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talization initial 

public offerings, 

puts a premium on 

superior manage­

ment, billion-dollar 

-----.--------------------~--------------~marketsandexcep -

tional products. It reasons that optimum 

capital appreciation is possible through 

early identification of and investment in 

emerging growth companies. 

Global seeks to discover and support 

public company candidates from concept 

or early stage through maturity ( $300-

$500 million in sales). 

Upon going public, company stock is 

placed with patient stockholders both do­

mestically and internationally, creating a 

strong support network. Global's individ­

ual and institutional clientele are proven 
"\ 

long-term stockholders who share its con-

servative "buy-and-hold" approach. Com­

pany founders and original investors are 

expected to maintain their equity positions 

through the critical early phases. 

search study that outlines the criteria nec­

essary for early-stage companies to be suc­

cessful. Specifically, these criteria require 

that each candidate company: 

• have a proven management team with 

prior public company experience; 

• have exceptional products or services; 

• compete in an industry or market that 

totals $1 billion or more; 

• have the ability to achieve sales of $100 

million or more in five to seven years. 

Success for these newly public compa­

nies, as measured by Markowski, is steadily 

increasing sales, year in and year out. "If a 

company's sales increase annually," says 

Markowski, "stock price valuation will -­

and does -- take care of itself. " 

A PPROACH H oNED THRO UGH S MALL-CAP IPOs 

Global founder Markowski made his mark 

as a standout in the challenging world of 

initial public offerings. While associated 



G L 0 B A L 

with a previous investment banking firm, 

he specialized in bringing to market prom­

ising companies with small capitalizations, 

helping it to become the most prolific 

small-cap IPO banker. 

Responsible for all European institu­

tional business while at the firm, Markow­

ski headed a group that raised in excess of 

$1 00 million for nine new companies. 

y 
adhering 

to our special in­
vestment criteria, 
we now can offer a 

vehicle for pension 
funds and individu­
als to participate in 
what amounts to 
public venture capi­
tal. 

"These public 
"' venture capital 

plays represent the 
wave of the future, 
and Global America 
is the leading pro­
ponent of the con­
cept." 

A M E R I c A 

Prior to that, Markowski served as vice 

president and investment advisor with an­

other prominent brokerage firm. Because 

of his long-term view on investing - anti ­

thetical to the commission-driven ethic of 

Wall Street - he became one of only a few 

investment advisors within the firm work­

ing with high net worth individuals. 

He also formulated the "Growth Stock" 



Thesis during this period. It now serves as 

his guideline for selecting and sponsoring 

Global's investment banking clients. 

'liQUID' VENTURE CAPITALIST 

Markowski's unique approach at Global 

has caused industry observers to character­

ize him as a " liquid venture capitalist. " His 

objective: to achieve venture-capital-level 

returns while maintaining liquidity. 

Putting well-founded, emerging growth 

stock into the hands of individual investors 

is only part of the picture. Global also ac­

tively brings institutions into the fold . 

INSTITUTIONS EMBRACING CONCEPT 

"Portfolio managers don't want the illiq­

uidity associated with private venture capi­

tal investments," says Markowski. "In to­

day's world, portfolio managers are judged 

on annual performance, and there is simply 

no standardized way to value a private ven­

ture capital investment. " 

Auditors, he noted, require a valuation' 

on all investments and would likely write 

the private ones down to zero. "Thus, to 

carry such an investment in a portfolio 

would detract from short-term perform­

ance. On the other hand, there is always 

value in holding a public company's stock 

- considerable value if it is well-supported 

and continues to grow its sales. " 

WAVE OF TH E FUTURE 

Markowski contends that investing in 

emerging public companies can represent a 

strong venture capital-like investment 

alternative for the largest category of the 

world's institutional money - the esti­

mated $1 0-trillion pension fund market. 

"By adhering to our Growth Stock The­

sis and special investment criteria, we now 

can offer a vehicle for pension funds and 

individuals to participate in what amounts 

to public venture capital," he says. 

"This represents the wave of the future 

- public venture capital plays - and 

Global America is the leading proponent of 

the concept. " 

G LOBAL INVESTOR PROFILE 

On the brokerage side, GA has developed a 

broad clientele of individual and institu­

tional investors, both in the United States ­

and Europe. 

The typical Global individual investor 

has a net worth in excess of $1 million . 

Global continues to build its institu­

tional investor account base. Key banks 

and institutions throughout North Amer­

ica, Europe and Asia are embracing the 

sound, conservative premise underlying its 

investment philosophy. 

Importantly, Global 's individual and 

institutional investors share its disciplined 

approach, and represent a built-in support 

network for all of its IPO and emerging 

growth clients. Stock is placed into strong 

stockholder hands - proven long-term 

holders - to the benefit of both the compa­

nies and, ultimately, Global 's investors. 
I 
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MARKOWSKI'S 'GROWTH STOCK' THESIS 

Michael Markowski was guided by securities 
research originally conducted by Donaldson, 
Lufkin & Jenrette. While a broker associated 
with that firm, Markowski focused on a study 
entitled "More Than A Year," which sought 
to determine if investors could achieve attrac­
tive returns by the conservative practice of 
buying and holding stock, market conditions 
notwithstanding. This approach was in stark 
contrast to the "trading-the-market" theory 
then prevalent. 

The study dealt with 250 strong-perform­
ing stocks culled from the Securities Research 
Handbook of 1,100 stocks . (Newer compa­
nies with less than 1 0-year track records were 
excluded, as were those exhibiting a high 
degree of stock price volatility.) The stocks 
were tracked assuming purchase at their lows 
of 197 4 and sale at their highs of 1983, ex­
eluding all dividends and dividend reinvest­
ments , but adjusting for splits . 
SIGNIFICANT A PPRECIATION D ISCOVERED 

The startling result: The median capital ap­
preciation factor was 19 times. This meant a 
$100,000-investment would have grown to 
$1.9 million over the 10-year period, repre­
senting a compound annual growth rate of 34 
percent - excellent by anyone's standards. 

Remarkably, over 10 percent of the stocks 
in the study appreciated one hundred times 
or more in price. Or, a $1 -million investment · 
appreciated to $100 million over the 
timeframe. 

To put this in perspective, over the same 
period the broad index of the Dow Jones In­
dustrial Average appreciated by a factor of 
only two, while Standard & Poor's 500 index 
appreciated between three and four times. 

Expanding on the study, Markowski, 
through his own exhaustive analysis, set out 
to determine what, if any, similarities existed 
among those companies whose stock price 
enjoyed such strong multiples of apprecia­
tion. His inquiry tracked all identifiable com­
mon denominators shared by the universe of 
250 stocks. 

"My research indicated that the winning 
stocks shared only one performance factor in 
common over the 1 0-year period - increased 
sales, sustained year-to-year," says Markow­
ski. "Surprisingly, commonly watched meas­
ures such as debt, cash, book value, return on 
average equity, price-earnings ratios, and 
others showed no consistencies." 

Further study showed a high correlation 
between the company's stock price apprecia­
tion multiple and its sales growth multiple. 

With multiple sales increases as the key 
factor, Markowski reasoned, small companies 
are inclined to show greater stock price ap­
preciation over time. While all the stocks 
studied showed sustained sales increases, only 
80 percent achieved consistent earnings in­
creases year to year. 

"Earnings, while important, don 't reflect 
all -important research and development ex­
penditures or other clues indicative of positive 
activity, such as product backlog," says 
Markowski. "Sales, as they relate to stock 
price, are much more important than earn­
ings, because without continuous increases in 
sales, earnings cannot grow in a correspond­
ing manner." 

To put the Growth Stock Thesis to the test 
during extremes in the market - defined as 
record highs on the Dow followed by precipi­
tous drops - Markowski went back to the 
peaks of 1973 and studied the performance 
of his hypothetical stock portfolio through the 
languishing market of the mid-70s to the 
recouped highs of 1982. This exercise virtu­
ally eliminated the effects of the entire bull 
market on stock price valuation. 

He again found sustained sales consistently 
driving capital appreciation, and reaffirmed 
the lack of correlation between PIE multiples 
and stock price. 
THESIS APPLIED T o IPO CLIENTS 

Markowski today applies these same time­
tested criteria to Global's investment banking 
clients that may be likely candidates for ini­
tial public offerings or those poised for 
growth. In fact, he has expanded the guide­
lines for small companies to include addi­
tional tests . 

First, a company must have top manage­
ment experienced in running public compa­
nies. While this may appear obvious, only two 
percent of all small companies satisfy this 
important requirement. 

The second "acid test" Markowski uses 
assesses the total market for a company's 
products or services . A candidate must par­
ticipate in billion-dollar-plus markets. This 
affords room for a number of $100-million­
i~-sales competitors to operate side by side. 



GLOBAL AMERICA lENDS SUPPORT To SELECT, EMERGING GROWTH COMPANIES 

PROFIT TECHNOLOGY INC . (NASDAQ: PRTE- 3-1/4*) 
Profit Technology offers quality, performance-based training to the 
explosive micro-cOmJ'luter training market. The company also develops, 
manufactures and markets other computer-related products and services 
to leverage and improve the quality, effectiveness and productivity of the 
human mind. 

PERSONAL COMPUTER PRODUCTS, INC. (NASDAQ: PCPI-4*) 
The company develops and markets high-performance/low-cost laser 
printer hardware and software for desktop publishing, office automation, 
and other specific application needs . It recently introduced a series of 
products based on controller designs and integrated circuit technologies 
that were developed in a joint venture with Motorola. 

SENIOR SERVICE CORPORATION (NASDAQ: SENR- 2-3/4*) 
Senior Service provides products and services to improve the lives of 
senior citizens . It is the world leader in the development of adult day-care 
centers, working independently and in partnership with Holiday Inns. 
The company is already a leader in publishing and information services 
for older people. 

QUADRAX CORPORATION (NASDAQ: QDRX- 2-3/4*) 
Quadrax has developed a superior, proprietary process for continuous 
manufacturing of composite materials . It is becoming recognized as the 
best alternative by some of the biggest names in the defense and 
aerospace industries. The company was recognized by Forbes as the 
"Underwriting of the Year" for 1987. 

SOLITEC INC. (NASDAQ: SOLI- 2*) 
Solitec manufactures production equipment for the semiconductor 
industry. It has developed a revolutionary technology and is establishing 
a rapidly growing list of customers in the semi~onductor integrated circJiit 
business throughout the world. ~~ 

TELENETICS CORPORATION (NASDAQ: TNET-1-3/8*) 
Telenetics designs, manufactures and markets cutting-edge technology 
and products in the telecommunications field . Its products are sold to 
many Fortune 500 companies and in international markets. It was 
recently awarded a major contract to develop and supply backup 
communications systems for satellite communications. 

DATA VEND INC. (NASDAQ: DATV- 1-3/8*) 
Datavend is developing a network of home entertainment supe~stores, 
operating under the name Choices, which rents and sells video cassettes, 
compact discs, audio books, VCRs, compact disc players and other 
equipment. 

NYCOM INFORMATION SERVICES, INC. (NASDAQ: NYCM- 1-5/8*) 
Nycom provides telephone operator and information services as a better 
and more profitable alternative to those offered by the major phone 
companies. The company participates in the rapidly-growing, alternate 
operator services market. 

HQ OFFICE SUPPLIES WAREHOUSE INC. (NASDAQ: HQOSA- 5*) 
HQ is a new, exciting entry in the warehouse specialty retailing business. 
With plans to open over 50 locations in the next four years, HQ could 
quickly become a major force in the burgeoning office supply industry. 

*Bid price at 10/23/89 at market close. 

GWBAL AMERICA 
Global America is a full-service investment 
banker providing for emerging companies 
private placements, initial public offerings, 
secondary offerings, warrant executions, and 
related services . 

Global has developed and refined a 
selection process for early identification of 
high-growth companies. It seeks early 
involvement - before their potential is 
widely recognized. 

Global has assembled a highly specialized 
cadre of investment bankers and brokers ex­
perienced in capital formation . They place 
new issues in strong stockholder hands -
domestically and internationally. These 
investors, both individual and institutional, 
are proven long-term holders, a philosophy 
aligned with the company's buy-and-hold 
thesis . Global maintains a vested interest in 
the companies it supports . 

Global America is a member of of the Na­
tional Association of Securities Dealers 
(NASD) and the Securities Investors Protec­
tion Corporation (SIPC). It executes trades 
and processes its transactions on all major 
U.S . exchanges through Prudential-Bache 
Securities . 

Serving on the Global Financial Group, 
Inc. Board of Directors are Arthur B. Laffer, 
Ph.D., Jurgen E. Last, Brad R. Tukey, 
A. Jeffry Robinson and Michael J. Markowski, 
Chairman. 

For further information concerning 
Global America's investment banking 
or brokerage services, contact: 

Deborah A. Fields 
Global America Incorporated 
11 0 Wall Street 
New York, NY 10005 
Telephone: 212-785-7700 
FAJC: 212-785-3474 
Telex: 408407 
Toll-free: 800-245-7285 

Larry Cuarcello 
Clol?al America Incorporated 
222 Lakeview Avenue 
West Palm Beach, FL 33401 
Telephone: 407-655-4000 

Global America Incorporated regularly makes a market 
in the securities mentioned herein and buys and sells to 
customers on a principal basis as well as to other 
brokerage firms. Officers and/or associated persons of 
Global America Incorporated may from time to time buy 
and sell for their own account. Additional information is 
available upon request. 


