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(NAPSA)—Osteoporosis, Amer-
ica’s “silent disease,” is a chronic
condition that can lead to bone loss
and susceptibility to fractures,
especially of the hip, spine and
wrists. One in two women over age
50 will have an osteoporosis-
related fracture in her lifetime.
More than 10 million people in the
U.S. are estimated to have osteo-
porosis and another 34 million are
estimated to have low bone mass.
Although osteoporosis can affect
men and women alike, more than
80 percent of those with the dis-
ease are women. The loss of bone
mass that can occur after meno-
pause increases the risk of a
woman developing osteoporosis
and other related fractures. 

Bone mineral density (BMD)
measures the density of bone and is
the standard measurement to diag-
nose osteoporosis. BMD is a major
determinant of bone strength. The
lower the BMD score, the greater
the risk of fracture. It has been
established that women with post-
menopausal osteoporosis have
accelerated bone turnover, with the
result that the amount of new bone
produced is insufficient to replace
the amount of bone that is
“resorbed” or broken down. An
increase in bone turnover is com-
mon after menopause. 

In the first U.S. head-to-head
study comparing two leading osteo-
porosis treatments in postmeno-
pausal women with osteoporosis,
Fosamax® Once Weekly (alen-
dronate sodium) increased BMD
more than Actonel® Once-a-Week
(risedronate) with similar tolera-
bility. The results of the 12-month
Fosamax Actonel Comparison Trial
(FACT) were presented recently at
the American Society for Bone
Mineral Research (ASBMR) meet-
ing in Seattle. 

The study findings showed Fos-
amax provided greater increases in
BMD at all sites measured as early
as six months. In comparison with
Actonel, Fosamax lowered levels of
biochemical markers of bone
turnover further within the normal
premenopausal range within three
months. Reducing and stabilizing
bone turnover, which leads to
increased bone density, are impor-

tant factors in improving bone
strength in patients with osteoporo-
sis. A 12-month extension of this
study, and a second similarly
designed study, are currently
underway.

“In this 12-month study, Fos-
amax demonstrated greater
increases in BMD and greater
reductions in bone turnover and
similar tolerability compared to
Actonel,” said Dr. Marc Hochberg,
Professor of Medicine and Epi-
demiology and Preventive Medi-
cine at the University of Maryland
School of Medicine in Baltimore.
“Studies like FACT, that make
direct ‘head-to-head’ comparisons
between treatments, are important
because they provide important
information to clinicians for use in
making treatment decisions for
postmenopausal women with
osteoporosis.”

Side effects were similar be-
tween the two groups, including
upper gastrointestinal side-effects
occurring in 22.5 percent and 20.1
percent of the patients in the Fos-
amax and Actonel groups, respec-
tively (p=0.364). Drug related side
effects greater than or equal to one
percent in either treatment group
in this study, included abdominal
pain, diarrhea, constipation, heart-
burn/dyspepsia, flatulence, nausea,
vomiting, joint pain, muscle pain,
and headache.

The year-long clinical trial
examined more than 1,000 post-
menopausal osteoporotic women
with low BMD (T-score less than
or equal to -2.0 at either hip
trochanter, total hip, femoral neck
or spine). The study compared the
effects of Fosamax 70 mg Once-
Weekly to Actonel 35mg Once-A-
Week on BMD, bone turnover and
tolerability. Study participants had
a mean age of 65 years and were
given 1,000 mg of calcium daily
and 400 international units (IU) of
vitamin D either from food or a
supplement. 

Important  information
about Fosamax

Fosamax, like other bisphos-
phonates, should be used with
caution in people with certain
stomach or digestive problems.
Fosamax should not be used if the
patient has certain disorders of
the esophagus that delay empty-
ing or if the patient is unable to
stand or sit upright for at least 30
minutes. In addition, Fosamax
should not be used in patients
with severe kidney disease or low
levels of calcium in their blood, in
patients who are allergic to Fos-
amax or in patients who are preg-
nant or nursing. Patients who
have difficulty swallowing liquids
should not take Fosamax oral
solution.

Some patients may develop
severe digestive reactions includ-
ing irritation, inflammation or
ulceration of the esophagus. The
risk of severe esophageal experi-
ences appears to be greater in
patients who fail to follow dosing
instructions (see prescribing infor-
mation for more details). Patients
who experience new or worsening
heartburn, difficulty or pain when
swallowing or chest pain should
stop taking the drug and consult
their doctor. The most commonly
reported side effects with Fosamax
in other clinical studies have been
abdominal pain, musculoskeletal
pain, indigestion, regurgitation
and nausea. 

Fosamax is the only medicine
approved by the U.S. Food and
Drug Administration for the treat-
ment of osteoporosis to reduce the
risk of both spine and hip fractures
in postmenopausal women. 

For more information about
Fosamax, please visit www.fos
amax.com.

Fosamax is prescribed for: 
• The treatment or prevention

of osteoporosis (thinning of bone)
in women after menopause. It
reduces the chance of having a hip
or spinal fracture.

• Treatment to increase bone
mass in men with osteoporosis.

• The treatment of osteoporosis
in both men and women receiving
corticosteroid medications (for
example, prednisone).

Study of Osteoporosis Drugs May Aid Physicians and Patients 

Osteoporosis is called the
“silent disease” because bone
loss occurs without symptoms.

(NAPSA)—With the gift-giving
season approaching, many human
resource managers and small
business owners are faced with
the task of choosing how to show
thanks to employees, clients and
customers. 

Companies often resort to giv-
ing the traditional cards, calen-
dars, fruitcakes and assorted gift
baskets. But recently, decision
makers have found that travel is
an exciting and creative reward to
offer employees and customers. 

Many airlines’ frequent flier
programs now allow companies to
purchase miles for rewards or
incentives, and businesses of all
sizes are awarding the gift of
travel through these programs. 

Frequent flier miles can be
used for award travel, airport
lounge memberships and up-
grades to hundreds of destinations
worldwide. Miles are popular
incentives because they are cost
efficient, easy to give and can be
purchased online at any time. 

“Showing customers and
employees how much they are val-
ued is one of the most important
things business owners and man-
agers do,” said Christine Pierce,
Delta’s director of Partnership
Marketing. “Companies are now
using Delta SkyMiles as an alter-
native to old standbys because
they are a low-cost, high-value
gift.”

Frequent flier miles are allur-
ing because most businesses want
to offer meaningful gifts, while
sticking to a budget. A survey con-
ducted by the OPEN Small Busi-
ness Network of more than 750

small business owners and man-
agers, found that during the holi-
days, companies’ planning budgets
for gifts, parties and other
rewards were around $1,000. 

For instance, with Delta’s fre-
quent flier program businesses
can purchase 60,000 miles for
under $1,500 and may award
them in various increments. Addi-
tional miles may also be pur-
chased above the 60,000-mile min-
imum, and miles may be awarded
to recipients through account
deposits, e-mail, e-card or via
paper certificates.

Del ta  SkyMi les  may  be
redeemed for upgrades, Crown
Room Club memberships and
Award Travel on more than 14,000
flights to more than 400 worldwide
destinations served by Delta,
SkyTeam, Northwest Airlines, Con-
tinental Airlines and other part-
ners. To purchase miles and to
view the complete terms and condi-
tions for mileage purchase options,
visit delta.com/incentives.

Frequent Flier Miles Make Great 
Employee and Customer Gifts 

The gift of travel may be more
appealing than a fruitcake.

(NAPSA)—According to a
recent survey, seniors are more
tech savvy and independent than
often portrayed—and many use
that technology when shopping for
real estate.

That’s just one of the key find-
ings in a recent survey that also
revealed:

• most seniors are looking to
purchase single-family homes by a
wide margin over homes in retire-
ment communities and

• most seniors are not looking
to relocate to faraway, so-called
“retirement meccas.” 

The survey of more than 1,300
people, age 55 and over, conducted
for ERA Real Estate, revealed
that the Internet is an essential
tool in researching potential prop-
erties during their home-buying
process. It was selected by the
survey’s respondents as the sec-
ond-most-popular home-buying
research method, just behind
physically “touring potential
neighborhoods.” 

The survey also indicates that
adults 55 and older continue to be
an economic force in the real
estate industry, especially in the
second-home market.

ERA Real Estate has long rec-
ognized the importance of under-
standing the needs of the senior
market. For years, the company
has offered extensive and in-depth
training to its sales associates on
how they can play a vital role in
serving mature customers.

In addition to this training, the
company meets the needs of senior
consumers by offering a variety of
products and services designed to
ease potential stress and anxiety

often present during the home-
buying and selling process. Its Sell-
ers Security Plan offers sellers a
guaranteed sale price and closing
date. Through ERA Mortgage, the
company offers a variety of highly
flexible home financing options—
many designed to meet the specific
needs and lifestyles of senior con-
sumers. And to ease concerns
about additional costs after pur-
chase, the ERA Home Protection
Plan protects consumers against
potential expensive repair or
replacement costs.

According to Brenda W. Casserly,
president and COO, ERA Fran-
chise Systems, Inc., the survey
offered evidence for the belief that
seniors represent a unique market
segment with particular needs.
Often, she believes, these needs
are best met by qualified, experi-
enced real estate professionals
who have been properly trained to
service the senior market. 

To learn more, visit the Web
site at www.era.com. 

Seniors Surprise When It Comes To Real Estate

A growing number of mature
adults are said to be using the
Internet to begin their search for
their next residence.

(NAPSA)—Adding Veterinary
Pet Insurance to a company’s vol-
untary benefits package is an easy
and competitive way to make a
company’s overall offering even
more compelling. There is no addi-
tional cost or overhead, since VPI
does all the back-end administra-
tion. The benefit shows concern
for the employee, recognizing soci-
ety’s changing attitude toward
pets. It also increases employee
retention and morale, which can
lead to increased profitability,
reduced turnover and improved
productivity. Veterinary Pet Insur-
ance is the nation’s oldest and
largest health insurance plan. To
learn more, visit www.eb.pet
insurance.com or for general VPI
inquiries call 1-800-USA-PETS.

Three competing ways to han-
dle digital images have come into
focus: online photo services, home
printing and retail. First, online
printing and sharing sites like
Snapfish have made a big splash.
At Snapfish, people upload
images at www.snapfish.com or
e-mail them from computers or
camera phones to save@mysnap-
fish.com, at which point they can
share their images online with
family or friends, for free. If they

want to print the pictures, it’s
only 19 cents per 4”x6” print (or
as low as 15 cents with a pre-paid
plan), and one can print images
as large as a 20”x30” poster, all
on Kodak paper. 

Only two percent of Americans
floss correctly daily. Many people
consider flossing a hassle or
messy. To solve this problem, con-
sider a product such as the
Waterpik Automatic Flosser. It’s
clinically proved to be just as
effective as manual floss, only it’s
much easier. The flexible vibrat-
ing tip operates at 10,000 strokes
per minute, gently cleaning
between your teeth. It also has
special whitening tips to help
whiten areas between your teeth.
For more tips on keeping your
teeth clean and mouth fresh, visit
www.waterpik.com.

***
An education isn’t how much
you have committed to memory,
or even how much you know.
It’s being able to differentiate
between what you know and
what you don’t.

—Anatole France 
***

***
When one door closes another
door opens; but we so often look
so long and so regretfully upon
the closed door, that we do not
see the ones which open for us.

—Alexander Graham Bell 
***




