLE
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disiyor. Yasa geregi bu firmalari siste-
mimize islemek istemiyorsak noterden
ihtarname ¢cekmemiz gerekiyor.

Sirketlere kayitli elektronik posta zorun-
lulugu getiren KEP teblig ile bu ihtarna-
meler de artik notere gitmemize gerek
kalmadan elektronik ortamda program-
dan bir tik ile yapilabiliyor olacak.

CPM olarak bu yil sonuna kadar 6zellikle
temel e-fatura’nin kabul edilmediginin
ihtarnamesini program Gzerinden bir tik
ile yapmayi planliyoruz.

E-Fatura ¢6ziimdi icin ¢alistiginiz 6zel
bir entegrator var mi?

CPM ailesi olarak entegrasyon ve 6zel
entegrasyon yontemleri hakkinda bera-
ber ¢6ziim gelistirmek Uzere, konusun-
da tecriibeli, saglam bir altyapiya sahip,
muisterilerine maksimum fayda saglaya-
bilecek ING E-Fatura Cézimleri ile calis-
may! tercih ettik.

Ozel Entegrasyon ve Entegrasyon
arasinda ki farklar nelerdir?

Ozel Entegrasyon: Gelir idaresi Baskan-
ligina verileri gondermek ve almak igin
Ozel entegratoér adi verilen profesyonel
servis saglayicilarin araci olarak kullanil-
digi yontemdir. Bu yontemde kullanici-
nin lokalde mihirleme yapmasina da
gerek yoktur.

E-Transformation

Ozel entegratér miihiirleme hizmeti de
sunmaktadir. Bu yontemde kullanicinin
yapmasi gereken herhangi bir ek islem
s6z konusu degildir. Hazirlamis oldugu
faturayl entegratére sistem kanali ile
gondermesi yeterlidir. Sonraki sirecle-
rinin yénetimini CPM ERP yazilimi yapar.

Entegrasyon: Gelir idaresi Baskanligina
verileri gondermek ve almak i¢cin mi-
kelleflerin kendi bilgi islem sistemini
onayli baglanti yazilimlari aracili-

giile G.1.B sistemiile dogrudan

entegre ederek kullandig
yontemdir. Entegrasyon

yontemini kullanmak is-

teyen mdisterilerimiz,

0zel entegratorlerin

sundugu  baglanti
yazilimlarini edine-
rek e-Fatura islem-
lerini yapabilecek-
lerdir.

CPM ERP has been working on e-transformation since
2013. Today the company is able to offer the best

solutions and services.

At CPM ERP, we have concluded the efforts we
have been carrying out since the beginning of 2013
to make our E-Billing solutions ready for customers
that are obligated to use E-Billing based on the
Ministry of Finance’s General Communiqué on Tax
Procedure Law No. 421. During this process, we
focused on eliminating any issues our customers
might encounter while using the system. From the
follow-up of dual document numbers to the online
monitoring of taxpayers using E-Billing and invoi-
cing processes, each step was analysed and soluti-
ons were generated.

Based on the Communiqué on E-Invoicing and E-Le-
dger published in March of this year, all companies
that recorded revenues of 10 million or higher in
2014 are required to practice E-Billing and therefo-
re use E-Ledger. It is estimated that nearly 50,000
companies are now under obligation to use E-Billing
and E-Ledger.

When is the deadline to switch to E-Ledger?

The companies required to make the switch must
complete all application procedures by December
31, 2015 and start using software compliant with
E-Billing and E-Ledger regulations as of January 1,
2016. At CPM, we have successfully completed the
software for Turkish Financial Reporting Standards
(TFRS) and Multilanguage in 2012, E-Billing in 2013
and E-Ledger in 2014, and we are happy to have
made them available to our customers in time.

Can companies that are not obligated to use E-Billing
still use E-Ledger?

Companies are no longer required to participate
in E-Billing in order to use E-Ledger. Additionally,
the companies that switch to E-Billing voluntarily,
despite not being required to do so based on 2011
gross sales criteria, are not required to switch to the
E-Ledger system.

Which ledgers will be kept in E-Ledger?

Based on the General Communiqué No. 1 on E-Led-
ger, the system will keep daily wage and final entry
ledgers.

What are some things that companies must pay atten-
tion to when using E-Ledger?

When loading the E-Ledger patent onto the Turkish
Revenue Administration (GIB) system, no month
should be skipped. Even if there are no records of
daily wages for a single month, a patent and seal
must be included in that month’s ledger and loaded
onto the GIB system.

</Like all transitions, this
one triggers new necessities
as well. CPM’s service quality
and the wide variety of
solutions make the whole
difference in the process. >

Once the ledger for the month is created and the
GIB patent is received, the existing record cannot be
erased and a new GIB patent cannot be received for
a retroactive correction. The record of accounting
corrections for an erroneous transaction in a past
term must be made in the current fiscal term.

What is E-Archive?

The transition isn’t limited to E-Billing and E-Ledger.
The E-Archive regulations have been published for
companies that generate invoices for the end user.
These regulations allow a company to provide invoi-
ces electronically when the other party does not use
E-Billing.

What are the requirements for switching to E-Archive,
and what are its advantages?

Similar to E-Billing but with a slightly different
platform, these invoices must be communicated
electronically to GIB-certified integrators that use
E-Archive. Thanks to this system, companies that
provide bulk invoices for the end user will save on
paper and mail costs; GIB will also be able to mo-

nitor  these
effectively  at
course, our biggest
fewer trees will be cut

taxpayers more
a lower cost. Of

advantage is that
down to produce paper.

What should we do for the invoices we do not want to
accept?

Like all transitions, this one triggers new necessi-
ties, as well. Previously, it was enough for people
not to accept any disputed invoices at the time of
delivery, but with E-Billing, they are directly delive-
red to our inbox. Legally, if we do not want to add
these companies to our system, we are required to
provide a notarised written warning.

The Certified E-Mail (KEP) Communiqué, which
requires companies to have certified electronic
mail, will allow for these written warnings to be
generated electronically with a single click, elimina-
ting the need to go to the notary.

At CPM, we plan to generate written warnings, par-
ticularly for companies that do not use basic E-Bil-
ling, with a single click using the programme.

Is there a particular integrator you work with for E-Bil-
ling solutions?

The CPM family chose to work with ING E-Billing
Solutions to generate solutions for integration and
special integration methods, as they are experien-
ced, have a solid foundation and are able to provide
their customers with the most benefits.

What is the difference between Special Integration and
Integration?

Special Integration: A method that uses professio-
nal service providers, called special integrators, as
intermediaries to exchange data with the Turkish
Revenue Administration. With this method, the user
is not required to receive local stamps.

Special integrators also offer stamping services. With
this method, the user does not have to complete any
additional procedures. He or she only needs to send the
invoice to the integrator using the system. The CPM
ERP software manages the subsequent processes.
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Integration: A method in which taxpayers exchan-
ge information with the GIB by directly integrating
their own information technology system with the
GIB system using certified connection software.
Customers who want to use the integration met-
hod will be able to complete E-Billing procedures
by obtaining the connection software provided by
special integrators.

“At CPM, we have successfully
completed the software for
Turkish Financial Reporting
Standards (TFRS) and
Multilanguage in 2012, E-Billing
in 2013 and E-Ledger in 2014,
and we are happy to have made
them available to our customers
in time.”

HAKKI KILINC

CPM Yazilim A.S.

Mali ve Idari Isler Mid(ird

| Financial and Administration
Manager
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Hasan Vatan
Vatan Computer

“Teknoloji
perakendeciligi sektori,
rekabetin en siki
yasandigi sektorlerden
biri. Buna bir de yiiksek
giderler eklendiginde
sektorin gelecegi pek
parlak goriinmiyor.
Rakiplerimizin bir

kismi korkung zararlar
ediyor. Biz ise disuk
giderlerimiz sayesinde
gercek anlamda tek
kar eden firma olarak
biiyimemize devam
ediyoruz.”
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Kisaca sizi taniyabilir miyiz?

Hopa'li bir ailenin ¢ocugu olarak 1959
yiinda Ardahan’da dogdum. Sirasiyla
Erenkdy ilkokulu, Findikli Ortaokuluy,
Kabatas Erkek Lisesi ve ODTU Mimarlik
Fakiltesi'nden mezun oldum. is hayati-
na henilz okul yillarimdayken, oto yedek
parca ithalat ve toptanciligina yonelik
faaliyetler yiiriitmekte olan babama ait
sirkette atildim. 1983 yilindan bu yana
da Vatan Bilgisayar'in Yonetim Kurulu
Uyesi ve Genel Miidiirii olarak gérevimi
slrdlriyorum. 2 kizimla birlikte yasiyo-
rum.

Vatan bilgisayar hakkinda bilgi
verebilir misiniz?

Vatan Bilgisayar'in temelleri 1983 yilin-
da Taksim Elmadag'da, Tarkiye'nin ilk
bilgisayar magazasi olarak atildi. Vatan
Bilgisayar Yonetim Kurulu Baskani Nuri
Vatan, ilk isi olan otomotiv firmasini zi-
yaret eden bilgisayar Ureticisi misterisi-
nin tavsiyesi ile bir bilgisayar satin ald.
Vatan, "Hata da etsek bir an 6nce bu ise
girmeliyiz ve bilgisayar kullanmaliyiz."

dedi. Bu s6zlin ardindan Tirkiye'nin ilk
bilgisayar madazasinin temelleri atildi.
Ardindan Vatan Bilgisayar Genel M{d-
rd Hasan Vatan'in (¢ ayri bilgisayar prog-
ramini tek bir program haline getirmesi,
bu sayede Uretici firmanin dikkatini ¢ek-
mesi ve bu programlari satan firmanin
da istegiyle pazara girildi. Bugin ise en
seckin dinya markalarini biinyesinde
toplayarak teknoloji tutkunlarina genis
Grldn yelpazesi ile hizmet veriyor. Elma-
dag magdazasinin ardindan bin metreka-
reden biiyiik olan hiperstore tarzindaki
magdazalarimizin ilki olan Topkapi Hi-
perstore’'u kriz doneminde, 2002 yilinda
actik.

Sektoriiniiziin gidisatini nasil gériiyorsu-
nuz? Yurt icindeki tablo bize ne séyliiyor?

Teknoloji perakendeciligi sektori, re-
kabetin en siki yasandigi sektérlerden
biri. Buna bir de yiksek giderler eklen-
diginde sektoriin gelecegi pek parlak
goriinmiyor. Rakiplerimizin bir kismi
korkunc zararlar ediyor. Mesela bir ya-
banci rakibimizin web sayfasindaki bilgi
toplumu hizmetleri kismina girdiginizde
382,555,000 TLlik sermayesinden za-
rarlari diserek sermayenin 67,868,600
TLye cekildigini gorebilirsiniz. Bu da
demek oluyor ki 314,681,400 TLlik bir
zarar sOz konusu... Biz ise distik giderle-
rimiz sayesinde gercek anlamda tek kar
eden firma olarak bldyimemize devam
ediyoruz.

Rekabetten siyrilmanizin veya pazarin
énemli oyuncularina fark atmanizin
ardinda baska faktorler de var mi?

Hayir, aslinda en 6nemli silahimiz sade-
ce distk maliyetlerimiz. Rakiplerimizin
odedikleri diikkan kiralarinin toplam sa-
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tislarina orani % 5.5'lar seviyesine kadar
¢ikarken bizde bu oran % 1.5'lar civarin-
da.

Yurt disinda magaza agmayi diisiiniiyor
musunuz?

Simdilik diisinmiyoruz.

Gelecege yonelik yatirimlariniz
hakkinda bilgi alabilir miyiz?

Bir ara hizli magazalastik. Su an sadece
uygun yerde, uygun kirali magaza varsa
yeni magaza acmayi disiinlyoruz.

Online satisiniz var. Online ve magaza
satis rakamlarini karsilastirdigimizda
ortaya nasil bir oran ¢ikiyor?

Online satislarimizin toplam satislara
orani heniiz diisiik. Burada da ilging bir
durum var aslinda. Online magazamiz
tim rakiplerimizin cok Gstlinde ziyaret-
¢i aliyor. Fiyat politikasi olarak da, her-
hangi bir rakibimiz 6zel bir fiyat yaparsa
hemen cevap veriyoruz. Buna ragmen
rakiplerimizin online kanal icin acikla-
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diklari rakamlarin altinda satis yapabili-
yoruz. Muhtemelen rakiplerimiz online
kanalda baska satislar gerceklestiriyor-
lar.

Vatan bir aile sirketi. Sunu

biliyoruz ki kurumsallasan ve belli
bir sistem oturtan aile sirketleri
imparatorluklardan bile uzun 6mirlii
olabiliyor. Siz bu meseleye nasil
bakiyorsunuz?

Kurumsallasma seffaflik icin kullanili-
yorsa, herisin bir tanimi olmali konusun-
da kullaniliyorsa, zaten bunlari sagliyo-
ruz. Ama bunun disinda kurumsallasma
kelimesine karsiyim.

Sizin teknolojiyle araniz nasil?

Tlrkiye'nin ilk entegre ticari programini
yazan biri olarak su anda teknolojiyi ta-
mami ile kullandigimi diisGnmdiyorum.

is disinda hobiniz var mi?

is disinda degil ama is icinde giizel ho-
bilerim var. Ge¢miste televizyonlarda
yayinlanan Silikon Vadisi adli teknoloji
programimiz vardi. Her sene Vat The
Fest Notebook festivalleri diizenliyo-
rum. Bu sene Teknoloji Glizeli yarismasi
diizenledik. Bunlar isi daha keyifli hale
getiriyor.

is hayatina yeni giren genclere neler
tavsiye edersiniz?

Etrafta pek cok firsat var. Bunlara dikkat

edip islerinde ve yasamlarinda kullan-
malarini éneririm.

I TELEF Ol

, Dahil

“OUR MOST
IMPORTANT
DISTINCTION
IS OUR LOW
EXPENSES”

Could we briefly get to know you?

| was born in 1959 in Ardahan to a family that
comes from Hopa. In order, | graduated from the
Erenkéy Elementary School, Findikli Middle School,
Kabatas High School for Boys and METU Faculty of
Architecture. | entered the workforce while | was
still in school by working at my father’s company,
which operated in the import and wholesale trade
of auto spare parts. Since 1983, | have served as an
Executive Board Member and General Manager at
Vatan Computer. I live with my 2 daughters.

Could you tell us about Vatan Computer?

Vatan Computer was founded in 1983 in Taksim
Elmadag as Turkey’s first computer store. Vatan
Computer’s Chairman of the Board Nuri Vatan pur-
chased a computer on the recommendation of a
computer manufacturer customer who visited Va-
tan’s automotive firm, which was his first job. Va-
tan said, “Even if it is a mistake, we need to enter
this market as soon as possible and use computers.”
After that, the foundations were laid for Turkey’s
first computer store. After that, Vatan Computer’s
General Manager Hasan Vatan consolidated three
separate computer programmes into one program-
me, which got the attention of the producing firm.
When the firm selling these programmes also exp-
ressed their desire to do so, Vatan Computer ente-
red the market. Today, the company brings together
leading global brands to offer a wide range of pro-
ducts for technology fans. After our Elmadag store,
we opened Topkapi Hiperstore, our first hiperstore
exceeding 1000 square metres in area, amidst the
economic crisis in 2002.

</Our stores bring together
leading global brands to offer
a wide range of products for
technology fans.>

How do you view the state of affairs in your sector?
What does the national landscape tell us?

The retail technology sector is one of the most com-
petitive sectors. When you add in high expenses, the
future of the sector does not appear to be too bri-
ght. Some of our competitors have huge losses. For

C

instance, when you enter the information society
services section on the website of one of our inter-
national competitors, you can see that their reve-
nues of 382,555,000 TL comes down to 67,868,600
TL when you factor in losses. That means they have
losses of 314,681,400 TL... We, on the other hand,
continue our growth as the only profitable com-
pany thanks to our low expenses.

Are there other factors that help you stand out among
the competition or beat the leading players in the
market?

No, our most important tool is really our low expen-
ses. While the rate of our competitors’ store rent to
their total sales is around 5.5%, we keep this rate
at around 1.5%.

</Due to both competition
and high expenses, the future
of the retail technology sector
does not appear to be too
bright>

Do you have any plans to open stores abroad?

At the moment, we do not.

Could you tell us about your investments towards the
future?

For a while we were going into retailing fast. Now,
we are only considering opening a new store if it is
in the right location with the right rent.

You offer online sales. When you compare the sales
figures from online and in-store, what is the ratio?

The ratio of our online sales to our total sales is still
low. Actually, we have an interesting situation here.
Our online store gets much more visitors than all of
our competitors. In terms of pricing policy, if any of
our competitors offer a special price, we instantly
respond. In spite of this, we are able to make sales
for lower amounts than those announced by our
competitors for their online channels. Our competi-
tors are more than likely making other sales online.
Vatan is a family-owned company. We know that
family-owned companies that institutionalise and
establish a specific system can be even more long
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lasting than empires. What is your take on this?

If institutionalisation is used for the sake of trans-
parency and to bring a definition to each job, we
already provide these. Other than that, | am against
the idea of institutionalisation.

</Our annual Vat The Fest
Notebook festivals are events
that add life to our work...>

How do you like technology?

As someone who created Turkey’s first integrated
commercial programme, | do not think that I use te-
chnology to its fullest extent at the moment.

Do you have hobbies outside of work?

I have some nice hobbies not outside of work but
as part of my work. In the past, we had a television
show called Silicon Valley. | also organise Vat The
Fest Notebook festivals each year. This year, we
held a Technology Queen contest. These make our
work more enjoyable.

What advice would you give to young people who are
embarking on a career?

There are a great deal of opportunities around. |
would recommend that they pay attention to these
and use them in both their careers and their lives.

“The retail technology
sector is one of the
most competitive
sectors. When you add
in high expenses, the
future of the sector
does not appear to be
too bright. Some of
our competitors have
huge losses.”

CEP
TELEFONU
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Aile Isletmelerinde

Sistems

izlik Sorunu

Sistemlesemeyen isletmeler isabetli karar alabiliyor mu? Kiiciik kararlarin blyiik sonucglara
yol acacagi giinimizde isletmeleri bekleyen riskleri sizin icin yazdik.

urdumuzda kag aile isletmesi
ticlinci nesle kalmistir? Omrii
¢, hatta dort nesli bulan aile is-
letmesi diinyada bile pek fazla

yoktur. Aile isletmeleri 1-2 nesilden son-
ra cogunlukla ya kapanir ya da el degis-
tirir. Bu durumun bircok sebebi vardir:

® insana bagimlilik (Bir veya birkac kisiye bagimlilik)

® Liderlik yapamamak ve insan yetistirememek

® Gelen nesilleri, sadece patron cocugu veya torunu diyerek direkt yonetici

olarak tayin etmek

® Basta organizasyon olmak (izere sistem kurmamak - Hatta adeta sistemli

olmaktan kagmak

® Gorece kiiglik bir isletmenin girdisine, ¢iktisina, mali durumuna hakim
olmak kolayken biyiyen bir isletmede bunun giderek zorlasmasi ve

hakimiyetin azalmasi

® (Ciro sihrine kapilip, otofinansman veya 6zsermaye disinda yabanci sermaye

ihtiyacini artirmak
iNSANA BAGIMLILIK

Pek cok aile sirketinde biyilk patron
satinalmadan satisa, Gretimden depola-
maya her isten haberdar olmak ve tim
yetkileri kendisinde toplamak ister. Bazi
isletmelerde ise adi konmamis bir orga-
nizasyon ile, patron ve onun sag kolu
denebilecek birkag kisi en yatkin olduk-
lari gorevlere atanirlar. Bu senaryo go-
receli olarak iyi bir senaryodur. Fakat
bu gorevler sirket biyidikce, cirolar
arttikca adirlasir ve disaridan eleman
alma ihtiyaci dogar. Ama ¢ogu zaman
disaridan gelen elemanlara yeteri kadar
gorev veya yetki verilmez. Glven ek-
sikliginden, kibirden veya insan begen-
memekten delege edilmeyen gorevler,
kiclkld blylkli hatalari dogurmaya
baslar. Oysa yiikl ceken kisi ya da birkag
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kisi, gérevlerini is géreceli olarak kiigik-
ken ve peyderpey devretseler bu sikin-
tilar olmaz.

LiDl;RL_iK YAPAMAMAK VE iNSAN
YETiSTIRMEMEK

insana bagimlilik ve isleri altindan kalka-
mayacak duruma gelmeden devretme-
yi istememek ayni zamanda bir liderlik
sorununu da akla getirir. Liderlik ami-
goluk degildir. insanlari dinlemeden,
anlamadan, sadece onlar zorlamak
sureti ile ise kosmak asla degildir. Ken-
dini begenmek, ama baska akillari hig
begenmemek de degildir. Liderlik, insan
yetistirmek, insanlari motive ederek, i¢-
tenlikle ve kafalarini da kullanarak calis-
tirabilmektir. EGitmemek, 6gretmemek,
sadece uyarmak ve hatta “firca atmak”
suretiyle yonetmeye calisan patronlar
ne yazik ki kéti yoldadir. Onlarin islet-
melerini sadece sans eseri karsilarina
cikanlar, o da gecici bir sire icin ayakta
tutabilir.

GELEN NESILLERi DIREKT YONETICi
TAYiN ETMEK

Yoneticilik hele hele patronluk babadan
odula/kiza gecen bir o6zellik dedildir.
GUnidmizidn hizla degisen ve yonetim
denen bilimler manzumesini iyi bilmeyi
gerektiren diinyasinda, sadece oglum,
kizim veya yakin akrabam diyerek birini

islerin basina getirmek ciddi hatalardan
biridir. Evlat veya akrabanin, girisimcili-
gi, yonetim bilgisi, 6zellikle de liderlik
bilgi ve becerisi yoksa elbette isler terse
doner ve isletme 6nce duraklar, sonra
da klcdlir ve yok olabilir. Cok sayida ev-
lat varsa, en azindan bu evlatlar igerisin-
de disa dondik, girisimci, iletisimi ylksek
ve is bitirici “A” tipi olanlarin segilmesi ve
onlarin yonetim bilimini de 6grenerek
islerin basina gecirilmesi bir yol olabilir.
Ancak, gelecegdin bu patronlarinin ciddi
ve uzun bir oryantasyon siirecinden ge-
cirilmeleri de gerek sartlardandir.SPOT:
Heniiz 10-15 kisilik ki¢ik bir isletmey-
ken sisteme kavusturulan firmalar gele-
cede glivenle bakar.

SiISTEM KURMAMAK

Aile isletmelerinin yarina kalamayisla-
rinin en onemli sebeplerinden biri de
sistemli olmamak, isletmelerin alt yapi-
sinl olusturacak sistemleri kurmamak,
bazen kurulsa bile uymamaktir. isletme-
lerin mimkiinse 10-15 kisilik kiicik bir
isletmeyken sisteme kavusturulmalari
onlari yarina ulastiracak énemli bir uy-
gulamadir. Egitim, liderlik, oryantasyon
gibi kavramlar da sistemli isletmelerin
bildigi kavramlardir.

® En onemlisistem, bilimsel organizasyon kurallari gézetilerek yapilmis ve
isletmenin hic degilse gelecek 5 yillik bliyimesini dikkate alarak dizayn
edilmis bir organizasyon sistemidir. Bu sistemi de sirekli glincel tutmak

gerekir.

e Onemli bir baska sistem de calisanlarin performanslarini takip etmeye
ve dederlendirmeye yonelik performans degerlendirme sistemleridir. Bir
isletme en azindan bu iki sisteme sahip olmalidir. Kurumsal olmanin temeli
bu sistemleri dogru kurmak ve yasatmaktir.
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® Nihayet entegre bir bilgi akis sistemi de (ERP) isletmelerin yasamina destek
olur. ERP Sistemleri yoneticilerin daha dogru karar vermelerini saglar, kar
ve karliigin nereye dogru gittigini gosterir.

BUYUYEN iSLETMELERDE HAKIMIYETI
YiTiRMEK

Bu durum “Entegre Bilgi Akis Sistemi”
yani ERP konusu ile dogrudan iliskilidir.
Basta patronlar ve yoéneticiler, basaril
olmak icin isletmelerinin nereden gelip
nereye gittigini ve anlik olarak ne du-
rumda oldugunu bilmelidir. “Stratejik
Kararlar” ne kadar ¢ok ve dogru bilgi
ile alinirsa sonu¢ o kadar glzeldir. Pe-
terson’un da dedigi gibi “Bir yoneticinin
dederi ve etkinligi, verdigi kararlarin
dogrulugu ile orantilidir.”

Plan yapmak, hedefe ulasmak icin, kim-
ler, nerede, nasil, hangi kaynaklari kul-
lanarak, ne yapacaklar konusunda yazili
hazirlik yapmaktir. Dogru bir planlama
dogru bilgi ile, isletme kaynaklarinin
zivan edilmeden yapilmasini saglar. Is-
letme Kaynak Planlamasi olarak bilinen
ERP Sistemleri, bir isletmede her biri-
min kaynaklari ne kadar verimli kullandi-
gini gosterir ve isletmenin genel basari-
st hakkinda hizla bilgi verir. Bu anlamda
Uretimin, firelerin, varsa diger kayipla-
rin, stoklarin, ciro ve tahsilatin durumu-
nun ne oldugu bir patron ve yonetici ta-
rafindan ne kadar hizli ve dogru olarak
takip edilebiliyorsa dogru karar vermek

de, planlama da sonug olarak hedefle-
nen noktaya ulasarak basarili olmak da
o kadar kolay olacaktir. isletmelerin ya-
pabilecegdi en iyi ve en énemli yatirim,
saglam, entegre, esnek ve fakat glive-
nilir bir ERP sistemi kurma yatirimidir.
Olcebileceklerimizi &lcmez, tartabile-
ceklerimizi tartmaz, sayabileceklerimizi
saymaz veya bunlari is isten gectikten
sonra ve dogrulugu da saibeli olarak
yaparsak, dogru kararlar vermek zorla-
sir. isletmeler dogru planlama yapamaz,
kontrol edemez, kisaca YONETILEMEZ
duruma disebilir. Dogru yonetilmeyen
isletmeler ise klcdlir ve maalesef yok
olabilir...

YABANCI SERMAYE iHTiYACINI
ARTIRMAK

“Cok hizli bliylidik” patronlarin ¢ok sik
kullandigi ve dogal olarak 6viinme payi
da bulduklar bir cimledir. Ancak hizli
blylme, kar ve karliigi tehlikeye disir-
meye basladigi anda ciddi sorunlar yara-
tir. Kisaltilamayan vadeler, cesit bollugu
ve/veya takipsizlik nedeni ile sisen stok-
lar, isletmeyi tehlikeye atarak karliligi
hizla azaltabilir. Care ya karli ve daha az
satis yapmak ya da ev, arsa, kisaca ozel
varligi satip, 6z sermaye olarak islet-
meye katmaktir. Kisaca, otofinansman
veya Ozsermaye eklemesi olmadan ar-
tan ciro, borglarin artmasina, borglarin
artmasi, artan faiz yiki ve diger riskli
belirsizliklere, tim bunlar da isletmenin
hayatiyetine tehlike teskil eder.

Saydigim konulara 6zen ve dikkat goste-
ren isletmeler nesiller boyu yasayabilir.

People, the System and
Family-Run Businesses

How many family-run businesses in our country
have made it to the third generation? There aren’t
that many family-run businesses whose lifespan
lasted three or four generations, even in the world.

Family-run businesses generally either go out of
business or change owners after 1-2 generations.
There are many reasons for this:

. Dependence on people (dependence on one person or a few persons)

. The inability to lead or train people

*  Appointing new generations as managers right away only because they are the children or grandchil-

dren of the boss

. The inability to establish a system, starting at the company - in fact, seemingly avoiding setting up a

system

. The lack of control ensuing from the increasing difficulty of keeping track of the input, output and
financial status of a growing business as compared to the ease of doing so in a relatively small business

. Being carried away by the magic of revenue and increasing the need for outside capital other than

internal financing or owner’s equity

DEPENDENCE ON PEOPLE

In many family-run businesses, the top boss wants
to hold all authority and be informed of all process-
es, from purchasing and sales to production and
storage. In some businesses, an undefined organi-
sational structuring takes place where the boss and
several of his closest right-hand men are appointed
to jobs for which they are most qualified. This is the
relatively better scenario. However, these responsi-
bilities tend to get heavier as the company grows
and revenues increase, and it becomes necessary to

hire other employees. Yet these new employees are
often not given enough duties or authority. The re-
sponsibilities that aren’t delegated - out of a lack of
trust, out of arrogance or due to the inability to like
people —start to cause problems both big and small.
Yet if the person or persons who have the most re-
sponsibility were to delegate their tasks gradually
when the business was relatively small, these prob-
lems wouldn’t arise.

THE INABILITY TO LEAD OR TRAIN PEOPLE

Dependence on people
and not wanting to del-
egate work before it gets

</Responsibilities that aren't
delegated out of a lack of

ing people, getting them
to work sincerely and in-
telligently by motivating

to be impossible to handle Trust, out of arrogance or due them. Executives who try to
bring to mind a problem to the 1nab1hty to like people manage solely by warning

in leadership. Leadership
is not cheerleading. And
it definitely isn’t making
people do work by force without listening to or
understanding them. It also isn’t liking your own
ideas over everyone else’s. Leadership is cultivat-

are the main reason for
mistakes>

or even ‘roasting’ people
without training or educat-
ing them are unfortunately
on the wrong path. The only people who can sustain
their businesses are those who encounter them by
chance, and only for a little while.

APPOINTING NEW GENERATIONS AS MANAGERS RIGHT AWAY

Being a manager, much less a boss, is not a trait
that is passed down from father to son or daughter.
In today’s rapidly changing world, which requires
that one know the complex
science of management
well, it is a serious error to
put someone in charge of
operations only because he
or she is a son, daughter or
close relative. If the child or relative does not have
entrepreneurship, management knowledge and es-
pecially leadership knowledge and skill, of course
things will go wrong and the business will first stall,

THE INABILITY TO ESTABLISH A SYSTEM

One of the most important reasons why family-run
businesses are unable to make it to tomorrow is not
having a system that can lay the groundwork for
the business, or not adhering to the system even if
there is one. If possible, equipping businesses with a
system when they’re small enough to have only 10-

</Leadership is not
cheerleading. It also isn't
liking your own ideas over
everyone elses.>

then shrink and possibly disappear. If there are mul-
tiple children, in the very least those who are extro-
verted, entrepreneurial with great communication,
business savvy and ‘Type A’
personalities can be chosen,
and it can be a solution to
have them take over the
work after learning the
science of management.
However, it's a prerequisite to have these bosses of
tomorrow undergo a long and serious orientation
process.

15 employees is an important practice that will get
them to the future. Concepts like training, leader-
ship and orientation are also familiar to businesses
that have a system.

. The most important system is an organisational system established in light of scientific organisational
rules and designed with the company’s growth over the next 5 years at the least. This system must

constantly be updated.

e Another important system is a performance evaluation system that aims to monitor and evaluate the

performance of employees. A business must have these two systems at the least. Becoming a corpora-

tion involves correctly establishing and sustaining these systems.

. Lastly, an integrated information system (ERP) will also help keep businesses alive. ERP systems enable

executives to make better decisions and indicate where profits and profitability are headed.

LOSING CONTROL IN GROWING COMPANIES

This system is directly related to the topic of ‘In-
tegrated Information Systems’ or ERP. In order to
be successful, bosses and executives in particular
must know where their business is coming from
and going and where it is at any given moment. The
more accurate information there is to shape ‘stra-
tegic decisions’, the better the results. As Peterson
says, ‘The merit and effectiveness of an executive
is proportional to the accuracy of the decisions he
makes’.

Planning is to make written preparations regarding
who will do what, where, how and by using which
resources to get to the goal. Accurate planning uti-
lises correct information and does not waste busi-
ness resources. Known as Enterprise Resource Plan-
ning, ERP systems show how efficiently each unit
uses resources in a business and provide quick infor-

INCREASING THE NEED FOR OUTSIDE CAPITAL

‘We grew very fast’ is a sentence that bosses use
frequently and one in which they naturally feel their
share of pride. Yet the moment that rapid growth
starts to threaten profits and profitability, it creates
serious problems. Terms that can’t be curtailed and
inventories that swell due to an abundance of vari-
ety and/or a lack of monitoring can jeopardise a busi-
ness and quickly reduce profitability. The solution
then becomes to do less but more profitable sales
or to sell private property like houses and estate and
invest it into the business as owner’s equity. In other
words, revenues that grow without the contribu-
tion of internal financing or owner’s equity lead to
increased debts, which lead to an increase in inter-
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mation about the general success of the business.
In this sense, the faster and more accurately a boss
or executive can monitor the status of production,
waste and other potential losses, inventory, reve-
nue and collections, the easier it will be to plan and
to attain success by reaching the desired goal. The
best and most important investment businesses can
make is to establish a strong, integrated, flexible
yet trusted ERP system. If we don’t measure what
we can, weigh what we can, count what we can
but try to do this after it’s too late and with a dubi-
ous level of accuracy, it becomes more difficult to
make the right decisions. Businesses can then reach
a state where they are unable to plan or control -
in other words, they can become UNMANAGEABLE.
Businesses that aren’t managed accurately shrink
and can unfortunately disappear...

est payments and other risky uncertainties, which in
turn threaten the continuity of the business.

Businesses that pay close attention and importance
to the items I note can survive for many generations.

AHMET LEVENT ONER
SED Stratejik Egitim

ve Danismanlik

Uzman Egitmen &

Kidemli Danisman

Expert Instructor &
Senior Consultant
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ROPORTAJ / INTERVIEW

CPM’'I BIR DE ONLARDAN DINLEDIK!

Recep Palamut ve Serkan Ahtagil is hayatina nasil atildiklarini, basarilarinin sirlarini, CPM’in

dinamik yapisini ve Turk ERP piyasasina getirdigi yenilikleri konustular.

Recep Bey, kisaca sizi taniyabilir miyiz?

1970 istanbul dogumluyum ama aslen
Kayseriliyim. Pertevniyal Lisesi'nden
mezun olarak ve niversiteden terk bir
kisi olarak ticaret hayatina devam et-
mekteyim. Evliyim ve iki cocugum var.
Lisede okurken Uskiidar'da ve Fatih'te
camiinin oniinde corap, seker, kartpos-
tal satarak ticari hayatima baslamis ol-
dum. Universiteye devam edemememin
sebeplerinden biri de bu olabilir. Clnki
cok erken yasta ticarete atildim ve bu is
beni cezbetti.

Bir siire elektronik esya getirip Tah-
takale piyasasinda saticiigini yaptim.
Daha sonra baktim ki kendime saglam
bir zemin hazirlayabilmem icin askere
gitmem lazim, askere gittim geldim. O
donemde babamlar ve amcamlar Ge-
dikpasa’'da ayakkabi malzemeleri tica-
reti yapiyordu. Fakat onlarin igine girip
ticaret yapmamin mimkin olmadigini
gordim. Ve dolayisiyla 1994 Subat ay-
larinda Ozpalamut Deri'yi limited sirket
olarak ilk defa Tirkmen
Kumas¢l Han'da Gedik-
pasa’da kurdum. 20
m2 icinde deri tica-
retine baslamis ol-
duk. Daha sonra ¢
ortanca kardesim
Saban Bey de be-
nim ekibe katildi.

-

2 kisi hakiki deri satisina 3-4 yil devam
ettik. Bu siirecte yurt disindan Make-
donya’'dan, Romanya’'dan gelen misteri-
lerimiz vardi. Bizden deri alip satiyorlar-
di. Misterimiz olan Arnavut asilli Celal
Usta’'nin “Neden gelip Uskiip'te yer ac-
miyorsunuz?” sorusundan cesaret ala-
rak 1998'de ilk yurt disi subemizi actik
ve o giinden beri de Makedonya'daki
faaliyetlerimize devam ediyoruz. Fakat
Makedonya bize asil su katkiyr saglad:
Biz ayakkabi malzemeleri degil sadece
hakiki deri satiyorken orada baktik ki
sadece deriyle olmayacak, yanina bas-
ka malzemeler de koymak gerekiyor.
Bu amacla Almanya, italya derken yurt
disina acildik. Ozetle 1999'dan itibaren
Tlrkiye'de de ayakkabi malzemeleri sat-
maya basladik. 2015 yili itibariyle din-
yaca Unli Texon, Bartoli, Kenda Farben,
Q&Q, Hikinoro , Rochling, Puntali Fiore
markalarinin Tirkiye distribltorlikleri-
ni yaplyoruz.

CPM'’le tanismamiz ise 4 yil dncesine
dayaniyor. Palamut Group olarak o do-
nemde Tirkiye de yaygin olarak kulla-
nilan bir yaziim kullaniyorduk ama
_islerimizde yetersiz kaliyordu. Bir
arastirma icine girdik. Yonetim da-
nismani arkadaslarimiz CPM'i ta-
. nidiklarini séyleyip tavsiye ettiler.
Sektorde baska ERP sirketleri de
vardi ama hepsini inceledigimizde
en kapsamlilarinin CPM oldugunu
ve ERP’de cok glizel projelere imza
atmis oldugunu gordiik. Dolayisiyla
CPM'’e karar verdik.

Serkan Bey, kisaca sizi taniyabilir miyiz?

1976 Konya dogumluyum. Marmara
Universitesi Elektronik ve Haberlesme
Ogretmenligi mezunuyum. Evliyim ve
3 yasinda bir oglum var. Universite ikin-
ci sinifta iken calisan olarak katildigim
CPM'’e, kurulusundan 4-5 ay gibi kisa bir
sirede ortaklarin ayrilmasi Gzerine or-
tak oldum. Yeni bir sirketin kurulusunda
yer alinca da dogdal olarak Gniversiteye
uzun bir slire ara vermek durumunda
kaldim.

CPM'’in hikayesi nasil devam etti?

ilk bes yiimizda tamamen terzi isi 6zel
yazilimlar yaptik. Bu sirede kigik bu-
ylk bir cok is aldik ve onlarca farkli sek-
tére yiizlerce Farkli Griin yazdik. Ozel ya-
zilimlarin maliyetlerinin yiksek olmasi
ve firmalar icin yazilimlarin henlz elzem
olmamasi bu isleri kiiclik bitcelerle yap-
mamiza neden oluyordu. Besinci yilimi-
zin sonunda yaptigimiz tim projeleri
tek bir ¢ati altinda toplamaya karar ver-
dik ve 2002 yilinda bugiin CPM ERP ola-
rak adlandirdigimiz CPM Uygulama Ai-
lesi projesine basladik. CPM Uygulama
Ailesi projesi standart yazilimlarla ¢6-
zlilemeyen sireglerin ¢oziilerek ve tas-
larin Ust Gste koyularak ilerlemesinden
dolayi zaten kokten diger rakiplerinden
farklilik iceriyor. Bu sayede bugin dahi
sorunlari ¢ozlilemez bir sektér, sorun
yasanmiyor.

CPM bugiin ne durumda Recep Bey?

CPM yeni bir ivmeyi bu ortaklikla birlik-
te kazandi. 2015 Mart ayiyla birlikte biz
Recep Palamut olarak CPM'e ortak ol-
duk. CPM'i 2020-2025 yillarina nasil tasi-
riz bunlari planlamaya basladik. ilk 6nce
yonetim danismanlarimizla danismanlik
sozlesmemizi imzaladik ve sirketimizin
merkezinden baslayarak bir check-up
yapilmasini istedik. C6zim ortaklarimizi
ziyaret ederek calisanlariyla birlikte on-
larin da bir check-up’ini yaptik. Check-up
sonucu organizasyon semamiz olustu.
Organizasyon semamiza goére ekipleri-
mizi kurmaya basladik. Gordik ki ERP
sektoriinde firmalarin istekleri esasinda
hizmet kalitesinin yiksek olmasi. Uy-
gulamaci ERP’yi diizgin uyarlayabilirse
sirketteki memnuniyet artmakta diiz-
glin uygulanmazsa memnuniyet dere-
cesi dismekte. Bu baglamda ilk 6nce
ilanlara ciktik, yeni bir danisman ekibi
kurmaya karar verdik. Bu ekibi kurarken
1 aylik hizli bir egitim planladik ve ileri
derecede Excel ve SQL egitimini aldik.
Yeni kadromuzda ERP ve yazilim
tecribeleri olanlar, mihendisle-
rimiz, mali misavir kékenli ar-
kadaslarimiz var. Ama sadece
uygulamaci degil yazilimci
tarafimizi da giiclendirme-
ye karar verdik. Universi-
telerden iyi derecelerle
mezun olmus, kendini is-
patlamis arkadaslarimizi

kadromuza kattik. CPM’in halihazirdaki
kadrosunu glclendirerek yeni bir ekip
kurmus, ekibimizi tazelemis olduk. Ata-
sehir'deydik, kendimizi baska bir mer-
kezde konumlandirmak istedik. Edirne-
kapi'da bulunan Sinpas Flat Ofis'in bir
teknoloji merkezi oldugunu gordiik. Sir-
ketimizin merkezini de buraya tasidik.

CPM'’in gelecek donem hedefleri neler?

Edirne Teknokent subemizi ITU Tekno-
kent'e tasima karari aldik ve calismala-
rina basladik. CPM’'in 2016'dan itibaren
istanbul Teknik Universitesi ile stratejik
gelistirme planlanmasini yapmak istiyo-
ruz. 2020-2025 yillarinda CPM nelerde
olmali ve nasil olmali, bunu akademik
kadroyla calisarak planlayacagiz. He-
defimiz Tirkiye'de ERP sektoriinde
birinci siraya yerlesmek. Bugiine dek
Tlrkiye'deki kobi ve kobi Ustl biyik
firmalara ¢ok kolay adapte olmamizin
sebeplerinden biri de tamamen yerli
ERP olmamiz. Biz plaza dilinde konus-
muyoruz. Ama 6te yandan programimiz
uluslararasi firmalarda da kullaniliyor ve
yabanci dile uyumlu. Bu 6nemli bir avan-
taj sagliyor bize.

CPM’in sundugu ERP ¢éziimlerinde fark
yaratan o6zellikleri neler?

Maliyetlerinizi hizli ve dogru hesaplaya-
bilirseniz rakiplerinizden bir adim 6ne
gecersiniz. Riskinizi takip edebiliyorsa-
niz, ileri adim atmaya cesaret edebilir
veya geri durmaniz gereken noktalar
gorebilirsiniz. Ekonomik dalgalanma-
larda emniyet kemeri takmis olursunuz.
En 6nemli Farkliligimiz bu. Bu iki konuyu
net olarak kayitlar Gizerinden ¢6zlyoruz.
CPM ERP’nin temel o6zelligi girilen kay-
din kullanici ne gordiyse sistemde de o
sekilde olmasi. Bir de programlar genel-
de ya kullanicl ya da yénetici dostudur.
CPM ERP ise yonetici ve kullanici dostu
olmanin yani sira ayni zamanda IT dostu
olmayi da basardigini gériiyoruz.

Geriye déniip baktiginizda attiginiz en
6nemli adimlar hangileriydi sizce?

ERP firmalarinin Grin olarak odaklan-
madidi alanlardan bir tanesi operasyo-
nel Gretimin takibi, sahadan verinin an-
Lk toplanmasidir. Operasyonel Gretim
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verilerini sahadan toplamaya basladigi-
niz anda fabrikalarda 7/24 hayat sizin
icin de baslar. Bu rakiplerimizin girmedi-
gi bir alandi, ilk biz girdik. Neden CPM
ERP sorusuna cevap verirken iki konu-
dan bahsettik. Maliyetlerin ve riskin
kontrol altinda tutulmasi, dogru ve hizli
takip edilmesi. Bu her firma icin 6nemli
bir konu. Bir de uluslararasi firmalardaki
basarimiz var. Oradaki denetimlerden
basariyla ge¢gmeniz gerekiyor. Bu alanda
Novartis Cibavision'in o zamanki finans
midird, bugiin Meda Pharma Tirkiye
Ulke midird Funda Giicer'in bize olan
gliveni, destegi ve zorlamasi neticesin-
de bugiin uluslararasi denetimlerden de
hig fire vermeden son derece basarili bir
sekilde geciyoruz.

Sektdrel ¢éziimleriniz hangi alanlarda
yogunlasiyor?

CPM'’in diger firmalardan ayrildigi en
onemli ozelliklerden biri sektorel ¢o-
zimler. Konfeksiyon, Mobilya, Otomo-
tiv Yan Sanayi, Bankacilik, Kimya Sekt6-
ri, Gida, Tekstil, insaat, Metal, Un, Ozel
Okullar, Kumas Yonetimi, Mihendislik
Coziimi gibi bir siiri ¢dziimimiiz var. ilk
anda aklimiza gelen ve en ¢ok kullanilan
¢oziimlerden bir tanesiyle Un sektériin-
de variz. Ekmek ¢ok kolay yapilan bir sey
degil. CPM olarak biz ise tarladan bas-
liyoruz. ilk énce basakta variz. Un siire-
cinden ekmek siirecine gelene kadar biz
¢6zim Uretmisiz. Yine érnek olarak Kon-
feksiyon Cozlimimizi gosterebilirim.
Fabrikalar ve kobiler bliyidiikce konfek-
siyon da muhasebenin aslinda isin kiigiik
bir parcasi oldugu anlasilir. Bir kumasin
alim sayfasindan baslayip nasil ve kag
adet Uretilecedi, bunlarin planlanip ku-
masla ilgili masalara dagitilmasi, kesil-
mesi, ¢ikan maliyetlerin hesaplanmasi,
bir kisinin giinlik ka¢ adet mamul Gret-
tiginin raporlanmasi, bunlardan c¢ikan
firelerin hesaplanmasi, bitmis Griinlerin
paketlenmesi, kalite kontroliiniin yapil-
masl... Biz bitin bu safhalarin basindan
sonuna kadar variz ve ¢ok biylk kolay-
lklar sagladigimiz icin bircok sektérde
tercih ediliyoruz.

Bir firma neden ERP kullanmali?

Recep Palamut: Uretim yapmayan Fir-
malar biyiidiikce raporlamalarini alabil-
meleri, birim basina maliyetlerini hesap-
layabilmeleri lazim. Satis temsilcilerini,
sattiklari Grinlerin takiplerini, raporlari-
ni yapabilmeleri icin misterilerine aylik,
glinllk, saatlik ne kadarlik satis yaptik-
larini bildirebilmek icin bile bir sirkete
ERP yeterlidir. Bu séylediklerimizin hig-
birinin takibini paket programla yapa-
mazsiniz. Biz dort yil 6nce paket prog-
rami raporlamalari artik alamadigimiz,
tikandigimiz icin biraktik. Bir kolay tarafi
daha var: Paket programlarda size lazim
olan 6zel bir sey istediginizde bunu pa-
ket programin firmasina yazmaniz gere-
kiyor. Firma ne zaman ilgili giincelleme-
yi cikarirsa size de o zaman diizelmis
halde geliyor. Fakat ERP bdyle
degil. Firmaniz 6zel bir talepte
bulundugunda, o sistem firma-
niza 6zel yazilabiliyor
ve sorun aninda
¢oziliyor. Bir
de Uretim
yapan  fir-

malar var ki

Uretim daha

cetrefilli bir

konu. Ne

kadar ham-
madde kulla-
nildigi, ham-
maddenin

kisi basina, birim basina lretim gic,
bunlarin maliyetlerinin hesaplanmasi,
¢ikan Grinlerin kalite yonetiminin takip
edilmesi, Urdnlerin araca yiklenmesi,
musteri sevkiyatinin yapilmasi, barkod-
larinin  basilmasi, misteri memnuni-
yetinin takibi... Bunlarin hepsi ERP'yle
¢oOziilebilen konular. Ama biz (ilke ola-
rak ERP'yi ¢cok geriden takip ediyoruz.
Ger¢i KOSGEB'e tesekkiir etmek lazim.
Kobilere ERP ve diger yazilimlarla ilgili
destek sagliyor. %50 hibe seklinde des-
tekleri var.

ERP secim siirecindeki firmalara
tavsiyeleriniz nelerdir?

Oncelikle ERP'nin baska firmalardaki
uygulamalarini gérsinler ¢linki bu isler
"Yapariz, ederiz” demekle olmuyor. Ama
ozellikle yabanci ERP sirketleri rakamla-
rini, lisans Gcretlerini “ucuz ve cazip tu-
tarak satalim, iceri bir girelim, nasil olsa
bunlari sonra ekleyip yapariz. Paralarini
tahsil ederiz, daha farkli Geretler aliriz”
gibi politikalar uyguluyor. Bu durum
bircok kobiyi ve ERP’ye yatirim yap-
mayl disinen firmalar tedirgin
ediyor. Biz ERP talebi olan firma-
lara ilk 6nce kendimizi anlattiktan
sonra firmanin bir analizini yapiyo-
ruz. Analizde firmanin eksiklerini ve
neler yapilacagini listeliyoruz ve her
birinin ne kadara mal olacagini bastan
soyllyoruz. Boylece misterilerimiz
ERP'nin sonunda ekstra bir fatu-
rayla karsilasmiyor. Bu en 6nemli
noktalardan biri. Finansla ilgili

bir sey soruldugunda “onu

herkes yapiyor” denilir.
Ama bizde finansla ilgili
extreme detaylar var.
CPM'in en o&nemli
ozelliklerinden biri

aclk kodla yazi-

lyor  olmasi.

Bizim yazili-

mimizin bir

alt  kat-

mani

bir

de st katmani var. Ust katmanda yaz-
digimiz acgik kaynak kodlar misteride
kaliyor. Normalde bu &zellikler yaban-
cllarda var, fFakat programin ana koduna
yaziliyor. Bir versiyon degisikliginde bi-
tln kodlari bastan yazmaniz gerekiyor.
Bizde ise versiyon degistikce o kodlar
zaten mdisterinin veri tabaninda kayitl
oldugu icin otomatik olarak calismaya
devam etmektedir. Bu bizim icin inanil-
maz blyik bir gli¢. Potansiyel ERP miis-
terileri de secim yaparken bu tip detay-
lara dikkat etmeliler.

“Maliyetlerini

hizli ve dogru
hesaplayabilirseniz
rakiplerinizden bir adim
one gecersiniz. Riskinizi
takip edebiliyorsaniz
ileri adim atmaya
cesaret edebilir

veya geri durmaniz
gereken noktalari
gorebilirsiniz. Ekonomik
dalgalanmalarda
emniyet kemeri takmis
olursunuz.”
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WE LISTENED ABOUT CPM FROM THEM!

Recep Palamut and Serkan Ahtagil discuss how they established their businesses, the secrets of their success,
CPM'’s dynamic structure and the innovation it brings to the Turkish ERP market.

Recep Bey, could we get to know you
briefly?

I'was born in Istanbul in 1970, but I'm origi-
nally from Kayseri. Upon graduating from the
Pertevniyal High School, | went on to attend
and later quit university to enter the workfor-
ce. | am married with two children. | started
working at a young age, selling socks, candy
and postcards in front of mosques in Uskiidar
and Fatih while | was still in high school. This
might be one of the reasons why I quit the
university, as | entered business at a very
young age and the work appealed to me.

For a while, I sold electronic goods in the
Tahtakale market. | later realised | needed

to complete my compulsory military service

to establish a solid foundation for myself. At
the time, my father and uncle were involved
in footwear material trade in Gedikpasa.
However, | saw that it was impossible for me
tojoin them in trade. As a result, | established
Ozpalamut Deri in February 1994 as a limited
company in Tirkmen Kumasg¢i Han in Gedikpa-
sa. We started leather trading in a 20 m2
space. Later, my younger brother Saban Bey
joined the team.

The two of us continued to sell genuine
leather for 3-4 years. During this time, we
had international customers coming from
Macedonia and Romania who would buy leat-
her from us and sell it. We were emboldened
when our Albanian customer Celal Usta asked
us why we didn’t open up a branch in Skopje,
so we opened our first international branch
in 1998 and have been continuing with our
operations in Macedonia since then. The real
benefit of doing business in Macedonia was
that it allowed us to see it wasn’t enough to
only sell genuine leather; we had to add other
materials to our portfolio. To that end, we
expanded into the international market with
Germany and Italy. In short, we've been sel-
ling footwear materials in Turkey since 1999.
Since 2015, we are the Turkish distributor for
world-renowned brands Texon, Barolli, Kenda
Farben, Q&Q, Hikinoro, Réchling and Puntali
Fiore.

Our first encounter with CPM was 4 years
ago. At Palamut Group, we were using a
programme that was common in Turkey, but
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it was insufficient for our business. So we
started to do research, and our colleagues in
management consulting recommended CPM
to us. There were other ERP companies in the
sector, but when we analysed them, we saw
that CPM was the most comprehensive and
that they had undertaken great projects in
terms of ERP. That's how we decided to work
with CPM.

Serkan Bey, could we get to know you
briefly?

| was born in Konya in 1976. | studied electro-
nics and communication-telecommunication
at Marmara University. | am married with a
three-year-old son. During my second year of
university, | joined CPM as an employee, and
when the partners split up, | went on to beco-
me a partner in a short amount of time like 4-5
months. Since | was involved in establishing a
new company, naturally | had to take a break
from university for a long time.

</Programmes
developed based on
theory and books prove
insufficient at solving
problems the moment
you start to use them in
real life>

How did CPM grow?

For the first five years, we exclusively deve-
loped special software. During this time, we
took on many projects both big and small, and
we created hundreds of different products for
dozens of sectors. Since special software was
costly and not yet essential for these compa-
nies at the time, we were doing business with
very small budgets. At the end of our fifth
year, we decided to bring together all of our
projects under one umbrella, and in 2002,
we embarked on the CPM Application Family
project, which we now call CPM ERP. The
CPM Application Family project differs from
its competitors in essence because it requires
finding solutions to unsolvable processes and
placing building blocks on top of one anot-
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her. To this day, it is a sector where the issues
cannot be resolved, and we do not experience
issues.

How is CPM doing these days, Recep Bey?

CPM achieved new momentum with this part-
nership. As of March 2015, Recep Palamut es-
tablished a partnership with CPM. We started
to plan how we will get CPM to 2020-2025.
We first signed our consulting agreement
with our management consultants and requ-
ested a check-up of our company, starting
with the head office. We visited our solution
partners to conduct their check-ups with their
employees. In the end, we formulated our
organisational scheme, and we started to
build our teams accordingly. We saw that in
the ERP sector, what companies really want
is for high-quality service to be maintained. If
the implementer can properly adjust the ERP,
the level of satisfaction in the company goes
up, and if the implementation is bad, the level
of satisfaction goes down. To this end, we
first put out ads and decided to establish a
new team of consultants. When establishing
this team, we planned for an accelerated
1-month training programme that involved
advanced Excel and SQL training. Our new
team includes people with ERP and software
experience, engineers and former financial
advisers. However, we decided to improve
ourselves not only in terms of implementation
but also in terms of programming. We added
colleagues to our team who graduated from
university with good grades and made a
name for themselves. By fortifying CPM’s
existing staff, we ended up building a new
team. We were in Atasehir, but we wanted

to position ourselves in another centre. We
saw that the Sinpas Flat Ofis in Edirnekapi
was a centre of technology, so we decided to
relocate our head office here.

What are CPM'’s goals for the future?

We decided to relocate our Edirne Techno-
kent branch to ITU Technokent and started
the process. We want to plan the strategic
development of CPM at Istanbul Technical
University starting in 2016. We will work
together with the academic staff to plan
where CPM should be by 2020-2025 and how
to get there. Our goal is to be number one in

-
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Turkey in terms of ERP. One of the reasons
why we were able to adapt very quickly to
the biggest small-and-medium-sized enterpri-
ses and companies that are larger than SMEs
is because we are a completely domestic ERP.
We do not speak the language of high-rise
business centres. Yet on the other hand, our
programme works on an international level
and is adaptable to foreign languages. This
provides us with a significant advantage.

</Specific requests for
your business can be
programmed by your
ERP company and your
problems are solved
instantly>

What are some of the distinguishing featu-
res of the ERP solutions provided by CPM?

If you can calculate your costs quickly and
aclf you can calculate your costs quickly and
accurately, you can get one step ahead of your
competitors. If you can also keep track of your
risks, you can dare to step forward or see the
points at which you need to stand back. In a
sense, you will have worn a seatbelt against
economic volatility. This is our most important
difference. We efficiently solve these two is-
sues using records. The key feature of CPM
ERP is that the user sees the record exactly as
it is in the system. Programmes are general-
ly either user-friendly or admin-friendly. With
CPM ERP, we see that it is possible to be both
admin- and user-friendly as well as IT-friendly.

When you look back, which steps do you
consider to be your most important?

One of the areas that ERP companies do not
enter in terms of products is monitoring ope-
rational production and instantly collecting
data from the field. The moment you start

to collect operational production data from
the field, plants become active 24/7. This was
an area our competitors did not enter, and
we were the first. We focused on two topics
when we were answering the question of why
CPM ERP: keeping both costs and risks under
control, and ensuring that they are monitored
quickly and accurately. This is an important
topic for every company. There is also our
success with international firms. You have

to successfully pass the audits there. Thanks
to the support and encouragement of Funda
Glicer, the previous Financial Director of
Novartis Cibavision and the current General
Manager of Meda Pharma Turkey, today we
are able to pass international audits with a
great level of success.

On which areas are your sector-focused
solutions concentrated?

Sector-focused solutions are one of the main
areas that distinguish CPM from other com-
panies. We have a wide variety of solutions
for the ready-to-wear, furniture, automotive,
subsidiary industry, banking, chemical, nutriti-
on, textile, construction, metal, flour, private
school, fabric management and engineering
sectors. One of our most frequently used solu-
tions that immediately comes to mind is for
the flour sector. Bread isn’t easy to produce.
At CPM, we start with the field, and we first
work with wheat. We've produced solutions
for the entire process of transforming flour
into bread. Another example would be our
solution for the ready-to-wear sector. As
plants and SMEs grow, it becomes clearer
that accounting is actually a small part of
the ready-to-wear business. Starting with the
process of purchasing fabric, there’s the cal-
culation of how many items will be produced
and how, the planning of this process and the
distribution to fabric-related units, the cut-
ting, the calculation of costs, the reporting on
how many items are produced each day per
person, the calculation of how much goes to
waste, the packaging of the final product, the

quality control process... We are present in
each of these stages, and we are sought after
in many sectors for the great convenience we
provide.

Why should a company use ERP?

Recep Palamut: Companies that do not carry
out production must be able to receive reports
and calculate their costs per unit as they con-
tinue to grow. ERP is useful even if it is only for
sales representatives to monitor and report to
their customers the number of products they
sell per month, day or even hour. You can’t
monitor any of these things with a package
programme. We abandoned package prog-
ramming four years ago because we could no
longer receive reports and we were getting
stuck. There’s another way in which it is con-
venient: In package programmes, if you need
something to be adapted to your particular es-
tablishment, you need to write to the package
programming company. Your issue gets solved
only when the company releases an update.
When your company makes a special request,
the system can be reprogrammed specifically
for your company and the problem is solved
instantly. There are also those companies
that carry out production, which is a more
complicated subject. Calculating how much
raw material gets used, the raw material
production potential per person and per unit,
and the related costs; monitoring the quality
of the products; loading the products onto
vehicles; transporting them to the customer;
printing barcodes; monitoring customer satis-
faction... All of these can be solved using ERP.
As a country, we are far behind other parts of
the world when it comes to ERP, though we
should thank the Small and Medium Enterpri-
ses Development Organisation (KOSGEB) for
providing support to SMEs in terms of ERP and
other programmes via a 50% grant.

</We list the
shortcomings of a
company and what will
be done, and we report
the cost of each item in
advance>

What would you recommend to companies
that are in the process of switching to ERP?

They should first investigate how ERP is used
in different companies because this isn’t so-
mething you can do with sheer will. Internati-
onal ERP companies in particular tend to keep
their prices and licencing costs low in order to
add other services later on and withdraw dif-
ferent amounts of money from the customer.
This situation makes many SMEs and firms
considering investing in ERP nervous. We, on
the other hand, start by introducing ourselves
to companies that require ERP and then analy-
se the company. In this analysis, we list the
shortcomings of the company and what will
be done, and we report the cost of each item
in advance. That way, our customers don’t en-
counter extra invoices at the end of ERP. This
is one of the most important points. When pe-
ople ask a question about finance, there are
those who believe ‘everybody can do it'. Yet
our programme includes extreme details per-
taining to finance. One of the most important
features of CPM is that it is developed with an
open source code. Our software has a lower
level and a top level. The open source codes
we develop in the top level remain with the
customer. Normally these features are used by
international companies, but they're included
in the main code of the programme. So when
there is a version upgrade, you have to write
the entire code from scratch. With us, whene-
ver there is a version change, the code is al-
ready found in the customer’s database, so it
automatically continues to work. This is one of
our great strengths. Potential ERP customers
should also pay attention to details like this
when making their selection.

GEZi / TRAVEL CPM BULTEN / BULLETIN

DUNYANIN
EN SIK KAYAK

PISTLERI

—u

THE

; | WORLD’S
MOST

ELEGANT

SKI TRAILS

There are the famous ski trails, and then there

are those with plenty of famous skiers! In this article,
we focus on the latter to help you discover the most
expensive ski centres preferred by the world’s leading icons!

KLOSTERS, Switzerland

A favourite of the British royal family, particularly Princess Diana, Klosters is a calm ski destination out of the public gaze
that is still frequently visited by Prince William and his wife, Duchess Kate. If you want to ski on the same slopes as top
models and the aristocratic families of Europe and the States, you are in the right place! You can rent a suite in one of its
famous hotels or share the dance floor with royalty and jet society in its famous nightclubs.

Bir Ginld pistler var, bir de UGnliisi bol pistler! Bu yazinin
konusu iste tam da bu ikinci tiirden olanlar. Diinyanin 6nde
gelen tinlileri tarafindan tercih edilen en pahali kayak
merkezlerini siz de kesfedin!

KLOSTERS, Isvigre COURCHEVAL 1850, France

ingiliz kraliyet ailesinin, 6zellikle de Prenses Diana’nin Ffavorisi
olan Klosters, Prens William ve esi Kate'in de hala sik sik ziyaret
ettigi sakin ve gozlerden irak bir kayak destinasyonu. Ameri-
ka ve Avrupa'nin aristokrat aileleri ve top modellerle ayni
pistlerde kaymak icin dogru yerdesiniz! Konaklamak icin
Unld otellerde bir siit kiralayabilir, eglencesiyle meshur
gece kuliplerinde kraliyet lyeleri ve jet sosyeteyle bu
kez de dans pistini paylasabilirsiniz.

To illustrate the popularity of the region, all we have to tell you is that it is a frequent destination for
the Beckham family! Courcheval 1850 boasts 9 five-star hotels as well as small, private chalets whe-
re you can experience the luxury of having private butlers. Here, you can dine at Michelin-starred

gourmet restaurants and breathe in the same air as Russian politicians, pop stars, F1 pilots
and real estate moguls.

ZURS, Austria

An area that is home to perhaps the most expensive hotels in Europe, Ziirs is a preferred
destination for both movie stars and members of royalty like the Princess of Monaco and
the Queen of Netherlands. At Ziirs, you will find the world’s most luxurious mountain
resort, where you can feel like royalty as you experience the privilege of the Royal Suite
with two bedrooms, two bathrooms, a fireplace, a private sauna and a butler. The prices
and fame of the region make it a choice for only a select number of privileged travellers,
and one of its greatest advantages is never having to wait in line to ski!

COURCHEVAL 1850, Fransa

Beckham ailesinin ugrak yeri oldugunu belirtmek, bu bél-
genin popdlerligini anlatmak icin yeterli olacaktir! 9 adet
bes yildizli otele ev sahipligi yapan Courcheval 1850'de 6zel
usak liksiinii yasayabileceginiz kliclk ve size 6zel saleler de
mevcut. Burada, Michelin yildizli gurme restoranlarda yemek
yiyebilir, bu esnada Rus devlet adamlarindan pop yildizlarina, F1
pilotlarindan gayrimenkul zenginlerine kadar pek ¢ok farkli insanla
ayni havayi soluyabilirsiniz.

TELLURIDE, Colorado

Known as the place to see and be seen, Telluride is the definitive choice for celebrities who want to
ski in peace far away from the public gaze. The area is mostly preferred by artists and musicians, with
Tom Cruise and Oprah Winfrey each owning homes here. Telluride also hosts a film festival in September,

when the number of celebrities in the region skyrockets. The luxurious hotels in the area bring chefs to your suite to
cook your preferred meal as you wind down from skiing in a Jacuzzi!

ZURS, Avusturya

Avrupa'nin belki de en pahali otellerini bir arada bulabileceginiz Zirs, hem Monako
prensesi ve Hollanda kralicesi gibi gesitli kraliyet tGyelerinin hem de film yildizlarinin
tercihi. Dinyanin en liiks dag tesisine ev sahipligi yapan Ziirs'te iki yatak odasi ve
iki banyolu Royal Suite ayricaligini yasayabilir, odaniza 6zel sémine, sauna ve kah-
yanizla siz de kendinizi kraliyet ailesinin bir Gyesi gibi hissedebilirsiniz. Fiyatlari ve
sohretiyle sadece sinirli sayida ve ayricalikli kisilerin tercihi olan bolgede, kaymak
icin asla uzun sire sira beklemek zorunda olmamak da bir baska avantaj!

TELLURIDE, Colorado

Aspen hem kendini gésterme hem de gelenleri gérme yeri olarak bilinirken, Gnli-
lerin merakli bakislar tarafindan rahatsiz edilmeden kayak yapmak icin tercih ettigi
yer kesinlikle Telluride. Tom Cruise ve Oprah Winfrey'in de birer ev sahibi oldugu
bolge, cogunlukla sanatgi ve miizisyenler tarafindan tercih ediliyor. Eylil ayinda film
festivaline ev sahipligi yapan bélgede inli sayisi da bliyiik oranda artiyor. Bolgenin
lUks otellerinde, siz jakuzinizde kayak sonrasi yorgunluk atarken, sefiniz sditinize
geliyor ve istediginiz yemedi sizin icin pisiriyor!
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Emeginize saglik

Thanks to your effort

Firmanizi su anki durumuna getirmek i¢in yillarca calistiniz. '

Peki ya sonras1? Rekabetin arttig1 ginimiz dinyasinda, verimlilik ve
sistemlesme artik vazgecilmez. Gelin, ¢cok biyik emekleri ugtnlere
getirdiginiz firmanizi, gelecege ERP ile birlikte tagiyalim.

Over many years you strived to reach your firm to have present status.

What then? In today’s sharp competitive world efficiency and system progressions are
inevitable. Let’s forward together your firm that you have taken up to now through your 1
huge labour, with correct ERP.




