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by Gary L. Hunt
(NAPSA)—With all the turmoil

in the world’s energy markets
today, including the high energy
costs in the United States, it’s
gratifying to know that there is
one area of the energy economy
that has good news for the Ameri-
can consumer: competitive elec-
tricity markets.

There’s a shared
belief in America
that competition de-
livers benefits and
efficiencies—from
supermarkets cut-
ting prices to a fa-
vorite coffee shop
offering up a new

and unique blend, companies
everywhere are competing for
your business. Competition drives
our economy, spurs innovation
and lowers costs. This trait also
extends to the electricity industry.

Since Congress enacted the
Energy Policy Act of 1992, compe-
tition in the electricity industry
has evolved and, today, produces
significant cost savings and effi-
ciencies throughout the country.
The new federal energy law
enacted in August 2005 will allow
these benefits to continue as com-
panies work to increase supplies,
moderate demand and utilize the
most efficient and technologically
advanced methods for saving
energy in their operations.

A group of 10 prominent electric-
ity suppliers approached my team
at Global Energy Advisors to con-
duct an independent study about
the competitive power supply mar-
ket to determine if customers had
benefited from competition. Our
study found that the competitive
forces saved consumers in eastern

North America more than $15 bil-
lion from 1999 through 2003. Fur-
ther, there were dramatic improve-
ments in power plant efficiencies
and performance nationwide.

More likely than not, the power
plant serving your town or city is
operating more efficiently and in a
more environmentally friendly
manner than it was 10 to 15 years
ago. Competition served as the
catalyst for these dramatic im-
provements. After the 1992 law
passed, new competitive power
supply companies were formed
that purchased older power plants
or built new plants, and they com-
peted with each other to own and
operate the most efficient plants.
Other operators of traditional util-
ity power plants soon followed suit
and also implemented more effi-
cient practices.

To determine if competitive
forces resulted in cost-savings, we
looked at two different situa-
tions—the actual costs of competi-
tive electricity markets in eastern
North America and the actual
costs that would have been in-
curred in the same region without
competitive markets.

By using our electricity market
simulation software and indepen-
dent price forecasting to compare
the two scenarios, we found that
competitive markets produced

$15.1 billion in customer savings.
The main source of these savings
came from significantly reduced
operating expenses, which include
fuel costs, operations and mainte-
nance costs, depreciation and taxes. 

By conducting several analyses
of the North American power
plant fleet, we also found that
competitive forces are driving the
nation’s power plant operators to
evaluate their procedures and
make improvements. Basically,
many of the oldest power plants
that utilities had sold to the com-
petitive power operators were
being transformed into more effi-
cient performing plants. This is
like taking your Dad’s old Olds-
mobile and turning it into a hot
rod. Our study showed dramatic
reductions in operations and
maintenance practices and costs
for those power plants, as well as
large gains in electricity produc-
tion. This increase in production,
from 1995 to 2004, was enough
electricity to supply power to
more than 35 million residential
households.

As demonstrated in our study,
competitive market forces have
changed the way existing power
plants are operated and built, pro-
ducing substantial improvements
in efficiency and cost savings. So,
the next time you drive by the
power plant in your area, you can
be sure that competition is work-
ing and is pushing that plant to be
more efficient and economical in
the electricity it produces for your
community.

Gary L. Hunt is president of
Global Energy Advisors. The Global
Energy study can be accessed at
www.globalenergy.com/competitive
power.
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(NAPSA)—Wracking your brain
for the perfect gifts for the profes-
sional on your list? Finding these
great gifts doesn’t have to be a lot
of work. Gift experts say the key is
to think about what he/she does dur-
ing the day and then to give a gift
that will make that job easier.

For instance, professionals who
are constantly on the go may
appreciate gifts that help increase
their mobility and untether them
from the office. New types of gad-
gets can allow people to do just
that. They provide businesspeople
with the latest technology that is
essential for staying in touch with
co-workers and family while on
the road. Here’s a closer look:

Travel Talk
Wireless communication devices

are now the talk of the town. They
are letting business travelers eas-
ily stay in touch through phone,
email, IM, and of course wireless
Internet. All of this, in one small
device! Now the question is, which
to choose? Active professionals
will find it difficult to choose
among HP’s handheld offerings
that include the HP iPAQ hw6500
and HP iPAQ rx1950. Gift-giving
gurus find that the HP iPAQ
hw6500 series Mobile Messenger
offers three-way wireless capabil-

ity and lets users securely access
digital content and services such
as corporate data, wireless print-
ing and music or video downloads.
The device even features a GPS
receiver to help keep businesspeo-
ple from getting lost on their way
to meetings. Businesspeople can
also use the device’s built-in
keyboard to work on Excel or
PowerPoint presentations—or the
iPAQ’s Bluetooth technology to
send and receive information
while away from the office.  

Also on the top of lists for
mobile enthusiasts is the HP
iPAQ rx1950, equipped with inte-
grated Wi-Fi. Small, sleek, and
affordably priced, the HP iPAQ
rx1950 not only keeps individuals
wirelessly connected and orga-
nized, but an ample removable
battery keeps the iPAQ running
longer—keeping up with even the
busiest professional.

Travel Smart
Space is a commodity when you

are on the road. For those busi-
nesspeople that need to find an
extension to handhelds, they can
use high-tech and portable tablet
PCs to take notes in their own
handwriting and to access office
documents. For instance, the HP
Compaq tc4200 Tablet PC is a
full-function PC that’s light, styl-
ish and powerful. It provides a
number of security options that
will make IT managers happy and
its multiple wireless functions can
make it easier to connect to the
Web—and the office—from the
road. The tablet PC has a 12.1-
inch display that can be used as a
traditional screen or that can be
swiveled to a flat position and
“written” on with a special pen.

For more information and gift
ideas, visit www.hp.com.

Great Gifts For Mobile Professionals

On-the-go businesspeople may
appreciate high-tech gifts that
serve as mobile offices.

(NAPSA)—On any given Sun-
day, from September through Jan-
uary, approximately 120 million
Americans dedicate their entire
day to one cause—supporting
their favorite National Football
League (NFL) team.  

With the love of football comes
dedication and a commitment to
stand by your team, whether cele-
brating a dynamic victory or
shouldering a loss. It is this pas-
sion that draws fans in, making
football less a spectator sport and
more a society unto itself. Famil-
iar rituals have extended beyond
game day to include trends such
as fantasy football, proving that
fans want to get as close as they
can to the action.        

“Once the football season
starts, I know where to find my
husband on Sunday afternoons,”
says Susan Mather from Char-
lotte, NC. “Between his fantasy
football league and tailgating par-
ties, it’s all football all the time
until the Super Bowl is over.”    

Now, NFL fans have the
opportunity to get up close and
personal with their favorite team
by entering a national sweep-
stakes to win an unprecedented,
once-in-a-lifetime chance to expe-
rience the exhilaration of live-
action NFL football from the
sidelines.

The “Season of a Lifetime
Sweepstakes,” created by Prilosec
OTC, a proud sponsor of the NFL,
will offer one lucky fan the ulti-
mate football experience with a
favorite NFL team. The sweep-
stakes winner and three family
members or friends will receive
first-class treatment, including
travel, to attend all regular season
games during the 2006 season,
plus the Super Bowl and Pro Bowl.

They’ll also receive all-access
passes to pre-season events includ-
ing NFL draft day and training
camp and behind-the-scenes
access to major team events.

“An opportunity of this magni-
tude has never been offered
through the NFL before,” said
Kip Olmstead, Brand Manager, of
Prilosec OTC. “The winners will
get to experience the excitement
on the field almost as if they
were suiting up for the game
themselves.” 

Sufferers of frequent heartburn
know that a day without heart-
burn is truly the ultimate experi-
ence. Prilosec OTC, the number-
one over-the-counter remedy for
frequent heartburn (heartburn
that occurs two or more days a
week), provides relief for 24 hours
with one pill a day, when used as
directed for 14 days for treating
frequent heartburn. 

Entries for the “Season of a
Lifetime Sweepstakes” will be
accepted now through February
2006 with the winner being
announced at draft day 2006. For
the official rules and more infor-
mation on how to enter, visit
www.prilosecotc.com.

In U.S., Football A Way of Life 
Fans Vie For Chance To Win The Ultimate NFL Experience

Entries for the Season of a Life-
time Sweepstakes are being
accepted now.

(NAPSA)—This ski season, you
won’t have to wander through the
back country of the Internet to find
an available house or condominium
to rent. Travel Web sites are now
consolidating rentals at the coun-
try’s top ski resorts and making it a
breeze to plan a getaway.

“The problem with planning a
ski vacation is the headache of
finding a rental, especially during
peak season at a resort like Vail,”
said Patrick Riley of San Fran-
cisco. “It’s tedious scrolling
through one Web site after
another to hunt down a condo.
Being able to search in one place
sounds like a dream...being able
to talk to a customer service rep
that knows the mountain is the
cherry on the sundae.” 

Traditionally, finding ski
accommodations for families or
groups has required combing
through the classifieds or individ-
ual Web sites of property man-
agers. Now, you can type in one
URL, Overstock.com, to find avail-
able rentals at the top ski resorts
in Colorado, Utah, Montana,
Wyoming, California, Nevada,
Idaho and Canada. Expert travel
advisors who are trained and cer-
tified for each mountain resort are

available to answer questions and
help in planning your trip, includ-
ing airfare and car rental. 

“The nature of our business is
connecting a fragmented supply
and demand,” said Patrick Byrne,
president of  Overstock.com.
“Mountain rentals fit that model
perfectly. We’re helping connect
homeowners to vacationers across
the country and in the process,
providing customer service that’s
tough to beat.”

So, before heading for the hills
this winter, check out the one-
stop travel Web sites that help
you spend more time on the
slopes and less time trying to get
there.

Planning To Ski: One Click Leads To Rentals, Expert Advice




