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(NAPSA)—According to a recent
study, a fifth of those surveyed are
likely to “get connected” with a cell
phone within the next year.

The Harris Interactive™ “Con-
necting the Other Half” poll shows
that 61 percent of non-wireless
owners wished they had a mobile
phone for emergencies, when
they’re running late, when lost or
just sitting in traffic. Fifty-seven
percent of those who don’t own a
mobile phone also indicated they
would feel safer or more secure if
they did. Of women surveyed, par-
ticularly, 63 percent indicated that
a cell phone would offer them an
added sense of security.

This first-ever “Connecting the
Other Half” study, commissioned
by AT&T Wireless, which exam-
ined the attitudes, opinions and
emotions of American consumers
who do not currently own a mobile
phone or service plan, revealed
that there are real reasons many
Americans do not own a mobile
phone. 

When asked what held them
back from purchasing a wireless
phone, the most commonly cited
reasons were costs and contracts: 

• Respondents said they did not
have a wireless phone because it
was too expensive (22 percent),
they don’t like wireless phones (12
percent), didn’t want to commit to a
long-term contract (6 percent), the
plans were too confusing (4 per-
cent), they didn’t qualify for the
wireless service plan they wanted
(3 percent), or poor reception or
coverage (1 percent). 

• Of those who said they didn’t
qualify for traditional service
plans, 71 percent said they had
poor or no credit history. Others
said the deposit was too expensive

(12 percent) or their income was
not high enough (12 percent), or
the coverage they wanted was not
available in their area (6 percent). 

The AT&T Wireless GoPhone®

offers a solution to many of these
problems as the only national wire-
less service that provides unlimited
night and weekend calling, without
requiring a long-term contract or
credit check. And with GoPhone,
there are no domestic long distance
or roaming charges for calls made
in AT&T Wireless’ national service
area.

The study also found that 76
percent of non-wireless owners
would want a mobile phone in
emergency situations: nearly 25
percent said they would feel more
confident and 14 percent more
outgoing with a mobile phone. 

Consumers repeatedly refer-
enced the assurance they felt a
phone such as one from AT&T
Wireless would offer them or their

children, and the diminished sense
of personal vulnerability it would
afford. Sixty percent believed the
best reason to buy a wireless phone
for children, teenagers or young
adults was to help them stay in
touch with their parents. Demon-
strating a desire to stay connected,
59 percent said a wireless phone
would add a measure of safety for a
child, teenager or young adult.

Other key findings: 
• Respondents agree they

would worry less (40 percent), feel
more confident (22 percent), or
feel more outgoing (14 percent) if
they had a cell phone. 

• One-in-five adults who cur-
rently do not own a wireless
phone said they’re likely to pur-
chase one in the next year. 

• Most of those would buy a
wireless phone for themselves (91
percent) and when buying for
someone else, more would buy for
a significant other or spouse (14
percent) than would buy for a
child (7 percent). 

• When buying a cell phone for a
child, more people are likely to pur-
chase for a college-age, 18- to 24-
year-old, (20 percent) than for a pre-
teen (5 percent) or teen (5 percent). 

A quarter of those without wire-
less phones indicated interest in
purchasing a prepaid wireless
plan. Other prepaid services that
interested consumers were prepaid
gas (38 percent), meals (35 per-
cent), movie tickets (30 percent),
dry cleaning (18 percent) and a
Krispy Kreme donut (15 percent).

The study results were re-
leased in conjunction with the
launch of the new AT&T Wireless
GoPhone. For additional informa-
t i on ,  v i s i t  a t tw i re l e ss . c om/
gophone.

Survey Shows Most Americans Want A Cell Phone—At Least For Emergencies

Although many who don’t own
a mobile phone feel they don’t
need one, the majority wish they
had one for emergencies, when
running late, when lost or sitting
in traffic, says a national survey.

(NAPSA)—Twenty years ago, a
35-year-old father of four who
needed a college-level course to com-
plete his graduate degree would
enroll in the local community col-
lege or nearby university as a part-
time student. He likely gave up
valuable family time commuting to
class and arranged family, work
and travel plans around the school’s
rigid academic calendar, all in an
effort to get ahead while preserv-
ing his job and his home. 

Today, his 30-year-old daughter
is earning a master’s degree from
a school 650 miles from her resi-
dence, and she’s doing it at home
while operating a home-based busi-
ness and raising two children. She
is one of thousands of students
around the world who are taking
advantage of online education pro-
grams to earn high school diplo-
mas and undergraduate and grad-
uate degrees from the University
of Oklahoma OUTREACH.

Online or distance learning is
moving students out of traditional
classrooms and into nontraditional
settings, making them part of a
global learning community con-
nected by computers and modems.
Often self-paced, online education
programs enable people to choose
from an array of programs and
learning styles. Distance is no longer
a consideration as students select
educational institutions virtually
anywhere in the world, enrolling in
competitively-priced programs
taught by university faculty.

University of Oklahoma OUTREACH
programs span from high school and
collegiate independent study courses
to bachelor’s, master’s and doctoral
degrees. Teenagers and adults alike
can earn a fully accredited high school
diploma through the university’s
Independent Learning High School,
which offers more than 100 courses

developed and taught by experienced
university faculty. OUTREACH also
offers a number of convenient degree
options for undergraduate and grad-
uate students, including degrees that
can be completed online.

In addition to traditional degree
programs, OUTREACH offers pro-
grams that provide customized
training and services to public and
private corporations, nonprofits,
state and federal agencies, tribal
affiliations, government entities,
schools and individuals invigorat-
ing their marketability in a global
and knowledge-based economy.

To learn more about this program
and the more than 50 specialized
divisions offering a variety of credit
and noncredit courses as part of
University of Oklahoma OUTREACH,
call 1-800-522-0772, ext. 1984, or
visit the Web site at www.out
reach.ou.edu.

Distance Learning Closes Gap
Between Students And Universities

Thanks to distance learning, stu-
dents can earn high school and
college degrees from home.

(NAPSA)—What’s the fastest
way to make your home décor
dreams a reality?

According to the experts at
Sherwin-Williams, the best for-
mula for success includes your
own unique ideas, taste and style,
coupled with products that are
easy to use—and deliver great
results.

A new twist on paint
There’s no DIY project quite as

simple as applying a fresh coat of
paint for making a dramatic and
inexpensive home improvement.
Now, when your walls or ceilings
beckon for brightening or cry out
for color, rejuvenating them is
even easier due to a paint industry
innovation—the consumer-friendly
Twist and Pour™ paint container.

This new approach puts the
power of creativity squarely in
your hands. Skip the screw-
driver. Lose the hammer. The all-
plastic, four-sided gallon features
a twist-on, twist-off lid and easy-
to-grip side handle, so there’s no
need to search for openers.
What’s more, the drip-free pour
spout virtually eliminates paint
from running down the container
and onto surfaces, saving time
that ordinarily might be spent
cleaning up spills and drips.
With the new Twist and Pour
container,  you’l l  be able to

quickly get down to the business
of painting—and make your
décor dreams a reality faster. 

Even better, the handy twist-
off top provides an airtight seal to
preserve leftover paint for future
use, reducing waste. Because of
its logical square shape, the con-
tainer stacks and stores easily,
too, so you can keep your home
décor supplies neatly organized—
and more accessible. Look for
Sherwin-Williams popular Super-
Paint® and EverClean® interior
paints in the square plastic gallon
at neighborhood Sherwin-Wil-
liams stores everywhere.

Sherwin-Williams is the na-
tion’s largest retailer of paint,
stains, coatings, wallcoverings
and associated supplies and
sundry items. With more than
2,600 stores in North America, the
company is dedicated to support-
ing the do-it-yourself consumer
with specialized products, supe-
rior technical knowledge and one-
on-one, personalized service that’s
focused on the do-it-yourselfer’s
unique project needs. Sherwin-
Williams brand-name products
can only be found at Sherwin-
Williams stores; call 1-800-4-
SHERWIN (1-800-474-3794) for
the nearest location. And, visit
Sherwin-Williams on the Web at
www.sherwin-williams.com.

Tips,Tools And Products To Make Home
Décor Projects Easier—And More Fun!

(NAPSA)—Even in cold wea-
ther, you don’t have to live with
increased arthritis pain. The ben-
efits of heat therapy can be as
close as your supermarket.

Arthritis causes pain and stiff-
ness in or around joints, making it
hard to move freely for work, fun
or to take care of your family.
There are several different types
of arthritis of varying cause, the
most common being osteoarthritis.
Scientists are currently studying
the roles three major factors play
in certain types of arthritis: genet-
ics, life experiences and lifestyle.
The importance of these factors
varies for every type of arthritis.

Although climate cannot affect
the disease itself or the potential
damage it may cause, most arthri-
tis sufferers find that cold, wet
weather aggravates symptoms
while warm and dry climates
reduce their severity. 

Historically, heat has been
used as a natural remedy, to
relieve pain and stiffness with-
out scientists having a clear
understanding of how it works.
Recent research suggests, by
increasing the temperature of
the skin surface and underlying
tissue, heat stimulates the ther-
moreceptors—sensory receptors
that respond to heat and cold—
which then help block transmis-

sions of pain signals to the brain.
This means a significant de-
crease of discomfort. 

ThermaCare® HeatWraps offer
an innovative approach to heat
therapy that combines the bene-
fits of heat while allowing you to
remain mobile and active all day.
They provide at least eight hours
of consistent, low-level therapeu-
tic heat which may provide tempo-
rary pain relief from arthritis.
Rheumatoid arthritis sufferers
should talk to a doctor before
using heat. Look for ThermaCare
in the pain medication section of
grocery stores, supermarkets,
drug stores, club stores or mass
merchandisers. To learn more
about how heat can help you, go to
www.thermacare.com.

New Hope For Arthritis Sufferers

You don’t have to let joint pain
keep you from being active, even
in cold weather.

***
Humor is an affirmation of dig-
nity, a declaration of man’s supe-
riority to all that befalls him.

—Romain Gary
***

***
Good humor is one of the best
articles of dress one can wear
in society.

—William Makepeace
Thackeray

***

***
Train a child as though he is
already the person he’s capable
of becoming.

—Haim Ginott
***

***
He who has health, has hope;
and he who has hope, has
everything.

—Arabian proverb
***




