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by Jane Applegate
(NAPSA)—If you operate a small

business, your staff may consist of
you, two cats and a dog, but when
you have the right telecommunica-
tions technology in place, you can
easily give customers and clients

the impression that
you are operating a
much bigger business. 

You can ensure
customers, vendors
and others see your
small business as
“big time” by mak-
ing certain that you

are easy to reach and responsive.
Even if you can’t afford to hire a
full-time receptionist or a 24/7
staff, you can cast a big shadow
with a few dollars invested in sep-
arate phone and fax lines, voice-
mail and a mobile phone that is
with you when you’re out of the
office.

The Internet is another way to
enlarge the appearance of your
business; they don’t call it the
World Wide Web for nothing! An
online “storefront” can bring your
products or services to customers
around the world as well as
around the block.

There’s no better time to be a
small business owner in search of
high-tech, high-touch telecommu-
nications for the home-based or
outside office. Pricing is extremely
competitive and many companies
are offering new bundled services
designed specifically for busy, cost-
conscious entrepreneurs. An inte-
grated communications provider
like Sprint, for instance, has a
variety of local, long distance,
wireless and high-speed data bun-
dles and the expertise to help you
determine exactly what products
and services you need to run a pro-
ductive and profitable business.

No matter what company you
choose to work with, no small busi-
ness should be without the basics:
a high-speed Internet connection,
(DSL, fractional T-1, etc.), at least

two phone lines (one dedicated
24/7 to the fax machine), afford-
able local and long-distance ser-
vice, a wireless phone, voicemail
and a toll-free telephone number.
Having a toll-free number encour-
ages your customers to call you at
no charge. Toll-free numbers also
create the impression of belonging
to a much bigger business without
spending a lot of money.

To figure out what’s best for
your particular business, ask
yourself these questions:

1. What can I do to be more
accessible to my clients and em-
ployees? Do I need a wireless
phone?

2. What do my employees need
to work more productively in the
office, on the road and at home?
Do they need laptops with wireless
modems? Extra phone lines? A
faster connection to the Internet?

3. What can we do to encour-
age clients and customers to do
more business with my company?
Should we install two toll-free
numbers—one for employees and
one for customers?

You might consider surveying
your customers by telephone or
via e-mail to ask them for sugges-
tions. Customers are generally
happy to provide honest answers
to help you improve your company
operations. 

The most successful entrepre-
neurs I’ve profiled for the past 13
years in my books and columns
are always setting the bar higher.
They invest in the most updated
hardware, software and telecom-
munications to remain ahead of
their competition. They monitor
costs, but aren’t afraid to spend
money where it counts—on mak-
ing themselves and their company
easy to do business with.

Jane Applegate is America’s
leading small business manage-
ment expert and author of The
Entrepreneur’s Desk Reference.
For more information, visit www.
sprint.com/janeapplegate.

Use Technology To Look Bigger When You’re Small

Applegate

Compare Prices 
And More

(NAPSA)—What does HBO’s
“Sex and the City” have to do with
comparison shopping? According
to a leading comparison shopping
Web site, searches for shoes made
by Carrie Bradshaw’s favorite
designer, Manolo Blahnik, spike
after each episode, as people go
online to find the latest styles and
where to buy them. 

Today’s online shoppers have
numerous comparison shopping
services to put thousands of prod-
ucts at their fingertips, let them
find the lowest prices, and feature
buyer opinions, to make shopping
more efficient and productive. 

One site, mySimon, also fea-
tures expert advice on top trends
in fashion, music, home and gar-
den, electronics, and other popu-
lar categories. For example, some-
one looking for a simple but
impressive gift might find the
“Gifts under $50” buying guide a
perfect resource. 

“Our goal is to provide shop-
pers all the tools they need to
make buying decisions with confi-
dence,” said Jessica Branson, vice
president of mySimon. “We are
more than just a place to find a
pair of sneakers at the cheapest
price. We’re a trusted shopping
companion for people who want
ideas, the latest trends, and the
best products for their money.”  

Partnerships with leading con-
tent providers such as CNET.com
and Consumer Reports fuel the
service. Special features include
holiday buying guides, top product
lists, Deal of the Day, and 360
degree photos for an immersive,
informative shopping experience. 

Comparison shopping sites can
help you find the ideal gift.

by Alan Tonelson
(NAPSA)—Although China is

now the world’s biggest exporter
to the United States, its defenders
insist that Chinese competition
can’t possibly be responsible for
much U.S. manufacturing job loss.

Most of its exports,
they claim, are low-
tech products like
clothing and toys
that advanced coun-
tries like the United
States stopped mak-
ing competitively
decades ago.

Yet the facts completely belie
these claims. Official U.S. trade
data make exact comparisons dif-
ficult, but in 2000, these statistics
show, more than 5.6 million Amer-
icans were employed in manufac-
turing industries that faced direct
Chinese competition—nearly one-
third of all manufacturing work-
ers. But only about one-third of
these workers were employed in
the lowest-tech sectors that Amer-
icans allegedly can afford to
neglect. The rest worked in indus-
tries ranging from machine tools
to semiconductors to pharmaceuti-
cals. Moreover, the data make
clear, millions more U.S. workers
were employed in broad industry
groups, like industrial machinery,
thoroughly penetrated by Chinese
imports.

The latest August/September
2003 data show that 30.4 percent
of a much smaller U.S. manufac-
turing workforce still faces direct
Chinese competition. The share of

these Americans employed in the
so-called third world industries
actually fell slightly. And Chinese
imports continue spreading
through broad industry groups
that still generate millions more
American jobs.

Indeed, U.S. imports from
China are skyrocketing in some of
the most technologically sophisti-
cated areas of the economy—e.g.,
aircraft engines and engine parts,
telecommunications switch gear,
and search, detection, and naviga-
tion devices. Further, U.S. imports
of Chinese semiconductors, com-
puters and computer parts remain
at formidable levels.

These trends should not sur-
prise China’s defenders. After all,
the U.S. multinational companies
among them are investing big
time in China in precisely those
industries. And their aim is to
supply the only market with con-
sumers wealthy enough to support
such operations—America’s, not
China’s.

It may one day be true that
U.S. imports from China rarely
compete with U.S. industries and
workers, but present trends show
that this would become likeliest
because most U.S. industries have
disappeared.

Alan Tonelson, a columnist for
the Tradealert.org, is a Research
Fellow at the U.S. Business and
Industry Council Educational
Foundation. His recent book on
globalization, The Race to the Bot-
tom, was issued in paperback last
fall by Westview Press.

U.S.-China Trade Competition Is Head-To-Head

Tonelson

(NAPSA)—According to the
National Institutes of Health,
approximately one in seven peo-
ple in America suffer from learn-
ing disabilities (LD). Sadly, every
year, the school season can be a
heartbreaking time for children
who face significant difficulties
because of LD (including those
undiagnosed). Many of their
struggles go beyond learning,
such as low self-esteem and/or
social isolation. Fortunately, a
Web site has been created to help
parents of children facing these
issues deal with the fears and
challenges that LD presents. The
site, www.SchwabLearning.org,
provides much-needed informa-
tion on identification and treat-
ment as well as a community of
parents who have also faced the
emotional challenges of LD. 

There’s encouraging news for
Alzheimer’s patients and their
families: A study published in
the Journal of  the American
Geriatrics Society showed that
dementia-related nursing home
placement was delayed for
nearly two years (21 months) in
patients taking ARICEPT ®

(donepezil HCl tablets) for at
least nine months. These

findings suggest that long-term
treatment may help patients
remain in their communities
longer. Delaying nursing home
placement may decrease the
financial burden associated with
caring for Alzheimer ’s disease
patients.  Keeping families
together longer may also have
important social and emotional
benefits. For more information
about managing Alzheimer’s dis-
ease and about ARICEPT, and for
full prescribing information, call
(888) 999-9616, or visit www.ari
cept.com.

(NAPSA)—A new book may
offer family caregivers some well-
deserved recognition and support.
According to experts, more than
25 million Americans spend 20
hours or more each week caring
for a loved one who is disabled,
frail, or suffering from a chronic
condition. 

Caregiving is also a social and
economic issue of concern to policy
makers and insurers alike. The
value of these family caregivers’
services is estimated at $257 bil-
lion a year—more than twice what
is spent on nursing home and paid
home care nationally.

Now a new book, Love, Honor, &
Value (Capital Books, $14.95),
argues that caregivers should be
recognized for their contribution to
the health care system, and pro-
tected against the physical, emo-
tional and financial complications
that often accompany caregiving.

Author Suzanne Mintz speaks
with the authority of experience:
she has cared for her progres-
sively ailing husband for nearly
three decades. In 1993 she co-
founded the National Family
Caregivers Association (NFCA)
with friend and fellow family care-
giver Cindy Fowler.

Mintz makes the case that fam-
ily caregiving is a public good as
vital as firefighting or policing the
streets. Approximately 80 percent
of all home care services in this
country are provided by family
caregivers. Said Mintz, “If you
haven’t walked in a family care-
giver’s shoes, you can never fully
understand the emotional and
physical stress, the financial bur-
den and the isolation that comes
with providing care for an ill or

disabled loved one. Some of us are
on duty 24 hours a day.” 

She also demonstrates how fam-
ily caregivers put their lives on the
line to provide quality care to peo-
ple they love. For instance, re-
search has found that family care-
givers can take longer to heal than
non-caregivers, due to the effects of
stress. Other studies have shown
that family caregivers who help
with personal care activities are
more likely to suffer depression,
sleeplessness, and backaches.

Among the changes Mintz ar-
gues for are:

• Create a national network of
easily accessible and affordable
respite services to allow family
caregivers a break from their
duties.

• Ease the economic burdens of
caregiving families through a
meaningful tax credit. 

• Better coverage of the costs
of chronic care.

Copies are available by calling
NFCA at 1-800-896-3650, or on-
line at www.nfcacares.org. The
book may also be purchased at
online and retail  bookstores
nationwide. 

Book Calls For More Care For Family Caregivers

Doing Your Best for Your Loved Ones 
and Yourself

1 Be proactive—ask questions, gather 
information, trust your instincts.

2 Get help—In whatever way you can; 
from family or friends, through service 
agencies or your faith community.

3 Take care of yourself—so you have the 
physical and emotional energy to take 
care of him/her.

***
Attempt the impossible in order
to improve your work.

—Bette Davis
***

Man’s security comes from
within himself.

—Manly Hall
***

***
The daintiest last, to make the
end most sweet.

—Shakespeare
***




