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(NAPSA)—A funny thing hap-
pened in the wake of the dot-com
disaster: America stopped rushing
out to hire the youngest “it” boy
on the block, and started looking
at his gray-haired grandpop.

Across the country, companies
are beginning to see the wisdom
in hiring older, more experienced
workers—and the change is more
the result of good business sense
than altruism. Apart from the
hard lessons learned in the wake
of numerous failed dot-coms with
young boy and girl wonders at
their helm, American companies
across the board are coming to
the inevitable realization that the
nation is graying.

By the year 2019, nearly a
third of the population is expected
to be 55 and older. However, labor
force growth won’t have dropped
enough to offset the shortages
caused by more retirees.

Anticipating that trend, smart
employers and seniors’ programs
have begun retraining older work-
ers and reintegrating them into
the workforce.

“Any company that is continu-
ing to put its head in the sand and
pretend that there aren’t more
older workers in the workplace is
going to fall behind in this very
competitive business in this coun-
try,” says Deborah Russell, man-
ager of economic security for AARP,
an advocacy group for individuals
over 50. “They can no longer afford
to ignore the older worker.”

Bob Mizerak, director of the
Urban League’s Seniors in Com-
munity Service Program, says the
fact that companies are offering
seniors a second shot at employ-
ment is good news since many
seniors, upon retirement, find
themselves living on fixed incomes
that fall far short of their needs.

African-Americans and other
minorities especially feel the
retirement crunch. Whereas nine
percent of white elderly live in
poverty, about 22 percent of Afri-
can-American and 19 percent of
Hispanic elderly live in poverty.

The Urban League’s Seniors in
Community Service Program—
which targets seniors who are at
125 percent or below the poverty
line—is funded by the U.S.
Department of Labor under Title
V of the Older Americans Act.
Administered by Urban League
affiliates, it helps thousands of
seniors begin new careers and sup-
plement their incomes each year.

“The major source of income for
older people is Social Security, and
for many it’s not enough,” says
Mizerak. “So they are forced to get
a job to survive retirement.”

According to Experience Works,
a national nonprofit group that
works with mature individuals,
companies like Discover Financial
Services, CVS and the U.S. Cen-
sus Bureau have placed a high
priority on hiring older workers,
typically using retirees in entry-

level positions such as greeters,
sales clerks and census takers.

Companies like Wal-Mart and
ABN Amro, a bank out of Chicago,
have begun to create flexible
schedules and good benefits de-
signed to retain aging workers.

To make seniors more mar-
ketable,  the Urban League’s
program offers training in the
high-demand area of computers,
as well as child care and teacher
mentoring. It places them in jobs
where they receive health benefits
and last year, on average, made
$7.52 an hour.

Last year, Sodhexo Food Man-
agement Corporation hired two of
the Richmond, Va., Urban League’s
seniors as dishwashers. George
Mason, a 76-year-old retiree,
quickly became a star employee
doing inventory and sales.

“The Urban League sent over
Mr. Mason. He’s smart, disci-
plined, and has an excellent work
ethic,” says Mike McCleary, man-
ager of Sodhexo. “I’d be a fool not
to hire him.”

Mizerak says a second career
gives seniors renewed purpose.
And, contrary to myths, seniors do
not pose a higher risk of work-
related injuries; they make up
14.5 percent of the workforce, but
account for only 9.5 percent of
workplace injuries.

“The next step,” concludes Miz-
erak, “is to get mature workers
into higher positions and salaries,
but until then we’re here to make
sure seniors get the jobs needed to
put food on their table, pay their
rent, gas and light bill, and main-
tain their dignity.”

For more information about the
Seniors in Community Service
Program or to make a donation,
visit www.nul.org or contact the
Urban League in your area.

Senior Workers: Reliable, Productive And Enthusiastic

As the population “grays,”
seniors are becoming an impor-
tant part of the workforce.

(NAPSA)—The desire to own a
home remains powerful. Fannie
Mae’s National Housing Survey
shows that owning a home is one of
the top three lifetime goals of
American families. 

To help make the dream of
home ownership come true for
more families, Fannie Mae in
March 2000 launched a six-point
plan:

• The Mortgage Rights Agenda
to protect mortgage consumer
rights

• The National Minority Home-
ownership Initiative to increase the
number of minority homeowners

• The Opportunity for All Strat-
egy works to increase homeowner-
ship rates of and housing support
to targeted groups such as new
immigrants and women heads of
households

• The American Living Com-
munities Plan will invest a total of
$3 billion in inner cities and older
suburban areas

• eHomeownership, which uses
technology to increase affordable
housing

• The Affordable Rental Hous-
ing Leadership Initiative to finance
multifamily housing.

Fannie Mae helped more than
4.2 million families in 2001, includ-
ing serving 680,000 minority
households. The national minority
homeownership rate of 49.5 per-
cent currently remains far behind
the 74.4 percent rate among white
Americans.

“Fannie Mae is determined to
expand minority homeownership,”
said Franklin D. Raines, Fannie
Mae’s chairman and CEO. “We
have pledged to provide $420 bil-
lion in housing capital to serve
three million minority Americans
by the end of the decade.”

Besides providing affordable
mortgage products through lenders,
Fannie Mae also partners with local
non-profit organizations to provide
counseling for first-time homebuy-
ers. Without counseling, first-time

homebuyers—especially those with
less than ideal credit—may wind up
paying a significantly higher inter-
est rate for their mortgage.

“We are committed to bringing
flexible, low-cost housing capital to
families and communities that
have been overlooked, underserved
and overcharged,” said Raines.

Fannie Mae is putting home-
ownership dreams within reach of
new immigrants and minority fam-
ilies through an array of flexible
mortgage products. These include
mortgages that require as little as
a $500 contribution from the bor-
rower toward closing costs. Others
provide flexible qualifying guide-
lines that consider alternative
sources of income such as rent and
part-time employment.

For more information about
Fannie Mae’s affordable mortgage
products, and a list of nonprofit
organizations and lenders in your
area, call 1-800-7-FANNIE (1-800-
732-6643) or www.fanniemae.com.

Making Home Sweet Home Even More Affordable
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Fannie Mae: 1993 - 2001

Over this decade, Fannie Mae
plans to increase its investment
in housing for minorities.

by Lars Nyberg
(NAPSA)—Many businesses

have found an important key to
turning profits is getting the right

information in the
hands of employees on
the “front lines,” so
they can take action.
Business takes place
in real time. Employ-
ees on the front lines
—those who touch the
customer directly—

need information in real time.
For example, suppose an air-

line has a flight for Chicago that
leaves in 15 minutes, but economy
is overbooked by five seats. There
are only two seats remaining in
first class. In less than ten min-
utes, a decision must be made
about who gets bumped and who
gets the seats. Such a situation
requires the employees dealing
with the customers to think and
act quickly. There is no time for a
decision to flow down a chain of
command that starts with upper

management. In addition, the
decision that is made could have
negative repercussions. Poten-
tially, loyal customers could be
lost.

To make the best decision,
employees need information.
Among the things they need to
know: What is the profitability by
passenger (not just the ticket
they hold at that moment)?
Which passengers fly with the
airline most frequently? Have
any of the passengers been
bumped by the airline before?
Which passengers have connect-
ing flights in Chicago?

Most likely the airline will have
that information available some-
where, but it may not be readily
available. A technology architec-
ture that integrates all data
sources—an enterprise data ware-
house—can help solve this problem
by turning the massive amounts of
data a business collects into usable
information. This allows compa-
nies to extend their decision-mak-

ing capability, to uncover efficien-
cies, identify new opportunities
and proactively manage customer
relationships. This is when data
becomes a true company asset, and
the data warehouse becomes a
business-critical system to the
organization.

At the end of the day, it is all
about return on investment.
Leveraging the value of your
data asset can help turn that
data into profit and deliver a
compelling return on your tech-
nology investment.

For more information visit
www.ncr.com or www.teradata.com.

• Mr. Nyberg is chairman and
chief executive officer at NCR Cor-
poration (NYSE: NCR). NCR is a
provider of Relationship Technology
solutions, including the Teradata
database and analytical applica-
tions, automated teller machines
and store automation systems. NCR
is ranked number one worldwide in
data warehouses above one terabyte
in size.

Turning Data Into Profit

Lars Nyberg

(NAPSA)—Fire ants sting more
than five million Americans every
year. Those stings can be so bad
that approximately 25,000 people
are forced to seek medical atten-
tion annually. In extreme cases,
fire ants can kill. 

“Fire ants are extremely ag-
gressive insects that thrive in
sunny, open environments such as
lawns and gardens,” said Bayer
Advanced™ spokesman and horti-
culturist Lance Walheim. “When a
mound is disturbed by a child or
pet stepping or lying on it, worker
ants boil out, swarm over the vic-
tim and inject venom repeatedly.”

Fire ants have been in the
United States since the 1930s.
They came in cargo ships from
South America and arrived in the
United States through the Port of
Mobile in Alabama. According to
the U.S. Department of Agricul-
ture, fire ants now infest more
than 310 million acres in this
country. They’re a big problem in
the South and a growing problem
in the Southwest and in parts of
California.

Fire ants are 1⁄16 to 1⁄4 inch long
and reddish brown in color. They
live in mounds with many under-
ground tunnels. A queen ant lives
up to seven years and produces an
average of 1,600 eggs per day, so a
fire ant colony can consist of as
many as 250,000 ants. 

How can you eliminate fire
ants fast? Bayer Advanced Lawn®

Fire Ant Killer contains one per-
cent cyfluthrin in a ready-to-use
dust that kills fire ants faster
than organophosphate-based
products. It doesn’t have the
unpleasant odor associated with
many other fire ant dusts. Just
shake the dust on the mound
using the built-in shaker top and
leave it. The worker ants track
the powder into the mound,
killing the queen and the entire
ant colony quickly. The one-pound
size can treat up to 130 mounds
and can be used on lawns,
flowerbeds, ground covers and
around trees and shrubs. 

You can learn more about caring
for your lawn and garden and about
discounts on various products by
visiting www.bayeradvanced.com or
by calling 1-877-BAYERAG.

Protecting Your Family From Fire Ants




