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(NAPSA)—Millions of people
visit the 385 American national
parks every year. To help enrich
the park experience for visitors,
many of the parks provide services
and features geared towards keep-
ing people safe, educated and con-
nected to the parks.

Destinations such as Yellow-
stone, Yosemite and Grand Canyon
National Park cover costs of such
programs through the entrance
fees they collect. Many small
parks, however, often collect little
or no money at their gates, but still
have high operating costs.

To help parks operate more
efficiently, 137 national park sites
participate in an experimental ini-
tiative called the Recreational Fee
Demonstration Program. The pro-
gram lets parks use 80 percent of
the revenue they collect for inter-
nal projects. 

The remaining 20 percent helps
support small parks that do not
collect fees and funds park-wide
programs such as Public Land
Corps. In addition, the money is
used for priority projects that
involve restoration of landscapes,
buildings and park infrastructure.

Fort Clatsop National Memor-
ial, for example, is a small park
that participates in the program.
The site’s main feature is a 46-
year-old wooden replica fort of the
Lewis and Clark Expedition ’s
1805-1806 winter encampment.
Money raised by other parks and
sent to Fort Clatsop have helped
replace a leaky roof and repair
water damage inside the fort. In
addition, the park increased visitor
services and information.

Similarly, Aztec Ruins National
Monument receives funds through
the Fee Demonstration Program.
The park preserves and interprets
an extensive Ancestral Pueblo col-
lection, to which many Native
American tribes maintain ties.

Aztec Ruins used program monies
to replace an outdated orientation
film to include perspectives from
modern tribes and archeologists. 

The National Park Service says
the program has been successful
because 80 percent of the revenue
stays in the park where it was col-
lected. The result is often improve-
ments that help parks provide bet-
ter services.

Such was the case at Sitka
National Historical Park, a small
national park in Alaska that’s par-
ticipated in the project since its
beginnings. “The program has
been crucial for Sitka. Funds from
the program let us replace a 20
year-old orientation video for park
visitors. It’s helped to improve
their  overall experience,” says
Mitzi Frank, chief of interpreta-
tion at Sitka NHP. 

Today, the park uses program
money to maintain and run its
popular Russian Bishop’s House.
“We now offer visitors access
seven days a week, eight hours a
day, May through September,”
says Frank. “We wouldn’t be able
to provide this service without the
Fee Demo program.”

For more information, visit
www.nps.gov.

Program Helps Small Parks Grow

A number of smaller national
parks use fees to spruce up ser-
vices for the public.

Instant Access To
Quality Services

(NAPSA)—Have you ever
wished you could build a Web site,
create an ad campaign or set up
an inventory database—without
hiring new staff or contracting a
freelancer that will deliver the
project late and over budget?

Too often companies waste pre-
cious time and money looking for
the right contractor or freelancer
to deliver a service or complete a
project. It should be simple to find
the right person—especially in a
highly competitive job market—
but the truth is it can take a lot of
time and effort to find high-qual-
ity service providers.

That’s where a Web-based plat-
form for purchasing and manag-
ing services, such as Elance On-
line, can help. These platforms
provide an easy-to-use, Internet-
based solution that gives users
fast access to a variety of quality
service providers worldwide. Some
platforms also let buyers post pro-
ject descriptions and allow service
providers to respond with bids—
generating highly competitive
prices. Buyers can then review
bids and providers’ references and
select the best choice—all in a few
keystrokes.

David Grevelle, president of
Enport Inc., has used Elance to
locate computer programmers,
writers and Web designers.
“Elance Online lets us find lots of
quality suppliers quickly,” he says.
“And we can complete more pro-
jects quickly, on time, and with
better success.”

For more information, visit
www.elance.com.

An innovative Web site makes
it simple for businesses to find
the service providers they need.

(NAPSA)—In today’s environ-
ment, companies both large and
small have been forced to reassess
their security measures. Even
small businesses have potential
vulnerabilities and need to adopt
computer-security programs to
safeguard their corporate informa-
tion. For years, large companies
have adopted remote access solu-
tions that allow employees to
access corporate networks over the
Internet from their home offices,
hotels and client sites—but these
“virtual private networks” or
VPNs were too costly and compli-
cated for small- and medium-sized
companies.

Smaller businesses have been
intimidated, not only by the cost
and complexity, but also by the
difficult administration of most
VPN solutions.

Today, small companies have
found that VPN service providers
can deliver a VPN installation in
a matter of hours for subscription-
based prices that work for compa-
nies from five people to 500.

Perfection Truss, a Kansas com-
pany with 60 employees that
builds custom construction trusses
adopted a service solution called
InstantVPN from Imperito to
securely manage large file trans-
fers from remote locations.

It’s useful for companies whose
employees travel, telecommute,
work in branch offices or for part-
ner firms. 

The system is both easy and
inexpensive to set up and maintain.

Remote users can now make
local calls to an ISP or use their
home DSL or cable connections to
connect back to their office net-
work. Users can then securely
access e-mail, share files, run appli-
cations, and use printers from
wherever they are in the world—
just as if they were in the office. 

Imperito’s solution also features:
• Three-click installation
• Easy administration

• Economical yearly subscrip-
tion pricing

• Works with leading firewalls
You do not have to be a VPN

expert to install or maintain
InstantVPN from Imperito. The
company says unlike traditional
VPNs, its installation is done in
hours not days and users have
easy access to the company net-
work from anywhere in the world
using a local Internet connection. 

For security purposes, users can
be added, moved or deleted in real
time. Managers can also quickly set
up temporary users, such as a short
term contractor. 

For many small businesses, it
can mean a big reduction in
expensive long distance calls once
needed for secure remote access to
the company ’s network. Some
companies may save 40 to 60 per-
cent of long distance costs. 

Small businesses should look for
a VPN solution that is quick to
deploy, simple to use and easy to
manage. 

You can learn more online at
www.vpn.net.

Turning The Internet Into Your Private Network

Once only large companies
could turn the Internet into their
own “private virtual network,” but
now these VPNs are available for
small- and medium-sized busi-
nesses, too.

(NAPSA)—Good news for con-
sumers: Recent additions to Web
sites are making them more “user
friendly,” adding a human touch
to the online shopping experience.

The first new feature is some-
thing tens of millions of teenagers
are already enjoying, Instant Mes-
saging. Now many Web sites have
added their own Web chat feature
to let browsers ask questions of
live representatives. This feature
doesn’t require signing up for AOL
Instant Messenger or for MSN
Messenger—it’s all done via your
Web browser.

Web sites like www.ibm.com
even allow sales representatives
to do something called “collabora-
tive browsing” where they will
help you navigate the site by liter-
ally moving the mouse to the
appropriate “links” on a Web page
for you. Don’t worry, the sales rep-
resentatives are not taking over
your computer, they are just get-
ting you started in the right direc-
tion through a pop-up window.

Another new feature is some-
thing called “Page Pushing”
where, through a Web chat inter-
action, sales representatives can
send you actual Web pages you
want via your Web browser. Say
you’re having trouble locating the
printer that works best with the
new PC you just bought. A “cyber-
sales representative” can send you

the Web page which includes the
relevant information.

Finally, Web sites have started
deploying “Call  Me”  buttons
which, after you put in some basic
i n f o r m a t i o n  a b o u t  y o u r s e l f
(including your phone number),
trigger a telesales representative
to call you to assist you with your
purchase. Most online retailers
allow you to make purchases via
the phone as well.

Why do companies add this
“human touch” back into the Web
shopping experience? The bottom
line, IBM research shows, is that
more than half the customers who
use these technologies make a
purchase.

Online retailers have created
with these new online shopping
tools a salesperson who is always
there when you need him or her.

New Web Technology Makes Buying Easier (NAPSA)—Bathrooms are the
smallest rooms in the home, but
the hours Americans spend on
bathroom remodeling is growing.

Over seven percent of Ameri-
can households revamped their
bathrooms last year, in the
process snapping up almost seven
million vanities and vanity tops.

An increasingly popular way to
simplify the process and achieve
elegant results is to use pre-fab
counter tops made with the best
materials. Superior resistance to
damage and elegant aesthetics are
two reasons acrylic-based pre-
mium solid surface vanity tops,
such as those made from DuPont
Corian, are gaining popularity.

This versatile material is cre-
ated from natural minerals and
pigments and high-performance
acrylic for superior stain-resis-
tance and renewability.  

It’s also a quick solution. Avail-
able at Lowe’s, Home Depot and
bath retailers, DuPont Corian
Easy Elegance Bath Collection
guarantees delivery of a Corian
vanity top in as little as 14 days.

The tops are available in com-
mon widths and lengths with one
or two bowls. Four-inch coved back
splashes are standard, offering
seamless tops with no grout lines
to trap dirt. Options include side
splashes or curved fronts. The tops
are available in 14 shades of
white, cream, blue and green.

They are easily installed by
homeowners—who perform 53
percent of all bath remodels. In 37
percent of all projects, homeown-
ers hire a building professional to
do the installation.

It is expected that ultimately,
Corian will transform bathrooms
in the same way it has trans-
formed millions of kitchens.

For more information about
DuPont Corian solid surfaces,
visit www.corian.com or call 1-
800-4-CORIAN.

To learn about other products
of DuPont science that make liv-
ing easier, call 1-800-228-2558 to
request a free subscription to
DuPont Magazine.

Easy Elegance For The Bathroom

Pre-fab vanity tops, such as
this one, are gaining popularity.

***
Some people seem as if they can
never have been children, and
others seem as if they could
never be anything else.

—George Dennison Prentice
***

***
Everyone has talent. What is
rare is the courage to follow the
talent to the dark place where
it leads.

—Erica Jong
***

***
All human actions have one or
more of these seven causes:
chance, nature, compulsion,
habit, reason, passion, desire.

—Aristotle
***




