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(NAPSA)—Consumers often
pay the price for not reading the
fine print in trial offers for a ser-
vice, such as a gym membership, a
book club, subscription services or
travel clubs. Some may forget that
it is their responsibility to cancel
during the trial if they do not
want the product or service.

Following these tips from the
National Consumers League
(NCL)—the nation’s oldest con-
sumer advocate—can help:

•Avoid trouble early. Potential
problems can be avoided if the con-
sumer checks out these details
before agreeing to a trial offer: the
terms and limitations of the trial
offer; the length of the trial offer;
and what action you need to take if
you do not want to continue after
the trial period is over. 

Consumers should also make
sure they have complete informa-
tion on the service or product being
offered, the costs, membership ben-
efits and restrictions, payment
options and the cancellation policy.

•Take responsibility. Generally,
it is the responsibility of the con-
sumer to contact the company and
cancel the product or service
before the trial period ends. Oth-
erwise, they may be automatically
billed for renewing the member-
ship. NCL advises that consumers
mark their calendars with the
trial offer ending date and contact
the company before that date.  

•Save yourself a headache.
Save information about the terms
and conditions of all member-
ships. If you do decide to cancel
the service, keep a note with the
date and the name of the repre-
sentative you dealt with.

•Stay on top of the deal.

Review credit card or bank state-
ments as soon as they are received
or are available online. Banks
should be contacted immediately
if unauthorized charges are noted.

•Don’t just let the service
lapse. According to NCL President
Linda Golodner, “Sometimes peo-
ple let a trial offer lapse without
canceling the product or service
because they did not provide their
billing information to the seller.
The problem with this is that if
they’ve done business with the
company in the past, their account
information may already be avail-
able. Consumers may be surprised
with a charge once the trial offer
ends and then have to take extra
steps to resolve the problem.”

For more information, visit
www.nclnet.org or order the NCL’s
new brochure, which was made
possible by an unrestricted educa-
tional grant from Vertrue Incorpo-
rated, by sending a self-addressed
stamped envelope to NCL, 1701 K
Street, NW, Suite 1200, Washing-
ton, D.C. 20006.

Fine Print Can Make A Free Trial Expensive

When consumers decide to can-
cel a trial service, they should
keep a note with the date and the
name of the representative they
spoke with.

(NAPSA)—Here’s something to
celebrate: A little planning can
make your next party more fun
and less work—there’s even a way
to make it profitable. Here are a
few hints on how:

• Have a creative dress code or
make the party black-tie formal. 

• Think outside the dining
room. Try drinks on the patio or
dessert in the garden. The unex-
pectedness of an unlikely location
can add flavor to the meal.

• Make interesting place cards
by writing each guest’s name on a
leaf, a cookie or a lottery ticket. 

• Make your centerpiece
unique. Use potted plants or a
goldfish bowl. Cluster candles
around it. 

• Background music and ambi-
ent lighting help create an invit-
ing setting. 

• Keep party favors in the
same theme as the rest of the
party—such as seed packets for a
garden party. 

• Take advantage of conve-
nience items such as pre-chopped
vegetables or rotisserie chickens. 

• To inspire conversation, give
guests cards labeled with topics,
such as “Favorite Vacation” or
“Best Childhood Memory.”

• Make the house smell fes-
tive. I always put a few cups of
inexpensive red wine in a pot and
simmer with cinnamon, ginger,
rosemary and black pepper.

• Appoint party photogra-
phers. Use a digital camera and
download the pictures while the
fun is still going on.

• Have a party that’s practical
and even profitable. Make it a
direct-selling soirée. That is, join

the long-standing American tradi-
tion of the one-on-one sale of a
product or service in someone’s
home, especially as part of a party. 

You and your guests can
browse through the latest books,
cookware, cosmetics, toys, games,
financial services, pet items or
scrapbooking supplies, just to
name a few products and services.
Hosts receive plenty of perks, free
merchandise and discounts.

Often, the products are hard to
find anywhere else—even on the
Internet. Many people appreciate
the service aspect. They can shop at
their leisure and there’s no need to
seek a salesperson. 

If the idea appeals to you, you
can learn more from the associa-
tions that many sellers belong to.
For example, The Direct Selling
Association (DSA) is a major trade
industry group. Members adhere
to rigorous ethical and profes-
sional conduct guidelines. 

If you like giving parties and
meeting new people, you may
even want to make it your career. 

For more information and a list
of DSA members, you can visit
www.dsa.org.

Tips On Hosting A Party

With a little planning, a party can
be fun and much more for guests
and hosts alike.

(NAPSA)—In the typical class-
room, the teacher lectures, the
student takes notes, then the stu-
dent’s grade is based on test
scores—or test scores and a few
papers. Students who are taught
this way do not necessarily
become enthusiastic or well-
rounded learners.

At a small, college-prep school
in New Hampshire, teaching and
learning are very different from
the age-old model. At White
Mountain School, a boarding and
day school near Littleton, New
Hampshire, the mantra is “Small
school. Big outdoors.” However, it
might well be “Small school. Big
ideas.” 

Founded in 1886, the school
uses the outdoors to supplement
regular classroom work, with the
goal of helping students to “expe-
rience something greater than
themselves.” Its philosophy is sim-
ple: Teach more than facts, grade
more than knowledge.

Although students receive let-
ter grades, they are expected to
develop as a “complete learner”
and graded in six areas called
“Learning Outcomes.”  

The six Learning Outcomes
are:

•Knowledge—“Content” mas-
tery is important; it is simply not
treated as the proverbial “end all
to beat all.” Students learn to
acquire and integrate information. 

•Critical Thinking—Nearly all
classes are discussion-based,
where students are challenged to
use a variety of complex reasoning
strategies. 

•Self-Direction—The self-
directed learner is the student
who pushes personal limits, sets

clear goals and manages his/her
own progress towards those goals. 

•Communications—Students
learn to organize and express
ideas clearly and to communicate
effectively to diverse audiences,
using a variety of media.

•Information Processing—Stu-
dents learn to differentiate and
assess the validity of information
sources (the Internet is not always
the definitive answer teens think
it to be!); then they learn to inter-
pret and analyze the information
effectively.

•Col laborat ion—Students
learn to monitor and regulate
their behavior in a task-oriented
group environment. 

“Our approach offers opportuni-
ties for students to succeed in six
different performance areas and to
have their successes reflected in
their grades. This builds learning
and self-confidence,” says Alan
Popp, Head of School.

Visit White Mountain School at
www.whitemountain.org or write
to admissions@whitemountain.
org.

Small School Big Advantage For Teens

Philosophy: Teach more than
facts, grade more than knowledge.

Hair Product Review
(NAPSA)—The root of many bad

hair days could be bad hair prod-
ucts. That’s the advice from stylists
who say that the right product can
add shine and moisture and make
hair more manageable. So which
products are for you? Here’s a look:

Hair Repair—K-PAK from Joico
might be a must-have for anyone
looking to repair, strengthen and
protect damaged hair. 

Everyday—Daily Care is a line
of cleansers, conditioners and
stylers that help retain moisture
and promote strength and shine. 

Style—Joico Style & Finish
promotes hair’s health while cre-
ating a customized, healthy style.

Dry Hair—Moisture Recovery
featuring Hydramine Sea Com-
plex is a blend of moisture-loving
ingredients from the sea.

Soft Hair—Silk Result uses its
Synergistic Silk System to pro-
duce softer, silkier, shinier hair. 

Volume—Body Luxe is a collec-
tion that increases the diameter of
each hair fiber. 

Color—Color Endure uses a
Multi-Spectrum Defense Complex
to protect color. 

For more information, visit
www.joico.com.

Use Your Head—The right prod-
uct can help end bad hair days.

(NAPSA)—Nearly one million
gallons of paint are wasted each
week—or about a billion dollars
annually—often because home-
owners are unsatisfied with paint
color selection. With leading paint
manufacturers’ color palettes bor-
dering on 2,000, selecting the
right color for your decorating pro-
ject this season can be a chal-
lenge. Fortunately, having the
right decorating tools to work
with can help make it a pleasant
experience.

Before you start to see “red”
because of the overwhelming
choices of paint colors available,
you may want to visit popular
Web sites that offer help in coordi-
nating colors and choosing from
this season’s colors.

A fun example is The Voice of
Color site designed by Pittsburgh
Paints (www.voiceofcolor.com).
There, you can discover a modern
palette for your home by playing
the Color Sense Game and by
learning more about the latest
color collections.

The game gathers information
about you—from favorite scents to
dream vacations—to help learn
which color collections best repre-
sent your personality. It then refers
you to one or two of The Voice of
Color Harmony Collections.

For color inspiration, each col-
lection presents many different
palettes that offer unique five-
color decorating chips to help coor-
dinate wall color with furniture,
flooring and window treatments. 

For example,  let ’s  say the
Color Sense Game said the col-
lection you most closely matched
was Al Fresco.  Inspired by
nature’s palette, the colors in

this collection symbolize renewal
and embody thoughts of spring-
time. You may choose to paint
your walls with vivid greens such
as Antique Moss and Dark Sage
while accenting the room with
the Al Fresco palette ’s paler
shades of blue in your pillows or
furniture.

Once you choose a color palette
from within the collections, you
can experiment by virtually paint-
ing home interiors and exteriors. 

Using The Visions at a Glance
feature, you can either upload a
picture of your own or experiment
with one of the site’s sample rooms.
You can apply different palettes to
see which you prefer, and when
you choose a favorite you can print
it out or save it to a disc for future
home improvements. 

Other color tools include two-
ounce trial-sized paint samples
($4 each) that allow you to test
colors on the wall before commit-
ting to gallons. For more informa-
tion, visit www.voiceofcolor.com.

Making It Simpler To Find A Fresh Color Scheme This Season

A fun new decorating tool
inspires confidence by helping
homeowners discover the colors
that reflect their personality.

***
Rudeness is the weak man’s imi-
tation of strength.

—Eric Hoffer
***

***
Politeness and consideration
for others is like investing pen-
nies and getting dollars back.

—Thomas Sowell
***

***
We are indeed much more than
what we eat, but what we eat
can nevertheless help us to be
much more than what we are.

—Adelle Davis
***

***
Tell me what you eat, and I will
tell you what you are.

—Anthelme Brillat-Savarin
***




