
 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 
 

 People are often astounded to 

learn that the second richest man 

in the world, Warren Buffet, loves 
to invest in penny stocks and that 

heõs made millions from them.   

 Peter Lynch, one of Wall Streetõs 

favorite investment gurus, is 

another one whoõs been very, very 
successful with his penny stock 

investments; also  ma king  millions . 

 Both men generously  

share their insights and 

methodology for picking  

winners and  helping in - 
vestors like the rest of us  

make some money play - 

ing the pennies.   
 

The Purpose of the  

Stock Market  
    Almost every major corp - 

oration started as a small  

business and  grew to be- 

came a  financial behemoth.  

Apple Computer started in a  
garage; Wal -Mart began life  

as a little store in Arkansas; 

McDonaldõs was a small burger 

joint  owned by two brothers; Dell 

Computer was launched in a 

college dorm room.  
 Often the biggest hurdle entre -

preneurs face is raising the capital 

necessary to fund their companyõs 

growth.  Theyõve usually got two 

options: taking out a loan from a  

venture capitalist or a bank or sell -
ing part of their business to 

investors.   

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 
 

 This second recourse --  selling  
shares  ð is the whole basis f or the 

existence of a stock exchange.  It 
creates a market where ownership 

in corporations is literally on the 

auction block and is sold in little 

pieces to the highest bidders.  

 Marc Jablon, President of Big 

Apple Consulting  USA, is exp erienced   
in helpin g small business owners 

raise this kind of capital.  He says,   

òA small business that can demon- 

    strate the discipline to utilize  

    investment dollars for growth,  
  can raise a considerable  

  amount of capital.  Sophisti - 

      cated investors ca n look at  

      a balance sheet and in - 

   come  statement to deter - 

      mine if management is  
       utilizing its equity to  

       acquire assets, increase  

      sales, and reduce debt.  
     This is  what we call good  
   dilution .ó 
 

     Pennies Be having Badly  
     Some people have a  

negative opinion of penny stocks.  

Either theyõve lost money investing 

in them or theyõve heard of some-

one else who did.   
 Invariably, such investors 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  
Continued on page 3...  
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òKeep away from people who 

try to belittle your ambitions.  

Small people will always do 

that, but the really great make 

you feel that you, too, can 

become great.ó 
---Mark Twain 

 

òThe tragedy of life doesnõt lie 

in not reaching your goal.  The 

tragedy lies in having no goal 

to reach.ó 
---Benjamin Mays 
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Assets!  
 

  Iõm often surprised when I see how people spend their 

money.  While Iõm not a financial planner, I do feel I can 
offer some basic advice.   

  First, buy assets.  The majority of your money should 

be invested into appreciating assets, real estate, equity, 

money market funds , etc., and not used for dinner out, 

drinking, expensive clothes and new cars.  

  Second, make sacrifices.  Iõm shocked when people 
wonõt participate in a company 401K plan where the 

employer will match funds invested.  Skip one meal out per 

week, and you will  pay for your 401K.  Plan a birthday party 
for your kid at a local park for free , then put the money you 

save in a savings account for your child, or in a college 

fund.   Donõt buy a new car.  It depreciates as soon as you 
take it off the lot.  If you are i n a position where you can 

write off the expense, lease the car.  Buy used vehicles.  

Nothing says òstupidó like someone driving around in a 

brand new Honda Civic with thousand dollar rims and a 

thousand dollar sound system.  That same person needs to 
borr ow money to pay for lunch.  

  Third, use your home equity to buy more real estate, 

rather than pay for expenses.  Purchase a condo, rather 
than rent.  Invest in your  education, which will improve 

your earning potential.   

  Finally, learn to run your person al finances like a 
business.  Know your personal balance sheet.  Year after 

year, the asset side of your balance sheet should increase in 

value.  Just like a business, when you spend money, it 

should be to decrease your debt and increase your assets.   

  Good luck, and donõt be afraid to ask the advice of a 

professional Certified Financial Planner.  
 

Regards, 

 

 

 
Marc Jablon  

President  

Big Apple Consulting USA 
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PLAYING THE PENNIES  
Continued  from page 1 ... 
 

they know nothing.  Then, when 
they lose money, they blame it on 

the stock and not the fact that they 
leapt before  they looked.  

 The rea son Buffet, Lynch and so 

many other investors love the 
pennies is that they are the only 
stocks  that can make the really big 
moves.  Lynch calls them the ten- 
baggers ð stocks that grow in price 

by 1000% and more.  Blue chips 

canõt do that.  Their glory days are 

over for that kind of play.  Not all 

penny stocks can do it either.  Far 
from it.   

 Statistically, only 5% of all 

penny stocks attain such explosive 

growth.  Another 5%  merge with 

or are bought out by another 

company (they can be very good 
investm ents in their own right).  

 The pennies that behave badly 

are the remaining 90%; and the 

obvious trick is in trying to avoid 

them.  
 

 

ñRisk comes from not knowing what 
you're doing.ò        --Warren Buffet 

 
 

The Best Time to Invest  

 As reported in our May news -
letter article, òGreat Expectation$ ,ó 
Pink Sheets ð the Internet -based 

provider of pricing and financial 

information for the OTC securities 

market under whose auspices 

penny stocks trade ð has instituted  

significant changes to help reduce 
the risks i nherent with small cap 

stock investments.   

 Marc Jablon enthusiastically 

endorses Pink Sheetsõ efforts and 

adds, òOver the entire history of 
stock trading, there has never been 

a better time to invest in penny 
stocks than right now .ó 

[Visit the Pink Sheet s Web site for full 
information.    www.pinksheets.com]  

 

How They Do It  

 Culled from their books and 

interviews, here are the penny 

stock investment techniques that 

have made millions for Warren 

Buffet and Peter Lynch:  
 

1.  Determine risk tolerance.   

 How  much can you comfortably  

 

 

afford to invest in penny stocks 
and still sleep soundly at night?   
 

2.  Determine time availability . 
 How much time can you devote 

to researching and watching your 

investments?  
 

3. Do homework beforehand.  

 The more you know a bout a 

potential investment, the better 

your chances for success.  Buffet 

recommends reading The New York 
Times daily, along with everything 

you can find on a prospective 

investment, including financials, 

SEC filings, press releases, Web 

sites and manageme nt interviews.  
Research the industry and com -

petitive landscape and learn every -

thing you can about the companyõs 

products or services.  
 

4. Be patient.  òFools rush in... ó 

 Buffet says, òI will only swing at 

pitches that I really like. ó  

 Lynch says, òYou have plenty of 
t ime ; d on't be in a rush . Look at 

plenty of stocks, but be patient. ó  
 

5. Look for companies that:  

˂ Have products with strong 

consumer appeal.  

˂ Have first -rate management .  The 

force that creates a  superior   
penny stock i s essentially people.  

Visionary leaders have always been 

behind the best companies.   

Listening to conference calls is one 

of the best ways to get to know the 

management of a company.  
˂ Have fundamental strength ð- a 

healthy cash flow,  low debt load; 

good profit margins; an d assets.  

˂ Are fast growers, showing a 

steady growth of 20 -30% a year 

(but donõt shy away from slower 
growth companies selling well 

below value).  

˂ Have a sustainable advantage  ð 

something difficult for a competitor 

to replicate ð like:  
(a) a unique, high ly successful 

business model; or,  

(b) owning proprietary technology 

that outperforms competition; 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 change to a competing 

brand; or,  

 

 

(e) economies of scale giving the 
company buying power with the 

savings passed down to customers. 

 Whatever the advantage is, it 

must be sustainable.  Buffet likens 

such advantages to a moat around 

a castle acting as a barrier thwa rt -
ing competitorsõ entry. 

˂ Have managements with signi -

ficant investments in the company ; 

they will have a greater tendency to 

think and act as an investor.   
˂ Have stock buybacks ð the best 

way a company can reward its 

investors.  

˂ Have stock that trades below its 

intrinsic value.   Perhaps the most 

difficult determination to make 
when judging a penny stockõs 

feasibility, and the most important.  
 

6. Buy what you understand.   

 Only invest in industries that 

you know about and regularly 

study.   
 

 

"Success in investing doesn't  
correlate with a personôs level  
of intelligence.  What you need  
is the temperament to control  

the urges that get other people  
into trouble in investing." 

         --Warren Buffet 
 
 

7. Diversify.  

 What matters most is how your 
whole portfolio  performs.  Even 

Lynch admits that, going in, he 

never knows which of his invest -

ments would rise five or 10 times 

in value.  
 

8. Invest for the long run.  

 On this topic, Buffet has said he 

"... favor s businesses and indus -
tries unlikely to ex perience major 

change.  The reason is simple: We 

are searching for operations we 

believe will possess enormous com -

petitive strength 10 or 20  years 
from now. A fast -changing industry 

environment may offer the chance 

for huge wins, but it precludes the 

cert ainty we seek."  

 Generally, plan on hold ing  

sound companies for an average of 
three years .  The best time to sell 

shares of a truly superior small 
company is almost  never . 

Continued on page 11...  
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 While some companies might be 

afraid to take the leap into hiring a 

company to conduct their business 

development, the logic behind the 

service could change any CEOõs 
mind.   

 Traditionally, business develop -

ment includes a number of 

techniques designed to grow both 

small - and medium -sized com -

panies .  Such techniques include, 
but are not limited to: assessments 

of marketing opportunities and 

target markets, intelligence 

gathering on competitors and 

customers, proposal writing and 
business model design.  

 The core of business develop -

ment is the abili ty to evaluate a 

business and determine what other 

things it might do to realize its full 

potential.  
 Other components include 

using marketing, sales, informa -

tion management and customer 

service to grow a business.  

 For a company to be able to 
withstand  competitors, as well as 

changes in the buying habits of 

their customers (whatever 

happened to the manufacturer of 

audio tapes?), they must con -

tinuously look to business develop -
ment.  

 While many companies can not 

offer all of these services in a one -

stop shop  ð Management Solutions 

International (MSI) can.  
 

No Standard Formula  

 Successful business develop -

ment often requires a multi -

disciplinary approach and a 

detailed strategy to grow the 
business.  

 Business development does not 

have a standard formul a that can 

be applied to all companies; 

creativity must be used to meet 

unforeseen challenges and is 
necessary to keep a business on a 

path of sustainable growth.  

 

 

 
 

 

 

 

 

 
 Not only can MSI guide a com -

pany through every facet of busi -

ness development, th ey can change 

the way the business is viewed as a 

whole.  
 Whether the company needs 

MSI to design the company Web 

site, develop marketing campaigns 

or create a fresh logo, MSI can 

tackle all of the companyõs busi-

ness needs.  
 

Market Myopia  

 Often , compan y executives are 

too close to the forest to see the 

trees.  While many small com -
panies have the ability to develop 

their products, they donõt always 

have the marketing and sales 

resources to reach their target 

audience.  

 Investing the money into busi -
ness development now will benefit 

the company in the long run. 

 Sometimes, companies exhibit 

market myopia and are very short -

sighted as to who their customers 
are and the many avenues avail -

able to reach them.  

 MSI can work closely with the 

client to ensure  that the companyõs 

ideas will be more effectively 

brought to market and offer 
multiple solutions to enable the 

client to take advantage of MSIõs 

business development services.  

 MSI will not only develop a 

business plan, create marketing 
and sales strateg ies, travel to 

represent the client and work to 

get their product to market, but 

they will conduct the due diligence 

necessary for potential mergers 

and acquisitions.  
 Keith Jablon, Vice President of 

MSI, explains, òWe work relent-

lessly to get the compan y from 

point A to point B.  If a company 

does not invest in business 

development, it can be a very long 
and tedious trip.ó  
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Ø It is impossible to lick your elbow.  
Ø The average life span of a major 
league baseball: 7 pitches.  
Ø In a study of 200,000 ostriches 

over a period of 80 years, no one 
reported a single case where an 
ostrich buried its head in the sand.  
Ø It is physically impossible for pigs to 
look up into the sky.  
Ø Pound for pound, hamburgers cost 
more than new cars. 
Ø A crocodile can't stick its tongue 
out.  
Ø More than 50% of the people in 
the world have never made or 

received a telephone call.  
Ø Horses can't vomit.  
Ø òSixth sick sheik's sixth sheep's sickó 
is said to be the toughest tongue 
twister in the English language.  
Ø If you sneeze too hard, you can 
fracture a rib.  If you try to suppress a 
sneeze, you can rupture a blood 
vessel in your head or neck and die.  
If you keep your eyes open by force 

when you sneeze, they can pop out.  
Ø When Heinz ketchup leaves the 
bottle, it travels at a rate of 25 miles 
per year.  
Ø A cockroach can live nine days 
without its head before it starves to 
death. 
Ø If the government has no know -
ledge of aliens, then why does Title 
14, Section 1211 of the Code of 
Federal regulations, implemented on 

July 16, 1969, make it illegal for U.S. 
citizens to have any contact with 
extraterrestrials or their vehicles?  
Ø In every episode of Seinfeld there is 
a Superman somewhere. 
Ø A duck's quack doesn't echo, and 
no one knows why.  
Ø 11% of all photocopier break-
downs worldwide are caused by 
people sitting on them and photo -
copying their butts.  

Ø Most lipsticks contains fish scales.  
Ø Like fingerprints, everyone's 
tongue print is different.  
Ø A polar bear's skin is black.  Its fur is 
not white, but actually clear.  
Ø Reno, Nevada is west of Los 
Angeles, California. 
Ø 35% of people who read this wil l 
try to lick their elbow.  



 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 
 

 

 Over 23,000 key decision -

making retailers, manufacturers, 

and marketing professionals  from 
82 countries around the world will 

be crowding the aisles at the huge 

27 th  Annual International 

Licensing Expo 2007.   
 They are there to find the nex t 

big thing  ð the best new brands or 

properties ð where they can strike 
a licensing deal and make a lot of 

money.  

 The Expo features 525 exhibi -

tors promoting more than 6,000 

items ripe for licensing deals --  like 
copyrights, trade secrets, brand 

names and  trademarks, patents 

and industrial design rights. Those 

licensable properties run the 

gamut of industries from home  

 decorating to sports to entertain - 
  ment and so much more.  

 

   Level Playing Field  

   Sponsored by LIMA ð the (now  

    International) L icensing Indus - 
 try Merchandisersõ Association  

   founded in 1985 ð the s howõs  

   mission (as well as LIMAõs) is  

   to foster the growth and ex -

pansion of licensing.  LIMA repre -

sents the interests of its member -
ship worldwide , provid es a forum 

for net working, serv es as a source 

of education and information, 

helps establish standards of ethical 

and pro fessional conduct, and 
recognizes excellence and achieve -

ment in th is $186 billion  industry.  

 Although this yearõs 210,000 sq. 

ft. exhibit hall is humong ous, the 

Expo is structured to provide high 

visibility and equal opportunities to 
small companies competing for 

attention against mega -brands like   

Disney, Pepsi, General Motors and  

Budweiser . 

 LIMA levels the playing field 
even more by providing valuabl e 

how -to seminars during the event  

 

 

 
 

 

 

 

 

 
 

 

so players new to the intricacies of 

licensing as a means to exponen -

tially grow their businesses arenõt 
left on the sidelines.  

 

Look for the Big Apple  
 Savvy marketers looking for the 
next big thing should he ad for the 

pavilion with the big apple on top.  

 Itõs where theyõll meet Steve 
White and his CoMedia  team and 

learn of the abundance of licensing 

opportunities they offer entertain -

ment, retail and sport industries.  

 If their focus is in the hospi -
tality a nd restaurant business, 

then theyõll want to talk with John 

Huemueller and Frank Moody to 

learn about Humware Mediaõs 

incredible  Boondoggle Sports 

Network and all that it offers 
business owners.  

 Those interested in decorating ð 

on both consumer and commer cial 

levels ð would do well to chat with 

Neal Jablon whose company, Big 
Apple Worldwide , is literally revo -

lutionizing the entire wallcovering 

industry.  Heõll show you how. 

 

Connecting Your Company  

to the World®  
 The International Licensing 

Expo undersco res the fact that 

business is now easily conducted 

on a global platform.  Even the 

smallest of businesses can now sell 
to the world.  

 The Expo further underscores 

the importance of one of the many 

services Big Apple Consulting USA 

performs for itõs clients.  The cost 

of entry to these events is a prohib -
itive barrier for most companies.  

 Big Apple gets its clients into 

the arenas where the action is ð 
like this Expo, where last year 86% 
of attendees initiated licensing 
deals with exhibitors .  Big Apple 

conn ects its clients to the world.  
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