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(NAPSA)—The year 1946 saw
a number of new beginnings. The
United Nations held its first meet-
ing. Cannes, France held its first
film festival. The University of
Pennsylvania fired up ENIAC, the
first general-purpose electronic
computer, for the first time. 

Also in 1946, the American
Cancer Society (ACS) launched its
research program with $1,000,000
raised by supporter Mary Lasker
of New York. With this money, the
Society awarded its first competi-
tive, peer-reviewed research
grants, handing out 133 grants to
researchers at 47 institutions.
Sixty years and about $3 billion
later, research funded by the
American Cancer Society has
played a leading role in the re-
markable progress made against
cancer. Research done or sup-
ported by the Society has played a
part in virtually every major
advancement in cancer over the
past half century and has helped
save or improve the lives of mil-
lions of Americans.

Here’s a brief look at how
things have changed since 1946. 

Then: Only one in three Amer-
icans diagnosed with cancer could
expect to live five years. Little was
known about cancer and its
causes, how to prevent it, and the
best ways to treat the disease. In
1946, Drs. Wendell Stanley and
Herman Muller became the first
Society-supported researchers to
receive the Nobel Prize. A year
later, ACS-funded Sidney Farber
achieved remission in childhood
leukemia, the first successful use
of chemotherapy against cancer.
Chemotherapy soon began to save
thousands of lives each year. 

Now: The death rate for all
cancers combined is dropping
about 1.1 percent per year, while
the rate of new cancers is holding

steady. The drop in cancer death
rates from 1991 to 2002 alone pre-
vented an estimated 321,000
deaths during that 11-year period.
Survival rates for all cancers com-
bined have nearly doubled since
1946, so that two out of three peo-
ple diagnosed with cancer can now
be expected to live five years later
or longer.

During 2006, the American
Cancer Society will celebrate the
60th anniversary of its research
program, now the largest private,
not-for-profit source of funds in the
US for scientists studying all types
of cancer. ACS-funded research has
led to groundbreaking treatments
that not only save lives but keep
cancer under control with reduced
or few side effects.

In its 60 years, the American
Cancer Society’s research program
has funded 38 Nobel Laureates,
most of them early in their
careers when funding is particu-
larly difficult to get.

The Society today funds some of
the most promising areas of cancer
research: genetics, chemopreven-
tion, targeted therapies, mono-
clonal antibodies, and vaccines.

The advances in research,
along with gains in diagnosis and
treatment, have also helped to
change attitudes. In 1946, accord-
ing to a Gallup Poll, one in five
Americans thought cancer was
contagious and two out of three
called cancer the most dreaded
disease. 

Today, over 10 million Ameri-
cans are alive who have been
diagnosed with cancer in their
lifetimes. A powerful voice in
Washington, cancer survivors
push for legislation to protect
their rights and call for research
to fight the disease. 

To learn more, visit the Web
site at www.cancer.org. 

Sixty Years Of Progress In The Fight Against Cancer (NAPSA)—Plasma TVs are a
hot commodity, ranking among
the top five items on U.S. adults’
“wish lists” according to the Con-
sumer Electronics Association.
With their crisp, clear images and
bright, vibrant colors packaged in
a sleek design that appeals to
both men and women, it might
seem like everyone wants a
plasma TV. So what do you do if
you’re longing for a new flat
screen plasma TV and your signif-
icant other isn’t convinced? 

Here are some tips from the TV
experts at Pioneer Electronics
(USA) Inc. on how to sell your sig-
nificant other on a high-definition
plasma television.

Persuading Him 
Think it’s the man in the family

who always wants the latest new
gadgets? According to Franklin
Karp, CEO of Harvey Electronics,
“At least 50 percent of my cus-
tomers are women dragging their
husbands in to look at the new flat-
panel high-definition televisions.”

Reassure him that he’ll be
able to keep his favorite
chair—Men may fear that along
with the old black box TV, you’ll
get rid of their favorite recliner
and the neon beer signs hanging
on the wall. In reality, a new
plasma TV provides a great oppor-
tunity to upgrade the family room
into the ultimate home theater.
Compromise by moving his fa-
vorite chair into another room of
the house; and then start to work
the neon out while working your

new plasma in. 
Let’s make a deal—The cost

of a high-quality plasma TV can
seem daunting at first. However,
consider you are making a 20-
year investment that will con-
tribute to your daily entertain-
ment at home. Offer to cut back
on shopping or those daily espres-
sos in order to save money. Small
sacrifices will assure him that
you’re willing to meet him half-
way on this expenditure. 

Become the envy of the
neighborhood—It may be hard
to believe that any man would
NOT want a plasma television,
but his biggest fear may be relin-
quishing control of the remote or
losing domination in the living
room. You can convince him that
while some concessions may be
necessary, he will be the neighbor
with the best spot on the block for
the big game. 

Persuading Her
It’s tasteful, elegant and

stylish—Along with offering a
bright, sharp and accurate pic-
ture, the draw of a plasma TV is

their aesthetically appealing de-
sign. Appeal to her fashion sense
by showcasing a plasma’s form,
function and fashion. Pioneer has
engineered its PureVision plas-
mas for maximum screen size
with the smallest bezel to frame
the screen. That means the pic-
ture on screen will really pop, but
when it’s turned off, the TV will
fade into the background. Hint at
the opportunity a plasma TV
offers to redecorate. 

The multitasking woman—
While you might sit on the couch
intent on a sporting event, she
probably wanders around the
room with the TV on in the back-
ground. She might be working on
a business proposal, helping the
kids with a school project or catch-
ing up with friends via e-mail.
Make sure she realizes that plas-
mas have the widest viewing
angles of any television type. She
can be virtually anywhere in the
room and still enjoy the picture.

Make your house the neigh-
borhood hot spot—A plasma
television allows her to host the
neighbors, meet the kids’ friends
and turn her home into the social
hot spot for movies and sporting
events. Paint a picture in her
mind of how a plasma television
could become the focal point of
family entertaining. 

To learn more about HDTV and
how to choose the flat-panel
plasma television that’s right for
you and your significant other,
visit www.pioneerelectronics.com.

How To Sell Your Spouse On HDTV

(NAPSA)—With the start of the
New Year also comes the start of a
new tax season. And for many who
owe back taxes to the IRS or state,
this time of year can be especially
troubling and frustrating.

However, when it comes to un-
paid taxes, there are times when a
“compromising situation” can
actually benefit a taxpayer.

In certain situations, the IRS
will accept what’s known as an
Offer in Compromise, or OIC. This
is when it is unlikely that a tax lia-
bility can be collected in full and
the amount offered to the IRS by
the taxpayer reasonably reflects
what the IRS hopes to collect.

Typically, the person pursuing
this process is someone who hasn’t
paid federal or state income tax for
several years and may be facing an
immediate crisis involving wage or
bank account garnishments, fore-
closures, levies or liens.

Part of the IRS’ willingness to
accept a settlement offer is based on
an analysis of a person’s financial
standing. It is a complicated process
that can take up to 24 months or
more to resolve and involves a debt-
to-asset formula devised by the IRS.

As part of the process, the tax-
payer must present current ver-
sions—covering the last three
months—of the following:

• Bank statements,
• Pay stubs,
• Life insurance statements,
• Utility and phone bills,
• Mortgage statements,
• Car insurance,
• Monthly auto payments,
• Court-ordered payments

such as child support, and 
• The person’s last filed tax

return.
In fact, to be eligible, a person

must be current on all of his or
her tax returns.

Once an OIC is accepted by the
IRS, either installment or lump
sum payments are arranged. 

Once the agreement is in place,
the taxpayer must keep current
on all payments.

While an OIC does offer hope
for those who qualify, it can be a
complicated process. That’s why
many people turn to professionals,
such as JK Harris & Company, for
assistance when filing and negoti-
ating such an offer.

The nation’s largest tax resolu-
tion firm, the company’s staff
includes veteran ex-IRS agents,
CPAs, attorneys and Enrolled
Agents—professionals who spe-
cialize in tax issues and are
licensed to represent taxpayers
before the IRS.

There is a fee for what the com-
pany refers to as its resolution or
representation services. Addi-
tional fees are charged for tax
preparation, audit representation,
use of the company’s emergency
team and use of the Special Assis-
tance Group, which handles larger
and more complex cases.

To learn more, call toll free 1-
800-795-0593 or visit the Web site
at www.settlebacktaxes.com.

Solving Tax Problems Through Compromise

In certain situations, the IRS will
accept what’s known as an Offer
in Compromise to clear up un-
paid back taxes.

(NAPSA)—If you’re looking for a
family vacation that’s out of this
world, try checking out outer space. 

Space-themed vacations are a
memorable way for families to
spend time together and for kids
to learn a few fun facts along the
way. For instance, odds are your
children don’t know that the aver-
age temperature on Venus is hot
enough to melt lead. But the right
space vacation could inspire them
to learn that fact and many more.

Parents and their budding
astronauts can visit space-friendly
vacation destinations such as
Cocoa Beach, Florida, where the
Hilton Cocoa Beach Oceanfront
offers a program called Space
Break. The initiative features
rates starting at under $190 per
night, complete with a “Blast-Off
Breakfast.” 

Visitors to the hotel can launch
their trip by exploring the won-
ders of space at Kennedy Space
Center. There, they can get up
close with actual launch pads,
space shuttles, galactic spin-offs
and a rocket garden boasting a
collection of aerospace originals. 

Nearby, the U.S. Astronaut
Hall of Fame showcases Amer-
ica’s revered galactic explorers
and invites visitors to “take off”
with interactive space simula-
tors—including the famed G-force
experience. 

Returning to earth, guests can
unwind on pristine Cocoa Beach,
the stomping grounds of famous
astronauts, such as John Glenn
and Alan Shepard.

Providing beachfront accommo-
dations just 45 miles from Or-
lando—and enjoying a star-filled
sky for NASA shuttle and rocket
launches—the hotel is situated
along a seemingly endless stretch
of Atlantic shoreline. Recently com-
pleting a multi-million dollar reno-
vation, including nearly 300 all-
new guestrooms, exterior window
wall and public areas, the hotel
offers nostalgic Cocoa Beach activi-
ties such as surfing and beach vol-
leyball, as well as on-site dining
options and a fully equipped health
and fitness center.

For more information, call
(800) 526-2609 or visit the Web
site at www.hiltoncocoabeach.com.

Families Hit The Road And Head Out To Space

Space-themed family vacations
can be a blast, providing beach-
front accommodations as well as
rocket launches.

(NAPSA)—New car shopping
can be a lot of fun, especially if
you’re a car enthusiast. But oth-
ers can find the experience stress-
ful and tedious. Either way,
there’s a lot to think about. Wise
car buyers know the total cost of a
vehicle includes more than just
the price they agree to at the deal-
ership, and are sure to shop

around for auto insurance and find
out how costs compare. They also
know to visit an independent
insurance agent or broker, who
can check with several companies
to find the best combination of cov-
erage and price. To find an agent
or broker, visit www.driveinsur
ance.com.




