
 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 
 

 Applicants often ask me òWhatõs 

it really like to work at Big Apple?ó  
 I think their curiosity is peaked 

when I give them their nickel tour 

and they  hear laughter and excite -

ment in virtually every room they 

visit.   
 Thereõs a palpable feeling of 

camaraderie and belonging among 

our people, whether they work at 

Big Apple itself or one of its divi -

sions.  Our recent Spring Picnic 

was thick with fun and  family and 
a sense of connection. The pictures 

on page 6 show it.  But how do you 

put those feelings into words?  Iõm 

going to let some of our people tell 

you themselves:  
 òThe executives of BAC and MSI 

really care about the  well being of 

their employees.  Iõve grown so close 

with my bosses and co -workers;  

they truly are my 2 nd  family. ó 
~~~ 

 òBig Apple is a fun plac e to work 

because of the people... There is 

never a dull moment. ó 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 
 

 òYou can see the results of your 

effort ; that adds a degree of satis - 
faction and fulfillment .ó 

~~~ 

 òPeople feed off each otherõs 

energy and here there is such 

posit ive energy, itõs beyond words.ó 
~~~ 

 ò...the Vice President walks out 

and randomly gives us toys. ó 
~~~ 

 òThe people, environment a nd 

management make it a pleasure to 
come to work.  I enjoy waking up 

and starting my day and coming to 

work to see what the day bring s.ó 
~~~ 

 òA very fun and relaxed atmos -

phere, the music, the m anagers. ó 
~~~ 

 òIt is a highly motivated, yet fun 

place.  If you keep your people 
happy, they will keep you happy! ó  

~~~ 

 òItõs fun to work at Big Apple 

because of the people.  There are 

so many different kinds of 
personalities, backgrounds, etc.ó 

Text continues on page 7...  
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òMost people diffuse their 

attention in hundreds of random 

ways. There are those who've 

learned to flow focus their 

attention intentionally upon the 

task at hand.  It really boils 

down to knowing your goal, 

concentrating upon it, remaining 

determined and having the self-

discipline to complete what you 

are doing.ó       --Dick Sutphen 

by Carol Scansaroli, Recruiting Manager  
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Working with Friends and Family  
 
 

  I am often asked about what itõs like to work and 

manage friends and family.  And I always te ll people it has 

its pluses and minuses.  The minuses are of course that 

there is never a family gathering that doesnõt involve work.  
However, I believe the positives far outweigh the negatives 

as long as a few rules are followed:  

 

1.  Work is work, and home is home.  The two should 

rarely mix.  Just because youõre the boss at work 

doesnõt mean youõre the boss at home or when youõre 
with your friends.  My wife tells me this all the time!  

2.  Respect.  There needs to be mutual respect.  This 

means that you have to clearly define the rol es so 

there is no question that when you are giving 

someone a task to do , it is done with no question.  

3.  Honestly assess the abilities of your friends and 
family.  I often see other executives put their relatives 

in positions that they canõt handle.  Just like any 

other applicant, if they canõt do the job, then they 

donõt deserve it. 

 
  There are so many advantages to working with friends 

and family.  The loyalty is priceless and it is real nice to be 

able to positively affect the people  you love.  There is 

nothing sweeter than sharing our achievements with family!  

 

Regards,  

 

 

 
 

Marc Jablon  

President  
Big Apple Consulting USA  
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 There is great news for penny 

stock investors!  

 Pink Sheets ð the Internet -
based provi der of pricing and 

financial information for the OTC 

securities market ð is expanding 

the services it renders broker/ 

dealers, issuers and investors.  

 In May 2007, Pink Sheets will 
begin the process of categorizing 

issuers quoted on their service 

based on financial an d other types 

of verified infor mation a company 

makes public.  
 

Risk y Business  

 Small cap ð or penny ð stocks 

have traditionally been considered 

high risk investments.  

 Aside from low liquidity and 
price volatility of some penny 

stocks, the bi ggest problem 

investors faced has always been 

their lack of transparency.  Itõs 

been almost impossible to find out 
whatõs really going on inside the 

walls of these companies.   

 The SEC doesnõt require much 

information about these companies 

or their financ ials and there  isnõt 

much regulation governing their 
actions.  So, investors are left  

with  very little  information upon 

which to base their investment 

decisions.  

 
A Whole New Ball Game  

 Pink Sheets is changing a lot of 

that with their new system c alled 

OTCQX.  Their objective is to dif -

ferentiate better performing com -

panies from the mass of distressed 
and shell companies that account 

for about 45% of the 8,000 com -

panies they currently list . 

 OTCQX companies do not need 

to comply with all the SEC disclo -

sure regulations and can avoid the 
cost of complying with Sarbanes -

Oxley, a huge expense for a small  

 

 

 
 

 

 

 

 

 
 

 

company.    

 However, the OTCQX company  

must follow generally accepted 
auditing principles and have 

regular audits.  Moreover, it must 

have an i ndependent Designated 

Advi sor for Disclosure (DAD) ð a 
professional gatekeeper  ð reviewing 

everything for accuracy before itõs 
made public.  

 Investors will be able to access 

an OTCQX company õs stock per -

formance and financial data on a 

number of different Web sites , in -

cluding that of Pink Sheets (which 
will use a pink check mark as an 

icon to identify these companies).  

 These OTCQX companies repre -

sent the cream of the crop.  But 

most small cap companies are not 
ready for that hard -earned 

designation.   For  them t here are 

additional Pink Sheets categories . 

From top to bottom  they are: 

Emerging Growth, Adequate 

Information, Limited Information 
(icon = yield sign), No Information 

(icon = stop sign), and Public 

Concern ( icon = skull and  cross -

bones).  

 

 
we reco mmend investors   

visit the pink sheets website  

for full information:  

www.pinksheets.com  

 
 

 Initially, each company will be 
assigned a proposed  category  

(which can be viewed on the 

Company Info page Pink Sheets 

has for each issuer).   

 Then, b eginning Aug ust 1, 

2007, all compan ies will be 
assigned a final category and a 

corresponding icon which will be 

displayed next to the company's 

symbol everywhere it appears on 

the Pink Sheets Web site.  

 
 

More Capital Expected  

To Be Driven Into the  
Small Cap Markets  

 Pink Sheetsõ efforts are expected 

to attract a significant number of 

investors new to the small cap  

markets.  And theyõll be bringing 
money to the table.  Lots of it.  

 Investors have always been 

fascinated with the potentially  
huge rewards  of playing the  
pennies .  The action ð and attrac -

tion ð of the small cap markets is 

unlike that of any other  stock 
market . 
 

High Reward Investments  

 Penny stock companies have 

the ability to grow in ways that are 

simply impossible for large 
companies, ones with a market  cap 

over $1 billion.  A number of p enny 

stocks have been able to double 

themselves again and again ; some 

of them  grow ing  in price by 1,000%  
or more .   

 Mid to large  cap companies just 

canõt produce that kind of per-

formance.   Granted, such st ocks 

can be e xcellent invest ments, but 

to see appreciable gains, investors 
must hold them over a number of 

years.  Not so with penny stocks, 

some of which have created 

millionaires in a relatively short 

period of time.   
 

Expert Advice  

 Both Warren Buffet and Peter 

Lyn ch ð two of Wall Streetõs most 

successful stock pickers ð have 

made a lot of money investing in 
small cap stocks.  They tell us 

what to look for:  

˂  Products with strong consumer 

appeal.  

˂ A sustainable advantage  ð some-
thing difficult to replicate.  

˂ First -rate management . 

˂ Healthy financials  with low debt 

load, steady growth and good profit 

margins.  

˂ Management personally invested 
in the company . 

 Pink Sheets will be making it 

easier than ever for an investor to 

do their due diligence research, 

make informed investment 
decisions, and have great expecta -

tions as to their outcome.  
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The Risks and Rewards of Investing in Penny Stocks  
 



 

 

 
 

 

 

 

 

 
 
 

 Times are changing.  Fast.  For 

any company to grow  and be 

successful, itõs critical to pay close 

attention to the forces moving their 
industry and to anticipate the 
changes and  opportunities that 

could result.  It takes a lot of 

thought and research to get it right 

and, when a company nails it, the 

payoff  can be spectacular.  
 Southern Home Medical Equip -

ment, Inc. is just such a company.  

Based in Spartanburg, SC, 

Southern Home Medical provide s 

home health care services and  
products  including respiratory and 

durable medical equipment.  
 

The òAwakening ó 

 Southern Home Medical grew 

out of what its President, Greg 
Tucker , calls an awakening  in 

early 2005. Greg tells us, òWe woke 

up and t ook  notice of Medicare 

cuts, accreditation, competitive 

bidding and all the other issues we 

faced.ó   
 They also saw five tren ds 

driving significant growth in the 

home healthcare market: an o ver-

loaded healthcare system, r ising 

healthcare  costs, an a ging popula -

tion and, beyond that:  
˂ Increased Internet Usage:   By  

2014,  experts predict upwards of 

90% of all Americans will be abl e 

to get on line from home via ultra 

high -speed networks  linked either 
to their computers or digital TVs.  

The implications for widespread 

use of e -commerce are enormous.  

˂ Easier and More Effective 

Home Care:  Technological ad-

vancements  make remote patie nt 
monitoring  possible.  Thereõs also 

easy-to-use home diagnostic equip -

ment; electronic medical record 

transmittal; 2 -way video systems  

and so much more that help make 
home care a viable and welcome 

alternative to hospital stays.  

 

 

 
 

 

 

 

 

 
 
 

Making It Ha ppen  

 Putting it all together and think -

ing forward, Greg relates, òWe 

realized s mall providers  like us  
would  have more muscle working 

together than apart.   We also 

realized t he best way to make this 

happen was for us to become a 

publicly traded company .  This 
would  allow us to raise operating 

capital, and also allow us the 

ability to merge with or acquire 

single -location operators looking 

for a more effective way to grow 

their business.ó 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 
 

Competing With An Edge  
 Today, as  a publicly traded 

holding company, Southern Home 

Medical has created a unique 

business model that gives them 

numerous competitive advantages 
in a marketplace where change is 

moving like a freight train at full 

throttle . 

 Greg explains, òBy banding 

together, we can draw on e ach 

other's strengths.  And we can 
become more of a player in the 

competitive bidding process.  Each 

has different strengths to help us 

become more successful.  

 òSouthern Home Medical  also 

makes possible purchasing 
discounts, better financing rates 

and acc ess to more labor, equip - 

 
 

ment and other resources, as well 

as the consolidation of billing and 
payroll functions.   In addition, we 

offer the ability to benefit from 

various other synergies includ ing  

centralized billing and accounts 

payable, consolidated  rates on 
financing of equipment, consoli -

dated workman's comp., liability 

insurance, etc. ó 

 He further points out that, 

òWhile most of the administrative 

functions will be centralized, every -
thing to do with patient care will 

remain local.ó 

 Itõs a situation where everybody 

wins , including the customers.  
 

Aggressive Growth  
 On March 16, 2007, Southern 

Home Medical announced that 

they already have 68 separate 

companies interested in becoming 

affiliates.   
 òWe're looking for operators that 

are passionate abo ut patient care, 

have a good reputation in their 

community and a track record of 

success in growing a business on 

their own ,ó Greg tells us.  
 òIn almost every case, these 

companies are well established and 

credible.  The current owners of a 

large majority of these companies 

have over 10 years experience in 
the industry.   In many cases, the 

companies are averaging well over 

$1 million in annual revenues.ó 

 Southern Home Medical also 

recently announced the creation of 

Encore Medical Staffing which will 
put th em into the $12.9 billion 

medical staffing market.  

 Their W eb site is yet another 

potentially huge growth area when 

they expand their e -commerce 
capabilities.  The Web site cur -

rently showcases the Companyõs 

growth strategy, management team 

and extensive p roduct lines for 

current and potential investors . 

 òWith industry trends bolstering 
Southern Home Medicalõs growth 

prospects  and all weõre doing to 

capitalize on th ose trends ,ó Greg 

tells us, òour future is bright and 

there's excitement in the air.ó 
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               Forward  
               Thinking  
 

 
 

 

 

Check out Southern Home Medicalôs website: 

www.southernhomemedical.com 



 
 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 
 

 Ever since the suc - 

cess of the original  
X-Men, Hollywood has  

been bringing our fav - 

orite comic book and  

pop culture characters  

to the silver screen in  

droves.  
 

Summer Blockb usters  

 Typically, Hollywood  

releases their block - 

buster movies ( i.e.,  those  

deemed potentially most  
profitable) over the sum - 

mer  season . This year  

the schedule is packed  

with comic book and pop cul - 

ture icons.  Weõve already seen  
the huge succes s of Ghostrider  
and  300  ð basically a  page by  

page, shot for shot adaptation  

of Frank Miller õs graphic  

novel .  Coming up are:  
 

˂ Spider -Man 3  

˂ Pirates of the Caribbean 3  
˂ Shrek 3  
˂ Pathfinder  
˂ Fantastic Four 2 ð The Rise of  
   the Silver Surfer  
˂ Harry Potter & The Order of the  
   Phoenix  
˂ Transformers  
˂ The Simpsonõs Movie 
 

Insatiable  Fans  

 Once a character ð superhero or 

otherwise ð develops a following of 

loyal fans, Hollywood puts them in 

movie theaters.  Gross ticket sales 

for these films ca n run between 
$100 -$300 million.  And thatõs just 

the beginning!  

 Movie  merchan dising has be -

come big business.  Not only can 

the sale of movie -related products 
generate substantial revenue  ð over 

$16 billion  annually  ð the y can  

also effectively promote fi lms. Typi -

cally, 40 % of movie merchan dise is 
sold before  a film is released.  

 Merchandising spans the gamut  
from action figures to a huge array 

of movie paraphernalia ðincluding 

more comic books and special col - 

 

 

 
 

 

 
 

        lections.  Itõs not  

        unusual for pub - 
        lishers to put out  

        4-6 new comic  

        books each month  

        based on their  

       most popular char - 

       acters.   
      As fans ð or as  

       collectors ð weõre  

       watching those  

       movies (someti mes  

       again and again)  
       and weõre snap- 

       ping up that mer - 

       chandise.  Weõre  

       insatiable.  
 

       Giving Us What  
       We Want  

     As President of Bad Apple  

    Comics, Shawn Schinault is  

    tasked with giving us what   

    we want.  He certainly de - 

  liver s the goods.  Shawn tells  
       us, òWeõll have merchan - 

       dise and related comics to  

     support pretty much all the 

sum mer blockbusters .  Like... 

 ò...the hardcover collection and 
NECA Action Figures for 300 . 

 ò...Spider -Man  3 statues, mini - 

busts and high -end collectibles.  

 ò...huge selections of new 

comics, trade paperbacks, graphic 

novels and more tie -ins coordinat -
ed with the movie releases.  

 ò...Harry Potter, Pirates of the 

Caribbean and many other pop ular 

action figures and movie props. ó 

 He further points out, òWe carry 

a lot of items that are specialty 
shop exclusive s; things you wonõt 

find  in mass market stores.  Itõs all 

about quality and being able to 

fulfill the desires of our customers 

for truly  special, often hard to find 
publications and merchandise.   

 òThatõs why Bad Apple is a great 

resource for gifts.   We offer a huge 

variety of things that would make 

perfect gift s for any hardcore or 

even casual comic s fan .  Our 
stores have become a regula r fun 

desti na tion for  fans and collectors.ó 
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How to Get Out of  
a Speeding Ticket  

 
 
 
 
 A police officer pulled a guy over 
for speeding. ñMay I see your drivers 
license?ò 
 Driver:  ñI donôt have one.  I had it 
suspended when I got my 5th DUI.ò  
 Officer:  ñMay I see the registra-
tion for this vehicle?ò 
 Driver:  ñIts not my car. I stole it.ò 
 Officer:  ñThe car is stolen?ò 
 Driver:  ñThatôs right.  But come to 
think of it, I think I saw the registra-
tion in the glove compartment when I 
was putting my gun in there.ò 
 Officer:  ñThereôs a gun in the 
glove compartment?ò 
 Driver:  ñYes sir.  Thatôs where I 
put it after I shot and killed the 
woman who owns this car and stuffed 
her in the trunk.ò 
 Officer:  ñThereôs a BODY in the 
TRUNK???ò 
 Driver:  ñYes, sir.ò 
 Hearing this, the officer immed-
iately called his captain.  The car was 
quickly surrounded by police, and the 
captain approached the driver to 
handle the tense situation. 
 Captain:  ñSir, can I see your 
driverôs license?ò 
 Driver:  ñSure.  Here it is.ò 
 It was valid.  
 Captain:  ñWhoôs car is this?ò 
 Driver:  ñIts mine, officer. Hereôs 
the registration.ò  
 The driver owned the car.  
 Captain:  ñCould you slowly open 
your glove compartment so I can see 
if thereôs a gun in it?ò 
 Driver:  ñYes, sir, but thereôs no 
gun in it.ò 
 Sure enough, there was nothing in 
the glove box.  
 Captain:  ñWould you mind open-
ing your trunk?  I was told you said 
thereôs a body in it.ò 
 Driver:  ñNo problem.ò 
 Trunk is opened; no body.  
 Captain:  ñI donôt understand it. 
The officer who stopped you said you 
told him you didnôt have a license, 
stole the car, had a gun in the glove 
compartment, and that there was a 
dead body in the trunk.ò 
 Driver:  ñYeah, Iôll bet that big liar 
told you I was speeding, too!ò 
 

www.funny story.cc  
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INSATIABLE DEMAND  
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