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(NAPSA)—Pro-
totype homes from
the manufactured
housing industry
are turning heads
in a number of resi-
dential housing
markets after an
industry leader
recently debuted a
series of specialty
homes. The homes,
designed especially
for various local
specialty markets,
are quickly proving
that factory-built homes can be just
as distinctive as locally designed
site-built homes in terms of their
architectural flavor.

“By allowing individual markets
and their architectural traditions
to guide our home designs, we are
taking action to meet the needs of
more homebuyers all over the
country,” said Phil Surles, chief
operating officer for Champion
Enterprises, the world’s largest
homebuilder. “These homes have a
lot of local appeal for home buyers
who had not previously even con-
sidered a factory-built home.” 

Examples of Champion’s new
specialty homes include, the
“Windsor,” built for Southern
housing markets, the “Trading
Post,” built for a rural, vacation
home market and the “Santa Fe,”
a home with a stucco exterior,
very unique to the manufactured
housing industry. 

Built at Champion’s Lillington,
North Carolina facility, Champion’s
new Windsor model reproduces fea-
tures important to the local archi-
tectural tradition, including hip
dormers, a multi-gabled roof,
arched shingles and a recessed cen-
ter entry with glass panels on both
sides of the front door. 

The 1,822 square foot, three
bedroom, two bath home is avail-
able to homebuyers through
Champion Home Centers in North
Carolina, South Carolina and 
Virginia.

“The Windsor model has
increased customer traffic to home
centers in North Carolina by as
much as 50 percent since its intro-
duction,” said Surles. Together
with our prototypes in other mar-

kets, it may very well be changing
the way people see manufactured
housing.” 

Champion’s Santa Fe, a model
from Chandler, Arizona, is a
1,200-1,600 sq. ft. home featuring
a smooth Southwestern stucco
exterior. The Trading Post, built
for the Tennessee market, resem-
bles a rustic log home and is built
with a full-length porch—an
important feature for local first-
and second- time homebuyers. 

The Santa Fe and the Trading
Post are currently available
through Champion Home Centers
in Arizona and Tennessee, respec-
tively, with base prices from
$60,000. “These are interesting
and affordable homes that are
making a statement to homebuy-
ers who didn’t know that the term
‘factory-built’ can mean ‘innova-
tive, attractive and high quality,’”
said Surles. 

Manufactured housing was
once known for its presence
almost exclusively in land-lease
communities, but quality and
design advances have brought fac-
tory-built homes into many tradi-
tional neighborhoods. 

Installed on permanent founda-
tions on private property, factory-
built homes are financed no differ-
ently than site-built homes, with
today’s low-rate mortgages, rather
than with higher-rate personal
loans, needed to purchase the
homes without land.

Many manufacturers, like
Champion, offer an assortment of
financing programs through their
retail outlets. The programs are
designed to help buyers find the
option that best fits their needs.

Manufactured Housing Takes on a Whole 
New Look with Specialty Architectures for 

Specialty Markets—Yours

Champion recently introduced a number of new
designs, including “The Santa Fe,” a Southwestern,
stucco home.

Preventing Concrete 
Damage From Deicers

By Joe Althouse
(NAPSA)—Many home and

business owners worry about the
effects of deicers on concrete
pavement.

There is a com-
mon misperception
that deicers chemi-
cally attack con-
crete. Most do not.
Concrete spalling is
caused by the pres-
s u r e  g e n e r a t e d
when the water or

brine in concrete freezes. This liq-
uid expands when it freezes, and
it can create hydraulic pressure if
air voids within the concrete are
completely saturated with liquid.

Concrete is quite resistant to
freeze-thaw damage when it ’s
properly constructed. The Port-
land Cement Association recom-
mends against using deicers on
concrete that is less than three
months old.

For existing concrete already
showing signs of scaling, applica-
tion of a concrete sealer may be
worth considering. Materials such
as silane, siloxane and breathable
methacrylate limit the penetra-
tion of melt water into the con-
crete while allowing trapped mois-
ture to evaporate. If sealers are
not an option, then the next best
thing is to remove slush and loose
ice as soon as possible after deic-
ing. This will help reduce the
opportunity for melt water to sat-
urate the pavement.

According to Concrete Technol-
ogy Today, Vol. 8, No. 4, “The
safest deicers for concrete are also
the most common: sodium chlo-
ride—rock salt—and calcium
chloride.”

For more information, visit
www.peladow.com.

Mr. Althouse is a Technical Ser-
vice Specialist for The Dow Chemi-
cal Company.

Joe Althouse

(NAPSA)—Do you clip coupons
to save a few cents on items at the
grocery store? Do you shop for
bargains and compare prices on
food and clothing to save a couple
of bucks? Chances are, you proba-
bly do, so why not take that
thriftiness to the next level? It’s
possible to save hundreds of dol-
lars on car insurance—simply by
knowing a few questions to ask
your insurance agent.

Independent insurance agents
represent multiple insurance com-
panies, and can help you find the
company that offers the best com-
bination of price and coverage on
your auto insurance premium.
The money you could save is con-
siderable, so the next time you
speak with an agent, try asking
these questions:

1. Can I get a better rate
with a different company?
Research by Progressive, one of
the country’s largest auto insur-
ers, shows that the average differ-
ence between the highest and low-
est auto insurance premium
available to the same consumer
from different companies is
around $500 for a six-month pol-
icy. Discuss your options with an
independent agent who is knowl-
edgeable about several companies,
and get written confirmation of
verbal quotes.

2. Am I carrying too much
coverage for my vehicle? It is
generally recommended that you
drop collision coverage on a vehi-
cle that is older than four years.
Meanwhile, other coverages—
such as towing, rental reimburse-
ment and medical—may be unnec-
essary, or may duplicate coverage
you carry elsewhere. An indepen-

dent agent can advise you on what
coverage you need.

3. Do I qualify for any dis-
counts? Ask your independent
agent whether any of the carriers
he or she represents offer reduced
premiums for certain driver traits
or car features (e.g., homeowner,
non-smoker, non-drinker, student
with good grades, antilock brakes
or antitheft devices).

4. Can you handle all of my
insurance needs? Do you own a
car, home, boat or motorcycle? Do
you need life, disability or health
insurance? Let your independent
agent know. You may qualify for a
discount by having two or more
policies with the same company.

You don’t have to be an expert
on insurance; you just have to
know the right questions to ask.
To find a local independent insur-
ance agent who can help you
make the right insurance deci-
sions and possibly save you
money, go to progressive.com or
independentagent.com.

How To Be A Smart Auto Insurance Shopper

You’re never far from an inde-
pendent insurance agent who
can help save you money.

(NAPSA)—The road to finan-
cial well-being may start with
spending a little time learning
how to manage your credit. Man-
aging your credit takes time and
patience, but the results can be
very rewarding.

The first step is to develop a
budget. Budgets help you control
your finances by making it easier
to understand where your money
goes. That can help you spend less
money. The money you save can
then be put to work for you. 

First, determine how much you
spend on bills and track your daily
expenses to gain control over “phan-
tom money”—the money that “dis-
appears” from your wallet. One of
the big advantages of budgeting is
that you can find—and plug—these
leaks in your spending and set your-
self on the road to saving.

Next,  set aside money for
financial emergencies. That way,
when “something happens,” you
don’t need to use credit to cover
the costs.

Third, take a look at your
credit payments to see if you could
reduce these. Pay off your credit
card balances each month—or at
least use the savings you found in
your budget to make more than
the minimum payment shown on
your statement.

Think about refinancing or
finding a credit card with a lower
interest rate. Once you pay off a
loan or credit card, use those
funds to increase payments to
other creditors or for savings.

Seek Information
If you need to borrow, shop

around and learn everything you
can about the loan—today’s finan-
cial marketplace is full of choices.
You need information, however, to
help you sort through these choices. 

You can start educating your-
self by browsing through the free
information the Federal Reserve
Board offers on its Web site,
www.federalreserve.gov. The site
has information on how to budget,
manage credit, save and choose
investments. 

For more information, visit the
Web site www.federalreserve.gov/
consumers.htm. You can also write
for a free copy of Money $mart,
Public Affairs, Federal Reserve
Bank of Chicago, P.O. Box 834,
Chicago IL 60690-0834 or Build-
ing Wealth, Publications, Federal
Reserve Bank of Dallas, 2200
North Pearl St., Dallas, TX 75201.

Managing Your Money By Managing Your Credit

Creating a budget can help you
manage your credit and meet your
financial goals.

(NAPSA)—Although there is no
cure for ADHD, physicians, par-
ents, teachers, nurses and advo-
cates are finding ways to help peo-
ple with the condition effectively
learn to adapt their academic,
social and work settings. Once-a-
day medications such as ADDERALL
XR are an important new option
for parents and patients, and may
represent the future of ADHD
therapy.

When cleaning your carpet,
concentrate deep cleaning on high
traffic areas; a dry carpet cleaning
system can be very effective at
removing the deep-down soil, dust
and allergens found there. Clean-
ing experts like to apply Host
Sponges Carpet Cleaner on the
carpet and brush in with the light-
weight HOST machine. Vacuum up
the soiled cleaner when dry. For
more tips, call 800-558-9439; or
visit www.hostcarpetcleaning.com.

In recent years, roofing has
become an increasingly attractive
career choice for women. This
skilled and well-paid trade offers
opportunities for young men and
women starting out as well as
people experienced in other fields
seeking new challenges. To learn
more about career opportunities
in roofing, call the roofing indus-
try’s 24-hour, bilingual (English

and Spanish), toll-free hotline at
1-888-ROOF-321.

For the estimated 300,000
Americans who have sclero-
derma, it is a devastating,
painful, crippling and sometimes
life threatening disorder. More
than 80 percent of patients are
women, primarily between the
ages of 25 and 55. The Sclero-
derma Foundation provides
patient support and education to
people whose lives are affected by
the disease. In addition, the
Foundation raises funds for med-
ical research. In 2001, the Sclero-
derma Foundation granted $1
million in research grants to the
medical community. For more
information about scleroderma,
call 1-800-722-HOPE or visit
www.scleroderma.org.

***
The great law of culture: let
each become all that he was cre-
ated capable of being.

— Thomas Carlyle.
***

***
There is only one success—to
be able to spend your life in
your own way.

—Christopher Morley
***

***
Dogs have more love than
integrity. They’ve been true to
us, yes, but they haven’t been
true to themselves.

—Clarence Day
***


