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(NAPSA)—Thanks to an innov-
ative program, homeowners can
help sick children by making their
own home healthier and more
comfortable.

A leading heating, ventilating
and air conditioning (HVAC)
manufacturer is making it possi-
ble for consumers to help kids
with life-threatening medical
conditions by purchasing HVAC
equipment for their home.

During its spring promotion,
Luxaire® Heating and Air Condi-
tioning is encouraging homeown-
ers to participate in the Make-A-
Wish® program by donating all or
a portion of their rebate to a local
Make-A-Wish chapter. 

The HVAC manufacturer has
been supporting the Make-A-Wish
Foundation®, the largest wish-
granting charity in the world, for
four years. To date, the company
has raised more than $1 million
for Make-A-Wish and has granted
scores of wishes. 

The wishes granted range from
swing sets and room makeovers to
trips to Disney World, the instal-
lation of central air conditioning
and a cruise. The company has
also donated equipment to a num-
ber of Make-A-Wish facilities.

Consumers can also contribute
to Make-A-Wish by getting involved
in events organized by local Luxaire
dealers. 

In some instances, the HVAC
manufacturer’s distributors and
dealers are partnering with Minor
League Baseball organizations to
offer Make-A-Wish nights at
minor league ballparks. Many of
the participating minor league
ball clubs also organize their own
fundraising activities. This offers
consumers another avenue to sup-
port the work of their local Make-

A-Wish Foundation.
“Our involvement with Make-

A-Wish is a way that we can con-
nect with the people in our com-
munities, inviting our neighbors
and customers to help us bring
joy to children in need,” said Tim
Lashar, Luxaire brand marketing
manager. “It underscores our
commitment to the families we
serve.”

As a corporate sponsor, the
HVAC manufacturer donates a
portion of the sale of every prod-
uct toward the company’s mini-
mum annual contribution of
$250,000 to Make-A-Wish. In
addition, dollars raised by the
company’s combined sales efforts
support local Make-A-Wish chap-
ters located in dealer markets
throughout the United States.

For more information, visit
www.luxaire.com. or www.wish.org.

Homeowners Can Help Make Wishes Come True

By donating their rebate on HVAC
equipment, consumers can help
make a dream come true for a
Make-A-Wish child.

(NAPSA)—Your knowledge of
riding mowers will get a lift if you
know what to look for and what
you’re going to use it for. 

Remember, riding mowers
come in many varieties, from
attachment-capable garden trac-
tors to small rear engine riders.
According to Murray Inc., a
mower manufacturer for more
than 50 years, a riding mower is a
good choice if you have a large
lawn and a place to store the
mower.

Here are some good general
rules you might follow when
selecting a riding mower.

• Rear Engine Riders—For
yards up to one acre. Especially
popular with seniors, these are
good for their clear front line of
sight, and easier storage. They are
smaller mowers with a 30” cut
and easy to pass through gates in
small yards. 

• Lawn Tractors—For yards
from one to three acres. These
have more power and capability.
Most lawn tractors also accept
attachments such as snow blades
and grass catchers.

• Garden Tractors—These
are the ultimate size and versatil-
ity for properties over one acre.
They typically have greater power
and ability to accept ground-
engaging attachments, such as
tillers and cultivators.

What are the grass clipping
options?

A 3-N-1 mower offers three dif-
ferent functions that handle grass
clippings. It can discharge the
grass out of the opening of the
deck or mulch the grass by closing

off the discharge opening or it can
bag the grass for disposal with
proper attachment.

What should you look for? 
A good riding mower is an

investment that will last for many
mowing seasons. For riding mow-
ers, look for an engine between
eight and 18 horsepower. Try out
the controls and make sure they
are easy to operate. Make sure
everyone who will use it can com-
fortably reach the foot pedals,
steering wheel and cutting con-
trols. A high console on tractors
can make it difficult to get on and
off. A step-through design offers
increased leg room and easy on-
and-off access.

To find a riding mower that’s a
cut above the rest, the experts at
Murray recommend you visit a
local retailer that sells quality gar-
den equipment with models fully
assembled and that will provide
service when you need it. Prices
range from $787 to $6,500 for a
riding mower, so look carefully
before making any decision. For
more tips on buying a riding
mower, visit www.murray.com.

What To Look For When Buying A Riding Mower

Rear engine riders are for yards up
to one acre. Because of their clear
front line of sight, these are good
for maneuvering around trees.

Living With Arthritis 
(NAPSA)—Approximately 70

million Americans have arthritis
and a new survey by the Rippe
Lifestyle Institute shows many
are living with arthritis pain
needlessly because they don’t
know which medications are safe. 

Says Dr. James Rippe: “We
learned from our survey that since
these patients are confused, many
have stopped or reduced their use
of pain relievers. The result is a
significant negative impact on
their quality of life, that has even
forced some patients to limit their
daily activities.”

According to Dr. Rippe, inactiv-
ity can lead to more serious condi-
tions such as weight gain, high
blood pressure and diabetes.
Patients need to understand the
implications of untreated arthritis
pain and talk to their doctors
about which treatment options
they should use. Many doctors
these days suggest an over the
counter medication such as Aleve.

Among people with arthritis who
heard recent news about pain
relievers, 48 percent reduced or
stopped taking their medication;
of those, 68 percent reported a
poorer quality of life.

by Tim McGraw
(NAPSA)—What if your mom,

best friend or next door neighbor
needed blood? You’d want blood to
be available when they needed it.

Every two seconds someone in
the U.S. needs blood—accident
victims, cancer patients, people
with blood disorders or other ill-
nesses—but only a small percent-
age of those who are eligible to
donate blood actually give blood.

You can be a hero, helping
those in need in your community
and across the country. It doesn’t
take long—only about an hour.
And, it has the potential to save
the lives of up to three people.

I’ve joined forces with State
Farm® and the American Red
Cross in a public service cam-
paign, called Neighbors Give
Life™, to help raise awareness
about the importance of giving
blood. Your blood donation could
make a real difference for some-
one in need of blood.

Eligible donors can give blood
up to six times a year. To donate
blood, individuals must meet the
following general guidelines:

• Be at least 17 years old
• Weigh at least 110 pounds
• Be in good health
It’s time for us to band

together, roll up our sleeves and

help save a life. Make an appoint-
ment to donate or visit a local
blood drive. It’s an easy way to
pay kindness forward to your
neighbors. I hope you’ll join me in
giving the gift of life, and visit
www.neighborsgivelife.com to
learn more about blood donations.

• Tim McGraw is a national
celebrity with active involvement
in the music and film industries
and a charter member of the
American Red Cross National
Celebrity Cabinet. Partnering with
State Farm and the American Red
Cross, he is the spokesperson for
the Neighbors Give Life™ cam-
paign, which challenges neighbors
to give the gift of life by donating
blood. McGraw is also a devoted
father of three girls ages 3, 6 and 7
and husband to nationally
renowned superstar Faith Hill.

Country Artist Appeals For Blood Donations

(NAPSA)—More than ever,
consumers want more out of their
purchases. Affordable luxury is
something consumers crave, and
many retailers are responding.
From high-end designers to the
packaged-goods industry, compa-
nies are listening to consumers by
creating products for shoppers
who want the best of both
worlds—high-end quality and
good value in one product. 

Elite fashion designers have
made stylish clothing lines and
luxury linens available to savvy
shoppers. Style experts are ex-
panding their product lines in
department stores to offer good
quality and value. Shoppers re-
ceive a sense of pride knowing they
now have a high-quality look at a
common sense price. These prod-
ucts represent a new retail trend
called “pragmatic pleasures.”

Fashion is not the only industry
embarking on the practical plea-
sures trend. Household goods also
are marketing new lines that offer
consumers a little something extra.

The trend has even impacted
the toilet paper aisle. Recent con-
sumer feedback indicates more
than three out of ten consumers
say toilet paper doesn’t last long
enough. Scott Brands decided to
meet that need by introducing
Scott Extra Soft bath tissue, a vel-
vety soft roll with 50 percent more
sheets than competitive double
rolls.

This rollout is the only brand
extension from Scott since its
1913 introduction. In fact, the
brand is credited with inventing
toilet paper by marketing its
original 1,000-sheet roll, a for-
mula still attracting loyal tissue
users.

Shoppers are also demanding
quality, functional furniture for
living and family rooms. Cele-
brated designers are collaborating
with retailers to bring a combina-
tion of functional, yet fun lines
into homes across the nation.
Consumers can enjoy trendy, com-
mon sense chairs, rugs and other
home accessories that don’t cost a
fortune.

From clothing to linens to
household products, consumers
who are looking for a little some-
thing extra in everyday items can
find pragmatic pleasures for each
room of their home.

Enjoying Life’s Pragmatic Pleasures

***
Bore: A person who talks when
you wish him to listen.

—Ambrose Bierce
***

***
A bore is a man who, when you
ask him how he is, tells you.

—Bert Leston Taylor
***

***
The cure for boredom is
curiosity. There is no cure for
curiosity.

—Dorothy Parker
***

***
Every improvement in commu-
nication makes the bore more
terrible.

—Frank Moore Colby
***




