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(NAPSA)—Python bags,
wedges and bangle bracelets are
not the only accessories that
catch the eye this season. It’s
time to focus on another part of
the wardrobe—eyeglasses. 

This season, more people are
getting “glassorized,” changing
their look with the new must-
have accessory—eyeglasses—
either with, or without a prescrip-
tion.  

People everywhere, from
broadcast journalists to Red Car-
pet mainstays, from New York to
Tinsel town, are embracing the
latest trend—wearing eyeglasses
to showcase their personal style.
And, why not? 

“Glasses are the first piece of
style to be noticed, before shoes,
jewelry, handbags and clothing, so
it’s natural to think of eyewear as
an accessory that can help mag-
nify one’s individuality,” said
Lloyd Boston, Chief Style Officer,
LensCrafters.  

According to Boston, glassoriz-
ing is about using eyeglasses as
an accessory, to reflect a mood or
match a style. When you get glas-
sorized, you change your look,
from day to night, weekday to
weekend.

New glasses can help you
update your look without having
to get a new wardrobe. 

“Glasses can really help spice
things up. Think about changing
your frames just as you’d switch
your handbag or shoes when you
go from an in-office meeting to a

night on the town,” said Boston,
who helped LensCrafters create
different lifestyle categories of
glasses—professional, casual/
weekend and evening—to make it
easier for women (and men) to
select the most fitting frames.

Eyeglasses Where You Live
Work and Play

For those who wear eyeglasses
to the office, frames typically take
on a more neutral and subdued
look. However, shapes are abun-
dant and can change your look
dramatically. For example, rec-
tangles are still the trend, but
now they have softer edges. For
an even softer look, turn to the
popular semi-rimless style, which
provides a very light, airy look
and feel. 

Hip to the fashion scene? Eye-
wear is now available in trendy
studio, preppy and retro looks. 

To complement your casual
lifestyle, this year’s hot trend is
“back color” seen on the inner
part of the frames, which allows
you to have fun with your glasses,
without feeling like you’ve gone
too far over the top. You can still
choose a classic brown or black

pair of eyeglasses, but with the
addition of purple, white or leop-
ard print on the back of those
same glasses, you can add some
pop and style to your outfit.

And for a night on the town,
look for elegantly sculpted frames
that remind you of beautiful
works of art. Jewels, latticework
and sleek logos and icons distin-
guish frames as wonderfully
acceptable with that amazing
Vera Wang dress.

This season’s hot trends can be
summed up in three words, color,
detail and shape.

Since finding even one pair of
glasses can take some time,
Boston advises getting glasses at
a retailer that offers an extensive
selection of styles and has a flexi-
ble return policy.  For example, at
LensCrafters, you can buy a pair
of glasses and try them for 30
days. If you aren’t comfortable
with your selection, you can
exchange or even return them, no
questions asked. What’s more, the
LensCrafters style associates will
help find the frames that look
best on you and reflect your per-
sonality and style.

A New Look For Accessories

To help you accessorize, today’s
subdued frames feature color or
prints on the inside.

You can update your wardrobe
with frames that are fun and
fashionable, but in a subtle way.

(NAPSA)—It isn’t often that a
person gets the opportunity to
save a life, much less the same life
twice, but that’s what happened to
Darryl Forbes, a father of three
who twice donated marrow and
blood cells to the same man.

The life Forbes saved—twice—
belonged to someone he had never
met, Karriem B. Ali, the father of
nine children and grandfather of
19. Ali had been diagnosed with
leukemia and needed a volunteer
donor for his lifesaving marrow
transplant. Without a marrow
donor in his family, Ali sought
help from the National Marrow
Donor Program (NMDP), which
identified Forbes as a suitable
donor and helped facilitate Ali’s
transplant. Ali received a trans-
plant of marrow cells from Forbes
in June 2003.

When the transplant did not
progress as the doctors had hoped,
Ali’s doctor decided he would need
a second transplant. Forbes was
approached for a second donation
and once again, he rose to the
occasion. After a year, the two
men eventually met. Being a
donor was such a positive experi-
ence for Forbes that he said, “I’d
do it again in a heartbeat.”

Marrow and blood cell trans-
plants require matching certain tis-
sue traits of the donor and patient.
Because these traits are inherited,
a patient’s most likely match is

someone of the same heritage.
Blacks and African Americans also
tend to be more genetically diverse
than other populations, which may
make finding a donor more chal-
lenging for some patients.

The NMDP works to help more
Black and African-American
patients receive the transplants
that can save their lives in many
ways. One way is to enlist the
support of organizations with
diverse workplaces, such as the
United States Postal Service
(USPS). Forbes’ lifesaving dona-
tion is an example of how such
corporate support can help save
lives.  

Forbes has been a postal
employee for many years and

supervises delivery at the Elm-
wood Village Post Office in West
Hartford, Conn. In 1997, NMDP
and its partner, The Marrow
Foundation, established “Deliver-
ing the Gift of Life: 3M U.S.
Postal Service Minority Marrow
Donor Recruitment Campaign,”
designed to add employees from
diverse ethnic and racial back-
grounds to the NMDP’s Registry.
Since its inception, the campaign
has added more than 21,000 vol-
unteers from the USPS to the
Registry, and more than 50 postal
employees have gone on to be
donors.  

Joining the Registry is an easy
and simple way to help preserve
healthy Black and African-Ameri-
can communities. Ali and Forbes
encourage Black and African
Americans to be marrow donors.
“It could be your family who could
be struck with the illness. It could
be your loved one or a friend,” Ali
said.  

The NMDP helps people who
need a lifesaving marrow or blood
cell transplant by connecting
patients, doctors, donors and
researchers to the resources they
need to help more people live
longer and healthier lives. To
learn more about how you can
help support the search to make
lifesaving transplants a reality for
patients, visit www.marrow.org or
call 1 (800) MARROW-2.

NMDP And USPS Help Create Connections To Save Lives

Karriem Ali (left) is alive today
because of Darryl Forbes’ (right)
life-saving marrow and blood cell
donations.

(NAPSA)—Homeownership
and sales, according to data from
the Department of Housing and
Urban Development and the
National Association of Realtors,
are at all-time highs. However,
buyers and sellers have different
needs when it comes to a real
estate transaction.

That’s why many experts be-
lieve those looking to purchase a
home—whether for the first time,
to move up, for investment or as a
second home—should ensure that
the agent they’re working with
understands these differences.

Sellers want to sell their prop-
erty at the highest possible price
in the shortest time to the most
qualified buyer, and they want a
listing agent who will look after
their interests in accomplishing
this goal.

Buyers, however, want the
most home for what they can af-
ford, and need an agent who will
look after their interests to get the
best possible terms for the home
that best meets their needs.

While both roles agents play
are vital to a real estate transac-
tion, they do create two different
agendas. Put most simply, the
business of listing agents is to sell
their clients’ houses; the business
of buyer ’s representatives is to
find homes for their clients. How,
then, do buyers know which agen-
da their agent is following? By
making sure they’re working with
a buyer’s representative.

Begun as a grassroots consumer
advocacy movement, buyer repre-
sentation has been incorporated
into the real estate regulations of
most states and is now a widely
accepted way of doing business.

Since state regulations vary,
buyers should become familiar

with the laws in the state where
they’re looking to buy a home.

These regulations address situ-
ations when buyers are also sell-
ing a property they own and are
using the same agent for both
transactions.

The Real Estate Buyer’s Agent
Council (REBAC), founded in
1988, was a pioneer in this move-
ment and remains a vital player.
The organization advocates qual-
ity buyer representation services
through its education programs
for real estate agents, culminating
in the Accredited Buyer Represen-
tative (ABR) designation.

To earn this professional desig-
nation, members must meet re-
quirements in both coursework
and experience.

Buyer’s representatives with
ABR after their name know
what’s on a buyer’s agenda and
they make that agenda their own.
To find an ABR-designated
agent—and receive a free Home-
buyers Kit—visit the Web site at
www.REBAC.net or call 800-648-
6224.

Buyer’s Reps Make Your Agenda Theirs

Buyer representation by an agent
has been incorporated into the
real estate regulations of most
states.

The first toothbrush with synthetic bristles was introduced in 1938.

The laser stands for Light Amplification by Stimulated Emission of
Radiation.

The Phoenicians and Romans made a purple dye from Murex sea
snails. Cloth colored with this dye was more valuable than gold.
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