
 

H.T.	  PROF	   ISRAEL	   is	   an	  executive	   search	   firm	   located	   in	  Atlanta,	  
Winston-‐Salem,	  NC	  and	  Boston.	  	  Since	  2000	  we’ve	  been	  recruiting	  
key	  people	  for	  Israeli	  companies	  hiring	  in	  the	  United	  states.	  	  In	  that	  

period	  we	  have	  recruited	  for	  more	  than	  200	  Israeli	  companies	  hiring	  in	  the	  United	  States	  
 
HOW DID WE BUILD THIS BUSINESS?  Here is the story… 
 
In October 1999, TAG (Technology Association of Georgia) held a conference focused on start-up 
companies.  The event probably had 50 companies exhibiting.  Almost every one of the companies was 
from Georgia.  One exception was a company from Boston by the name Helioss, which did Broadband 
Microwave to the home.  To this day, I still don’t know why they were at the event. 
 
When I met Tom Cheatham the CEO of Helioss at the event I ask him if he was hiring.  He told me he 
needed a VP of Sales.  I was probably over the top when I pointed my finger at him and said, “Four 
weeks. Four weeks, I can find you someone in four weeks.”  He chuckled and said, “We should talk.” 
 
The following week I called Tom and reminded him who I was.  I think I apologized for being so 
aggressive but told him again that I could have the position filled in four weeks.  He said, “I’ve already 
given this to a Retain Search Firm.”  I told him okay and we wrapped up the call. 
 
At four weeks I called Tom and he said they were working on it.  I called him at two months and it was 
the same story.  I said, “I told you four weeks.  You’d already have him on board.”  I called him at three 
months, same story.  I called him at four months and Tom said, “The VP will FINALLY start next week.  
Give him a call because we need some regional sales people.” 
 
Helioss was actually an Israeli company located in Yokneam with their headquarters and CEO in Boston.  
When I first approached Tom at the TAG event I didn’t know this.   
 
I placed an individual with Helioss and was finalizing the placement just as Supercomm (Large Telecom 
conference) was being held in Atlanta.  When I saw Tom he grabbed me and said, “I have to introduce 
you to Yossi.  He’s a CEO of another Israeli company doing what we’re doing.  He doesn’t have anyone 
in the U.S. and needs to hire someone.” 
 
Tom introduced me to Yossi Lahad the CEO of Witcom, another Yokneam company.  I did a search for 
Witcom and place a Director of Sales with them for the U.S. 
 
In November 2000, I read an advertisement in the Atlanta Business Chronicle about an “American – 
Israel Business Exchange” that was going to be held at UPS.  I called the AICC telephone number that 
was listed.   
 
Tom Glaser answered the phone and I told him I had a couple of Israeli companies as customers and 
would like to attend.  He asked me what I did and inquired who my customers were. 
 
I said I had an Executive Search Firm and that I had recruited for Helioss and Witcom out of Yokneam.   
 
He told me he couldn’t let me attend because one of the biggest sponsors was a Retain Search Firm who 
had paid a lot of money to sponsor the event.  He then said, I know both of these companies and I’d like 
to meet you for lunch 
 



We met at the Georgian Club and over lunch he told me the AICC story.  He then started to pitch joining 
the Chamber.  In my mind I remember saying, “Geeze, what’s this going to cost.”  When he told me 
$300, I thought that’s a deal.  So, I agreed. 
 
Tom then started telling me about the Governor’s trip to Israel the Summer before.  He said, AICC was 
taking another group to Israel in February.  Again in my mind, “Geeze.  Here it comes.  What’s this going 
to cost.”  When he told me, I couldn’t believe how reasonable it sounded.  I immediately said, “I’m IN!” 
 
So, I often tell people, “I did searches for two Israeli companies, I then met Tom Glaser and the next thing 
I knew, I was on a plane to Israel!” 
 
In February 2001 Tom Glaser led a ‘business mission’ trip to Israel.  There were 15 people on the trip that 
lasted a week.  We probably met 100 individuals / companies in that time.  Every day we had 3 to 5 
meetings.  On the last day we participate in a ½ day presentation of “Why Atlanta”, where 50 Israeli 
companies attended. 
 
In one of the meeting I met Dani Winter who basically invented the wireless water meter for ARAD that 
works with MasterMeter.  At the Why Atlanta presentation I met the CEO of Qronus, a company that 
already had a presence in Atlanta.  Both of these meetings led to work. 
 
If you want to do business with Israeli companies, YOU HAVE TO GO TO ISRAEL!  I’m not saying this 
only because I picked up two customers on the trip.  I’m saying this because there is an ongoing 
credibility gained from going to Israel.   
 
A couple months after I got back from Israel in 2001 I made an effort to reach out to all of the companies 
in Yokneam.  The Regional Business Development office in Yokneam listed all the companies and 
contacts.  I e-mailed everyone and the message was, “I’ve done business with Helioss and Witcom.  I was 
just in Yokneam in February…”  That e-mail landed 3DV as a customer who was looking for a VP of 
Sales in the U.S. 
 
By September 2001 I were starting to pick up new Israeli customers at a rate of about one a month. ECI, 
BSafe and CableNet to mentioned a few.  In a little over of a year I had gone from one customer with 
Israeli ties to waving a flag that said, I recruit for Israeli companies.  I always included, I’m a member of 
the American-Israel Chamber in Atlanta. 
 
Part of that flag waving was to brand the Israeli part of my business under H.T. PROF ISRAEL 

 
 
In the Summer of 2002, AICC was planning another Business Mission Trip for November.  It was the 
first one since February 2001.  It was time to show more face and leverage the relationships I had created.   
I immediately signed up for the trip. 
 
Unfortunately, the region was in turmoil as the 2nd intifada which had started in September of 2000 was 
causing problems in Israel.  At the last minute everyone that had signed up for the trip cancelled, except 
for me.  Tom Glaser and I made the trip and schlepped around Israel meeting companies.  I still remember 
sitting in the Zohar Zisapel’s office.  He and his brother run the RAD group.   
 



On that trip, the reality of Israel’s ongoing turmoil hit close.  I was at a social event one evening when 
someone came up and said, “There was a bombing in Ra’anana.”  I quickly called my wife at home and 
told her, to make sure she knew I was okay.  The next day, Tom and I spent the morning in Ra’anana 
meeting Israeli companies.  We then went to lunch with the Mayor of that city.  He apologized for leaving 
early because he had to visit some of the people who had been injured in the bombing.   
 
The highlight of that trip revolved around an International Chamber Conference that was being held.  
Three events made this one of the most incredible trips I have been on.  First, at the conference it was the 
only time I heard Ariel Sharon speak.  The second event was that I was able to participate in a CEO round 
table where there were 8 or 9 CEOs from large Israeli companies.  In a small room with no more than 20 
people we talked about doing business Globally. 
 
The last event might be the most memorable of all.  Tom and I went to a reception for the International 
delegates at the end of the day.  It was in a small room of about 40 people.  Into the room walked Shimon 
Peres.  As he was moving around the room meeting delegates he walked up to me.  Tom said, hand me 
your camera.  We shook hands and said a few words.  I’d like to say he asked me about world diplomacy 
or hiring in the U.S. but I can’t remember exactly what he said.  I’m assuming he asked me if I was 
enjoying the conference or Israel.  Regardless, it was an amazing moment. 
 

 
 
In 2003, my working with Israeli companies moved into hyper drive.   March of that year, Tom Glaser 
called me and said that he had gotten a call from a woman by the name of Tamara Genosar who was 
looking for a recruiter that her company might partner with.   
 
Tamara worked for Nisha, one of the largest recruiters in Israel.  They had 450 customers and were 
looking for recruiters around the world that could help them recruit for these companies outside of Israel. 
I did a contract with Nisha and a couple months later hopped on a plane to Israel so I could participate in 
an event they were holding to announce their global efforts.    
 
During that trip, I sat on a panel that presented to more than 50 HR managers.  I was also interviewed by a 
reporter from Maariv and had my picture in the paper.  Tamara also spent two days driving me around 
Israel to meet customers. 
 
By the end of 2003 I was adding 2 or 3 Israeli customers a month, that Nisha was bringing to us.  They 
learned I could recruit anything and brought me High Tech and Low Tech companies.  Before this, I had 
not done a lot in the Bio Tech area and Nisha brought me several companies in this area. 
 
I was now planning annual trips to Israel and typically structuring them around conferences, where I 
could meet a lot of companies in a certain sector.  I had grown in my comfort and connections where I 
didn’t have to wait for an AICC business mission. 
 
In 2004, we were growing our Israeli business by leveraging our AICC membership, Nisha partnership, 
the variety of Israeli companies we had done business with and our annual trips to Israel.    



 
I also created an Israeli web site, though it now links to my main site.  www.htprof.co.il   
 
In 2005, Sonny Perdue the Governor of Georgia made a trip to Israel.  AICC helped plan the trip.  I 
participated on this trip to support the State of Georgia and AICC’s efforts. 
 
It seems on every trip, there are great connections and extraordinary events.  The trip with the Governor 
was no exception. 
 
This was the first time that I had an opportunity to visit the U.S. Ambassador to Israel’s house.  The entire 
group was invited for a formal dinner.  Without involvement with AICC, these type of opportunities 
would never be available. 
 
On this trip I also made one of my best connections ever.  On the last day of the trip, we had received free 
passes to a Software Conference.  7 or 8 of us eagerly went to the conference early in the morning and 
took seats in a large hall where there was going to be a panel discussion.  As we looked around, 
something was not totally right.  At almost all of the conferences in Israel and especially those that have 
an international focus, the conferences are presented in English.  This was different as everything was in 
Hebrew.  Everything including speakers, presentations and name tags.   
 
As we sat in the darkened room with the panelist speaking Hebrew someone (I think it was Sherman 
Cohen) elbowed me and said, “We’re out of here.”  The group had decided their time would have been 
better spent taking a tour.”  I told them, I’m going to stay and figure out how to turn this into something. 
 
What follows is not only a lesson in how to maximize Israeli connections but also ‘How to Network’ 
 
I turned around and an individual was sitting behind me with a name tag that said ‘Attunity’.  Of all the 
name tags, this was about the only one that had the company name in English.  I introduced myself and 
asked about Attunity.  He said he was the CEO, they had an office in Boston and they needed to hire a VP 
of Marketing!  He told me to contact the CFO, when I got back to the U.S. 
 
When I got back to the U.S. I locked down with the CFO and we started the search for the VP of 
Marketing.  We didn’t fill that position but they continued to use us and we did place a Director of 
Marketing with them. 
 
A couple months later, I made a trip to Boston and made arrangements to take the Attunity CFO out to 
lunch.  He told me, you need to meet Uriel at Orbograph, he also needs to hire a Director of Marketing.  
So, the three of us went to lunch.  When I drove Uriel back to Orbograph he said they might need to hire 
someone but he was moving back to Israel.  He then said, I need to introduce you to Becky who is the HR 
Manager at Orbotech (which was the company that owned Orbograph), as she manages the hiring.  
 
A few weeks later Becky called and said they needed to hire.  I asked Director of Marketing?  She said, 
no a VP of Sales.  We ended up doing this search and place an individual into this position. 
 
On my next trip to Boston after placing the VP of Sales, I called Becky and asked if she might be able to 
introduce me to someone at BioView.  This was a company in Orbotech’s building that they had invested 
in.  She said sure. 
 
So, I met with Eran who was running BioView (Bio Tech company) for the U.S.  He tells me he’s moving 
back to Israel and they need to recruit someone to replace him.  So, we do this search but don’t fill the 
position.  They continue to use us and we eventually place 4 people with BioView. 



 
A month later, I’m sitting in my office and the phone rings.  The CEO of a software company called 
OnSet tells me Becky from Orbotech gave him my name and that he needs to hire some sales people.  We 
eventually place 5 people with OnSet. 
 
This web actually goes out further but I think you get the picture.  From a single connection at a Software 
conference in Israel where I couldn’t understand a word, I can attribute 11 placements over a period of 
less than 3 years.  You never know which contact will become a home run.  
 
In 2007, I got a call from a person who had been a HR Manager with an agriculture / seed company.  She 
was now consulting with a water valve company and was wondering if I could help recruit a U.S. General 
Manager.   
 
The importance of this event was that it opened up a whole new area of customers that I had not pursued, 
Kibbutz companies.  
 
In 14 years my journey of working with Israeli companies has been beyond interesting and profitable.   
 
AICC is an excellent catalyst and without it, I’m sure I would not have achieved what I have. 
 
I still try to travel to Israel once year.  This year, I will be in Israel from the 17th to the 23rd of May.  If you 
are in Israel and would like to meet during this period contact me directly.  770-420-7440 or via e-mail at 
tsporter@htprof.com  
 
Here are some of my KEYS to being successful in working with Israeli companies: 
 

1) YOU HAVE TO GO TO ISRAEL 
2) Nothing happens quickly 
3) You never know which contact will become a home run. 
4) Think Long Term relationship 
5) Be active in the American-Israel Chamber 

 


