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(NAPSA)—Science has long
recognized the role of ultraviolet
(UV) rays in causing serious skin
diseases. UV rays can suppress
the skin’s immune function and
damage DNA, which may cause
your skin to burn and age prema-
turely, and could also lead to skin
cancer. Even worse, too much sun
over time can diminish your skin’s
ability to defend or repair itself as
it should. A wide variety of prob-
lems can result, ranging from
wrinkles, freckles, and sun spots
to precancerous and cancerous
skin conditions. Unfortunately,
unlike these visible problems
there are additional problems that
are not always detected by the
naked eye. If you have noticeable
damage on the surface of your
skin, keep in mind there may be
additional, unseen damage near-
by. Therefore, it is crucial to recog-
nize that the problems you can see
may just be the tip of the iceberg. 

One common example of sun-
diseased skin is actinic keratosis
or AK. This is considered a pre-
cancerous skin condition affect-
ing over 10 million Americans
each year. According to the Amer-
ican Academy of Dermatology, if
left untreated, AK lesions can
progress to squamous cell carci-
noma (SCC), the second-leading
cause of skin cancer deaths in the
United States. Therefore, it is
important to treat AK as soon as
it is diagnosed so you have a
greater chance of preventing fur-
ther damage. 

Actinic keratosis can take a
long time to develop, most often
appears after age 40, and becomes
more prevalent as you age. Actinic
keratosis lesions typically appear
as rough, red, scaly patches, or
crusts on the skin. They usually
measure less than one-quarter
inch across and are found primar-
ily on areas of the body exposed to
the sun. Fair-skinned people who
live in sunny climates and those
who have a history of chronic sun
exposure are the most likely to
develop AK.

There are several approaches
to treating AK. These include
freezing, surgical excision, scrap-
ing, lasers, chemical peels, der-
mabrasion, photodynamic ther-
apy, and topical prescription
medications such as 5FU,
diclofenac and imiquimod. One
option is Aldara™ (imiquimod)

Cream, 5%, a treatment pre-
scribed for certain types of AK on
the face or scalp. The first im-
mune response modifier approved
for AK, Aldara Cream assists the
skin’s immune system to destroy
sun-damaged cells and clear AKs
that are visible as well as the
ones developing nearby.

In clinical studies of AK using
Aldara Cream, the most common
side effects involved skin reac-
tions in the application area.
These included redness, swelling,
erosions, weeping, scabbing, itch-
ing and burning. Most skin reac-
tions were rated mild to moderate.
Exposure to sunlight (including
sunlamps) should be avoided or
minimized during use of Aldara
Cream because of concern for
heightened sunburn susceptibility.
Patients should be warned to use
protective clothing when using
Aldara Cream.

In order to reduce the risk of AK
and skin cancer, the American
Academy of Dermatology recom-
mends adopting a comprehensive
sun protection program that
includes wearing a broad-spectrum
sunscreen with a sun protection
factor (SPF) of 15 or higher; wear-
ing protective clothing; avoiding
the sun between 10 a.m. and 4
p.m., when UV rays are strongest;
and seeing your dermatologist
annually.

For more information about
Aldara Cream, AK or for full
prescribing information, visit
www.Aldara.com.

Invisible Sun Damage—Do You Know What Lies Beneath the Surface?

It’s important that you protect
your skin all year, not just in the
summer.

(NAPSA)—The challenge:
Growing a business is expensive.
Finding a new customer can cost
seven times more than retaining
an existing one.

The reality: If small or midsize
businesses don’t grow, chances are
they won’t remain viable.

The solution: Enlist customer-
centric technology to deliver supe-
rior customer service while help-
ing secure new sales. 

Technology developed for cus-
tomer relationship management
(CRM) is on the market today. It’s
affordable, it can be easily config-
ured according to your business
requirements and it’s easy to use. 

When employees aren’t bogged
down with manually processing
service requests or using technol-
ogy that’s clunky, difficult to navi-
gate and generally unreliable,
they can devote their full atten-
tion to what differentiates a stel-
lar business from a mediocre one:
a genuine, sincere human touch
that lets customers know they’re
valued. 
Growing a Business With The

Help of Technology
Businesses that select the

appropriate CRM product can
grow by adhering to one simple
concept: Focus more on customers
and less on processes. 

“With our new CRM system,
we’re going to be able to contact
customers in a way we haven’t
been able to do in the past,” said
Jeff Merten, regional sales coordi-
nator for AFLAC Inc., a leading
writer of voluntary insurance cov-
erage marketed at the work site.
For example, because many of
AFLAC’s insurance policies are
sold to employees through payroll

deduction, AFLAC often has little
individual policyholder data. 

“Since the policies we sell are
individually purchased voluntary
benefits, our customer really is
the individual, not the company,”
Merten explained. Microsoft CRM
is the perfect place to store that
information, allowing AFLAC to
begin providing individualized
customer service. “We can even
have a birthday card go out on the
customer’s birthday, which is obvi-
ously something we’ve never been
able to do before,” Merten said.
“With that type of information,
our customer service efforts can
be virtually limitless.”

Renewing Customer Loyalty
There’s no doubt that winning

new customers is important to
every business. But keeping exist-
ing ones coming back is even more
so. 

“It’s those everyday experi-
ences of superior service or experi-
ences where we receive that per-
sonal touch, that drive our loyalty
to certain companies and brands,”
said Dave Batt, senior director of
Microsoft CRM. “The right CRM
technology can help small and
midsize businesses make superior
customer service a standard by
streamlining processes and proce-
dures, joining areas of a business
that were once incompatible, and
putting the right information at
employees’ fingertips so they can
provide highly efficient service. It
all makes a positive impact on the
customer.” 

To learn more about growing
a business  with the help  o f
CRM technology, please visit
http://www.microsoft.com/busi-
nesssolutions/crm/default.aspx.

Today’s Customer-Centric Technology 
Extends The Season of Growth

(NAPSA)—Experts agree that
colorectal cancer is the most pre-
ventable yet least prevented dis-
ease. In 2005 alone, an estimated
150,000 Americans will be diag-
nosed with colorectal cancer, and
56,000 will die from the disease.
Yet, despite the advances in
screening tests and treatments,
mortality from colorectal cancer
has not changed in over 20 years.
These facts are particularly trou-
blesome given that early diagnosis
results in a greater than 90 per-
cent five-year survival rate, yet
less than half of the eligible popu-
lation undergoes testing.  

Tests More Patient Friendly
So how do doctors get more

people screened? Researchers are
developing and enhancing tests to
be more patient friendly, which
may initially appeal to the
patient. But better tests alone do
not guarantee patient follow-
through. EXACT Sciences Corpo-
ration, which has developed a
noninvasive, stool-based DNA test
called PreGen-Plus, has initiated
a comprehensive reminder service
for physicians and patients as a
helpful additional component of
the cancer screening process.

The program, called PreGen
CaresSM, is designed to assist
patients in complying with their
physicians’ recommendations for
colorectal cancer screening. 

With the PreGen Cares pro-
gram, patients agree to have
patient support specialists contact
them to answer any questions
they may have relating to the use
of PreGen-Plus for colorectal can-

cer screening and troubleshoot
any problems they may have.   

Much has been written about
lack of compliance with colorectal
cancer screening. The most widely
reported reasons for refusing to

undergo available tests are: fear of
invasiveness, preparation, stool
handling, and/or a positive result.
PreGen-Plus has the potential to
fill the significant gap in colorectal
cancer screening rates as the test is
completely noninvasive, safe, sim-
ple and, with the PreGen Cares
program, easier to comply with. 

Stool-Based DNA Testing
The American Journal of Pre-

ventive Medicine recently pub-
lished the results of a patient
preference study, which found
that patients perceived stool-
based DNA testing to have
numerous advantages over both
colonoscopy and fecal occult blood
testing, the only other completely
noninvasive option. Overall,
patients preferred stool-based
DNA testing for their routine colo-
rectal cancer screening. While
colonoscopy is the reference stan-
dard for colorectal cancer screen-
ing, PreGen-Plus is the best
option for those unwilling or
unable to undergo the procedure. 

To learn more, visit www.pre
gen-plus.com.

Saving Lives By Serving The Unscreened

A small company has developed
a new colorectal  cancer
screening service to help
busy physicians get people
screened.

by Hal Furman
(NAPSA)—The vast majority of

our planet’s surface consists of
seawater. Pure, clean water is
something that many take for
granted, unaware that a mere
three percent of the earth’s water
is fresh. A water crisis exists
because our sources of clean,
drinkable water are rapidly
diminishing. There is, however,
one solution that most Americans
believe should be actively pur-
sued—desalination. 

A recently conducted national
survey found that a vast majority
of Americans believe the potential
for a water shortage is a signifi-
cant issue. Additionally, eight out
of ten Americans favor desalina-
tion as a means to help solve the
growing water shortage. 

Moreover, seventy percent
favor using federal funding to
facilitate the construction and
operation of desalination plants.
The American people want the
federal government to support
desalination projects.

A growing number of members
of Congress believe the time for
action is now. To date, nearly 40
members of the U.S. House of
Representatives have sponsored
legislation to provide assistance to
desalination plants (H.R. 1071)
and the bill is being introduced in
the U.S. Senate. Under this pro-
posal the Department of Energy
would provide financial assistance
to partially offset the cost of the
electrical energy needed to oper-
ate these facilities. 

Whether desalination projects

get built in time to address the
mounting water supply crisis may
depend on whether the Federal
government invests in this new
infrastructure. 

Given the ever worsening water
crisis we now face in this country,
doesn’t it make sense that we take
action to utilize the oceans to solve
our water crisis? I believe the
answer is “yes”; particularly since
the technology now exists to con-
vert seawater and brackish water
to clean drinking water cost-effec-
tively. As one environmentalist
said, “desalination is no longer the
crazy aunt in the attic.” 

• Hal Furman is Executive
Director of the U.S. Desalination
Coalition and served as Deputy
Assistant Secretary of the Interior
for Water & Science during the
Reagan Administration. 

For more information: www.
USDESAL.org.

Majority Of Americans Support Desalination Projects

WATER, WATER EVERYWHERE—
Desalination is no longer consid-
ered a crazy idea.

(NAPSA)—Communities can
be designed for active living.
Landscape architects working
with public officials, developers
and owners can advocate for more
active living components, such as
parks, recreational facilities, bicy-
cle paths, walking trails, and side-
walks. For more information, visit
the American Society of Land-
scape Architects at www.asla.org.

Using toilet tissue such as
Charmin MegaRoll means the
bathroom is comfortable and ready
for anyone who needs it for a
longer period of time. With four
times the number of sheets as a
regular roll of Charmin, families
who use it change the roll of bath
tissue less often, thereby address-
ing one of those seemingly minor
bathroom issues that can plague
the busiest room in the house.




