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Sigma Developed Target in Electric Exports

with 60% Growth

We talked about the company and its goals with Sigma Electricity Export Director Genco Uysal who made statements as
following: "We are an ambitious company with our quality and cost calculation. We communicate with our customers 24/7. |
can't work with a man looking at the watch. These are enough for us to grow and brand. Because to have the information
only, namely knowing alone is not enough. The important thing here is to follow a good job and work hard. Everybody cares
very much about eating. For me, eating is success. I'm a human being feed with success. I'm sure we're bringing Sigma to

the places it deserves in 80 countries.”

Can you tell us about yourself for our
readers to get to know you better? Who is
Genco Uysal?

| ' was born in 1983 in Istanbul. | graduated
from Saint Benoit French High School in
Istanbul and completed my university
education in Robert Schuman University
in Strasbourg, Francel did my MA in
International Business at the Haute Ecole
Bruxelles University in Belgium / Brussels.
After working in Belgium for three years, |
returned to Turkey in 2009 and started as
a regional sales manager for a company
and there | was responsible for Africa,
Middle East and Europe Regional sales.
Subsequently, | worked as a country
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Sigma Elektrik Ihracatta
%60 Ik Biyume ile Hedef Blyuttu

‘Dis Ticaret departmanimizda yeni bir yapilanmaya ve yenilenmeye gidiyoruz.Gtncel olarak

65 Ulkeye ihracat yapiyoruz. Bizim hedefimiz 2019 yiinda Sigma Elektrik’i sektérde daha

da buyuterek 80 (lkeye ihracat yapan bir firma haline getirmektir. Markamizi daha iyi

noktalara getirmek icin calsmalarimizi yogun bir sekilde devam ediyor. Biz kalitemizle ve

maliyet hesabimizla iddiamizi ortaya koyuyoruz.” seklinde aciklamalarda bulunan Sigma

Elektrik lhracat Direktért Genco Uysal ile firma ve hedeflerini konustuk.

Okurlarimizin ~ sizi  daha  yakindan
tanimalar adina kendinizden bahseder
misiniz? Genco Uysal kimdir?

1983  istanbul  dogumluyum.  Lise
égrenimimi  Istanbulda  Bulunan Saint
Benoit Fransiz Lisesinde, daha sonra
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Universite egitimimi Fransa'nin Strazburg
kentinde Robert Schuman Universitesi
Isletme Fakailtesinde tamamladim.

Yiksek  Lisansimi  Belcika/Briiksel de
Haute Ecole Bruxelles Universitesinde

manager at an important and well-known
construction company to manage very
important investments and projects in
Cote d'lvoire (Africa). After

that, | worked as the General Manager of
one of the biggest plastic manufacturing
companies in Turkey. In all this process,
| visited 120 countries and established
important  business  contacts  and
friendships there. In 2014, | returned to
Turkey because of my parents' health
problems and worked as Export Director
in various companies

in our sector.

How did you meet with the electricity
sector?

After returning to Turkey, | started
working as an export director at an
electronics company. We achieved serious
growth with the new organizations and
works we done in the company for which
| worked for 25 years. Then, in January
2016, | made a step towards the sector by
evaluating the offer | received from a well-
known company in our sector in order to
address the wider environments in both
Turkey and the world market. In addition
to both domestic and international trips, |
have had a very good interaction with the
sector stakeholders. At this point, | have
always had a good working environment
with all the sector representatives and
companies | have worked for.

What is your position at Sigma?

I'm Export Director at Sigma Electric,
where | started two months ago. | am
responsible for foreign markets sales,
operations and marketing. I'm very happy
here and | love doing my job.

What do you want to say about your
Sigma brand recognition and goals?

Sigma Electric is currently a company that
exports to 65 companies and is one of

Uluslararasi Isletmecilik alaninda yaptim.
Bu dénemde (¢ yil boyunca Belcika'da
kendi isimi yaptiktan sonra 2009 yilinda
Tirkiye'ye dondp bir firmanin bélge satig
muddru olarak baslayip sonrasinda Afrika,
Ortadogu ve Avrupa satis sorumlulugunu
Ustlendim. Akabinde,  Fildisi Sahilinde
(Afrika) cok énemli yatinmiari ve projeleri
ydritmek adina 6nemli ve taninmis bir
ingaat firmasinda Ulke mdddrligu gorevi
yaptim.

Buradan sonra Tirkiyenin en biytk
plastik dretimi yapan firmalarin birinin
Fransa'dakiistirak sirketinde Genel Midiir
olarak gérev yaptim. Butun bu sdregte
120 (lkeye ziyaretler gerceklestirerek
onemliticari baglantilar ve dostluklar
kurdum. Nihayetinde, Anne ve babamin
saglk sorunlan nedeniyle 2014 yiinda
Tirkiyeye dondim ve sektorimuizdeki
cesitli firmalarda Ihracat direktérliigi
gérevlerinde bulundum.

Elektrik sektdrtiyle tamigsmaniz nasil oldu?
Turkiye'ye déndiikten sonra bir elektronik
firmasinda  ihracat  direktérd  olarak
géreve basladim. 2.5 yil boyunca ¢algtigim
firmada yaptigimiz yeni organizasyon ve
cahgmalar ile ciddi bir bldyime sagladik.
Daha sonra hem Tirkiye hem de dinya
piyasasinda daha genis cevrelere hitap
edip daha buyuk atihmlar yapmak
adina 2016 Ocak ayindasektorimuzdeki
taninmig  bir firmadan aldigim  teklifi
degerlendirerek  sektére adm  atmis
oldum.

Hem yurt ici hem de yurt disi gezilerinin
yaninda sektdr paydaglanyla da ¢ok
glizel bir etkilesim kurdum. Bu noktada
belirtmeliyim ki su ana kadar calgtigim
bdtin sektdr temsilcisi ve firmalarla hep
iyi bir calisma ortamim oldu.

Sigma'daki konumunuz nedir?
ki ay ¢énce basladigm  Sigma
Elektrik firmasinda Ihracat Direktéri
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pozisyonundayim.  Ihracati  biytitmek
Uzere yurtdisi mugterilerine yénelik satig,
operasyon ve pazarlamadan sorumluyum.
Burada cok mutluyum ve igimi severek
yapiyorum.

- Sigma elektrik olarak marka taninirligi
ve hedefleriniz konusunda neler séylemek
istersiniz?

Sigma Elektrik gincel olarak 65 (lkeye
ihracat yapan bir firmadr ve Salt
sektoriinde Tiirkiye'de dretici roltindeki
énemli firmadan birisidir. Ozellikle yurt ici
pilyasasinda da en énemli oyunculardan
biri oldugu kanaatindeyim. Sigma markal
Urtnlerimizin -~ Yurt diginda da fiyat
kalite performansi acisindan ¢ok iyi bir
durumda oldugunu gozlemleyebiliyoruz.
Bizim hedefimiz 2019 yilinda Sigma
Elektrik’i sektérde daha da buiytiterek
80 (lkeye ihracat yapan bir firma haline
getirmektir. Bunu da basaracagimiza
inaniyorum.  Daha  simdiden  Cezayjir,
AngolaAfganistan, Romanya, Kirgizistan,
Isvec, Portekiz ve Macaristan bu listeye
dahil olma asamasindadir.
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the two big companies in the switchgear

sector in Turkey. | believe that it is the
most important player especially in the
domestic market.

Abroad, the company is in a good segment
in terms of price and quality performance.
Our goal is to make Sigma Elektrik as
a company exporting to 80 countries in
2019. | believe we can achieve this. We
have already included Algeria, Angola,
Afghanistan, Romania, Kyrgyzstan,
Sweden, Portugal and Hungary to our
portfolio.

Is your goal to reach 80 countries focused
on a particular continent / region? Or does
it cover the whole?

We are strong in Asia, Europe, South America
and Africa. We are currently exporting
to many countries such as Suriname,
Cameroon, Peru, Vietnam, Indonesia etc. Our
target is Central Asia and Baltic States. We
will realize this goal in a very short period of
time with the commercial connections and
friendships that | made thanks to my travels
to 120 countries.

Do you think of making any changes in
your foreing market structures?

First of all we are making a new and a
great structure and innovation in our
foreign trade department. We're going to
implement a different system. We can say
that "We will apply our own system by
ourselves".

We are conducting an important planning
work on reporting, reaching customers
and participating fairs (in addition to our
annual Dubai, Hannover fair, especially in
Nigeria, Indonesia, Kenya fairs, where we
have never been before).

Besides, our company has implemented
a single dealership system so far. We're
going to change it. We have identified 3
different categories. Our first goal is to
make a main dealer for our state tenders
and large projects with our brand - Sigma.
Our second goal is to supply to wholesalers
with our Sigma brand in OEM section. Our
third goal is to supply both the project and
the wholesaler only as an OEM.
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80 iilkeye ulasma hedefiniz belli bir
kita/bélgeye mi odakl yoksa geneli mi
kapsamaktadir?

Asya, Avrupa, Giney Amerika ve
Afrika'da variz. Su anda Sigma Elektrik
olarak Surinam, Kamerun, Peru, Vietnam,
Endonezya vb. bircok Ulkeye ihracat
yapyoruz. Ozellikle hedefimiz ise simdilik
Orta Asya ve Baltik tlkeleridir. 120 ulkeye
yaptigim  seyahatlerden olugan ticari
baglanti ve dostluklarla bu sureci ¢ok
kisa bir strede gerceklestirmis olacagiz.

=Yurt digi yapilanmanizia ilgili herhangi
bir yenilik veya degisiklik diisiiniiyor
musunuz?

Oncelikle icerde dis ticaret
departmanimizda yeni bir yapilanmaya
ve yenilenmeye gidiyoruz. Farkl bir
sistem  uygulayacagiz.  Buna  ‘Kendi
sistemimizi  kendimiz  uygulayacagiz”
diyebiliriz. Raporlama, musterilere
ulasma, seminerler, ilgili Ulkelerinin kamu
onaylari, katilacagimiz fuarlar (Her sene
katildigimiz -~ Dubai,Hannover — fuarinin
yaninda ézellikle daha 6nce olmadigimiz
Nijerya.  Endonezya. Kenya fuarlari)
konusunda énemli bir planlama ¢alismasi
yurutuyoruz.

Bunun yaninda firmamiz ihracat yaptigi
Ulkelerde tek bayilik sistemi uygulamis.
Biz bunu gelen talepleri de dikkate alarak
biraz daha cesitlendirerek gelistirmek
istiyoruz. Bu konuda 3 farkh kategori
belirledik. ilk hedefimiz, proje ayadinda
-Sigma markamizla- devlet ihaleleri ve
blyuk projeler icin bir ana bayi yapmak.
Ikinci  hedefimiz, OEM kisminda yine
Sigma markamizla  toptancilara  mal
vermek. Uclincli hedefimiz de sadece
OEM olarak hem projeye hem de
toptanciya mal vermek.

Sigma markasina mevcut partnerlerinizin
bakisini nasil degerlendiriyorsunuz?

Sigma Elektrik her uyl katildigi 4-5
uluslararasi fuarla markasini bircok ulkeye

How do you evaluate the point of view of
your current partners to Sigma Electric?
Sigma Electric has succeeded to announce
its brand in many countries with its 4-5
international exhibitions. Qur partners
know this very well. Of course, they want
to benefit from this and request for further
reinforcement of awareness through
practices such as publicity, seminars
and visits. These demands are taken into
consideration in this way, we have had
many seminars and promotional activities,
and then we will increase our brand / site
visits and increase our brand awareness.
In addition to the idea of meeting our
partners and realizing the relationships
through these companies, we are planning
to talk about our partner and our products
by even going door to door in the markets,
hence supporting our local dealers.

We started to gather the fruits of these
seminars and promotions. We took
important steps to invite the public
authority of the relevant country and get
public approvals. Especially this year we
aim to create new partners in regions such
as Africa, Turkic Republics, North Baltic
countries, Middle East and West Africa.

How do you evaluate the technological
infrastructure of Sigma Elektrik taking into
your product and goals into consideration?
Our company has a strong production
infrastructure, technology and technical
team. After the products are designed
in R & D department and completed
in their own workshop with their own
modern machines,their production lines
are produced in accordance with the
relevant standards in production lines
equipped with modern test equipments
and presented to our customers. We are
increasing our production capacity day
by day. A capacity increase is expected
for new products to be released this
year. This is because we have a growth-

oriented budget in this year, which needs
investment, as you may also appreciate.
This investment is necessary to ensure
the targeted growth.

Do you have any idea about adding
different items to your product range?
Yes. We have completed our VERTICAL
TYPE FUSE DISCONNECTOR project that
we started in 2018. Its tests and pilot
productions are almost over. In March,
we will launch it. We started to collect
the fruits of our work on samples of this
product. We have already received pre-
orders from Oman, Poland and Kosovo. In
addition to this product, our work on NH
Fuse Linkscontinues and production work
of this product will be finished in a short
time. We also continue to work with Sigma
branded switch / socket products, which
are highly demanded in overseas.

What challenges do you face in the
international market?

The most important problem in the
international market is brand awareness
and prejudicial approach. The fact that the
international brands you are competing
with hadalready entered the market
many years ago and haven completed
the necessary official approvals, which
means you are starting to race backwards.
We are working hard to overcome
these challenges by attending many
international fairs, completing official
approvals and increasing our visits. We
rely on our products, once the customer
who uses our product does not notice a
difference in terms of quality and takes
into account the cost factor, and becomes
a devoted Sigma userWe will continue to
participate in fairs, introductory seminars
and increase our visits.

What do you intend to do in order to show
the brand's strength and bring Sigma's
name to the fore?
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duyurmayr  bagarmis.  Partnerlerimizde
bunu ¢ok iyi biliyorlar. Tabi bu durumun
kullanilimasini ve bilinirligin kendi (lkeleri
ozelinde tanmitim, seminer ve ziyaret gibi
uygulamalarla daha da pekistirilimesi
yéninde taleplerde bulunmaktadiriar.

Bu talepler degerlendirmeye aliniyor
bu sekilde bircok seminer ve tanitim
callsmamiz oldu bundan sonra mdugteri/
saha ziyaretlerimizi arttirarak marka
bilinirligimizi arttirmaya yénelik
calhgmalanimiz olacaktr. Partnerlerimizle
gorusip iliskileri bu firmalar
Uzerinden gerceklestirme dustincesine
ilaveten .gerekirsepartnerlerimizin
organizasyonunda sahayr kapi  kapi
dolagip  firmamizi ve  Urunlerimizi
anlatmayiplanhyoruz.

Bu seminer ve tanitimlarin meyvelerini
toplamaya basladik. Seminere ¢&zellikle
ilgili Glkenin kamu otoritesini de davet
edip kamu onaylarini almak adina 6nemli
adimlar attik, kazanimlar elde ettik.
Ozellikle bu yil Afrika, Tiirki Cumhuriyetler,
Kuzey Baltik (lkeleri, Orta Dogu ve Bati
Afrika gibi bolgelerde yeni partnerler
olusturmak hedefindeyiz.
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We participate in 4 or 5 international fairs
each year to increase brand awareness.
Substainability in trade fairs is very
important, as customerssee you every at
trade fairs and hence feeling confidence
in the brand. Seminars and promotional
meetings are also very useful. In addition,
we make our claim with our quality and
cost advantage. We keep in touch with our
customers. These also contribute to our
branding and growth.

Considering that Europeans are worried
about market loss, do you have any
difficulties -indirectly- in customs ?

For a product sent from France to Algeria.
Morocco, Senegal,no tax is paid,but we pay
30% tax as Turkey. The customer also
prefers other countries' products instead
of paying taxes. Our government needs
to work in this to pave the way for our
exporters.

What will be the approach of Sigma to the
process considering the recent fluctuation
in exchange rates?

The fluctuation in the exchange rate is not
the only thing that affects us. In many
countries in the world, some countries
were affected two or three times more
than us. (Russia. Algeria, Azerbaijan,
Uzbekistan, Ukraine, all African countries
etc) Our company has already made
necessary stock, necessary measures
and necessary production plans in 2018.
Sigma has not been affected much by the
fluctuations experienced in the market as
it realizes its growth plans accordingly
and sells its products in foreign currency
with 100% domestic production.

Turkey is a country with very different
dynamics. Accordingly, | think that the
market will come to better places in the
medium and long term in 2019.
Are there any deviations in your goals in
2019 - With your new vision-?

Sigma elektrigin teknolojik olarak -gerek
urtin gerekse hedefleriniz noktasinda- alt
yapisini nasil degerlendiriyorsunuz?
Firmamizin  oldukca  kuvvetli  dretim
altyapisi, teknolojisi ve teknik kadrosu var.
Urtinleri kendi AR&GE departmaninda
tasarlanip yine kendi modern tezgah ve
makinelere sahip kendi Kaliphanesinde
tamamlandiktan sonra uretimleri
binyesindeki  modern test cihazlan
ile  donatilmig  dretim hatlarinda ilgili
standartlara  uygun  olarak  dretilip
musgterilerimize  sunulmaktadir. - Uretim
kapasitemizi her gegen gun arttiriyoruz.
Bu ull ¢ikacak yeni drdnler icinde bir
kapasite arttinmi ddgdndliyor. Zira bu
yilda buyume odakl bir bitcemiz var bu
da takdir edersiniz ki ancak yatinmla
oluyor. Bu buyumeyi yakalamak icin
gerekli olan yatinm yapilyor.

Biinye icerisine farkl rtinleri de katma
gibi bir digiinceniz var mi?

Evet.2018 yiinda bagslattigimiz DIKEY TIP
YUK AYIRICISI calsmamizi tamamladik.
Su an testleri ve pilot dretimleri
bitmek (zere. Mart ayr igerisinde satisa
sunmus  olacagiz.  Bu  UrtGndmuzle
ilgili - numuneler lzerinden yaptigimiz
calsmalarin - meyvelerini  toplamaya
bagladik. Simdiden Umman, Polonya ve
Kosova'dan én siparisleri aldik. Bu drine
ilaveten NH Bigakl Sigortalar konusunda
cahsmalarimiz devam ediyor yinekisa bir
surede bu drtunun de uretim calismalar
bitecek. Ayrica ézellikle yurtdisindan cok
fazla istenen Sigma markali Anahtar/Priz
urdnleri ile ilgili ¢calgmalarimizda devam
etmekte...

Uluslararasi pazarda ne gibi zorluklarla
karsilasiyorsunuz?

Uluslararasi pazardaki en énemli sorun
marka bilinirligi ve én yargili yaklagim.
Rekabet ettiginiz uluslararas markalarin
cok uzun uyillar énce pazara girmeleri
ve gerekli resmi onaylari tamamlamig
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olmalari  sizi yansa daha geriden
baglamaniza sebep oluyor.  Biz bircok
uluslararasi fuara katilarak, resmi kurum
onaylarini tamamlayarak, ziyaretlerimizi
arttirarak bu zorluklari agsmak icin ciddi
calsmalar  yapiyoruz. Urdinlerimize
glveniyoruz, bir kez (rtinimdzd kullanan
musgteri kalite acisindan bir fark olmadigini
test ettikten sonra maliyet unsurunu da
dikkate alnca sadk Sigma kullanicisi

oluyor.
Marka tamtimimiz  adina  fuarlara
katimaya, tanitim seminerleri

diizenlemeye ve ziyaretlerimizi arttirmaya
devam edecegiz.

Markanin giiciinii géstermek ve Sigma’nin
ismini 6n plana c¢ikarmak adina ne
yapmay diisiiniiyorsunuz?

Marka bilinirligini arttirmak icin her il
4 yada 5 uluslararasi fuara katilyoruz.
Ozellikle fuarlarda devamiiik cok énemli
musgteri her yil sizi fuarlarda gérdiginde
markaya karsi glveni artiyor. Seminer ve
tanitim toplantilari da ayrica cok faydali
oluyor. Ayrica biz kalitemizle ve maliyet
hesabimizla iddiamizi ortaya koyuyoruz.
Mdgterimizle sdrekli iletisim halindeyiz.
Bunlar da bizim markalasmamiz  ve
blytmemize ¢ok ciddi katkilar saghyor.

Avrupallarin  pazar  kaybi  endigesi
oldugunu dikkate alirsak gimriiklerde
-dolayl olarak- zorluk yagadiginiz oluyor
mu?

Fransa'dan génderilen bir drdn igin
Cezayire.  Fasa ~ Senegale  vergi
ddenmiyor fakat biz Turkiye olarak %30
vergi éduyoruz. Misteri de o zaman vergi
ddemek yerine diger (lkelerin Urdinlerini
tercih ediyor. Hukdmetimizin bu konuda
ihracatgr  firmalarimizin - 6ndnd  acacak
calismalar yapmasi gerekiyor.

Doviz kurlarinda yasanan son hareketlilik
dikkate alindiginda Sigma’'nin siirece karsi
yaklagimi ne olacaktir?

So far, we have not experienced any
slightest negativity. In addition, we set
our sustainable goals to be realized. While
we set our 60% growth target, we made
our plans based on cash payments, not
on credit payment. Our advance payment
plans that we will make foreign markets
ready to protect us from all kinds of
economic tightness and turbulence.

In terms of market conditions, how do
the switchgear firms (customers) adopt a
brand change?

The same product (the same quality
product completely) is sold at different
values in terms of brand value. A very
important element comes into play here:
Salesperson and salesperson's ability to
persuade skill.

Convincing the company for brand change
and trust in your relationships are the
main actors of this event. In addition, when
you lower your profit share, brand change
can be easier.

We have this flexibility in Sigma and this
advantage that we offer in the profit share
also opens the way for brand change.
In short, “Persuasion and Trust” is very
important.

Finally, Please share your thoughts which
you like to add?

Everybody cares very much about eating.
The success is the meal for me. I'm a
human being fed with success. | am sure
that we will bring Sigma to the best places
that it deserves in 80 countries (both by
adding added value to our country and
by making economic contribution to our
S 500 billion target for 2023). | don't say "l
hope" | Say "l am sure!l" Because Sigmais a
strong firm thanks to its strongproduction
infrastructure, finance and service.

Déviz  kurunda yasanan hareketlilik

fan

sadece bizi etkileyen bir durum degil.
Dunyanin bircok (lkesinde bizden ki (¢
kat daha fazla etkilenen (lkeler oldu.
[Rusya, Cezayir, Azerbaycan, Ozbekistan,
Ukrayna, batin  Afrika  Ulkeleri  vb)
Firmamiz 2018 yilinda gerekli stogu,
gerekli  6nlemleri ve gerekli (retim
planlarini yapmig durumdadir.

Sigma, biydme planlanni da buna gére
gerceklestirip buyuk oranda yerli tretim
yaparak drdnlerini de dévizle sattigi icin
piyasada yasanan  dalgalanmalardan
cok fazla etkilenmemigtir. Turkiye ¢ok
farkl dinamikleri olan bir (lke. Buna
bagl olarak da 2019 yilinda orta ve uzun
vadede piyasanin ¢ok daha iyi yerlere
gelecegini dusunuyorum.

2019 yilinda -sizin yeni vizyonunuzla
birlikte-ortaya koydugunuz hedeflerinizde
herhangi bir sapma oldu mu?

Su ana kadar en ufak bir olumsuzluk
yasamadik. Bunun yaninda biz, stirddrdilebilir
hedeflerimizi  gerceklesebilecek  sekilde
belirledik. %60 biyume hedefimizi ortaya
koyarken vadeli ddeme degil pesin
odemeler  Uzerinden  planlamalarimizi
yaptik. Yurt disina yapacadgimiz pesin
odeme planlarimiz bizi her tdrld ekonomik
darlktan ve c¢alkantidan — koruyacak
sekilde dtizenlenmistir.
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Piyasa  sartlarinda  salt  firmalan
(mdigteriler) marka degisikligi konusunda
nasil bir tavir takinmaktadir?

Ayni drdn (her seyiyle ayni kalite (rdin)
marka degeri acisindan farkl degerlerde
satimaktadir. Burada c¢ok o6nemli bir
unsur devreye giriyor: Satisci ve satis¢inin
ikna kabiliyeti.

Marka degisimi icin firmayr ikna etmeniz
ve lliskilerinizde  sagladiginiz  gtiven
bu olayn bas aktérudur. Ayrica kér
payinizi dustrdliginiz zaman da marka
dedisikligi daha kolay gerceklegebiliyor.
Sigma'da bu esneklik var ve kdr
payinda sundugumuz bu avantaj marka
dedigikliginin de yolunu agiyor. Kisacasi
‘lkna ve Given” cok énemli.

-Son  olarak  eklemek istediginiz
dagincelerinizi paylasir misiniz?

-Herkes yemek yemeye ¢ok énem verir.
Benim igin yemek bagandr. Ben basanyla
beslenen bir insanim. Sigmayr 80 Ulkede hak
ettigi yerlere (hem Ulkemize katma deger
katarak hem de 2023 icin 500 milyar dolar
hedefimize ekonomik katki sunarak] cok iyi
yerlere getirecegimizden eminim. Umarm,
demiyorumEminim!  Clnkd  Sigma;  Uretim,
finans ve hizmet olarak alt yapisi gucld bir
firma.



