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Germ Warfare For Kids
(NAPSA)—Here’s good news

for parents wringing their hands
over cold and flu season: A new
liquid-soap dispenser helps pro-
vide a strong defense for children
who share germs as often as they
share crayons.

A study of 305 students discov-
ered that children who wash their
hands at least four times a day
miss 30 percent less school than

children who don’t wash as fre-
quently. The Centers for Disease
Control also says that the most
important thing people can do to
help prevent illness is to wash
their hands. 

To teach children how to better
wash their hands, the soap dis-
penser, called SquidSoap, marks
the hand with an ink spot that
can only be removed after 15 to 20
seconds of thorough washing—the
amount of time recommended by
most professionals. 

Children have fun marking
their hands and watching the ink
disappear as they wash. To keep
the amusement at full throttle,
each dispenser is accompanied by
a stretchy toy squid. 

To learn more, call (866) 240-
4253 or www.squidsoap.com.

“Training Tomorrow’s Great Hand
Washers”: A new soap dispenser
motivates kids to wash.

(NAPSA)—A cradle of ancient,
fascinating cultures, Asia has seen
an absolute explosion in tourism
in recent years—more than 30
percent in 2005 alone. From
Shanghai’s skyscrapered skyline
to Cambodia’s vast Hindu temple
complex of Angkor Wat, the
world’s most populous continent is
more welcoming than ever, and
beckons travelers with enticing,
enriching experiences.

But Asia’s wonderful complexi-
ties make it just that—complex—
and, for Americans, a vacation to
Asia is a sizable investment.
Often a multiweek journey due
primarily to the distance one must
travel, a trip to Asia means exten-
sive planning and a myriad of pre-
trip decisions. The first, and often
the hardest, choice is determining
which destinations in Asia are
right for you. Japan or India?
Hong Kong or Saigon? 

Once a destination—or destina-
tions—has been settled upon, the
must-see attractions merely
scratch the surface. Visitors to
China won’t want to miss the
Great Wall, and those heading to
Malaysia have the bird’s-eye view
from the massive Petronas Twin
Towers well in their sights. But
those lesser-known, off-the-
beaten-path experiences—for
example, that unbelievable
restaurant or craft store hidden in
New Delhi’s labyrinthine streets—
are where the help of a travel pro-
fessional truly becomes essential.  

Working with a certified travel
specialist in one or more destina-
tions in Asia helps ensure that
travelers discover their own little
piece of this amazing continent.
Agents who specialize in Asia and
are intimately versed in its attrac-

tions, activities and culture can
sculpt a customized vacation that
suits travelers’ personal tastes,
wants and needs, and can be the
difference between walking into a
wonderful experience and walking
right past it. Travel specialists
also have the most current and
complete information on hotels,
touring options, seasonal rates
and special offers that can both
save money and create lasting
memories. 

When searching for a dedicated
Asia travel specialist, a good place
to start is by contacting American
Express Travel. The world’s
largest travel company has a
broad range of travel agents that
include those specializing in the
Far East, the Indian subcontinent
and points in between. 

A list of specialists is readily
accessible at www.american
express.com/travel. The Web site
also features all-inclusive pack-
ages and deals throughout Asia.
In addition, those booking with
their American Express Card can
receive special benefits, from dou-
ble Membership Rewards points
to a $100 statement credit.

Unlock The Wonders And Mysteries Of Asia

Before visiting Asia, it can help
to consult a travel specialist to
plan out a memorable vacation.

(NAPSA)—Not every auto
insurance policy is the same, par-
ticularly when it comes to new
cars. New car buyers should make
certain that they have auto insur-
ance that properly protects their
sizable investments—or they may
regret it.

“Take a few minutes to ensure
that you truly have the auto insur-
ance you need,” said Ron Moore,
manager of product development
at MetLife Auto & Home. “Surpris-
ingly, a new car depreciates up to
30 percent during the first year,
and many insurers will take a
deduction for depreciation during
this time. By asking the right
questions, you can avoid some
nasty surprises, and maybe even
find ways to save money on your
insurance.”

Before purchasing a new vehi-
cle, ask the following questions:

• What does my auto coverage
actually cover? Determine in ad-
vance the level of protection actu-
ally afforded under the terms of
the policy. For example, if your
new car is damaged beyond repair,
will your auto insurer replace the
vehicle with a new one, or take
that deduction for depreciation? 

• Is image everything? Certain
cars catch the eye, but you may
end up paying more for the flair.
Cars that are expensive to repair
or have historically higher theft
rates carry higher insurance costs.
Specialty vehicles and sports cars
typically cost more to insure. 

• Can I use the accessories to
my advantage? If your new vehi-
cle comes equipped with such
things as anti-theft/alarm devices
or anti-lock brakes, you may qual-
ify for discounts.

• Are there other discounts
that I qualify for? Insurers offer

discounts for a number of factors:
driving record, certain safe driving
courses, the number of drivers
using the vehicle, low annual
mileage and whether the vehicle is
kept in a garage overnight or
parked on the street.

• Can my good driving record
work for me? In the event of a
loss, certain insurance companies
will reward customers for good
driving habits, by reducing their
deductible for each year of loss-
free driving. Make sure to ask
whether your company offers it.

• How safe is the vehicle?
Besides ensuring greater peace of
mind, vehicles that are consid-
ered “crashworthy” usually cost
less to insure. Before making
your final decision, pay a visit to
www.highwaysafety.org to find
the vehicle rating for your
prospective purchase.

MetLife Auto & Home offers a
free brochure called “Shopping
for a Safer Car.” This booklet
outlines what safety factors
should be considered to reduce
the risk of death or serious
injury in the event of a crash.
The brochure, created with the
Insurance Institute for Highway
Safety, is available by calling
(800) 638-5433 (MET-LIFE).

For more information about
MetLife Auto & Home, visit
www.metlife.com.

Key Questions About Insurance For 
New Car Buyers

• What does my auto coverage actually cover?
• Can my good driving record work for me?
• Can I use the accessories to my advantage? 
• Are there other discounts that I qualify for? 
• How safe is the vehicle? 

Does Your New Car Have The Coverage It Needs?

(NAPSA)—When a loved one
dies, grieving family members and
friends are often confronted with
dozens of decisions about the
funeral that must be made quickly
and often under great emotional
stress.

What kind of funeral should it
be? What funeral provider should
you use? Should you bury or cre-
mate the body, or donate it to sci-
ence? What are you legally re-
quired to buy? What about the
availability of environmentally
friendly or “green” burials? What
other arrangements should you
plan? And, practically, how much
is it all going to cost?

Each year, people grapple with
these and many other questions
as they spend billions of dollars
arranging funerals for family
members and friends.

Many funeral providers offer
various “packages” of goods and
services that make up different
kinds of funerals. The Federal
Trade Commission, the nation’s
consumer protection agency,
wants you to know that when
you arrange for a funeral, you
have the right to buy goods and
services separately. That is, you
do not have to accept a package
that may include items you do
not want.

The Funeral Rule
The Funeral Rule, enforced by

the FTC, makes it possible for you
to choose only those goods and
services you want or need and to
pay only for those you select,
whether you are making arrange-
ments after a death occurs or in
advance. The Rule allows you to
compare prices among funeral
homes, and makes it possible for

you to select the funeral arrange-
ments you want at the home you
use. 

Here’s the Funeral Rule
in brief:

• You have the right to choose
the funeral goods and services you
want (with some exceptions).

• The funeral provider must
give you a general price list (GPL)
that states your right to choose
the goods you want in writing.

• If state or local law requires
you to buy any particular good or
service, the funeral provider must
disclose it on the price list, with a
reference to the specific law.

• The funeral provider cannot
refuse to handle a casket or urn
you bought elsewhere—or charge
you a fee to do that.

• A funeral provider who offers
cremations must make alternative
containers available.

• A funeral provider can’t
charge for embalming you didn’t
authorize unless embalming is
required by state law.

For more information, visit
ftc.gov/funerals. 

Paying Final Respects: Your Rights When 
Buying Funeral Goods And Services

ThOUGH MANY FUNERAL PROVIDERS
offer various “packages,” you do
not have to accept a package that
includes items you do not want.

(NAPSA)—A growing number of
consumers believe Health Savings
Accounts—also known as HSAs—
offer the right prescription for com-
prehensive health coverage.

A recent survey of 1,000 Ameri-
cans suggests potential growth for
HSAs, providing more Americans
become aware of the new
accounts.

Established by the federal gov-
ernment in 2003, HSAs make it
possible for an adult who is
already covered by a high-
deductible insurance account to
save for qualified medical and
retiree health expenses. Money
contributed to an HSA account is
saved on a pretax basis. 

According to the U.S. Treasury
Department, money contributed to
an HSA belongs to the account
holder and is completely portable.
Funds in the account can grow
tax-free through investment earn-
ings, just like an IRA.

Funds distributed from the
HSA are not taxed if they are used
to pay qualified medical expenses.   

Because an HSA may require
time to grow to pay out-of-pocket
expenses, consumers will some-
times turn to other types of insur-
ance to supplement an HSA. 

For some, voluntary insurance
policies are the missing piece in
their coverage. Those products can
help strengthen primary health
plans by providing cash benefits
directly to the policyholder to cover
out-of-pocket costs such as
deductibles and loss of earning
power.

Aflac is among the companies
that offer HSA-compatible prod-
ucts that can benefit a consumer

in a number of ways, such as:
• Alleviating concerns that the

HSA may not have enough money
to cover out-of-pocket expenses
such as deductibles, co-payments
and other costs

• Giving the policyholder the
option of not dipping into the
HSA, thereby maximizing its ben-
efits and allowing the account to
grow for future needs

• Providing money that is paid
directly to the policyholder,
enabling him or her to choose how
best to use it (e.g., living expenses
such as mortgage, etc.)

• Improving employer relations
and retention.

Even when medical expenses
are covered through an individ-
ual’s medical plan, loss of income
and nonmedical expenses can
have a major financial impact.
Regardless of major medical cov-
erage, Aflac provides money paid
directly to the policyholder to use
any way he or she chooses.

To learn more, visit the Web
site at www.aflac.com.

Health Savings Accounts And Voluntary Insurance

Experts say voluntary insurance
policies may be used to supple-
ment the missing indispensable
piece of a Health Savings
Account (HSA). 

(NAPSA)—Today’s modern
mom, who often balances work,
family life and household respon-
sibilities, does not get enough
sleep—a potentially chronic prob-
lem that can take a toll on the
whole family. To help, actress Debi
Mazar has teamed up with sleep
specialist Suzanne Griffin, M.D.,
FAPA, Clinical Psychiatrist, of
Georgetown University Hospital,
to lead the “Sleepless Moms” cam-
paign. The campaign’s goal is to
let sleepless parents know that
they are not alone and to provide
useful information about sleep
hygiene and educational resources
on insomnia and its treatments.
For more information about the
campaign, visit www.sleepless
moms.com.

(NAPSA)—Experts at House-
Master, leaders in the home-
inspection industry, recommend
visually inspecting the power line
that runs to your home periodi-
cally. If any problems are noted,
contact the utility. For more tips,
visit www.housemaster.com/home
defects.




