
(NAPSA)—Using cleaning tools
developed with pets in mind can
often make it easier to remove pet-
specific messes as well as dust and
dirt. For example, the Eureka Boss
4D Pet Fresh vacuum was designed
to tackle pet odors and hair. For more
information, consumers can visit
www.eureka.com.

**  **  **
Dr. Denise Lamothe, author of

“The Taming of the Chew,” has
found success using the Bach
Original Flower Remedies with
her clients who struggle with
emotional eating and recom-
mends the Emotional Eating
Support Kit in combination with
developing a healthy, balanced
lifestyle. For more information,
visit www.bachremedies.com.

**  **  **
Advance planning can save

homeowners hundreds and even
thousands of gallons of water dur-
ing the growing season, say
experts at the American Society of
Landscape Architects (ASLA). To
learn more about reducing utility
bills through landscape design or
to find a landscape architect, visit
www.asla.org.

**  **  **
Advance planning can save

homeowners hundreds and even
thousands of gallons of water
during the growing season, say
experts at the American Society
of Landscape Architects (ASLA).
To learn more about reducing
utility bills through landscape
design or to find a landscape

architect, visit www.asla.org.
**  **  **

To keep pace with the growing
number of Americans with dia-
betes, the American Diabetes
Association (ADA) invites commu-
nities to take part in a fund-rais-
ing walk, Step Out: Walk To Fight
Diabetes. To register, call (888)
DIABETES or visit online at
www.diabetes.org/stepout. 

**  **  **
Water Babies—a popular line

of dolls that are filled with water
and replicate the warmth, weight
and feel of a real baby—have been
reintroduced by Wild Planet.
They’re available in stores, online
at www.shopwildplanet.com or by
calling (800) 247-6570. 

**  **  **
The funny, wisecracking Aflac

duck has turned cancer fighter.
Those looking for the perfect holi-
day gift should consider a Holiday
Duck by visiting a participating
Macy’s department store, as well
as aflacholidayduck.com or
macys.com as of November 1st.

6

(NAPSA)—A little forethought
may help you fight a common fear.
For most Americans, public

speaking ranks among their worst
fears. Surveys regularly find that
high anxiety about giving a pre -
sentation scores at the top of lists
that also include snakes and
death. For as many as 20 million
Americans, fear of public speaking
can be serious enough to be classi-
fied as a mental health problem,
according to psychiatric research.
There are many reasons speak-

ing in front of a group is so trou-
bling. Some people worry they’ll be
“exposed” as ignorant or incompe-
tent. Others are concerned they’ll
make a bad mistake. Many people
are just naturally shy. In one way
or another, all these reasons trace
to a lack of self-confidence.
Whatever the reason, the prob-

lem is serious, because the ability
to deliver an effective presentation
can be especially important to suc-
cess on the job and career advance-
ment in almost every business,
industry and profession. Luckily,
the ability to be an effective pre-
senter can be within virtually
everyone’s reach. Experts who
teach verbal communications skills
agree that effective public speak-
ing is learnable. “The best public
speakers are made, not born,” said
Robert Geline, president of 144
Media LLC, a public relations firm
with offices in New York City and
the San Francisco area.
An Emmy Award-winning for-

mer broadcast journalist with a
decade of experience in helping
professionals of all kinds to
become better communicators,
Geline outlined a three-part
process the pros know can lead to
presentation success:
Understand Your Audience
Determine the interests, needs

and concerns of the audience you
will be addressing. All audiences
attend a presentation with the
expectation that they will hear
information that is useful to them
and it’s the speaker’s job to pro-
vide it. “What’s in it for me?” is
the silent question in every lis-
tener’s mind and one that every
presenter needs to answer con-
vincingly throughout the talk.
Prepare a Focused Message
The best presenters know that

long-winded anecdotes or jokes
that don’t make a point are not the
stuff of winning presentations.
They build the presentation
around one or two central points
that speak directly to the informa-
tion needs of the audience and they
make sure to support those points
with relevant facts, data, and per-
sonal and professional experience. 

Show Your Passion
The way you deliver your pre -

sentation is as important as any-
thing you say. It’s not enough to tell
your audience you’re “so excited” to
be speaking to them. If you do not
show your passion and enthusiasm
for your subject as you tell your
story, you cannot expect your audi-
ence to be passionate or enthusias-
tic about what you are saying.
Experts agree that following

this preparation strategy and mak-
ing sure to practice your talk in
advance will build your confidence
and produce improved results
when it’s your turn to present.

Learn More
Learn more at www.144media.

com or (212) 203-8182.

Make Presentations Without Fear
The best presenters make their first 
priority to determine the interests,

needs and concerns of the audience they 
will be addressing. 

Nourishing Body And
Spirit

(NAPSA)—The act of cooking
turkeys has inspired all sorts of
family traditions, but none per-
haps as interesting as the Turkey
in the Hole method used by a spe-
cial group of camp moms.
In this tradition, a turkey is

grilled by cooking it underground
in a smoldering pile of ashes for
several hours. 
The quirky cooking custom is a

favorite among the camp moms at
Eckerd Youth Alternatives (EYA).
It is one of the many re cipes the
moms use to feed the thousands of
hungry kids who attend their out-

door therapeutic
programs for
s t r u g g l i n g
youth.
To celebrate

EYA’s 40th an -
niversary, the
camp moms are
sharing their
recipes in a
com memorative

cookbook, along with 300 others
from EYA employees and founders
Jack and Ruth Eckerd. Proceeds
from the book will benefit the
more than 14,000 youth that EYA
helps annually. 
Titled “Making it Differently

and Making a Difference: From
Alfredo Rotini to Zucchini Zhan
Weinee,” the cookbook features
hundreds of time-tested, kid-
approved recipes. 
The suggested donation is

$20, which includes shipping. To
order a cookbook, call EYA at
(800) 554-HELP (4357) or visit
www.eckerd.org/cookbook. 

by Courtney Caldwell 
(NAPSA)—There is some good

news about high gas prices and a
slow economy: They are putting
the brakes on vehicle sales, which
makes it a good time for shoppers
to find great deals on cars. 

Among car shop-
pers, hybrids and
subcompacts remain
popular because of
great gas mileage,
but there are many
factors beyond fuel
efficiency that affect
the cost of driving.
RoadandTravel.com

and State Farm Insurance® sug-
gest three simple tips for those
shopping for vehicles: 

Homework is key 
Because sales have been so

slow,  dealers  are competing
aggressively for shoppers’ busi-
ness, making it easier to bar-
gain.  The Internet  provides
numerous Web sites to compare
makes,  models  and pric ing,
including Edmunds.com, MSN
Autos and RoadandTravel.com.
Coming to dealerships with the
most current information puts
the shopper, not the dealer, in
the driver’s seat. 

Budget blind spots 
Car buyers often don’t research

expenses that can impact the cost
of car ownership, including main-
tenance, financing and insurance.
For instance, they may assume

they have no choice other than to
finance their cars through the
dealerships. Often, the bank down
the street or an insurance
provider offers better deals on
financing a car. Additionally,
interest rates can be based on
credit history, so shoppers who
know their situations can more
easily recognize a reasonable deal. 
Finally, it’s important not to

get caught up in the emotions of
buying a car. Being practical and
planning to spend at least a few
days shopping helps people avoid
making rash decisions. 

Insurance options 
There are a number of factors

that influence insurance rates,
beyond car models. Car buyers
should ask about discounts for
good driving records and good
grades for teen drivers. For
instance, State Farm has a Good
Driver Discount®. Also, some com-
panies offer discounts on premi-
ums to customers who purchase
other policies, such as life or
homeowners insurance. When
deciding on the right insurance
provider, car buyers should keep
in mind that, in addition to cost,
it’s important to find a company
that will offer the right level of
personal service. 
For more information, visit

www.RoadandTravel.com. 
• Ms. Caldwell is editor in chief

and founder of Road & Travel
Magazine. 

High Gas Prices Put Car Shoppers In The Driver’s Seat 

Caldwell

(NAPSA)—As uncertainty swirls
around the state of the economy,
women are responding in peculiar
ways as it relates to the people they
trust to help manage their lives and
financial future.
This was found in a landmark

study from State Farm Life Insur-
ance Company that surveyed
1,500 women and 500 men. The
study offers an in-depth look at
women’s attitudes toward finan-
cial security issues and what
women want from their profes-
sional service providers to develop
the trust that leads to a business
relationship. The results were
often surprising.

What The Study Found
The Musts of  Trust Study

found that while today’s women
are reporting high levels of con-
f idence in handling their f i  -
nances, the same women admit
they are not really in control of
their personal finances. In fact,
according to the study, they’re
waiting for major life events to
occur before getting a grip on
their spending, saving and life
insurance planning. 
Further, as financially assured

as they claim to be, women have a
trust barrier with the profession-
als who can help them manage
their money. The study found that
American women do not fully
trust the advisers who can guide
them through fiscal turmoil. 
For example, women are trust-

ing professionals of health more
than wealth: Doctors are inher-
ently trusted by 79 percent of
women, while just 36 percent of

women feel the same way about
their financial advisers. Thus,
women are more willing to trust a
doctor with their lives than a
financial adviser with their
money. This also means that dur-
ing a time of economic uncer-
tainty, women are going solo when
they need help most.
“Women are telling us that

they distrust financial advisers
and tend to wait for something
significant to affect their lives
before getting a hold of their
finances,” said Susan Waring,
executive vice president and chief
administrative officer of State
Farm Life Insurance Company. 
For the complete results of the

Musts of Trust Study, visit
www.statefarm.com.

Survey Shows What It Takes To Earn A Woman’s Trust

Suddenly came into money

Experienced the death of family or friends

Became ill, got divorced or lost income

Received a raise or promotion

Heard financial trend: inflation, recession

Are already in control of their finances
18%

17%

23%

32%

39%

54%

Women’s Sources Of Funds

A study found that women were
confident about their finances,
but wary when forming relation-
ships with financial advisers. 

A flower arrangement should
usually be about one and a half
times the height or width of the
container.

An American aircraft carrier
can reach over a fifth of a mile
long and carry close to one hun-
dred planes.

The fennec is a nocturnal
African fox noted for its excep-
tionally large ears.




