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Seldom does something come
al ong that <can
lives forever for the better.

This book has done just that for
millions of people and can do the
same for you, too. The book is

Frank
Myself from Failure to Success
in Selling. 6

This book is not just for sales
peopl e; evetyohes whio wants
to advance their career.

Stop and think for a moment:
business succes s is all about sales
0 selling ourselves, selling our
ideas, selling investors and institu -
tions to get financing, developing
winning products and services to
sell, and then going out and selling
them.

Mastering and using the tech
nigues for success in se  lling can
take your career and your ability
to make money further than any
other skill set.

Selling is not taught in schools
Obut shoul d be.
skill, one that usually takes a lot of
time to learn and then even more
time to hone and master . No one

sbeing jhe bighestpaiq sal

It o

el .
-

says itds easy. Ther

¢ h a rbgoks apdeesqurices available on

sales techniques. None 0 absolutely

none dcan compare to Bet
book; itds the best,

Frank Bettgerds begi

BedHgwr I6dsRai siraudspici ous. It was necessary for

him to start working at an early
age; after only a sixth grade educa -
tion. In his late teens, he made
something of himself as a minor
league baseball player but got
sidelined with an injury. Bettger
moved on to selling life ins  urance
and, by age 29, had managed to
fail his way to the bottom & to the
point of complete discouragement
and thoughts of giving up.

|ltds beenoJhaied mebatg
findsus when wedre read)
The story Bettger tells in his book
is about those m essages and how
he learned from and applied each
one to his life and to his sales
techniques. As a result, within a
few short years he quickly rose to
person
in the entire country. The highest
paid! That was Frank Bettger.

Continued on
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Message srom Mare

Bailout
The newsab o u t the bail out makes
get me wrong, itds necessary,

runs a small company or works for one, a bailout is
never an option. So if the Government is going to be
so kind with taxpayer money, here are my suggestions:

1. Stock dividends for all taxpayers; most of these
companies are publicly traded
invest ment soé

2. The stock dividend should be paid out based upon

how much each taxpayer pays in; perhaps big corpor -
ations might avoid using some oft  hese loopholes if
they knew they were getting something in return.

3. CEO6s compensation would be
performance . Rat her than cutting
tion, encourage them to make us all money.

Finally, the SBA needsto do a better job ofen -
couraging banks to lend money to small businesses.
Small business is the foundation of this country, and
as my partner Matt said,  d can assure you thatn o
Pink Sheet or Bulletin Board ¢ ompany is hiding
millions of dollars in losses  on their books. 6

Therealty is, as a small Dbusiness
our own. Bailout or no bailout, we need to make it
work!

Regards,

T e

Marc Jablon
President
Big Apple Consulting USA

A2 BIG APPLE CONSULTING USA
~ 280 Wekiva Springs Ro##030
Longwood, FL 32779
Phone: 407.884.044A Fax: 407.884125
Toll Free: 866.THE APPLE

Please direct questions or comments regarding this newsletter to the Editor.

BIG APPLE ONNECTIONS is published monthly
as afree service its many valued readers.

Publisher: Marc Jablon
Editor-in-Chief: Matt Maguire
Editor: Nancy Whiting

BIG APPLE CONSULTING USA
Connecting Your Company To The World®
www.bigapplecon sulting.com
280 Wekiva Springs Ra#20304 Longwood,
407.884.0444 | FAX 4
Toll Free S%G.THE APPLE

1025 Old Country Foad #2004 We st bur vy,
516.338.8888 | FAX 5

MANAGEMENT SOLUTIONS
INTERNATIONAL
www.askmsi.com
2101 West State Rd 434#100) L o n g w a327d9,
321.322.1110 4 FAX 4

BIG APPLE WORLDWIDE
BIG APPLE WALLCOVERING
No More BooksE
www.bigapplewallcovering.com
1025 Old Country Foad #2004 We st bur vy,
516 . 338.&8888 1 FAX 5

2101 West State Rd 434#1004 L ongwo o @9,
407.937.2730 )| FAX

ELABRIENT SURFACES
www.elabrient.com
2101 West State Rd 434#1004 Longwood,
407.937.2730 3 FAX

BIG APPLE TRAVEL
Your Vacation Starts Here
www.bigappletravel.com
2101 West State Rd 434#109 4 ohgwood, FL 32779
321.322.1111 4 FAX 3

BIG APPLE INTERNATIONAL REALTY
In the Business of Moving You Forward
www.bigappleinternational.com
ORLANDO RENTAL STORE
www.orlandorentalstore.com
280 Wekiva Springs Rd#20404 Longwood,
321.322.1100 4 FAX 3

BAD APPLE COMICS
We Have Issues
www.bacomics.com
8110 S Orange Blossom Trai} Orlando, FL 32809
407.85&9.3422

12225 University Boul ev
407.658.9722

MJIMM INVESTMENTS
Because Tomorrow Is Too Late
Www.mjmminvestments.com
280 Wekiva Springs Ra#20304 Longwood,
407.884.0444 | FAX 4

MIS SOLUTIONS INTERNATIONAL

www.mishelp.com
280 Wekiva Springs Ra#20304 Longwood,
321.322.1115, FAX 407.884.

© 2008 Big Apple Consulting USA



http://www.bigappleinternational.com/

Octo ber 2008 BIG APPLE CONNECTIONS Page 3

8 SECRETS TO what they need and then get it. sales calls ending with the same

SALES SUCCESS [f] Make f ailure your friend A do n 0 tesults 8 like your prospects telling

Conti nuedé ever be afraid of it. Just be sure you, o0Ildll think abou
you learn something from each interestedd or @& can

Bettger could have retired rich

. failure that can help you. oudve identified as
t’lil tt a 9”? 45) rted :‘| e did r[g?%e‘come i rgaﬁy%é‘og (Lierfer® )s/ales techniques that are weak and P
teaching others his incredible si<i||s when listening. Pay attention to de- _ Never stop tracking and analyz -
: . - tails and nuances to get a handle ing your performance because, as
and, ultimately, writing this book. on a person's underlying feelings you become better at your craft,
The rest of this article 6 which is about an issue. It works like magic youdl | start closing

provided in two parts & is packed
with the secrets -
ordinary success. This article
quotes liberally from his book and
helps introduce the reader to the
very sales techniques he used.
Undoubtedly, you already know
some of the techniques and may
think youdre prett:
OPretty good i
You need to
I't doesndt matter
top dog on your sales force or
youdre a wannabe fl ou
about . Bettgerds boo.
your life for th e better and help
bring out all your untapped
potentials t
y 0 u. yourfutdres we

o fiN saees ngd gord gsgeneera gre. earlier in the process and need to
ally welc

€ whereverth® ey go. change your game accordingly. If
you get sloppy, the reverse will
happen. Always k now your stats.
' [b] Set goals and stick to them. Set
) them high enough so they  stretch
your being to reach.
Y [c] Plan your schedule for the week
ahead. Prioritize calls and actions
so the most important things get
taken care of first.  Use time wisely.

usu

0
0

accomplish when you take enough
time for planning your week, and
utterly amazing how little you get
donewhen you dondt.
[d] Plan each sales call the day or
week before. Review what you

know so far about the prospect

t youdve

h a
0re dealing
0s

tds surprising how muc

e

0

A

wi th. So let get star and hi s situation; then determine:
i PART ONE i 2. Work smarter. < What goal you have
Most sales people lose whatever < What new and hel pfu

1. Adopt a Wwi nner 0 sompetitive edde thel eould have tion you have to discuss;

Success starts  within you , so because they just (<< What you neabaittheo |
get your head in gear for it: elements of working smarter: prospect and what questions you
[a] Be enthusiastic A yo u ¢ an 6 {a] Selling is a numbers game. But need to ask to get that information.
expect a prospect to be interested mostpeople dondt real. Plan each call and work your
in what youdr e s ay iwhanuinbders sealymatien. nibey plan; never approach a prospect
show enthusiasm for it yourself. think that just by ramping up their unprepared di t s a wast e
Enthusiasm is, by far, the biggest number of sales cal
single factor in sales success. If proportionately more sales. Nope. 30ne of the greatest satisfactions in life comes
necessary, force yourself to act 't doesndt work the gomgeting things done and knowing you
enthusiasticandyo u 61 I bec o meYouneedtotrack the outcome EAOA Ai 1T A OEAI O OEA
enthusiastic. of every single sales call ; record 2 Frank Bettger
[b] Go into each sales situation them with brutal honesty. Then
believing that this one is going to analyze your numbers in terms of
be the best sale y@edwe ndvaearesmadaao u o rl& Dayguphomeyegrk.  Thorough ly
Believe it and believe in yourself. learn two things : know your business and keep up
[c] Develop an attitude of indiffer - < Where t o f ocfuwhay dUJAte with ngws and events that
ence: it will actually help you sell percentage of your sales are made could affect it. It also pays to know
mor e . tBeafrddtolose asale . on the first call, fifth call or something about your
It will show. You®d llobk bad. Youd | fifteenth call? Your results will business so you can better think
be bad. Keep your pipel ine fullof  determine where you need to focus and talk from their point of view.
fresh prospects and  keep going. most of your time.  So, i f vy olfl Be W.e_" organized.
[d] Master any fears you may have making most of your sales on your [9] Practice. Do as muchrol e play -
about speaking up and expressing second and third cdngwihco 'W@:K’?'@ and familg as d
yourself . Take courses in public much time bothering with the fifth you can. Do quick mental rehear -
Speaking and get over it fast. or sixth calls on prospects who are sals before each sales call. It all
[e] Understand that as a sales per - still unsold. matters. Product knowledge and

son, you provide a valuable service < What skills need work fioif y o U%"II’S eShOUId be deeply ingrained .
to people in helping them know getting measurable amounts of Continued next




Page 4

BIG APPLE CONNECTIONS

October 2008

8 SECRETS TO
SALES SUCCESS
Continuedé@é

While what we 6 v e
is basic stuff, it
sales people fall apart.  The basics
are the core of sales success. Each
element needs to be mastered and
consistently used in concert with
all the others to be truly effective.

Get lazy and sk ip something
once and,
againandagain. You ol |
Dondt | et it happe
discipline and use all the basics.

3. Understand the  purpose
of sales andits process.
Most sales people don @& under -

stand what t hey dr e r eal

The short version:  Sales is all

about helping people identify what

they want or need and then helping
them get it.

There is a n actual process to go
through to make each and every

sal e. It s

A.lLD.A. which stands for:

Attention fi Firstyoumustge t  Without a prior appointment,
theprospect ds. att en timneegiately afteryour  dapproach , 6
Interest i Then arouse their ask: 0 Can you talk-fo
interest i n what youdre U@%”PV\éOF is tH e a better time
Desire fi Then arouse their or me is coarledy I8 6
desire for it. appreuate d more than you know.
Action A Then get them to take [d] If appropriate to yoursituation,
action and close the sale. There when stating the s

are bas ically only two factors that
move people to action : desire for
gain and fear of loss.

4. Know how to get your
foot in the door.

Cold calling is tough for a lot of
sal es peopl e
know how to successfully approach
prospects. First,tw o caveats:
< Al ways state
company you represent and what
youdre calling
dislike being kept in the dark and
that wonoét helop
< Never, never, never use any form
of subterfuge to get past  the gate -
keeper. It will backfire on you.

Also, some people are really
tough to reach. Here are two
strategies for getting through:

<Dondt keep trying
come off giving the impression that
youdre chasing

you want. Instead, leave a message
for the prospect to call you, which

covergu% IR 8?
Shat b

n
chances ar(sk

Kknown UT%PSt sugcessfiy cOragPnbyr ppta usé 6
ng

b e ¢ a u sselling; they wantdcokRog t

y o u ro | ft (fs]

gives the impression you must
have something he wants; some -
th|ng that might be important to
a in, dondt
|t tra
with ggt kgepano
they can become a critical  ally.
Gatekeepers often control the
prospectds schedul
you on the best time to call and
even book an appointment for you.
e v.er

u);)(lJ

rf?osp%cp NSWC'W at’?

d) The S objec iva bf anyX %l
call is to sell the prospect on giving
you his time. This is kind of like
Ot he sal e be.bohereist
little use getting into the sales
p&;oceasdmthna prospect
first been sold on the importance of
listening to you.

[b] A cold cal | should NOT be to ask
for something but to offer something
which you are very confident your
listener actually wants. This is the
[c]I f

youdre calli

to discuss with the prospect, sim -

ply state: 6 YouT @ whi ch t

usually respond: o0
They took your bait, but be very

careful how you respond.

At this juncture,
want to know about
what o

in it for them . So, while be ing com -
pletely open and honest, tell them:
jrugshe ,p otsrsd bl

(whatever); 186d ju

a b o weuple of qmez@ppsnofeseerwaaawel y

coul d for you,

y o ua] Unsleg noe gircumstances, allow

yourself to be drawn into a sales
talk be fore you get their agreement
to give you some of their time.
Otherwise you risk being rushed
and crushed.

b8ecauyveuyvoe got
tention. Now what

t h e nthe fnast sucsesshulestrategias fpr

selling and closing the sale in the
upcoming November newsletter.

508 1'%

W]

th

q

q

q

vy

Lv_-"y

The New Parisl
Priest

Father O'Malley was recently
transferred from Ireland to a Mission
parish in South Texas.

One fine morning as he sipped his
tea, he strolled out on the veranda to
greet the day. There on his lawn was
the body of a dead jackass. He figure
the unfortunate creature was likely
from one of hie neighboring farms.

{2 CFOKSNJ hQal ff
police station to have it taken care of.
LiQa NBLR2NISR GKS
something like this:

6Sergeant Jones. How might | help
you?'

6And the best of the day te yerself.
This is Father O'Migly atthe Mission.
There's a jackaslying dead in me front
lawn. Would ye be so kind as to send
couple o' yer lds to take care of the
Y GGSNKE

Now Sergeant Jones considered
himself to be quite a wiand, seeing
some humor in the situation at the
expense of the new priesteplied,
a2 St t atheg ipwacalways my
impression that you @ople took care
2F flFrad NRGSaHé

That was followed by a long
moment ofdead sience on the line
before Father O'Malley repliediAye,
Wis certainly true But we are ado
obA 3SR G2 y20ArATe

Thanks to:
" www.emmitsburg.net/

)
hg L%

-

T O

y*S+R MNS @ANT 5
yesterday, it's what you do today.
If you rely too much on yesterday,
tomorrowisgoiMF JHBJ XN
A John Vanbiesbrouck,
Retired Professional Hockey Player

T T 11 S T 1 p= - |

s

B2y Qi YSI adaNB 8w df
have accomplished, but by what you
shouldhave accomplished with your

I 6Af A& d& John Wooden
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6 Donkeys kill more people annually
than plane crashes?

6 The ant can lift 50 times its own
weight, can pull 30 times its own
weight and always falls over on its
right side when intoxicated? (Source =
taxxpayer supported govd
6 Venus is the only planet in our
solar system that rotates clockwise?
6 Apples, not caffeine, are more
efficient at waking you up in the
morning?

6Ketchupwass ol d i n th
medicine?

6 Women blink nearly twice as much
as men?

6 Bats actually take turns shutting up
when flying in groups so they can
listen to the leader and avoid the
confusion caused by too many
signals at once?

0 A crocodile cannot stick its tongue
out?

0 Cranberries are sorted for ripeness
by bouncing them and a fully ripened
cranberry can be dribbled like a
basketball?

0 If you are locked in a completely
sealed room, you will die of carbon
dioxide poisoning before you would
die of oxygen deprivation?

0 Dolphins sleep with one eye open?
0 Urea is found only in the urine of
humans and Dalmatian dogs?

6 Rabbits love licorice?

0 The State with the highest % of
people who walk to work is Alaska?
6 The Sanskrit word for "war" means
"desire for more cows?"

0 Blue is the favorite color of 80% of
Americans?

6 The First Stock Exchange of
America, which preceded the NYSE,
was established in 1791 and was
located in Philadelphia?

6 On clear nights you can see a dis-
tance of up to 7 billion light years
deep into space with just the naked
eye?

6Toot h brushing di
routine in the U.S. until it was
enforced on soldiers during World
War I1?

6 Donald Duck comics were banned
in Finland because he doesn't wear
pants?

CAROLSS CORNE L

by Carol Scansaroli
Recruiting Manager

Employee feedback reveals some
loyalty, dedication and motivation to deliver their personal best for

intriguing insights into their

Marc Jablon and our managers. Her e
during past interviews when asked:

What do you like best about

working here at Big Apple?
ABi g Apple is a well established c
promotes creativity and is not scar
Ailtds a great atmosphere. .. I |l ove

Al wake up and ¢ omkndg otravawar k. o
ABi g Apple cares about its employe
accomplishments. o
iThe cali ber of people we have in
and great mentors at Big Appl el eata
il 6ve been with other companies an
|l evel, thereds no place to go. Her
unlimited ability to continue to aa
lotofpotent i al here and nolachityesoenlelt hn g gm
AfiEven when times get tough, evé&incgo
all of my family is in Ohio, 1 6m gl
fi appreciate the f aognized torany potential and v
abilities which | 6v éamartatedlikesparivobartdarm d
that has been playing foryearsand as i f | had been
AWorking with people who are morls
friends.o
fi enjoy the variety of work that
fi get a |l ot of personal satisfact
pay off in the growth and success o0
iWe have a heematthe BigAppld,ledm proud t o
fiBecause he believes in me, my bos
stretch my skills to new heights. 0
il admire Marc Jabl onds work ethic

the things he has, there is no question in my mind that he has had to pay a
price that not many are willing to. What | can learn from someone like him is
priceless. o

iltdéds awesome to be part of the co
and plays hard together. o
AThe work here is very interesting

Not everybody is up to the challenges face  d when working here at
Big Appl e. T ook forire patehtial ofwreatness in each
of the people we hire. We want our people to rise to challenges and
grow with the company. Wedre proud
advancing careers that have bloomed here at Big Apple. The best and
the brigh test thrive here. Be proud to be counted among them.
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Living to 100

| recently picked a new primary
care doctor. After two visits and ex-
haustive lab tests, he said | was
d o i faigly wllofor my age.

A little concerned about his com-
ment, | asked him, fDo you think I'll
live to be 100 ? o

In response, he asked me, fDo
you smoke tobacco or drink beer or
wi ne?o0

foh no,ol replied. A don 6 t
drugs, either!o

The doctor continued his line of
guest i Dayouwegtrib-eife
steaks and barbecued ribs?

To whi ch | Mydoared ,
doctorsaidthati t 6 s unheal
any kind of red me

fDo you spend a lot of time in the
sun? Do you like playing golf?

Going sailing or hikingor bi cy
fiNoonone of those
fDo you gamble? Do you drive

fast cars?

do

fNo. o
AfDouy have a good
ANot really. o

fi T h why do you even care
about living to 10070

Thanks to: www.emmitsburg.net/

Always Gie
Clear Instructions

A few years ago the battery in my
beat-up VW Beetle had died because
| left the lights on overnight. | was in
a hurry to get to work on time so | ran
into the house to get my wife to give
me a hand to start the car. |told her
to get into our second car, a prehis-
toric oversized gas guzzler, and use
it to push my car fast enough to start
it.

| pointed out to her that because
the VW had an automatic transmis-
sion, it needed to be pushed at least
20 mph for it to start.

She said fine, hopped into her car
and drove off. | sat there fuming
wondering what she could be doing.

A minute passed by and when |
saw her in the rear-view mirror
coming at me at about 30 mph, |
realized that | should have been a bit
clearer with my instructions.

SOURCE: www.emmitsburg.net/
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Abdiel Rossique

Oof his past, Abd
grew up in an environment where
we struggled just to survive and |
was not able to have a lot of
things . That motivates me to work

hard so | dondt h
live and | can now get for myself
the things | want

Having been here almost five
years, Abdiel credits Big Apple
with hel ping him define himself.
And says, -t0-Odysealesd a
work has helped me refine my
skills and stay at the head of the
pack as one of Bi
sistent producers

Indeed. Dio Poueri e, General
Manager, says of him:  dWe can
always count on Abdie I. He
maintains consistent results even
in this panicked market . He 8 s
remarkable abilities to work the
numbers with brokers to illus -
trate buy opportunities . His high -
energy, often humoro us personal -
ity is appreciated by  co-workers
and brokers alike. Abdiel has
demonstrated his loyalty not only
to the company but also the
people with whom
a valuable asset

True, some of Ab
arelegendary ,but heds a
one people look to for help. One
profound piece of advice that has
served Abdiel well over the years
and that he shares with others is:
AAttitude is not |
i t ©dsONLWwitehi ng! 6

BIG APPLE CONSULTING USA

Wendy Andrews

You can always find Wendy by
following the soun d of her laugh -
ter to our Accounting Dept. where
she tracks trades and corporate
cash flow each day , and handles
wire transfers and client billing.
l'tds a very r,equpe
ing absolute accuracy and Wendy
has proven herself quite capable.

Cind y Dubreucq, Controller,
tells us, oOoOWendyé®o
organizing and maintaining stock
transaction records andis per-
sistent in her effortst o track and
verify trades. She has a natural

flair for accounting and its infin -
ite detail wo r teful
to have her on ou

With 2 adult children, Wendy
and her husband of 27 years are
oemphnegsterso who
outdoors and can often be found
on camping adventures. Wendy
also goes to school evenings, pur -
suing her natural gift for account -
ing practices; does vol unteer work
at her church and  enjoys the oc -
casional good book or movie or
lounging by the pool at home.

When asked what motivates or
inspires her, Wendy told us, 0Th
love and support of my family in -
spires and motivates me tobeth e
best | can. Also, t he strength of
friends w h o 6ovezcome struggles
intheirlives . | dve | earn
you keep your faith and stay
mentally strong , you will survive
and be able to laugh again. 6

6







