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A glimpse into The Female Health Co.
Editor Thomas Rice talks to the company’s leaders

On Friday, February 5, Editor Thomas Rice had the 
opportunity to speak with CEO O.B. Parrish and CFO 
Michele Greco of January 2016’s Company of the Month, 
The Female Health Company (FHCO): 
Thomas Rice: Can you briefly describe what it is that 
The Female Health Company does?
O.B. Parrish: Our principal role at The Female Health 
Company is the development and marketing of the female 
condom, which has traditionally been used by public 
sector programs for disease prevention, particularly of 
HIV/AIDS, and the prevention of unintended pregnancy.
Rice: Despite competition for the past three years, how 
have you maintained a dominant market share?
Parrish: There is one other company that has achieved 
World Health Organization (WHO) clearance, but the 
company has had two problems: (1) the capacity to 
deliver in a timely manner and (2) some quality issues 
with the product they have delivered. 
 Another long-term aspect is that from a public 
sector standpoint, it’s not about how many units you 
buy, but the cost per protected sex act. For example, if 
someone buys 1,000 units at $0.35 a piece and there are 
350 protected sex acts, the cost per protected sex act is 
$0.88. But, if there are 850 protected sex acts, the cost 
would be significantly reduced per act. The public sector 
looks at that product usage, which is tied directly to the 
education and traning that FHCO provides. 
Rice: Is that training included with the purchase from a 
public sector customer?
Parrish: Generally speaking, there is no additional 
charge. We have a lot of people on the ground that set 
up training programs and work with them. We provide 
printed and audio and visual materials, along with multi-
lingual websites for training.
Rice: As we’ve seen, working in the public sector subjects 
sales to fluctuations based on order timing. Can you 
discuss the sales cycle a bit and what actions you are 
taking to mitigate some of the larger fluctuations?
Parrish: There can be significant volatility quarter-to-
quarter and year-to-year. There are ups and downs, but 
if you look at it over a period of 10 years since we’ve 
become profitable, the compound annual growth rate of 
units sold is 16%. If you look through the volatility, you’ll 

see a good projection on growth. We’ve also been able 
to maintain positive cash flow and no debt despite the 
ups and downs.
Rice: A more recent growth strategy is the strategic 
acquisition of a complimentary company or product. 
Can you describe your ideal candidate and where you 
are in identifying that candidate?
Parrish: We’ve been actively involved in that since last 
year and we’ve identified explicit possibilities. It could be 
the acquisition of a product or the licensing of a product, 
or a merger with a company.
 The ideal candidate is something that is 
proprietary; something that differentiates from other 
products in its category; something that a company of 
our nature would be able to handle and execute; and, 
something that deals with female health. We’re not 
talking about a totally different business of some kind.
Rice: There are a number of growth opportunities for the 
current product. Can you describe those opportunities?
Parrish: There are several factors that make our product 
a good opportunity at this time: 

• Reimbursement under the Affordable Care Act; 
• Increased focus on prevention of pregnancy and 
spread of sexually transmitted diseases among young 
women; and 
• Increased use of social marketing and the Internet to 
sell products of this nature, which reduces the cost of 
promotion. One third of male condoms are purchased 
online, and the FC2 is currently online through Amazon, 
Walgreens and Walmart with an increasing number of 
websites carrying the product. 

 All of that suggests there might be an opportunity 
for direct-to-consumer promotion that would be 
complimentary to the public sector. We’ve been doing a 
study over the past six months that looks at consumer 
trade names, packaging and promotion. We’re also 
looking at the rate of use after that initial purchase, as 
well as what type of revenues and profits that would 
support. 
 We would enter the direct-to-consumer market 
in a way that would be a risk we could afford to take. 
We wouldn’t just go out and put our product in 10,000 
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Market Overview

The Bowser Game Plan
1. DO NOT PAY more than $3/share for a stock.
2. CREATE A PORTFOLIO of 12 to 18 stocks. Diversification is important.
3. DO NOT SELL when a stock goes above $3/share and is moved to Page 5.
4. DO NOT SELL when a stock moves to a lower category.
5. SELLING PLAN: Sell half of your holdings when the stock doubles from your purchase price. Sell the remainder after the stock 
drops 25% from its most recent high. If the stock drops 50% without doubling, sell all shares.
6. RECORD proceeds from sales.
7. PORTFOLIO EVALUATION = current value of portfolio + proceeds from sales
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Stocks were down again over the past month, though 
not quite as much as reported in the January 2016 
newsletter. You’ll note the addition of the Bowser 40 
Index, which is comprised of the companies in the 
newsletter. It underperformed over the past month.
but we have an Illinois NOL and a federal NOL that will 
expire and a U.K. NOL that has no expiration date.
Rice: So instead of reporting it as a benefit on the 
income statement, it’s only affecting cash flow?
Greco: Correct.
Rice: Where do you see the company one year from 
now operationally?
Parrish: The market for female condoms is going to 
continue to increase. HIV/AIDS is a leading cause of death 
among women. And, there are no marketable products 
out there that will result in a quick cure. 
 Recently, the unexpected emergence of the 
Zika Virus has gotten a lot of publicity. The disease has 
caused substantial problems and is now an epidemic 
in Brazil. It’s in 20 other Latin American countries and 
the United States. In addition to being transmitted by 
mosquito bites, the Center for Disease Control (CDC) 
confirmed a transmission through sexual intercourse. 
The only products you are going to use to prevent sexual 
transmission of the Zika Virus are male and female 
condoms. We’ve had substantial contact with public 
sector groups about supplying FC2s for that purpose.
 The other point we discussed is the opportunity 
for direct-to-consumer growth, which we will make a 
decision on this quarter.
 Finally, if one of the opportunities we are looking 
at turns out to be desirable and we make an acquisition 
or merger, it could enhance the overall value of the 
company and reduce our single product risk.
Rice: Do you have any closing thoughts? 
Parrish: One interesting dimension is that The Female 
Health Company is a public-private partnership. You’re 
bringing private capital to address a social need that 
provides a good return to investors and does something 
worthwhile.

retail stores or run a big advertising campaign and hope 
it works.
Rice: Do you have an idea of the costs associated with 
the direct-to-consumer market versus the public sector?
Parrish: They’re quite different. The public sector market 
involves costs associated with education and training. 
You’re not really doing consumer marketing, like you 
would with the direct-to-consumer market, which 
involves some traditional marketing and some online 
marketing. We are already doing some of that through 
Facebook and other types of social media. 
 We’ve also been selling into places like Cancer 
Centers of America for women who can’t use hormonal 
products because it might increase the risk of reccurring 
cancer. Our product is ideal for physicians to recommend. 
We’ve also gone to the major cancer centers like MD 
Anderson and Sloan Kettering. With a network of 
physicians recommending the FC2, there is a growing 
awareness of the product. 
Rice: What makes the female condom reimbursable 
under the Affordable Care Act?
Parrish: The market for female condoms is about 1% of 
that of male condoms, yet 50% or more of all HIV/AIDS 
patients worldwide are women. And, AIDS is the leading 
cause of death among women ages 15-44 worldwide. 
Very active women’s groups that are independently 
funded advocate for the distribution and use of female 
condoms, as well as reimbursement through the 
Affordable Care Act.
Rice: Can you explain how you have changed in your 
reporting of net operating losses and how that’s affected 
the bottom line?
Michele Greco: Net operating losses (NOL) have a 
valuation allowance against them until a company can 
demonstrate, based on future projections, that they’re 
going to be able to utilize the NOL. Over the years, 
FHCO demonstrated that it was able to utilize them. The 
valuation allowance was a tax benefit rather than a tax 
expense, but that ended December 31, 2013. 
 Since then, 100% of the income tax expense is on 
the income statement as if we were going to pay income 
tax. However, we still get to utilize the NOL to keep up the 
cash flow. We do pay tax in Malaysia and some in the US, 
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COMPANY OF THE MONTH
Smith-Midland Corp. (SMID) provides precast concrete 
products to the construction, highway, utilities and 
farming industries. Over the past three months, SMID 
has announced a number of catalysts, yet the stock price 
is down around 25%.

WINNING CONTRACTS IN A COMPETITIVE SPACE
The precast concrete market is a competitive niche. 
Smith-Midland provides a number of products that are 
split into three revenue segments:

• Wall sales include soundwall sales, architectural 
panel sales, SlenderWall® sales and miscellaneous wall 
sales;
• Product sales include barrier sales, 
Easi-Set® and Easi-Span® Building 
sales, utility and farm product sales 
and miscellaneous product sales; and
• Service revenues include royalty 
income, barrier rentals and shipping/
installation revenue.

Wall sales accounted for 36% of sales for the first nine 
months of fiscal 2015, with product sales accounting for 
29% and service revenues, 34%.
 Since the beginning of November, SMID has 
one a number of projects, 
growing  its backlog, which 
stood at $14.1 million as of 
November 12, 2015. Recent 
projects include 42,000 square 
feet of SlenderWall® for three 
hotel projects in New Jersey 
and Ohio; 45,000 square feet 
of SoftSound roadway barriers 
in Ontario; 42,000 square feet of SlenderWall® along the 
Hudson River; and a new restroom building for Fresno 
State University Stadium.

IMPROVING CHOPPY FINANCIALS
Choppy financials are part of the construction industry, 
especially when it comes to smaller companies (look at 
The Goldfield Corp. (GV) for example). However, Smith-
Midland’s management team is focused on growing 
revenues and profits.
 After reporting positive earnings in the second 
quarter of 2015, CEO Rodney Smith stated, “SMID is now 
fully on the road to recovery. The company continues 
to receive orders on a weekly basis. At this point, there 
are enough orders to be profitable until the end of June 
2016.”
 To help capitalize on backlog and to ramp up 
efficiency, the company added a second shift to its 
production schedule last May.
 In the most recent quarter, SMID reported a 74% 

increase in revenues and a 924% increase in net income. 
Part of the financial success was a large barrier rental 
contract for the papal visit to the U.S., but management 
is forecasting continued financial success into 2016 from 
a sales perspective.

STRONG BALANCE SHEET PROVIDING SUPPORT
While Smith-Midland’s financial statement has been up 
and down, its balance sheet has remained consistently 
good. The company has minimal long-term debt of 
$2,049,184, down 8% since the end of fiscal 2014.
 In addition, the company has just shy of $2.50 

in current assets for every $1 in current 
liabilities, which provides SMID with a 
decent working capital ($9.3 million).
 Lastly, SMID’s $2.32 book value 
is slightly above its price at the time 
of this writing ($2.30). That offers a 
slight value and a decent fundamental 
support level.

ALIGNING WITH SHAREHOLDER INTERESTS
Smith-Midland insiders own 54% of the just 4.9 million 
shares outstanding. With such a strong position, 
management’s interests align with those of shareholders.

 There is very little 
dilution. The company has sold 
just $68,000 in stock since the 
beginning of fiscal 2012. Plus, 
the company has offered a small 
special dividend for the past two 
years (most recently $0.04 per 
share in December 2015).
 SMID shares recently 

joined the OTCQX U.S. Premier market, an exclusive tier 
with only 98 securities. This should increase visibility.

CONTINUING LONG-TERM GROWTH
Since November 2008, Smith-Midland’s shares have 
grown over 200%, even including the recent decline 
in share price. The stock has established a long-term 
upward trend that has continued through its up-and-
down financial results.
 SMID is undervalued from price-to-sales and 
price-to-book perspectives. The current share price 
is overvalued from a price-to-earnings standpoint, 
but if profitability continues through June 2016 like 
management forecasts, earnings value should increase.
 Despite inconsistent financials at times, 
management’s focus on winning contracts, maintaining 
profitability and returning value to shareholders makes 
SMID a long-term growth opportunity.
Office: 5119 Catlett Rd., PO Box 300, Midland, VA 22728,
Tel: (540) 439-3266, www.smithmidland.com

2013 2014 2015 (A)

REVENUES $27,710,542 $22,470,837 $21,501,107

INCOME(LOSS) $691,502 ($804,838) $872,544

WORKING CAPITAL $9,972,342 $9,005,119 $9,264,824

BOOK VALUE $2.34 $2.15 $2.32

TOTAL SHARES 4,880,453 4,881,548 4,892,977

FLOAT N/A N/A 3,290,000

(A) NINE MONTHS ENDED 09/30/15

OTC QX: SMID
BOWSER RATING: 10

Last 12 Months: $2.05-3.59
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MINIPRICED STOCKS IN BUYING RANGE
SYMBOLS: (A) NYSE MKT; (CM) NASDAQ CAPITAL MARKET, WAS THE SMALL CAP MARKET; (GM) NASDAQ GLOBAL MARKET, WAS NATIONAL MARKET; (N) NEW YORK 
STOCK EXCHANGE; (NR) NOT RATED; (QB) OTC QB MARKET; (QX) OTC QX MARKET; # PREVIOUSLY APPEARED ON LIST, BUT WAS REMOVED BECAUSE IT HAD RISEN ABOVE 
$3.00/SHARE; FIGURES IN PARENTHESIS ARE LOSSES.

Date of
Recommend & 

Market Issue/Trading Symbol Principal Business
Price

02/05/16

Long-term 
Debt 

(Millions)

Sales 
Updated 
Quarterly 
(Millions)

Income/Loss
Updated 
Quarterly 
(Millions)

Shares 
Outstanding 

(Millions)
Bowser 
Rating

CATEGORY ONE: BEST COMPANIES (RATED 10+)
01/16(CM) FEMALE HEALTH COMPANY (FHCO) FEMALE CONDOMS 1.66 $0.000 $34.2 $5.032 29.0 11

# 06/08(A) FLEXIBLE SOLUTIONS (FSI) SPECIALTY CHEMICALS 0.78 $0.604 $16.1 $1.042 13.2 10

# 09/14(CM) INFOSONICS CORP. (IFON) MOBILE DEVICES PROVIDER 1.45 $0.000 $55.6 $0.446 14.4 10

# 10/15(CM) MEETME INC. (MEET) SOCIAL MEDIA 2.89 $0.000 $50.1 $0.743 45.6 10

Office: 100 Union Square Dr., New Hope, PA 18938, Tel: 215-862-1162, www.meetmecorp.com

03/15(A) NETWORK-1 TECH. (NTIP) INTELLECTUAL PROPERTY 2.03 $0.000 $11.7 $0.522 23.2 10

11/15(QX) OURPET’S COMPANY (OPCO) PET SUPPLIES 0.82 $0.939 $23.8 $1.295 17.6 10

07/10(QB) REPRO-MED SYSTEMS (REPR) DESIGN/PRODUCTION OF MED PRODUCTS 0.47 $0.000 $12.3 $0.737 38.0 10

02/16(QX) SMITH-MIDLAND CORP. (SMID) PRECAST CONCRETE PRODUCTS 2.38 $2.049 $25.9 $0.254 4.9 10

CATEGORY TWO: GOOD COMPANIES (RATED 8-9)
08/13(QB) DIRECT INSITE CORP. (DIRI) E-INVOICING SOLUTIONS 0.47 $0.000 $8.2 $0.403 12.9 8

09/15(A) ELECTROMED, INC. (ELMD) MEDICAL EQUIPMENT 1.65 $1.190 $19.4 $1.056 8.2 8

# 06/12(A) GOLDFIELD CORP. (GV) ELECTRICAL CONSTRUCTION 1.28 $23.666 $119.5 $0.608 25.5 8

12/15(A) INFUSYSTEM HOLDINGS (INFU) NOW ABOVE $3; SEE PAGE 5 (FOLLOW-THROUGH)

12/14(QB) INT’L BALER CORP. (IBAL) BALING EQUIPMENT 1.75 $0.019 $18.1 $0.812 5.2 9

07/13(CM) LIGHTPATH TECH (LPTH) OPTICAL COMPONENTS 2.71 $0.247 $16.1 $0.030 15.3

01/15(N) NEVADA GOLD & CASINOS (UWN) GAMING OPERATIONS 2.04 $6.740 $64.1 $2.113 17.7 8

02/15(GM) NOVA LIFESTYLE INC. (NVFY) FURNITURE MANUFACTURING/SALES 1.54 $5.389 $109.2 $3.293 24.1 9

07/15(CM) PLANET PAYMENT (PLPM) GLOBAL PAYMENT SOLUTIONS 2.94 $1.945 $50.4 $5.655 51.4 8

10/14(GM) ROYAL BANCSHARES (RBPAA) BANK HOLDING COMPANY 2.01 $116.744 $34.0 $11.524 30.0 9

04/15(QB) SCOTT’S LIQUID GOLD (SLGD) HOUSEHOLD AND BEAUTY PRODUCTS 1.28 $0.000 $28.7 $5.101 11.7 8

08/14(QB) SONO-TEK CORP. (SOTK) ULTRASONIC NOZZLES 1.08 $1.217 $11.8 $0.763 15.0 9

CATEGORY THREE: SPECULATIVE COMPANIES (RATED 7 AND BELOW AND/OR NON-PROFITABLE)
# 03/13(GM) ADDVANTAGE TECH (AEY) CABLE TV EQUIPMENT 1.80 $4.366 $43.7 $1.498 10.1 7

03/14(A) COMMAND SECURITY (MOC) SECURITY PERSONNEL/SERVICES 2.48 $0.000 $135.3 ($0.421) 9.8 9

# 05/14(CM) CPS TECHNOLOGIES (CPSH) ADVANCED MATERIAL SOLUTIONS 2.17 $0.000 $22.3 $0.814 13.2 7

06/14(A) DYNASIL CORP. (DYSL) OPTICAL COMPONENTS 1.68 $1.333 $40.5 ($0.234) 16.7 NR

07/14(QB) FITLIFE BRANDS (FTLF) NUTRITIONAL SUPPLEMENTS 1.10 $1.047 $17.3 $0.076 10.4 7

# 12/06(A) ITERIS (ITI) OUTDOOR MACH VISION SYS/SENSORS 2.10 $0.000 $74.5 ($1.451) 32.0 7

11/14(QB) NOBLE ROMAN’S (NROM) PIZZA FRANCHISES AND LICENSES 0.90 $0.760 $7.8 $0.960 20.7 7

04/13(CM) SPAR GROUP (SGRP) MERCHANDISING AND MARKETING 1.14 $5.138 $119.1 $2.541 20.6 7

# 10/12(QB) WHERE FOOD CMS FROM (WFCF) FOOD VERIFICATION SERVICES 2.20 $0.013 $10.4 $0.445 23.8 7

We recommend only purchasing companies rated 8 or higher. If a company’s rating drops do not sell. For when to sell, refer to the Game Plan on page 2.

Liberator Medical (LBMH), on January 21, 2016, 
completed its merger with C. R. Bard for $3.35 per share. 
The acquisition price was a 61% premium from when we 
recommended the company in August 2015.
 Shareholders will receive their payout via their 
brokerage. Refer any questions to your broker.

Liberator Medical completes merger

CATEGORY CHANGES
Fueled by a good fourth quarter, International Baler 
(IBAL) is moving from Category 3 to Category 2 as its 
Bowser Rating jumped from 7 to 9. In the fourth quarter 
IBAL’s sales rose 8.6%, while earnings rose 816.7%.
 Note that despite LightPath Technologies’ (LPTH) 
drop in earnings, the company’s Bowser Rating remained 
unchanged. Remember in the November 2015 newsletter, 
we discussed non-cash and one-time expenses and their 
effects on ratings. We specifically discussed change in 
warrant liability with regard to LightPath, stating: “An 
above-normal charge is not considered in a company’s 
rating.” That applies to LPTH’s change in warrant liability 
expense this quarter.

LighPath Technologies (LPTH) adjourned its annual 
LightPath adjourns annual meeting

meeting of shareholders to February 25, 2016 to allow for 
the continued solicitation of proxies from shareholders. 
Those who have already voted do not need to recast 
their ballots. For those who have not, the company is 
encouraging you to do so.
 Two proposals are of particular interest: Proposal 
2 to increase the board size from seven to twelve, and 
Proposal 3 to modify the percentage of votes needed to 
change the board’s size from 85% to a majority.
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FOLLOW-THROUGH AND STOCKS TO SELL
WE ENCOURAGE SUBSCRIBERS TO BUY OUR STOCKS WHEN THEY ARE $3 OR LESS. HOWEVER, WHEN THEY GO ABOVE $3, WE FOLLOW THEM IN THE FIRST GROUP BELOW. IN BOTH OF THE FOLLOWING LISTS, COLUMN 1 
GIVES THE SHARE PRICE AS OF 02/05/16 PLUS THE CURRENT BOWSER RATING. COLUMN 2 IN THE FIRST LIST BELOW INCLUDES THE MONTH/YEAR WE ORIGINALLY RECOMMENDED THE ISSUE, THE PRICE PER SHARE THEN 
AND THE BOWSER RATING. (NR=not rated)

ISSUE/EXCHANGE SYMBOL 1 2 ISSUE/EXCHANGE SYMBOL 1 2

ATLANTIC AMERICAN (GM:AAME) $4.50(NR) 02/12 $2.05(8) MANHATTAN BRIDGE CAPITAL (CM:LOAN) $4.25(9) 02/10 $1.10(9)

DLH HOLDINGS (CM:DLHC) $3.45(9) 01/14 $1.53(9) MEETME INC. (CM:MEET) NOW $2.89; SEE PAGE 4

GOLDEN ENTERPRISES (GM:GLDC) $4.88(10) 02/09 $2.35(9) RIVERVIEW BANCORP (GS:RVSB) $4.35(10) 06/13 $2.30(9)

INFUSYSTEM HOLDINGS (A:INFU) $3.17(8) 12/15 $2.88(8) SIMULATIONS PLUS (CM:SLP) $10.64(10) 05/10 $2.46(9)

LIBERATOR MEDICAL (A:LBMH) ACQUIRED BY C. R. BARD VIRCO MANUFACTURING (GM:VIRC) $3.17(11) 06/15 $2.51(11)

THE FOLLOWING WE SAID SHOULD BE SOLD

(COLUMN 2 SHOWS THE DATE, PRICE AND BOWSER RATING WHEN WE RECOMMENDED THE STOCK BE SOLD)

AMERICAN SHARED HOSPITAL SERVICES (A:AMS) $1.81 12/15 $1.62(NR) INNOVATIVE FOOD HOLDINGS (QB:IVFH) $0.40  11/15 $0.70(NR)

CREATIVE LEARNING (QB:CLCN) $0.25 06/15 $0.55(NR) JOE’S JEANS (CM:JOEZ) NOW IN BOWSER DATABASE

ENERJEX RESOURCES (A:ENRJ) $0.20 09/15 $0.51(NR) LRAD CORP (CM:LRAD) $1.61 08/15 $1.90 (NR)

ENSERVCO (A:ENSV) $0.40 11/15 $0.62(NR) WIRELESS TELECOM GROUP (A:WTT) $1.51 12/15 $1.53(NR)

INSIDER TRANSACTIONS IN JANUARY
COMPANY SHARES TRADED # OF TRADES PRICE RANGE
Direct Insite A-161,812 4 $0
Dynasil A-37,500 1 $0

D-37,500x 1 $0
Female Health Co. A-6,667 1 $0
International Baler B-176,200 1 $2.10
LightPath Tech. B-2,740 3 $2.55
MeetMe OE-200,000 1 $1.00

S-260,000 3 $3.18-4.12
Nevada Gold & Cas. OE-20,000 1 $0.82
Repro-Med Systems B-172,516x 10 $0.41-0.49
Royal Bancsh. of PA A-2,336 2 $2.14
Simulations Plus D-32,076 1 $11.21

S-58,181 1 $11.28
Sono-Tek D-3,428 2 $0.48-1.05

OE-7,500 2 $0.48
A-Acquisition (Non Open Market), B-Bought, D-Disposition (Non Open Market), OE-Option 
Exercise, S-Sold, x-indirect holdings. Information obtained from Nasdaq.com.

BRIEFS solution for direct EMR integration, online ordering, 
and patient education resources, at The Ellis Fischel 
Cancer Center at The University of Missouri Hospital & 
Clinics. . . . Iteris (ITI) moved its listing from the NYSE 
MKT to the NASDAQ Capital Market, effective February 
8, 2016. . . . MeetMe (MEET) launched a free seven-day 
trial offer program for its MeetMe+ subscription-based 
premium service offering. Topeka Capital Markets 
initiated coverage on MEET with a “Buy” rating. 
U.S. Venture Partners, a large shareholder of MEET, 
informed the company of its intention to distribute 
around 4 million shares to its partners for trading. . . . 
Nova Lifestyle (NVFY) was named an exclusive model 
home furniture supplier for I-Kongjian, a Chinese 
web-based home-improvement company. In addition, 
NVFY debuted a line of living room furniture and an 
expansion of its Stainless Steel Collection at the Las 
Vegas Market furniture show at the end of January. . 
. . OurPet’s Company (OPCO) entered into a strategic 
partnership with Aplix IP Holdings, a Japan-based 

software and solution provider, to expand 
its product offering. Under the agreement, 
the two companies will employ technology 
related to Bluetooth and Wi-Fi to develop 
innovative pet market products. . . . Planet 
Payment (PLPM) amended its credit and 
security agreement with Citizens Bank to 
extend its line of credit from $10 million to 
$20 million and to extend the date at which 
the unpaid principal and interest is due in 
full to December 31, 2020. . . . Simulations 
Plus (SLP) announced a $0.05 per share 
cash dividend payment. SLP distributed 
the dividend on February 5, 2016 to 
shareholders of record as of January 29, 
2016.

Direct Insite (DIRI) signed a four-year accounts 
payable automation contract renewal, valued at $2.3 
million, with B/E Aerospace, a leader in corporate 
organizational AP automation using DIRI’s full suite 
of web-enabled services. . . . DLH Holdings (DLHC) 
annnounced the nomination of Frances M. Murphy, 
the current CEO of Sigma Health Consulting, to the 
company’s board of directors. . . . Flexible Solutions 
(FSI) released its preliminary fourth quarter and full 
year revenues. Quarterly revenues dropped $230,000 
(6.2%) year-over-year, while full year revenues 
remained flat compared to fiscal 2014. . . . Infosonics 
(IFON) launched the verykool® Cyprus LTE (SL6010), 
a 4G LTE 6-inch phablet, which is the combination 
of a phone and a tablet device. The product became 
available for purchase at the end of January. . . . 
InfuSystem Holdings (INFU) amended its employment 
agreement with the company’s CEO, Eric K. Steen. INFU 
also implemented its EXPRESSTM solution, a paperless 
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the Bowser Report’s

WARRANT REGISTER
February 2016, Vol. 23, No. 3 THIS MONTH’S 

BIGGEST GAINER
NXT-ID, INC.

UP 209%

Company Market/Symbol Principle Business
Stock Price 

02/05/16

Warrant 
Price 

02/05/16
Conv. 
Ratio

Exer. 
Price Expire Date No. Wts

Bowser 
Rating

Associated Banc-Corp N:ASB-WS Bank holding company 16.99 2.17 1.00 19.77 11/21/18 4.0M 8
1200 Hansen Road., Green Bay, WI 54304, Tel: (920) 491-700, www.associatedbank.com CALL TERMS: Not callable

Bank of America N:BAC-WTB Banking and financial services 12.95 0.20 1.00 30.79 10/28/18 121.8M 10
Bank of Amer. Corp. Center, 100 N Tryon St., Charlotte, NC 28255, Tel: 704/386-5681, www.bankofamerica.com CALL TERMS: Not callable
BioAmber Inc. N:BIOA-WT Produces and sells bio-succinic acid 3.73 1.09 1.00 11.00 05/09/17 8.0M 7
1250 Rene Levesque West, Ste. 4110, Montreal, QC H3B 4W8, Canada, Tel: 514/844-8000, www.bio-amber.com CALL TERMS: Not callable
Blue Bird Corporation CM:BLBDW Design, manufacture and sale of buses 9.60 0.80 0.50 5.75 01/23/19 11.5M NR
10 South Wacker Dr., Ste. 3175, Chicago, IL 60606, Tel: 713/300-8242, No website CALL TERMS: Not callable

Cellectar Biosciences CM:CLRBW Biopharmaceuticals 0.62 0.35 1.00 4.68 08/20/19 4.4M 6
3301 Agriculture Dr., Madison, WI 53716, Tel: 608/441-8120, www.cellectar.com CALL TERMS: Not callable

Citigroup N:C-WTA Investment banking 39.86 0.14 0.10 106.10 01/04/19 2.6M 8
399 Park Ave., New York, NY 10043, Tel: 212/559-1000,www.citigroup.com CALL TERMS: Not callable; exercise price adj. for dividends above $.01
Dynegy, Inc. N:DYN-WT Electric energy/related services 12.11 0.39 1.00 40.00 10/02/17 15.6M 9
601 Travis St., Ste. 1400, Houston, TX 77002, Tel: 713/507-6400, www.dynegy.com CALL TERMS: Not callable

FairPoint Communications OTC:FRPZW Communications in New England 14.86 0.01 1.00 48.81 01/24/18 3.6M 8
521 E. Morehead St., Ste. 250, Charlotte, NC 28202, Tel: 704/344-8180, www.fairpoint.com CALL TERMS: Not callable
FieldPoint Petroleum N:FPP-WT Oil/gas operations in the US 0.37 0.05 1.00 4.00 03/26/18 8.0M 7
1703 Edelweiss Dr., Cedar Park, TX 78613, Tel: 512/250-8692, www.fppcorp.com CALL TERMS: 150% of strike price
Nxt-ID, Inc. CM:NXTDW Biometric solutions 0.71 0.34 1.00 3.00 01/13/19 1.4M 6
One Reservoir Corporate Centre, Ste. 402, Shelton, CT 06484, Tel: 203/242-3076, www.nxt-id.com CALL TERMS: Not callable

TCF Financial N:TCB-WT Bank holding company 11.34 1.50 1.00 16.93 11/14/18 3.2M 8
200 Lake Street East, Wayzata, MN 55391, Tel: 952/745-2760, www.tcfbank.com CALL TERMS: Not callable
xG Technology CM:XGTIW Wireless network communications 0.19 0.05 1.00 6.87 07/22/18 0.7M 8
240 South Pineapple Ave., Cte. 701, Sarasota, FL 34236, Tel: 941/953-9035, www.xgtechnology.com CALL TERMS: $13.75 for 20 consecutive days

Associated Banc-Corp (ASB-WS) received the 
“Outstanding Customer Service Experience” designation 
from J.D. Power for excellence in its live phone channel 
contact center operations. . . . BioAmber (BIOA-WT) 
received ISO 9001, ISO 14001, OHSAS 18001 and FSSC 
22000 certifications for its Sarnia production plant, 
demonstrating the plant’s commitment to enhancing 
customer satisfaction. . . . Dynegy (DYN-WT) announced 
two proposals that will save Ohio consumers billions of 
dollars over the next eight years. These proposals are 

BUCKAROOS SPEAK
for February 8 with OurPet’s CEO. We plan to publish 
the transcript in an upcoming newsletter, online or a 
combination of the two.

 EXPLAINING OPTION EXERCISES
Can you explain what an option exercise (OE) is?

--Mike Levine, Morganville, NJ
In the Insider Trading table on page 5, we often note 
insider option exercises. An option exercise, or OE as we 
label it, occurs when an option holder exchanges his or 
her options for common stock at a set price.
 For example in last month’s newsletter, a DLH 
Holdings (DLHC) insider exercised 100,000 options 
at $1.23. That means the insider converted his or her 
options to common stock by paying $1.23 per option. 
The options, per their terms, become common shares in 
the exerciser’s name.

WHERE WILL OURPET’S PARTNERSHIP LEAD?
CEO Dr. Steven Tsengas was vague in specifically 
indicating how Aplix can help OPCO generate increased 
sales/earnings. If OurPet’s Company (OPCO) doesn’t 
know exactly how this partnership will do so, they never 
should have entered into the agreement.

--Michael Klausner, Bradford, PA
Initially, we felt the same way. But, OurPet’s press 
release (see page 5) wasn’t intended to announce new 
products or revenue streams. The company has a track 
record of product innovation, and this announcement 
is the beginning of a partnership. It represents the first 
step in a long journey towards that innovation. As the 
two companies execute plans, which are undoubtedly in 
place, product announcements should begin to roll out.
 As a sidenote, we have an interview scheduled 

receiving consideration from the state’s leadership. . 
. . Fairpoint Communications (FRPZW) released “The 
Complete Guide to Hosted VoIP,” to help customers 
determine if hosted VoIP is a good fit for their business. . . 
. Nxt-ID (NXTDW) announced that all of its Wocket smart 
wallets will now have Near Field Communication (NFC) 
payment technology enabled. . . . TCF Financial (TCB-
WT) subsidiary, TCF National Bank, and TCF Foundation 
donated almost $3 million during 2015. The company 
will also close 33 grocery store branches, replacing them 
with ATMs. . . . xG Technology (XGTIW) completed its 
acquisition of Integrated Microwave Technologies, LLC.

WARRANT BRIEFS
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EARNINGS

Beginner’s Portfolio Up 212%
BOUGHT: None this month. SOLD: None this month.

Cost 02/05/16 Cost 02/05/16 Cost 02/05/16 Proceeds

AAME 280/Mar ‘12 450 DYSL 185/Aug ‘14 168 SLGD 122/ Jul ‘15 128 From Sales

ITI 162/Aug ‘12 210 IFON 190/Oct ‘14 145 MEET 272/Nov ‘15 289 10,383

SGRP 178/Apr ‘13 114 RBPAA 188/Nov ‘14 201 ELMD† 432/Dec ‘15 330

AEY 248/May ‘13 180 DIRI 75/Dec ‘14 47 OPCO† 196/Dec ‘15 164

MOC 209/May ‘14 248 NTIP 235/Apr ‘15 203 INFU† 608/Jan ‘16 634

DLHC* 210/May ‘14 173 UWN 180/Jul ‘15 204 PLPM† 590/Jan ‘16 588

Current Holdings Value: 4,476

Original cost for all stocks: $4,766 *50 Shares Proceeds from Sales: 10,383

†200 Shares Total Value of Portfolio: 14,859

Gain: 14,859 minus 4,766 = 10,093

Percentage of gain: 10,093 divided by 4,766 x 100 = 211.8 Compound Annual Growth Rate: 8.20%

Comments: This is a simulated portfolio for those who would like to actively participate in the stock market…They want an approach that will 
serve as a learning situation…An investment of up to $300 a month is required…With each new Company of the Month, 100 shares were pur-
chased until we had 18…We use an internet broker…We follow the Bowser Game Plan. Portfolio started Sep. ’01.

BEGINNER’S PORTFOLIO EXPLANATION
After a handful of transactions last month, this month we made no changes to the holdings in the Beginner’s Portfolio. 
Current Holdings Value dropped 3.6%, as MeetMe (MEET) fell 33% since the last newsletter. This drop in Current 
Holdings Value led to a decrease in the portfolio’s overall gain by 3.5%.

Quarter 
Ended

Current 
Sales

Same Period 
Last Year

Current 
Earnings

Same Period 
Last Year Comments

Female Health Company (FHCO) 12/31/15 $8,230,659 $6,659,206 $1,490,363 $804,917
International Baler (IBAL) 10/31/15 $7,599,210 $6,994,762 $778,502 $84,927 (A)
LightPath Technologies (LPTH) 12/31/15 $4,236,331 $3,352,958 ($535,583) $141,213 (B)
Riverview Bancorp (RVSB) 12/31/15 $10,338,000 $9,467,000 $1,706,000 $1,149,000 (C)
Royal Bancshares of PA (RBPAA) 12/31/15 $9,046,000 $7,976,000 $6,438,000 $982,000 (D)
Simulations Plus (SLP) 11/30/15 $4,838,620 $4,086,192 $1,106,473 $528,904
Sono-Tek Corp. (SOTK) 11/30/15 $3,032,457 $2,851,906 $243,565 $202,432 (E)

our subsidiary manufacturing facility in Zhenjiang. 
We moved the majority of our manufacturing 
operations from Shanghai to this newer facility 
late last year. Since this move, LPTH has realized 
a reduction in costs at the Shanghai facility of 
approximately 35%.”
RVSB’s sales include total interest and dividend 
income, plus total non-interest income.
RBPAA’s sales include total interest and dividend 
income, plus total non-interest income. The 
company reported a $5,139,000 income tax benefit 
($654,000 in the same period last year) as income 
before taxes stood at $1,299,000 ($328,000 in the 
same period last year).
SOTK CEO Christopher L. Coccio: “Future growth will 
benefit from the New Product Development Team, 
which has recently shipped two new application 
designs to customers. These new products will 
help create continued organic growth next year in 
keeping with Sono-Tek’s goals.”

Despite a 8.5% decrease in net sales during fiscal 
2015, IBAL reported a 13.7% increase in net income 
fueled by a great fourth quarter, which ended 
October 31, 2015. During the quarter earnings 
jumped 816.7% year-over-year. To help grow the 
bottom line on smaller sales, International Baler 
shrunk its operating expenses by 33.7%, with 
administrative costs falling nearly 50% (44.4% to 
be exact).
As we’ve seen in the past, LPTH posted a loss 
compared to a gain mainly due to a large change in 
fair value of warrant liability expense. That expense 
totaled $1,055,179 in the second quarter of 2016 
compared to an income of $534,784 for the same 
period last year. Excluding that expense/income, 
LPTH had a $519,596 profit this quarter compared 
to a $393,571 loss for the same period last year.
 Commenting on operational improvements, 
CEO Jim Gaynor: “Gross margins improved as a 
result of the excellent operational performance of 

(A)

(B)

(C)

(D)

(E)
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FEMALE HEALTH CO. UP 34% MEETME DOWN 33%
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ADDVANTAGE TECH. UP 5% DIRECT INSITE DOWN 16%
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In turbulent times, seek opportunities! The best 
time to find “stocks on sale” is when the market is 
faltering like it has been lately. Look at the stocks 
on page 4 to see which ones in Category 1 and 2 
you don’t own.
 With a high Bowser Rating and a decreased 
price, there is a good opportunity to purchase at a 
discount. Once you do, follow the Game Plan to ensure 
your emotions don’t get the best of you.
Since the January newsletter, we published three new 
blog posts on our website:

• “4 ways to become a better investor in 2016;”
• “Earnings Calendar: February 2016;” and
• “Two highly-rated vehicle part stocks join The 
Bowser Database.”

 Head to www.thebowserreport.com/blog/ to 
check them out. We’ll be trying to post at least 

twice a month to keep the information coming between 
newsletters, so be sure to check back regularly.
Ask and ye shall receive. Subscriber Chaim Schwartz 
suggested making font for the symbols in the symbol key 
on the top of page 4 bold to make them more legible. I 
agreed. Now, if you’re having trouble with figuring out 
what QB means, you’ll have an easier time.
 That said, if you have a suggestion, please let us 
know. We are always open to criticism (of the constructive 
sort, please). Don’t hesitate to contact us with your 
ideas... After all, the newsletter is for your benefit!


