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(NAPSA)—Dramatically punc-
tuating the need to be alert to
Internet scams, the nation’s
largest producer of television
infomercials is the subject of a
class action lawsuit alleging that
it defrauded thousands of
investors—including senior citi-
zens—of an estimated $30 million.

The suit, filed on behalf of an
elderly California couple by
Washington, D.C. and Los Ange-
les attorney Timothy D. Naegele
(www.naegele.com), charges that
Guthy-Renker conspired to commit
fraud and violated the federal
RICO (Racketeer Influenced and
Corrupt Organizations) Act by pro-
moting an Internet “shopping
mall” (and Web sites on it) that
promised riches but was in reality
part of a worthless scam.

Based in Palm Desert and
Santa Monica, Calif., Guthy-
Renker is a successful producer of
infomercials for such celebrities
and their products as Anthony
Robbins (“Personal Power”),
Vanessa L. Williams (“Proactiv
Solution”), Kathie Lee Gifford
(“Natural Advantage”), Corbin
Bernsen (“Excelerate”), Victoria
Principal (“Principal Secrets”),
Daisy Fuentes (“Winsor Pilates”),
Vanna White (“Perfect Smile”),
Cindy Crawford, Leeza Gibbons,
Joan Lunden and Susan Lucci.

With a company like Guthy-

Renker, which earns huge profits
by using the images and reputa-
tions of stars to sell products in its
infomercials on hundreds of tele-
vision stations around the coun-
try, it is important that the gen-
eral public be aware of the
allegations that the company has
been involved in a corporate con-
spiracy to market a valueless
Internet scheme. 

“Guthy-Renker’s alleged mis-
representations focused on duping
naive individuals, many of whom
were elderly, into believing that
their investments in an Internet
venture called ‘America’s Choice
Mall’ would result in quick and
substantial returns,” according to
Naegele. 

“We estimate that around the
nation perhaps as many as 10,000
investors like our clients were vic-
timized to the magnitude of $30
million or more.”

The strategy conceived and
endorsed by Guthy-Renker ap-
pealed to a cross-section of Ameri-
cans intrigued by the lucrative
potential of Internet commerce.
The inner workings of the alleged
scheme provide an important les-
son in how to identify guile and
avoid being lured into a similar
artifice that does nothing but tar-
get one’s savings, especially the
limited life savings of seniors.

According to the lawsuit, Guthy-

Renker intended to leverage its
direct response expertise onto the
Internet marketplace to promote
new products that would have
broad appeal. The company adver-
tised seminars in various parts of
the country at which attendees
were solicited and sold ownership
interests in “America’s Choice
Mall” as well as Web sites on it.

However, the company lacked
the computer and technical
knowledge to develop and support
the infrastructure of such a major
Internet venture, the suit charges,
and made exaggerated claims
about profitability. 

The Californians who initiated
the legal action are a 92-year-old
mother and her 63-year-old son.
The mother and her now-deceased
husband—who died at 86—were
on a fixed income and invested
$36,000 in the Internet scheme,
eventually losing all of it.

Thousands of investors failed
to recognize until it was too late
that Guthy-Renker had no Inter-
net expertise to operate “Amer-
ica’s Choice Mall” and instead
relied on its cachet of affiliations
with major celebrities to target
such victims, the lawsuit alleges.
In the process, Guthy-Renker
induced some who were elderly to
jeopardize their life savings in
what was nothing more than a
scam.

Beware Of Internet Schemes

by Craig Brimhall
(NAPSA)—Who’s in control of

your retirement nest egg? If
you’ve changed jobs or retired and
left assets in an employer-spon-
sored retirement plan like a
401(k), it’s probably not you.

Recent news sto-
ries about individual
employees whose life
savings were put at
risk because of a
lack of diversifica-
tion in their com-
p a n y  r e t i r e m e n t
plan have spot-

lighted the importance of under-
standing your retirement plan’s
investment policies. For many
people, their retirement nest egg
represents the largest share of
their life savings; you owe it to
yourself to know how it’s being
invested and who’s in charge of
making those decisions.

If you’ve recently left a job, ask
yourself this question: “Do I want
to participate in or be an owner of
my retirement plan?” The choices
you make when leaving your
employer are critical and can
affect your level of control. If you
decide to leave your retirement
assets in your employer-sponsored
401(k) plan, take note: you are
considered an ex-employee partici-
pant—not an owner. This may
seem like mere semantics, but it’s
more than that. Most employers
set up a trust to “own” the assets
of their retirement plan; this trust
is considered the “owner” of the
retirement plan.

If on the other hand, you’ve left
a job and rolled your savings over
into an Individual Retirement
Account (IRA), you’re the owner of
that account—with full rights of
access and control of your monies.

Why is being an owner and
having control important? One
reason is that IRAs typically offer
more investment choices. This
broader range of choice usually
equals greater diversification pos-
sibilities, which in turn has the

potential to reduce volatility and
risk in your account. 

Another important question job
changers should ask when choos-
ing to either roll assets to an IRA
or leave them in a company 401(k)
plan is this—“Who is going to get
the money when I die?’’ If your
spouse is named as the beneficiary,
they can “roll” your retirement
monies to his or her own employer
plan or IRA. However, with many
employer-sponsored plans, other
beneficiaries, such as children,
may be required (check plan provi-
sions) to receive a one-time payout
of the entire amount left in the
retirement account and pay income
taxes on the whole sum. Depend-
ing on the size of the account, this
could be a sizeable tax bill.

By contrast, most IRAs offer
your heirs another attractive
choice—the ability to spread the
account balance and the corre-
sponding income taxes due over
their lifetimes through annual
payouts.

In short, there are many fac-
tors to consider when deciding
what to do with your retirement
savings when changing jobs. The
complex issues and choices
involved merit careful thought as
well as advice from a professional
financial planner and tax and
legal advisors.

If you’re considering rolling
over retirement assets into an
IRA or want more information,
you can speak to an American
Express retirement specialist by
calling the IRA Solutions Center
toll-free at 1-866-IRA-ADVICE.
Or, for more information about
financial planning, visit the com-
pany’s Web site at www.ameri
canexpress.com/IRA.

• Craig Brimhall, CFP, is vice
president of Wealth Strategies at
American Express. As a national
spokesperson for American Ex-
press Financial Advisors, Brim-
hall has been interviewed by
CNBC, C-Span, USA Today and
The New York Times.
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(NAPSA)—Amidst the hustle
and bustle of returning wedding
gifts and writing thank-you notes,
many couples overlook important
insurance planning that will pro-
tect the future security of their
new family. Once the honeymoon
ends and married life begins, cou-
ples should consider getting an
“insurance checkup” to gauge the
impact marriage may have on
lifestyle and financial situations.
Individual insurance policies may
no longer meet the dynamic needs
of a couple or new family, espe-
cially if children are involved.

Here are some basic insurance
tips to get your marriage off to a
secure start:

✔ Life—Find out what it
really takes to protect your
loved ones when you are gone.
Although couples often recite the
vow, “Until death do us part,” no
one likes to think about what life
would be like without their
spouse. What would happen to
your spouse if you were to die? It’s
not a pleasant question to ponder,
but one that should be addressed
before or just after the wedding.
Deciding on whether life insur-
ance is a good choice depends on
your circumstances—whether you
have children or other depen-
dents, what you own, even your
attitudes about debt. It is impor-
tant to evaluate the current cost
of insurance versus the benefits
received. For younger newlyweds,
the cost for life insurance will be
relatively low, especially if both
are in good health. And if you
already have an existing life
insurance policy, remember to
update your beneficiary.

✔ Homeowners—Stay shel-

tered—Protecting your most
significant investment. Many
newlyweds are also new home-
owners. Because a home is usually
the largest purchase a couple will
ever make, it is vital that a couple
research and understand the
appropriate policy for their indi-
vidual situation. There are two
basic parts of any homeowners
policy: a property section and a
liability section. The property sec-
tion covers damage to the home
and personal belongings. The lia-
bility section covers expenses like
medical, legal, and court-awarded
money that might arise out of a
lawsuit if a non-family member
has an accident or is injured on
the property.

✔ R e n t e r s — R e n t e r s
Beware: Who is protecting your
personal belongings? Many peo-
ple mistakenly believe that if they
don’t own a home they don’t need
insurance. Renters insurance,
which has become increasingly
popular in recent years, covers
personal belongings and liability.
Both of these coverages are most
likely not covered on your land-
lord’s policy, which generally only
covers damage to the actual struc-

ture of the building you live in.
✔ Auto—Consolidate and

inquire about discounts. Check
with your insurance agent to
learn about the benefits of cancel-
ing your individual auto insurance
coverage, and obtaining one policy
that covers both of you. This may
result in several discounts, includ-
ing a lower multi-car rate.

✔ Disabil ity—Like your
lifestyle? Maintain your living
standards if the unexpected
occurs. Generally, disability
income insurance provides you
with income if health problems
prevent you from being able to
work. If as partners you need both
incomes to maintain your current
lifestyle and financial health, dis-
ability income insurance can be a
smart choice. In order to prevent
duplicate coverage, be sure to ask
your employer if you are covered
by the employer-sponsored group
disability insurance.

When shopping for insurance,
consumers will want to choose a
sales professional who is knowl-
edgeable about the best ways to
protect their investments. To con-
tact a Countrywide Insurance
Services agent for more informa-
tion about Countrywide’s insur-
ance products, consumers can
visit the company’s Web site at
www.cwinsurance.com or call
800-669-6656.

Countrywide Insurance Ser-
vices, Inc. (CIS), is a leading
nationwide insurance agency. The
company focuses on home-centric
insurance products and services
offering homeowners, condo, home
warranty, automobile, term life,
disability income and health
insurance.

The Marriage Checklist:
Insurance Tips Every New Couple Should Know

(NAPSA)—The Huntsman
World Senior Games (HWSG), held
each year in St. George, Utah,
offers 20 sports and 98 sporting
events for athletes 50 and better—
held at 92 venue sites. Approxi-
mately 70 percent of the competi-
tors return year after year to have
the experience of competing and
socializing with friends. Health
care professionals are on the scene
to provide Healthy Lifestyle Semi-
nars, as well as Health screenings
for PSA, clinical breast exams,
cholesterol, glaucoma, blood pres-
sure, body composition, blood
sugar, bone density, and hearing
deficiency. Call 800-562-1268 for
more information, or visit
www.senior games.net.

If your muscles and joints tend
to be prone to injuries, there are
steps you can take. Innovative
athletic bandages, such as Self-
Grip self-adhering athletic wrap
help prevent damage by support-
ing the weakened area firmly, yet

comfortably. For those who get
injuries, there is a flexible glove,
called HANDEZE, that reduces pain
resulting from strain, stress,
cramping and swelling, affecting
the fingers, hands and wrists.
Both SelfGrip and Handeze are
available at retail, drug and office
supply stores nationwide. For
more information, call Dome
Industries at 1-800-432-4352.




