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(NAPSA)—Heartworm is a life-
threatening canine parasite trans-
mitted by mosquitoes; it affects
dogs in all 50 states. While re-
search shows that America’s dog
owners understand the impor-
tance of protecting their pets from
this deadly disease, remembering
to administer traditional heart-
worm medications remains a seri-
ous problem for dog owners and
veterinarians.

“Lots of people forget to give
the monthly heartworm pill ,
including myself,” said Dr. Doug
Wojcik,  a veterinarian from
Liverpool, New York.

A recent survey indicated that
one in three dog owners miss the
monthly heartworm dose by more
than a month, and more than 80
percent fail to give it to their dogs
on the date it’s due. Furthermore,
20 percent of those who missed a
monthly dose eventually stopped
giving the heartworm preventa-
tive altogether.

Fortunately, dog owners now
have a superior weapon in their
fight against canine heartworm
disease. ProHeart 6, which
received approval from the Food
and Drug Administration in 2001,
is the first major advancement in
heartworm prevention and pro-
vides six months of continuous
protection in a single dose.

“Monthly heartworm products
can only be effective when they are
administered on time. Missed doses
seriously compromise the ability of
the products to control heartworm,”
explains Steve Hoffman, marketing
manager for Fort Dodge Animal
Health. “ProHeart 6 virtually elimi-

nates concerns about clients
administering heartworm preven-
tatives as recommended. Impor-
tantly, ProHeart 6 places control of
this potentially fatal disease where
it belongs, with the veterinarian.”

“With the monthly pill, people
either forget to give it, or don’t
come in for their refill,” said veteri-
narian Sonya Bankston, of Baton
Rouge, La. “ProHeart 6 eliminates
those compliance problems.”

ProHeart 6 is administered two
times a year by a veterinarian,
which greatly improves the effi-
cacy, accuracy and safety of the
dose. According to the American
Veterinary Medical Association,
the average dog is already taken
to the vet 1.8 times a year, for
wellness checkups, grooming,
boarding, dental work and other
procedures.

“Clearly, ProHeart 6 repre-
sents the future direction of
heartworm protection,” says Hoff-
man. “The veterinarian is in con-
trol, and protection is no longer
dependent upon owners remem-
bering to give the medication
every month.”

Both veterinarians and dog
owners have been overwhelmingly
enthusiastic about this new pro-
fessional approach to protecting
dogs against heartworm.

“Our clients appreciate the fact
that heartworm can be taken care
of in the veterinarian’s office,
instead of trying to remember the
monthly dose,” reports Duane
Schnittker, D.V.M., of Brentwood,
Calif. “ProHeart 6 relieves the
client of one more thing to remem-
ber in their busy lives.”

ProHeart 6 (moxidectin) has
been proven safe and effective in
multiple U.S. field trials. It has
been extensively tested in target
animal safety studies in a wide
variety of adult dogs, including
heartworm-positive dogs and col-
lies with known sensitivity to
ivermectin.

ProHeart 6 is generally well
tolerated. Use with caution in
sick, debilitated or underweight
animals. A small percentage of
dogs showed mild, transient
swelling or itching at the injection
site. Though rare, digestive, neu-
rological or hypersensitivity reac-
tions may occur.

For more information, includ-
ing a copy of the product labeling,
dog owners should contact their
veterinarians or call 1-800-772-
5040.

Changing The Approach To Canine Heartworm Protection

Dog owners now have a new,
superior weapon in the fight
against deadly canine heartworm
disease.

(NAPSA)—America’s progres-
sive, forward thinking business
executives who want to grow their
business or increase sales at their
company are getting some strate-
gic advice from the best-selling
author of Selling to VITO: The
Very Important Top Officer. More-
over, the advice comes from a very
unlikely source: the CEOs of
America’s biggest companies who
play by the rules. 

In his new book Think and Sell
Like a CEO (Entrepreneur Press,
$24.95), Anthony Parinello tells
readers how the pros achieve sales
success. 

Parinello has quite a following:
over one million salespeople have
been personally taught and
coached by him. Some 700,000
readers embrace his bestseller.
Sixty-five percent of the Fortune
100 companies have adopted the
author ’s sales process. In his
newest masterpiece, Parinello ties
it all together with the tactics and
how-to’s of selling and succeeding
in the new, challenging economic
landscape. 

Think and Sell Like a CEO is
based on the author’s successful
experiences as an award-winning
salesman with Fortune 500 com-
panies for 15 years. He also inter-
viewed 100 maverick CEOs. To
think, act and succeed like the
person at the top of a leading com-
pany is an art few are directly
exposed to. Parinello filters to
readers some of their strategies.

“If you have an entrepreneurial
spirit, the courage and willingness
to take risks, and an eagerness to
grow and learn,” advises Parinello,
“then you will have no problem
thinking and selling like a CEO.”

This book tells readers:
• How to communicate with

people at high levels. 
• Ways to handle various per-

sonal styles and business traits.

• 10 operating principles of
CEOs.

• The art of negotiating like a
CEO.

• Principles for sales leader-
ship, time management and pre-
sentation skills.

• “Some of the most important
skills a CEO, sales or business
owner can have evolve around cre-
ating relationships between the
seller and buyer,” says Parinello.
“Always know who your ideal
prospects are. Avoid buck passing.
Always retain the final say.
Lastly, you need to make intelli-
gent decisions quickly and inde-
pendently.”

Among the ten commandments
of CEOs who sell well include:
Surround yourself with allies who
share ideas or solutions and keep
learning.

Think and Sell Like a CEO is
available at www.amazon.com and
wherever books are sold. 

Think And Sell Like A CEO

KEEP LEARNING and don’t
get bogged down in details are
among the ten commandments of
CEOs who sell well.

(NAPSA)—According to
experts at the National Commit-
tee to Preserve Social Security
and Medicare, benefits begun
early are never increased (other
than by annual cost of living
increases) unless some months of
early benefits are withheld due to
earnings over the annual earn-
ings limitation. For more informa-
tion on Social Security benefits,
visit www.ncpssm.org.

One way to make magical
memories last longer is to keep
your keepsakes in the best possi-
ble condition. The most efficient
way may be to laminate them.
The latest laminators are heat-
free, thus there’s no waiting for
the unit to heat up and no risk of
burning yourself or the objects
you’re laminating. Cold lamina-
tors, such as the Duck brand
ezLaminator, require no electric-
ity or batteries, so they’re safer to
use. For more information, visit
www.ezlaminator.com. 

Automating appointment
scheduling has helped businesses
such as Find-a-Therapist.com at
www.find-a-therapist.com and

Care Flight International at
www.careflight.com. Both busi-
nesses use software called bCen-
tral Appointment Manager, an
offering of Microsoft Corp.’s Busi-
ness Solutions division, which
focuses exclusively on business
management applications for
small and medium-sized compa-
nies. More information about
Appointment Manager and other
bCentral offerings can be found at
www.bcentral.com/default.

(NAPSA)—With their clear
brilliance, diamonds may have an
icy appearance, but they are hot-
selling gemstones. Consumers in
the United States alone purchased
$9 billion worth of loose gem-qual-
ity diamonds in 2001. Although
the U.S. accounts for less than one
percent of total global gemstone
production, America is the world’s
largest diamond market.

Despite such strong demand,
however, diamonds, like true
friends, are not easy to come by.
According to diamond experts at
the Gemological Institute of Amer-
ica (GIA) in Carlsbad, Calif., 250
tons of earth must be mined to
produce a single one-carat dia-
mond, and fewer than 20 percent
of the diamonds mined worldwide
are gem quality. In addition, only
one polished diamond out of a
thousand weighs more than one
carat.

GIA, which created the Interna-
tional Diamond Grading System™,
based on the Four Cs (color, clar-
ity, cut and carat weight) says dia-
monds were formed billions of
years ago through a combination
of tremendous pressure and tem-
peratures of 2000° to 3000°F at
depths between 75 and 120 miles
beneath the earth’s surface.
Today’s diamond miners don’t
have to dig that deep, however,
because diamond crystals are
found in volcanic kimberlitic pipes,
which carried the crystals closer to
the earth’s surface through vol-

canic activity. Diamonds can also
be found in alluvial deposits where
the crystals settle after being
transported away from the kim-
berlite pipes by geologic activity,
according to information from
GIA’s Diamonds course.

Diamonds have been prized for
thousands of years. The earliest
written account of diamond dates
back to around 500 B.C., and,
until the 18th century the only
diamond mines were in India. As
early as 1725, diamonds were dis-
covered in South America. The
discovery occurred in Minas
Gerais, Brazil just as the produc-
tion in India was dwindling. In
the 1840s, diamonds were found
in North America, although this
was soon eclipsed by the discovery
of diamonds in Africa and the
ensuing Great Diamond Rush. 

One of the most famous dia-
monds is the Great Star of Africa,
weighing 530.2 carats, which was
cut from the world’s largest rough
diamond, the Cullinan I. The his-
toric Cullinan diamond, found in
South Africa in 1905, weighed an
astounding 3,106.75 carats. It was
cut into the Great Star of Africa
(Cullinan I), the Lesser Star of
Africa (known as the Cullinan II,
weighing 317.40 carats), and 103
other diamonds of nearly flawless
clarity. The principal diamonds
are mounted in the British crown
jewels.

Australia produces the most dia-
monds by volume, and Botswana is
first in value of diamonds pro-
duced, but North America is com-
ing into its own with the opening of
the Ekati Mine and others in
Canada, which have the potential
to produce at least 12 percent of the
total world diamond production. 

The U.S. has the world’s only
diamond mine open to the public.
The Crater of Diamonds State
Park in Arkansas is a dig-for-fee
operation for tourists and rock
hounds. Since 1906, more than
70,000 diamonds have been dis-
covered there, including the Uncle
Sam diamond, weighing 40.23
carats. To date the Uncle Sam,
discovered in 1924, is the largest
diamond ever found in the U.S. 

For more information on dia-
monds and other gems, visit GIA
at www.gia.edu, or call 1-800-421-
7250.

Diamonds—Hot Property 

T h e s e  ro u g h  d i a m o n d s
(above) will be cut and polished
into such finished pieces as the
round brilliant diamond that is
held in the tweezers.
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