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Propalms, Inc. Successfully
Completes Its Application to
the OTC Bulletin Board

Propalms, Inc. (OTCBB:PRPM3 pleased to announce that the
company has successfully been cleared to begin quotations on the O
Bulletin Board.

"The cmpany is thrilled to have finally achieved one of our bigges
goals of this year by completing its application to the OTC Bulletin
Board. We look forward to continuing our growth as we add new
customers through our suite of products. Propalmsdtableshed itself
as a strong provider of Terminal Services and Virtual Desktop
Infrastructures for large and small busines3#e. are confident that our
growth has only begun and look forward to continued growth heading
into the New Year," stated Robelysblat, President of Propalms, Inc.

Marc Jablon, President of Big Apple Consulting USA, expressed {
in the work his managers, Account Reps and the teams at Managem
Solutions International have done.

AThere are 5,122 c ecepaad)dcmrsinglto
Pink Sheets, only 75 of those companies were able to uplist to the
Bull etin Board in 2007, 0 Jabl o
comprehensive reviews by both the SEC and FINRA to accomplish t
goal. Completing its succsfsil uplisting to the Bulletin Board took a re
team effort from the executives at Propalms, their SEC attqraegi#ors
and the Big Apple team to make
accompli shment. o

FACTS OF L FE

0 Dondt worry ab what peopl e tHh
6 Artificial intelllgencels no mg
0 |If you must choose beteveyrmud we g
before.
0 Not one shred of evidence suppor
0 A conscience is what hurts when
0 Eat well, stay fit, die anyway.
0 Middle age is when ©Hnaocavdessobtie waist
change places.
0 Opportunities always | ook bigger
0 There is always one more i mbecil
0 Experience i s laenablesryalé¢orreicagnize & mistakey .
when you make it again.
0 By the time you can make ends me
0 Someone who thinks |l ogically prgd
0 There is a very fine |ine betwes
0 People who want to shar ealniosteever r
want you to share yours with them.
0 Never |lick a steak knife.
0 It aindt the jeans that make yolU
SOURCE: gotfunny.leroysjokes.com
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Message firom Mare

Election Day

I dondét mean to get political on you, but with EI
thatitis my newsletter, I will. In20 04, George W. Bush carried the p  opular vote i 62,040, 610 or
50.7% of the vote. Anda ccordingtoa new American Research Grouppoll ,0j ust 19% of Aff

approve of the wa y George W. Bush is handling hisjobasP r esi dent and 76% disap

This leads me to three conclusions: First, many people felt they were wrong about their vote;
second, many people who disapprove of Bushds hdandl i g
not vote; and finally, and most importantly ,peopl eds votes were swayed by
vote against Bush was a vote against the troops or unpatriotic.

NOW DONOT GET MEH®RESSAGE IS NOT TEL LING YOU TO VOTE FOR OBAMA
ORMcCAIN. | 6m just saying to make an educated deci sion
whenyoucastyourvote ,dondt cast your v céasenss$uchras McGgnesrtob o c Id,an
because you donoét | i ke Obamads middl e name.

This election is too importan  tto t his ¢ ountry. We have multiple wars, a mortgag e crisis, a
record deficit, corruption in Washington, h ealth care costs that are rising through the roof, and a
deteriorating e ducation system. We cannot afford , as a country , to look back four years fro m now
andsay, o Why did we vote for that guy?!é6

Here are a couple things to think about:
1. IncomeTax i | s a tax placed on y o MoseAmerioan rs@rdy worry aboyr r o f i {
their taxes one  month a year (Ap ril for individuals, March for ¢ orporati ons). Vote for the
President that is going to make you the most oprof
2. TaxCredit A Is recognition of partial payment already made towards taxes due, meaning you
already spent the money?  Thus, when a candidate offers you a tax credit, he is saying , 0 Bend
the money first and then wedl | gi &A&gaiy, oote foatheguyedi t d
who wil | make you the most oprofitd 11 months a vy
3. Experience fi As ageneral concept ,it comprises knowledge of or skillin or  observat ion of
something or some event gained through involvement in or exposure to that thing or event.
The experience argument has been used for and against both candid ates. When | first started
my c ompany, | questioned my own exp  erience and | looked for peopl e with fancy resumes to
help run my company. Most of those people lacked the passion necessary to do the job, and |
accomplished more by picking up the phone and learning from my mistakes.

The bott om line is that | believe this e  lection is very impor tant for th is country. The last
several years have been a real education for us ; we must never take our freedoms for granted. |
look forward to an exciting conclusion!

Regards,

Marc Jablon

President
Big Apple Consulting USA

\§g

A
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280 Wekiva Springs Road #2030 ALongwood, FL 32779
407.884.0444 AToll Free: 866.THE APPLE AFax: 407.884.0 125
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8 SECRETS TO SALES SUCCESS until you get to the core issue and strengths and potential successes.

Continued?é have a full and complete under - [b] Ask prospects: 6 How di d you
standing of the pr oecspadteds imostthi s busin
Howto Draw People Out _ basic need. Never assume thatbe - [c] Smile. People can even hear a
Now that youdre-ipgpgiudé yHE6PEOsel | i rsgilebnttephoeme t hi ng
s p ehedi, your next objectiveis  to multiple people, their needs are [d] Remember names.
to identify their key issues. l'tds auPp going to be th ge] BedbfE® and to thepeint.& 1 e
to you to draw  those out through not. Avoid leading them to your [f] Always dress for success ; itim -
your questions and just letting  the  conclusions. Also: proves self confidence which comes
prospect talk. — Herce O\ e dbver too many across in your communications.
< The most profound question in points; stick to the main issue(s) 3
your arsenal & and the one you and relentlessly ask questions . Howto Earn a Pr os pTeustt 6 s
want to use the most  dis: 0 Wh 'y ? & Once determine d, focus on the People wonot buy fro
After every statement the prospect main issue to the exclusion of they dondt trust or h
makes, probe for the thinking everything else. in. Both have to be earned by:
behind it by asking : 0 Why 6roé < Ask que sdentifyk sy t o [a] Sincerelyb elieving in what
oWhy i s otoRleaseel me issues thatimpact t he pr osp¥@#¥§5e .seucommoncate
more about that?06 decision making. this by the way you look your pro -
Strangely, the 0 Wh y Guéstion o spect in the eye; by your choice of
is the one mos t salespeople are How to Handle O  bjection s words and your intonation .
afraidtouse and itds the omédve undoubt edl p pgaetitingacorfipfte Aonesty
gue stion that usually proves the repertoire of tactics and rebuttals about the virtues  and limitations  of
most productive. Go figure. for handling objections which now what youdre selling
< Should the pr os peeedtoperagustedfo incerpoiate [c] Offering useful ideas to pro -
the tables on you by asking ~ what all youdve | earned ghedafdcustodtsd ahd"hRISif
you think, if appropriate, respond < Two-thirds of your prospects are them get more bang for their buck.
with, 0 Why  n tmmedately likely to give you an objection that [d] Never knock ing a competitor
follow that with a positive state - sounds gOOd _before they give you Render honest praise about them
ment about what y o ufwrealobegipn j oyrbestdig - wnen appropriate ;thent alk about
thatdés in |ine wit Hingtepls: lpl’l d's Fﬁéj(,dtl gd on agp cts f@(?u[town c'orﬁpany or
greatest need or that br  ings other there anythiongl el s 64,0 asbejnginthe sa me class
peopleds experiencdddidi@n g that  iigRddnebAbdSiessy e

picture: 0 Ot her s have f ®then 1§asqn hoj Rerkgps something or respects most.

< Some prospects are tough to in the back of your mind th"’};{ makes If the prospect speaks negatively
draw out. Fear not. Persist with: you hesitate?o about a competitor, distance your -
Ol sndét there somet HiAKY dealingwdth j ohjectiopsgas self and your company from that
back of y o dhenshitthe ? ghey come up;youwantto get it all competitor by citing differences

heck up! Give the prospect com- on the table \fl rst. Say something and/or why yours is better.

plete sil ence with which to think. agreeable: oYou m_a‘ y be r % ge the p[Jos%ect active|y in -
Chances are, hedl | tdted et apny |t hanghgoveen. s & 2.0 40w calii process., _ This

h

I f heds realbingohaf@ cbfel tSs a blun tisor?e'ofth‘f (5]st%g}odu ti{/eKNSys or
the heaVy artilleryWith: o Wel | s n pﬁ do t y pe Odk"]d)db] € q:tol Onne | p earn a pn’do spe
there is something else and you tell warning shot fired across your make the sale. If i & amatter of
me a b out | t y y ou 6 I |b0\’\'fs)e|r@med'§quytd9ﬂ@tqthea b out conve |ng numbers have them
getting it on the tSiplipnwithhn @ Ypsuduist hay gowr?what you dictate and
also feel be tter about giving me a good reason for not  (whatever) é even do any ne eded cajculations.
chance to address iWoulowlodungni nd t el IM'ayrbgso esortw%f}ﬁran%)atization
y o u 7Then zipitfora full minute . i ;
' f he still doesnst0 Vakepepplg K Wantgtpdo 'Scalledfor Becreative.
prob ably dead. business with you.

Do this by selling yourself then
earning yourtuptr ospeg

7. Master the close.
'{'hg fg)llowing techniques will
p you close a lot more sales:

How to ldentify Key Issues
First, y ou wantto avoid giving

the i mpressi miryingtoa tHowto $eb Yourself [a] After identifying the key issue,
sell something. Contextualize your Selling yourself is a necessary narrow the focus of what you dis -
guestions as helping the prospect part of the sales process and, to do cuss with the pr ospect to just that
to think through their specific that, just be your authentic self. of buyingg What youdfre doi ng¢
situation and what they need or Anything less and you come across crowding out all the reasons why
want. Peopleoften don &6t t hi @&askaphony. Beyond that: the prospect shoul dné
about such things until questioned [a] Give your prospects sincere his mind subconsciously thinks of
about it. praise and encouragement  where all the reasons why he should.
Then, | et people talk themselves appropriate. M ost people are Thoughts tend to  turn into action.

out . Dondt gsestiongs a sstarvimggforit. Help them see their [b] Know when to close. Some -
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times it will happen in the first

couple of minutes ; sometimes after
several sales calls. Keeping the
focus on point can help you close a
lot sooner. Be alert for buy  signals
and do trial closes . Persist.

[c] Save your closing points for the
close. Doing so will help avoid
building up sales resistance and
reinvigorate your enthusiasm,
making for a powerful summary.

[d] Try to get the prospect to write
down each summary point you

bought
[[IDondt

8. Build the relationship

and a referral goldmine.
Salespeople often forget about
customer s once the sale is made.

Her eds
Obuyer ds
giving him a dash of praise for

Big mistake.
[a] Avert

beca
| et

making the buy.

[b] Treat all customers the same
you never know how much

now \.7

you s t .

4

u sheirsi t 0 s
them see

And there you have it.

By following the very techniques
youbve just
rose to becoming the highest paid
wh at shalespedson:in the count ry within a

r e mofevssboft yearg. This knowledge

can have that kind of impact on

your career 0 and your life 9 as

well. But there is one critical
t rcaveasto dll this.

|l earned,

make so they can hear them, buy , who they know or what could Youdve got to get of
experience them as they write them transpire over time as a result of the necessary work actually using

down and then see them. That your relationship with them. these techniques and  honing your

covers all three ways people ingest  [c] Take care of your customers ; skills.

information. never stop working the relation - Mastery is a matter of focus ing

[e] Keep your closing summary ship. If youdre aver ag PnPgethinga atimg.n eSo, work

brief. Picture yourself holding a lit sale per customer, in most cases on one technique at a time until

match and try to deliver itin its youdre not doing i tyougetgopdatitbefore movingon

entirety beforeyou get t o 0 OfdlcNew customers are your best and adding another one of the

[f] All along , seek opportunities to source of new busi reshhigue s contgineg hgreig. Then,

get a OyesoO6 out of enthusiasticandsappy abbut a s once you think youdve
inn0oDoe¢dat sound goowhdto tylney?dv etajdu st bach igdividual technique, go back

The more you get before the close usually want to share that with restudy them , and fine tune every -

makes the close that much easier. friends and associates. They dr ething you do. _

[g] Welcome objections. Your best goldmine of referrals for you . No one can or will do the work

prospects are the ones who have < The best way to detr & Ooruef erlrtds jysour |
objections. In most cases, object-  to ask for it. tirely up to you to make the most

tions are really t kéhepesotiimgteask fdér sefemabs y of it. Or not.

of soliciting more inf ormation and is immediately or shortly after you

t h e yoften ebuy signals. make the initial sale; and, if

[h] Shouldyoubetold :0 Cal | mappropriate, whenever you know

t hree moortohs &édndt thecudtomer has jst gotten a

orol want to t hdealk imajorleredtfrom whadyou sold

with it onthe spot . Whipout your him;jandeach ti me youbd

arsenalof 0 Why &d o1 n ad d ithe ¢gugtamer more of the same

t o t hagueétidons and getto the or something else. This presenta -

heart of the matter ; then lead them < The best time to follow up a tion liberally

back to the close accordingly referral is right after you get it. guotes from

[i] Keep your killer closing line in You never really know the back and outlines

reserve for special needs cases: 0 | f story on such alead. Sometimes the points

you were my own br dhehesson/gwingshe eeferralisl 6 d Frank Bettger

say to you what | & rfamiia with g atimely situation e 0 & makes in his book, How | Raised

y o u n o and do just that. not at liberty to disclose. So do Myself From Failure To Success

[i1 There are basically only two your follow up that same day; let In Selling  [currently published in

factors that move people to action your enthusiasm for working a paperback by Simon & S  chuster].

desire for gain and fear of loss. fresh lead glide you through the Wit hout doubt, Bettge

Use this fact well in your close.

[K] Never be afraid to ask for the
money. When closing a deal, have
them put their money on it right

then and there.  When a p rospect
has time to review a deal by him -
self, hed Isdmetimes decide to
postpone any action.  Rarely will
they cancel an actual order.

Asking for cash with the order is
one of the most powerful factors in
closing sales. Buyer s then place a
higher value on wh at

sales process; and never let your
referrals grow old and moldy.
| mmedi at el y
report back to the
tomer who made the referral and

convey your gratitude regardless of

<

a referral,

t he

If

it

out c ome.
and appreciative of your courtesy

to let them know how it went. If it
went well and the situationisap -
propriate , ask for another referral

di dnot

t hey & weudjl | angeen better referral.

the best book ever written on the
subject of sales and should be
af t e rrerdadnhahydimeds byganyang
cus- working to better their lives.
These two newsletter articles
are intended to serve as a starting
T h e y doobirit fobreadecsu rWe atrorsgly urge
people to invest ten bucks in them
selves and buy the book because it
back s each key point with exam -
ples that provide a greater under -
gtantling and expaienceofsthea r e
invaluable lessons it contains.

on

go so
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< In 1869, Charles Darwin conduct-

ed a scientific research program to
determine if blondes have more fun?
Results were inconclusive.

+ Every 25 miles, the average car
today produces 1 pound of pollution?

=+ Humans and dolphins are the only
species that have sex for pleasure?
(That 8s probably w
al ways | ook | ike

=+ Most dust particles in your house
are made from dead skin?

=+ Our eyes are always the same size

from birth, but our nose and ears
never stop growing? (Scary!)

+In ancient Egypt, priests plucked
every hair from their bodies? Their
traditional grooming regimen in-
cluded their eyebrows and eyelashes
and, yeah, that, too.

=315 entries in W
dictionary were misspelled?

=+ Orcas (killer whales) kill sharks by
torpedoing up int
stomach from underneath, causing
the shark to explode?

=+ Upper and lower case letters are
named Oupper 6 and
when type was set for use in the first
printing presses,t he Oupper
letters were typically stored in the
case on top of the case that stored
the smaller, 6720w

+=Thephr ase Arul e o
derived from an old English law
which stated that
your wife with anything wider than
your thumb?

<+ Leonardo Da Vinci could write with
one hand and draw with the other at
the same time?

+ The name Wendy was made up for
the book Peter Pan?

+Mot orol a got it-0
ing the concept f
venture T record players in cars (a
technology that failed for obvious
reasons) i with the name of the best
known record player brand of the
time, Victrola?

+ Chewing gum while peeling onions
will keep you from crying?

BIG APPLE CONSULTING USA

Melissa Mulron ey

OMelissa is a prime example of
what can happen as a result of
sheer determination . Her first
month with us was arou gh one;
she often felt overwhelmed. But,
in the end , her hard work and
persistence paid off. She stuck
with the task at hand, worked
diligently with what she had, was
a great steward over her talents
and now she 0 seaping there -
wards. Excellentj ob! éThat 6 s
really nice and well earned acco-
lade coming from our  General
Manager , Dio Pouerie .

Originally from Rhode Island,
Melissa is married and has three
children ages 8, 5%z and 2. Prior
to joining Big Apple three months
ago, she was a stay -at-home Mom
raising her children and, prior to
that, had worked  from 2000 to
2005 at J.P. Morgan -Chase.

Melissa tells us her Dad has
been her greatest source of in-
spir ation ; teaching her to always
put forth her best effort , which is
hardwired at the core  of her
strong and productive work ethic .

That plus her perseverance
plus her sparkling personality
that comes across in her  calls to
brokers and in her team work
plus her attention to detalil, in -
cluding follow up calls and every-
thing else necessary to do the  job
well; all of it together has Melissa
rapidly approaching top producer
status at Big Apple.

BIG APPLE CONSULTING USA

Ann Tomasulo -
McGinnis

Marc Jablon, President of Big
Apple, tells wus,
above and beyond her normal job
responsibilities and is a real team
player. Ann is constantly looking
for new ways to save the company
money which is more than appre -
ciated during these tough
economic times. o

Ann is one very busy lady. As
Administrative Assistant to both
Marc and Matt Maguire, there are
a lot of demands placed on her
time. In spite of it all, Ann main -
tains a powerful
and happily takes on even more
tasks for the company as things
change and grow here.  She is a
consummate team player ;t he
todé6 person we al/l
we need something and avalu -
able asset to the company.

On the private side, Annis a
newlywed. She and her husband,
Mike, are expecting their first
child in January.

Ann tells us that, for her ,a
relaxing dayTurhimgc |
off my cell phone!  Going to the
beach, church activities, spend -
ing time with  my husband , visit -
ing my family (in Rochester, NY) ,
watching NFLgames ( s hed s
huge fan, folks !), reading a good
book, or long walks with Mike
and our dog . Did | mention
turning off my cell phone ? 6
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» Technologies

FOLLOW THE ACTION

Smart investors know that not
all industries have tanked asare -
sult of this financial debacle. There
is still plenty of action to be had on
the Street. Investors just need to
know where to find it.

One industry that shrugged off
the crisis and kept climbing the
charts is Internet gambling (a/k/a
0i Ga mi rDgliae)gambling isa
seriously big business. Right now,
it 6s allsohiscountrne[g a
situation that is likely to change in
the not too distant future because of

the billions of tax dollars the indus -
try would add to
rapidly emptying coffers].

Investors seeking a piece of the
lucrative iGaming action h ave had
to go outside the U.S. 8 and the
SECds
their buying on foreign stock ex -
changes because the publicly
traded companies hosting virtual
casinos are, by necessity, based
overseas and candt

A Better Way

Smart investors wanting to keep
their money protected by SEC reg -
ulations and still get a piece of the
iGaming market can now do so by
investing in U.S. companies that
serve the needs of those virtual
casino operators.

Castle Technologies, Inc. da
newly emer ging small cap company
with potentials for  iGaming indus -
try leadership & is starting to draw
significant media and investor
interest with its unique software.

A Better Game

David Comeau, President and
CEO of Castle Technologies, de-
voted several years and consider -
able effort to developing software

that creates a superior gaming and
entertainment experience for online
poker players.

The Companyds
nology provides all the features
and security levels necessary for
Castle Technologies to be competi -
tive in the iGaming industry. It also
differentiate s itself as the only
online poker supplier offering Pro-
gressive Payouts on played poker
hands ¢ an industry first 0 that
gives each player an opportuni tyto
win a portion of  a jackpot.

Its software allows virtual

0 Lcaisindeoperagors N tan effer tthéirs

client ele advanced 3D graphic
game rooms, the latest in Web
animation, easy -to-navigate Web
pages, straight forward betting

prot ect ©anddoo vaetions, thg dbility to play multiple

games at the same time and the
previously mentioned progressive
jackpot system which will create
larger pots for players , making it a
miajor atttagtiohfer them.

Castl e
provide s for multiple currencies
and languages as well as 24/7
customer care and market ing
support. Itds a

HowBigls 0Seri ousPRy
The iGaming market is fueled by
consumer demand. Three years
ago, 60 Minutes r eport ed:
fastest growing gambling arena is
the Internet with its virtual
casinos.
are more online poker games per
day than in all of the casinos in the
entire world put together. It's a
huge business. Internet gaming
companies will make $10 billion in
profit this year. About 12 % million
Americans today u se Internet

p-at

Technol ogi

Bi tcgtr‘@ popularity of the

Po k erherd o mi

gambling ; that & shellaf a lot of
consumer power. 0

That report is three years old.
Today, iGaming has exploded; par -
ticularly online poker, which has
been driven by the popularity of
the World Poker Tours watched by
millions on TV. T here are now
more than 200 onli ne poker Web
sites in operation and more than
370,500 people gambl ing on them
at any given time.

Analysts from companies, such
as Bear Stearns and Merrill Lynch,
estimate growth for the industry,
starting from $15 billion today, to
hit $48 billion by 20 10 and to top
$125 billion by 2015.

stiategic dPositiom ¢ hfor Growth
Castle Technologies is well posi -
tioned to carve out a significant
segment of the iGaming market for
itself because of its well -priced
software and its proprietary cutting
edge technology . The Company is
just now startingto  introduce its
product to the overseas virtual
casino operators for licensing.
The Companyds
for growth include continuing to
lead the market with innovative
poker products; aggressive pursuit
of new licensees; strategic acquisi -
tions to
advancement; and expansion of its
brand awareness on all continents.
The growth of iGaming & and
particularly poker & is showing no
signs of slowing down. Indeed.
Growth is approaching wa  rp speed.
Castle Technologies offersin -

¥est@'s agieat QPRPEUNity to take
a position in the  iGaming action

right now.
ﬁle T chnologies has !H;st released its
C Qfthbitatife U véhite Haﬁerc nfise of

Progressive , which provides unlque insight
progressive -style
Téxas Hold'em game and online poker .
Copies can be requested through the
ompanys Web site.
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