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Mellanox continues to enhance their real estate in servers and storage in the enterprise 

datacenters and the high performance computing market 
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BIO:

 

Eyal Waldman is a co-founder of Mel-

lanox, and has served as Mellanox's chief 

executive officer, president and chairman 

of Mellanox's board of directors since 

March 1999. From March 1993 to Febru-

ary 1999, Mr. Waldman served as vice 

president of engineering and was a co-

founder of Galileo Technology Ltd., or 

Galileo, a semiconductor company, which 

wasacquired by Marvell Technology 

Group Ltd. in January 2001. From Au-

gust 1989 to March 1993, Mr. Waldman 

held a number of design and architecture 

related positions at Intel Corporation, a 

manufacturer of computer, networking 

and communications products. Mr. 

Waldman holds a Bachelor of Science in 

Electrical Engineering and a Master of 

Science in Electrical Engineering from 

the Technion — Israel Institute of Tech-

nology. 

 

Company Profile: 

Mellanox Technologies is a leading sup-

plier of semiconductor-based, high-

performance, InfiniBand and 10 Gigabit 

Ethernet interconnect products that facili-

tate data transmission between servers, 

communications infrastructure equipment 

and storage systems. The company’s 

products are an integral part of a total 

solution focused on computing, storage 

and communication applications used in 

enterprise data centers, high-performance 

computing and embedded systems. 

 

Founded in 1999, Mellanox Technologies 

is headquartered in Santa Clara, Califor-

nia and Yokneam, Israel. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Waldman, what was your 

vision when you founded Mellanox 

Technologies? 

Mr. Waldman: “When we founded Mel-

lanox we wanted to build a healthy semi-

conductor company to concentrate on the 

interconnect for the enterprise data center 

and high-performance computing mar-

kets. Today, we are leaders in the Infini-

Band interconnect market focusing 

mainly on connecting servers. We are 

also starting to see storage connected via 

InfiniBand so I think we are  on track to 

where we thought we would be when we 

started the company.” 

 

CEOCFO: What is it  that you are actu-

ally providing and to whom are you giv-

ing services and products? 

Mr. Waldman: “Mellanox is a fabless 

semiconductor company and we are sell-

ing silicon devices and / or boards that 

have our silicon on top of them. Our cus-

tomers are OEMs (Original Equipment 

Manufacturers), server and storage com-

panies such as Hewlett Packard 

Co.(NYSE:HPQ), International Business 

Machines Corp.(NYSE:IBM), Dell 

Inc.(Nasdaq:DELL) and Sun Microsys-

tems Inc.(Nasdaq:SUNW), and many 

second and third tier server companies.  

 

The server, storage, and communication 

infrastructure equipment OEMs sell to 

end customers and users within enterprise 

data centers, such as financial centers or 

database customers, and or the high-

performance computing markets. We 

have many software partners, who port 

their software and drivers on top of our 

devices.” 

 

CEOCFO: What sets your products 

apart? 

Mr. Waldman: “The main advantage we 

have is cost, performance, density and 

power. These are features the enterprise 

data center end-users are looking for. If 

you compare our silicon devices to our 

competitor’s products, you will find that 



we have significant advantages over our 

competitors.” 

 

CEOCFO: You just announced some 

nice results; will you tell us about the 

financial picture? 

Mr. Waldman: “We have been profitable 

since the second quarter of 2005. We 

more than doubled our revenue quarter-

to-quarter from Q-1, 2006-2007. Moving 

forward, I believe we will continue to 

increase our top and bottom lines.” 

 

CEOCFO: The semiconductor market 

tends to be cyclical; how will you be 

weathering that situation? 

Mr. Waldman: “We have had some his-

torical cyclicality in the nature of our 1

st

 

Quarter of the year business, but it seems 

like we have been able to overcome that 

this year. Like other companies, 

we will be riding the semicon-

ductor cycle, if and when, it 

happens. I think for us, it will 

be much more negligible. The 

adoption of InfiniBand contin-

ues to have a large growth po-

tential that even if there is 

cyclicality in our markets we 

may not feel the full effects, as 

today we have penetrated less 

that 5% of the markets we can 

serve. Even if the market does 

decline, we have significant 

potential to grow from 5% to 

50% and this is what we think 

we can capture.” 

 

CEOCFO: How do you grow? 

Mr. Waldman: “By driving software 

application support for commonly used 

applications by end-users, we then see 

larger pull and demand by end-users to 

our OEMs. On almost a weekly basis we 

see more applications realizing the per-

formance benefits from our products.” 

 

CEOCFO: Why was this a good time to 

become a public company and what dif-

ferences does it make? 

Mr. Waldman: “First, Mellanox has 

been profitable since Q-2 of 2005 and we 

only went public in Q-1 of 2007. We were 

conservative. We wanted to show the 

growth was truly there and prove to our-

selves that we can become a public com-

pany. I believe we achieved that. We were 

cash flow positive and had a nice balance 

sheet prior to going public; we had more 

than $21 million in the bank and the bal-

ance was growing. We decided we needed 

to have a stronger balance sheet, so we 

raised more than $106 million, which 

now makes us a more robust company. It 

also gives us currency and funds to add 

more technologies into the company, and 

it gives liquidity to our shareholders and 

employees. I also think there is a percep-

tion change by customers, as a public 

company you receive more credit. Those 

are the four reasons we went public. In 

terms of difference, when we were private 

we had to manage our customers, ven-

dors, partners and a few of our share-

holders. Now we find ourselves spending 

more time in front of investors and com-

municating and managing another di-

mension that we didn’t have before and 

that is an interesting challenge. There-

fore, we need to communicate our highly-

technical story so people can understand 

it, which adds another dimension to what 

we are doing, but we like challenges.” 

 

CEOCFO: Do you need to add to your 

management team? 

Mr. Waldman: “I think our executive 

team is comprehensive, but we do need to 

enhance our management going forward 

to grow a larger company. Mellanox will 

probably look at acquisitions in the fu-

ture.” 

 

CEOCFO: How do you handle the 

manufacturing? 

Mr. Waldman: “We do not do the manu-

facturing ourselves. We use subcontrac-

tors. For the wafers, we use Taiwan 

Semiconductor Manufacturing Co. 

Ltd.(NYSE;TSM) in Taiwan, for the 

packaging and test we use Advanced 

Semiconductor Engineering in Taiwan 

and then for the boards we use Flextron-

ics International Ltd.(Nasdaq: FLEX) in 

Israel.” 

 

CEOCFO: So, you could double and 

triple your business and you are ready! 

Mr. Waldman: “We have no issue in 

terms of capacity. We have verified this 

multiple times with our vendors.” 

 

CEOCFO: Do you do a lot of R&D, and 

if so, what is on the horizon? 

Mr. Waldman: “We announced we are 

shipping 10 and 20 gigabit per second 

adapters. We announced that in 2008 we 

would reach 40 gigabit per second band-

width, and latency at about one microsec-

ond. We have just announced 

our new product, ConnectX, 

which along with InfiniBand 

will support Ethernet as well. 

Therefore, we are expanding 

beyond InfiniBand into the adja-

cent market, which is 10-Gigabit 

Ethernet. Mellanox will con-

tinue to enhance its real estate in 

servers and storage in the enter-

prise data center and the high 

performance computing mar-

ket.” 

 

CEOCFO: What is it that Mel-

lanox knows that allows you to 

have a better product? 

Mr. Waldman: “I think the advantage 

for Mellanox is our architecture, the way 

we understand the system, and the prob-

lems being faced today. First, understand-

ing the issue and we can solve it. Second, 

is the execution capability, being able to 

take it to high volume manufacturing 

with our partners. Thirdly, continue to 

develop our relationships with partners 

on the software side and our customers on 

the hardware side, and our vendors and 

partners.” 

 

CEOCFO: Why should potential inves-

tors be interested? 

Mr. Waldman: “Number one is the 

growth potential for the company. We 

just finished Q-1 and we have nearly 

doubled our revenues from Q-1 of 06 

compared to Q-1 of 07. We have guided 

to do more than 80% growth Q-2 of 2006 

“We announced we are shipping 10 and 20 gi-

gabit per second adapters. We announced that 

in 2008 we would reach 40 gigabit per second 

bandwidth, and latency at about one microsec-

ond. We have just announced our new prod-

uct, ConnectX, which along with InfiniBand 

will support Ethernet as well. Therefore, we are 

expanding beyond InfiniBand into the adjacent 

market, which is 10-Gigabit Ethernet. Mel-

lanox will continue to enhance its real estate in 

servers and storage in the enterprise data cen-

ter and the high performance computing mar-

ket.” - Eyal Waldman 



to Q-2 of 2007, so the potential is defi-

nitely there. The markets we are playing 

in are lucrative. Number two, Mellanox 

gross margins are in the 70s. If you look 

at our customer-base, it includes all of the 

first-tier server companies, HP, IBM, 

DELL, SUN, multiples of the second and 

third tier server companies and a lot of 

the first-tier communication infrastruc-

ture equipment companies such as Cisco 

Systems, Inc. (Nasdaq: CSCO), Q-

LOGIC and Voltaire. It also includes 

some of the first tier storage companies 

and we hope that within the not too dis-

tant future, we will be able to serve all of 

the first-tier storage companies. I think 

we are in a unique position to take a more 

dominant position in the market.” 

 

CEOCFO: What should people remem-

ber most about Mellanox? 

Mr. Waldman: “That it is a great com-

pany!” 
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