
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 A rising tide is known to float all 
boats.  The true mettle of the 
captains gets tested  when the tide 
goes out and the boats are at risk 
of getting st uck in the muck .  Only 
the good ones stay afloat and 
thrive.  
 This past year  
weõve seen the truth  
of this metaphor play  
out with the implosion  
of real estate markets  
nationwide.  Central  
Florida, in particular,  
has been hit hard.  
Today, only a handfu l  
of real estate agencies  
are consistently doing  
any business.  
 Big Apple International Realty ð 
a majority -owned subsidiary of Big 
Apple Consulting USA ð is one of 
them and has proved itself to be a 
rising star.  While still a relatively 
new agency wi th only a dozen 
agents, BAIR does better than just 
hold its own with the big guys.   
 That fact is self evident when 
BAIRõs performance is stacked up 
against its competition. During the 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

same 30 -day period recently, BAIR 
had four closings as compared 
with the local Weichert Realty 
office ð with its 39 agents  ð that  

also  had  four  closings .  The local 
Keller Williams Realty franchise ð 
with over 130 agents  ð had eight  
        closings for the same  
        time period.  
      BAIRõS perform- 
        ance is no flash in  
        the pan; the agency  
        is consistently pro - 
        ducing results.  
        Thatõs because it is 
        different from other  
        real estate agencies.  
        BAIRõs management 
is quick to ada pt to changes in the 
market; they use new, more inno -
vative marketing techniques; and 
the agency is comprised of a group 
of loyal, forward thinking, hard 
working agents dedicated to pro -
viding real value  to their clients.  
 

Strong Leadership  
 BAIR is blesse d with a powerful 
team of leaders.  Day -to-day opera - 

Continued on page 3...  
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CONNECTING YOUR COMPANY TO THE WORLD ® 

Back i ssues of BIG APPLE CONNECTIONS 
can be found  on the companyõs Web site:  

www.bigappleconsulting.com  

   òExperience taught me a few 

things.  One is to listen to your 

gut, no matter how good some-

thing looks on paper.  The second 

is that you're generally better off 

sticking with what you know.  The 

third is that sometimes your best 

investments are the ones you 

don't make.ó 
ñ Donald Trump,  

real estate and entertainment mogul 

 

 
 

[Left to Right}  Wendy Andrews, Office Manager & Agent;  Carlos Herrera, Agent 
& Property Manager;  Jackie James, Agent & Property Manager;  Sal Pogulis, 
Agent;  Peter Voigt, Broker & Marketing Director;  Greg Maguire, President & 
Broker Associate;  Tanya Jablon, Agent;  Bill Peterseim, CEO, CFP®, CMFC; 

Jose Santos, Agent;  Fernanda Smith, Agent;  Jerrell Watson, Agent. 
MISSING FROM PHOTO:  Ashley Roseberry, Agent. 

 

 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Please direct questions or comments regarding this newsletter to the Editor. 
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òItõs Personal, It Is Businessó 
 
  First, I would like to congratulate all the new 
managers at Management Solutions International.  I 
really appreciate their hard work and sacrifice , and 
I look forward to a long working relationship with 
them.   
 
  People often say, òItõs nothing personal, itõs just 
businessó.  My response is, òItõs personal, it is 
business.ó  It is my responsibility to support over 
100 families in Central Florida an d New York and, if 
you count our clients and our shareholders , there 
are over 1,000 families who have a vested interest 
in Big Apple Consulting USA.  
 
  That is a big responsibility, and I take it 
seriously.  However, it is not just my responsibility; 
it is  the responsibility of every manager and every 
employee who works for our company.  We have 
extraordinary goals for Big Apple, and we look 
towards our employees, our partners and 
shareholders to assist us as we focus on making 
dreams a reality for small bu sinesses across the 
country.  
 
  So, next time somebody tells you òItõs nothing 
personal, itõs just business,ó picture that person 
taking food out of your childõs mouth, and then..é 
(intentionally omitted) . 
 
Regards,  

 
Marc Jablon  
President  
Big Apple Cons ulting USA  
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WHEN THE GOING GETS TOUGH  
Continuedé 
 

tions and marketing are in the 
capable hands of Broker, Peter 
Voigt.  
 Then, working mostly outside 
the office, are the agencyõs 
founders ð two wizened real estate 
professionals; veterans of many 
market bubbles, slumps and 
crashes over their long careers.  
Bill Peterseim, Chief Executive 
Officer at BAIR, and Greg Maguire, 
its President, both have impressive 
financial backgrounds as well.  
They provide invaluable wisdom 
and foresight; work as a team  with 
Peter and all the BAIR agents; and 
together create what could possibly 
be one of the agencyõs greatest 
competitive advantages.  
 

Beginning Of The End  
 During the fall of 2005 , i n an 
effort to head off a major crash  and 
bank failures, the  Federal Natio nal 
Mortgage Association  (aka Fannie 
Mae ð the buyer of most  home 
mortgages ) instituted new rules , 
imposing artificial price controls on 
investment properties.  [ For details, 
see òFlipping for Profitsó in our May 
2007 newsletter  available at:  
www.bigapple consulting.com .] 
 Bill and Greg saw the writing on 
the wall: by its action, the govern -
ment instigated the very results it 
sought to avoid.  Given their vast 
experience and deep understand -
ing of market cycles, Greg and Bill 
realized how the domino effect 
would  start impacting real estate.  
[See òMarket Cyclesó in our June 
2007 newsletter. ] What they cor -
rectly saw coming was:  
˂ Investors who bought homes to 
flip at the back end of the market ð 
right before the wave crested ð 
would get stuck with properties 
they couldnõt unload for anything 
even close to what they wanted.  
˂ Sellers would get nervous, reduce 
their prices, and hel p drive prices 
down even more.  
˂ Sub prime loan companies would 
be in trouble as a lot of their loans 
were due for adjustments and that 
could launch the first wave of pre -
foreclosures. Many buyers should 
not have received loans in the first 
place ð living  hand to mouth to 
cover their mortgages, once their  

 
 

rates got adjusted, theyõd simply be 
unable to come up with another 
$300 ð $500 each month.   
˂ Whereas supply/demand drove 
the market bubble in Central 
Florida ð with one out of every four 
or five hom es and one out of every 
two or three condos being bought 
by investors ð those people (almost 
one third of the buyers) would drop 
out of the market because of the 
new regulations, significantly 
changing market dynamics.  
˂ The condo market was going to 
be the first and the biggest market 
segment to suffer.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Well Grounded In Reality  
 Greg tells us, òMany Realtors 
donõt do well in a down market. 
BAIR is thriving because over two 
years ago we saw what was coming 
and we started rethinking our 
busi ness in terms of what we could 
do to help people and how we 
could position ourselves to take 
advantage of certain opportunities.  
 òThat led to a number of inno-
vative marketing approaches here 
at the agency , namely:  
˂ BAIR recently spun off its prop -
erty management division to form 
Orlando Rental Store.  The name 
change was key to establishing a 
recognizable outlet for the rapidly 
growing rental market.  More and 
more homeowners and investors 
are renting for a year or  two until 
they can sell.  Most agencies arenõt 
set up to efficiently manage rent -
als, nor is there a single company 
with brand name recognition in the 
residential rental market ð a void 
we intend to fill.  The Web site is 
up and weõll soon have a brick and 
mortar store to help landlords and 
tenants come together.  [Go to:  

www.orlandorentalstore.com ] 

 
 

˂ Most of us took a class to master 
real estate short sale skills and 
weõre now helping sellers minimize 
losses and buyers get good deals 
on their homes or investments.  
˂ We formed LLCs to create joint 
ventures with private investors to 
take advantage of a booming new 
home market in NC as well as local 
renovation and resale deals . 
 òPerhaps the most profound 
difference between BAIR and the 
other area agencies is the way we 
work with buyers and sellers.ó 
 

Straight Talk  
 Peter picks up the discussion 
and tel ls us , òMost R ealtors do ing  a 
listing presentation donõt recognize 
the fact that there  are many differ -
ent ways to fit the needs of home - 
owner s; theyõre only thinking  about 
getting the listing  and not the 
needs of the sellers.   
 òNot so with BAIR.  We wonõt 
take a listing unless we feel we can 
sell it within six months.  We also 
evaluate whether or not theyõre a 
good candidate for a short sale or, 
if by managing their property and 
finding tenants, we can help 
protect their investment until the 
market turn s and it can be sold.  
    òWe get walk-ins with unrealistic 
expectations all the time and turn 
them away.  The thing is, they 
remember that you played straight 
with them and often come back 
more realistically grounded and 
even refer other people to us.ó 
 

2008 and Beyond  
 Bill forewarns us, òThe market 
is going to get worse before it gets 
better.  In January, bank seizures 
almost doubled as owners failed to 
make higher payments on their 
adjustable rate mortgages. At best, 
we wonõt see a market upturn until 
early 2009.ó 
 He goes on to tell us, òIn spite of 
that, with its highly -skilled and 
dedicated agents, its customer -
centric way of doing business, its 
broad range of val uable services, 
its successful property manage -
ment d ivision , with its new Orlando 
Rental  Store, its various real estate 
investment LLCs, and the multiple 
streams of income they produce, 
Big Apple International Realty is 
well positioned for an exciting year 
with significant growth.ó 
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Cindy Dubreucq  
 

 As Controller for Big Apple 
Consulting USA, Cindy is a busy 
lady whose key responsibilities 
include overseeing the accuracy 
of all  the corporate  financial data 
and statements.  
 Terry Fyfe, our Chief Financial 
Officer / Treasurer, says, òCindy is 
a joy to work with; s he is the  con -
summate accountant.  The ac -
counting environment is a lot 
more stressful than people 
realize.   Cindy deals with all the 
subsidiary compani es with a 
smile and a great attitude.   She is 
very deserving of th is honor .ó  
 Originally from Johnstown, 
PA, Cindy has a substantial 
accounting background as well as 
a successful career  in real estate.   
A widow with two daughters and 
5½ grandchildren , Cin dy enjoys 
relaxing with family and friends, 
and devotes time to bible studies.  
 She tells us, òAs a former 
financial auditor , I have always 
paid  great attention to detail, but 
Big Apple  sharpen s my skills  
daily  with all its different corpor -
ate entities and their respective 
circumstances.   It keeps me on 
my toes!  
 òI also love the entrepreneurial 
spirit of Marc and Matt.  I have 
spent my career working with 
small businesses and admire the 
risk taker s.  I am grateful t o be a 
part of Big Apple.ó 
 

BIG APPLE CONSULTING USA  

 
 
 
 
 
 
 
 
 
 
 
 
 
 

Susannah Villmow  
 

 Susannah has been selected 
for this honor  because of her , 
òéprofessionalism,  overall per -
formance, and understanding of 
our business .  Her work on cold 
calls and ATSõs is consistently 
among the best and her produc -
tion is steadily growing.  With her 
vibrant personality and the fact 
that she is a strong team player, I 
feel Susannah is an asset to the 
company ,ó says Dio Pouerie, 
General Manager.  
 Susannah has work ed hard to 
earn such a great accolade. In the 
eight months sheõs been at Big 
Apple, sheõs had to master know -
ledge of our business, our clients, 
and the skills necessary to suc -
cessfully serve the brokers she 
works  with .  One of the many 
unique things about Susannah is 
that she totally ògets itó ð that you 
have to pull your own weight 
because your team mates count 
on you; that you need to break 
out of your shell and have fun 
with it ; and  that the adrenaline 
rush of s uccessfully promoting 
companies  can be addictive.  
 Originally from this area, 
Susannah  has done a bit of 
traveling, having taught English 
as a second language in China .  
Sheõs single and is into Tae Kwon 
Do, basketball, star gazing, the 
flicks, beaches, and spending 
quality time with her friends.  
 

 

 

 

 

 

 

 

 

 

 

 
 

 A couple comes up to a wishing 

well.  The husband leans over, makes 

a wish, and throws in a penny.  

 His wife decides to make a wish, 

too, but she leans over too far, falls 

into the well, and drowns.  

 The husband cries out, "Wow!  It 

really works!!!"  
ñWith thanks to comedycentral.com 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 

 Four surgeons were discussing 

who they liked best to operate on. 

 The first surgeon said, "I like 

operating on librarians. When you 

open them up, everything is in 

alphabetical order". 

 The second surgeon said, "I like 

operating on accountants. When you 

open them up, everything is in 

numerical order". 

 The third surgeon said, "I like 

operating on electricians. When you 

open them up, everything is color 

coded.ó 

 The fourth surgeon said, "I like 

operating on politicians." 

 The other three surgeons looked 

at each other in disbelief.  One of 

them asked, òWhy?ó 

 The fourth surgeon replied, 

"Because they are heartless, gutless, 

spineless, and their heads are 

interchangeable with their butts.ó 
 

ñWith thanks to comedycentral.com 

 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
éThoughts on investment diver -

sifi cation versus concentration:  
BUFFETT: òIf you are a profession -
al and have confidence, then I 
would advocate lots of concentra -
tion.  Itõs crazy to put money into 
your 20 th  choice rather than your 
1st  choice.   If itõs your game and 
you really know your bus iness, you 
can load up.  
 òFor everyone else, participate 
in total diversification.  The econ-
omy will do fine over time.ó 
 

éTime spent on investment 
research:  
BUFFETT: òIf you try to be just a 
little bit smart, spending an hour a 
week investing, youõre liable to be 
really dumb. ó 
 

éMarket swings : 
BUFFETT: òIn stocks, itõs the only 
place where , when things go on 
sale, people get unhappy. If I like a 
business, then it makes sense to 
buy more at 20 than at 30. ó 
 

éThe next economic  growth -

driving industry : 
BUFFETT: òWe donõt worry too 
much about that.  If youõd look at 
the 1930s, nobody could have pre -
dicted how much the automobile 
and airplane would transform the 
world.  There were 2 ,000 car com -
panies, but now only three  left in 
the U .S., and they are barely  hang-
ing on.  It was tremendous for 
society, but horrible for investors. 
 òInvestors would have had to 
not only identify the right compan -
ies, but also identify the right time. 
The net wealth creation in airlines 
since Orville Wright has been next 
to zero.  If a capitalist had been at 
Kitty Hawk and shot him down, he 
would have done us a huge favor. 
 òLook at TV manufacturers. 
There a re hundreds of millions of  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
TVõs; RCA and  GE used to produce 
them, but now there are no 
American manufacturers left. ó 
 

éThe current credit situation: 
BUFFETT: òWhat we are seeing is a 
huge repricing and evaluation of 
risk, correcting problems of the 
past.  I donõt know of good credit 
propositions going unfulfilled;  
thereõs lots of cheap credit for 
sensi ble deals.  
 òComparatively, this is not a 
credit crunch.  In 1982 , the prime 
rate was 22% and money was very 
expensive. Thatõs not the case now. 
The Fed has opened the window 
and rates are down. ó 
 

éPast mistakes: 
BUFFETT: òWeõve made lots of mis-
takes, but they donõt bother me . 
We are in the business of making 
many decisions and there are 
bound to be mistakes.  
 

éBest  investment opportunities:  
BUFFETT: òI like shooting fish in a 
barrel, but I like to make sure the 
waterõs drained out.   
 òNobody will tell you about such  
dealsé you have to go find them 
for yourself  ð they are there  ð and 
you donõt have to find many to get 
rich. ó 
 

éThe qualities he looks for in 

managers that set them apart as 
great leaders:  
BUFFETT: òWhat we look for in 
managers is a passion for the busi -
ness.  [I try to learn] whether they 
love the business or they love the 
money.   Itõs fine if they love the 
money, but they have to love the 
business more. ó 
 

éRole models: 
BUFFETT: òTell me who your 
heroes are and Iõll tell you how 
youõll turn out to be.ó 
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by Carol Scansaroli 

Recruiting Manager 
 

 Because Big Apple is very serious 

about recruiting top notch people, 

weõre paying one heck of a referral 

bonus.  You can put $500 in your 

pocket every time Big Apple hires 

someone referred by you.   

 Hereõs how itõs paid out:  

 rYou get $100 when your referral 

completes 40 hours working here. 

 rYou get $400 when your referral 

completes 90 days at Big Apple. 

 While our biggest need is for 

Account Reps, this $500 bonus is 

applicable to anyone referred by a 

Big Apple employee that is hired for 

any position in any of the Big Apple 

Divisions. 

 Matt Maguire, Big Appleõs Vice 

President, is all for our employees 

making as much money as they can.  

He recommends, òDo the math! 

The more of your referrals we hire, 

the more bonus money you will get.  

Itõs that simple, and the money adds 

up fast. Thereõs no limit to how much 

extra money you can earn this way.ó 

 Just seek out high caliber people.  

Theyõre everywhere ð standing next 

to you in line somewhere, serving you 

at a restaurant. You never know who 

youõll meet that could thrive here at 

Big Apple.  Chat them up, spread the 

word about working here, and give 

them my card.  (Never leave home 

without one!  See me for a supply.) 

 Be sure to write your name on the 

back of my card so theyõll mention 

you when they call for their appoint-

ment.   

 Then youõll be on your way to 

earning really easy extra money. Lots 

of it, I hope.   

 

 

 

 

Carol 

 
 
 
 
 
 
 
 On February 15th, a group of students from Emoryõs Goizueta Business School 

and McCombs School of Business at the University of TexasðAustin, were invited to 

a Q&A session with Warren Buffett, a billionaire recognized as one of the worldõs 

most successful investors.  What follows are excerpts from Buffettõs responses as 

notated by participating students.  To read the full output, go to the blog of Dang Le, 

MBA student and event coordinator, at http://undergroundvalue.blogspot.com/ 

 

 


