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by Mark Salem, NASCAR 
Performance Crew Chief

(NAPSA)—NASCAR drivers
have it easy; they only race in
warm weather. Regular folks like
you and me don’t have that lux-
ury. We often have to get our vehi-
cles started in very cold tempera-
tures, and we don’t have pit crews
to help us out if things go wrong.

So, it’s that much more impor-
tant for the rest of us that we
keep our vehicles in peak condi-
tion as winter ’s cold weather
approaches. By taking a few basic
precautions, you’ll be far less
likely to find yourself on the side
of the road waiting for a tow truck
to arrive.

Battery
Keep an eye on your battery. A

battery’s cranking power is
reduced significantly in freezing
weather. Older batteries are noto-
rious for fooling drivers by work-
ing just fine in warmer weather,
then failing as soon as the
weather turns cold. If yours is at
least four years old, have it tested
by your mechanic. When in doubt,
replace it. And just to be safe,
carry a set of quality jumper
cables at all times in the vehicle.
You may also want to consider
buying a portable power pack,
which can be used in emergency
starts.

Motor Oil
Give some thought to the kind

of motor oil you have in your
engine. During winter, you need
an oil that can handle low temper-
atures and quickly flow to critical
engine parts on those cold morn-
ings. I’d recommend a fully syn-
thetic oil such as Mobil 1 for the
winter months; it’s designed to
flow well even in lower tempera-
tures and is an excellent oil over-
all. (For more information about
Mobil 1, go to www.mobiloil.com.) 

Filters, Coolant and Hoses
Make sure your three main fil-

ters—oil, gas and air—are in good
condition. Check your coolant level
and the thermostat, as these ele-
ments make sure that your engine
warms up properly. Coolant should
be changed every two years;
extended-life coolants last about
five years. Also, be sure to test
your heater and defroster, since
you can’t drive if you can’t see
through your windshield. Finally,
check for leaking or soft hoses and
have them replaced if need be.

Tire Pressure
Remember, air contracts in cold

weather, and the air in your tires
is no exception. Your tire pressure
will go down as the weather cools,
so make sure your tires are
inflated properly. Too little pres-
sure will increase wear and in-
crease your fuel consumption; too
much pressure can reduce trac-
tion, especially in icy conditions.
The proper air pressure listings
are often found on the side of the
driver’s door, or in the glove box.
(Don’t just look at the psi rating
listed on the tire itself; that is the
maximum psi, not necessarily the
recommended pressure.) Make
sure you also inspect your treads
and replace any tires that are
looking worn.

Vehicle Warm-up
When starting a vehicle in cold

weather, be sure to allow the
engine to idle for a few seconds
before driving off. Why? Because
doing so will ensure proper oil
flow and lubrication. That said,
don’t allow the engine to idle for a
prolonged period after start-up in
cold weather. All this does is
waste fuel. It doesn’t do anything
to warm drive-train components.
After starting your car and allow-
ing it to idle for a short time, just
drive easily for several miles to
ensure proper vehicle warm-up. 

Icy Windows and Locks
Make sure you keep an ice

scraper in your car, and check
your windshield wipers and de-
frosters (front and rear) to verify
that they’re working properly. De-
icers for door locks are also useful,
but heated keys are a bit better
when locks are frozen. 

Stock the Trunk
It’s always smart to be pre-

pared, so make sure you keep a
few useful items in your trunk—a
small shovel to help dig out of
snow is a good start. I also recom-
mend keeping a bag of sand in the
trunk. It not only gives added
traction with its weight, but you
also can sprinkle it on snow or ice
to improve your traction. Finally,
throw an extra blanket, hat and
gloves in the trunk, just in case.

Winter ’s coming—so be your
own pit crew chief and make sure
your car is ready. Follow these sim-
ple steps, and you’ll have a much
better season out on the road. 

Mark Salem is the “NASCAR
Performance Crew Chief” and
hosts a regular “Be Car Care
Aware” segment on Speed Chan-
nel’s “NASCAR Performance” tele-
vision show. An ASE Certified
Master Technician, he is the
owner of Salem Boys Auto, an
auto-repair facility in Phoenix,
Arizona.

This Winter, Don’t Get Your Car Stuck Before It Gets Started

(NAPSA)—You don’t have to
invest in real estate to make
money. You can sell booth space at
a real estate convention sponsored
by The Learning Annex.

This trendsetting company has
invented an Independent Sales
Associate Program where individ-
uals—called ISAs—can make a lot
of money selling booth space. The
program is the brain-child of Bill
Zanker, founder and president of
the 25-year-old adult education
center that offers actual and vir-
tual courses as well as large scale
national conferences and events,
including the high-profile Real
Estate Wealth Expo.

When it came time to sell booth
space for the Expos, Zanker be-
lieved that giving “ordinary people”
around the country the opportunity
to sell booths would produce extra-
ordinary results. He reasoned that
offering sales agents extremely
high commissions for each booth
they sell would result in more
booths sold. His hunch is paying
off!  

What’s almost as extraordinary
as the high commission is the
training—there is none.

For those attracted by the
Learning Annex’s provocative
newspaper ads touting earnings of
as much as $2,500 per hour, there
is a short introductory seminar, a
dedicated Web site and a forum
where the ISAs can trade sales
advice, questions, stories and
valuable lessons. There’s also a
series of material and brochures,
and the encouragement of Pro-
gram Director John Goodfriend.
Goodfriend notes that the best

ISAs are enthusiastic, hardwork-
ing and creative. They also like
the art of the sale. One associate
has earned more than $100,000 in
commissions working part-time,
and many others are earning from
$50,000 to $75,000.

The booths are attractive not
only because lots of people have
real estate fever, but because the
Expos feature prominent keynote
speakers. “My booth exhibitors
include Chicago Real Estate agents
and mortgage brokers who readily
understand the benefit of sharing a
roof with Donald Trump and
Robert Kiyosaki,” says Bob Hilgers,
a Chicago ISA. “They also know
that being in the right place when a
motivated investor wants to make
a deal is half the battle and that
the 40,000 plus Expo attendees are
investors with money to spend.”

To learn more about the pro-
gram, visit www.SellBooths.com
or call 1-800-US-ANNEX. For
more information about The
Learning Annex you can visit
www.learningannex.com.

You: Want To Earn $2500 An Hour?

Ordinary people across the nation
have the opportunity to make
extraordinary commissions.

(NAPSA)—It seems small busi-
nesses are bracing for a big year.
Two-thirds of small- and medium-
sized-business owners said they
expect their companies to grow in
2006, according to an Administaff
Business Confidence Survey—and
that’s just the start of what could
be welcome news for employees.
How will these companies invest
and in what direction will they
grow? Experts offer these predic-
tions for 2006 business trends:
Advancements In Technology

Forrester Research’s Ken
Vollmer writes that organizations
are focusing on “Integration-cen-
tric business process manage-
ment” solutions. These solutions
involve improving interactions
between co-workers, customers
and business partners. In plainer
terms, this could mean that 2006
is the year of the all-in-one device. 

For instance, the C5510n MFP
from OKI Printing Solutions is a
compact color communications
center that lets business teams
copy, scan, print or manage docu-
ments from their desks or at the
machine itself. The technology can
be networked, allowing for multi-
ple users, and just as importantly
one MFP can take the place of
three or four other machines. 

Improved Communications
The availability of color print-

ing technology means the bar
has been raised for small busi-
ness communications. Profes-
sional-looking color documents
will be the norm, with excep-
tional documents possibly giving
companies a competitive advan-
tage. That is once again where
devices such as the C5510n MFP
come in. It prints and copies in
vibrant color at up to 12 pages
per minute—the fastest of its

class on the market—and en-
ables end users to scan hard-
copy documents or artwork. 

Business meetings are ex-
pected to get a boost as well,
with new types of  software
applications turning old-fash-
ioned presentations into interac-
tive experiences. New technology
can be used to make presenta-
tion slides appear three dimen-
sional or to add new types of
graphics, animation and even
music to projects. 

More Employees
2006 may be a good year to work

for a small- or medium-sized busi-
ness. Sixty-four percent of respon-
dents to the Administaff survey
said they plan to increase salaries
and 66 percent plan to hire new
employees. What type of workers
will be hired? Companies generally
say they’re looking for people who
are comfortable with technology
and with decision-making. 

Those characteristics may lead
to some good matches. Manage-
ment consulting firm ECnow.com
predicts that employer-employee
relationships will “strengthen for
the first time in years.”

The 2006 Small-Business Forecast

A survey found that 66 percent of
small and medium-sized busi-
nesses plan to hire more workers
in 2006.

(NAPSA)—Whether consider-
ing the purchase of a picturesque
18th century villa in Tuscany or
a penthouse suite with sweeping
views of New York City’s Central
Park, high-end home buyers may
learn that the real estate market
has increasingly become an
international one—a trend that
could be to their benefit.

While many Americans invest
in second or vacation homes both
domestically and abroad, in-
creasing numbers of consumers
and investors living outside of
the U.S. are purchasing homes in
the U.S. in popular destinations
such as New York City and parts
of Florida.

Profile Of Second Home
Buyer

The 2005 National Association
of REALTORS® profile of interna-
tional buyers in Florida found
that the state’s international
homebuyers account for 15 per-
cent of the state’s total home
sales and come from more than
100 countries. The majority of
these international home buy-
ers—58 percent—are Europeans.

Global Real Estate Online
Technology advances, specifi-

cally those pertaining to the
Internet have and will undoubt-
edly continue to help drive the
global real estate marketplace
and the demand for luxury real
estate in the world’s most desir-
able locations.

Through informative Web
sites, consumers have the ability
to search for and view properties
and even connect with local real

estate representation from virtu-
ally anywhere with Internet
access.

Agents Who Specialize
Anyone eager to find a home

of distinction can call on the ser-
vices of international real estate
organizations such as Century 21
Real Estate LLC, a global resi-
dential real estate sales organi-
zation. Through the company’s
Fine Homes & Estates® program,
the organization offers special-
ized luxury real estate market-
ing through its more than 7,600
independently owned and oper-
ated franchise offices located in
42 countries and territories
worldwide.

To learn more, visit the Web site
www.century21.com/luxuryhomes
or visit a CENTURY 21 office.

Where In The World Are People Buying Luxury Homes?

While Florida’s international
homebuyers came from more than
100 countries, the majority of all
home purchases by foreign buyers
in Florida—58 percent—were
made by Europeans.

The official fossil of Georgia is
the shark tooth.

A domestic cat can run up to
30 miles per hour.

The square dance is the offi-
cial state dance of Alabama.




