
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 A whole new era is dawning on 
Wall Street right now.  The last 
century was one helluva game for a 
lot of people and major fortunes 
were made in the sto ck market.  
That party is now over.  
 

Not So Great Expectations  
 In his Shareholder Letter in the 
2007 Berkshire Hathaway Annual 
Report (published March, 2008) , 
Warren Buffett wrote about the 
realities of todayõs Wall Street: 
 òDuring the 20th  Century, the 
Dow advanced from 66 to 11,497. 
This gain, though it appears huge, 
shrinks to 5.3% when compounded 
annually.  An investor who owned 
the Dow throughout the century 
would also have received generous 
dividends for much of the period, 
but only about 2% or so i n the 
final years.  It was a wonderful 
century.  
 òThink now about this century. 
For investors to merely match that 
5.3% market -value gain, the Dow ð 
recently below 13,000 ð would 
need to close at about 2,000,000 
on December 31, 2099.  We are 
now eight year s into this century 
and we have racked up less than 
2,000 of the 1,988,000 Dow points  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
the market need s to travel in this 
100  years to equal the 5.3% of the 
last  (100 years) é While anything is 
possible, does anyone really b elieve 
this is the most likely outcome?  
 òépeople who expect to earn 
10% annually from equities during 
this century ð envisioning that 2% 
of that will come from dividends  
and 8% from price appreciation ð 
are impli citly forecasting a level of 
about 24,000,0 00 on the Dow by 
2100.ó 
 

Game On  
 A dose of reality like that ð from 
someone who is considered to be 
the most successful stock investor 
ever ð is enough to frost anyoneõs 
pumpkins.  
 However, Buffettõs not one to 
leave people with no hope of 
making big mone y in stocks. He  
and Charlie Munger, his favorite 
crony and BHõs Vice Chairman, 
dished out advice on how to do 
just that at their annual share -
holder meeting this past May.  
 In response to an investorõs 
question asking how he would 
invest differently if he had only a 
few million dollars ð or even a few  

Continued on page 3é 
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S + S = S  
Sweat + Sacrifice = Success  

 
  When times are tough itõs difficult to find the 
motivation to be successful.  Sometimes you feel that 
everywhere you turn there is anoth er obstacle standing 
in your way of achieving your ultimate goal.   
 

  It is during these times  that we need to dig down 
deeper,  work harder and make additional sacrifices to 
achieve our goals.  Most of the time when people think 
about working harder or ma king sacrifices, they think of 
monumental efforts, or going without food or water.  This 
is not what Iõm talking about. 
 

  The extra effort or òsweató may mean making a few 
extra phone calls during your day or coming to work a 
half hour earlier or staying a little later to get your 
òpaperworkó done, leaving the majority of the day to 
focus on sales.  
 

  The òsacrificeó may mean giving up something you 
love for the betterment of your family or career.  I canõt 
tell you how often I cringe when I see people dri nk away 
their paycheck, eat dinner out every day, or take fancy 
vacations while their business and family suffer.  One 
less night out a week could result in a savings of $2600 a 
year.  Now thatõs a healthy paycheck, a monthõs 
mortgage payment, or even an a nnual premium payment 
for a $500,000 term life insurance policy so your family 
has security.  
 

  Good luck in the 4 th  Quarter.  Nowõs the time to 
Make It Happen!  
 
Regards,  

 
Marc Jablon  
President  
Big Apple Consulting USA  
 
 

          
 
 
 

BIG APPLE CONSULTING USA  
280 Wekiva Springs Road #2030  

Longwood, FL 32779  
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BEST GAME ON WALL STREET  
Continuedé 
 
thousand ð to put to work,  Buffett 

advised:   òThink small.  That 

would open up thousands of 
opportunities for youé most of 

them would probably be in small 

stockséó 
 Thatõs powerful advice from a 
man who k nows whereof he talks.  
It ha s been reported a number of 
times that Buffett publicly claims 
he òécould generate returns up -
wards of 50% per year with only $1 
million to place in  micro -cap 
stocks.ó 
 Warren Buffett has told invest -
ors, in so many words, that if you 
want to make some big money in 
the stock market , the micro cap 
market  is the best game on Wall 
Street.   
 Buffettõs Berkshire Hathaway , 
the big institutions and investment 
funds ð none of them can invest in 
the micro cap markets because 
even what th eyõd consider a òsmalló 
investment in a particular stock 
would be huge in comparison to 
what the micro cap markets can 
handle and would control that 
stockõs market.  Small caps are for 
private investor s who can tolerate 
some risk in their portfolios . 
 

Rapi dly Growing Interest  
 In the past seven years, the 
dollar volume of stock traded on 
Pink Sheets ð the leading electronic 
quotation and trading system in 
the over -the -counter (OTC) securi -
ti es market ð has grown ten fold.  
 Whatõs even more interesting is 
th e fact that having traded over 
$160 billion in securities in 2007, 
Pink Sheets has grown to become 
the third largest equity trading 
venue in the U.S.  (NASDAQ and 
the NYSE are the two largest.)  
 

Greed vs . Logic  
 Some people have a negative 
opinion of Pink  Sheet and OTC 
Bulletin Board stocks.  Either 
theyõve lost money investing in 
them or theyõve heard of someone 
else who did.  Invariably, such in -
vestors were attracted to the 
money -making potentials of the 
stock.  Greed will often trump 
rational thinking and when that 
happens, people end up investing  

 
 

in companies of which they know 
nothing.  Then when they lose 
money, they blame it on the stock 
and not the fact that they leapt 
before  they looked.  
 Statistically, only 5% of all 
small cap companies achie ve ex-
plosive growth and take their in -
vestors on one helluva profitable 
ride.   Another 5% merge with or 
are bought out by another com -
pany and can be very good invest -
ments in their own right.   The 
small caps that behave badly are 
the remaining 90%; and t he obvi -
ous trick is in trying to avoid them 
ð something thatõs gotten a lot 
easier in the last couple of years.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Increased Transparency  
 One of the key factors driving 
investment dollars into the small 
cap market ð aside from Internet 
access to information ð is Pink 
Sheetsõ new system for categorizing 
every company trading stock on it 
by the type of financial and other 
corporate information made public.  
 Based on the philosophy that 
òcompanies are known by the com-
pany they keep,ó the new system 
simplifies due diligence research 
and helps brokers and investors 
better evaluate risk levels and spot 
the diamonds in the rough.  
 OTCQX companies represent 
the best of the lot.  Most Pink 
Sheets traded companies are not 
ready for that hard -earned desig-
nation.  For them, there are 
additional categories ranging from 
òCurrent Informationó and òLimited 
Information,ó down to òNo Informa-
tionó and those stocks categorized 
as òCaveat Emptoró (i.e., òBuyer 
Bewareó). 
 

Digging f or Diamonds  
 Investing in sma ll caps requires 
a different mindset and different 
rules from investing in mid and 
large cap stocks.  Some of the best 
techniques for finding great small  
companies to invest in come from  

 
 

paying atten tion to what Warren 
Buffett and Peter Lynch ð another  
Wall Street legend ð say and do 
when they are digging for small cap 
diamonds : 

[1 ]  Determine your risk tolerance.   
[2 ]  Determine how much time you 
can devote to  your  investments.  

[3 ]  Do your homework first; read 
everything you can and know 
exactly what  youõre dealing with. 

[4]   Look for companies that:  
˂ Have products or services with 
strong consumer appeal;  
˂ Have first-rate management;  
˂ Have fundamental strength ð a 
healthy cash flow,  low debt load, 
good profit margins and assets;  
˂ Are fast growers ð showing a 
steady growth of 20 -30% a year 
(but donõt shy away from slower 
growth comp anies selling well 
below value);  
˂ Have a sustainable advantage ð  
something difficult for a competitor 
to replicate ð like:  
  (a) a unique, highly successful  
  business  model; or,  
  (b) proprietary technology that  
  outperforms that of the compe - 
  tition; or,  
  (c) being the first mover ð getting  
  out in front of a major trend and  
  having an unbeatable lead; or,  
  (d) h igh switching costs  for cus - 
  tomers to chang e to a competing  
  brand; or,  
  (e) economies of scale giving the  
  company buying power with the  
  savings passed to customers;  
˂ Have managements with signifi -
cant investment in the company ;  
˂ Have stock buybacks ð the best 
way to reward its investors;  
˂ Have stock that trades below its 
intrinsic value ð perhaps the most 
difficult determination to make 
when judging a small cap stockõs 
feasibility, and the most important;  

[5]   Buy what you understand ð 
only invest in industries you know 
about and regularly study.   
[6]   Diversify ð what matters most 
is how your whole portfolio  per -
forms.  Even Lynch admits that, 
going in, he never know s which of 
his investments will  rise five or 10 
times in value.  

[7]  Invest for the long run.   Gener -
ally, plan on holding sound com -
panies for an average of three  

Continued on page 4é 
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BEST GAME ON WALL STREET  
Continuedé 
 

years.  The best time to sell shares 
of a truly superior small company 
is almost  never . 

[8]   Buy well.  Get in w hile theyõre 
small ð thatõs how investors make  
millions on their small cap invest -
ments . 
 Lynch sums up his investment 
philosophy  on this point,  òThe 
earlier you get in,  the more doubles 
and triples you stand to benefit 
from.  Plus, thanks to the miracle 
of compounding, the profits can be 
dramatic.  So get in when they're 
small ð when most of their explo -
sive growth is still ahead  of them.ó 
 On the same subject, Buffett 
says, òMost people get interested in 
stocks when everyone else is.  The 
time to get interested is when no 
one else is.   You canõt buy what is 
popular and do well.ó  
 And:  òNever count on making a 
good sale.  Have the purchase price 
be so attractive that ev en a 
mediocre sale gives good results.ó 

[9]  Donõt take cues from price 
action.   Buffett says, òThe dumbest 
reason in the world to buy a stock 
is because itõs going up.  Investors 
should focus on what the asset is 
going to do ð thatõs value investing.  
Speculators focus on what the 
price is going to do.ó  And that just 
doesnõt work with small caps. 

[10]   Know when to fold.   Invest 
with your brains  and  never get 
attached to a stock.  Sell when:  
˂ The basic business or industry 
has changed in ways that make 
you lose confidence; or,  
˂ The stock becomes overvalued 
and you feel future performance 
will be weak; or,  
˂ The stock has underperformed  ð 
sell your mistakes ; or,  
˂ You want to take profits.  
 

Game On  
 Warren Buffett has ushered us 
into a new era with his p rognosti -
cations about the party being  over 
for those playing the Dow.  
 And he also tells us that if we 
want to make some serious money 
in stocks, to òthink smalló because 
thatõs where the opportunities lie.  
 Today, the small cap market is 
the place to fi nd diamonds and itõs 
the best game on Wall Street.  
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     Two hunters got a 

     pilot to fly them into  

    the far north for elk  

    hunting.  They were  

    quite successful in their  

    venture and bagged six  

    big bucks.  

 

 

 

 

 

 

 

 

 

 As arranged, the  

pilot came back to  

pick them up. They  

started loading their gear into the 

plane, including the six elk. But the 

pilot objected and he said, "The plane 

can only take four of your elk; youõll 

have to leave two behind." 

 They argued with him: òLast year 

we shot six and that pilot allowed us 

to put all of them aboard.  The plane 

was the same model and capacity as 

yours, too.ó  

 Reluctantly, the pilot finally 

permitted them to put all six aboard. 

But when they attempted to take off 

and leave the valley, the little plane 

could not make it and they crashed 

into the wilderness.  

 Climbing out of the wreckage, one 

hunter asked the other, "Do you know 

where we are?"  

 "I think so," replied the other 

hunter. òThis is about the same place 

where we crashed last year!" 
SOURCE:  http://www.gr8jokes.com 

 

 

Famous Writer  
 A visitor to a certain college paused to 
admire the new Hemingway Hall that had 
been built on campus.  "It's a pleasure to 
see a building named for Ernest 
Hemingway," he said. 
 "Actually," said his guide, "it's named 
for Joshua Hemingway. No relation." 
 The visitor was astonished. "Was 
Joshua Hemingway a writer, also?" 
 "Yes, indeed," said his guide. "He wrote 
a check."               SOURCE:  http://www.gr8jokes.com 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 British secret agent, James Bond 

walked into a lounge in the Monte 

Carlo Casino and sat next to a 

beautiful, exotic woman at the bar. 

 He made an obvious gesture to 

look at his gold wristwatch.  

 The woman noticed this and 

asked, "Your date running late?"  

 "No," answered Bond. "I was just 

given this state-of-the-art watch by 'Q' 

and I'm field testing it."  

 "What does a special watch like 

that do?" the woman asked. 

 "It talks to me telepathically," he 

explained.  

 Clearly intrigued, the woman 

asked, "Whatõs it saying to you now?"  

 Bond looked her in the eye and 

said, "It says that you are making 

mad, passionate love with me."  

 "Your special watch is obviously 

not working as weõre obviously not 

doing what it says!" the woman 

informed him.  

 Tapping the face of the watch 

with his index finger, Bond muttered, 

"Bloody thing is running an hour 

fast!" 
SOURCE:  http://www.alltooflat.com 

 

ęGrowing old is 

mandatory, but  

growing up is  

optional.Ě           §Anonymous 

 

http://www.gr8jokes.com/
http://www.gr8jokes.com/
http://www.alltooflat.com/
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Stacy Kirby  
 

 òStacy is a great asset to the 
company.  We can always rely on 
her to give her best at every task 
sheõs given.  Sheõs a great team 
player, has a contagious positive 
outlook on life, an enviable work 
ethic, and phenomenal organiza -
tional skill s.  Her dedication and 
loyalty are unequaled  and s heõs 
someone who never lets us 
down.ó said  Ann McGinnis, BACõs 
office manager.  
 As Administrative Assistant, 
Stacy has varied responsibilities ð
ranging from front desk to sup -
porting our managers and Reps ð
and is often called upon for 
special projects.   
 On a personal level, Stacy is 
dedicated to her two children . 
Daughter Alyssa  òéis 14 going 
on 25; sheõs a mini-me all the 
way,ó Stacy tells us.  Of her son, 
Devontae, age 10, she says, òHeõs 
our comediané thereõs never a 
dull moment with him.ó 
 Of B AC, Stacy says, òWhat I 
like most about the company is 
its people.  Sometimes the going 
can get tough but everyone sticks 
together like a family.ó 
 Stacy is attending SCC work -
ing toward a paralegal degree and 
hopes to use her knowledge here 
at Big Apple.   
 Also, Stacy is one heck of a 
nice lady and a good friend to all 
of us  at Big Apple .  Sheõs deeply 
appreciated.  
 

Retorts  
 

 A young couple drove several 

miles down a country road, not 

saying a word. 

 An earlier discussion had led 

to an argument, and neither 

wanted to concede their position. 

 As they passed a barnyard of 

mules and pigs, the husband 

sarcastically asked, "Are they 

relatives of yours?" 

 "Yes," his wife replied. "I 

married into the family." 
 

SOURCE:  http://www.gr8jokes.com 
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James Hellwarth  
 

 This is the fourth  time James 
has been recognized with this 
honor.  Say s Dio Pouerie, General 
Manager, òOnce again he has 
proven his ability to perform and 
sustain production  excellence .  
James  is a leader on the floor 
with regards to the revenues he 
generates for the business , some-
thing thatõs highly  valued here.ó  
 James i s a man of great depth 
and at every level he becomes 
more and more interesting as a 
person ð and someone we can all 
learn from.  Heõs sets no limits on 
himself.  He has his daily and 
weekly goals and, upon reaching 
them, tells himself he can do 
better yet.    
 One of his many personal 
assets is the ability to focus on 
the task at hand or the broker 
heõs talking with ð leaving  his 
cares outside  and not allowing 
anything to distract him .  He 
works hard to maintain consist -
ency with his work flow and 
output. In  the two years heõs been 
with BAC, James has built strong  
professional relations hips with 
the brokers he serves; t hey 
respect him and trust his word.  
 Of our company , James says, 
òI love the people at Big Apple ; 
they make it what it is.  There are 
a lot of  geniuses and high caliber 
people here and I learn from them 
all.  This is a place where we have 
unlimited opportunities  to grow. ó 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 Someone gave the four year old 

toddler a little tea set as her birthday 

present, and it was one of her 

favorite things to play with.   

 Her father was in the living room 

engrossed in the evening news when 

she brought him a little cup of tea, 

which was just water, of course.  

 After several cups of her tea and 

lots of praise for such yummy tea, her 

Mom came home.  Her Dad had her 

wait in the living room to watch his 

little Princess bring him a cup of tea, 

because it was, he said, "Just the 

cutest thing!"  

 The Mom waited and, sure 

enough, the little Princess came 

down the hall with a cup of tea for 

her Daddy.  

 Her Mom waited as he drank it 

and then said, "Did it ever occur to 

you that the only place a toddler like 

our daughter can reach to get water 

is the toilet?"  
SOURCE:  www.gr8jokes.com 

http://www.gr8jokes.com/


 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 Rapid growth opportunities 
accrue to those companies whose 
management has the foresight to 
spot an eme rging trend early and 
prepare  the company to make the 
most of riding that trend.  
 With public companies, i nvest -
ors can  hitch a ride on that trend 
as well .  And, if the companyõs 
stock just happens to be traded on 
the small cap markets, investors 
also hav e the potential for huge 
payouts unlike anything bigger 
companies are able to produce 
today.   Investors face two major 
hurdles in finding opportunities,  
like this:   

[1]   Finding just such a small  
cap company thatõs got the  
wherewithal to make it happen ; 
ride the trend; be flexible to  
adapt to developing changes in  
the market as it matures; and, 
grow to a position of owning a  
big chunk of market share.   

[2]   Finding that company early  
in the game ð well before the  
rest of the Street ð so they can b uy 
stock at awesomely low prices.  
 A new Big Apple client ð ER 
Urgent Care Centers, Inc. ð fulfills 
both requirements for investors.  
 

All The Right Moves  
 Due diligence research on ER 
Urgent Care Centers reveals that 
its management team has wisely 
position ed the company to effec -
tively compete in an industry with 
some big players by setting itself 
apart from them with its :   
˂ Better staffing  ñ while patients 
at most walk -in clinics are seen by  
nurses or physicianõs assistants, 
each ER Urgent Care Center is  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

staffed with at least one licensed 
physician  and, of course, a full 
team of nurses, technicians, th era-
pists and administrative people.  
˂ Ability to treat a wide r  range of 
ailments and needs  ñ most 
clinics are good for treating colds, 
the flu, sprains and other simple 
things.  ER Urgent Care Centers go  
far beyond such basics.  Theyõre 
equipped to treat  a broad range of 
non -life threatening injuries; pro - 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
vide pain management, physical 
therapy and rehab services; HIV, 
cancer, hormone, cell and immune 
therapies; as well as other types of 
medical care for ambulatory 
patients with diverse need s.  X -Ray 
and clinical lab facilities are avail -
able in most Centers as well.  
˂ Low cost medical services  ñ 
with the cost of visits running less 
than half that of hospital emergen -
cy rooms, ER Urgent Care Centers  
offer an attractive alternative for 
patients, employers and health 
insurers.  The Centers also offer 
special programs for  qualified low -
income earners without any type of 
medical insurance .  And, through  

 
 

its strategic alliance with Cinergy 
Health , the Centers  make afforda -
ble coverage available  to uninsured 
patients  and their families .  
˂ Cost efficiencies  ñ incorporat -
ed into its business model, ER 
Urgent Care Centers have made 
great efforts to maintain low oper -
ating costs so it  can pass the 
savings on to its patients and still 
maintain its profit margins.  The 
Company does this with a dvanced 
billing technologies to spee d cash 
flow cycles and cut cost s; central -
ized purchasing from one supplier  
ð creating a whopping 40% savings 
overall ; strategic relationships with 
several laboratories to efficiently 
analyze  test samples, maintain 
consistent quality, and get it all 
done a t significantly discounted 
rates; and outsourc ed billing ð one 
of the most complex and time 
consuming chores for any 
company dealing with insurers . 
˂ Effective business model ñ 
having spent a number of years 
perfecting its business model, the 
Company has  received industry  
     recognition for its cost effective - 
     ness and the many benefits it  
     provide s patients and their  
     communities . 
 ˂ Greater convenience for  
 patients  ñ Centers are open  
 365 days a year, 7 days a week , 
 for  12 to 15 hour s per day , de- 
 pending on local needs.   Wait  
 time s are usually less than  15  
 minutes.   The Company also  
 introduce d patient ID cards; a  
 greatly appreciated time -saver.  
 ˂ Aggressive pursuit of local 
visibility and use of Centers  ñ 
ER Urgent Care Cen ters each w ork 
with local schools , businesses, and 
organizations to provide necessar y 
employment related physicals and 
testing , school related physical 
exams , immediate medical aid for 
work -related and  sports injuries, 
immunizations  and geriatric care .  
 Centers have found that w hen 
one family member becomes a 
patient, the whole family  often 
follows for their individual medical 
needs.  
˂ Strategic planning  ñ which 
includes opening  new Centers 
nationwide as well as in major air -
ports around the country  to serve  
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the millions of travelers trafficking 
through as well as airport workers . 
 Research on ER Urgent Care 
Centers and its indust ry show that 
even with bigger and better funded 
national competitors, management 
has done a remarkable job and 
made some very smart moves to 
create a strong foothold in its 
market.  The Centers passed the 
quarter million patient milestone in 
January and ar e now on the fast 
track for rapid growth.   
 
 
 
 
 
 
 
 
 
 
 
 

Growth  Drivers  
 The trend being ridden by ER 
Urgent Care Centers is gathering 
strength and is driven by:  
[1] Consumers wanting high 
quality medical care at lower cost 
and without having to wait for i t; 
[2] Insurers and employers wanting 
to keep costs to a minimum;  
[3] Overwhelmed hospital emer -
gency rooms unable to serve the 
rising demand for non -critical but 
urgent medical attention;  
[4] Graying America with its many 
millions of post -War baby boome rs 
entering retirement and having age 
related medical needs; and,  
[5] Our countryõs dire need for 
health care reform and solutions 
that are still a long way off.  
 

Billion Dollar Industry  
 ER Urgent Care Centers makes 
its money primarily on its fee -for -
serv ice compensation ð averaging 
$125 per standard patient visit . 
 Industry revenues in 2006, as 
reported by the U.S. Census 
Bureau, was a whopping $647 bil -
lion fr om ambulatory health care 
services and another $74 b illion  
from outpatient care centers .   
 The numbers are steadily 
growing by as much as 8 -10% a 
year and, with the corresponding 
growth in upwardly trending 
demand for the kind of premier 
health care services ER Urgent  

 
 

Care Centers provides the com -
munities it serves, the company is 
well position ed to grab a sizeable 
chunk of this humongous market.  
 
Focus on Shareholders  
 Critical to ER Urgent Care 
Centersõ success is its ability to 
attract new investors  ð necessary  
to create the capital for  fund ing  its 
growth .  To that end, the company  
is c urren tly in the process of ex -
changing shareholdersõ common 
stock for its newly created pre -
ferred stock.  
 The Company also r ecently 
hired a well seasoned, heavy -
hitt ing attorney with an SEC back -
ground to serve as itõs General 
Compliance Counsel .  He is  tasked  
with overseeing all corporate gover -
nance activities  and has already 
advanced ER Urgent Care Centers 
up to  full reporting status  on Pink 
Sheets .  The Co mpanyõs next 
objective is to advance to trading 
on the OTC Bulletin Board.  
 

Big Plans  
 Since the C ompan y opened its 
first Center eight years ago, it  has 
effectively raised the bar on the 
scope and quality of professional 
walk -in urgent care medi cal 
services.  That the C ompany has 
passed the quarter million patient 
mark, underscores consumer need 
for its ser vices. 
 ER Urgent Care Centersõ strong  
management team has proven the 
efficacy of its business model .   
Theyõve also proven the  Companyõs 
strength and that it has the where -
withal to open ER Urgent Care 
Centers all across the country as it 
rides  this indus try trend ð along 
with its shareholders ð and cap -
ture s a significant share of its 
market.  
 To accomplish this, ER Urgent 
Care Centersõ growth strategy is 
focused on continuing to capitalize 
on its outstanding business model.   
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trading symbol:  ERUC  
 

For more information, go to their Web site: 
 

http:// www.erucc.com 

 
 

 
÷ California currently uses more gaso-

line than any country in the world (ex-

cept the U.S. as a whole)?  Its 20 

billion gallon gasoline and diesel habit 

is greater than Chinaõs! 

÷ More babies were born in the U.S. in 

2007 than were born at the height of 

the original Baby Boom (1946-1955)? 

÷ Graphene, first introduced in 2005, 

has proved to be the strongest 

material ever tested?  One atom thick, 

it is made up of carbon and hydrogen 

arranged in a chicken-wire-like mesh.  

Graphene transistors proved they can 

take the heat and will be used in 

future ultrafast microprocessors. 

÷ A flea can jump 350 times its body 

length in one leap, which is the equiva-

lent of a human jumping the entire 

length of a football field? 

÷ A galactic year is 250 million earth 

years which is based upon how long 

physicists and other scientists agree it 

would take us to travel around the 

entire Milky Way?  

÷ Bamboo plants can grow up to 36 

inches in a single day? 

÷ Google reports averaging more than 

200 million search queries daily? 

÷ The only three countries who did not 

adopt the international system of units 

as its primary system of measurement 

were Myanmar, Liberia and the U.S.? 

÷ If you yelled for 8 years, 7 months 

and 6 days, you would have produced 

enough sound energy to heat one cup 

of coffee?  (Hardly seems worth it.) 

÷ A catfish has over 27,000 taste 

buds?  (Makes you wonder what could 

be so tasty on the bottom of a pond!)  

÷ Mosquito repellents don't repel? 

They hide you. The spray blocks the 

mosquito's sensors so they don't know 

you're there.  

÷ A Boeing 747s wingspan is longer 

than the Wright brother's first flight? 

÷ The Library at Indiana University 

sinks over an inch every year because 

when it was built, engineers failed to 

take into account the weight of all the 

books that would occupy the building? 
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      BIG APPLE WORLDWIDE  &  
      BIG APPLE WALLCOVERING  
 Neal Jablon, President of Big 
Apple Worldwide and  its wholly -
owned subsidiary, Big Apple Wall -
covering,  tells us, òNew and 
exciting things are happening at 
BAW.  
 òWe are proud to announce the 

start of a new division  ð Big Apple 

Architectural Glass  ð which will 
provide the interior and architec -
tural desi gn industr ies with a com -
plete line of high quality laminated 
decorative glass .   
 òThe full scope of Big Apple 
Architectural Glassõ product lines 
includ es glass countertops, over -
sized tile s and wall panels.  Our 
exquisite glass countertops are 
laminated  and will compliment any 
décor.  We can even undermount 
sinks in order to produce a flaw -
less finished pro duct.  
 òThe products our new division 
offers are a sleek  alternative to tile 
and stone.  Clients all love the 
reflective properties that our glass 
pro ducts offer .  They also appre -
ciate the incredible durability of 
our products.   Many decorative 
glass products on the market are  
made of a  single layer  and are so 
fragile , they usually require the  
expensive  services of an experi -
enced glazie r.  Customers g et 
discouraged from even trying the 
benefits good quality glass 
products offer.  Big Apple Architec -
tural Glassõ tiles are laminated, 
which not only protects the ir  color , 
it also  ensures their longevity  and, 
just as important, greatly simpli -
fies the insta llation process.  
 òBig Apple Architectural Glass 
offers a pallet of 16 beautiful colors 
and textures in 12 different sizes ð
ranging from 3Ĵó x 11Ĵó to 17Ĳó x 
35Ĳó.  The square foot prices 
range from $16 - $25 depending 
upon the finish.  
 òFor projects re quir ing  more  

 
 

custom design applications, Big 
Apple Architectural Glass offers 
glass panels which are incredibly 
dramatic.  Our laminated specialty 
glass incorporates unexpected 
textures such as grass cloth, 
antique mirrors, corks, micas, 
graphics and fo ils.  These virtual 
works of art can be used for both 
wall and furniture application s.  
 òPlease take a few moments to 
review the Big Apple Architectural 
Glass product inf ormation on our 
Web site:  

www.biga pplewallcovering.com  
and call us for further  information.  
 òOur other great news is that 
weõve also signed a licensing agree -
ment with Christian Riese Lassen.   
Lassen Art is world renowned for 
its original painting s of nature 
scenes, especially seascapes  fea-
turing d olphins.  A line of their 
beautiful murals, borders and 
wallcovering s will be offered.  
 òLast ð but not least ð MSIõs 
Web Development team has done a 
great job in finishing the necessary 
software  for  e-commerce web solu -
tions for wallcovering and related 
products.  This will be available to 
our NO MORE BOOKS® kiosk cus -
tomers in the immediate future. ó 

 
 

      BIG APPLE  

      INTERNATIONAL REALTY  
 BAIRõs CEO, Bill Peterseim, re-
ports, òWhile the media continues 
to downgrade real estate market s 
nationally, we just keep grinding 
out new business.  Big Apple Inter -
na tional Realty has two probable 
sales pending as we write this in 
mid -August. Orlando Rental Store 
has 50 properties under contract, 
35 with active Management Agree -
ments and only 15 v acant. ORS is 
generating daily business as more 
and more frustrated home owners 
look to us for solutions in finding 
viable tenants for their properties.  
 òAt this moment, we are in talks 
to acquire a presence in another 
county where weõve determined 
there to be limited competition and 
are negotiating office space there. 
That particular location, if closed, 
should spur considerable Property 
Management business for us.  
 òAs CEO and Chief Managing  
Partner of the Big Apple Holdings 
Florida, LLC , I  recently met  with  
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DRILLING  
 

 òPresident Bush announced lifting 

restrictions and stated that oil com-

panies can now drill anywhere.  His 

pronouncement is not to be confused 

with that of President Clinton who 

was the first to lift the executive ban 

on drilling in the Oval Office.ó 
 

ñThanks to Jay Leno 

 

    ñDonôt judge those who try  

 and fail, judge those who fail  

 to try.ò               ðAnonymous 

 
 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 A man was driving home when he 

was pulled over by a patrolman for 

having a broken blinker.  The cop 

looked into the guyõs car and saw a 

collection of knives in the back seat.  

 "Sir," the cop asked, "why do you 

have all those knives?"  

 "They're for my juggling act," the 

man replied. 

 "I don't believe you," said the cop. 

"Prove it."  

 So the man got out of his car and 

began juggling the knives.   

 At the same time, another car 

with two guys in it drove by.  "Man," 

said the first guy, "I'm sure glad I quit 

drinking!  That new sobriety test 

looks really hard!"  
SOURCE:  http://jokes.comedycentral.com 
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