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(NAPSA)—Looking for a color-
ful and unique way to decorate
your child’s room? Even if you’re
not the next Picasso, you can
paint a wall mural that will liven
up a room like a masterpiece.

Home Design Alternatives, Inc.
(HDA) has introduced Paint-by-
Number Wall Murals by Wall Art,
wall murals that can be traced
and painted on a wall using any
one of more than 90 imaginative
designs that were created by pro-
fessional artists. Breezy and
cheerful, they’re certain to add a
festive touch to a child’s room
with jungle scenes, pirates, nurs-
ery rhymes or other fantastic
themes that can spark a child’s
imagination.

“We conducted a great deal of
consumer research throughout
the development of Wall Art,”
said Bob Ketterer, president and
co-founder of HDA. “The feedback
was extremely informative. Con-
sequently, we’ve created Paint-
by-Number Wall Murals that
allow anyone to colorfully and
cleverly decorate a wall with
delightful designs that animate
an entire room. It’s great fun to
get involved in a home improve-
ment project such as this, and to
see the exciting and rewarding
results.”

Wall Art can be accomplished
in three simple steps: Tape, trace
and paint. To that end, HDA
developed Mural-Maker Tracing
Paper® to easily transfer mural
designs onto a wall. A special
slant-edged paintbrush, align-
ment tape and a final touch out-
liner as well as 2-ounce bottles of
acrylic paints are included to
make the process quick, easy and

fun so that even beginners can
complete murals in a weekend.

First, position and tape the
Mural-Maker Tracing Paper® on a
wall. Next, trace over the
preprinted image. After the design
has been completely traced,
remove paper and tape and then
begin painting by following the
paint-by-number guide.

Does your son or daughter have
a favorite fantasy? There are
“Dancin’ Dinos” and “Rockin’ Rep-
tiles,” or a colorful “Flamingo
Island.” The sports fan can deck
out the room with baseball, foot-
ball, hockey or basketball flair, or
a motor speedway. Kids can visit
the solar system or the deep blue
sea, and can travel via classic
cars, hot air balloons or jump
aboard a carousel.

Paint-by-Number Wall Murals
are long on satisfaction and
accomplishment, and guaranteed
to put a smile on any decorator’s
face, no matter how experienced
the artist. Paint-by-Number Wall
Mural designs come in three sizes
of 5’x3’, 9’x5’ and 11 1/2’x 6 1/2’,
ranging in price from $49.97 to
$99.97. Paint colors easily can be
substituted to accommodate indi-
vidual taste and dècor. Wall Art
can also be used on fabrics and
furniture.

To view the wide array of
mural designs that are available,
visit www.wallartdesigns.com or
call toll-free 1-877-925-5687 for
more information. Wall Art kits
can be purchased through the
Web site or by calling the toll-free
number.

Painting Murals For Kids Is As Easy As 1-2-3

Paint-by-Number Wall Murals can be applied in 10 hours or less.

(NAPSA)—Perhaps years ago,
any shade-tree mechanic would
do; after all, cars were simpler,
less complex. But with today’s
high-tech vehicles the margin for
error is less; mistakes can be cost-
lier, so it makes good financial
sense to protect your automotive
investment through maintenance
and service performed by qualified
professionals.

An increasingly popular way to
distinguish between auto techni-
cians is to look for national certifi-
cation. The independent, non-profit
National Institute for Automotive
Service Excellence (ASE) was
founded in 1972 with the mission
of developing a mechanism by
which auto technicians could prove
their competence through a series
of national exams.

The program is voluntary, so
technicians who have taken the
time and expense to earn ASE cer-
tification have a strong sense of
pride in accomplishment. Further,
employers who support their tech-
nicians’ efforts to become certified
can be counted on to be concerned
about the other aspects of their
business as well.

How Does ASE
Certification Work?

Twice a year at some 700
national locations, thousands of
technicians sit for ASE certifica-
tion exams. Technicians who pass
at least one exam and fulfill the
work experience requirement earn
the title of ASE-certified Automo-
bile Technician, while those who
pass a battery of tests become
Master Technicians in their given
specialty. All ASE technicians are
issued personalized credentials
listing their exact areas of certifi-

cation and an appropriate shoul-
der insignia. Certification is not
for life; technicians must recertify
every five years to keep current
with changing technology.

How to Find an
ASE-Certified Technician
ASE technicians can be found

at every type of repair facility:
new car dealerships, independent
garages, service stations, tire
dealers, specialty shops, and
major franchises. About 400,000
ASE technicians are at work
nationally.

Repair facilities employing
ASE-certified technicians usually
display the distinctive blue and
white ASE sign on the premises.

Visit www.ase.com for more
information about ASE-certified
auto technicians.

Motorists Benefit From Auto Technician Certification

Look for this sign to find repair
facilities that employ automotive
technicians with nationally rec-
ognized credentials.

(NAPSA)—Taking out a life
insurance policy isn’t just some-
thing we do to benefit others. In
fact, owning permanent life insur-
ance may have a positive impact
on a person’s financial health. 

That’s a key finding of a new
financial behavior survey commis-
sioned by a leading insurance
provider.  

The 2003 study, “Money Mala-
dies :  The  Term/Perm Dilem-
ma,” reveals why people choose
term or permanent life insurance
and what Americans are doing to
reach their long-term financial
goals.

Compared with their term-only
counterparts, the survey found
that permanent life policy owners
are more financially disciplined
than those that own term. 

In general, permanent life
insurance owners feel:

• More financially secure.
• More comfortable with the

amount of financial planning
they’ve done.

• More prepared for a financial
setback, and are convinced they’ll
have enough money to live com-
fortably through retirement.

Those with permanent insur-
ance were 26 percent more likely
than term owners to have met
with an insurance agent or finan-
cial advisor to help them deter-
mine their life insurance needs.

“It’s clear that meeting with an
expert has a significant impact on
Americans’ sense of financial secu-
rity,” said Dick Hall, senior vice

president of life insurance for
Northwestern Mutual, the sur-
vey’s sponsor. “As a result of meet-
ing with someone, people are more
likely to put a plan in place and
work toward achieving their
financial goals.”

According to the survey—the
latest in a “Money Maladies”
series on financial behavior—peo-
ple buy term life insurance to save
money for other financial goals,
but then admit they are doing lit-
tle to reach their goals.  

In fact, only 14 percent of those
only owning term insurance invest
all the money they save in buying
term every year, despite the advice
of experts to “invest the rest.”

The Harris Interactive® poll of
more than 1,000 financial decision
makers who owned life insurance

with household incomes of
$50,000 or more revealed:

• 77 percent bought term in-
surance as a way to save money
for long-term financial goals, but
only a third said they knew what
those goals were.

• Fewer than half of term own-
ers are somewhat confident they
have the knowledge to make the
right investing decisions.

• Less than a quarter are
adding money to their plan as
often and as much as they should
to reach their financial goals.

According to Hall, term insur-
ance is a good risk protection
product for many people, but it
should not be purchased based on
cost alone or solely with the intent
to “invest the rest,” because
research indicates that few actu-
ally follow through. 

Said Hall, “There is no one-
size-fits-all answer—the life
insurance a person owns should
reflect his or her specific needs. A
good financial representative can
help people determine if term,
permanent or a combination of
both, is the best solution.”

For more information about the
survey, or to learn about your
financial behavior with the Finan-
cial Check-up quiz, visit the Web
site at www.moneymaladies.com.

Northwestern Mutual has been
described as the nation’s leading
provider of individual life insur-
ance products. For more informa-
tion, visit the Web site at
www.northwesternmutual.com.

Weighing The Term/Perm Insurance Dilemma

According to experts, the life
insurance a person owns should
reflect his or her specific needs.

(NAPSA)—The video game
industry is becoming serious busi-
ness. Over the past three years,
video game sales have surpassed
Hollywood box office receipts,
helping to build an $18 billion
industry worldwide. What’s more,
the digital games industry is
expected to grow at an annual
rate of 15 to 20 percent, resulting
in the need for about 5,000 new
hires each year in the U.S alone.
Even better, starting salaries
average about $50,000 a year. 

The rapid growth of this in-
dustry means more and more
people who grew up playing video
games may find that their love of
gaming could become their ticket
to a successful and rewarding
career. 

To respond to the demand for
artists, software programmers,
level designers and others who cre-
ate video games, the Guildhall at
Southern Methodist University
(SMU) has created a one-of-a-kind,
graduate-level digital games edu-
cation program, designed to be the
world’s premier training center for
future video game developers. 

This education program is any-
thing but ordinary and has been
getting significant national atten-
tion—from Business Week and
Newsweek to CNN Headline News.
Jay Leno even took notice of the
program during a recent mono-
logue on “The Tonight Show.”

It’s also drawing the attention of
men and women from around the
world, with applications coming
from Australia, China, England,
Iran, Mexico and the United States.

The Guildhall at SMU is an 18-
month long game development
program that provides a graduate-
level certificate of completion
acknowledging the gained profes-
sional expertise. 

Game development luminaries
with a vision for this new kind of
education curriculum have been
key contributors to the Guildhall’s
concept and design and will re-
main involved with the program
as teachers, tutors and mentors.

Course project requirements
enable students to work in small
teams to develop three complete
games for their portfolios. The
program also includes specific
tracks of study based upon key
industry needs, such as art cre-
ation, level design and software
development.

For more information, visit the
Web site at www.guildhall.smu.edu
or call 214-768-9950.

Video Game Developers In High Demand
Unique Education Program Responds To Industry Needs

Demand is high for artists, soft-
ware programmers, and level
designers as the video game
industry grows.
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