
 

 

 
SOKOLOFF RANKINGS 

 
The Sokoloff & Company Index, which 
shows the combined stock value of 28 
selected public companies serving the BSS/
OSS sector, gave back all of its gains this 
year as it entered December at the same level 
as it began in January.  Despite generally 
good Q3 reports and strong evidence of 
industry growth, the Index fell after reaching 
a yearly high at the beginning of October.  
In contrast to the decline in the Index, 
company revenue growth picked up in the 
third quarter. 
 
Another surprising trend that was seen over 
the past two years is the difference in the 
averages seen by the top companies in the 
rankings in comparison to the lower 
companies.   
 
Companies that round out the upper half of 
the list have either shown incredible growth 
like Synchronoss Technologies, Inc. 
(Nasdaq:SNCR), which came in at an EVS 
of 3.35 in Q2 2006 and has since more than 
doubled to 8.17 for Q3 2007, or steady 
growth like VeriSign, Inc. (Nasdaq:VRSN) 
which has not declined once in EVS in the 
last eight quarters.  Meanwhile, companies 
at the bottom continue to do poorly, 

widening the gap between the strong 
performers and the weak. 
 
The highest mover in the Sokoloff Rankings 
this quarter was NetScout Systems, Inc. 
(Nasdaq:NTCT). 
 
NTCT, a developer of network and service 
assurance solutions moved from #10 to #6.  
The stock began moving up on September 
20 after the company announced for the 
second consecutive quarter in a row that 
they would be raising their guidance.  
They issued a Q2 estimate of $29 million to 
$30 million in comparison to their original 
figure of $28 million to $29 million.  Their 
net income per diluted share also increased, 
denoting growth of 43% over the same 
quarter last year.  The forecast surpassed the 
estimates of Wall Street analysts and the 
stock moved from $9.12 on September 19th 
to a 52 week high at the close on November 
2nd of $15.46.  Anil Singhal, President & 
CEO of NetScout said “We are very 
pleased with the strength of our business this 
quarter… and based upon preliminary 
assessments we expect record Q2 revenue.”   
 
That same morning, the company also 
announced that they would be acquiring 
Network General Corp., a provider of 
network analysis and data mining, for 
$206 million in a combination of stock, 
debt securities, and cash.  After closing the 
acquisition on November 1, Michael 
Szabados, Chief Operating Officer of 
NTCT stated “By throwing our combined 
weight at tomorrow’s most difficult network 
management challenges, we will elevate and 
advance the state of the art in packet-flow 
performance management solutions to the 
benefit of our customers and the networking 
industry as a whole.” 
 
On October 26th, the stock accelerated as 
NTCT confirmed their Q2 guidance  

 
estimates with a strong second quarter 
earnings release.  Record revenue was 
achieved, up 18% compared to the previous 
year, and product and operating margins 
were also up.  In response, investors snapped 
up NTCT stock and the shares climbed 
nearly two dollars on the 26th, from $12.54 to 
$14.40. 
 
The year did not bode as well for 
ACE*COMM(OTCBB:ACEC.OB), a 
provider of OSS systems, which has 
experienced a steady decline in the rankings 
since the end of 2006.  It started its slide in 
Q3 of 2006 where it dropped from #12 to 
#23.  This quarter it moved from #20 to its all 
time low of #26.   The decline in stock was 
a result of the delisting by NASDAQ on 
September 14.   
 
ACE*COMM however, has been working 
diligently to recover.  Though still not 
meeting the minimum requirements to re-list 
on the NASDAQ, trading instead on the 
Over-the-Counter Bulletin Board, ACEC has 
reported improved financials for two 
quarters in a row.   
 
Jim Greenwell, President & CEO said, 
“For the second consecutive quarter, our 
results demonstrate progress in key financial 
measures.  This progress was driven by 
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improved discipline in our approach to the 
market combined with growth in our 
advanced OSS and Enterprise businesses.”  
CFO, Steve Delmar added “We continue to 
realize the cost savings we planned from 
last year’s actions to position 
ACE*COMM for a  return to 
profitability.”   

 
*Determination of rankings is based on the 
Enterprise Value to Sales Multiple (EVS).  This 
is market cap plus debt and any preferred 
stock, less cash, divided by trailing twelve 
month sales.  EVS is an indicator of the relative 
value of the company compared to others in the 
same market. 
 
OSS CEO Spotlight 
 

MIND CTI’S MONICA 
EISINGER 

 
Though many women work in the OSS 
industry, few have started their own 
business and had as much success as 
Monica Eisinger.   Ms. Eisinger 
founded Mind CTI in 1995 and has 
since grown it to a $50 million dollar 
public company traded on the Tel Aviv 
and NASDAQ exchanges.   A global 
provider of real-time, product-based 
mediation, billing and customer care 
solutions, MIND CTI serves some of 
the world’s largest communications 
providers in more than forty countries.  
Sokoloff & Company had the pleasure 
of interviewing Monica about her 
interest in the OSS industry and the 
personal background which helped 
form her business career. 
 
What were the highlights of your 
childhood? 
 
I always felt loved by my family and 
education was very important.  I especially 
enjoyed our family trips.  I had close 
friends as far back as kindergarten and 
learned to appreciate good relationships at 
an early age.  One of the lessons of my 
childhood was that if you set a goal and are 
devoted to it, you can get there.  It really 
became my mantra for my whole life and 
career. 
 
Being of Romanian descent, what was it 
like growing up in Romania during 
Communism and what made you come to 
Israel? 
 
The lack of freedom, the continuous fear, 
the basic needs that you’re deprived of  
make Communism the worst experience of 

anyone’s life.  Growing up Jewish in 
Romania made me feel like an outsider.  
We didn’t belong and we weren’t wanted.  
The first fight I had was when I was six or 
seven years old.  A girl said to me “Go to 
Palestine.” I left Romania when I was 16 
and the first thing that I gained was the 
freedom of speech.  I wanted to be treated 
as a human being and not looked at as just 
a Jew.  I wanted to belong.  It was the 
reason I came to Israel. 

 
What is your educational background? 
 
I hold a Bachelors of Science in Computer 
Sciences and a Masters Degree in 
Telecommunications 
from the Technion, 
Israel Institute of 
Technology. 
 
When and how did you 
become interested in 
software and 
telecommunications? 
 
When I was 14 and very 
much in love with 
mathematics, I decided I  

 
wanted some practical field and software 
was the new thing (this was in the early 
seventies).  At Technion I discovered the 

telecom area and did my Masters Degree 
thesis on Voice and Data integration over 
Ethernet.  It was the beginning of the IP 
world and I saw it in its diapers!  I hope I 
helped enable at least a small piece of it. 
 
What were your first jobs? 
 
I was never a “standard” full-time 
employee.  I started my career as an 
information systems consultant.  I wrote 

software, served as a business 
analyst, and after two years, in 
1987, I founded the first MIND 
company.  It started as a software 
consultancy; I directed over 40 
projects that I first sold then 
designed and supervised the 
development and installation. 
 
When and why did you start 
MIND? 
 
I started the original MIND 
Solutions in 1987.  A second 
MIND (MIND Israel) was founded 
in 1992 when the business changed 
from a software only house to a 
hybrid product and consultancy 
firm.  In 1995, a third MIND 
(MIND CTI), replaced the former 
ones to market and develop product-
based solutions in the telecom field.   
 
What was most difficult about 
starting the company? 
 
It wasn’t difficult, it was 
demanding.  Getting funding and 
getting VC’s to believe in the 

product and me was stressful in the 
beginning and even later.  But it was also 
very exciting. 
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“...if you set a goal and are  
devoted to it, you can get there.” 



 

 

How did you get VC's to believe in 
you and your product when 
starting the company? 
 
The company was started without any VC 
funding.  The first steps were financed by 
the projects we developed for different 
customers and we invested the profit in 
developing the product.  We also received 
some loans from Israeli institutions such as 
the Chief Scientist Office.   
 
Getting VC’s to believe in us was not easy 
even when we were already selling our 
products.  The VC's did not look for 
profitability in a company, but for 
aggressive business plans that 
showed future high growth.  A lot of 
companies lost money in trying to 
achieve that growth.  MIND was 
profitable since inception as it was 
self financed.   Building a real 
business, with moderate growth 
while being profitable was a model 
they did not understand or invest into 
in the late 90's.  The "new economy" 
was appreciated, not the earnings.  
Only when we came to the table with 
the VoIP dream and learned to speak 
the VC language did we secure our 
first investment. 
 
What setbacks have you experienced 
at MIND and how have you 
overcome them? 
 
We went public in August 2000 
which was the worst possible market.  
Everything was red on investor’s 
screens.  Perseverance and the belief 
that there was no way back, helped 
finish the road-show and finalize the 
process. 
  
Describe the experience of taking MIND 
public. 
 
There was lots of travel and many rules to 
understand.  I also learned to follow my 
instincts, not to give in to requests that are 
unreasonable, talk investor’s language and 
believe in my dream.  I like sales so I 
enjoyed presenting the company and the 
process of selling shares to investors.  It 

has been a totally positive experience. 
 
What’s it like running a company as a 
woman in a male dominated industry? 
 
It’s very gratifying.  In the long run, it’s 
worth making the sacrifices that are 
needed and the rewards come from the 
business community, family, and friends. 
 
What are your plans for growing the 
company? 

In 1997 I said that I wanted to be the first 
Israeli woman to lead a NASDAQ public 
company with 1000 employees.  We are 
public, but just over 300 now.  We are 
always looking for new acquisitions as 
well as opportunities for growth while 
reaching new markets and new customers. 
 
What do you think your biggest success 
has been at MIND? 
 
Creating something from nothing, making 
the right decisions, concentrating on the 
goal, and of course, becoming a public 
company.  Specific successes include 
winning large accounts based on superior 
technology, building realistic plans and 
planning many steps ahead (but also 

adjusting 
them as 
market 
conditions 
alter). 
    
What do you 
think the 
future of 
OSS will be 
and how will MIND be part of that? 
 

OSS and BSS are ongoing needs.  
Telecom industry technology 
changes continuously and the 
solutions adjust accordingly, but the 
need is always there.   MIND is a 
solid company with a good 
reputation.   We enhance and adapt 
our products and we have a great 
team that works hard to satisfy our 
customers.   
 
We will continue to build our 
company to lead in the billing space 
for tier 2 and 3 operators. 

 
 

Contact 
Sokoloff & Company 

 
Please contact  

Mark Schwartz,  
Managing Director, New 

Business Development  
for a confidential 

consultation about  your 
company’s merger and 

         acquisition needs.   
        (818) 547-4500        

       mschwartz@sokoloffco.com 
 

Do you receive our free weekly e-mail  
OSS Newsletter Update?  If not, please adjust 
your spam filter or sign up easily on-line at 

www.sokoloffco.com. 
 

While at our website, surf around.  
There’s plenty of useful information,  

including our archive of M&A 
Transaction Case Histories. 

 
“Always do right.  This will gratify 
some people and astonish the rest.” 

- Mark Twain (1901) 

Monica Eisinger 
Founder, Chairperson, CEO & President MIND CTI LTD 

“We went public in August 2000 
which was the worst possible  

market...Perseverance and the  
belief that there was no way back, 
helped finish the road-show and 

finalize the process.” 
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