
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 Whoõd have thought that two 
men with an idea could launch a 
revolution that is now changing the 
wallcovering industry forever?  
 The dinosaur of the wa llcovering 
business has always been their 
cumbersome sample books.  They 
are costly to create; heavy  
and awkward to use; and  
donõt even begin to show  
the customer the full spec - 
trum of available choices.   
 Wallcovering manu - 
facturers spend an average  
of half a million bucks to  
put out each new sample  
book.  Retailers generally  
stock 500 to 1,000 different  
sample books and have to  
pay about $100 each for  
the privilege.  Not only is  
it a major expense, those sample 
books also occupy valuable reta il 
floor space and require a lot of 
effort to maintain them.  
 

òThereõs Got to  

Be a Better Way.ó 
 Thatõs what Neal Jablon, 
President of Big Apple Worldwide, 
a publicly traded company (BPWI), 
and Vice President, Billy Byron, 
were thinking.  
 Their brilliant idea was to use  
the latest computer technology to  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

replace sample books altogether.  
They could imagine a customer 
walking up to one of their units in 
a store, pressing a few keys to be 
able to see just about every con -
ceivable wallcovering on the mar - 
ket fitting the description of what  
      they want; viewing all of  
       them; selecting, order - 
       ing and paying for the  
        wallcovering they want  
    ð all within the space  
     of a few minutes or so.   
      And why not?  Well,  
     most people would  
     come up with a thou - 
     sand reasons why it  
     could not  be done ð  
     thinking how hard it  
     would be to develop  
     the technology and 
convince the whole wallcovering 
industry to dump their sample 
books because they had a better 
way.  
 Neal and Billy never saw it that 
way; they saw a brave new wall -
covering world doing business 
using 21 st  century technology.  
 Whatõs more, they both had the 
chutzpah and passion to take on 
the daunting details a nd moun -
tains of work necessary to turn  
their idea into reality.  

Continued on page 3...  
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Sacrifice  
 
  I often mention sacrifice when I discuss my keys 
to success.  However, sacrifice means so many 
different things to different people.  So , what is 
sacrifice?  
 
  The dictionary defines sacrifice as : òThe forfeiture 
of something highly valued for the sake of one 
considered having a greater value or claiming .ó 
 
  Anything worth having requires sacrifice.  In order 
to accomplish your goals, you must consider what 
youõre willing to give up in order to get it.  Whether it 
be personal, physical or financial , we all have difficult 
choices to make.  
 

 Recently, I decided to go on a diet.  My goal was to 
lose 10 pounds.  My sacrifi ce: i ce cream.  Now , that 
may not sound li ke a sacrifice to many of our readers, 
but , trust me , it was.  After two weeks, I reached my 
goal; I lost 14 pounds.  Then I decided to go after my 
college w eight of 168 pounds.  The reward: i ce cream.   
 

 This past weekend, I reached my goal weight.  I 
lost 21 pounds and now Iõm off to Friendlyõs for 
choco late chip cookie d ough i ce cream  with  hot fudge, 
marsh mallow topping, w hip ped cream, Reeseõs Pieces 
and a cherry.  I guess you can have  your cake and eat 
it too.  
 
Regards,  

 

 

 
 
Marc Jablon  
President  
Big Appl e Consulting USA  
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THE FORCE OF A  
COMPELLING IDEA  
Continued...  
 
How to Move a Mountain  
 With a combined 60 years 
experience in the marketing, 
manufacturing, importing, sales 
and distribution of wallcoverings,  
Neal and Billy were not only quite 
knowledgeable, but also well 
connected in the business.  They 
enjoyed many high -profile clients 
like Trumpõs Taj Mahal in Atlantic 
City, Bloomingdales, and many 
others.  They had a pretty good 
idea of the work ahead of them and 
they knew it wasnõt going to 
happen overnight.  
 They developed a prototype 
kiosk and traveled the world with 
it, talking with hundreds of indus -
try people at trade shows and in 
private meetings.  
 It didnõt take much convincing 
for people to realize Neal and Billy 
had a compelli ng idea: one that 
would save manufacturers up -
wards of $500 million annually to 
produce wallcovering sample 
books; one that would reduce retail 
floor space needs by over 95%; and 
one that would cut the time con -
sumers spend selecting their wall -
coverings  by over 90% . 
 Convincing the industry proved 
to be the easy part; everybody 
would be a winner !  But the moun -
tain still had to be moved and, 
because of the myriad details, Neal 
tells us, òThat mountain had to be 
moved one thimble -full at a time.ó 
 
Extraordi nary Leadership  
 We all can learn valuable les -
sons from Neal and Billy.  Realizing 
the true extent of the work ahead 
of them, lesser men would have 
quit then and there ð as so many 
do when facing big challenges.  
 Not so with Neal and Billy.  With 
the unw avering support of Big 
Apple Worldwideõs parent com-
pany, Big Apple Consulting USA, 
funding was acquired and teams of 
highly talented people were formed, 
each with a specific objective.  
 The team leaders worked with 
Neal and Billy to create a compre - 
hens ive plan of action and then  

 
 
they began working that plan.  
 Under the leadership of the two 
men ð one managing teams out of 
the New York office, the other out 
of the Florida office ð they dug into 
the details necessary to turn a 
compelling idea into real ity.   
˂ Tech teams were commissioned 
to perfect the programming needed 
to support the functionality of the 
kiosks, choose the right hardware, 
create security systems, and make 
the units run smoothly.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
˂ Creative teams designed the 
kio sks ð making them user friendly 
ð producing the welcoming and 
instructional video, and worked on 
marketing and pr campaigns.  
˂ Implementation teams scanned 
in thousands of wallcovering 
samples along with their accurate 
descriptions; they  then  set up an 
extensive cross -referenc e and 
verified accuracy throughout.  
˂ Financial and logistics teams 
researched how data would best 
move through the system; set up 
price points, bookkeeping, sample 
request and order processing sys -
tems, and payment processing.  
˂ Fulfillment and sampling teams  
determined which high sales 
volume products would be stocked  

 
 
and serviced by the warehouse and 
fulfillment services firm now under 
contract, and which items would 
be special ordered; they also 
developed systems for efficiently  
getting product s to customers.  
˂ The customer service team con-
ducted end -user surveys, created 
training manuals and support 
services for vendors. They also 
worked in the field training retail 
personnel on serving customers 
with the aid of the kiosks.  
 This list represents just a small 
portion of the amount of thought, 
hard work and dedication people 
devoted toward making it happen. 
But, none of this could have hap -
pened without the extraordinary 
leadership exhibited by Neal and 
Billy in keeping all their teams 
focused and moving forward  and 
for their ability to make it exciting 
just to go to work every day.   
 Billy says, òIf you really believe 
it, you can do it.ó  
 
That Was Then, This Is Now  
 Neal best sums up what theyõve 
accomplished  when he says, òWhat 
weõve created for the wallcovering 
industry is a whole new technology 
that makes it easy for people to find 
exactly what they want.ó 
 That new technology brought 
Benjamin Moore to their door.  An 
industry leader, Benjamin Moore 
has a stellar reputation built, in 
part, upon its visionary  power to 
see change before  others and  
actually do something about it.   
 For the past several months, 
theyõve been working closely with 
Neal, Billy and their respective 
teams to create both floor and 
table model kiosks for their stores.  
Testing gets unde rway August 27 th  
in Benjamin Mooreõs J.C. Licht 
Chicago store and, on August 29 th , 
in the B .M. Janovic New York City 
store.  Rollouts to 10  more 
Benjamin Moore retail stores are 
expected to follow shortly.  
 Really big things are starting to 
happen for Big Apple Worldwide 
and the compelling reality  of the 
NO MORE BOOKSÊ kiosks.  Neal 
says, òNothing succeeds like 
success!  We expect the next 12 
months to be very  exciting.ó Bravo! 
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 More than 25 million people with full-time jobs donôt 
have health insurance.  Given the cost of healthcare in 
this country, an injury or illness could be financially 
catastrophic for them. 
 We donôt want that to happen to you.  Thatôs why Big 
Apple has made every effort to have the best possible, 
most cost-effective healthcare program available to each 
of its valued employees and their families.  The Big Apple 
Program is carried by the Aetna Insurance Company, one 
of the most respected names in the business. 
 If youôve been employed at Big Apple or any of its 
Divisions for 90 days or more, you and your family are 
eligible for our valuable Group Benefits Program.   
 
Open Enrollment Month 
 The entire month of September 2007 is Open Enroll-
ment Month for healthcare benefits.  What this means to 
you is: 

 ˂If you did not elect to take advantage of Big Appleôs 
Group Benefits Program immediately following your first 
90 days here, NOW is the time to take action. 

 ˂If you already are covered by our Group Benefits 
Program and want to make changes in the type of 
coverage youôre getting or with family members being 
covered, NOW is the time to take action. 
 Open Enrollment Month covers the entire range of 
insurance benefits offered in Big Appleôs extensive Group 
Benefits Program: 
 -- Health, Dental and Vision coverage 
 -- Term Life Insurance 
 -- Supplemental Cancer Insurance 
 -- Supplemental Disability Insurance 
 -- And more 
 
Quality of Life 
 We, as Americans, enjoy the highest quality of life the 
world has to offer.  You put that in jeopardy ï for both 
yourself and your family -- every day you go without 
health insurance coverage.  Donôt do it! 
 Come see me.  Letôs discuss your specific needs and 
then put together the best possible Benefits Program for 
you.   
 September only has 30 days, so that means YOU only 
have 30 days to MAKE IT HAPPEN.  Thatôs not a lot of 
time; donôt procrastinate over something so important.  Iôll 
be waiting for you. 
 

CAROLõS CORNER 
Honey  

 

 Several men were in the locker 
room of a private club after 
exercising when the cell phone on 
one of the benches rings.  The man 
closest to it picks it up and the 
following conversation ensues: 
 

 ñHello?ò 
 ñHoney, it's me.ò 
 ñSugar!ò 
 ñAre you at the  
club?ò 
 ñYes.ò 
 ñGreat!  Iôm at  
the mall and I saw a gorgeous mink 
coat. Can I buy it? 
 ñWhat's the price?ò 
 ñItôs only $3,500.ò 
 ñWell, go ahead and get it if you 
like it that much, Sugar.ò 
 ñAhhh... since we want to 
replace the BMW we bought last 
year... earlier I stopped by the 
Mercedes dealership and saw the 
new 2008 models.  Thereôs one I 
really liked and the salesman gave 
me a good price.ò 
 ñWhat price did he quote you?ò 
 ñOnly $84,000.ò 
 ñOkay, Sugar, but for that price, 
I want it with all the options.ò 
 ñGreat!  But, before we hang up, 
thereôs something else...ò 
 ñWhat?ò 
 ñI stopped by the real estate 
agent this morning and saw the 
house we had looked at last year.  
Itôs that MacMansion right on the 
beach with 5 bedrooms, that huge 
screened-in pool, billiard room, 4-
car garage, guest house... do you 
remember it?  Well, the owners 
have just reduced the price!ò 
 ñSo how much are they asking?ò 
 ñNow itôs only $1,500,000... itôs a 
bargain!  And weôve got enough 
money in the bank to buy it today!ò 
 ñWell, Sugar, go ahead and buy 
it, but just bid $1,400,000. Okay?ò  
 ñThank you so much, Honey!  
Oh, Iôm so excited!  I'll see you 
later!  Love you.  Bye.ò 
 ñI do too... bye, Sugar.ò 
 

 And so the conversation ends, 
the man closes the phone and 
holds it up in his hand as he asks 
all those present, ñDoes anyone 
know who this phone belongs to?ò 


