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(NAPSA)—You play an impor-
tant role in taking care of your-
self. One way to stay healthy is to
be open to information about med-
ical conditions and treatment
options. Believe it or not, prescrip-
tion medicine ads can inform you
and people you care for about
health problems.  

Ads can alert you to health con-
ditions and treatment choices.
This can help you talk to your doc-
tor. In fact, these ads have helped
nearly 65 million people talk to
their doctors about a medical
problem.   

Follow these 3 steps to
make ads work for you:

1) Pay Attention to Ads.
Read about the health problems
mentioned in the ad. Do you or
someone you know have the symp-
toms listed? If so, you may want
to learn more.  

As you know, all medicines
come with risks and benefits—so
look at these as well.  

2) Learn About the Medi-
cine or Medical Condition.
Take time to learn about the con-
dition and the medicine in the ad.
Go to Web sites and call the toll-
free numbers listed to learn more.
You may also want to talk to your
friends and family.

“The other day I ran across an
ad about a medicine. Then I
learned more about it by talking
with my friends and the people I
work with,” said Ezma of Massa-
chusetts. Like Ezma, try talking
to others about the ads you see.

3) Have a Talk With Your
Doctor. And always make time to
talk to your doctor. Asking ques-
tions about the prescription medi-
cine ad can help you start that
discussion. You may even want to
bring the ad in to the doctor ’s

office with you. 
Key Questions to Ask Your

Doctor Include:
1. Could I have the condition

discussed in the ad? 
2. What do I need to do? 
3. Why is it important for me to

do this?
A recent study by the Food and

Drug Administration found that
most doctors have better talks
with their patients when people
came to discuss information in an
ad. 

“I like it when patients come to
me after seeing an ad. They bring
information about a health prob-
lem or medicine that they want to
talk about,” said Dr. Karen Mala-
mut of Illinois. “It starts a conver-
sation. That helps me understand
my patients’ symptoms.”  

Of course, ads do not take the
place of a doctor. Doctors may sug-
gest a different medicine. They
may want you to change your
lifestyle. Or, doctors may ask you
to take other tests to check for
health problems.

These steps may help you get
the information you need to take
better care of yourself and get the
most from a doctor’s visit. This
can help you live a healthier life.

Benefit From Prescription Medicine Ads

Learning more about symptoms
through a prescription medicine
ad could be good for your health.

(NAPSA)—Signals from space
are doing more to improve your
life than you may realize. It’s got
nothing to do with little green
men, but everything to do with
what many consider the next big
thing: Global Positioning Systems,
or GPS.

How? Picture this: A cable tech-
nician was scheduled to arrive at
a customer’s house for new instal-
lation between the hours of 12
noon and 6 p.m. It’s now 6:30. The
customer calls the cable company
to find out where the technician is
and how long before he arrives. In
seconds, the dispatcher can tell
the customer exactly where the
technician is—less than three
miles from the house—by pin-
pointing the driver’s location in
real-time and instantly on a single
map display, all with GPS technol-
ogy available on mobile phones. 

Just a few years ago, GPS tech-
nology was not widely used for
business or individuals. When
GPS-enabled mobile phones first
hit the market, there were limita-
tions to their capabilities. Now,
however, the technology has
improved and most systems offer
robust data. The technology is one
of the fastest growing services in
the wireless industry. 

Here’s how it works. Handsets
automatically tune in to a satellite-
based radio navigation system run
by the U.S. Department of Defense.
Using 24 satellites orbiting the
Earth, GPS provides an accurate
location nearly anywhere, anytime.
With built-in GPS receivers, mobile

phones such as those from Nextel
Communications, can pinpoint loca-
tions in seconds. 

A Smarter Way for 
Business to Manage 
Mobile Resources

Location-based technology on
GPS-enabled mobile phones is
expected to become a standard part
of wireless business applications
just as data and voice services are
already. Innovative GPS solutions
provide the means to deliver ser-
vices faster, smarter and at less
expense than do manual traditional
processes. 

Businesses can:
• Get real-time turn-by-turn

driving directions
• Do mapping and route

planning
• Assign and manage em-

ployee’s jobs, hours and locations
GPS for the Individual

IDC Research recently noted,
“GPS ties directly to the innate
human need to be aware of one’s
surroundings and location.” 

Meeting that need is a partner-
ship between Trimble and Nextel,
offering Trimble® Outdoors service.
It lets customers plan an outdoor
adventure, share the trip with
friends and family and research
trips taken by others. They can
even view routes and points of
interest on street, aerial or topo-
graphic maps of the continental
U.S. and parts of Alaska and
Hawaii. The application lets out-
door enthusiasts download, from
the Internet, trip planning infor-
mation and maps to several Nex-
tel phones. 

Another service, TeleNav™

from Televigation provides
phone-based visual and audible
turn-by-turn driving directions at
a fraction of the cost of compara-
ble vehicle-mounted GPS devices. 

Technology Advances
Today’s mobile phones are pow-

erful, portable computing devices.
Wireless technology has moved far
beyond the days of two-way radios
and text messaging to providing
an entirely new and smarter way
to manage mobile resources and
eliminate repetitive labor, down-
time and guesswork with fast, pre-
cise, location-based information. 

For more information, visit
www.nextel.com. 

GPS: Pin-Pointing The Solution

It took 38 years for radio to reach
300 million listeners, 15 years for
television to reach 300 million
viewers and five years for 300
million people to sign on to the
Internet from their PC. It will take
much less time for millions to
realize the benefits of the latest
location-based technologies.

(NAPSA)—According to the
sixth annual investor survey com-
missioned by Boston-based invest-
ment manager Eaton Vance,
almost all investors (90 percent)
have given either a “great deal”
(55 percent) or “some” (35 percent)
thought to retirement. Investors
with investments greater than
$250,000 are more likely to have
given a greater deal of thought to
retirement than investors with
investments of less than $250,000
(61 percent vs. 49 percent). Three
in four investors—77 percent of
investors with investments of less
than $250,000 and 71 percent
with investments greater than
$250,000—cite retirement as the
primary funding objective of their
investments.

The nationwide survey, con-
ducted by Penn, Schoen and
Berland Associates, was a compre-
hensive study among 1,000 U.S.
residents who have invested in
both qualified retirement plans
and investments outside of quali-
fied retirement plans (stock
mutual funds, bond mutual funds,
individual stocks, individual
bonds, variable annuities and
money market funds).

Investors are also taking full
advantage of retirement vehicles
available to them. Nine in ten
investors (90 percent)—87 percent
of investors with investments of
less than $250,000 and 93 percent
with investments greater than
$250,000—participate in a 401(k)
plan or IRA investment plan.
Three in four (75 percent)—69
percent of investors with invest-

ments of less than $250,000 and
81 percent with investments
greater than $250,000—are con-
tributing the maximum amount.

More than 4 in 5 investors (84
percent) are optimistic that they
will live comfortably in retire-
ment. This is especially true of
investors with investments
greater than $250,000 (90 per-
cent), but 77 percent of investors
with investments of less than
$250,000 also believe they will
live well. Investors who voted for
President Bush (86 percent) are
more likely to believe that they
will live comfortably in retirement
than investors who voted for Sen-
ator Kerry (74 percent).

Over half of investors (55 per-
cent) believe they will need $1
million dollars or more to retire,
and the average investor says he
will need about $1.9 million to
retire ($1.4 million is the average
estimate for investors with invest-
ments of less than $250,000 and
$2.4 for investors with invest-
ments of more than $250,000).

More than one-third of investors
(35 percent) say they would like to
retire by age 60, half of investors
hope to retire between the ages of
60 and 65, and only 16 percent of
investors want to retire after age
65. The age the average investor
wants to retire is 61. These opin-
ions did not vary much by the
amount of assets they had invested. 

The overall lack of faith in
Social Security helps explain why
many investors say they will have
to work until they are 61 or even
65 to retire. More than half of

investors (53 percent) say they
will have to work until at least 61
to achieve their asset goal for
retirement. Nearly 1 in 4 in-
vestors (22 percent) believe they
will have to work past 65 to
achieve their asset goal.

“Apparently there is a contra-
diction between investors’ opti-
mism about retirement lifestyle
and expectations about the age
they can retire and the amount
they need to have saved,” said
Duncan Richardson, Senior Vice
President and Chief Equity Invest-
ment Officer for Eaton Vance. “To
live comfortably, investors will
need to either save more or work
longer, and if they haven’t started
planning early, maybe both.”

Eaton Vance Corp. is a Boston-
based investment management
firm whose stock trades on the
New York Stock Exchange under
the symbol EV. Eaton Vance and
its affiliates manage over $94 bil-
lion in assets as of October 31,
2004, for more than 100 invest-
ment companies, as well as indi-
vidual and institutional accounts,
including those of corporations,
hospitals, retirement plans, uni-
versities, foundations and trusts.

Before investing in any Eaton
Vance Fund, prospective investors
should consider carefully the
Fund’s investment objectives,
risks, and charges and expenses.
The Fund’s current prospectus
contains this and other informa-
tion about the Fund and is avail-
able through your financial advi-
sor. Read the prospectus carefully
before you invest or send money.

Retirement Concerns on Investors’ Minds

(NAPSA)—Founded by a cou-
ple of rock climbers, EMS has
more than 80 retail stores. It sells
products for outdoor adventurers
who participate in sports such as
mountaineering, backpacking,
camping, hiking, adventure rac-
ing, climbing, kayaking, moun-
tain biking and snow sports. The
products and technology are
tested in conjunction with EMS
Climbing and Kayaking Schools.
To find stores and Climbing and
Kayaking Schools, call 1-888-
INFO-EMS or visit www.ems.com.

There are a variety of genera-
tors available to fit homeowners’
specific budgets and needs. Emer-
gency generators such as those
from Briggs & Stratton range
from portable, gasoline-fueled,
manually started models that
power essential household equip-
ment to permanently installed
automatic standby systems that
can power virtually an entire
home and operate on natural gas
or propane fuel. To learn more
about generators, visit www.brig
gspowerproducts.com.

There are a few easy ways to
start your day off smoothly
instead of starting to feel stressed
the minute the alarm rings. First,
get enough sleep, so you don’t
wake up feeling dazed. Eat break-
fast. Slip into something comfort-
able and start with bras and
underwear that caress your skin.
Some of the latest styles incorpo-
rate soft, supple fabric blends of
stretchable cotton and sleek

microfiber that stay smooth on
the body. Softness is at its best in
minimal, sleek and easy styles,
such as those in Hanes’ new Pure
Bliss collection. 

When it comes to treated wood,
Southern Pine is the preferred
choice across America. Southern
Pine easily accepts preservatives,
it is the strongest species and it
offers an attractive appearance.
Treating the wood with a preser-
vative provides long-lasting protec-
t ion from decay and termite
attack. Two popular wood preser-
vatives are Alkaline Copper Quat
(ACQ) and copper azole. Both
preservatives have been approved
by the Environmental Protection
Agency (EPA) for many different
uses, ranging from outdoor decks
to house framing. The Southern
Pine Council offers complete
information online about building
with treated wood. For more
information, project plans and a
product locator, visit www.south
ernpine.com. 




