
When Apple acquired flash memory  
controller start-up Anobit Technolo-
gies in January for $390 million – a first  
acquisition in Israel for the Cupertino, 
California-based company – the start-up’s 
team weren’t the only ones celebrating. A 
tweet went out from the prime minister’s 
office welcoming Apple to Israel.

Israel has been particularly successful in 
attracting big U.S. tech giants like Intel, Mi-
crosoft, Cisco and IBM to buy start-ups and 
set up innovation centers in the country. 
And now, much to the delight of start-ups 
and the Israeli government, a new genera-
tion of tech companies is following suit.

Facebook bought its first company in 
Israel this year, acquiring facial recogni-
tion company Face.com for a reported $80 
million. eBay made its second foray in 2011, 
buying The Gifts Project. (It purchased 
Israel’s shopping.com in 2005 for $620 
million.) Shopping.com was based in the 
U.S. when it was purchased by eBay and 
absorbed into the mother ship. What is 
different this time is that The Gifts Pro-
ject never left Israel. It grew the company 
there and eBay is making The Gifts Pro-
ject’s technology and its team the core of 
a new global social center based out of 
Tel Aviv. Google is also planning to do 
more in Israel. It acquired Israeli start-
ups for the first-time in 2010, snapping 
up LabPixies and Quiksee. Now the U.S. 

search engine giant plans to house 20 pre-
seed-stage start-ups in a new center in Tel 
Aviv, which it is scheduled to open before 
year’s end.

Google is interested in connecting with 
start-ups developing open code technolo-
gies, and when the center opens it will re-
portedly also seek to house entrepreneurs 
from Israel’s Arab and ultra-orthodox 
communities, which currently have lit-
tle exposure in the country’s high-tech 
industry (see the related stories on pages 
14 and 17).

The next wave of corporate venturing 
is not limited to stronger connections be-
tween Tel Aviv and Silicon Valley. Nielsen 
Innovate, market research firm Nielsen’s 
majority-owned subsidiary in Israel, is 
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launching a technology incubator which 
aims to support start-ups in marketing, 
consumer and advertising research tech-
nologies. The incubator was recently cho-
sen to be part of a program run by Israel’s 
Chief Scientist (see the story on page 2). 
Technologies developed at the incubator 
will receive some funding by the Israeli 
government and be put on a “fast track” 
to be used by Nielsen’s clients around the 
world. Nielsen Innovate’s new incuba-
tor is being set up in Haifa, home of The 
Technion Israel Institute of Technology, 
a leading science and engineering school. 
It will be operated by Nielsen and Partam 
Hightech, an Israeli-based venture capital 
fund. (Nielsen has majority ownership 
of the fund). 

Some other unexpected corporate buyers 
of Israeli tech have also emerged in recent 
years. For instance, U.S. power tool maker 
Stanley Black & Decker’s healthcare divi-
sion bought Aeroscout, a developer of real-
time location systems, for an estimated 
$200 million earlier this year. And Sears, 
the U.S. department store chain, bought 
Delver, a struggling social search engine 
start-up, for an undisclosed sum in 2009.

European phone companies are also 
moving into Israel. For example, the Is-
raeli press is reporting that Spanish tel-
ecommunications operator Telefónica, 
which acquired Israeli start-up Jajah and 
already operates an R&D facility in Israel, 
plans to open a start-up incubator in Israel 
as part of the global roll-out of its Wayra 
program. When contacted by Informilo 
a company spokesman said he could not 
confirm the report.

something to shout about: Gil Hirsch, CEO and  
Co-founder of Israeli start-up Face.com (pictured here), 
is happy to tell the world that Facebook bought his 
company. Facebook is just one example of how born-
on-the-Internet companies are now sourcing their 
innovation in Israel, following in the footsteps of older 
technology giants like Cisco, Intel, Microsoft and IBM.
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Quick. What do you think of when you 
hear the name Goldfinger: an unscru-
pulous villain in a James Bond movie or 
maybe an American ska punk band of 
the same name? In Israel the response 
is more likely to be an instant messag-
ing pioneer who continuously tinkers 
with tech to disrupt markets and uses 
the proceeds to help the country’s next 
wave of start-ups.

Intensely shy and fiercely private, Yair 
Goldfinger became a millionaire in his 
20s after Mirabilis, the instant messag-
ing company he co-founded with three 
friends, was sold to AOL in 1998 for over 
$400 million. Little has changed since 
then. He still works hard, wears his hair 
long, is rarely seen in anything but worn 
jeans and T-shirts and remains more 
comfortable hanging out with geeks than 
mixing with moguls. Now working on his 
third company, AppCard – a 3.0 loyalty 
platform still in stealth mode – Goldfinger 
has backed more than 25 Israeli start-ups.

Goldfinger’s success rate has made 
him something of a legend in his home 
country. Last year alone he celebrated five 
exits. (See the chart.) Composia was sold 
to NICE Systems for an undisclosed sum; 
the sale of PicApp and PicScout netted 
a total of $30 million. The Israeli press 
reported that Goldfinger personally pock-
eted a $70 million profit from the 2011 sale 

of Dotomi, a company that helps market-
ers re-think online display advertising. 
Goldfinger cofounded Dotomi and served 
as chief technology officer for eight years.

Now 41, Goldfinger won’t talk about 
financial gains. It has never been about 
the money for him, he says. “The first 
goal for me is to enjoy,” he told Informi-
lo. “There are guys who more or less 
always do the same thing – they are an 
expert in storage and they always launch 
storage-related companies. Me, I like to 
navigate between different areas. Each 
time I start a company I like to learn 
about a new industry.”

Goldfinger is currently toiling away 
on his new company AppCard in an un-
disclosed location outside of Tel Aviv, 
away from the mainstream tech scene. 
The company is targeting the retail sector 
but Goldfinger refuses to divulge anything 
more than that. An outlier by nature, if 
he sees all the start-ups and VCs going in 
one direction, he heads in another. Israel, 
for example, has seen a whole new wave 
of dotcom companies. “It is because it is 
cool and sexy but honestly I don’t like it,” 
says Goldfinger. “A company should have 
some technology behind it.”

Goldfinger was first attracted to tech 
at the age of seven. His older brother, 
who worked as a marketing manager 
for a computer company, would bring 
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yair goldfinger

Avi Hasson is the chief scientist of 
Israel’s Ministry of Industry, Trade 
and Labor. The Chief Scientist’s office 
specializes in helping entrepreneurs 
turn ideas and science into commercial 
companies. Prior to his appointment 
last year he spent 10 years as a general 
partner at Gemini Israel Funds, one of 
Israel’s top VC firms. At Gemini, Hasson 
managed the fund’s investments in the 
communications, storage and consumer 
electronics sector. He also spent a dec-
ade working at ECI Telecom, ECtel, and 
Tadiran Systems, three Israeli compa-
nies specialized in telecommunications. 
Hasson recently spoke to Informilo’s 
Jennifer L. Schenker about recent 
changes in the government’s approach 
to fostering the tech sector in Israel.
 

Q What exactly does the Office of 
Chief Scientist do?

A We cover technology companies 
including Internet, life sciences, 

clean tech, semiconductors, plastics, food, 
you name it through all the life cycles, 
excluding basic research. We offer pro-
grams that support the knowledge econ-
omy in its various stages. Starting with 
pre-seed grants for companies to create a 
prototype or write a business plan before 
a company is established, we then support 
them in their activities in the first few 
years through the incubator program. 
After that we also support established 
high-tech companies performing R&D. 
We see more than 3,000 projects every 
year. In addition to that we formally serve 
as government advisor for the knowledge 
industry, covering the whole ecosystem 
of innovation, including academia and 
venture capital. My first role is do no harm 
but if there is a market failure or a need to 
create an infrastructure that is not there 
– it is our role to initiate and design it.

Q
 
Can you tell us about the new 
legislation you have drafted to 
promote early-stage investing 
in Israel?

A A couple of weeks ago we came up 
with two initiatives around early-

stage funding. One involves rewriting the 
angel’s law. A few years ago a larger plan 
to promote high tech was adopted that 
included benefits for angel investors. The 
idea was a very good one but the way that 
it was implemented in the law did not 
provide the results that it should have had. 
We are working with the Ministry of Fi-
nance and tax authorities to make it sim-
pler so that it will actually encourage 
angel investors to make more investments. 
In the next few months we will see a new, 
very clear structure and process. We think 
angels are becoming a very important part 
of the ecosystem so as a government we 
want to promote that. 

The other initiative focuses on early-
stage investments. VCs in Israel are mov-
ing to later-stage investing. The really 
early stuff is picked up by angels. Early 
stage is the most challenging place today 
so we have set aside a dedicated budget 
for this area that gives preferential terms 
for investors in that space – up to 50% in 
matching funding and support for R&D. 
We saw a problem in the early stage and 
wanted to come forward and help. It 
shows our DNA – we are not telling the 
private sector which sectors to invest in, 
we have not created a VC fund, we don’t 
take equity in the companies, what we 
do is help with risk reduction; we share 
risks with the private sector.

Q Beyond grants how does your 
office help start-ups?

A More than 20% of our budget is for 
international collaboration. Every 

year we help foster hundreds of joint pro-
jects. It is a big part of what we do. Typi-
cally we do a lot of match-making and we 
help them with funding once a joint R&D 
project has been developed or designed.

Q Can you tell us some more 
about the incubator program?

A The program was created by the 
government 20 years ago and has 

been a platform for creating hundreds of 
start-up companies. Some 26 incubators 
have been created from the northern bor-

der in the Golan to the deep Negev. We 
have recently completed a reform in the 
program. Under the new mechanism, the 
government does not own the incubators, 
fund their operations or take stakes in the 
participating start-ups. It is a franchise 
model. Incubators are given a franchise 
and the ability to present projects to the 
chief scientist. If approved we provide a 
portion of the funding to the start-ups that 
the incubator decides to invest in and the 
incubator provides the rest...

Another major change took place in the 
franchise model. In order to optimize 
the system we have opened up to new 
applicants and about five incubators will 
go through a competitive procedure every 
six months. This will enable new blood 
to join this program which basically al-
lows a very good platform for creating 
companies and establishing a deal flow for 
investors. We are very satisfied with the 
entities that have joined the program un-
der the updates program, which include 
multinationals such as [market research 
firm] Nielsen*, which won in Haifa, and 
others. I think we are going to see more 
incubators run by multinationals applying.

Q How do you see the tech  
sector evolving?

A One of the winners in the incubators 
program is in Nazareth, it is an 

Arab-Israeli incubator. We want more 
Arabs to participate in the high-tech scene. 
The direction is a positive one; more and 
more Arab entrepreneurs are setting up 
companies. It is a great resource we need 
to use . The same is true for ultra-orthodox 
Jewish men who up until now have not 
been part of the work force and Arab 
women, who have been absent for cul-
tural and economic reasons. I see it as a 
personal mission to bring in the periphery 
of the population. It is something we have 
to do in the next decade to maintain and 
strengthen the Israeli tech industry.

* The Israeli government has appointed Nielsen 
Innovate, Nielsen’s majority-owned subsidiary 
in Israel, to launch a technology incubator in 
the country which aims to support start-ups in 
marketing, consumer and advertising research 
technologies. Technologies developed at the incu-
bator will then be put on a “fast track” to be used 
by Nielsen’s clients around the world.
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Q & a With Israel’s 
Chief scientist

Midas Touch: Goldfinger’s Exits

dotomi (co-founder and CtO)   
sold to valueclick in 2011 for  
$295 million

Picapp (investor and board member)  
acquired by yBrandt digital in 2011  
for $20 million

Picscout (investor and board member) 
acquired by Getty Images in 2011  
for $10 million

Composia (investor and board observer)  
sold to nICE systems in 2011 for  
an undisclosed amount

strategy Runner  
(investor and board observer)  
sold to MF Global in 2011  
for $3.7 million

jajah (investor and board member)   
sold to telefonica/O2 in 2010 for  
$207 million

Fitracks (investor and board member)  
sold to aetrex in 2008

Fotolog (investor)  
sold to Hi-Media in 2007 for 
$90 million

secured dimensions (investor)  
sold to Microsoft in 2006

Puresight technologies Ltd.  
(investor and board member)  
acquired by Boston Communications 
Group in 2005 for $5.8 million

Mirabilis/ICQ (co-founder)  
acquired by aOl in 1998 for  
$407 million

home state-of-the-art equipment over the 
weekend and let him play around with it. 
Before long he started coding. By the time 
he got to high school he was using his tech 
skills to do business. He and Sefi Visiger 
and Amnon Amir, two school mates who 
would later help start the instant messag-
ing company Mirabilis, shared the same 
computer in high school.

After they graduated and did their 
military service Visiger and Amir urged 
Goldfinger to come and work for a Tel 
Aviv company called Zapa Digital Arts, 
which specialized in three-dimensional 
graphic tools for the Internet. It was there 
Goldfinger met and became friends with 
Arik Vardi, son of DLD Tel Aviv co-chair 
Yossi Vardi.

In mid-1996 Visiger, Vardi and Amir 
left. Goldfinger stayed on for a time but, he 
says, “I got lonely.” So, he too quit. Finding 
themselves unemployed, the four started 
batting around ideas for Internet compa-
nies. ICQ, an instant messaging Internet 
service that allows you to identify and chat 
with friends online, was famously dreamed 
up while the guys were playing ping pong.

It took just two months to create the 
technology. Yossi Vardi, a co-founder of 
Israel Chemicals, gave the team the seed 
money they needed to get the project off 
the ground. Amir went off to college but 
the younger Vardi, Goldfinger and Visiger 
moved to California for a few months so 
they could get cheap access to servers.  
They worked around the clock on the ser-
vice but had no business plan and had no 
clue how they were going to make money.

By 1998 – just two years after launch – 
ICQ had gone viral, attracting 12 million 
users. Several big companies bid to buy 
the company. AOL walked off with the 
prize. Goldfinger was 28 at the time and 
held 21% of the shares in the company.

Goldfinger worked for AOL for two 
years from Israel but left when his con-
tract was up because he did not want to 

move to the U.S. and was itching to build 
new companies of his own. He launched 
Dotomi in July of 2003 and simultane-
ously started investing in and mentoring 
young Israeli entrepreneurs.

“Yair and his partners in ICQ were 
my first tutors in anything relating to 
the Internet,” says Yossi Vardi, who, like 
Goldfinger, has plowed his proceeds from 
ICQ and other successes back into Israeli 
start-ups, serving as an angel investor and 
mentor to scores of young Israelis. “Yair 
is a great guy, and a great entrepreneur.”

Goldfinger, a regular at KinnerNet, the 
elder Vardi’s invitation-only annual geek 
camp, regards programmers as artists. 
And just as he is passionate about creat-
ing and experimenting, he says he loves 
to help others do the same.

How does he evaluate which entre-
preneurs to invest in? “It is a gut feeling 
– I look for that spark in their eyes and 
ask myself if I like him or her,” he says. 
“Secondly I go check with my contacts. 
Israel is such a small market everyone 
knows everyone. And then, unless it is a 
market that I don’t know at all, I’ll make 
a decision in a few hours.”

Goldfinger usually invests between 
$250,000 and $500,000 but has invested as 
much as $3 million in a single company. He 
has written a lot of checks. “My wife says 
I have a very expensive hobby,” he says.

It is clear, though, that building com-
panies is far more than a hobby for Gold-
finger – it is his life’s work. And while he 
genuinely loves what he does and has fun 
doing it, he has very big ambitions for his 
own companies and the ones he invests 
in. So much so that one could say that he 
shares one trait with the character of the 
same name in the Bond film. Asked what 
his ultimate goal is, he responds with a 
laugh: “world domination.”
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tel aviv: the start-up nation’s Hub
For the first time in more 
than a decade the pipeline 
of start-ups includes 
entrepreneurs who want 
to go all the way and build 
world-beating companies 
out of Israel

When a local venture capitalist discov-
ered that New York City Mayor Michael 
Bloomberg had published a map of the 
city on Facebook pinpointing all of the 
city’s start-ups he offered a case of fine 
wine to the first person in Israel who 
managed to produce a similar guide for 
Tel Aviv. An immigrant from NYC serv-
ing in the Israeli Defense Forces took 
him up on the challenge and created one 
for Israel in just two days.

The map showed that the center of grav-
ity for the tech sector has moved away from 
Haifa and Herzliya to south Tel Aviv. The 
story also “says a lot about the turn-around 
speed here and the speed at which people 
will start up companies,” says Michael 
Eisenberg, a partner at Silicon Valley ven-
ture firm Benchmark Capital, the Tel Aviv-
based VC who launched the challenge. 
“The percentage of Israelis who are willing 
to respond to a challenge or take the risk of 
starting a company is significantly greater 
than anywhere else in the world.”

Entrepreneurship has always been part 
of the city’s DNA, says Tel Aviv Mayor 
Ron Huldai. It was founded by 66 families 
who built the city from sand so he likes to 
say, “the city itself was the first start-up.”

Today the city has an ever-swelling 
population of entrepreneurs. Walk any-
where in Tel Aviv and you are likely to 
bump into someone who has a business 
plan in one pocket and the phone num-
ber of DLD Co-Chairman Yossi Vardi 
in the other.

Vardi founded his first technology 
start-up in 1969 and has gone on to be 
involved in more than 60 Israeli tech 
ventures. He has taken seven compa-
nies public and sold many others — the 
most famous of which was ICQ, the first 
Internet instant-messaging company, 
which was acquired by AOL for more 
than $400 million. Vardi has plowed his 
gains from ICQ and other successes back 
into start-ups, serving as an angel investor 
and mentor to scores of Israelis.

Along with Vardi a new generation 
of angel and early-stage investors has 
emerged. Serial entrepreneur Yair Gold-
finger (see his profile on page 3) is an ac-
tive angel investor. And Avichay Nissen-
baum and Yaniv Golan, two other Israeli 
serial entrepreneurs, have created a new 

$25 million fund called lool ventures to 
invest in the next generation.

Meanwhile, incubators and accelera-
tors are mushrooming all over the city. 
Israeli venture capital firm Genesis runs 
an incubator called The Junction. A facil-
ity called The Library, located in the heart 
of Tel Aviv’s business district, within the 
municipal library in the Shalom Tower, of-
fers start-ups co-working space and other 
facilities. IDC Elevator, co-founded by 
Tom Bronfeld and Ori Glezer, launched 
in February. Microsoft has opened a Win-
dows Azure accelerator in Tel Aviv and 
Google is opening a Tel Aviv center that 
will house start-ups later this year.

While not all investors are fans of the in-
cubators and accelerators Nissenbaum says 
he sees them as a positive. “There is now 
a broad ecosystem for young people to go 

to an incubator or an accelerator and learn 
to become entrepreneurs,” he says. “All of 
these vehicles will produce even higher 
quality companies at the end of the day.”

All of this activity fits well with the 
city’s plan to position itself as a global hub 
for high-tech and innovative companies. 
To that end, the city is trying to make 
itself as attractive as possible to lure crea-
tive people, using not just the beaches but 
cultural projects as a draw.

It appears to be working. “You need 
lots of talent to build great companies 
and talent is drawn to cool places,” says 
Eisenberg. “Today the cool places are San 
Francisco, Tel Aviv, New York City and 
Berlin, in that order. The innovation is 
coming from those cities because they are 
attracting clusters of engineering, creative 
and design talent.”

“the critical thing for Israel 
is for some entrepreneurs 
to build Facebooks and not 
just features,” says Michael 
Eisenberg, a partner at 
silicon valley venture firm 
Benchmark Capital.

Israeli entrepreneurs gather to tinker with 
technology, study about building business 

models and learn from each other

 
By jeNNIFeR L. sCHeNkeR

Eisenberg, who has lived in Israel for 
19 years, says that in the last six months 
he has seen a growing number of non-
Jewish executives saying they would love 
to move to Tel Aviv because it is such a 
cool place. “That never, ever happened 
before,” he says.

While all of that is good news, “the 
critical thing for Israel is for some entre-
preneurs to build Facebooks and not just 
features,” says Eisenberg.

“The Israeli venture funds have a habit 
of selling too early,” he says. “The math 
only works if you get very big outcomes. 
To make up for lots of losses you have to 
have big outcomes so selling the good 
ones early is never a good idea.”

Israeli has not built any big-tech com-

panies since Amdocs and Checkpoint. But 
that could change soon. Market observers 
say there are now many tech companies 
in Israel with $40 million to $60 million 
dollars in annual sales. “One of the prob-
lems was that in the past they would all 
be sold off to large U.S. corporations, but 
that trend may be changing,” says Rubi 
Suliman, technology co-leader in the Tel 
Aviv offices of PricewaterhouseCoopers. 
He predicts that some of those compa-
nies will have initial public offerings. “We 
have close to 100 companies in that range 
— I don’t think we have ever been in that 
position,” he says. “Five or 10 could IPO 
and become world leaders.”

Benchmark’s Eisenberg agrees. “There 
is a cadre of entrepreneurs who want to 

go all the way and want to build world-
beating companies out of Israel,” he says. 
He cites Conduit, Wix, Outbrain, Ctera 
and Panaya as examples. (For more on 
these companies see Israel’s Top 25 Hot-
test Start-Ups on pages 10 and 11).

If these predictions prove true the 
start-up nation won’t just add some dots 
to its local map; it’s likely to gain an even 
more prominent position on the tech sec-
tor’s global innovation heat map.

tel aviv, now the center of gravity for Israel’s high tech sector
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thored the best-selling 2009 book Start-
Up Nation. Singer, who was speaking 
at the same event with Klein, observes 
that “just as people are good at different 
things, so are countries.”

While Britain has expertise in storytell-
ing, design, culture, finance, and being a 
global, multicultural hub with plenty of 
experience in generating big companies, 
Israel is particularly strong in developing 
innovative technology, problem solving 
and fostering start-up culture.

As emerging markets become more 
substantial and lucrative markets, Singer 
says the UK and Israel will benefit from 
exploring synergies. “Both the UK and 
Israel have the advantage of being outside 
the U.S. It’s very hard for Silicon Valley to 
think of start-ups designed to solve non-
U.S. problems and starting with non-U.S. 
markets. I think the UK and Israel both 
need to reorient themselves toward inno-
vating with and in emerging markets and 
perhaps we can do this together,” he says.

Through the UK-Israel tech hub, there 
have already been trade missions in both 
directions. A British media delegation 
headed by UK Culture Minister Ed Vaizey 
has traveled to Israel, and Israeli “water 
tech” companies have visited the UK. 
Several more missions are planned.

Still, when pressed to offer examples of 
tangible results, Ambassador Gould says 
it’s still too early. “Sector by sector there’s 
quite a lot of stuff happening. This is not 
going to an overnight solution. This is go-
ing to be several years of hard pounding to 
try to entrench a partnership that didn’t 
exist beforehand,” he says.

The ICE DLD trip is an important part 
of that effort. “I’ve been speaking in gen-
eral terms about creating a partnership 
between Britain and Israel, but when 
you start to build links between British 
and Israeli entrepreneurs, that’s when 
you really start to see sparks fly,” says 
the ambassador.

Taking trips is nothing new for the ICE 
network of entrepreneurs, which includes 
founders from some of the UK’s most dy-
namic young companies such as Huddle, 
Conversocial, Struq, Skimlinks, Group-
Spaces and Branient. Participating in at 
least one trip per year is actually a condition 
of membership. But this trip is different. 

“Previous trips would be more inter-
nally focused, within the group. By which 
I mean we’d go skiing and the prime busi-
ness benefit is the network we build to-
gether,” says Joshua March, co-founder 
and CEO of Conversocial who helped 
organize the trip.

The ‘ICErael’ trip will include a recep-
tion at the residence of the British ambas-
sador, visits to local innovation labs and 
meetings with Israeli entrepreneurs. Al-
together, around 50 entrepreneurs, inves-
tors and trade-body officials from the ICE 
group are participating (see the text box).

  BuildinG RElaTionships 

Huddle co-founder Andy McLoughlin, 
who’s making the trip from Silicon Valley, 
says his motivations are part professional 
and part personal. “As a current resident 
of San Francisco and long-time member of 
the burgeoning London technology scene, 
I’m hugely intrigued by the West’s other 
great technology hub,” he says. “So much 
innovation has come from this small 
country that one can’t help but be fasci-
nated to learn about what’s coming next. 
And the fact that I’m visiting with some 
of my closest, smartest, most-connected 
friends promises that the trip will be so 
much more than just a technology fact-
finding mission.”

There’s optimism that the internation-
al voyage will ultimately lead to closer 
friendships between UK and Israeli en-
trepreneurs. “Networks are about having 
that quick dial,” says Alex Hoye, an ICE 
co-founder who has started several busi-
nesses himself and invests in many more. 
“It could be two years down the road and 
then we find out that somebody needs 
a special technology on facial recogni-
tion for their product or whatever and 
they know that person because they got 
to know them on this trip. You’ll never 
build that kind of relationship system if 
you don’t spend the time together.”

Ambassador Gould says he has high 
hopes. “It seems really strange that Lon-
don is not an obvious place for Israeli tech 
companies, particularly because you need 
to be of a certain size for New York. You 
don’t need to be quite so big for London,” 
he says. “There’s a certain amount of his-
tory here. The AIM had, a few years ago, 
a series of Israeli tech listings and failures 
(see the story on page 6). So there’s sort 
of a slight mutual ambivalence on this, 
which is frankly time we got over. This 
is history, lessons have been learned and 
you move on. There’s a massive oppor-
tunity here that we should be fulfilling.”

D’Arcy Doran contributed reporting to 
this story.

Expect cocktails at DLD Tel Aviv to be 
packed with ICE.

The UK-based International Conclave 
of Entrepreneurs (or ICE, as it’s more 
commonly known) is sending a substan-
tial contingent to the conference. Even 
the British Embassy is getting involved, 
hosting a reception for the ICE pack to 
meet Israeli entrepreneurs, officials and 
investors. “What we’re trying to do is 
build a lasting partnership in tech be-
tween Britain and Israel,” says Matthew 
Gould, the UK’s ambassador to Israel.

This year’s DLD conference in Tel Aviv 
will see a number of efforts to forge closer 
ties between Israeli entrepreneurs and 
their UK counterparts. Israel has innova-
tive technology, entrepreneurs and chutz-
pah in abundance. It attracts more ven-
ture capital on a per capita basis than any 
other country, and it has more companies 
listed on the tech-focused Nasdaq than 
any foreign nation after China. Still, too 
few of Israel’s fledgling tech companies 
become global dynamos. Britain thinks 

it has what it takes to shift the “Start-Up 
Nation” into a higher gear.

“We believe the two countries are re-
ally complementary in tech and as you 
look at each individual tech sector we 
see some really amazing potential for 
the two countries, the two economies to 
work together, but that at the moment 
that potential isn’t being fulfilled,” says 
Ambassador Gould, who set up a UK-
Israel Tech Hub at the British Embassy a 
year ago. “We have access to all of Europe, 
to our historical links in Asia and in Africa. 
The UK is a very good base from which to 
enter the U.S. market,” he says. “Secondly 
we offer skills in business development, 
in marketing, in product development, 
skills which fit very nicely with Israel’s 
technological innovation. So if you could 
get a team up between the technological 
innovation that Israel offers, the business 
development, the product development, 
the marketing development, the profes-
sional skills and market access that the 
UK offers then I think what Britain offers 

Israel is a fantastic opportunity to take its 
innovation global.”

Speaking at a recent event inside East 
London’s Tea Building, Index Ventures 
Partner and Seedcamp co-founder Saul 
Klein, who recently returned to London 
after nearly two years in Tel Aviv, said he 
sees a massive opportunity.

“There are now over two billion on-
line,” Klein told an audience of mainly 
London-based entrepreneurs. “In the 
next 10 to 15 years there are going to be 
five billion people online. Most of those 
people are going to be living in cities. All 
of those people are going to be on mobile, 
on the web.” In this new, more global 
marketplace, the argument goes, London 
and Tel Aviv are as well positioned to 
seize green-field opportunities as anyone 
from Silicon Valley, and perhaps in a bet-
ter position if they work together. 

“It doesn’t have to be a copy of the 
U.S.-Israeli ecosystem; there’s actually 
an opportunity for it to go in a different 
direction,” says Saul Singer, who co-au-

Members of the uk-based International Conclave of Entrepreneurs (ICE)

“Israel has innovative 
technology, entrepreneurs 
and chutzpah in abundance. 
It attracts more venture 
capital on a per capita basis 
than any other country, and 
it has more companies listed 
on the tech-focused nasdaq 
than any foreign nation after 
China. still, too few of Israel’s 
fledgling tech companies 
become global dynamos. 
Britain thinks it has what it 
takes to shift the “start-up 
nation” into a higher gear.

“It seems really strange that 
london is not an obvious place 
for Israeli tech companies, 
particularly because you need 
to be of a certain size for new 
york. you don’t need to be 
quite so big for london.”

the british are Coming

 By Matt COwaN

Who’s coming
the sandpit 
early stage investment, incubation 
and sales accelerator business
eventbrite 
Online event organization and ticketing
Huddle 
Intelligent content collaboration for 
the enterprise
wayN 
social travel network
RentMineOnline 
Online referral platform for rental 
properties
Conversocial 
saas social media customer  
service platform
Latitude 
digital marketing
Faction 
snowsports retail
struq 
ad personalization platform
groupspaces 
all-in-one solution for clubs and 
membership groups
Floxx 
Mobile app developer
Mobzart 
Booking platform for outdoor advertising
trusted Places 
social discovery
Neverbland 
digital agency
general assembly 
education in technology, business  
& design
taploid 
funny gossip about your friends
Mixcloud 
re-thinking radio
CauseCart 
raise money for your chosen cause
swapit 
online trading community
everplaces 
the world according to you
enternships 
internship bulletin board
brave New talent 
online recruiting community
88mph
seed funding for african startups
Pollarize 
social decision-making made easy

Founders Fit 
helps entrepreneurs find co-founders 
Rinkya 
e-commerce site selling goods from 
japan to the entire world
slick Flick 
mobile animated storytelling
Microsoft bizspark 
helps software start-ups succeed
RougeFrog 
marketing services for sMEs
Forsyth group 
High-growth and emerging technol-
ogy executive search
Orrick 
law firm with strong digital practice
google Campus 
East london start-up space
dN Capital 
venture capital
Horizon 
an outsourced finance function for 
high-growth tech companies
MindtheProduct
a community for product managers
pureholidayhomes.com 
C2C marketplace for holiday  
home rental 
ProdPad 
product management software
Power supply 
e-commerce
tech City Investment Organisation 
government initiative
stupeflix 
video creation apps
kemp Little 
technology and digital media law firm
Concoursa 
e-commerce
secretsales.com 
online private shopping club
sport telegram. Feel the game 
Fan photos & live data from  
football matches
the beans group 
helps brands and agencies under-
stand, connect and engage with the 
youth Market
Made.COM 
offers designer furniture at a fraction 
of high street prices
veridu.com 
helps identify users without hurting 
conversion rates

Credit: stephanie Bouchet
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Although the experience did not end 
the way Palti had planned, he says it 
helped the company grow and raised its 
profile internationally, leading to oppor-
tunities such as his International Emmy 
role last year. Dori Media is now more 
than twice the size it was when it listed 
and with turnover rising to $50 million 
last year from $12 million in 2005. This 
year turnover is expected to be $55 mil-
lion to $60 million, with earnings before 
interest, tax, depreciation and amortiza-
tion (EBITDA) of $20 million, up from 
$17.7 million last year, Palti says.

Israel’s strong presence on European 
bourses is no surprise to Edouard Cuki-
erman, founder of Cukierman & Co., Is-
rael’s leading investment house, which 
has helped broker deals worth more than 
EU3.5 billion since it was founded in 
1993 — mostly in Europe. Israel’s small 
market and limited resources make it 
natural for Israeli companies to look 
abroad for financing.

“They are thinking globally from day 
one for their products, so why not for their 
fund-raising efforts?” Cukierman says.

Despite Europe’s current difficulties, 
Cukierman still advises Israeli small to 
medium-sized companies to focus on the 
continent instead of the U.S. “It doesn’t 
mean that one cannot find the money 
in the U.S., but it’s much harder to raise 
money in the U.S. than in Europe,” he says.

Some European stock exchanges con-
tinue to court Israeli companies. The 
London Stock Exchange announced 
changes this month intended to make it 
easier for smaller companies to list. But 
Cukierman says regulatory hurdles are 
not the reason why the pipeline of Israeli 

IPOs has dried up.
“The process is quite easy right now,” 

he says. “The challenge is not the complex-
ity of the process. The challenge is to try 
to attract investors, to attract the invest-
ment community that has been burned by 
smaller-cap companies and by companies 
that are in the technology field.”

Cukierman also sees the landscape 
changing firsthand through his firm’s 
Go4Europe conference, one of the biggest 
Europe-Israel events. At past conferences, 
the heads of five European bourses used 
to argue on stage about why their market 
was the best for Israeli IPOs. “This is less 
the case today because many of those Eu-
ropean markets are in crisis situations and 
it’s become even difficult for Europeans 
to go public on those markets,” he says.

Cukierman founded the conference in 

1997 when he was having trouble convinc-
ing Israeli companies that Europe was an 
alternative to the U.S. When the Israel 
Venture Association, or IVA, which pro-
motes the development of the high-tech 
and venture capital sectors, would not 
give him a speaking spot at its conference, 
he organized his own. In the first year 
about 50 people attended; last year, 1,200 
participated, a third of them from Europe, 
Cukierman says. About 200 are signed up 
for this year’s edition on October 29th.

“The future will depend on how Europe 
rebounds from the crisis,” Cukierman says.

This is where business ties to Israel 
might help Europe, he says. Cukier-
man believes European companies can 
learn from the “start-up nation” how to 
be leaner and more efficient. One group 
of Spanish venture capitalists recently 
visited Israeli high-tech firms looking 
for lessons to help Europe’s third-largest 
economy. When overseas companies ac-
quire or invest in Israeli firms they are not 
just buying a business or product but a 
mindset, Cukierman says.

As Europe recovers, Cukierman pre-
dicts Frankfurt may overtake London as 
the main destination for Israeli tech IPOs 
and that Zurich will attract more Israeli 
biotech companies.

But in the long term, Israeli deals could 
make the same shift as exports, Cuki-
erman says. As trade with the U.S. and 
Europe falls, Israeli exports to Asia and 
the BRIC countries continue to rise. “In 
the future, there might be openings for 
Israeli companies to look at markets other 
than the US or in Europe, perhaps in the 
Far East in Hong Kong or Singapore,” 
Cukierman says.

His own firm is looking at BRIC op-
portunities by establishing Russia- and 
China-focused versions of its Catalyst 
private equity funds.

In the meantime, despite delisting, Dori 
Media has continued to act like a public 
company. It has been reporting regularly 
and paying dividends to investors and 
shareholders who decided to keep their 
shares. The company is now working on 
mergers and acquisitions to grow.

“We believe in the future we will go 
back to the market — maybe to the main list 
in London, or maybe in the U.S. or maybe 
in Hong Kong — if Hong Kong turns out to 
be the proper exchange where we want to 
really stay,” says Palti, adding Dori Media’s 
growing Asian presence includes channels 
in Singapore and Indonesia.

“We want to jump to the next level,” 
he says. “If we become big enough, which 
I believe will take us around one or two 
years, then I hope the market will be 
ready again and in better condition than 
today so we can do a relisting.”

It was a story arc even Dori Media 
Group’s television drama writers might 
have struggled to imagine. Six months 
after a low point of abandoning its list-
ing on the London Stock Exchange’s 
Alternative Investment Market (AIM), 
the Israeli company’s CEO Nadav Palti 
was presiding over the International 
Emmy Awards alongside a cast of pre-
senters that included Lady Gaga.

When he took the reins at Dori Media, 
Palti was determined to take the company 
— known for exporting the Latin Ameri-
can formula for telenovelas, limited-run 
TV drama series, to the rest of the world 
— to a new level. Dori Media soon joined 
a wave of 20 Israeli companies that listed 
on European stock exchanges in 2005, a 

watershed year when Israeli companies 
for the first time launched more initial 
public offerings and raised more money 
on European markets than in the U.S. 

Listing on the Nasdaq had previously 
been the Holy Grail for Israeli compa-
nies, but the Sarbanes-Oxley Act of 2002 
increased legal and auditing fees for pub-
lic companies, pushing them to explore 
other options; many went to Europe.

For companies like Dori Media, New 
York was never an option, Palti says. “We 
knew we wanted to go to London. For 
us it was the best opportunity. We were 
too small to go to the U.S. in those days.”

“We gained recognition, we gained 
awareness, we gained goodwill, which 
helped us a lot in the media field,” he says 

Nadav Palti, CEO of dorit Media edouard Cukierman, founder of Cukierman & Co., a leading Israeli investment house

going public

 By d’aRCy dORaN

Israeli Companies Weigh The Benefits 
of Exiting in Europe or the U.S.

listing in the 
u.s. vs. Europe

thanks to companies like dori 
Media, Israel has become 
the largest source of foreign 
listings across Europe, with 84 
companies having listed on its 
European exchanges. But the 
economic crisis disrupted the 
trend and has forced dozens 
of Israeli companies to delist 
and look for other options in 
Europe and beyond.

 u.s. IPOs
 PROs

 s largest market for technology 
companies, attracts aspiring 
global players

 s M&a opportunities, easier to  
later acquire u.s. companies

 CONs 
 s need to be big; 80% of u.s. 
companies have $1 billion  
market cap or higher at IpO

 s Higher accounting and legal 
costs following sarbanes-Oxley 
act of 2002

 s risk of class-action lawsuits
 s May need u.s. base and team to 
communicate with investors

 
 

 europe IPOs
 PROs

 s small and medium-sized  
companies attract attention 

 s lower accounting and legal costs
 s Geographic proximity, easier to 
meet investors

 CONs
 s Geopolitics can adversely  
affect share price

 s low liquidity risk in weak 
markets

source: Interview with Edouard Cukierman

A decade of Israeli european/US Public offerings

Israel IPO’s in:

year

euROPe usa

up to 1998

1999

2000

2001-2003

2004

2005

2006

2007

2008

2009-2011

total

Number of 
Offerings

14

12

7

1

5

20

16

6

2

1

84

Capital Raised
(sM)

200

446

353

118

150

1,106

2,078

2,117

222

3

6,973

Number of Offerings

74

20

33

12

12

4

8

11

-

4

178

Capital Raised
(sM)

3,269

3,375

4,649

2,806

1,117

355

3,460

1,210

-

192

20,433

of the London IPO that valued the com-
pany at $41.9 million. “We raised money 
and gained other advantages. If I were to 
compare my company to others, we made 
a huge jump.”

Thanks to companies like Dori Media, 
Israel has become the largest source 
of foreign listings across Europe with 
a total 84 companies having listed on 
European exchanges. But the economic 
crisis disrupted the trend and has forced 
dozens of Israeli companies to delist 
and look for other options in Europe 
and beyond.

  ThinkinG GloBal 

Developments went off-script for Dori 
Media when the economic crisis hit in 
September 2008. Despite strong results, 
investors sold off shares and its low valu-
ation on the AIM left it unable to raise 
more money on the market, says Palti, 
whose management experience includes 
leading a commando unit in the Lebanon 
War and founding his own media and 
advertising company in 1999. The lack 
of resources was felt as Dori Media had 
to abandon initiatives like its bid to build 
its Novebox.com into the Netflix of Latin 
America, Palti says.

So last year, Dori Media became one of 
27 Israeli companies, out of 43, to delist 
from AIM. 

“It was mission impossible. So we 
took a decision to do the delisting, but it 
opened the opportunity to raise money 
from a private investor in Germany — 
which happened because we had been 
a public company that was listed on the 
London Stock Exchange,” he says.

InFOrMIlO’s upCOMInG 
puBlICatIOn, ThE 
nETWoRkEd EconoMy: 
hoW VEnTuRE capiTal, 
innoVaTion and 
EnTREpREnEuRship aRE 
TRansfoRMinG EuRopE, 
wILL be dIstRIbuted at Le 
web, RuNNINg deCeMbeR 
4-6 IN PaRIs. 

FOr MOrE InFOrMatIOn  
Or tO advErtIsE, EMaIl  
adsalEs@InFOrMIlO.COM.

source: Catalyst Investments
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  sohoos 

(www.sOHOOs.COM)
teL avIv, IsRaeL
what it does: Provides SMEs with a free, 
customizable, cloud-based business 
management suite, that can be used on  
any device.
why it’s hot: Offers everything from a unified 
contact system and inventory management 
to billing and accounts payable. Seeks to 
“empower micro-businesses and freelancers 
worldwide with the management tools 
they need to flourish.” And the company is 
creating a global micro-economy, enabling 
economies of scale to work in favor of small 
businesses. Thousands of small businesses 
join daily; should reach one million 
customers this year. 
.
  payonEER 

(www. PayONeeR.COM)
New yORk, Ny, u.s.
what it does: Enables easy & safe global 
payments.
why it’s hot: Operational since 2005, profitable, 
and well-funded. More than 1,000 partners 
use Payoneer to pay hundreds of thousands of 
selling agents, affiliates and service providers 
in 210 countries. Processes more than $500 
million in yearly payments; grew more than 
100% per year in the four years to 2011.

 GiGya 

(www. gIgya.COM)
PaLO aLtO, Ca, u.s.
what it does: Offers online businesses social 
infrastructure to integrate social network 
functionality throughout their web properties.
why it’s hot: Works with more than 600 
enterprises, including 44 of the top 100 websites. 
Gigya finished Q3 2012 with record growth 
in key metrics; the company is on track to 
triple 2011 revenue after seven consecutive 
quarters of double-digit sales growth. After 
securing an additional $15.3 million in funding 
in June, the company has scaled rapidly. Social 
infrastructure has become a requirement for 
online businesses; Gigya’s approach of offering 
everything a site needs to be social puts it in a 
good position for future growth.

  takadu    

(www.takadu.COM)
yeHud, IsRaeL
what it does: Provides a Software-as-a-Service 
solution for monitoring water distribution 
networks.
why it’s hot: The World Bank estimates 
25-30% of water is lost due to leaks and other 
infrastructure problems; TaKaDu claims its 
patented technology can reduce leaks by 30% 
and bursts by 40%. Its services are used by 
leading water utilities worldwide. Winner 
of Technology Pioneer 2011 award from the 
World Economic Forum, and in October was 
listed on both the Global Cleantech 100 and 
the Artemis Top 50, for the third year in a row.

  kEnshoo    

(www. keNsHOO.COM)
teL avIv, IsRaeL
what it does: Digital marketing software focused 
on search marketing and online advertising.
why it’s hot: $25 billion+ in annual client sales 
revenue is directed through Kenshoo, which 
has campaigns running in more than 190 
countries with clients including Expedia, 
Facebook, Hitwise, Omnicom, Travelocity, 
and Zappos. Backed by Sequoia Capital 
and Arts Alliance, the company delivers 
1 billion+ Facebook ads and 1.5 billion+ SEM 
impressions a day. A market leader with a 
solid position in a growth market.

  cTERa 

(www. CteRa.COM)
PetaH tIkvaH, IsRaeL
what it does: Works with ISPs and Managed 
Service Providers (MSPs) to deliver managed 
cloud-based storage and protection to small 
and medium-sized businesses.
why it’s hot: Managed storage solutions are 
the next big revenue opportunity for service 
providers. CTERA enables them to create, 
deploy and manage cloud storage services 
quickly and easily. Won the MSPAlliance 
MSPWorld Cup Award in October. Backed 
by Benchmark Capital, Venrock and Cisco, 
it’s considered by some to be a candidate to be 
“the Dropbox for the enterprise.”

  BillGuaRd   

(www.bILLguaRd.COM)
PetaH tIkvaH, IsRaeL
what it does: Free credit and debit card protection; 
scans statements for fraudulent charges.
why it’s hot: Uses crowdsourced big-data 
analytics to harness the collective knowledge 
of millions of consumers reporting billing 
complaints online and to their merchants 
and banks. Since its launch 18 months ago, 
BillGuard claims to have saved its users nearly 
$1 million in unwanted or fraudulent charges. 
It’s also the first financial service to integrate 
with the new iPhone Passbook Wallet.

  liVEu    

(www.LIveu.tv)
HaCkeNsaCk, Nj, u.s.
what it does: Pioneer of broadcast-quality, 
video-over-cellular solutions that allow live 
video transmission from any location.
why it’s hot: LiveU’s 3G/4G LTE bonded 
uplink solutions are used by the world’s 
leading broadcasters, news agencies and 
online media in over 60 countries; services 
have been used for the London 2012 Olympics, 
2012 US Presidential Campaign, 2011 British 
Royal Wedding, Hurricane Irene, Japanese 
Tsunami, Academy Awards®, GRAMMY 
Awards®, Super Bowl, and many other events.

  supERsonic ads   

(www.suPeRsONICads.COM)
LONdON, uk
what it does: Provides virtual currency 
monetization for online games, virtual worlds 
and social networks. 
why it’s hot: It runs video, brand engagement, 
and direct response campaigns across 
a network of over 500 leading games, 
publishers, and social networks in 
200 countries. First virtual currency 
monetization platform to focus on the 
European market; has processed £50 million 
worth of virtual currencies since 2009.

  soluTo 

(www.sOLutO.COM)
LONdON, uk
what it does: A web service that enables users  
to manage their PCs from anywhere and 
improve performance.
why it’s hot: The service is free to download 
and free to use with up to 5 PCs; it’s been 
downloaded by more than 3 million PC users 
around the world. Shares investors with 
Dropbox, Flipboard, LinkedIn, Pinterest and 
Skype, and has raised over $15 million to date. 

  WiBBiTz    

(www.wIbbItz.COM)
teL avIv, IsRaeL
what it does: Text-to-video platform that can 
automatically turn any text-based article, post 
or feed into a short video.
why it’s hot: More than 20,000 sites have 
generated videos using Wibbitz, which also 
allows publishers to monetize their videos 
through pre-roll advertising. In June the 
company closed a $2.3 million Series A 
round headed up by Horizons Ventures, 
Li Ka-shing’s investment fund; previous 
investors Initial Capital and lool Ventures also 
participated. Wibbitz is ready to grow along 
with the rise in popularity of online videos.

  cRossRidER 

(www.CROssRIdeR.COM)
teL avIv, IsRaeL
what it does: Free cross-browser development 
platform; developers write and maintain one 
JavaScript code to create an extension that’s 
compatible with all major browsers.
why it’s hot: Powering 166 million+ users and 
counting. Management tools make it easy 
for users to keep apps up-to-date; analytics 
enable users to track performance. Investors 
include Oren Zeev, a Founding Partner at 
Orens Capital and a former General Partner at 
Apax Partners.

 ouTBRain 

(www.OutbRaIN.COM)
New yORk, Ny, u.s.
what it does: Content discovery platform.
why it’s hot: “Content marketing” — creating 
and sharing content to engage current and 
potential consumer bases — is gaining traction. 
Outbrain is well-positioned for a shift to a 
greater emphasis on content; it’s installed 
on more than 90,000 blogs and websites. 
American Express, Proctor & Gamble, GE and 
General Mills use it as part of their marketing 
strategy to reach target audiences.

 Wix 

(www.wIx.COM)
teL avIv, IsRaeL
what it does: Free publishing platform for 
websites, Facebook pages and mobile sites.
why it’s hot: Raised $58.5 million in funding 
in four rounds since 2007. Has more than 12 
million users; 3,000 mobile sites are created 
each day. Last year it launched “FB eStore,” 
which allows companies to take payments, via 
PayPal, directly on their Facebook fan pages. 
Some surveys say 40% of small businesses use 
Facebook as their sole marketing channel, 
giving Wix a good market to grow into.

 solaR EdGE 

(www.sOLaRedge.COM)
HOd HasHaRON, IsRaeL
what it does: Solar power optimization solutions.
why it’s hot: Maximizes the power generation 
of residential, commercial and large-scale PV 
system installations by up to 25%, for a faster 
return on investment. By Q2 2012, SolarEdge 
had shipped over 1,000,000 power optimizers 
to more than 30 countries worldwide.

  WazE    

(www.waze.COM)
PaLO aLtO, Ca, u.s.
what it does: Free navigation and traffic service 
that creates “local driving communities 
that work together to improve the quality of 
everyone’s daily driving.”
why it’s hot: Has a community of 13 million 
global “traffic resisters” who keep users 
informed about road conditions in real time. 
In February Waze integrated Foursquare 
and Yelp points of interest into the service. 
Consistently the number one navigation app 
in the Android Marketplace.
 
 conduiT 

(www.CONduIt.COM)
FOsteR CIty, Ca, u.s.
what it does: Cloud-based tools to help web and 
mobile publishers engage their audience.
why it’s hot: More than 260,000 publishers 
and 0 million end users in 120 countries 
use Conduit tools, including Major League 
Baseball, Time Warner Cable, Chelsea 
Football Club, Groupon, and Fox News. In 
April, Conduit was valued at $1.3 billion when 
investor Yozma Venture Capital sold its stake 
and J.P. Morgan’s fund bought 7% of the 
company for $100 million.

  EToRo 

(www.etORO.COM)
tORtOLa, bRItIsH vIRgIN IsLaNds
what it does: Social investment network.
why it’s hot: 1.75 million traders have placed 
more than 17 million trades through eToro’s 
award-winning OpenBook and WebTrader 
platforms since January 2012. Traders can learn 
from each other, share live trading information 
and use their collective trading power. Received 
Best of Show at FinovateFall for its Social 
Trading Index, which enables traders to create 
their own indices and make them available to 
the eToro investment network.

  ViBER 

(www.vIbeR.COM)
LIMassOL, CyPRus
what it does: Free text, calling, photo messages 
and location-sharing with other Viber users.
why it’s hot: Founded by American-Israeli 
entrepreneur Talmon Marco, Viber is 
growing fast: it had more than 100 million 
users as of September, up from 65 million in 
July. It’s available on a range of platforms, 
and in 10 languages. Disrupting mobile 
operators and the previous generation of 
disruptors, such as Skype.

  panaya 

(www.PaNayaINC.COM)
MeNLO PaRk, Ca, u.s.
what it does: Cloud-based solution to make 
ERP systems easy to install, use, upgrade,  
and maintain.
why it’s hot: Panaya’s software-as-a-service 
helps companies that use SAP or Oracle to 
reduce 80% of their upgrade and testing risk 
and effort. Used on 2,500 ERP systems among 
500 customers in 54 countries. Management 
team are all seasoned professionals with 15+ 
years experience in the tech sector.

  any.do 

(www.aNy.dO)
PaLO aLtO, Ca, u.s.
what it does: Free to-do list app.
why it’s hot: One of the most popular task-
management apps on the market.  
Any.do saw 100,000 downloads in the first 
24 hours after launch for iOS; Android users 
downloaded half a million in the first 30 days. 
The company plans future announcements 
of services that will go beyond managing to 
helping users get things done.

  fifTy-onE 

(www.FIFtyONe.COM)
New yORk, Ny, u.s.
what it does: International ecommerce 
platform that enables U.S. retailers to transact 
with consumers in more than 100 countries 
and 40 currencies worldwide.
why it’s hot: Solves a problem experienced by 
many U.S. retailers looking to sell overseas. 
Works with more than 125 leading U.S. 
brands and retailers, including Williams 
Sonoma, Macy’s, J. Crew, and CB2. 
Experiencing triple-digit growth in sales 
volumes. Successfully pivoted from its start as 
a currency exchange. 

  sEEkinG alpha 

(www.seekINgaLPHa.COM)
New yORk, Ny, u.s.
what it does: Website for actionable stock 
market opinion and analysis, and vibrant, 
intelligent finance discussion.
why it’s hot: The only free, online source for over 
1,500 public companies’ quarterly earnings 
call transcripts, including the S&P 500. Named 
the Most Informative Website by Kiplinger’s 
Magazine and has received Forbes’ ‘Best of the 
Web’ Award. More than 1.2 million readers among 
money managers, research analysts, investment 
bankers, and serious individual investors.

 fiVERR 

(www.FIveRR.COM)
bINyaMINa, IsRaeL
what it does: Global online marketplace 
offering tasks and services, usually for $5.
why it’s hot: The site lists more than 1,000,000 
services available for $5 to $150. Provides a 
“living marketplace” for micro-entrepreneurs 
in more than 200 countries.

 MyhERiTaGE 

(www.MyHeRItage.COM)
OR yaHuda, IsRaeL 
what it does: Family tree-building software  
and services.
why it’s hot: Available worldwide, in 38 
languages. Ranked the #2 most popular 
genealogy site by ProGenealogists in 2011 and 
the #3 in 2009 and 2010. Has more than 64 
million members, 23 million family trees, and 
one billion names in family trees.

Late stage

eaRLy stageIsRaeL’s tOP 25  
HOttest staRt-uPs

uNdeR tHe RadaR

to identify the most promising Israeli Internet companies Informilo 
asked angel investors and vCs in Israel to nominate and vote on 
companies outside of their own portfolios. some of the companies 
have moved their headquarters to the u.s. but all on the list have 
Israeli roots. some are well known, others are below the radar but 
unlikely to stay there for long. Below find our picks for the top 25:

InFOrMIlO’s upCOMInG puBlICatIOn, ThE nETWoRkEd EconoMy: hoW VEnTuRE capiTal, innoVaTion and 
EnTREpREnEuRship aRE TRansfoRMinG EuRopE, wILL be dIstRIbuted at Le web, RuNNINg deCeMbeR 
4-6 IN PaRIs. FOr MOrE InFOrMatIOn Or tO advErtIsE, EMaIl adsalEs@InFOrMIlO.COM.
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 fRoM inTERnET To hEalTh TEch  

Vitaly Sirota, 49, launched his first 
start-up in the health tech space a quarter 
of a century ago in the Ukraine, where he 
and brother Alex were born, and didn’t let 
age or a change of country stop him from 
launching others.

The two Sirota brothers immigrated 
with their family to Israel in 1990. Imme-
diately after arriving in Israel Vitaly was 
hired by IBM, where he stayed for seven 
years before founding Elbrus, which built 
software for large multinationals.

“I prefer small companies and start-
ups, but right after arriving in Israel I 
had immigration issues and had a family 
to feed,” says Vitaly. As soon as his wife 
found work and his situation stabilized 
he became an entrepreneur once again.

While Vitaly has vast experience in 
healthcare, he and his brother Alex are 
best known for having founded Foxy-
Tunes, a browser extension that controls 
a media player from the browser window. 
It was younger brother Alex, now 35, who 
first came up with the idea for FoxyTunes, 
which they sold in 2008 to Yahoo! for an 
undisclosed sum. 

Again, Vitaly, never one to rest on his 
laurels, got the itch to start a new venture. 
In 2011, on his first trip back to Ukraine 
since moving to Israel, he met with the 
team from his original start-up. The com-
pany was still focusing on cardiology de-
vices and Vitaly got the idea to combine 
that know-how with the Internet experi-
ence he had gained in Israel.

“A lot of people die from heart diseases 
and we definitely can do something about 
it,” says Vitaly. “For me it’s the best pos-
sible use of computers-mobile-Internet 
and the best motivator both to work hard 
and to put my money where my mouth is.”

His latest venture, Beecardia (currently 
being spun out of Witalize), is building 
mobile devices and cloud-based software 

that allow doctors to care for patients 
locally and remotely. The goal is to make 
it easier for doctors to give immediate 
care from anywhere and ask colleagues 
for second opinions. This is done by pro-
viding easy access to both real-time and 
archived online information at anytime 
from anywhere – through tablets, mobile 
phones and desktop computers, and by 
opening the platform to third-party elec-
trocardiogram manufacturers.

Vitaly and his team want to distinguish 
themselves in the rapidly crowding field 
of health tech by focusing on creating the 
best user experience. Vitaly says he has 
purposely nurtured a small “dream team” 
to avoid bogging down design issues, as 
often happens at bigger companies.

But even bigger companies can be 
disruptive. Just ask Ron Gura, who now 
works for eBay. He brushes off any sug-
gestion he might lose his entrepreneurial 
edge by working for a big company. “Eyal 
told me that to be an entrepreneur you 
have to create value; it doesn’t have to be 
with a new company,” says Ron. “I can 
be an entrepreneur starting a company 
or it can be within a bigger company. At 
present we are having a good time and it’s 
exciting. As long as we keep this mandate I 
don’t see why it should be any other way.”

If there is one characteristic the two 
sets of brothers have, it is the willingness 
to put in long hours. That characteristic 
seems to be engrained.

“My oldest son who is 26 used to say he 
didn’t want to be a programmer because 
he saw the long hours I work,” says Vitaly. 
But just as the salmon swims thousands 
of miles through ocean and fresh water to 
return to the stream where she was born, 
the son of a serial entrepreneur could not 
avoid the call, and so it is that Vitaly’s first 
born has decided to become a program-
mer, and perhaps soon an entrepreneur.

Height, eye color, teeth are all things 
we know are inherited. But what about 
entrepreneurship; is there a gene?

Despite the advancements made by 
the Human Genome Project, the entre-
preneurial gene, if it exists, has not been 
identified. Yet with these two sets of Is-
raeli brothers – Eyal and Ron Gura and 
Vitaly and Alex Sirota – it would appear 
there is some common inherited charac-
teristic. Either that or maybe there was 
something in the water.

The Gura and Sirota brothers stand 
out even in Israel, which has more entre-
preneurs per square mile than just about 
anywhere else on earth. Between them 
the Guras have created four companies 
(three were sold to big corporates) and 
Eyal Gura is already on to what he says 
is “the next big thing.” The Sirotas have 
launched six start-ups and Vitaly Sirota 

believes he may have passed the entrepre-
neur gene to the next generation.

Eyal Gura, who served in the Israeli 
Navy Submarine Flotilla in various com-
mando positions, earned a bachelor of 
arts degree from the Zell Entrepreneur-
ship Program of IDC Herzliya, where he 
co-founded the first entrepreneurship 
club in Israel, called the IEC. He went 
on to earn an MBA from the University of 
Pennsylvania’s Wharton School of Busi-
ness in the U.S.

Once back in Israel he got busy. In 2011 
he made three successful exits in the span 
of five months. In April of last year he 
sold PicScout and PicApp, two startups 
he co-founded, for a reported $20 million 
and $10 million respectively.

He had help from his wife, Maya 
Gura, an entrepreneur in her own right. 
Maya, who Eyal calls the “idea-maker 

behind our start-ups,” planted the seeds 
for PicScout in 2003 when she and Eyal 
were not yet married (they recently cel-
ebrated their sixth wedding anniver-
sary). She was looking for an easier way 
to identify digital images for her work, 
something that could improve on manu-
ally scanning hundreds, if not thousands, 
of websites to see if images were being 
used without copyright payments being 
made. Eyal figured a computer program 
could do it better and launched PicScout, 
serving as CEO and Chairman. Before 
long PicScout was named a Deloitte 
Fast 10 company and was acquired by 
Getty Images.

In his spare time Eyal also served as 
CEO of PicApp, a digital images advertis-
ing company he founded in 2008, which 
was acquired by Ybrant Digital last year. 
And, he became the founding investor 
of Appchee Applications, the creator of 
the social commerce platform The Gifts 
Project, which was co-founded in 2009 
by his wife Maya and brother Ron, a for-
mer lieutenant in the Israeli Air Force, 
and, like his brother, a graduate of the 
Zell Entrepreneurship Program. Ron 
earned a BA in business administration 
from IDC Herzliya and served as chair-
man of the IDC Entrepreneurship Club 
that his older brother founded.

The idea behind The Gifts Project, 
Ron’s first venture, was that there had 
to be a better way to collect cash for group 
gifts than going from cubicle to cubicle in 
the office or during halftime at a football 
game. The user picks a gift, employs social 
networks to invite friends, and then The 
Gifts Project takes care of the rest. If the 
friends open their wallets, the retailer gets 
the sale, The Gifts Project gets a commis-
sion, and PayPal gets a new user.

DLD Tel Aviv Chairman Yossi Vardi, 
a high-profile Israeli angel investor, pro-
vided seed funding for The Gifts Project. 
Venture funding soon followed from In-
dex Ventures and Gemini Israel Funds. 
The company was sold in September 
2011 for a reported $20 million. Since 
the sale, The Gifts Project has become the 
eBay Israel Social Center, which is now 
headed by Ron. Now 28, the younger Gura 
brother was named among Israel’s “40 
under forty” top professionals by Israeli 
business magazines Globes in 2012.

So how is it that two brothers from the 
same family ended up founding so many 

successful companies? “There was no spe-
cial effort by our parents to instill in us an 
entrepreneurial spirit, just things we saw 
at home,” says Eyal, now 35. “Our mother 
brought us up. She had a few pharmacies 
and seeing her work day to day manag-
ing her stores and helping her out in the 
summertime helped us a lot.”

Says Ron: “What I learned from my 
Mom is that when duty calls whenever 
that is, even if it’s late at night and you 
are at dinner, you have to respond. She 
taught us through her actions that the 
customer is the most important thing and 
for me remembering that has been im-
portant for having a successful business.”

It also certainly helped that the Guras’ 
father, who did not have a large part in 
bringing up the brothers, was and still is 
a well-known serial high-tech entrepre-
neur, suggesting there may be something 
in the genes after all.

While Eyal Gura does not have a rec-
ipe for becoming an entrepreneur, he  
believes it is possible to become one at 
any age. A teacher at the brothers’ high 
school retired at about 50 and went on 
to found one of the largest real estate 
companies in Israel. He is now in his 90s.

As for Eyal, now 35, he says he is work-
ing on his “next big thing” and will only 
reveal that it is in the health tech sector. 
“It is never too late if you have the right 
spirit,” he says.

The Gura and Sirota brothers stand out for their 
entrepreneurial activities, even in Israel, which has 
more entrepreneurs per square mile than just about 
anywhere else on earth.

despite the advancements 
made by the Human Genome 
project, the entrepreneurial 
gene, if it exists, has not 
been identified. yet with 
these two sets of Israeli 
brothers – Eyal and ron Gura 
and vitaly and alex sirota 
– it would appear there is 
some common inherited 
characteristic. Either that or 
maybe there was something 
in the water.

Eyal, ron and Maya Gura

vitaly sirota, 4th from left, and alex sirota, 3rd from left, with Foxytunes team

 
By eRIC syLveRs

companies founded by the sirota brothers

vItaLy sIROta

  beecardia (in the process of spinning 
off from Witalize) – produces mobile 
devices and cloud-based software that 
allow doctors to care for patients locally 
and remotely (still operating)

  witalize – incubator developing early-
stage Internet, medical devices and digital 
art projects (shareholder, still operating)

  Foxytunes – a browser extension that 
controls a media player from the browser 
window (acquired by yahoo in February 
2008 for an undisclosed sum)

  Rcadia Medical Imaging – computer- 
aided diagnostics with unique image  
processing technology (still a small 
shareholder)

  elbrus – built software for large multina-
tionals including IBM and philips (on hold)

  Meditek – medical computer systems 
(split into two companies, one of which 
is a partner of Beecardia)

aLex sIROta

 Foxytunes – (see above)

 elbrus – (see above)

companies founded by the Gura brothers

eyaL guRa

  thescouter.com – intended for tal-
ent and recruiters in sports (closed)

   Picscout – automated recognition 
of digital images (sold to Getty Im-
ages for $20 million in 2011)

  Picapp –advertising-supported 
free downloading of digital images 
(merged with ybrant Media for an 
estimated $10 million)

  the gifts Project – ecommerce 
platform that uses social networks 
to organize and facilitate group gift 
giving (sold to eBay in 2011 for 
roughly $20 million)

RON guRa

 the gifts Project – (see above)

All In The Family
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Travel restrictions can turn something 
as trivial as attending a conference or 
scheduling meetings into an ordeal, says 
Tareq Maayah, the chief executive of 
Ramallah-based EXALT Technologies, 
which creates mobile and web applica-
tions for large multinationals including 
Hewlett-Packard and Cisco. “Compa-
nies also risk not being able to import 
important equipment needed for their 
operations,” he says.

Those operating out of the West Bank 
say the challenges faced by the tech in-
dustry are even more pronounced in the 
Gaza Strip.

Despite these obstacles, start-ups are 
being launched and the Middle East 
Venture Capital Fund has made its first 
investments, pumping $1 million into 
Yamsafer, an online hotel booking site 
focused on the Middle East (see box). 
Nashaf says that Yamsafer is the first in-
stitutional early-stage VC round invested 
in a Palestinian start-up. 

He says he believes that several other 
Palestinian ventures have a bright future: 
Mixberry Media (audio ads), AnaBasalli 
(“worship app” and social network for 
Muslims) and Idevator (social games tar-
geting the Arab-speaking market).

  GaininG TRacTion 

Companies that have already gained 
traction include ASAL Technologies, one 
of the leading software and IT services 
outsourcing companies in Palestine. Its 
clients include Cisco, Hewlett-Packard 
and Intel.

The growth of the high-tech sector 
is being facilitated by a boom in the use 
of computers, the Internet and mobile 
phones. Half of Palestinian households 
have a computer, twice as many as in 
2004, according to a survey published 
in March by the Palestinian Ministry of 
National Economy and a German govern-
ment agency. Almost a third of Palestinian 
households have an Internet connection, 

more than three times as many as in 2009, 
and nine out of ten have a mobile phone, 
compared with seven in ten in 2009.

About 2,500 Palestinians work in the 
ICT sector and for each job in the indus-
try another three are created in support 
sectors, according to the Palestinian IT 
Association, a trade group representing 
126 companies. Software outsourcing is 
the biggest part of the growing sector; 
telecommunications is another important 
area. While the ICT sector accounts for 
3% of the national workforce, it creates 
8% of gross domestic product, according 
to the Palestinian Bureau of Statistics.

Right now the center of the Palestinian 
tech sector is Ramallah, with companies 
also sprouting up in other West Bank cit-

ies of Nablus and Hebron. But there are 
also signs the tech sector has a future in 
the Gaza Strip. In December Google and 
Mercy Corps, an American non-profit, 
jointly organized a Gaza Start-up week-
end event, which gave Palestinian youth 
a place to promote their entrepreneurial 
ideas. Industry experts were brought in 
to advise on how to turn those ideas into 
viable businesses.

 Abzuk notes that the Palestinian ter-
ritories have many of the same character-
istics as Israel, which is considered one of 
the world’s most innovative technology 

hubs: it is small, has no natural resources 
and has a high percentage of educated 
people with an entrepreneurial spirit 
and culture.

The area is also perfectly placed to 
provide products and services to the 
underserved Arabic world. “Most of the 
companies we’ve seen to date are target-
ing regional markets,” says Nashef.

EXALT, which does software develop-
ment for customers in the U.S., Europe 
and Israel, is exploring doing the same 
for Arab countries, says Maayah.

Maayah, who returned to Ramallah 
in 1993 after ten years studying in the 
U.S., and Nashef, who spent two decades 
in the U.S., are part of a group of entre-
preneurs leading the industry’s growth 

after returning to the region following a 
period abroad.

The tech industry in Palestine is get-
ting some support from the Peres Peace 
Center in Tel Aviv, which works to bring 
Israelis and Palestinians together through 
business development, sports, health 
care and humanitarian initiatives. “On 
the business development side of things 
the tech sector has several obvious ad-
vantages,” says Edan Raviv, who heads 
the Peres Peace Center’s business and 
environment department. “The actual 
goods or services are borderless,” he says. 

“In many of our other sectors goods such 
as textiles are traded across borders and 
there can be difficulties with check points 
and security issues. The very nature of the 
tech sector allows you to overcome many 
of the security and political challenges of 
borders, security, checkpoints, access to 
courts, taxes and customs.”

The Peres Peace Center provides 
matchmaking, arranging meetings be-
tween small delegations of Palestinians 
and Israeli companies, to discuss business 
opportunities such as outsourcing.

“We recently took a group of Palestin-
ians to visit a high-tech multinational 
company where they met with the Israeli 
CEO and other leading business people 
from the company,” says Raviv. “There 
was a fruitful roundtable meeting. One of 
the things to come out of the meeting was 
that the Israeli CEO was blown away. He 
had no idea this sort of opportunity was 
available on the Palestinian side.”

As promising as the signals are for the 
tech sector in the Palestinian territories 
– and potentially for Israeli-Palestinian 
relations — few in the industry would 
deny that the road ahead is long and suc-
cess is far from guaranteed.

“The early indicators are promising, 
and we believe it’s possible; that’s why 
we’re investing in Palestinian tech,” says 
Nashef. That said, “the West Bank is still 
in the very early stages, and there are a 
lot of challenges ahead before we can get 
to anything that resembles a tech hub.”

 “the ingredients are there to make palestine into a high-tech 
hub that can be the engine of the economy,” says zika abzuk, 
Cisco’s senior manager for corporate affairs in Israel. “It is 
beginning to happen.”

ramallah headquarters of the palestinian It association, a trade group representing 126 companies

It is one thing to build a start-up in 
Silicon Valley. Quite another to launch 
in the Palestinian territories, where 
unemployment is rampant, mobil-
ity restricted and armed conflict all  
too common.

But tech entrepreneurs are accustomed 
to overcoming difficult challenges. That 
is how they come up with products and 
services that change the world. And in 
the case of Palestinian start-ups and the 
companies and the projects supporting 
them, the efforts could sow not just inno-
vation but potentially the seeds of peace.

The foundations are being put into 
place. Cisco, Google, the Soros Founda-
tions and the Peres Center for Peace, 
which wants to foster business dealings 
that could help improve relations be-

tween Israelis and Arabs, are all work-
ing to that end.

“The ingredients are there to make 
Palestine into a high-tech hub that can 
be the engine of the economy,” says Zika 
Abzuk, Cisco’s senior manager for cor-
porate affairs in Israel. “It is beginning 
to happen.”

The Palestinian IT sector grew more 
than five-fold between 2008 and 2010 
and now accounts for more than 5% of 
Palestine’s gross domestic product, ac-
cording to a white paper commissioned 
by Cisco, which was published in July. 
The California-based technology giant, 
which has yearly revenues that amount 
to eight times more than the GDP of the 
Palestinian territories, has invested $15 
million in the West Bank since 2008.

In addition to Cisco, other high-tech 
companies and organizations, includ-
ing the European Investment Bank, have 
invested a total of $78 million in the Pal-
estinian high tech sector in the past three 
years, according to the white paper.

Venture money is also now targeting 
the territories. The Middle East Venture 
Capital Fund, the first venture capital 
fund focused on the Palestinian high-tech 
sector, has secured about $29.5 million to 
invest in Internet, mobile and software 
companies based in the West Bank. The 
European Investment Bank, the first to 
invest in the fund, was soon followed 
by Cisco, which committed $5 million, 
Google, and The Soros Economic Devel-
opment Fund. And at least one active Is-
raeli angel investor – Jeff Pulver – is now 
also looking to fund and help start-ups in 
the territories (see the story on page 17).

While the interest is there and the 
money is arriving, “being in the territories 
adds to the challenges faced by start-ups,” 
says Saed Nashef, a software entrepreneur 
and founding general partner of Sadara 
Ventures. Nashef co-manages Sadara, 
which invests through the Middle East 
Venture Capital Fund, with Yadin Kauf-
mann, a venture capitalist with experi-
ence in the U.S. and Israel. “For example, 
we have a shortage of senior management 
talent in the tech industry,” says Nashef. 
“In any other country this would usually 
be solved by sourcing talent from abroad, 
often as returning expats. In Palestine 
this is a bigger challenge as returning 
Palestinians are subject to Israeli visa 
and entry laws.” 

Nashef and others in the industry 
note that restrictions on travel and other 
measures imposed by Israel, such as a ban 
on 3G mobile services, limit the growth 
of start-ups targeting the mobile web. 

yadin kaufmann and saed Nashef, the two founders of venture capital firm sadara ventures

Employees at work in the ramallah headquarters of EXalt technologies, a company which creates mobile and 
web applications for large multinationals including Hewlett-packard and Cisco tareq Maayalin, chief executive of ramallah-based 

EXalt technologies
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a New High 
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yamsafer, the first start-up in the palestinian 
territories to raise institutional venture capital

ramallah

www.yamsafer.me

Hotel and vacation reservation site, in English 
and arabic. Currently active in Egypt, jordan, 
lebanon and palestine with plans to expand 
around the Middle East and north africa.

Offers hotel stays and packaged deals 
that, according to the company, are often 
less expensive than on international sites. 
Bundled packages can include local events 
such as concerts.

$1 million from Middle East venture Capital 
Fund.

FOr MOrE InFOrMatIOn  
Or tO advErtIsE, EMaIl  
adsalEs@InFOrMIlO.COM.
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voIP pioneer and active angel investor jeff PulverdLd Co-founder steffi Czerny

seeding dreams
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dLd goes global

FINdINg It HaRd tO get NOtICed IN a CROwd? 
INFormIlo’S PrINT mAgAzINeS reAch youR TaRGET audiEncE aT kEy indusTRy EVEnTs.

 
Next uP:

noah 2012, November 6-8, loNdoN  
tHe PReeMINeNt euROPeaN eveNt FOR INteRNet eNtRePReNeuRs, The NoAh 
coNFereNce ATTrAcTS over 1,500 ATTeNdeeS From 35 coUNTrIeS, INclUdINg Some oF 
The INdUSTry’S moST SUcceSSFUl eNTrePreNeUrS ANd The INveSTorS behINd Them. 
INFormIlo wIll be dISTrIbUTed To ATTeNdeeS, ANd wIll be AvAIlAble oNlINe oN oUr 
SITe ANd ThAT oF NoAh 2012.

silicon VallEy coMEs To ThE uk, 14-19 November, loNdoN, cAmbrIdge, oxFord 
tHIs aNNuaL CONFeReNCe bRINgs tOgetHeR tOP eNtRePReNeuRs From SIlIcoN 
vAlley ANd STUdeNTS, eArly-STAge ceoS, SerIAl eNTrePreNeUrS, ANd PolIcymAkerS 
IN The Uk wITh The goAl oF INSPIrINg eNTrePreNeUrShIP, INNovATIoN ANd ecoNomIc 
ProSPerITy. ThIS yeAr, The SIx-dAy coNFereNce IS FocUSed oN ‘ScAlINg UP’ 
TechNology bUSINeSSeS. INFormIlo IS AN oFFIcIAl medIA PArTNer oF The eveNT; The 
mAgAzINe wIll be dISTrIbUTed IN mUlTIPle locATIoNS.

lE WEB: aN aNNuaL MeetINg IN PaRIs whIch ATTrAcTS over 3,000 oF The ToP PlAyerS 
IN The INTerNeT SecTor.

A rANge oF oPPorTUNITIeS Are AvAIlAble For SPoNSorS wIShINg To reAch ANd 
INFlUeNce eNTrePreNeUrS ANd INveSTorS IN TheSe TArgeTed PUblIcATIoNS.

FOR MORe INFORMatION ON adveRtIsINg Rates aNd INFORMILO’s edItORIaL CaLeNdaR CONtaCt 
saLes@INFORMILO.COM OR CaLL 33-1-81298550

aCCess tHe MedIa kIts  
at www.INFORMILO.COM

some of the israelis start-ups in angel investor Jeff pulver’s portfolio:

adextent www.adextent.com

Innovid www.innovid.com

vidit www.vidit.fm/

stevie tv www.mystevie.com

twtrland www.twtrland.com

weesh www.getweesh.com/

under.me www.under.me

bizzabo www.bizzabo.com/

jamstar www.jamstar.co/

PlayMytone www.playmytone.com

Instrumagic www.instru-magic.com/

LogiCalls www.logicalls.com/

saverr www.saverrapp.com

timocco www.timocco.com/

serendip Media www.serendip.me/ 

Feedvisor Ltd www.feedvisor.com/

tonepedia www.tonepedia.com/

aT a GlancE

noTaBlE achiEVEMEnTs
REcEnT accoladEs

day JoBs

no. of inVEsTMEnTs in sTaRT-ups

no. of TWiTTER folloWERs

facEBook sTaTs

ToTal TiME spEnT in isRaEl pER yEaR

american Entrepreneur and Investor  
jeff pulver

Co-founder of vonage, a commercial voIp 
company. producer of the influential vOn 
conference. Helped shape the development 
and acceptance of voIp, now a trillion-dol-
lar market. In 2004, pulver’s petition for 
clarification declaring free world dial-up 
as an unregulated information service was 
granted by the Federal Communications 
Commission (FCC). this landmark decision 
by the FCC was the first positive decision it 
made on Ip communications.

Chairman of 3-rings, a company focused on 
real-time social communications.  producer 
of the global #140 Characters Conferences 
(#140conf; http://140conf.com/), which 
explore the emerging real-time Internet. 
Mentor to start-ups. Father of twins.

Cumulatively since 1997 over 200; since 
2007 the primary focus has been making 
pre-seed investments in Israel.

CnnMoney included pulver in its list of the 
25 most influential tech investors on twitter.

469,279

4,843 friends, 55,982 subscribers to his 
public page

90 days (room 26 at the Hotel Montefiore in 
tel aviv has a special plaque with his name)

As investors are drawn to Tel Aviv like 
lemmings to the sea, Jeff Pulver, outlier, 
VoIP pioneer and active business angel 
and mentor, is moving in the opposite 
direction, concentrating on filling Is-
rael’s funding gaps.

“In 2013 I will be looking for women-
led start-ups and Israeli-Arab led start-
ups,” says Pulver. And, he adds, he will 
search for great start-ups in out-of-the-
way places in Israel.

Start-ups founded by women are few 
and far between. Start-ups outside of 
Tel Aviv find it more difficult to attract 
funding. And Arab-Israeli start-ups face 
special challenges when trying to raise 
money. A new venture fund recently 
made the first institutional investment 
in a Palestinian start-up (see the story 
on pages 14 and 15). Most entrepreneurs 
in the territories have to make do with 
seed money from NGOs, if they can get 
any help at all.

Thanks to Pulver and others, that 
looks set to change. Nazareth is quickly 
becoming an up-and-coming area in 
Israel for tech. Kinnernet 2012, an an-
nual invitation-only geek fest organized 
by DLD Tel Aviv Co-Chair Yossi Vardi, 
moved to Nazareth this year, after taking 
place for years near the Sea of Galilee. 
Last month Pulver participated in the first 
hackathon in Nazareth with about 80 peo-
ple, including Arab-Israeli and Palestinian 
geeks. And, in December, Pulver will be 
hosting an event in Nazareth designed to 
foster the tech community and encourage 
would-be entrepreneurs in the Palestinian 
territories to come out and pitch ideas.

“It turns out that that if you are a geek 
it doesn’t matter what is your race, reli-
gion or nationality. We like Star Wars and 
Star Trek; it is pretty predictable what 
your tastes are going to be. There are no 
boundaries when it comes to geeks. We 
are geeks,” says Pulver, who is credited 
with helping legitimize and commercial-
ize VoIP, now a trillion dollar market-
place, early in his career.

Still, investing in untested entrepre-
neurs requires a leap of faith. That doesn’t 
faze Pulver, an American who already 
manages a portfolio ofmore than 25 Israeli 
start-ups, even though he lives in the U.S. 
Since 2007 his primary focus has been on 
making pre-seed investments in Israel, 
making him one of the most active men-
tors in the market. He gives small amounts 
of funding or sometimes just advice. “I am 
actively seeking out new entrepreneurs in 
most cases, trying to empower a bunch of 
dreams in parallel and see what happens,” 
says Pulver, a social networking guru and 
consummate networker who has more 
than 470,000 followers on Twitter.

Pulver spends roughly three months 
a year in Israel, in time chunks of 10 to 14 
days, frequenting the Hotel Montefiore in 
Tel Aviv so often that the management has 
put a plaque on the door of Room 26 in his 
honor. In 2011, in part thanks to a change in 
Israeli tax law, a new fund called the Pul-
ver Micro Angel fund was set up in Israel 
by Zeev Oselka and Oded Caspi, which can 
opt to co-invest in deals with him.

When deciding which companies to 
invest in or mentor Pulver goes with his 
gut. Lots of people say that. Pulver means 
it. Once his good friend Vardi asked him if 
he would invest 100,000 shekels in Stay in 
Touch (SIT), a company started by three 
17-year-old girls, without even knowing 
what they were pitching. Pulver said yes 
and committed on the spot.

He didn’t live to regret it or most other 
investments. Taking bets on very young 
Israeli companies has paid off in different 
ways, says Pulver. Some of his compa-
nies have been accepted into accelerators, 
such as Seedcamp Europe, Microsoft Bi-
zSpark and TechStars Boston, and look set 
to go on to bigger things. Others already 
have: Wibiya, a toolbar development com-
pany he invested in, was sold to Conduit 
for $45 million.

Then there is his involvement with 
Interlude, a company launched by Pul-
ver’s friend, Yoni Bloch, a popular Israeli 
rock star and tech entrepreneur. Pulver 
didn’t invest but instead made some 
introductions in the U.S entertainment 
industry. Interlude’s technology ended 
up being used to create the interactive 
music video which S-Curve Records made 
to launch the career of American singer 
Andy Grammer. Pulver had a cameo role 
in the video, which went on to win MTV’s 
2010 Interactive Video award.

“The best results come from connect-
ing people,” says Pulver, whose motto is 
“the next person you meet can change 
your life.” In the case of Israeli start-ups 
that are lucky enough to engage with Pul-
ver, there is a good chance that might just 
be the case.

Ever since DLD’s creation in 2005 its 
founder Steffi Czerny and co-chairs 
Hubert Burda and Israeli tech inves-
tor Yossi Vardi have invited some of the 
brightest and most interesting people on 
the planet to brainstorm and network 
at its invitation-only conference in Mu-
nich. As the circle expands, the brand 
is increasingly becoming more global.

DLD Tel Aviv is taking place for the 
second time and 2012 saw the launch of 
new conferences in Moscow and Istan-
bul as well as entry into a new vertical 
– smart cities (DLDCities took place in 
London in September). Other new con-
ferences are in the works. A conference 
in Warsaw is being considered. And, on 
the back of the successful annual DLD-
women event, which takes place in July 
in Munich, DLDwomen may launch a 
sister event in Asia, says Czerny. A DLD 
Health conference is also on the horizon.

“The goal is to connect innovators and 
knit the network for DLD in January,” 

she says. “Everything we do to extend the 
brand helps us to get to know the innova-
tors, the success stories, to explore what 
is new and what is going on and to learn.”

Czerny co-founded DLD with Marcel 
Reichart, who left the company earlier 
this year. Taking full responsibility for 
an expanding number of conferences 
and connecting innovative people around 
the globe is keeping the highly energetic  
Czerny busier than ever. After organizing 
DLD’s new conference in Istanbul this 
October, she headed back to the office in 
Munich for two days, then continued on 
to the U.S. over the weekend to attend 
Google’s Zeitgeist conference. “I love 
what I am doing; I’m like a Yiddish mama, 
I love to match great people with game 
changers, both for human and business 
reasons,” she said, during a quick phone 
interview between two planes.

That approach is in keeping with 
DLD’s motto: “to connect the unexpect-
ed.” Through DLD conferences Sean 

Parker, founder of music-sharing site 
Napster and ex-president of Facebook, 
got to know Alchemist author Paulo Coel-
ho; Troy Carter, Lady Gaga’s manager, 
is now friends with German TV actress 
Maria Furtwangler, Hubert Burda’s wife.

Often the DLD conference is early to 
spot rising stars. Lady Gaga performed 
live at a DLD party in Munich before 
most people knew who she was. The 
Chinese artist Ai WeiWei was invited 
to speak in 2007 and Facebook founder 
Mark Zuckerberg came for the first time 
when the social networking site had only 
45 million users. “We like to be the first,” 
says Czerny. Indeed, DLD launched a 
forerunner to the DLD Tel Aviv confer-
ence called ‘Cool Companies in the Hot 
Desert’ 11 years ago, long before it was in 
vogue for everyone to think of Israel as 
the start-up nation.

Burda earns more than half of its rev-
enues from digital business so Hubert 
Burda Media CEO Paul Bernhard Kallen 

sees the DLD events “as a great oppor-
tunity to get to know start-ups,” says 
Czerny. After meeting Glam Media and 
Etsy at DLD conferences Burda invested 
in those companies.

It is all part of finding out what is next 
and explains why – no matter where 
DLD’s invitation-only events are being 
held — they are always among the hottest 
tickets in town.

“I am actively seeking out 
new entrepreneurs in most 
cases, trying to empower a 
bunch of dreams in parallel 
and see what happens,” 
says pulver.
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continued FRoM coveR Recent Examples of israeli start-ups purchased by u.s. tech companies

july 2012   Covidien buys Oridion systems, a maker of medical safety devices for $295 
million; Intel acquires Idesia Biometrics, a medical device company for 
an undisclosed amount; and salesforce acquires Blue tail, a data mining 
company, for an undisclosed amount.

june 2012   Facebook buys Face.com for an estimated $80 million and vMWare  
 snaps up digital Fuel, a saas company for a reported $85 million.

May 2012  EMC purchases XtremeIO for $430 million.

March 2012   Cisco buys nds, maker of next-generation video services software 
  for $5 billion and Broadcom acquires Broadlight, a maker of chips and  
 software for fiber optic broadband networks, for $195 million.

january 2012   apple acquires flash memory controller start-up anobit technologies  
 ltd. for $390 million. IBM buys Worklight, an Israeli start-up that  
 provides mobile app development and infrastructure software, for a  
 reported $70 million.

November 2011  Microsoft purchases videosurf, a maker of technology that scans  
 video websites, such as Hulu, Metacafe, and dailymotion, for a  
 reported $70 million.

Oct. 2011 Intel snaps us telmap, a location-based services company, for  
 $300 million. 

september 2011 eBay purchases the Gifts project for $20 million.

Telecom operator Orange opened a new 
developer center in Israel several years 
ago which is serving as an experiment 
for an “open innovation” program. Why 
Israel? “It’s a start-up nation, a leading 
country for innovation, especially in high 
tech,” says Nathalie Boulanger, senior 
vice-president in the innovation market-
ing group at France Telecom Orange. At 
the center, developers carry out last mile 
testing of mobile content and applications 
and connect with Orange around a vari-
ety of communication technologies. The  
collaboration has led to partnerships with 
several start-ups to offer new services to 
Orange’s customers around the globe, 
such as Orange Maps, she says.

That’s not all. A France Telecom-Or-
ange and Publicis Groupe partnership 
with Iris Capital Management to make 
venture capital investments in digital 
start-ups made its first investment in 
March. The money went to an Israeli 
start-up, myThings, which specializes 
in personalized display ad technology.

However, the traditional U.S. tech com-
panies remain the most active corporate 
venture groups in Israel.

Cisco, for example, in March paid $5 
billion for NDS, an Israeli maker of next-
generation video services software – its 
largest acquisition outside of the U.S. to 
date. “Israel is the place where we have 
made the most investments to date out-
side the U.S. – not in terms of per capita 
but in sheer number,” says Tal Slobodkin, 
senior manager for corporate develop-
ment at Cisco Israel.

If you count NDS (which moved its 
headquarters to London), Cisco has made 
10 Israeli company acquisitions since 
1999, say Slobodkin. But the U.S. gear 
maker has made many more investments 
in Israeli companies – a total of 21. Cisco 
first invested through two dedicated Is-
raeli funds set up by prestigious Silicon 
Valley venture firm Sequoia, investing 
half the money in Sequoia 1 and Sequoia 
2, then moved to make 21 direct equity 
investments of its own. Cisco usually 
waits until a series B round, then invests 
between $2 million and $5 million per 
company, although “this is a very general 
guideline broken more than a few times,” 
says Slobodkin. “We look at areas that 
are adjacent to us now, and then make 
small equity investments in companies 
in those spaces to keep us very close to 
those companies and maintain a close 
touch with those markets.”

Intel Capital has had a number of  
successful exits. These include Anobit, 
which was acquired by Apple; Aeroscout, 
acquired by Stanley Black & Decker;  
Passave, acquired by PMC-Sierra; and 
Gteko, bought by Microsoft. Mellanox 
went public on Nasdaq.

There is so much innovation in Israel 
that Intel Capital’s one-person office 
couldn’t keep up. The firm recently tri-
pled its staff. “We are looking to add more 
investments in Israel and the feeling was 
that to tap into the market we need to 

have more people on the ground, actively 
engaging with the start-up community 
and the entrepreneurs to find and identify 
and develop the investment opportuni-
ties,” says Uri Arazy, Investment Director 
at Intel Capital Israel.

Intel’s acquisitions are strategic to the 
company in the communications and 
IT sectors. Intel Corp. has had a pres-
ence in Israel since 1974 and is one of 
the largest employers in the high-tech 
space, with over 8,000 employees. Many 
of its core products, including CPUs, com-
munication chips and products like the 
Thunderbolt, an interface for connecting 
peripheral devices to a computer via an 
expansion bus, were designed in Israel.

IBM has opened its biggest – by far — 
R&D labs outside the U.S. in Israel, em-
ploying more than 1,000 scientists, says 
Gabriel Tal, Director of ISV and developer 
relations for IBM Europe.

IBM has been in Israel since 1949. It has 
acquired nine companies headquartered 
in Israel and two Israeli companies that 
maintained development in Israel but 
moved their headquarters elsewhere, 
for a total of 11, a figure that Tal says is 
considered high at IBM for non-U.S.  
acquisitions. But like Intel, IBM engages 
with a far higher number of start-ups than 
it buys.

“The main thing that distinguishes 
Israel from any other country in the 
world is that high-tech companies from 
day one are targeting the international 
market,” says Tal. “IBM understood that 
phenomenon and saw that it could help 
those companies spread their solutions 
around the world. In 2001 Tal set up a 
special technology unit in Israel. That unit 
is part of a global network that helps inde-
pendent software vendors sell alongside 
IBM. The Israel branch has consistently 
generated an outsized percentage of the 
group’s global revenues, says Tal.

IBM also engages with start-ups 
through its SmartCamp program, which 
is aimed at identifying early stage entre-
preneurs who are developing business 
ventures that align with IBM’s Smarter 
Planet vision.

In 2012, IBM expanded its SmartCamp 
initiative to new geographies and has add-
ed a new type of focused event around 
smart cities and health technologies. Next 
up? IBM SmartCamp in Tel Aviv, dur-
ing the same week as the DLD Tel Aviv 
conference and a variety of other tech 
conferences, all taking place next to each 
other at the Jaffa Port.

With the large number of big tech 
companies, venture capitalists and eager 
start-ups expected to converge in Jaffa 
Port during the festival there could well 
be a few more exits to report before the 
end of the year, creating some additional 
happy entrepreneurs and maybe a few 
more delighted tweets from the prime 
minister’s office.

The Market – M&a Trasactions

2011 Exits by sector
numbers in millions

numbers in millions

Internet
$393.6

Communication
$971.5

Life sciences
$779.1

It & enterprise software
$557.65

semiconductors
$621.7

Internet
$1,479.6

Communication
$767.4

Life sciences
$487.5

It & enterprise 
software
$944.6

Clean tech
$25

semiconductors
$1,045.9

Miscellaneous tech
$327.9

Miscellaneous tech
$0.7

2012 Exits by sector

source: pricewaterhouseCoopers




