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(NAPSA)—Unlike home or
auto insurance, boat insurance
policies can vary widely from one
company to the next. So which
type of boating insurance is best
for you? Try these tips. They come
from experts at the nation’s
largest recreational boat owners
association, BoatU.S. 

• Know Thy Insurer—One
way to find a good insurer is to
ask friends who have had a claim
in the past. Insurance companies
may be good at taking monthly
premiums, but how a company
lives up to expectations when
something goes wrong is a better
indicator.

You can also research potential
insurance carriers at www.am
best.com/ratings. The ratings are
the industry’s benchmark for
assessing an insurer’s financial
strength; look for an “A” rating
(excellent) or better. State insur-
ance regulatory agencies are also
a good reference and can be found
online. 

• Homeowner’s or Separate
Policy—Consider buying a sepa-
rate insurance policy for the boat,
rather than adding it to your
homeowner’s policy, as the latter
often limits certain marine-
related risks such as salvage
work, wreck removal, pollution or
environmental damage. Whatever
amount the boat is insured for, it
should have a separate but equal
amount of funds available for any
salvage work. This means that
you’re compensated for the loss of
your boat and not having to pay
additional, out-of-pocket costs to
have a wreck removed from a
waterway. 

• Agreed Value vs. Actual
Cash Value—These are the two

main choices that boaters face and
depreciation is what sets them
apart. An “agreed value” policy cov-
ers the boat at whatever value you
and your insurer agree upon.
While it typically costs more up
front, there is no depreciation if
there is a total loss of the boat
(some partial losses may be depre-
ciated). “Actual cash value” poli-
cies, on the other hand, cost less up
front but factor in depreciation and
only pay up to the actual cash
value at the time the boat is
declared a total or partial loss or
property was lost.

• Customize—Bass boaters
may need fishing gear and tourna-
ment coverage as well as “cruising
extensions” if they trailer their
boat far from home. You may want
“freeze coverage” if you live in a
temperate state because, ironi-
cally, that’s where most of this
kind of damage occurs. A good
insurer will tailor your coverage
to fit your needs so there will be
no surprises. 

For more information, visit
www.BoatUS.com/Insurance or
call (800) 283-2883. 

Tips For Choosing Boat Insurance

Sinking Feeling? Boat insurance
can make a bad day on the lake a
little better. 

(NAPSA)—If you live in a sub-
urban or semirural area and the
demands of caring for your prop-
erty have you feeling like a pio-
neer, don’t despair. Today’s pio-
neers have access to a wide range
of equipment, services and special-
ists that can help turn their
wilderness into a wonderland.

“Oftentimes first-time land
owners know what outdoor tasks
they want to accomplish, but they
don’t know what kind of equipment
they need,” says Cleo Franklin,
manager John Deere Large Prop-
erty Owner customer segment. 

For example, Peggy Sundberg
purchased land in Colorado with
the vision of turning 43 acres of
rocky soil into her very own horse
ranch. 

“I was determined to do most of
the work required to build my own
ranch, but I didn’t quite know
where to begin,” says Sundberg. 
“I knew I’d need equipment, but it
was beyond me to know what
would work best for the task
ahead.

“My dealer took the time to lis-
ten and understand what my
needs were,” says Sundberg. “He
was then able to help me visualize
the scope of work I could do with
the equipment, which enabled me
to make an informed decision
when it came to the buying stage.”

Many customers, says Frank-
lin, are like Sundberg—they tend
to think in terms of tasks instead
of tools. 

“A good dealer,” he explained,
“will know the type of equipment
you need by asking you detailed
questions about the type of prop-
erty you own and the type of
chores you plan to do.” 

Before researching equipment,

Franklin says to consider the type
of chores you plan to do, such as:

•Hauling
•Towing
•Loading
•Snow removal
•Mowing hay
•Tilling
•Removing trees
•Mowing
•Trimming
•Brush removal.
“The more you know about

your workload,” he says, “the bet-
ter your chances of going home
with the right equipment.”

Franklin observed that cus-
tomers walking into a dealership for
the first time are typically surprised
at the level of service they receive.
Depending on the products and
dealership, some services include:

•Individualized customer
attention throughout the buying
process

•Experienced, trained staff
•Product demonstration 
•Home delivery of product 

•Safety lessons
•Onsite service calls
•Seasonal maintenance check-

ups.
“My dealer was wonderful to

me,” says Sundberg. “He delivered
my tractor to the house and spent
more than three hours instructing
me on correct operating proce-
dures. I found that this tractor I
was once scared of using is now
fun to drive.”

If you’re new to buying equip-
ment or looking to upgrade,
Franklin says now may be an
exciting time to see all of the new
innovations coming to the market.

“There is a growing trend of
people moving to homes with
larger property, and the equip-
ment industry has responded by
offering new products specific to
meet the needs of this demo-
graphic.”

In the last three years alone,
John Deere has expanded its
product offerings to include a new
line of ATVs, an all-new expanded
line of utility vehicles, new zero-
turn radius mowers, new lawn
tractors and a new expanded
lineup of compact tractors ranging
from 24 to 58 hp.

“Never before have property own-
ers had such a wide range of equip-
ment options to choose from,” says
Franklin. “Homeowners may be pio-
neers in their own backyard, but it’s
reassuring that they have a friendly
and knowledgeable John Deere
dealer nearby to help them visualize
their tasks, do the work and enjoy
the results of a job well done.” 

John Deere is a leading sup-
plier of equipment used in lawn,
grounds and turf care. To learn
more, call (800) 537-8233 or visit
www.JohnDeere.com.

Outdoor Chores 101: Tips On Finding The Right Power Equipment 

Experts say a good equipment
dealer will ask you detailed ques-
tions about the type of property
you own and the type of chores
you plan to do.

(NAPSA)—There is good news
for those concerned about colon
cancer. Physicians know that colon
cancer screening saves lives. Yet an
estimated 148,000 Americans, both
women and men, are diagnosed
with colorectal cancer each year,
and every year approximately
55,000 will die—the nation’s second
deadliest cancer. Yet, it’s believed
most of these deaths could be pre-
vented through proper screening. 

However, experts from the
American College of Gastroen-
terology (ACG) warn that too few
Americans are getting screened.
Colorectal screening rates remain
very low, even though Medicare
and many private plans pay for
screening tests. 

Despite increasing public
awareness of colon cancer screen-
ing tests through the efforts of
Katie Couric and others, many
people continue to face obstacles
to screening. Even Medicare bene-
ficiaries, for whom incidence and
death from the disease are high-
est, encounter problems with
access to screening colonoscopy. 

Congress Can Help
“Pending legislation in the U.S.

Congress, such as the Colon Can-
cer Screen for Life Act (S.1010/
H.R. 1632), promises to remove
Medicare’s barriers to screening,”
says ACG President Dr. Jack A.
DiPalma of Mobile, Alabama. “But
only one small improvement, the
waiver of the Medicare deductible,
was approved for 2006, so much
remains to be done.”

Research indicates that colon
cancer arises from precancerous
growths or polyps that grow in the
colon. When detected early, these

growths or polyps can be removed,
actually preventing the develop-
ment of colon cancer. 

“With improved use of colon
cancer screening, we can save
lives,” adds Dr. DiPalma. 

The College currently recom-
mends colonoscopy every 10 years
beginning at age 50 for average-
risk individuals as the preferred
screening strategy to prevent
colon cancer. 

For patients with higher risk
factors such as a family history of
colon cancer or a previous per-
sonal history of polyps, and for
African Americans, ACG recom-
mends earlier and/or more fre-
quent screening with colonoscopy. 

To learn more about the bene-
fits of colorectal cancer screening,
speak with your doctor or visit
www.acg.gi.org. To request free
information, write to the Ameri-
can College of Gastroenterology
at: 6400 Goldsboro Rd., #450,
Bethesda, MD 20817.

Eliminating Barriers To Colon Cancer Screening 

Talk to your doctor about getting
tested for colorectal cancer. Reg-
ular screening for and removal of
polyps can reduce your risk of
developing colorectal cancer by
up to 90 percent. 

(NAPSA)—The tool industry is
beginning to understand what the
electronics industry has known for
years: Gizmos and gadgets that
pack more in, pack more punch
with consumers. 

Shoppers have been snapping
up all-in-one cell phones that let
you e-mail, surf the Web and
shoot photos. And many are likely
to be wowed by the latest TVs
expected to soon hit the market,
which can record shows, store dig-
ital music and access satellite pro-
gramming without the need for
additional set-top boxes.

Now, it would seem, it’s the tool
industry’s turn. Today’s tool sets
and individual handheld tools are
not only more compact, but are
built for multitasking. Companies
such as Sheffield Mfg., for exam-
ple, are taking their best-selling
products and reinventing them for
a wide array of applications.

A hammer is no longer just a
hammer—it’s a “jack-of-all-trades”
with several other implements
built into the handle. Take
Sheffield’s 14-in-1 Deluxe Ham-
mer Multi-Tool, for instance. This
striking implement is a complete
tool set with a wood handle and
brass finish. Fitting nicely in the
palm of your hand, it encompasses
14 gadgets such as screwdrivers,
pliers and blades of various sizes.

Then there’s the screwdriver.
Screwdrivers now come with mul-
tiple bits ranging from slotted and
Phillips to star, all fitted within
the tool handle to facilitate easy
changeover—thus eliminating the
need for a drawer full of different
screwdrivers to complete a project. 

“As the trend moves towards

multitasking, several new prod-
ucts have been engineered specifi-
cally to meet this need,” said
Steve Maltese, Sheffield director
of marketing. “The 14-in-1 Deluxe
Hammer Multi-Tool is a staple
item for every do-it-yourselfer who
wants to do more with less. Stor-
age is also a factor. Whether you
live on a farm in the Midwest or a
small apartment in a city, a com-
plete tool set that can fit into a
kitchen junk drawer or car glove
box is innately appealing.”

The suggested retail price for
the Hammer Multi-Tool is $14.99
and it can be purchased at Auto-
Zone, QVC.com, Sportsman’s
Warehouse, Tractor Supply Stores
and other fine retailers. All prod-
ucts manufactured by Sheffield
Mfg. are high quality, competi-
tively priced and come with a lim-
ited lifetime warranty. For addi-
tional information, visit www.
sheffield-tools.com or call toll-free
(800) 457-0600.

The Latest In Versatile Gizmos: Multifunction Tools

Today’s tools give people the
power to multitask, with a single
implement able to tackle a variety
of jobs.

***
Listening is a magnetic and
strange thing, a creative force.
The friends who listen to us are
the ones we move toward. When
we are listened to, it creates us,
makes us unfold and expand.

—Dr. Karl Menninger
***

Young eagles don’t have feath-
ers that match their parents’ until
they are about 4 years old.

The geoduck is a huge, edible
clam that may weigh as much as
six pounds.




