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(NAPSA)—Picture this: you
are driving along in the car, com-
ing home from shopping on a Sat-
urday afternoon. Your eight-year-
old and six-year-old are together
in the back seat. As you’re cruis-
ing along thinking of what sounds
good for dinner, you hear a voice
from the back say “Mom, he’s
looking at me again!”

Another unnecessary fight
looms. Why do kids do this? Why
can’t they just leave each other
alone?

The incessant bickering known
as sibling rivalry may be a pas-
time for kids, but it is often pure
torture for parents. Each little
squabble by itself may not be so
bad, but add them all up and by
the end of the day you may feel
like hitchhiking to another state
to find a permanent—and more
peaceful—new home.

Rather than packing their own
bags, though (or the kids’), many
parents have turned to Dr.
Thomas Phelan’s 1-2-3 Magic:
Effective Discipline for Children
2-12. These Moms and Dads have
learned—from an experienced
parent and child discipline expert
—to manage the frequent out-
bursts of sibling rivalry by mak-
ing a revolutionary switch from
too much talking to what Dr. Phe-
lan calls “counting.”

The animosity involved in the
natural love-hate relationship
between siblings is too often
underestimated by parents. Par-
ents’ unconditional love for each of
their children can never be used
as the standard or expectation for

the love between siblings. Antago-
nism and competitiveness among
brothers and sisters are both
innate and intense. They are just
part of kids being kids.

There is hope, however, for
managing bickering, teasing, pes-
tering, arguing and even physical
fighting. In Dr. Phelan’s 1-2-3
Magic books, videos and audios,
he provides three basic rules:

1. Count both children. Count-
ing means giving the kids a sim-
ple warning, such as “That’s 1.”
The count tells them that they
are both out of line. If the fight
continues and the kids reach a
count of “3,” there will be a con-
sequence for both of them.
Unless one is the obvious and
unprovoked aggressor, remember

to count them both. But be care-
ful—kids are tricky!

2. Never ask the world’s stupid-
est question: “What happened?” or
“Who started it?” Do you really
expect a child to respond by saying
“I have to be honest with you, Dad,
this is the fourteenth fight in a row
that was my fault”?

3. Don’t expect an older child to
be more mature during a fight than
a younger child, regardless of the
age difference. During battle, the
“enemy has an ageless face.” Imag-
ine you say to your eleven-year-old
son, “Can’t you put up with a little
teasing; she’s only a baby”—in rela-
tion to his four-year-old younger
sister. You have just “loaded the
gun” of the four-year-old who will,
no doubt, use her new power to
maximum advantage.

Sibling rivalry will never go
away. When are your children
likely to get along the best? When
they’re no longer living under the
same roof. Until that blissful day,
parental consistency and persis-
tence—along with 1-2-3 Magic—
can help make your home—and
car—a lot more peaceful.

Nationally recognized as an
expert on child discipline and
Attention Deficit Disorder, Dr.
Thomas W. Phelan has practiced
for over 25 years and he appears
frequently on radio and TV. Over
600,000 1-2-3 Magic books, videos
and audiobooks have been sold
(Spanish versions are also avail-
able). You can find them at local
bookstores, order by calling (800)
442-4453, or visit www.thomas
phelan.com.

Counting On Your Kids Can Be Magical
(NAPSA)—Mildew can make

the exterior of your home look
dirty, old and unattractive—and
can be damaging if left unchecked.

Unfortunately, ordinary house-
hold cleaners are not effective in
combating mildew. In fact, some
commonly used cleaners, such as
TSP, leave a residue that may
actually promote mildew growth.
Bleach can effectively kill mildew,
but it also can damage wood, etch
aluminum siding and kill shrubs,
plants and grass.

Fortunately, there’s a specially-
formulated product that can
safely and effectively kill mildew
on aluminum and vinyl siding,
stucco and on painted wood, brick,
concrete and cement block exte-
rior surfaces. Here’s some advice
from the experts at Zinsser that
can help you win the battle
against exterior mildew:

• Is it mildew or simply dirt?
Mildew is usually black and often
mistaken for dirt. If in doubt,
apply a drop of household bleach
to the discolored area. If the dis-
coloration disappears, it’s mildew.

• Kill the mildew with a house
cleaner formulated to remove
mildew, such as JOMAX House
Cleaner and Mildew Killer. JOMAX
conta ins  an  EPA-reg is tered
mildewcide that kills mold and
mildew on contact without damag-
ing your home or surrounding
plants, grass and shrubs. Its spe-
cially formulated detergent sys-
tem loosens dirt and stains with-
out scrubbing or power washing.

• After killing the mildew, pre-

vent it from coming back with a
specially formulated paint, such
as Perma-White Mildew-Proof
House & Trim Paint.  Perma-
White contains a mildewcide that
prevents mildew growth. In fact,
it’s the only exterior house paint
guaranteed to prevent mildew
growth on the paint film for five
years after application. It’s also
guaranteed to resist cracking, fad-
ing, peeling and blistering for 15
years from the date of application.

JO M A X House Cleaner and
Mildew Killer and Perma-White
Mildew-Proof House and Trim
Paint are sold in paint stores,
hardware stores and home centers
nationwide. Call 732-469-8100 or
visit www.zinsser.com for more
information on removing and pre-
venting mildew and other helpful
home improvement tips.

Remove Exterior Mildew 
And Prevent It From Coming Back

Telling mildew: “Don’t darken
my door, wall or window” may be
easier than many homeowners
realize.

by Lars Nyberg
(NAPSA)—For many compa-

nies, the rules of business have
changed. “Commoditization”—and
the declining profit margins asso-
ciated with this market dynamic—
has become one of the main chal-
lenges facing most industries
today. From the entertainment
field to telecommunications, com-
moditization is a growing trend.
The shift has shortened business
cycles and required even faster

dec i s i on  mak ing .  
The complexity of
those decisions has
increased, while any
room for error has
decreased. In addi-
tion, the demands of
a global marketplace

require companies to operate 24
hours a day, seven days a week. So
how do you compete effectively in
this new environment? 

You follow an old-fashioned
business principle: Build relation-
ships with your customers. The
key to creating lasting and valu-
able customer relationships is
information. Companies must be
able to transform the massive
amounts of data they collect into
a usable, actionable resource.

Then they must get that informa-
tion into the hands of their
employees on the “front lines” of
customer service—all in real
time. That’s where technology
comes into play to provide a sin-
gle, integrated view of a busi-
ness—an integrated decision
architecture, the foundation of
which is an enterprise data ware-
house. That’s where true knowl-
edge management begins. 

For example, imagine you are
in the courier business. You have
a disabled plane in Seattle with
20,000 packages on board, some
with delivery guarantees. In less
than 15 minutes you need to
decide how to handle the situa-
tion. To make the best choice, you
need a variety of information,
including: What is the profitabil-
ity by package? What is the
strategic value of each customer
(beyond profitability)? What is the
service history of each customer?
Once you’ve prioritized your pack-
ages, you still need to consider
what’s going where, alternative
shipping options, etc. Situations
such as these illustrate the com-
plexity of the decision itself and
the importance of ensuring that
employees on the front lines have

access to the relevant data and
the tools to turn that data into
information, fast. 

Decision making is not a static
process, and an enterprise data
warehouse is the only technology
foundation that can deal with all
the variables—and all the reali-
ties—of doing business today and
tomorrow. An enterprise data
warehouse brings various sources
of data together into a single
enterprise-wide picture of an orga-
nization. The technology enables
companies to put the power of
information in the hands of
employees who need it, when they
need it. That empowers workers
to make better, faster decisions—
and for many businesses, that has
become the real bottom line. 

For more information, visit
www.ncr.com or www.teradata.com.

• Mr. Nyberg is chairman and
chief executive officer at NCR Cor-
poration (NYSE: NCR). NCR is the
leading provider of relationship
technology solutions, including the
Teradata database and analytical
applications, automated teller
machines and store automation sys-
tems. NCR is ranked number one
worldwide in data warehouses
above one terabyte in size.

Remaining A Constant In Shifting Markets

Lars Nyberg

(NAPSA)—If you’re considering
hiring someone to help with sup-
portive services in the home such
as bathing and grooming, compan-
ionship or meal preparation, a lit-
tle knowledge can be more than
good for you—it can save you
money and help prevent legal
problems.

Hiring someone on your own
makes you his or her employer
and means you are responsible for
all the obligations that status
entails. For example:

• Services—You are responsi-
ble for knowing what services are
needed.

• Scheduling—You are respon-
sible for making all the phone
calls and worrying about someone
actually showing up. 

• Supervision—You are respon-
sible for setting performance stan-
dards, managing, evaluating and
discipline.

• Back Up—If the attendant is
sick or on vacation, it’s up to you
to find a replacement. 

• Background—It’s up to you to
conduct criminal background
checks. 

• Taxes—You must withhold the
attendant’s taxes and social security
and file appropriate reports. Addi-
tionally, you must pay employee
taxes in a timely manner. This
includes State and Federal unem-
ployment compensation taxes.

• Employee Injuries—You are
responsible for injuries that occur
in your home. 

• Malpractice—You are respon-
sible if the employee you hired
does something wrong and injures
the person receiving the services.

Working through home health-
care service companies generally
relieves consumers of these obliga-
tions. The companies hire their
own employees and people then
hire the companies.

For example, groups such as
Interim HomeStyle Services
schedule all employee visits, train
and supervise workers, cover their
hours if needed and handle all
employer-tax issues. 

In addition, the company profes-
sionally screens all workers for
criminal backgrounds, carries pro-
fessional malpractice liability
insurance—as well as workers’
compensation coverage—and fully
bonds its employees.

Such services can let people
who need help at home or those
who care for them, concentrate on
staying independent.

For more information, visit
www.interimhealthcare.com.

Hiring Help For Home Care:
Know The Facts

Consumers looking for home-
care workers on their own should
be aware of the financial and
legal obligations hiring one
entails.




