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Special targeted buyout offered to retlrement-ehglble Workers

Application window set
tentatively for April 4-11

By SKIP VAUGHN
Rocket editor

Federal personnel officials have long wished for a way
to offer buyouts without having to eliminate jobs.

Congress has finally granted that wish.

A special buyout, targeted to specific jobs, is being
offered for a limited time only. AMCOM has 52 of the
1,000 targeted jobs in the Department of Defense.

But before you start clearing out your desk with visions
of a separation bonus, take note that you must be eligible
for regular retirement and occupying one of the specified
job positions in the specified organizations. And the appli-
cants must be off the rolls by Sept. 30, the end of fiscal
2001.

“This is a one-time thing,” Lori Reynolds, chief of cus-
tomer support A in the Civilian Personnel Advisory Cen-
ter, said. “This is a pilot program. The (bonus) limit is up
to $25,000. If you’re approved for a separation incentive,

we calculate it the same as we would your severance pay—
except the cap is $25,000.”

Tentative plans are to accept buyout applications April
4-11. Of the 52 eligible positions in the Aviation and Mis-
sile Command, 45 are at Redstone and seven at Corpus
Christi Army Depot, Texas.

The special buyout will enable managers to restructure
jobs to better meet their organization’s mission. Unlike tra-
ditional early-outs, the vacated job spaces won’t be elimi-
nated but revised by job series or grades. In some cases,
the jobs will carry a higher grade. And previous occupants
eligible to retire will have the advantage of leaving with up
to $25,000 extra.

“There’s nothing in this that obligates the people to
apply; there’s no coercion involved,” Reynolds said. But
the opportunity to retire with a bonus is sure to appeal to
at least some people in the targeted jobs. In cases in which
the number of applicants exceeds the number of eligible
spaces, decisions on who can go will be based on the can-
didates’ regular service computation date used for leave.

Congress approved the special work-force restructuring

See Buyout on page 3

Photo by Skip Vaughn
PERSONNEL ACTION— Janice Hunt, left, and Faith
Downes, both of customer support A in the Civilian
Personnel Advisory Center, discuss the special buyout
authority.

Vlrtual tour gwes helicopter pllots a preview of new flight gear

C Company wins basketball title

Wolfpack soars 6

By SANDY RIEBELING
Staff writer

Multimedia technology
used as training tool

it interests them,” said Bob Blankenship,
senior analyst, NCCIM, and creator of the
VR tour. “It’s not an in-depth briefing of
every aspect. The tour lets people see what
it looks like and get some introductory
information. We’ll be putting in some

Courtesy photo
NEW SUIT— The virtual tour showcases the system and its components. With a
click of the computer mouse, each flap on the vest opens revealing the contents of
the pocket and some data about the items. The mannequin is photographed front,
sides and back to give viewers a complete look.

Job study may yield back pay

 Possible payback

The virtual tour of the new aviation sol-
dier warfighting system is sort of like a
technical fashion show for helicopter pilots
of the future.

The system, Air Warrior, is an ensemble
of personal life support equipment worn by
helicopter aircrews of the 21st century.
Now that the Air Warrior is in the Engi-
neering, Manufacturing and Development
phase, it’s time to show the world the latest
in rotary wing aircraft style. What better
way to showcase it to the public than pro-
viding a virtual tour of the system on the
Army’s web site?

“The virtual tour will allow people to
see how the system looks on the man-
nequin, full circle, front and back, check
out the contents in the pockets on the vest,
and get a little information on each item, as

voice over narrative of the assembly after
the tour is put together.”

Creating the Air Warrior virtual tour
will take about 10 weeks, 400 digital pho-
tos, an array of computer software to stitch
the images together.

“We re a visual information multlmedla
group,” Blankenship said. “We combine
many different technologies to get the fin-
ished product.”

Blankenship begins a project by talking
with the customers, going over the objec-
tives of the tour and then developing a
working outline. He collects the items
needed for the tour then brings them into
the studio, which is in the Corporate Infor-
mation Center building on Mauler Road.
That’s where the object rig is located.

See Tour on page 12
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Surplus employee wants answers

am one of the surplus employees that

is being affected by this new plan

called “Reshape.” The general men-
tioned in this article (Redstone Rocket,
Feb. 21) that there have been 1,000
employees already promoted in the past
year, with 1,000 more to get promoted.
Just what grade were/are these promo-
tions and how did he arrive at this num-
ber with the potential cuts looming over
us? After reviewing the IPT list of vacan-
cies, one can clearly see the promotions
and opportunities are for higher grade
employees (GS 11-15). Where are the
lower grade cog-in-the-wheel folks going
to go? I realize that this post is geared
toward engineers and rocket scientists,
but it takes a lot of little people to move
them along.

In the CG’s closing remarks, he states,
“We want to make sure that what we do
is right. And we want to make sure the
appearance of what we do is right.” Just
what does that mean? Please explain

Letters to

these statements.
Name withheld by request

Editor’s note: The Civilian Personnel
Advisory Center provided the following
response. “AMCOM is pursuing every
avenue available to help place surplus
employees into continuing positions.
First, AMCOM Primary Organizational
Elements (POEs) placed as many surplus
employees as possible into vacancies
within their POEs. Second, the AMCOM
commander established a Cross Level
Integrated Process Team (CLIPT) to
determine if there were vacancies in
other POEs that could be used to place
surplus employees. For those surplus
employees that were interested, the
CLIPT also looked for opportunities for
Skills Realignment Training of employees
into new occupations.

“Those vacancies not needed for
Cross Leveling will be filled by competi-
tive procedures. This should result in

Thanks to Redstone, especially RASA

tions brought on by a series of

strokes; and my grief was eased
tremendously by the outpouring of kind-
ness and sympathy from my many
friends and co-workers here at Redstone.
I want to take this opportunity to thank
each of you for the mountain of cards
sent to my home and for the flowers and

Irecently lost my father to complica-

kind thoughts you sent to the funeral
home—— what a comfort they turned into
for my mother. The individuals at Red-
stone and especially RASA are truly
wonderful and compassionate people —-
thank you and may God bless each of
you!

Darrell Brewer

Redstone Arsenal Support Activity

some surplus employees being promoted
into good positions, or the promotion of
other employees should free lower level
vacancies which can be used to reassign
surplus employees.

“In addition, the AMCOM command-
er has requested resource relief from
higher headquarters and decisions on
A76 studies are still pending. If this relief
is granted or if the government wins
some/all of the A76 studies, some surplus
employees’ positions would be re-author-

ized. This would result in canceling some
of the Cross Leveling placements before
they are effected. Finally, targeted Vol-
untary Separation Incentive Pay (VSIP)
may be used to save remaining surplus
employees. During the last 10-15 years
AMCOM and its predecessor commands
have been very successful in using these
approaches to eliminate the need for a
reduction in force (RIF). With everyone’s
support, it is hoped that we will be suc-
cessful again this year.”

Soldier finds Army Emergency Relief really works in dire times

By Sgt. SHARON McBRIDE
Staff writer

It seems like every time I turn around,
I’m being asked to contribute to this cam-
paign or that campaign. As a matter of
fact, I still have allotments coming out of
my paycheck from last fiscal year. And
yes, I've been asked again to reach into
my pocket and donate.

The annual Army Emergency Relief
campaign kicked off March 1.

But instead of complaining about it —
like I've heard others do — I gladly dig a
little deeper to find a few extra dollars to
donate because I know firsthand that AER
works. '

This past Christmas was a bad one for
my family and me. I had three close rela-
tives who were deathly ill over the holi-
days. My aunt, my mother, and my grand-
mother were in the hospital at the same
time.

Strapped for cash, I had intended to
stay in Huntsville for Christmas instead of

flying home to Anchorage, Alaska like I
normally do every year. But as the calls
from my relatives became more despon-
dent, as each family member grew sicker
and sicker, I became more worried.

And then a week before Christmas, a
Red Cross message about my grandmoth-
er was given to me from my commander.
Doctors didn’t expect her to survive the
night. Still strapped for cash, I had no
idea how I was going to swing a round
trip ticket to Anchorage on
such short notice. In the
past, under normal circum-
stances, I've paid as much as $1,200 to
fly home on leave. And that was by pur-
chasing my ticket weeks in advance.

But it turned out not to be a problem. 1
went to Army Community Service the
next morning and talked with AER officer
Ann Owens. Within 12 hours I had my
ticket plus a little extra money for inci-
dentals; and within 24 hours I was on my
way to Anchorage.

Commentary

So I'm grateful for programs like AER.
It’s because of AER that I got to spend
one last Christmas with my grandmother.
I've heard other soldiers say, “Why
should I donate? I've never been helped
by AER,” or “Why should I donate? I've
never known anyone that has been helped
by AER.” Well, that’s no excuse now. You
know me.

I’ve been on active duty for almost four
years, and I’ve always contributed. And
because of people like me,
who have donated in the
past and in the present, the
money was there when I most desperately
needed it. .

So skip the triple mocha double lattes
and get plain coffee instead for a couple
of weeks and donate that cash to AER.
You never know who it might help. It
could be someone like me.

Last year AER assisted 55,000 soldiers
with more than $37 million. On Redstone
alone, AER raised $64,244 and paid out

$229,134. Much of it went to soldiers
assigned to the Ordnance Missile and
Munitions Center and School.

Ninety-five cents of every dollar you
contribute goes to help soldiers; AER
administrative expenses cost only five
cents. So every dollar collected goes a
long way to help fellow soldiers. AER
does not receive any appropriated or non-
appropriated government money.

For those who wish to contribute but
don’t want to do a payroll deduction,
there are many events scheduled until the
end of the campaign in May. Events
include car washes, plant sales, fun runs,
barbecues, fund-raiser jail, and much
more. All events are open to the Redstone
community, civilian and military alike.
See your unit campaign solicitor to get
more information about AER

Be a part of something bigger; con-
tribute to AER. Uphold the fourth Army
value; selfless service, and you’ll bring
blessings to yourself and others.
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IN REMEMBRANCE— Col. Stephen Taylor, comman-
dant of Ordnance Missile and Munitions Center and
School, rings the bell in remembrance of fallen sol-
diers during Friday’s dedication ceremony for the
Ordnance Heritage Hall, formerly the post theater.

New hall recognizes history

of missile school,

Former post theater
saved from demolition

By Sgt. SHARON McBRIDE
Staff writer

Friday’s dedication of the Ordnance Missile and
Munitions Center and School’s Ordnance Heritage Hall
marked the culmination of a yearlong effort to create a
place to honor the history of the Ordnance Corps.

It also marked the beginning of the 50th anniversary
celebration for OMMCS. Many current and past staff
members and students attended the event.

The hall, formerly the old post theater, was saved from
demolition last year. Members of the 832nd Ordnance
Battalion decided that would be an ideal place to show-
case Ordnance memorabilia.

“The hall will honor the memory and legacy of 50
years of service to the Army and the country by the men
and women of the faculty, staff and alumni of the U.S.

ordnance corps

Army Ordnance Missile and Munitions Center and
School,” Lt. Col. John Wright, 832nd Ordnance Battalion
commander, said.

The facility includes an Ordnance Corps Hall of Fame.
It’s an abbreviated version, based on the one at Aberdeen
Proving Ground, Md. The Arsenal’s hall gives special
recognition to Ordnance Corps Hall of Fame members
associated with Team Redstone.

The hall will also serve as a place for consolidated
graduations, promotions and awards, ceremonies, train-
ing seminars, and conferences.

When finished the hall will be a state-of-the—art facil-
ity for use by OMMCS and other Team Redstone organi-
zations, Wright said. Several upgrades to the building and
grounds are planned and will be finished within the next
year.

Maj. Gen. Mitchell Stevenson, chief of Ordnance, was
on hand for the ceremony. Stevenson also attended the
Worldwide Ammunition, Missile, and TMDE Confer-
ence, which ended Friday.

M Limited number eligible for special buyout

tinuously for at least a year.

People can’t Integrated Materiel Management Center,
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Buyout

continued from page 1

buyout authority as part of the National
Defense Authorization Act for fiscal 2001.
AMCOM officials first heard of the pilot
program in mid-December, asked man-
agers to identify potential targeted jobs,
and submitted a proposal to higher head-
quarters. They heard from the Army
Materiel Command in mid-February and
received its official approval March 7.

*“This is a brand new thing to folks. It’s
brand new to DoD, certainly it’s brand
new here,” Reynolds said. “We put our hat
in the ring and didn’t know we’d get
approved.”

So, retirement-eligible people don’t
have much time to decide. And like most
things, there are some strings attached to
the program.

“If you take the buyout, you're
required to repay the entire amount of the

buyout if you're re-employed anywhere in
the federal government within five years
of the date you took the buyout,”
Reynolds said. In addition, the approved
applicant must follow through with the
binding commitment and leave the rolls
by Sept. 30.

“Some of the vacancies as a result of
this buyout authority can be used to fill
positions for surplus employees,” Reynolds
said. “So we’re going to start planning your
(retirement) party and wish you well.”

Normally these days, people have to go
on-line to retire through the Army Bene-
fits Center. Personnel officials here have
gotten a deviation from that process in
order to accommodate this special buyout.
So, hard-copy applications can be accept-
ed for the buyout.

Applicants must occupy one of the 52
targeted positions, be U.S. citizens, on a
permanent appointment (not temporary or
term employees), and have been
employed by the federal government con-

217382
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apply if they’re receiving a recruitment
bonus, relocation bonus or retention
allowance.

“The spaces are not being abolished,”
Reynolds said. “They’re being restruc-
tured and reutilized.”

The Defense Department’s 1,000 iden-
tified spaces include 393 Armywide, 208
at Army Materiel Command, and 52 at
AMCOM (including seven at Corpus
Christi). Organizations involved at this
command include the Acquisition Center,
the Research Development and Engineer-
ing Center, Command Analysis Direc-
torate, Deputy for Systems Acquisition,

Personnel and Training Directorate, Red-
stone Arsenal Support Activity, Resource
Management Directorate, Small and Dis-
advantaged Business Utilization Office,
Safety Office, and Test Measurement and
Diagnostic Equipment.

“I think it’s a really good thing that can
help management out and give a few people
a chance for an incentive (bonus) where
they might not have that opportunity other-
wise,” Janice Hunt, lead personnel manage-
ment specialist in customer support A, said.

For information about the application
process or eligibility requirements, call
Hunt at 313-4789 or Reynolds at 842-9153.

Pearl’s Unique Hair Styles

» Professional Hairstylist 15 years experience
2420-F. Jordan Ln. NW

Bring in thls coupon and receive 20% off chemical services or $5 off shampoo and style.

Phone: 895-8400
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What does it “feel like to Get a Chiropractic Adjustment?

Some patients who have never been to a doctor of Chiropractic assume that the
Procedu:es may be unpleasant and uncomfortable. This is usually not the case! Most
‘adjustments” to the neck and back or hip area are not only fairly painless bur even
pléasant in many cases. That is why even infants and pregnant mothers can have a

Having practiced for over 25 years, I have seen some really degencrative spines and
bones. Some of those who look the worst on x-rays respond the best symptomatically. I
have seen many patients who have already had surgery on the back or neck prior to
trying us here at Corfman Chiropractic. Leff untreated, the spine just gets worse, usually
Most often, gende adjustments to the upper two vertebrae are needed in conjuncrion
with the treatment to the back or hip area for best results. It usually takes a series of
adjustment visits to accomplish the needed result, just as it takes time and adjustments
to straighten or help the teenager with orthodontic problems.

to know that most insurances cover our services at Corfiman Cbtmgr
ue Cross, Mail Handlers and Aetna have really good coverage. Call toady for a consultation.

Dr. Gene Corfman - Corfman Chiropractic
Main Street South « 7500 Memorial Parkway, Suite 114
... Buntsville, A].abarna BB802. . .. ¢
» Fax (256) 650- 0142

actic and you will be pleased to
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First sergeant credits mentors with showing her the way

Friendships, rewarding jobs
among benefits from career

By Sgt. SHARON McBRIDE
Staff writer

This year’s Women’s History Month is dedicated to
“Women of Courage and Vision.”

It honors women who aren’t afraid to go the extra mile
for other people, women who have made significant con-
tributions to something larger than themselves, women of
every race, class and ethnic background who have con-

First @eygamw
Renee H, Kelly

n Pgram
DELTA COMPANY NCO— 1st Sgt. Renee Kelly of D
Company, 832nd Ordnance Battalion, is among many
females in leadership positions on the Arsenal. Such
achievers are recognized during Women’s History
Month.

tributed to the development of our country in countless
ways, women like Ist Sgt. Renee Kelly of D Company,
832nd Ordnance Battalion.

Kelly, who joined the Army in 1984, is one of the few
female first sergeants stationed on the Arsenal.

She holds a leadership position that has been tradi-
tionally filled by males. Times are changing; and Kelly is
just one more example of that.

“Today there are more women in leadership posi-
tions,” Kelly said. “CSM (Jennie) Larder was the first
female CSM I came into contact with in the 35-55 career
management field”” Larder is the command sergeant
major for the 832nd.

Today, thousands of women fill ranks and jobs that
previously weren’t open to them. '

“We have come a long ways for females in high rank-
ing positions,” Kelly said.

Kelly herself has filled many of those leadership posi-
tions to include squad leader, section chief, platoon ser-
geant, maintenance NCO, and finally first sergeant.

The positions, she said, have been both challenging
and fun.

“I'm lucky,” she said. “I’ve had a lot of good soldiers
and good leadership. I've had good mentors, like former
first sergeants, platoon sergeants and sergeant majors that
had guided me on my way.”

She also credits her husband, SFC William Kelly, as
one of her greatest allies.

“He is a great mentor and inspiration to me,” she said.

As a first sergeant, Kelly says that the best part of her
job is helping soldiers.

“I like making a difference,” Kelly said. “It could be
just resolving a pay problem, help getting a soldier pro-
moted or even help a soldier with family problems...

SPRIEG BRE
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That’s the best part.”

Kelly sees her success as something that any female in
the Army can do.

“Just stay motivated,” she said. “Get that civilian edu-
cation, and all the military courses you can possibly get.
And get those jobs that include supervising soldiers.

Army women’s history
f thre

“And most importantly, stay fit and healthy. You are no
good to anyone else, unless you know how to take care of
yourself.”

Kelly says she has no regrets and wouldn’t do any-
thing differently in her military career.

“I’ve learned so much,” she said. “I’ve made friend-
ships that will last a lifetime. I wouldn’t change a thing.”

Kelly has been to Germany, Texas, Saudi Arabia, Ari-
zona and Alabama while in the Army.

But she says that one her best memories is from early
in her career when she was just a private.

“When I was a private we had an early morning com-
pany run,” she said. “I remember being really motivated,
and after the run my platoon sergeant called me in to talk -
to him.

“T thought I had did something wrong. He told me that
I was being advanced to E-2; I was really happy that day.”

Remembering where she came from— that’s what her
mentors told her to never forget.

“They all said, ‘Never forget where you came from,
and most importantly never ask a soldier to do something
that you are not willing to do,”” Kelly said. “It will defi-
nitely pay off in the end.”

Luxury Apartment Homes
1 & 2 Bedroom Homes
Woodburning Fireplaces
Ceiling Fans
Outside Storage
Mountain Views
Patios & Balconies
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Mid-America
Apartment
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Tax assistance center gearing up as filing deadline looms

Commonly asked questions
answered for future clients

By Capt. ERICK OTTOSON
Tax assistance officer

With a little less than a month remain-
ing in tax filing season, Redstone’s free
Tax Assistance Center (building 3489) is
ready for the home stretch.

To date the center has prepared about
1,000 federal and state tax returns, result-
ing in more than $730,000 in refunds for
customers. Read on for answers to some
questions commonly asked about the tax
assistance program.

What do | need to bring to my
appointment?

Please bring the following: your spouse
(if filing a joint return); all Forms W-2,
1098, 1099, and other forms received for
the 2000 tax year; Social Security cards
for all family members; bank routing num-
ber and account number; a copy of last
vear’s return (if available); dependent care
provider’s name, address, phone number,
and EIN or SSN (if applicable); any
records of deductible expenses that you
wish to claim on your return (but see next
paragraph). If you sold any stock in the
past year, bring records of when the shares
were purchased and how much money you

paid for them.

Should | bring in receipts for tax-
deductible expenses?

Tt depends. Many expenses are poten-
tially deductible— mortgage interest,
real estate taxes, qualified charitable
contributions, and unreimbursed medical
expenses, for example — and can be
used to reduce your taxable income.
However, in the alternative, every tax-
payer is allowed to take what is known
as the standard deduction, the amount of
which varies by filing status. A married
couple filing a joint return is allowed a
standard deduction equal to $7,350; a
single taxpayer’s standard deduction is
$4.,400. Unless your individual expenses
add up to more than your applicable
standard deduction amount, it does not
make sense to take individual deduc-
tions, since you cannot take both indi-
vidual (or “itemized”) deductions and
the standard deduction. Keep in mind,
though, that some expenses— contribu-
tions to a traditional IRA, qualified stu-
dent loan interest payments, and alimo-
ny paid, most notably — can give rise to
a deduction even if a taxpayer also takes
the standard deduction.

How long will | have to wait for
my refund?

This depends on whether you file your

April 16th Is Approaching

“Ready to Serve You”
Public Accounting, Tax and Financial Services Since 1957
formerly Cook & LaGrone

Bara Office Building
124 South Main Street Arab, AL 35016

Arab 586-4111 Huntsville 534-6922 or 534-5502 Decatur 355-2252
Guntersville 582-4024 Cullman 739-5497 Albertville/Boaz 582-4024
Birmingham 322-7452 The Shoals 760-1550

NATIONWIDE: 1-800-551-6253 FAX: (256) 586-4138

e-mail: greg@bara.net Visit us on the world wide web at www.bara.net

By appointment only:

Monday through Friday
Mornings 9:00 am, 10:00 am, 11:00 am
Afternoons 1:00 pm. 2:00 pm, 3:00 pm

Evenings 6:00 pm, 7:00 pm, §:00 pm
Saturday
Mornings 9:00 am, 10:00 am, 11:00 am
Afternoons 1:00 pm, 2:00 pm, 3:00 pm
Sunday
Afternoons 1:00 pm, 2:00 pm, 3:00 pm

If you are unable to gather all of the necessary data to meet the filing deadline, we can file an extension of time to file until
August 15th. The extension does not extend the time o pay, only the time to file. Therefore we must estimate your liabil-
ity, and you must make an estimated payment with the extension, if you expect a balance due pn the return,

1.

Greory 1. Cook, EA, CPA
Accredited Tax Advisor
Registered Investment Advisor

return electronically. Customers who do so
normally receive their refunds in approxi-
mately two to three weeks, which is less
than half the time it takes if you send in a
paper return, To date 89 percent of the

- nearly 700 federal returns prepared by the

center have been filed electronically.

Can the Tax Assistance Center
prepare my state tax return?

Yes. The center can prepare state tax
returns for every state, but electronic fil-
ing of state returns is limited to Alabama,
Arkansas, Louisiana, Mississippi, Nebras-
ka, North Carolina and Tennessee. At last
count, around 400 state tax returns had
been prepared by the Tax Assistance Cen-
ter, and about 25 percent of those had
been filed electronically. In-addition, state
tax forms and instruction booklets are
available for every state.

If | owe money, shouldn’t I wait
until the last minute to file my taxes?

No. People who owe money are
allowed to file their taxes now, and then

wait until the end of tax season to make
their payment. All eligible customers are
encouraged to make appointments as soon
as possible in order to avoid the final rush
prior to April 16.

Who will prepare my taxes?

The Tax Assistance Center is staffed by
four full-time income tax preparers: SSgt.
Frederick Johnson (D Company, 832d
Ordnance Battalion); Sgt. Trina Simms
(MEDDAC); Spec.
(AMCOM); and Spec. Jeremy Bean
(AMCOM). In addition John Kolek of
Resource Management Directorate, Sys-
tems Management Branch, volunteers on
Tuesday and Thursday evenings.

To schedule an appointment at the Tax
Assistance Center, call 313-5727 or visit
building 3489 from 8:30 a.m. to 3 p.m.
Monday through Friday or 5-7 p.m. Tues-
day and Thursday. Waiting time for an
appointment is approximately one to two
weeks. Walk-in hours are no longer avail-
able.

Byron Burnett - General Manager
Formerly of One Day Auto Tint

- EXQUISITE TIN

* Car Audio Systems
Security Systems
* Sun & Moon Roofs

218428

* Specializing in Window Tinting

539-0500 * Fax 533-4401

2611 Clinton Ave. (Between Memorial Pkwy. and Triana) 8am to 5pm Mon.-Sat.

« Complete Auto Detailing

* Keyless Remote Entry

* Custom Wheels & Rims
& Much More

/

SEALED BID SALE

U.S. MILITARY SURPLUS
Levy/Latham Gilobal, LLC

SEALED BID SALE SB361
Huntsville, AL

Now Available For Your Convenience:
Online Bid Submission!

Warehouse Inspection:
March 26-28, 8am-3 pm

Bids Due:
March 29, 5pm MST

. Bid on Over 400 Lots
Electronic Test Equipment, Audio/Video
Equipment, Electrical Equipment & Supplies,
Mobile Power Supply Motor Generator, Bearings &
Gears, Compressor, Grinder Wheel, Block Tackle,
Cable Assembly and Much More!

For specific information contact site directly at

256-881-6134

or logon to our website at

£levylatham.com

Search our inventory online!
More Sales ® Thousands of ltems ¢ Updated Daily
For More Information on This and Other Sales
Please Call Our Customer Service Hotline at

(480) 367-1300

‘217788

Joey Barajas’
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Wolfpack soars to troop basketball championship

C Company baats Marines
in postseason tourney final

By SKIP VAUGHN

Rocker ediior

Charlie Company basketball coach
Chelsie Stokes wasn’t too concerned
about his team’s 3-4 start in the regular
season.

After all the Wolfpack had won the
preseason title and was missing players
for various reasons, as could be expected
for a training company.

“Once I had all my team together, 1
knew there was no stopping us,” Stokes
said.

He proved to be right.

Charlie Company reeled off 10 straight
wins, including four in the postseason
tournament, and beat the Marines 63-61 in
the final March 13 at the Fitness Center.
The Wolfpack and Marines had split their
two games in the regular season. The
Marines’ two-point win Feb. 6 was the
Wolfpack’s last loss this-year.

“The Marines are a good team,” Stokes
said. “They’ve been one of our hardest
opponents the whole season. We knew
this would be a tight game.”

It was close the whole way. After sev-
eral ties and lead changes, the Wolfpack

Photo by Skip Vaughn
GOING FOR GOAL— Marcus Townsend
takes a shot in the first half for the
Wolfpack against the Marines in the
championship game. Townsend fin-
ished with 14 points and six rebounds.

led 33-29 at halftime. Charlie Company
built a 42-35 lead with 13:05 left in the
game.

But the Marines’ Ryan Stewart hit
three consecutive 3-pointers to give his

r-

The future is here,
this weekend.

7

Aople Speci

Mac Resource ¢ 1570 The Boardwalk ¢ Huntsville Alabama 35816 RES
(266) 721-1700 » (256) 830-1956 FAX

Join the Apple Specialists this weekend ]
to lea?npmor% about Mac§OS X. ]

A Macintost. Jsers Resource Center

Photo by Skip Vaughn

WE ARE THE CHAMPIONS— Members of the Wolfpack gather on the court after

beating the Marines 63-61 for the title.

team a 44-43 lead with 8:28 left. Stewart,
a 6-foot shooting guard, finished with 21
points on seven 3-pointers plus three
assists.

Charlie Company regained control,
largely on the efforts of Marcus
Townsend. His defensive rebound and
layup on the other end put the Wolfpack
up 47-46 at 6:48. After a made free throw
by teammate Antoine Moore, Townsend
delivered a thunderous dunk to increase
the lead to 50-46 at 6:08.

The Marines (13-5) battled to a 55-all
tie with 2:24 left. But the Wolfpack
answered with a decisive 6-0 run includ-
ing Oscar Royster’s jumper, Bruce
Simon’s 3-pointer and Royster’s free
throw.

“They were just the better team,”
Marines coach Jerome Whiting said.
“They were making their free throws.”

Royster led the Wolfpack with 21
points, seven rebounds and two blocks.
Simon finished with four 3-pointers and
14 points. Townsend had 14 points and six
rebounds. Dennis Jackson added three
assists.

“I applaud the Marines, they played a
hell of a game,” said Royster, a 6-4 for-
ward. “They always play us hard. I also

VALLEY POOLS

- 100% FINANCING-NO EQUITY REQUIRED

want to give a big hand to my teammates.”

“We played our hearts out,” said
Townsend, a 6-3 forward. “Everything in
our heart, we left it on the court.”

Adrian Martin, a 6-4 center, con-
tributed seven rebounds, four steals and
two blocks for Charlie Company (13-4).
He gave credit to the Wolfpack defense
and crowd support.

“It gave me a lot of energy,” Martin
said of the vocal fans. “At times I got
tired, it just gave me a lot of energy.”

Besides Stewart’s shooting, the
Marines got 16 points from Jermaine Par-
low and six rebounds from Douglas
Lopez.

“Our main focus was going to be just
stop their 3-point shooters and pound it
inside, let them get in foul trouble,”
Stokes said. “If we did those basic things,
I knew the game would pretty much be
ours.

“Not taking anything from the
Marines, I knew no guy out there could
match up with anybody on my team one-
on-one. I've got a lot of leapers. Every-
body always calls my team a bunch of sky
walkers.” ,

Nobody soared higher than Charlie’s
angels this year.

In-Ground
Pools
starting at

| FT. WAYNE VINYL IN-GROUND POOLS]

SALES ¢ SERVICE * INSTALLATION
San Juan Fiberglass pools * Liner Replacement ¢ Above Ground Pools

| Pumps & Filters + Chemicals « Parts  533-POOL |

39900

per month




Pagano Gymnasium reopens after facelift

By SKIP VAUGHN
Rocker editor

The visiting ambassadors now have a
nice place to play.

The Ambassadors, a traveling basket-
ball team like the Harlem Globetrotters,
will play an exhibition game Saturday at 7
p-m. at newly-renovated Pagano Gym.
Admission is free.

“That floor sure looks good,” recre-
ation assistant Don Lewis said of the new
surface for the basketball court.

The court was among many changes
made while the gym was closed Feb. 4
until reopening March 14.

Besides the refinished basketball court
floor there’s a new roof, four redone rac-
quetball court floors; and new flooring in
the Nautilus room, Universal room, free-
weight room, aerobics room, entrance
way, hallway, lobby, men’s locker room
and women’s locker room.

The work cost about $127,000 and was
funded from fiscal 2000 yearend appro-
priated money, according to Mike Chem-
sak, chief of the recreation and family
support division.

The Ambassadors will play an all-star
team of Redstone soldiers on the new
floor.

Photo by Skip Vaughn
PRACTICE TIME— Prentiss Thomas, a security guard at Provost Marshal Office,
practices on the new racquetball floor at Pagano Gym.

Redstone Rocket

4 Day 3 Night Resort
acatfion Give-Away Contest

We’re giving away a vacation
every week for 52 weeks!

Look through the pages of this weeks
Redstone Rocket for the entry form.

217369

Please read rules below carefully.
NO PURCHASE NECESSARY.

Contest runs from March 7. 2001 until February 27, 2002, You do not have 1o be present o win. Al you have o do is find the Rocket: contest page located somewhere
10 tiis paper. Fill ovt the entry form and drop by any of the participating businesses found on that page. Contest will huve one winner per week for 52 weeks. A winner
will be randomly drawn each Wednesday from all entries received Trips do not include transportation. Each 4 day/3 night vacation package includes accommodations,
double accupancy for two adults. Approximate retail value 1s $599.98. Thiny-five day netice required to reserve room. Some restrictions or black out dates may apply.
Trip st be taken by May 31, 2002, You may enter as many times as you like. but only one vacation per family wll be awarded throughout the duratinn of the
contest. You must he 18 years of older ws of date of entry and legal resident of Alabamu or Tennessee. Employees and fanulies of The Huntsville Times and
participating merchants are not eligible. Income and ather taxes. if any. are the sole responsihility of the winner Odd of winning are based on the number of entries
seceived.Subject to all federal. state. and local laws and regulations;void outside Alabama und Tennessee and where prohibiied, No substitution for prize except by
sponsor tn case of unavailability in which case 1 prize of equal or greater vatue will be substituted. The Huntsville Times has no responsibitity or Hability to the winner
or any participants, once a winmer is determined. cther than that which is set forth hevein. Acceptance of prize constitues permission 0 use winner's name und ikeness
for advertising and publicity purposes @t the discretion of the sponsors without wdditional consent ot cempensation. except where prohibited The winner may be
tequired to execute an affidavit of eligibitity and winner and guests inay be requived to execute a liabilitypublicity velease which must be returned within 30 days of
notification or an alternate winner may be selected.Decision of the judges 15 final. Mechanically reproduced entries will not be accepted. For the name of the prize

winness send a self-addressed stamped envelope to Contest Wingers List, c/o Huntsville Times, PO. Box 1487 WS, Huntsville. AL33807 after 3/6/2002.

please visit our

,gﬁc Sales Office at
Y\eﬂtage Plantatio®
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Army study reviews labor act exemptions

New database, changes in law
result in revision of standards

By BETH SKARUPA
Staff writer

Some Army employees may be entitled to back pay
due to a recent review of data in the Defense Civilian Per-
sonnel Data System.

The Civilian Personnel Operations Center Manage-
ment Agency initiated a review of major data elements
within its database in order to streamline preparation and
ensure successful conversion to the modern Defense
Civilian Personnel Data System. One major area of
review was the Fair Labor Standards Act exemption sta-
tus.

Among other things, the FLSA provides minimum
standards for overtime payment to employees covered by
the act. Those employees covered by the act are consid-
ered “non-exempt” while those not covered are consid-
ered “exempt.” Non-exempt employees have to be paid

‘Most important, if a position is
determined to be non-exempt,
incumbents are entitled to

overtime. The supervisor cannot
give them comp time.

— Jodie Massar
chief of Customer Focused Division A

overtime and are not allowed to work compensatory time.

A team of classification specialists from each of the
seven CPOCs in the continental U.S. reviewed FLSA
exemption status determinations on position descriptions
at grades GS-7 through GS-12 for consistency with CFR
551.

“Two things — the preparations for the conversion to
the modern data system and changes in CFR 551 — dove-
tailed in CPOCMA putting this team together,” Jodie

Massar, chief of Customer Focused Division A for the -

South Central CPOC, said. “They did it to ensure all spe-
cialists were interpreting the data consistently.”

The team identified a number of position descriptions
requiring FLLSA changes. Most of the changes make
affected employees subject to the provisions of the
FLSA.

“Most important, if a position is determined to be non-
exempt, incumbents are entitled to overtime. The super-
visor cannot give them comp time,” Massar said.

She explained that supervisors must include three
things when writing new job descriptions so that the cor-
rect determination of the FLSA status can be made: the
percentage of time the employee will spend on each indi-
vidual duty, a full description of the supervisory controls
exercised over the position and the amount of judgment
exercised by the employee when performing the duties.

The team’s findings were reported to CPOCMA,
which in turn shared the findings with each major com-
mand headquarters. Each MACOM then reviewed the
findings and shared them with their local commanders.

“(Maj. Gen. Al) Sullivan received the findings. We’ll

See Study on page 13

Courtesy photo

Personnel honors

Dick Wright, chief of customer focused division B
at South Central Civilian Personnel Operations
Center, is congratulated by Bernice Collins,
branch chief, after receiving the Commander’s
Award for Civilian Service. Other award recipients
at SC CPOC included Jodie Massar, Commander’s
Award for Civilian Service; and Madene Harris, 30
years Length of Service Award.

Thrifty Airport Pa

Frequent Parking Reward
Program

e Turn your parking into rewards at
Thrifty Airport Parking

* Enrollment is quick and easy

hankel/ { Parking

9300 Madison Bivd. « Madison e 772-9653

Responsible for the information network and related sys-
tems. Maintains the information system, security, mainte-
nance & repair, and general operations of servers, soft-
ware, hardware network, and other operating systems.

BS degree and minimum of 4 years demonstrated
hands on experience with computer operating systems
or equivalent combination of education and experience.
Must have hardware experience with installation, main-
tenance, and troubleshooting of Novell/NT, CISCO rout-
ers, switches/hubs, network printers, and desktop PCs.
Software experience with Novell Operating System 4.11,
MicroSoft operating systems and applications required.

Salary 44K-48K and benefit package. Previous appli-
cants need not re-apply or call, they are still under con-
sideration. Qualified applicants may send resume and
salary history in strictest confidence to:

U.S. SPACE & ROCKET CENTER
Attn: Human Resources

P.O. Box 070015
Huntsville, AL 35807
Fax: (256) 721-7238
hr@spacecamp.com g
EOE ;




Early days at Redstone Courtesy photo

Soldiers weren’t the only ones in uniform during World War 1. Bea Sutton,
left, Teensie Stroupe, center, and Cleo Cason came to work in uniform, serv-
ing in the administrative offices of the Redstone Ordnance Plant in 1942,
Redstone recognizes March as Women’s History Month. A celebration will be
held 2-4 p.m. March 22 in Bob Jones Auditorium. Scheduled speaker is Mari-
an Guidry, program analyst with Apache Project Office. For more information,
call SFC Annie Bryant 876-8648.

2807 University Dr.1
Huntsville AL 1
(256) 533-9422

CAR ALARMS
Pagers, CD Player, Amps, Speakers

ARE YOU BUYING
AND NOT GETTING
A DISCOUNT?

Grainger is America’s leading industrial and commercial
equipment supplier. :

|

i

|

I

|
e

Easy to do business with.

You can even use your government charge card to make
purchases from Grainger.
See for yourself. Visit our website at www.grainger.com

*Ask about federal employee discounts*

Come Visit Our OPEN HOUSE
1912 Jordan Lane NW on 17 April, 2001

i GRAINGER:
256 830-2150 (Phone) ®

256 830-080 (Fax) o Industrial Supply

Our Huntsville location

WERE ABOUT 10 SHO{T
HOLES THROUGH 1T ANYWAY.

* You may save up to 15% on car insurance
e Immediate coverage over the phone

; e Military discount

s ¢ Low down-payment & monthly payment plan
- e (Qverseas insurance

e Local insurance professionalsk

v e Over 60 years of serving the military

In as little as 15
minutes, you could have
the money-saving car
insurance policy you've
always wanted. So let
GEICO put your current
policy in our sights.

Government Employees Insurance Co. » GEICO General Insurance Co. * GEICO Indemnity Co. * GEICO Casualty Co.
GEICO auto insurance is not available in MA or NuJ:-Home efficer Washington; DG 20076 ©1998 GEICO

-3
2
@®

-

R
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on stage

Chief logistics representative
plays music in his spare time

By SANDY RIEBELING
Staffwriter

It takes only a moment after hearing the
song title, King of the Road, to get the tune
rolling in your head. While serving as a civil-
ian in Bosnia, Wayne Gwynne, hoping to lift
the spirits of the soldiers, rewrote the lyrics,
to reflect the soldier’s life in the desert.

“It started, ‘Coal plant for sale or rent,”
Gwynne said, “because there was a big plant
near there. Arnother line Wwas, ‘pass me
another MRE. It was a way to have a little
fun and entertain the guys. Everywhere I go,
I always take my guitar. I've been playing
since I was young.”

Gwynne, a retired chief warrant officer,

- traveled around the world, serving his

country and playing music. One of his
favorite tours was the five years he was

CRED
Date: March 27, 2001

Time: 6:00 p.m.

Place: Redstone Arsenal

Purpose:

GATEWAY METRO |

(Complimentary Happy Hour 6-7)

Town Hall Meeting

stationed in Greece, on the island of Crete.

“I had a house on the beach.” he said.
“T would go downtown where there were
hotels and play my guitar for the tourists
in the lounge. Before I knew it, there was
a jug of wine and a plate of shrimp on the
table. I'd play slow, easy guitar and enjoy
the afternoon. I don’t think I ever had to
buy a meal when I was doing that.”

The scenery has changed, severul times
in fact. Gwynne retired in 1987 und « cou-
ple of years later got a job at the then Mis-
sile Command as a logistics ussisiince
representative, which sent him buck out
on the road to Germany, including a tour
in the Persian Gulf during Desert Storm.
He’s back at Redstone as Fire Support
Branch chief in the Integrated Materiel
Management Center.

No matter where he is, music foilows.
From playing in the rock and roll bands of
his youth, to personal recording in
Nashville, Gwynne loves to perform. He

Officers Club

Photo by Sandy Riebeling

PIANO MAN— Wayne Gwynne, chief, fire support branch, IMMC, sings a little bit
country and a little bit rock and roll, not to mention oldies and rhythm and blues.

His company, Me, Myself, and |,
reunions and events.

sings, plays guitar, keyboard, drums, and a
little saxophone, and has turned his pas-
sion into a small business.

Me, Myself and I. is the company
name of Gwynne’s entertainment venture.
He combines a variety of services includ-
ing live performances, karaoke-style; disc
jockey, emcee, and he even provides hula
hoops and a limbo bar for those adventur-
ous crowds.

“I have about 400 songs in my reper-
toire,” Gwynne said. “Everything from
country to rock, oldies to rhythm and
blues to modern. People usually like a big
mix at weddings so I bring my CDs with
the newer stuff.”

If it’s an event, Gwynne can provide
the music. He has about $25,000 worth of
equipment and 1,000 watts of power 1o

provides entertainment for parties, weddings,

accommodate a small room of people or
filled auditorium, including wireless
microphones for guests to make speeches
or toasts.

“T'll usually sing for about 45 minutes
then put on some CDs to take a break,” he
said. “T've done all kinds of events and cere-
monies—- weddings, reunions, birthday par-
ties, dinners, festivals, Christmas parties.”

Gwynne also performs at charity
events as his way of giving back to his
community. He has certain artists he likes
to perform more than others, like Louis
Armstrong and Bob Dylan but his
favorite, by far, is Elvis.

“I do the whole thing with the rhine-
stone outfi:,” he said. “I leave my hair the
way it is. I figure, Elvis would have had

See Music on page 12

It’s That Time Again

So stop procrastlnatmg & let us help you to finish taxes early this year
individual or business!

/\FINANCIAL MANAGEMENT

218636

105 Richard Brown Road j
Harvest, AL 35749

S S L U T 0N
- Kathy Fallon, owner

256-837-6501

DAVIDSON ENTERPRISES LLC

www.davidsonenterprises.com

(Find out what’s going on at Gateway Metro!)
Guest: Gateway Metro Credit Union
Larry Pixley
Brad Kestler
Anita Napier

Davidson Enterprises is seeking resumes of engineering professionals at all levels
of experience that are motivated to enhance their personal and professional growth.
Demonstrated performance has the potential reward of employee ownership in a
growing company in support of contract opportunities too numerous to list. If you
are interested in joining a “real” employee oriented company that provides excel-
lent salaries and benefits that include monthly 401K deposits and immediate vest-
ing in company contributions please fax your resume, in confidence, to:

Attention: Human Resources

(256)922-0721
EOEMFDY

218443
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Turning the vebicle in
at lease end will be
easy if it’s cared for

Dealers ensure that leasing a
car is easy. Seftling with the
dealer or leasing company at
the end of a 36-month lease can
be equally pleasant, if the driver
treats the car as well as — or
better than — if it was his own.

Those guilty of car cruelty,
even with a walk-away lease,
will have a day of financial
reckoning.

“Normal wear and tear is not
a rroblem when most people
turn in a lease and get another
one,” says Mickey Smith, sales
manager at Ray Pearman Lin-
coln-Mercury. “The lease is de-
signed for the benefit of custom-
ers, but it contains checks and
balances to protect the residual
value of the car.”

Residual value is the automo-
bile’s value at the end of the
lease. On a walk-away lease it is
also known as the guaranteed
future value, documented when
the lease is signed. If excessive
wear and tear decreases that
value, the lessee pays for the
damage as agreed to in the lease
two to five years earlier.

“The driver’s responsibilities
are just the same as if he bought
the car,” says Pat Anderson, fi-
nance manager at Jeff Sikes
Mazda-VW-Audi. “Do the sched-
uled maintenance and realize it’s
not something to run through the
woods and scratch up.”

Smith and Anderson say full
coverage insurance is required
for leasing, just as it is for con-
ventional financing.

Anderson says the majority of
his lease returns pass the wear
and tear test.

When appraising a turn-in, An-
derson uses a standard vehicle
condition report and checklist.
Defects are rated as mechanical
or operational, and the list en-
compasses the interior, exterior,
wheels and tires, glass and other
equipment. With a template he
ganges the size and number of
interior and exterior hgftie

AUTO LEASING 2001

Treat your leased car just like it is your own

Service tech Keith Lance inspects the brakes on a vehicle at Ray Pearman Lincoln Mercury;

scars.

“It’s not as if you have to take
a chance on turning in the car
when an appraiser is having a
bad day,” Anderson says.
“There’s a standard.”

Gone are the days of 15,000-
mile carburetor adjustments and
new noints and plugs. Today a

10-minute oil change, a ¥ew fil-

ters and a couple of tire rota-
tions will meet warranty and
care standards for the twe or
three-year lease.

“Mechanically, as long as rou-
tine maintenance is taken care
of, any repairs fall back on the
manufacturer’s - warranty,”
Smith says. “In today’s climate,
when somebody has anm  oil

change, they keep their rec¥rds.”

Brakes, belts and hoses should
be replaced as scheduled during
longer leases.

“People are much more ac-
tive in maintaining their vehi-
cles than the used to be,” he
says. “You can even pick it up in
everyday conversation, people
talking about how they maintain
their aulo wiinh 3,000- to 5,000-
mile oil changes.” #

Smith says everything must
work or, if broken, be under
warranty when a car is returned
at the end of a lease. He said the
basic warranty is 50,000 miles
on a Lincoln and 36,000 on a

Mercury.
“Vehicles last longer now,”
Anderson says. “We take

100,000-miie frade-ing aii_the

time. I think it’s the techndgy

The Huntsville Times

in them today.”

Most dealerships offer service
packages for the term or mile-
age of the lease. Two years of
service to the factory standard
is included in the price of a
Volkswagen. -

“We start it up and check the
engine, make sure the transmis-

Please see TREM§ on 16
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The popularity of leasing a
car is a given in today’s automo-
bile market.

And it’s all because of the ex-
tra cash customers find in their
pocket despite driving a new,
luxury car or truck.

Local dealers report that leas-
ing makes up anywhere from 25
to 80 percent of their new car
business. And the more educated

consumers become about leas-
ing, the more its popularity will
grow, they say.

“Leasing is becoming more
and more popular as consumers
are made aware of what’s avail-
able in leasing packages,” says
Rex Anderson, new car sales
manager at Madison Square
Chrysler Jeep. “Leasing packag-
es offer many options for con-

2001 CIVIC LX

ES1551PW

Side Air ng aille $

0
50 More

l *Plus tax, fitle, administration fee-and dealer installed opfions if any. I

**39 month lease, 39,000 miles allowed, $1,460 cap cost reduction, 15¢
per mile overage, plus first month's pa
tax, fifle due ot delivery. Total due $1,674.50 cash or frade or equity, plus
dealer installed options if any. Residual value $8,961. Payment is plus
applicabie fax depending on whai city, county, or state you reside.

nt of $198, no security deposit,

2001 ACCORD VALUE PACKAG:

CF8661PW A

e ]

L *Plus tax, fifle, administration fee and dealer installed options if any. I

AUTO LEASING 2001

Consumer flexibility continues to make leasing a popular option

sumers.”

With monthly payments being
the most important issue for
consumers who live on a budget,
whether or not to lease often
comes down to the monthly bot-
tom line.

“Leasing will always be rea-
sonably popular as long as peo-
ple want to keep their car pay-
ments in line,” says Preston

Brown, finance director at Jerry
Damson Honda & Acura. “For a
lot of people that’s the only thing
they want to do — have a new
car with a factory warranty and
low monthly payments.”

At Bill Penney Toyota, be-
tween 70 and 80 percent of new
car customers are choosing leas-
ing options, says Victor Betsay-
ad, leasing manager.

“You can lease a new car with
no money down and still have
comfortable payments that are
$100 to $120 cheaper than a pur-
chase payment,” he says. “Based
on the type and price of car,
that difference could be up to
$200 a month.”

But a lower monthly payment
isn’t the only reason leasing is
popular. Many consumers, local

dealers report, also like leasing
because of the flexibility they
have with short-term leasing ar-
rangements.

“People continue to choose
leasing because of the short-
term benefits of a lease,” says
Jack Pearson, leasing manager
at Woody Anderson Ford.

Please see POPULAR o7 J6

You can buy your car at the end of lease

Or just turn it in and
take the incentives 10
lease a new vebicle

Buy it or turn it in.

Those are your choices when
it comes time to walk away
from your lease on a two- or
three-year-old car. Selling it for
more than the residual value
and trading it in on a new lease
or a purchase are variations of

. the first two choices.

In all cases the original lease
ends and must be settled based
on the mileage and condition of
the vehicle. Some dealers offer
customer loyalty perks that can
appear to apply to the original
lease or the next deal.

New car dealers, such as
Bentley Mitsubishi sales manag-
er Bill Hale, are quick to point
out the advantages of trading it
in.

“A high percentage of people
who lease for the first time re-
lease,” Hale says. “From time-
to-time, within one year. of the

first lease’s maturity, Mitsubishi
will offer incentives to get the
customer in a newer car.”

Fred Wingo, client advisor at
Century Buick-BMW-Volvo-Isu-
zu, says most BMW lessees go
from one lease into another.

“Leasing has become more
popular in the last 10 years,” he
says. “That’s because we’ve gone
from an open-end to a closed-
end lease.”

With today’s closed-end lease,
a residual value of the car at the
end of the lease is guaranteed
when the lease is signed. The
value is based on the years and
miles of the lease and expected
condition of the car when it is
returned. '

“The higher the residual, the
lower the payment,” Hale says.

The open-end lease of 20 years
ago called for a conventional
market appraisal and then ei-
ther a balloon payment by the
customer or a refund by the
leasing company.

Today’s closed-end leases typi-
cally specify 12,000 to 15,000

miles annually for the two to
three-year lease period.

“Usually people who wind up
buying the car do so because
they acquired a heavy mileage
penalty,” Wingo says. “In effect,
they’ve had lower payments
than with a purchased and fi-
nanced car. Now they can refi-
nance it as a lower-priced car.”

When the lessee buys the car
at the guaranteed residual value,
he avoids paying excess mileage
and any excess wear and tear
charges, he says. The now used
car might be worth less, or
more, than the residual price
paid. The original lease is set-
tled.

Depending on whether he paid
cash or financed it, he can use
his recently acquired used car as
a trade-in on a purchase or to
reduce the capitalized value
(purchase price) of another
lease.

“Some manufacturers have
taken a beating in recent years
because the guaranteed residual
values were too high,” Hale

says. “It still is. They've used
lower interest rates to bring
people back to purchase plans.

“Leases can run 24 to 36
months, possibly 48 months,” he
says. “In most cases, in 3.5 years
or less, the car is not worth the
residual. People think they want
to keep them longer, but typical-
ly they want to trade after 3
years.”

Whether the lessee plans to
buy the car for another family
member or turn it in, the end-of-
lease mileage charge can be re-
duced by buying extra miles at
the beginning of the lease.

“On a typical lease, excess
miles added up-front, on the con-
tract, are 12 cents per mile,”
Hale says. “If they are paid for
at turn-in, it’s 15 cents per mile.
That will vary from manufac-
turer to manufacturer:

“On the down-side, if you don’t
use all the miles, you don't get a
refund,” he says.

Lessees who turn in their car

Please see BUY on )6

Extended warranties protect you for the entire lease term

Extended

Continued from page J2

or 36,000 miles of the lease,”
Holder says. “And you can pay
it out in 18 months with your
payments.”

q

Ford’s extended warranties
and most others can be pur-
chased for up to a seven-year
term and 100,000 miles. That
can be a plus for drivers who
know they will need a second
car in a few years, perhaps for
another family member.

“You can settle at the end of
-

a three-year or 36,000-mile
lease, buy the car and have four
years or the balance of the
100,000 miles left on the war-
ranty,” Holder says.

Boscio suggests keeping good
records and service receipts to
keep the warranty in force.

“You have to maintain the

3

car and do regular servicing ac-
cording to the manufacturer’s
schedule,” he says. “Then, at the
end of the lease, as long as the
car is in the agreed-on condi-
tion, you can walk away.”

Holder says that after 31
years in the auto business, he
rec?mxrflendls the e)‘t‘tended war-
ranty for lease

D UtLaudy  ally

-

make of car can have @¥prob-
lem eventuallv.
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Federal Reserve Board

The definitions in this glossa-
ry are meant to give you a gen-
eral understanding of terms
used in vehicle leasing. They are
not legal definitions but they
generally assume compliance
with applicable legal require-
ments.

B Acquisition fee — A charge
included in most lease transac-
tions that is either paid up front
or is included in the gross capi-
talized cost. It may be called a
bank fee, an administrative fee,
or an assignment fee.

W Additional insured — A
party that is covered by another
part’’s insurance policy. The les-
sor typically requires you to
name the lessor or assignee as
an additional insured under your
vehicle insurance policy.

B Adjusted capitalized cost
(adjusted cap cost) — The
amount capitalized at the begin-
ning of the lease, equal to the
gross capitalized cost minus the
capitalized cost reduction. This
amount is sometimes referred to
as the pet cap cost.

B Amortized amounts
Amounts such as taxes, fees,
charges for service contracts,
payments for insurance, and any
prior credit or lease. balance
that are included in the gross
capitalized cost and are paid as
part of the base monthly pay-
ment.

M Amount due at lease sign-
ing or delivery — The total of
any capitalized cost reduction,
monthly payments paid at sign-
ing, security deposit, title and
registration fees, and other
amounts due before you take de-
livery of the vehicle.

@ APR (annual percentage
rate) — The annualized cost of
credit expressed as a percentage
in a finance agreement. In a
lease, there is no annual per-
centage rate or equivalent rate.

B Assignee — A third party
that buys a lease agreement
from a lessor. You become obli-
gated to the assignee, and the
assignee generally assumes the
responsibilities of the lessor, al-
though some obligations may re-
main with the lessor. An assign-
ee ma a lessor for purposes
of R atlon‘M. when the as-

M Consumer lease — A lease
of personal property to an indi-
vidual to be used primarily for
personal, family, or household
purposes for a period of more
than four months and with a
total contractual obligation of no
more than $25,000. A lease
meeting all of these criteria is
covered by the Consumer Leas-
ing Act and Federal Reserve
Board’s Regulation M. If any
one of these criteria is not met
— for example, if the leased
property is used primarily for
business purposes or if the total
contractual obligation exceeds
$25,000 — the Consumer Leas-
ing Act and Regulation M do not
apply. )

B Consumer Leasing Act — A
1976 amendment to the Truth in
Lending Act that requires disclo-
sure of the cost and terms of
consumer leases and also places
substantive restrictions on con-
sumer leases.

B Constant Yield Method (ac-
tuarial method) — The method
of earning rent charges in which
the rent charge earned each
month is proportional to the re-
maining lease balance. Under
this method, the lessor or assign-
ee earns rent charges at an
equal rate over the term, simi-
lar to most home first mortgag-
es.

B Consummation — General-
ly, the time at which you and
the lessor sign the lease agree-
ment.

B Dealer preparation fee —
A fee charged by some dealers
to cover the expenses of prepar-
ing a vehicle for lease. The deal-
er may be reimbursed by the
manufacturer for this expense.

B Default — Your failure to
meet one or more conditions of
your lease agreement. It may
result in early lease termination.

M Depreciation and any am-
ortized amounts Total
amount charged to cover the ve-
hicle’s projected decline in value
through normal use during the
lease term and other items that
are paid for over the lease term.
It is calculated as the difference
between the adjusted capitalized
cost and the vehicle’s residual
value.

E®isclosures — Information
on the financial and other terms

AUTO LEASING 2001

Know the definitions of vehicle leasing terms

color, religion, national origin,
sex, marital status, age, source
of income, or the exercise of any
right under the Consumer Credit
Protection Act.

W Equity — In an installment
sale or loan, the positive differ-
ence between the trade-in or
market value of your vehicle
and the loan payoff amount.
When the loan is paid off, the
equity is the market value of the
vehicle.

W Excess mileage charge —
A charge by the lessor or assign-
ee for miles driven in excess of
the maximum specified in the
lease agreement. Open-end leas-
es typically do not include an
excess mileage charge.

B Excessive wear-and-tear
charge — Amount charged by a
lessor or assignee to cover wear
and tear on a leased vehicle be-
yond what is considered normal.
The charge may cover both inte-
rior and exterior damage, such
as upholstery stains, body dents
and scrapes, and tire wear be-
yond the limits stated in the

lease agreement. Open-end leas-
es typically do not include an
excessive wear and use charge.

B Excessive wear-and-tear
coverage — A plan that you
may purchase that covers some
or all of the charges for exces-
sive wear and tear defined under
the lease agreement. The cover-
age of these plans varies in the
amounts and types of charges
covered. Most plans deny cover-
age at early termination or if
you are in default. Generally,
these plans do not cover excess
mileage.

8 Excessive wear-and-use
charge — Sum of excess mile-
age charge and excess wear and
tear charge.

B Fair market value — The
amount that a willing buyer
would pay to a willing seller to
purchase certain property at a
particular point in time.

B Fair market value pur-
chase option — Your right to
purchase the vehicle at sched-
uled termination, according to
terms specified in your lease

agreement for a price deter-
mined by referring to a readily
available guide to used car val-
ues or to another independent
source.

B Federal Reserve Board —
The federal agency with rule-
writing authority for the Truth
in Lending Act, of which the
Consumer Leasing Act is part;
officially known as the Board of
Governors of the Federal Re-
serve System. The Board also
performs other functions related
to U.S. monetary policy, finan-
cial systern stability, bank su-
pervision and regulation, and the
nation’s payments system.

B Federal Trade Commission
— The federal agency responsi-
ble for enforcing the Truth in
Lending Act, of which the Con-
sumer Leasing Act is part,
among leasing companies, fi-
nance companies, lessors, and
assignees not regulated by other
federal agencies. The Federal
Trade Commission also per-
forms other functions related to
its role of ensuring that the na-

tion’s markets function compet-
itively;enforcing other statutes
affecting consumer financial
services; and enforcing the Fed-
eral Trade Commission Act,
which prohibits unfair or decep-
tive acts or practices.

M Fees and taxes (or official
fees and taxes) — The total
amount you will pay for taxes,
licenses, registration, title, and
official (governmental) fees over
the term of your lease. Because
fees and taxes may change dur-
ing the term of your lease, they
may be stated as estimates.

M Fixed price purchase option
— Your right to purchase the
vehicle at scheduled termination
for a fixed price specified in
your lease agreement.

B Full maintenance lease —
A lease in which the lessor or
assignee assumes responsibility
for all manufacturer-recom-
mended maintenance and ser-
vice on the vehicle. The lease
may also cover additional me-

Please see KNOW o7 16
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The warranty is
unchanged by
vebicle leasing

Treat

Continued from page )2

sion works and that the brakes
work,” Anderson says. “We look
at the interior and exterior.”

His template classifies an in-
terior burn hole or gouge of up
to one-eighth inch as normal
wear and tear. Stains, cuts and
tears are limited to one-half
inch.

A stain from the kids spilling
a soft drink is normal use be-
cause it can be cleaned, but a
spilled bucket of paint will cost
som~one,

Anderson’s limit for free
scratches is a template about
the same shape and area as a
flattened football. Dents must
total no more than a 6 square
inches of the car’s surface.

A quarter-size glass spider on
the windshield goes for $50, ac-
cording to Anderson’s template.
Larger glass breaks or two or
more small dings will be
charged as a windshield re-
placement.

Anderson says tire tread
must be at least one-eighth
inch.

“Another item is excessive
tire wear,” Smith says. “You'd
be surprised how many people
will drive 30,000 miles and nev-
er rotate their tires,”

Missing items, such as jacks
and wheel covers, must be re-
placed. In some cases the driv-
er’s insurance will cover colli-
sion repairs at turn-in time.

“I had a turn-in where the
headlight bezel was busted and
the fender was creased,” Smith
says. “Insurance covered the
$1,500 bill.”

A separate insurance policy
to cover excessive wear and
tear up to about $2,500 is avail-
able from most dealerships
when the lease is signed.

“When you’re entering into a
lease, make sure you have
someone explain all of these op-
tions,” Smith says. “Normal use
and care will keep your car in
good shape.”

.

hJ

— »
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Service tech Tom Curran scans for computer transmission codes at Ray Pearman Lincoln Mercury.
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Understand common leasing terms

Know

Continued from page 15

chanical repairs and servicing
during the term of the lease.
The cost of this service usually
is included in the gross capital-
ized cost or is added to the base
monthly payment.

@ Gap amount — In the
event a leased vehicle is stolen
or totaled, the difference be-
fween the early termination
payoff amount, not including
any past-due amounts, and the
amount for which the vehicle is
insured before the insurance de-
ductible and any other policy
deductions are subtracted. The

definition of gap amount may-

vary in different states or in
different lease agreements.

B Gap coverage (guaranteed
auto protection, or GAP) — A
plan that provides you financial
protection in case your leased
vehicle is stolen or totaled in an
accident. Some plans deny gap
coverage if you are in default
at the time of the loss. There
are two types of gap coverage.
One is a waiver by the lessor or
assignee of the gap amount if
the vehicle is stolen or totaled.
The other is a contract by a
third party to cover the gap
amount. Under either type, you
may remain responsible for the
insurance deductible, for other
amounts deducted from the in-
sured amount of the vehicle by
your insurance company, and
for any past-due or other
amounts you owe under the
lease. You may also be respon-
sible for your monthly pay-
ments until the lessor receives
your insurance proceeds.

M Gross capitalized cost
(gross cap cost) — The agreed-
upon value of the vehicle, which
generally may be negotiated,
plus any items you agree to pay
for over the lease term (amor-
tized amounts), such as taxes,
fees, service contracts, insur-
ance, and any prior credit or
lease balance.

M Incentives — Amounts re-
bated or credited, or special
programs offered, to encourage
the lease of certain vehicles.

M Independent leasing com-

-— i " +
pany — A leasing company that
e

.

offers leases directly to con-
sumers and businesses and is
generally not affiliated with a
particular automobile manufac-
turer.

M Insurance — A contract in
which one party agrees to pay
for another party’s financial
loss resulting from a specified
event (for example, a collision,
theft, or storm damage). Lease
agreements generally require
that you maintain vehicle colli-
sion and comprehensive insur-
ance as well as liability insur-
ance for bodily injury and
property damage.

@ Insurance verification —
The process of obtaining verbal
or written confirmation of re-
quired coverage from your in-
surance agent or company.

M Late charge — A fee
charged for a past-due pay-
ment. This charge is usually ei-
ther a percentage of the lease
payment or a fixed dollar
amount.

@ Late payment — A pay-
ment received after the speci-
fied due date. In most cases,
after any grace period, a late
payment triggers a late charge.

B Lease — A contract be-
tween a lessor and a lessee for
the use of a vehicle or other
property, subject to stated
terms and limitations, for a
specified period and at a speci-
fied payment.

B Lease balance (adjusted
lease balance) — The unpaid
portion of the adjusted capital-
ized cost of the lease. The lease
balance is reduced as you make
your monthly payments, usually
by use of a standard methodolo-
gy such as the constant yield
(actuarial) method. The lease
balance is often a primary com-
ponent of the early termination
payoff amount.

M Lease extension — Contin-
uation of a lease agreement be-
yond the original term, often
one month at a time. There
may be a charge for extending
the lease. If the extension con-
tinues beyond six months, new
lease disclosures must be pro-
vided.

B Lease payments — The
number of payments in the

Please see TERMS o4 17
N
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Understand common leasing terms and their definitions

Terms

C’bntinued from page 16

lease agreement.

8 Lease rate — A percentage
useéd by some lessors or assign-

ees to describe the rent charge
portion of your monthly pay-
ment. However, no federal stan-
dard exists for calculating the
lease rate. Any rates or factors
used in lease calculations do not
have to be disclosed under fed-
eral law. If a lease rate is given
as a percentage in an advertise-
ment or on any lease form, the
ad or form must also state,
“This percentage may not mea-
sure the overall cost of financ-
ing this lease.”

M Lease term — The period
of time for which a lease agree-
ment is written.

M Lessee — The party to
whom the vehicle is leased. In a
consumer lease, the lessee is
you, the consurner. The lessee is
required to make payments and
to meet other obligations speci-
fied in the lease agreement.

M Lessor — The person or
organization that regularly leas-
es, offers to lease, or arranges
for the lease of the vehicle.

M Luxury car tax — A feder-
‘al excise tax assessed on vehi-
cles with a gross vehicle weight
of less than 6,000 pounds and a
value exceeding a threshold
“amount.

W Maintenance — Care for
the vehicle required by the
lease agreement.

W Maintenance contract — A
contract that you may purchase
to cover some or all of the vehi-
cle maintenance and servicing.
Distinguish from Service con-
tract.

® Maintenance lease — A
lease agreement in which some
or all of the vehicle mainte-
nance and servicing is the re-
sponsibility of the lessor or as-
signee.

B Mileage allowance or mile-
age limitation — The fixed
mileage limit for the lease
term. If you exceed this limit,
you may have to pay an excess
mileage charge.

B Model lease forms — Sam-
ple disclosure forms developed

by the gf'ederal Reserve Board.
You should receive a similar

Ad valorem tax) — A tax on
personal property. State laws
govern whether personal prop-
erty taxes apply to a leased
vehicle; your lease agreement
governs whether you or the les-
sor or assignee will pay.

W Prior credit balance (nega-
tive equity or negative trade-in
balance) — The portion of the
gross capitalized cost represent-
ing the amount due under a pre-
vious credit contract after cred-
iting the value of the vehicle
traded-in on the lease. ‘

M Prior lease balance — The
portion of the gross capitalized
cost representing the balance
due under a previous lease
agreement after crediting the
value of the previously leased
vehicle.

B Purchase option — Your
right to buy the vehicle you
have leased, before or at the
end of the lease term, according
to terms specified in the lease
agreement. Your lease agree-
ment may or may not include a
purchase option.

W Purchase-option fee — An
amount, in addition to the pur-
chase price, you may have to
pay to exercise any purchase
option in your lease agreement.

B Realized value — 1) The
price received by the lessor or
assignee for the leased vehicle
at disposition, 2.) the highest of-
fer for the leased vehicle at
disposition, or 3.) the fair mar-
ket value of the leased vehicle
at termination. The realized
value may be either the whole-
sale or the retail value specified
in the lease agreement.

M Reasonableness standard
— The requirement of the Con-
sumer Leasing Act that charges
for delinquency, default, or ear-
ly termination be reasonable in
light of the lessor’s or assignee’s
1.) anticipated or actual harm
caused by such delinquency, de-
fault, or early termination; 2.)
difficulties in proving loss; and
3.) inconvenience in obtaining a
remedy.

B Rebate — An amount that
may be offered by a manufac-
turer, dealer, lessor, or assignee
that may be paid to you sepa-
rately or credited to your lease
agreement.

econditioning — The pro-
ces? of preparmg a vehicle for

wmmala ma vaa Vi em

serve Board that implements
the Consumer Leasing Act.

M Rent or rent charge'— The
portion of your base monthly
payment that is not deprecia-
tion or any amortized amounts.
This charge is similar to inter-
est on a loan.

8 Residual value — The end-
of-term value of the vehicle es-
tablished at the beginning of the
lease and used in calculating
your base monthly payment.
The residual value is deducted
from the adjusted capitalized
cost to determine the deprecia-
tion and any amortized
amounts. It is an estimate that
may be determined, in Xart by
using residual value guidebooks.
It may be higher or lower than
the realized value at lease end.

B Sales/use taxes —
Sales/use taxes, which vary
from state to state, are assessed
on both leased and purchased
vehicles. There are often differ-
ences in what amounts are
taxed and when the taxes are
assessed. In a lease, sales/use
taxes may be assessed on 1.) the
base monthly payment; 2.) any
capitalized cost reduction; and
3.) in a few states, the adjusted
capitalized .cost. In most states,
the sales/use tax on the base
monthly payment is paid
monthly; in some states, howev-
er, the tax is due at lease incep-
tion. Sales/use taxes on the cap-
italized cost reduction and the
adjusted capitalized cost are
usually due at lease inception.

B Security deposit — An
amount you may be required to
pay, usually at the beginning of
the lease, that may be used by
the lessor or assignee in the
event of default or at the end of
the lease to offset any amounts
you owe under the lease agree-
ment.

M Security interest — If stat-
ed in your lease agreement a
lessor’s or assignee’s legal right
to your property (such as stocks
or bonds) that secures payment
of your obligation.

B Segregated disclosures —
Disclosures required by Federal
Reserve Board’s Regulation M
that must be grouped together
and separated from other infor-
mation in the lease documents.
The first page of the sample
leas€” form shows the disclo-

normal wear and use and set-
ting the requirements for the
vehicle’s condition at the end of
the lease.

B Termination fee — See
Disposition fee or disposal fee.

B Time value of money —
The value derived from the use
of money over time as a result
of investment and reinvestment.
This term may refer to either
present value or future value
calculations. The present value
is the value today of an amount
that would exist in the future
with a stated investment rate
called the discount rate. For ex-
ample, with a 10 percent annual
discount rate, the present value
today of $110 one year from
now is $100. Future value is the
value in the future of a known
amount today with a stated in-
vestment rate. For example,
with a 10 percent annual invest-
ment rate, the future value in
one year of $100 today is $110.
In either case, the inferest rate
used reflects the lost opportuni-
ties for return from alternative
investments.

M Title — Legal document

that identifies the owner of the

vehicle. The lessor, not you,
holds title to the leased vehicle.

B Total contractual obliga-
tion — The sum of the capital-
ized cost reduction, the total of
base monthly payments, and
other charges due under the
lease agreement. The total con-
tractual obligation excludes any
security deposit as well as sales
taxes and any other fees and
taxes paid to a third party. If
the total contractual obligation
exceeds $25,000, the Consumer
Leasing Act does not apply.

M Total monthly payment —
The base monthly payment plus
monthly sales or use taxes and
any other monthly charges.

B Total of payments — The
sum of the periodic payments,
the end-of-term disposition fee,
any other charges, and all
amounts due at lease signing or
delivery, minus refundable
amounts such as a security de-
posit, and any monthly pay-
ments included in the amount
due at lease signing or delivery.

B Trade-in — The net value
of your vehicle credited toward
the ggrchase or lease of another
vehicfe. If you own the vehicle

Keys to leasing a vehicle

LEASING: You do not own the
vehicle. You get to use it but must
return it at the end of the lease
unless you choose to buy it.

BUYING: You own the vehicle and
get to keep it at the end of the
financing term.

LEASING: Up-front costs may
include the first month's payment, a
refundable security deposit, a
capitalized cost reduction (like a
down payment), taxes, registration
and other fees, and other cha

BUYING: Up-front costs include
the cash price or a down payment,
taxes, registration and other fees,
and other charges.

LEASING: Monthly lease payments
are usually lower than monthly loan
payments because you are paying
only for the vehicle's depreciation
during the lease term, plus rent
charges (like interest), taxes, and
fees.

BUYING: Monthly loan payments
are usually higher than monthly
lease payments because you are
paying for the entire purchase price
of the vehicle, plus interest and
other finance charges, taxes, and
fees.

LEASING: You are responsible for
any early termination charges if you
end the lease early.

BUYING: You are responsible for
any pay-off amount if you end the
loan early.

LEASING: You may return the
vehicle at lease end, pay any end-
of-lease costs, and “walk away.”

BUYING You may have to sell or
trade the vehicle when you decide
you want a different vehicle.

LEASING: The lessor has the risk
of the future market value of the
vehicle.

BUYING: You have the risk of the
vehicle’s market value when you
trade or sell it.

LEASING:

number of miles you may drive
(often 12,000-15,000 per year). You
can negotiate a higher mileage limit
and pay a higher monthly payment.
You will likely have to pay charges
for exceeding those limits if you
return the vehicle.

ost leases limit the

YING: You may drive as many
miles as you want, but higher
mileage will lower the vehicle's
trade-in or resale value.

LEASING: Most leases limit wear to

the vehicle during the lease term.
You will likely have to pay extra

charges for exceeding those limits if

you return the vehicle

BUYING: There are no limits or
charges for excessive wear to the
vehicle, but excessive wear will
lower the vehicle's trade-in or
resale value.

LEASING: At the end of the lease
(typically two-four years), you may
have a new payment either to
finance the purchase of the existing
vehicle or to lease another vehicle.

Source: Federal Trade Commission

BUYING: At the end of ihe loan
term (typically four-six years), you
have no further loan payments.

Dulcie Teesateskie/Huntsville Times
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2001 SILVERADO 2500HD 2WD CREW
50U SUMMIT WHITE . V86
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PSR A A2 s R R AR R R R R A AR R A R R R e R R I AR R R R R L RS

MODEL & FACTORY OPTIONS MSRP
€C25743 SILVERADO 2500HD 2WD CREW 25374.00
C60 4IR CONDITIONING WITH AIR 825.00
““FILTRATION SYSTEM
-9 FEDERAL/NU/MA/ME/VT EMISSIGNS 0.00
~ 14 REAR AXLE - 4.10 RATIO N/C
- wOCKING DIFFERENTIAL-REAR AXLE  285.00

.24 ELECTRONIC SPEED CONTROL 240.00
4 VORTEC 6000 V8 SFI GAS ENGINE N/C
. 4D 4-SPD AUTOMATIC TRANSMISSION 1095.00
“WTH TOW HAUL MODE
QIZ LT245/75R16/E ALS BW TIRES NiC
R9D EXTERIOR APPEARANCE PACKAGE 480.00
INCLUDES:
+ BODY SIDE MOLDINGS
* CHROME REAR BUMPER
* CHROME STEEL WHEELS
UM6 AM/FM STEREO W/CASSETTE 150.00

»
EN

{REPLACES RADIO IN OPTION PKG)
TRA} ‘Ng SPECIAL EQUIPMENT 190.00
= N €S

“&7 4 'R HITSa¥ ALATFORM
AL N/C
» »
, > aN,CLOCK
)‘ ‘ .
‘ »
»
; 28639.00
D @ 720.00
29359.00

CHEVROLET MOTOR DIVISION
GENERAL MOTORS CORPORATION
100 RENAISSANCE CENTER -
DETROIT MI 48243-1001
VEHICLE INVOICE 10D55485444

INVAMT  RETAIL - STOCK
22202.25  INVOICE 01/42/01
709.50  SHIPPED 01/12/01
EXP I/T 01/25/01

0.00  INT COM 01/25/01

N/C  PRC EFF 01/11/01
24510  KEYS $166K S166K
206.40 WFP-S QTR OPT-1

N/IC  BANK: PRIMUS AUTO
941,70 GHG-TO 08-304 »
NIC  SHIPWT: 5597
41280 HP: 2
GVW: 9200
GVWF: 4410
GMS:  24870.98
129.00 NTR: 34
DAN: JRCR1

®

25010.15 77 aCT 237 +.98
72000 H/B 261 $.59.17

286.39 . ADV 26jmaiiiad
26016.54  PAY 3¢’ 26016.5 -
24776.76 1

REKXEERRRRA AT TR TRk Rk kb h bk db kb bbbk bbkid

LER’S ULTIMATE COST BECAUSE OF MANUFACTURES
ENTIVES, HOLDBACK, FINANCE CREDIT AND RETURNJO
MONIES, ALL OF WHICH MAY APPLY TO VEHICLE. &
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ease. View the sample

model lease forms with expla-
nations of the disclosures.

B Money factor — A number,
often given as a decimal, used
by some lessors or assignees to
determine the rent charge por-
tion of your monthly payment.
This number is not a lease rate
and cannot be converted fo a
lease rate by moving the deci-
mal point.

I Monthly payment — This
#erm may refer to one of two
required federal disclosures.
See Base monthly payment and
Total monthly payment.

B Monthly sales/use tax —
The state and local taxes that
you must pay monthly when
you lease a vehicle. These pay-
ments, if any, are added to your
base monthly payment and paid
as "part of your total monthly
payment.

B MSRP — Manufacturer’s
suggested retail price, some-
tinles called the sticker price.

B Nonsegregated disclosures
— -Disclosures required by the
Federal Reserve Board’s Regu-
lation M that may be presented
in any order and may appear
anywhere in the lease docu-
ments except with the segregat-
ed disclosures.
~ H Open-end lease — A lease
agreement in which the amount
you owe at the end of the lease
term is based on the difference
between the residual value of
the leased property and its real-
ized value. Your lease agree-
ment may provide for a refund
of any excess if the realized
value is greater than the residu-
al value. In an open-end con-
sumer lease, assuming you have
meét the mileage and wear stan-
dards, the residual value is con-
sidered unreasonable if it ex-
ceeds the realized value by
more than three times the base
monthly payment (sometimes
called the “three-payment
rule”). If you believe the
amount owed at the end of the
lease term is unreasonable and
refuse to pay, the lessor or as-
signee may attempt to prove
that the residual value was rea-
sonable when it was set at the
begmmng of the lease. Howev-
er, if you cannot reach a settle-
ment with the lessor or assign-
ee, you cannot be forced to pay
the excess amount unless the
lessor or assignee brings a suc-
cessful court action and pays
your reasonable attorney’s fees.

M Personal property tax (or

4
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eLU[lquUﬂll’lE reserve —
An ount that you may pay at
the beginning of the lease that
may be used by the lessor or
assignee to offset any amounts
you may owe at the end of the
lease term for excessive wear
and use and excess mileage.

B Registration fee — A fee
charged by a state motor vehi-
cle department to register a ve-
hicle and authorize its use on
the public roadways.

B Regulation M — The regu-
lation issued by the Federal Re-

ATRAL L LdAtAL 'LIJULJW M \)\;5_‘\46“!0\:\‘.
S‘ee\glso Nonsegregated digclo-
sures.

M Service contract (mechani-
cal breakdown protection or ex-
tended warranty) — A contract
that you may purchase to cover
expenses such as the repair or
replacement of vehicle compo-
nents and that may pay for re-
lated services such as towing or
replacement rental cars.

W Standards for wear and use
— Statements in the Jease
agreement defining what the
lessor or assignee means by

VCLUE  uaututu, yuu bCu i w

the gealer or lessor. If you are
l;!

leasirlg the vehicle being trad-
ed-in, you are turning in the
vehicle (either at the scheduled
end of the lease or upon early
termination) to the dealer or
lessor who has agreed to pay
any remaining balance on your
agreement. The amount credit-
ed may be positive or negative,
depending on the agreed-upon
value of the trade-in and any
balance remaining.

B Walk-away lease — See
Closed-end lease.

|| Lexus of Huntsvile 8 80 o
6580 University Drive 24' 5 é';?é“&'n‘.’v*e'?;'.{‘y‘%’!fi‘é

. F....,t_sme o

2001 Lus 1§30

Automatic, Leather,
Heated Seats
Sunroof

$2,374 due at signing plus tax, title and license.
12k miles per year. .15 cents per mile over.

2001 Dodge
Ram Pickup

A[C, Cassette

CD, Loaded!t

3mo.lease

$2,995 due at signing pIus tax, itle and license.
12k miles per year. .15 cents per mile over.

39mo. lease

'99 Dodge Neon 4-Dr, Automatic, AC, CD

'00 Toyota ECho 5-Spd., AIC, CasSete.......umvevrvermsmeriras
'00 Chevrolet 1500 Silverado Long Wheel Base, Cover .......... $15,995

'98 Chrysler Sebring Convertible JXi % Mies.............cc.... $16,995
'99 Chrysler 300M Champagne, Low Mies, C, Leather, Chrome Wheels $19,995

A Huntsville
UTO
o v Wodge © cows

Pre-Owned Vehicles Marked Down!

'00 Dodge Grand Caravan 4.0, Dual A'C, 3 To Choose From! $19,995
'99 Nissan Pathfinder LE Leather, Sunroof, CD........coccoommi $21,995
'98 Lexus ES 300 Green
'00 Lexus ES 300 Champagne, Extra Clean!
'99 Lexus GS 300 Gold, Low Miles

$8,995

$24,995

$29,995
$32,095

6519 University Drive Huntsville, Alahama

EX (256) 721-9560

www.huntsvilleautoplex.com
Hours: Monday - Friday 9am - 8pm  Saturday 9am - ggy;az

e
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Jerry Damson

2001 INTEGRA 2 DR LS

DC4351 MBW

*Plus fax, title, adminisiration fee, and dealer installed options if any. I

**36 month lease, 36,000 miles allowed, 15¢ per mile overage,
999 cap cost reduchon plus first month's payment of $229, no
securn‘y deposit, tax, fitlé due at delivery. Total due $1,244.50 cash
or frade e uity. Plus dealer installed options if any. Remduol value
$11,331 %O Payment is plus appl |cc1g le tox depending on what
city, county, or state you reside.

2001 1L 3.2

UAS661JTW

LOADED WITH EQUIPMENT

I

* Plus tax, fifle, administration fee, and dealer installed options if any. ]

**39 month lease, 39,000 miles allowed, 15¢ per mile overage,
$999 cap cost reduction, plus first month's po ment of $375,no

securlty deposit, tax, title due at deli ivery. Total due $1,390.50 cash
or trade equity. Plus decler mstc options it any. Residual value
$17, 127%0 Payment is plus applicable tax depending on what

city, county, or state you reside.

Jerry Damson Acura

533-4105

2402 Leeman Ferry Rd.
DAMSON.COM



Statewide Dealers:

* Roebuck Chrysler
 Ivan Leonard Chevrolet
¢ Tameron Automotive
* Jim Burke Automotive
* Williams Cadillac .
* Autobrokers Online
* Honda by the Bay
* Terry Thompson Chevrolet
* Treadwell Honda
¢+ Century Automotive
* Serra Toyota of Decatur

~ « Whitt and Bruce
* Adamson Ford

largest online
selection in

Huntsville

featuring:
Serra Toyota of Decatur
2001 Toyota 4-Runner

— shop anytime —

1000’s oF New/Usep CaRs
GET A CAR QuOTE
SIDE BY SIDE COMPARISONS

TRADE-IN VALUES
Auto REVIEWS
DEALER SPECIALS

For online sales, contact: Melody Tholstrup, Alabama Live « 256.890.8802 * melody@al.com

* Jim Burke Motors

o Champion Lincoln Mercury
* Jim Skinner Ford

Courtesy Pontiac Buick GMC
King Acura (
Contemporary Mitsubishi
* Limbaugh Toyota

* Don Drennen Buick
Midfieid Dodge

Edwards Chevrolet

Neil Bonnett Honda

* Ernest McCarty Ford

In affiliation with The Huntsville Times, The Birmingham News and Mobile Register. Keyword: al.com

196550
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You can either bigy your car or walk awgy at the end of the lgase

Buy

Continued from page )4

rather than buy it must settle
up with the dealer on excess
mileage, excess wear and tear,
taxes on both, perhaps pay a
disposition fee, and make good
on any missed payments and
late charges. If a security de-
posit was paid at the beginning
of the lease, it is usually mailed
within in a few days. The origi-
nal lease is settled.

For those who don’t want to
walk away, some dealers will
waive the disposition fee on the
turn-in with the lease of a new
gge. Other perks might be add-

“Mitsubishi is pretty lenient
on the condition inspectior at
the end of a lease,” Hale says.
“Most companies still have a
security deposit on leases, but it
can be waived.”

Most companies offer an op-
tional insurance rider with the
lease that will pay for up to

$2,500 in excess wear and tear
at the end of the lease.

Early termination of a lease
can be a problem. Significant
penalties can apply. Some leas-
es call for 100 percent of the
remaining payments. An expla-
nation of early termination fees
is required of the dealer when a
lease is signed.

If the car is stolen or totaled,
gap insurance will pay the dif-
ference between the collision in-
surance payment and the resid-
ual value.

Leasing makes up 25 to 80 percent of new vebicle business

Popular

Continued from page J4

“These days, most people who
buy a car have to finance it for
five or six years. Studies have
found that most people want to
trade their car in after 28
months and that’s just not feasi-
ble with a financed car. But,
with a leased car, you have it
for 24 months or 36 months,
and then it is easy to trade it in.
You just have more available
options when you lease.”

Consumers also like leasing,
Pearson says, because their ve-
hicle stays under the factory
warranty during an entire
three-year leasing period. “You
don’t have to worry about re-
pair costs with a leased vehi-
cle,” he says. “With a financed
vehicle on a six-year note you
still only have a three-year war-
ranty. So, many times you find
yourself having to pay for re-
pairs while at the same time
making a car payment.”

During those second three
years of a finance payment, the
leasing industry estimates that
consumers will spend an aver-
age of $150 a month on car
expenses, including things like
replacing tires and brakes,
Pearson says.

“Most leases are up before a
car’s tires are worn out,” he
says.

Leasing also benefits consum-
ers if they have an accident, as
they are guaranteed the residu-

al value — the projected value
of the car at the end of the
lease — regardless of any re-
pair jobs resulting from an ac-
cident.

“If you have an accident in a
purchased car, then the body
shop will repair it. But you still
have a wrecked and repaired
vehicle that isn’t worth much,”
Pearson says. “If you lease a
vehicle, it doesn’t matter if the
value of the car goes down
when it has been repaired, be-
cause at the end of the lease
you turn it in. You can walk
away without having to worry
about the car’s depreciation.”

Leased vehicles also carry
gap insurance, Betsayad says,
which covers the amount of ex-
penses left to repair a vehicle
after the insurance company
has settled.

“And if your car is stolen and
never found, your insurance will
pay what it is worth and gap
insurance will pay the differ-
ence between that amount and
the balance due on the lease,”
he says.

Today’s closed-end leasing
agreements — where a consum-
er knows up front how much
the leased vehicle will be worth
at the end of the lease — have
also caused an increase in the
popularity of leasing, Pearson
says. In the past, open-ended
leasing agreements didn’t speci-
fy a vehicle’s value at the end
of the lease.

“Leasing is much more regu-
lated now, and that is better for
the consumer,” Pearson says.

“A good rule to follow is that
you should purchase things that
appreciate and lease things that
depreciate. That’s why leasing
is good for people who want to
drive new cars.”

Even though a customer
drives away from a dealership
with a leased car, their relation-
shg) with the dealership doesn’t
end.

“People who lease a car have
so many options,” Betsayad
says. “When they get tired of
the car they leased or their situ-
ation changes or their lifestyle
changes, they can trade or pur-
chase something else with their
dealership, even if their lease is
not up.

“And when their lease does
expire, they can lease a differ-
ent car or decide to buy the car
they leased. If they want to buy
it, we will appraise the car and
they will either pay the remain-
ing payments on it or pay the
appraised amount, whichever is
less.”

Toward the end of a lease,
many dealerships will work to
make a lessee a repeat custom-
er with cash coupons or special
discounts if the customer de-
cides to lease another car from
the dealership, Betsayad says.

Most sales people at area
dealerships will provide cus-
tomers with information on
leasing options and benefits.

“We always try to present
leasing to everyone who we do
business with so that they know
their alternatives,” Pearson
says.
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meni inghe lease.

B Ass ent — The sale of

a lease agreement and transfer
of the ownership rights for the
leased vehicle from the lessor to
an assignee. Many leases are as-
signed at the time the lease is
signed.
- M Assignor — A lessor that
sells the lease agreement and
transfers the ownership rights
for the leased vehicle to an as-
signee.

® Base monthly payment —
The portion of the monthly pay-
ment that covers depreciation,
any amortized amounts, and
rent charges. It is calculated by
adding the amount of deprecia-
tion, any other amortized
amounts, and rent charges and
dividing the total by the number
of months in the lease. Monthly
sales/use taxes and other
monthly fees are added to deter-
mine the total monthly payment.

W Broker (arranger) — An en-
tity that arranges for the sale or
lease of vehicles through another
party.

B Business lease — A lease of
personal property to (1) an indi-
vidual to be used primarily for
business, commercial, or agri-
cultural purposes or (2) an orga-
nization, such as a partnership,
corporation, or government
agency. The Consumer Leasing
Act and Regulation M do not
apply to business leases.

@l Capitalized cost — Short-

ened term for either gross capi-.

talized cost or adjusted capital-
ized cost, both required
disclosures under federal law.
Some states require that the
term “capitalized cost” be used
in state lease disclosures.

W Capitalized cost reduction
(cap cost reduction) — The sum
of any down payment, net trade-
in allowance, and rebate used to
reduce the gross capitalized cost.
The cap cost reduction is sub-
tracted from the gross cap cost
to get the adjusted cap cost.

B Captive finance company
— A finance company related to
a particular automobile manu-
facturer or distributor.

B Closed-end lease (“walk-
away” lease) — A lease in which
you are not responsible for the
difference if the actual value of
the vehicle at the scheduled end
of the lease is less than the re-
sidual value, but you may be
responsible for excess wear and
excess mileage charges and for
other lease requirements.

and coNdItIoNS ot a lease, mclud-
ing igformation required by fed-
eral regulation (Regulation M)
and by state laws. Required dis-
closures must be made in writ-
ing before the lease is consum-
mated. Advertisements that
include key lease terms (the
amount of any payment or a
statement of payments due be-
fore consurmmation or delivery)
must also include certain disclo-
sures.

M Disposition fee or disposal
fee — A fee often charged by a
lessor or assignee to defray the
cost of preparing and selling the
vehicle at the end of the lease if
the vehicle is not purchased and
is returned to the lessor or as-
signee.

& Documentation fee — A fee
to cover the cost of preparing
lease documents charged by
some dealerships (sometimes
called a dealer documentation
fee) or other lessors.

B Down payment — An ini-
tial cash payment in a lease that
reduces the capitalized cost or is
applied to other amounts due at
lease signing.

# Early termmatlon — End-
ing of the lease before the sched-
uled termination date for any
reason. The reason may be vol-
untary or involuntary (for exam-
ple, the vehicle is returned early,
stolen, or totaled, or you default
on the lease). In most cases of
early termination, you must pay
an early termination charge.

B Early termination charge
— The amount you owe if your
lease ends before its scheduled
termination date, calculated as
described in your lease agree-
ment. The earlier your lease is
terminated, the greater this
charge is likely to be. The
charge is generally the differ-
ence between the early termina-
tion payoff and the amount cred-
ited to you for the vehicle.

B Early termination payoff
(early termination balance or
gross payoff) — The total
amount you owe if your lease is
terminated before the scheduled
end of the term before subtract-
ing the value credited to you for
the vehicle. The payoff is calcu-
lated as described in your lease
agreement. The early termina-
tion payoff may include the un-
paid lease balance and other
charges.

W Equal Credit Opportunity
Act — A federal law that pro-
hibits discrimination in credit
transactions on the basis of race,

(256) 562-0200

SALES HOLI\JTRS
8: 30AM 7PM

HUNTSVILLE
SERVICE HOURS:
MON-FRI
7AM-6PM

~ 4810 UNIVERSITY DRIVE

[
WE MUST SELL OVER 100 CARS
THIS WEEKEND AT OUR...

"AS LOWAS "

4

FINANCINE,Y _

EQUIPPED NOT STRIPPED!

THIS WEEKEND WE’LL SHOW YOU HOW T0 MOVE UP

« INTO A NEW OR NEWER MODEL VEHIGLE FOR THE SAME -

PAYMENT OR LESS THAN YOU'RE PAYING NOW!'

AM/FM CASSETTE ALLOY WHEELS,
AC, P/S, P/.B

4808 UNIVERSITY
HUNTSVILLE

(256)837-1

DRIVE
111

Email us f: sales@billpenneytoyota.com

, PL
LEASE' 8
FOR

OR BUY WITH

AL A/C

P/W, P, TILT, CEIIIJISE AM/FM CASS./CD,

SALES HOURS:MON-SAT
8:30AM-7PM

SERVICE HOURS:

MON-FRI 7AM-6PM SAT 8AM-4PM

*60 MONTH LEASE WITH (TACOMA $3200) (COROLLA $2750) (CAMRY, SIENNA $3000) DOWN. 12K MILES PER YEAR ALLOWED. MUST LEASE THROUGH SET FINANCE. 750 BEACON SCORE REQUIRED WITH BANK APPROVAL. ALE PRICES PLUS TAX, 1ST MONTH PAYMENT AND TITLE FEE
REQUIRED. DEALER RETAINS ANY REBATES. tDOWN PAYMENT AND TERM MAY VARY. **WITH APPROVED CREDIT ON SELECT MODELS.

204831

i

v




Available on all new Hondas with approved credit. Lease

payments shown above are figurea wih a cap cost reduction
ut available with no down payment with approved credit.
b ilable with no down payment with approved credit

2001 ACCORD 4DR EX 6CYL

CG1651INW

2001 ACCORD 2DR EX 6CYL

YOUR CHO/CE

L *Plus tax, fifle, administration fee and dedler installed options if any. J

**39 month lease, 39,000 miles allowed, $1,460 cap cost reduction, 15¢
per mile overage, plus first month's payment of $293, no security deposit,
fax, tifle due at delivery. Total due $1,769.50 cash or trade or equity, plus
dedler installed options if any. Residual value $14,813.20. Payment is plus
applicable tax depending on what city, county, or state you reside.

2001 PASSPORT LX 2WD

9B822412BA e

ﬂg .00

[ *Plus tax, tifle, administration fee and dedler installed options if any. H

Jerry Damson Honda

533-4105

2200 Bob Wallace Ave.
DAMSON.COM

Mom, Haulin

The Kids To The Beach

IsAsEasy As
One, Two or Three.

Haul the kids in a 2001 Chrysler Voyager

power windows, doors and mirrors, tilt steering, cruise control, AM/FM, cassette,
sunscreen glass, roof rack, 3.3 liter V6, rear defroster

FINANCE

0.9%

APR as low as 0.9% up to 36
months with approved credit.

LEASE
$299/ 5=

“With approved credit. $2,935.24 due at
signing ($2,471.97 down,$299-1st

BUY
*20,553

$1,500 rebate applied month's payment, $147.77-taxes,

$16.50-title fee). Based on 48 month
lease with 1,000 miles per month.

(Offer good through April 3rd, 2001... just in time for Spring Break)

MADISON
SQUARE
Chrysler~Jeep

We're With You Down The Road

FIVE STAR

* K K KK

Huntsville’s Only
Five Star Dealer

830-6450

6533 University Drive

www.withyoudowntheroad.com

.

203755

“I'd hate to know that 3,000
to 4,000 miles before I fan to
turn in a car and walk away, 1
find out I need to make major
repairs,” he says. “Parts and
labor prices continue to in-
crease, and you don’t want any
surprises.”

In addition to dealer warran-
ties, Holder says, some indepen-
dent companies sell extended
warranties.

“They might offer 100,000
miles for $300,” he says. “But
you really don’t know what you
are getting. I recommend an
extension of the original war-
ranty when you buy or lease.
It’s backed by the factory.”

Gap insurance takes up the
financial slack for repairs after
a fender bender, Boscio says. It
offers other benefits at trading
time, ,

“If your normal collision in-
surance pays only 80 percent of
the repair cost, gap insurance
pays the difference while the
car is leased,” Boscio says. “Its
cost is automatically figured in-
to the lease payments.”

Gap insurance also covers the
difference in the insurance
clain settlement and the re-
maining lease obligation if the
leased car is totaled or stolen.

“If you buy a car with five-
year financing and have a
wreck 18 months later, the in-
surance settlement based on the
depreciated value will be less
than the pay-off,” he says.
“With a lease and gap insur-
ance, youre covered.

“Also, if you have a wreck
and do $10,000 damage, but
don’t total it, that repaired
damage doesn’t affect the turn-
in value at the end of the lease.
If you try to sell a car that has
been wrecked and repaired,
then the damage will affect the
value.”

Holder says gap insurance al-
so protects the leasing company
or lien holder.

“Until you pay out the lease,
it belongs to and is titled in both
the lien holder and lessee’s
names,” he says. “It’s the same
with your driver’s insurance.”

Most leasing companies re-
quire $300,000 liability cover-
age, he says. For the driver who
is rough on cars used in busi-
ness or personal adventures,
Ford offers an optional Wear
Care package with all leases. It
offsets up to $2,500 in excessive
wear and tear charges at the
end of the lease.
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Hibeels, Black Purr Beated Mirvers, Anx,

Lease for 359 / Mo, 5.9% Fin. EC‘LE%% /B
2000 Contour SE | 2000 Escort, 4 Dr.| 2000 Focus LX | 2000 Taurus SE | 2000 Camaro §
$10,995 $9,994 $10,995 $14,995 228 SS B
| S$23,88%
1997 Cadillac ‘98 Sebring ‘98 Chrysler ‘97 Mercury 2000 Dakota ]
Deville Cm::lse“r.t_l;ble Town & Country LX| Cougar XR?7 X-cahb ;
$15,995 $15,995 $15,995 $9,995 $16,995 |
2001 Dodge 2000 Chevwy 1 Over ‘97 Cadillac | 2000 Town Car §
Laramie SLT X-cab |  Ton Flat Bed Sedan Deville S22 005
$23,995 $19,995 300 $16,995
2000 Marquis | ‘99 Expedition, ‘98 Explorer XLT | ‘98 Ford F150
LS Eddie Bauer . ' $13,995 X-cab
$17,995 $23,995 Pre-owned $¥2,998
‘96 Chev. 2000 Mystique on 2001 Explorer | 2000 Chev.
I:apnee mﬁlzfsm GS s I MSRP $28,000 $10 XCah
$13.905 $10,995 T wow $22,985 $11,995 |
‘01 Super Crew 2000 Ilanger XLT | ‘97 Satum SL1 ‘97 Jeep 2000 Dodge Ram }
Lariat mecareer SI 1 995 $8,995 Wrangler Sport X-cak 4 dr. §
$26,995 ’ $12,995 $18,9295
2000 Excursion 2000 GMC ‘98 Dodge ‘98 Volkswagon ‘99 Toyota
Limited 4x4 Sierra Durango, 4 WD Beetle Sienna CE
$31,995 $15,995 $12,995 $13,995 $19,995

Al Sale Prices Are Plus Taxes & Fees Rebates Applies. Ranger, Mustang and Windstar 35 Month Lease. F150 & Explorer 23 Month Lease With $1450 Down Plus 15t Payment Security Deposit Waived 12k@yr Plus Taxes Wac FPMC. Expedition $2250 Down 35 Month Lease. 0 Down 8 5219 Month 60 Months 3.9% Apr. Wac Fmc.

2500 Jordan Lane

. e www.woodyandersonford.com ¢ Email: waf1 @hiwaay.net
SERVICE, PARTS DEPT. & BoDY SHOP OPEN 7-6 MoN.-FRI, SAT. 8-4 ¢ SALES DEPT. OPEN Mo.-Fw, 8-8, Sar. 8- 7 il

t

¥

|

WA A B ol

“HOME OF RED -«
CARPET SERWCE



~ Ask us about our 'High Achievement Recognitioﬁ. 7

The best léased car protéction is
to take out an extended warranty

With These Great

Fmancmg Numbers...

$199

per month lease $0 down wa.c.

3.9% ap.r. 39 months
New 2001 Saturn
SLI Sedan

autormatic transmission, alr conditioning,
am/fimfeass/cd player and more.
#0103230

$249

per month lease $0 down wacc.

3.9% ap.r. 39 months
New 2001 Saturn
1200 Sedan

automatic transmission, air conditioning,
p/wilim, am/fim/ed player and more.
#0103470

Choosing Saturn
Now Makes More

Sense Than Ever.

’i Saturn of Huntsville » 1010 Old Monrovia Rd. # 256-837-7000
SI\TKKRN SATURN. A DIFFERENT KIND of COMPANY. A DIFFERENT KIND of CAR.

34% :Lt‘.f. 39 months wa.c. through GMAC «
Payroens. pric: plus tand e, See Dealer for complete dewifs

A !

203758

Longer period makes
sure the car is covered
Jor the whole lease term

Your extended 45,000-mile
lease on a new car appears to
offer three years of reliable
transportation at a known cost
per month and per mile. Even
required oil changes and tire ro-
tations are predictable costs.

Your new car warranty is nor-
mally good for 100,000 miles on
corrosion, 50,000 miles on the
engine and power train and —
oops — 36,000 miles on most
other repairs. The last 9,000 out
of warranty miles on an aging
car might be an expense down
the road, just as if you owned
the car.

A factory wrap-around — or
extended — warranty, for as lit-
tle as $6 to $8 per month over

the lease period, will extend the
repair warranty to cover the ad-
ditional 9,000 miles, says Jack
Holder, finance manager at Re-
gal Nissan-Mercedes Benz.

“There’s no difference in a ba-
sic new car warranty, whether
youre leasing or buying,” he
says. “It’s the same*limited war-
ranty.”

Pete Boscio, general sales
manager at Woody Anderson
Ford, says most people buy an
extended warranty to match the
lease term.

Gap insurance to protect
against the total loss of the car
is included in most walk-away
leases. Insurance against exces-
sive wear and tear charges at
the end of a lease can also be
purchased from most dealers.

“If you take a five-year lease,
then you definitely need an ex-

tended warranty figured on

15,000 miles per year,” Boscio
says. “The same goes for a
three-year lease if you expect to
drive 25,000 miles a year.”

He said most Ford leases are
for three years and 45,000 miles.
Boscio and Holder recommend
leases no longer than 36 to 39
months.

Years and miles quoted in an
extended warranty refer to
whichever comes first, whether
within a walk-away lease term
or — if the driver buys the car
— after the lease ends. Overall
cost is in proportion to the addi-
tional years and miles covered
and can be paid like an insur-
ance policy at the time the lease
is signed.

“With Nissan, you're eligible
to purchase that warranty any-
time within the first three years

Please see EXTENDED o J4

Pure 'rherapy

vl

The 2001 BMW 330i sedan.
Its 225 horsepower engine
and 6 cyc. automatic
transmission erase all
thoughs. of driving anything
less. Of course, it includes
Premium Package, Leather,
Moonroof, CD and Free
Scheduled 3 yr. 36,000 mile

maintenance.

*36 mo. lease, 10k milyr., $2,995 cap
reduction + 1st mo. payment, & tax, title
and license.

Visit your authorized BMW center for a test drive.
All Season Traction and Full Maintenance standard
on all new BMWs,

BMW 2001

i

o 3-Serles setlans
' 536- 3800 brvasacom The Ullinats
" 3800 University Drive RGN AR Driving Machine®
AUTPMOTWE GROUP www.centuryauto.com ; .
E /
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Trading up to a much nicer
vebicle at a great montbly
payment a snap, dealers say

Power windows, cruise control, CD
players and power sunroofs may seem
like luxuries. But they can be standard
fare for consumers who decide to lease
rather than purchase a new car or
truck.

Since leasing allows for lower month-
ly payments, many consumers opt for
vehicles that have upper-end features
they can enjoy during their leasing peri-
od

“You can lease more car than you
can purchase,” says Preston Brown, fi-
nance director for Jerry Damson Hon-
da & Acura. “Most upper-end cars —
Mercedes, BMWs, Acuras — are leased
because of how expensive they are to
purchase. And with leasing making
these cars affordable to more people,
consumers often enjoy more status with
a jump into a higher line of car.”

Whether a car lists for $75,000 or
$17,000, many luxury items are more
affordable when the car is leased, he
says.

“All cars in all price ranges are
available for lease, and you can get
them with all kinds of higher-end luxu-
ries,” he says. “But you will see more
consurmners leasing in the $75,000 price
range than you will see in the $30,000
or $40,000 price range. Leasing is a
definite option in the luxury market.”

The higher-end vehicles with higher-
end luxuries also become more afford-
able when dealerships offer leasing in-
centives, says Rex Anderson, new car
sales manager at Madison Square Chry-
sler Jeep.

“We'll get leasing incentives, where
the manufacturer will allow so much
money off the list price as an incentive
to lease that car,” he says. “Those in-
centives can be as high as $5,000 off the
list price.”

Even when a consumer does add
more luxury items — such as leather
and power seats, tilt steering wheel and
power door locks — the bottom line on
a lease agreement may not show a
substantial difference.

“A lease will increase some with the
addition of certain luxury items,” An-
derson says. “But it won't increase as
rapidly and as much as a purchase
agreement.”

Leases also don’t require consumers
to pay any money up front, so they
don’t have to worry about saving mon-
ey for a new car or dipping into their
savings to make a deal, says Victor
Betsayad, leasing manager at Bill Pen-
ney Toyota.

t

Customer Cheryl Renz-0lar receives the keys from leasing manager Victor Betsayad at Bill Penney Toyota.

“If you lease a new Toyota Land
Cruiser that is listed at $60,000, you
will pay no money down and have a
payment between $700 and $900 a
month,” Betsayad says.

“But if you were to buy that Land

Cruiser, you would be required to put
between $7,000 and $10,000 down and
still have a payment between $900 and
$1,100 a month. And there are many

4

cars under $20,000 a month that you
can lease for less than $300 a month
with no money down. That can make a
big difference for consumers.”

That’s usually enough to sell a con-
sumer -on a lease.

“Most people are very surprised
when you tell them how low a lease
payment is on a car they have chosen,
and then you go on to tell them how

!

loaded this car is,” Betsayad says.

“They even get more excited about
the possibilities when you tell them
their low lease price on a loaded car
also comes with a three-year bumper-
to-bumper warranty.”

Not only do these consumers enjoy
the benefits of leasing a vehicle, they
can also take advantage of the easy
trade-ins on an upgraded vehicle, he

4

The Huntsville Times

says.

“Most everyone wants to step up in
the kind of car they are driving when
they trade in for something new,” Bet-
sayad says. “Leasing makes this easier
because they don't have to worry about
the value of their frade-in or any re-
quirements about putting money down
on a new vehicle.”



_First warhead assembly for Bat
rolls off production line on post

The Army and Northrop Grumman
have completed the first warhead assem-
bly, containing 13 Bat submunitions, at
Northrop’s Bat production facility on
Redstone Arsenal.

The warhead assembly will be deliv-
ered to Lockheed Martin Facility in El
Paso, Texas, for mating with the Army

# TACMS Block II missile. The completed

ATACMS Bat Block 1I missile system is
scheduled for six operational flight tests,
beginning in May at the White Sands Mis-
sile Range, N.M.

Bat sets a new standard for precision
submunitions. It is the world’s first muni-
tion. using airborne acoustics, to detect

and attack targets autonomously. Combin-
ing the precision, long-range delivery of
the Army TACMS missile with the
acoustic target detection capability of Bai
provides effective standoff attack at sig-
nificant distances, thereby preventing
risks to soldiers.

Bat’s autonomous capability to find tar-
gets within a large area and then guide
itself to a vulnerable target aim point puts
it in a new class of precision munitions.

Bat is in low rate initial production,
with about 1,000 on order. A full rate pro-
duction decision is expected in May 2002.
More than 12,000 Bats are expected to be
produced at Northrop’s production facility.

Harold Garner/ Photo Lab

BAT ASSEMBLY— From left Orville Dothage of Northrop Grumman; Col. Kelley
Griswold, Beth Wise and Lt. Col. Bill Breffeilh of the ATACMS/Bat Project Office
gather at the Bat production facility as the first warhead assembly rolls out.

HUNGRY’ THE BULLDOGS ARE COOKING!

The Alabama A & M University National Alumni Association

e created a higher
standard with your
lifestyle in mind.

For a limited time only — Westminster Homes will pay
ALL CLOSING COSTS* when you buy today!

We invite you to visit any of our communities and
discover why homebuyers just like yourself have
made us their builder of choice in Madison County.

MADISON
Colinwood

From $115,990. Take Hwy. 72W,
go south on Wall Triana, west on
Gillespie. Turn left onto Twelve
Oaks. Colinwood Community in

back. (256) 721-3900

HUNTSVILLE

Creekwood

From $93,990. Take Hwy 72W,
go south on Slaughter Road,
turn left into Creekwood.
(256) 430-0133

Hidden Lake

TT YD 1900y au(ﬁspa,y ayr 1 a8ng

Y007

Fundraising Committee is sponsoring the publication of an Alumni
Cookbook. The cookbook will include original and favorite recipes

from fellow alumni and friends.

To submit your recipe go to Alabama A & M’s web site at www.aamu.edu.
Click on A & M Cookbook Fundraiser, complete the information for your
recipe(s) and submit. Recipes should be submitted by April 15, 2001.
You may also mail your recipes to:

Geraldine Williams, 103 Maverick Drive, Harvest, AL 35749.

Dr. Tara L.E Blasingame, DPM
Podiatrist

Specializing in the Medical & Surgical
Treatment of all Foot Disorders

St. Charles Place

From $154,990. Take Madison
Bivd., go North on Wall Triana,
St. Charles Place on right.
(256) 772-8700

Ashley Green

From $154,990. Take Hwy. 72W,
go south on Wall Triana, turn
right onto Misty Glade Court.
(256) 830-6757

From the $220's. Take 431 South,
go right on Sutton Road, left on
Old Big Cove Road. Go 1.7 miles,
turn left onto Hidden Lake Drive.
(256) 539-0775

Shadow Creek

From $108,990. Take Madison
Blvd., go south on Zierdt Road,
go 4 miles, turn right into
Shadow Creek. (256) 461-4126

218709

221318

* Ingrown Nails * Bunions ¢ Sports Injuries
* Diabetic Foot Care « Hammer Toes ¢ Heel/Arch Pain
*Warts * Trauma * Bone Spurs ¢ Corns and Calluses

"'"“Westmmster
=== Homes.

EQUAL HOUSING
OPPORTUNITY

% *Thick Fungus Nails ¢ Infections * Sprains ¢ Arthritis '
Computerized Gait Analysis & Custom Orthotics aK.Hovnaman Company HS

Building Quality Homes for Generations

 Most Insurance Plans Honored
BCBS PMD » MEDICARE » NAMC! s TRICARE » OTHERS

105 West Dublin Drive, Suite B
Madison, AL 35758-1797 * (256) 772 8566
I X R X
102 Sanders Street
Athens, AL 35611 » (256) 232-2009

No representation is made about the quality of the podiatric services to be performedor Ihe
expertise of the podiatrist pen‘ormlm such services. .

Sales Centers Open Mon-Sat 11-6, Sun 1-6
* Contracts must be written between March 10-April 30, 2001

www.westminsterhomes.com

Tty T e rr

- 217268
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Photo by Sandy Riebeling
MINOR ADJUSTMENTS— Creating a vir-
tual tour means taking hundreds of pic-
tures of an object at slightly different
angles to create the illusion of a video.
Bob Blankenship, senior analyst, NCCIM,
designs a virtual tour of the new Air War-
rior system that will be put on a web site
for training and marketing purposes.

M Air warrior's ensemble on virtual tour

Tour

continued from page 1

The object rig looks like a 14-foot
metal C, with a camera attached to the
inner rails of the semi-circle. A turntable
is located in the center of the open side.
Objects are placed on the turntable and
then rotated in 10-degree increments
while the camera shoots pictures. The rig
is connected to Blankenship’s computer
so that he can adjust the camera height
and angle and rotate the turntable from his
workstation.

“The number of pictures 1 take
depends on the number of angles you
want ‘in the tour,” Blankenship said. “If
you want to be able to rotate it around and
see top and bottom, it takes more photos.”

The photos are processed, color adjust-
ed, enhanced, and then using the virtual
reality software, the images are stitched
together for the movie. Sound is added to
complete the product.

“We meet with the customer several

times during the process to make sure
we’re on track,” Blankenship said. “We

make adjustments as we go and then
_select the background during the enhance-

ment process.”

The Air Warrior tour shows the man-
nequin all the way around on one plane,
which is all that is needed to see the
equipment. Part of the tour, when select-
ed, allows the viewer to examine the con-
tents of each compartment on the vest and
get some cursory information about the
objects, such as the emergency radio, first
aid, flares, etc.

Viewers can also see the layers of
clothing the system uses, from the cooling
system as the first layer next to the skin,
then moving through four additional lay-
ers to the completed system with vest, hel-
met and other survival gear.

“There are several functions for a vir-
tual tour,” Tim Jones, senior logistician,

LME Inc., said. Jones works in support of .

the program, managed by the Product
Manager, Aircrew Integrated Systems of
PEO Tactical Missiles. “This provides
familiarization for people who don’t
know a lot about the Air Warrior system.
It highlights the features and provides an
overview of the things to come. The Army
is the primary customer, specifically,
rotary wing aircraft crews, but there is a
potential for worldwide use, other branch-
es of the service, other countries. We can
put the tour on the web as a means to let
others know what we’ve got going here.”

Target date for the Air Warrior virtual
tour is the end of March, so that it can be
featured at the Army Aviation Association
of America conference April 4. The tour
can also be put on a compact disk for
viewing.

To get a better understanding of virtual
technology, several virtual reality tours
are available on the web site at www.red-
stone.army.mil/cic/etv.

_ M Chief logistics rep has passion for music

Music

continued from page 10

gray hair if he were still alive. I have a
great time with him.”

Gwynne’s musical career began back in
the 1960s playing and singing in bands; but
keeping a band together was tough, he said.
He was in Nashville about a decade ago
doing some recording when he decided
playback music was the way to go for him.
He purchases the background vocals and
music and then sings, much like karaoke.

“It’s harder to sing this way because, in
a band if 'you miss a beat, you can pick it
up without anyone noticing, but this is
prerecorded. It’s hard to hide a mistake,
which means I practice a lot.”

It takes him about an hour to set up and
he can do it alone, which means no con-
flicts. It also means he has to pack it all up
at the end of a five-hour gig, which tends
to wear on him.

“T get such a rush while I'm perform-
ing,” he said. “But when the night’s over,
that’s when it hits you.”

Gwynne is a solo act now but has per-
formed with his daughter, Susanne. who
lives in Georgia. His son, Robert, plays
guitar and keyboards but doesn’t have the
same passion for performing.

“My daughter has performed with me a
few times but she doesn’t live here,” he
said. “I am hoping to work with my
granddaughter, Xandra. She’s only 14 but
she’s got a great voice. People are sur-
prised when she comes out and sings the
oldies at her age.”

Gwynne arrived in Huntsville in
December and has spent the last few
months getting situated in his home,
which happens to have a studio where he
practices and does his own recording.

“I’'m looking forward to really getting
going this summer.”

For more information, call (256) 682-
8552.

Train now for

2800 Bob Wallace Avenue

ALLIED HEALTH
4444 CAREERS

CALL TODAY! CLASSES FORMING NOW!
Externship for on-the-job training » Day and Evening Classes
Financial aid available for those who qualify * Job Placement assistance

/f/e /4 ﬁw %«f Z/ﬁ New Divection!

* Medical Administration

» Health Claims Specialist
Medical Billing & Coding

218523

(256) 533-7387

Visit us online at www.vc.edu

Pregnancy class

Participants in a pregnancy class held March 7 at the ChildWise Facility include,
from left, Sgt. Litrena Gordon, HHC 59th Ordnance Brigade; Pvi. Stephanie
Penny, HHC AMCOM; MSgt. Mairlyn Johnson, HHC AMCOM; and instructor Bar-
bara Anderson of Fox Army Health Center.The Neighborhood Center is available
for use by interested parties. For more information, cali 876-2798.

Courtesy photo

ADDITIONS,

Huntsville, Alabama

Phone: 256-880-6959
Mobile: 256-990-5744
Mdanner@hiwaay.net

Licensed & Insured
Call for a Free consultanon
and Estimate .

MedalllonConsTrucﬂon NC

REMODELING,

Custom HoMes

L g



reducing accidents.”

* [ ]
Warning signs
Melynda Dugdale, juvenile probation officer for Redstone Arsenal, gives a talk
to Team Redstone employees March 8 at Bob Jones Auditorium on the dan-

gers of road rage. “Road rage creates a harrowing atmosphere on roadways,
% at worst it can cost lives,” she said. “Targeting driver behavior is crucial to

Joe Ramirez/ Photo Lab

A UBURN
UNIVERSITY

FACILITIES
DIVISION

B Some workers may be entitled to back pay

Study

continued from page 8

take a look at them and see if we agree
that we need to change them according to
the FLSA or not,” Lori Reynolds, chief of

*®Customer Support A for the Civilian Per-
sonnel Advisory Center, said. “There
were a handful of ones where the Army
folk said there was not enough in the job
description to make a determination.
That’s where we're at right now - the
managers are looking at them and they
will implement them if they’re changed to
non-exempt.

“Fortunately, for all these jobs (the
CPOCs) sent us their evaluations. These
are helpful as to why they changed the
status. Supervisors have been asked to
inish the implementation phase because,
naturally, it affects people’s pay.”

Z

I
B D u s Exp. 03/31/01. One coupon per visit. I
Must present coupon with incoming order. |

ULTRACLEAN

The statute of limitations is two years
if employees are owed back pay. Aviation
and Missile Command managers and the
employee unions have been briefed,
Reynolds said. Employees who are not
union members should address concerns
about their exemption status to their
supervisor by filing a written complaint.
Or they may prefer to file a claim directly
with the Office of Personnel Manage-
ment.

Employees who are union members —
or were union members at any time dur-
ing the two-year period their claim covers
— must address their concerns through
their negotiated grievance procedure.

Reynolds encouraged employees with
claims or issues to contact their servicing
CPAC person. Also, a briefing on the
FLSA exemption status review can be
accessed on the CPAC home page.

STARCH |

CLEANERS

218475

The Facilities Division of

AUBURN
UNIVERSITY

is seeking candidates for

the following positions:
Women and minorities are
encouraged to apply.

Security Technician Asst Supervisor

Responsibilities include but are not limited to the following: Supervises,
trains, coordinates, and evaluates the work of security personnel;
establishes job priorities and time frames; monitors completion of job
assignments to ensure compliance with standards and instructions;
trains employees on equipment, task procedures, work standards, and
safety procedures; completes thorough and accurate reports on work
activities; reviews and analyzes methods, policies, procedures, and
performance; serves as a liaison to internal and external customers;
reviews, prioritizes, and schedules work orders; verifies work
documentation; conducts job site inspections; conducts building surveys
for layout and installation of security systems, and assist the Supervisor in
the investigation of security violations.

Minimum of qualifications are a high school diploma or equivalent,
supplemented by additional training in security operations; four years
experience in the installation and maintenance of electronic security
systems and some mechanical lock and supervisory experience; ability
to obtain a locksmith bond; and a valid driver’s license. Twenty-four
hour on-call status.

Architect 1

Responsibilities include but are not limited to the following: perform
architectural design tasks associated with Facilities development
involving new construction and renovation projects; act as project
manager: scheduling, budgeting, monitoring costs, reporting, and
coordinating with clients; prepare schematics, working drawings, and
specifications; maintain related facility records; perform building code
research, construction inspection and evaluation, administrative
functions in support of University Architect; and collect data to aid in
formulating design standards or code compliance. Prepares documents
for receipt of competitive construction bids.

Minimum qualifications are a Bachelor’s Degree in Architecture; one year of
related work experience; and participation in the NCARB’s IDP program.

Salary will be commensurate with education and experience.

Candidates should submit a letter of application and the resume
to the following:

Auburn University Human Resources
Langdon Hall
Auburn, AL 36849
(334)844-4145 FAX: (334)844-1617

Review of applications will begin after March 30, 2001.

Auburn University is an affirmative action/equal opportunity employer.

PR
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{ 2719 PATTON ROAD e 539-4724
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Baseball camp

Huntsville National League will serve as
host for the Doyle Baseball School on
March 24 for pitchers and catchers, and
March 24-26 for all other positions. This
is for ages 6-12. To register call Jeff John-
son 881-0898. For a free Doyle Baseball
brochure, call 1-863-439-1000.

Bowling center

Stop by the Bowling Center and register
for the Peterson Point summer handicap
league. The league begins April 19 at 6
p-m. with an organizational meeting at 5.
Three new Triton Heat bowling balls will
be awarded to the first place team and one
to the bowler with the most individual
points. Redstone Lanes will also award
$250 of MWR money for additional
awards. Teams must have three members
and a combined score of no more than
570. League fees are $7.50 per week. Call
876-6634 for registration. Rocket Lanes is
now open Thursday from 9 a.m. to 10:30
p-m. and Friday from 9 a.m. to midnight.
Open bowling is held all day for $1.25 per
game; and lunch is served from 11 am. to
1 p.m. Call 876-6634 or drop by building
3707 for more information.

Softball and basebal!

Youth Services is registering children ages
5-12 for spring baseball/softball/T-ball
leagues. Registration continues through

Friday. Cost is $15 per child or $35 per

family per year for Central Registration
(CYS, building 1500). The baseball/soft-
ball/T-ball fee is $35 per child. These
activities are open to children of active
duty and retired military personnel, DoD,
DoA, contractor, and NASA. A birth cer-
tificate and current physical must be sub-
mitted for each child’s registration (if not
already on file and current). Anyone
interested may register at building 1500
(Challenger), Monday through Friday
from 7 am. to 5 p.m. Practices start the
first week of April and opening day is
April 28. League play runs annually from
May through June. Volunteer coaches and
assistant coaches are needed. For more
information, call 876-5437.

Ten mile/5K

The 28th annual Redstone Arseral 10
Mile and 5K Races will be held on Satur-
day, beginning and ending at Pagano
Gym. The 10 Mile starts at 8§ a.m. and the
SK at 9:45. There is a small entry fee.
Race day registration opens at 7 at the
Pagano Gym. The races are open to every-
one. Awards will be given in five-year age
groups from 5 to 99. For more informa-
tion, call William Alvarez 430-1071.

ferences & Meetings

‘Logistics support symposium

The Joint-Government/Industry Supporta-
bility Information Exchange Symposium

e Custodians 1st & 2nd shift

Come Join the Fun

The following positions are available immediately:

¢ Food Service Attendants, Cooks, & Cashiers

WE OFFER: Unitorms, Food & Merchandise Discounts Complimentary
Admission Tickets, No Late Night Closing for most positions...and FUN!!

U.S. Space & Rocket Center
Huntsville, AL
Phone: 721-7196
EOE Drug Testing Required

217842

+* M
Nashuile Free Spring Break Beeps!
— -
Ruscetill Huntavlle _ FREE Nashville thru FREE Online Paging:
cwuum‘i:mm'"e Panama City & Destin * Web Browser

Certain restrictions may apply.
Dothan
H

Destin
“ % 4 Panama City

E Standard Local Service

* Free Spring Break Coverage

comes through. Fast and reliable.

coverage through September

Birmingham
* Clanton 30th when you sign up for our
* standard local paging service!
Montgomery

New activations only. Offer good through April 30, 2001.

Make the Switch.

L el COMMUNICATION

533-2484

. 3403 Governors Drive
Penetrator))) Paging . o e post Ofiice

8am-6pm Mon-Fri

¢ Desktop Direct Instant Text
Messaging Application
* Email Paging >3

Beepers in hot
styles & colors!

217359

882-2878
Byrd Spring @ S. Parkway
in Rosie's Plaza
9am-6pm Mon-Fri & 10-5 Sat

2001will be held May 7-11 at the Bob
Jones Auditorium and the Huntsville
Hilton. Pre-registraticr. is under way
through April 9. Check and credit card
payments are the only method of pre-reg-
istering for the $75 fee. Cash payments
will only be accepted at the door, and they
will require the payment of a $100 fee.
For more information, call Emerson
McAfee 955-0808.

Pershing professionals

If you were a Pershing Missile System
officer, warrant officer or enlisted, join the
Pershing Professionals for lunch March
28 from 11 am. to 1 p.m. at the Red Lob-
ster Restaurant, University Drive. RSVP
by calling 895-7008/8638.

Retired officers

The Retired Officers Association's month-
ly luncheon meeting will be held at 11
a.m. March 28 at the Officers and Civilian
Club. The scheduled speaker is Edgar
Weldon, author. For more information,
call retired Navy Cmdr. Matthew C.F
Boenker 885-4274. ’

Variability reduction workshop

The Aviation and Missile Command will
sponsor the *“Variability Reduction Work-
shop,” April 18-19 at Bob Jones Auditori-
um. The workshop will provide an appli-
cations-oriented overview of the concepts
and tools of variability reduction. There is
no charge, and contractor participation is
encouraged. Sponsorship for the work-
shop is provided by the Research Devel-

. k&
opment and Engineering Center’s Engi-
neering Directorate. The overall adminis-
tration of the workshop, including regis-
tration, is provided by the University of
Alabama-Huntsville Systems Manage-
ment and Production Laboratory. A tenta-
tive agenda and registration requirements
are available on-line at the below website.
You may call the workshop hotline 876-
2628 or visit the workshop website at

http://smaplab.ri.uah.edu/vr/. o
Strategic speakers

Toastmasters is chartering a new club, the
Strategic Speakers, at the Space and Mis-
sile Defense Command. The club will
meet every Tuesday at 11:15 a.m. at the
SMDC building, 106 Wynn Drive.
Prospective new members and guests are

encouraged to attend. For more informa-
tion, call Melinda Still 955-2427.

Technology expo

The Redstone Arsenal/ AMCOM Technol-
ogy Exposition 2001 will be held March
28 from 10 a.m. to 2 p.m. at the Officers_
and Civilians Club. More than 20'8
exhibitors will demonstrate the latest tech-
nology products and services. The event,
sponsored by the Small Business Office,
is open to all Army, DoD and contractor
personnel. Refreshments will be served.

Genealogy workshop

A workshor on genealogy, sponsored by the

North Alabama Chapter of the Afro-Ameri-

can Historical and Genealogy Society and
See Announcements on page 16

DEBT CONSOLIDATION
Credit Concerns???

Back House Payment * Credit Cards * Medical Bills
Behind On Mortgage or Auto Loans * Back Taxes

We Can Help.

FREE Consuliation

Huntsville 539-9899
Decatur 355-2447
Florence 760-1010

BOND, BOTES, SYKSTUS
& LARSEN, P.C.

ATTORNEYS PROVIDING FINANCIAL SOLUTIONS

Toll Free 24 Hour
Information Line
1-877-ONE-DEBT

663-3328

Visit our website at
www.bondnbotes.com

No representation is made that the quality of legal service to be performed is greater than the tiuality of iegal services
performed by other lawyers. Title 11 U.S.C. inciuding Chapter 13 Debt Consolidation and Chapter 7 Bankruptcy.

> A AL . z ¢
O Q0 DIG=D ZHUND O g
[ J [ DG DR . (AR J [ J [
SMemorialBlwy.infront  383.1602 | Madison Sg. Mall  830-6829
ENEMY AT THE GATES (R) (1:00 4:00) 7:00 9:40 12:10 § 15 MINUTES (R) {1:154:15) 7:15 10:00

EXIT WOUNDS (R) (1:15 4:35) 7:40 10:05 12:20
15 MINUTES (R) (1:30 4:15) 7:00 9:30 12:00
GET OVER IT (PG-13) (1:10 4:10) 7:35 10:05 12:10
THE MEXICAN (R)  (1:00 1:40 4:00 4:40) 7:00 7:30 9:45 10:15 12:15
SEE SPOT RUN (PG) (1:10 4:10) 7:25 9:30 11:45
CROUCHING TIGER (PG-13) (1:35 4:35) 7:10 9:45 12:15
SWEET NOVEMBER (PG-13) (1:20 4:20) 9:50 12:15
DOWNTO EARTH (PG-13) (1:30 4:30) 7:30 10:00 12:05
RECESS: SCHOOL'S OUT (G) (1:00 2:50 4:40)
HANNIBAL (R} (1:20 4:30) 7:15 9:55
CHOCOLAT (PG-13) (1:35 4:20) 7:10 9:45
THE WEDDING PLANNER (PG-13) 7:209:35
CAST AWAY (PG-13} (1:05 4:05) 7:05 10:00
WHAT WOMEN WANT (PG-13) (1:40 4:15) 7:05 9:35
0 BROTHER, WHERE ARTTHOU? (PG-13)  (1:25 4:25) 7:25 9:55
SAVE THE LAST DANCE (PG-13) (1:25 4:25) 7:15 9:40 12:05
TRAFFIC (R) (1:05 4:05) 7:00 9:50

CARMAN: THE CHAMPION (PG-13)
SEE SPOT RUN (PG)

CROUCHING TIGER (PG-13)
SWEET NOVEMBER (PG-13)
DOWN TO EARTH (FG-13)
RECESS: SCHOOL'S OUT (G)

THE WEDDING PLANNER (PG-13)
THE PLEDGE (R)

FINDING FORRESTER (PGi-13)
CAST AWAY (PG-13

WHAT WOMEN WANT (PG-13)

THE EMPEROR'S NEW GFOOVE (G)

(1:00 3:10 5:10) 7:30 9:40
(1:25 4:25) 7:25 9:45
(1:30 4:30) 7:30 10:00
{1:20 4:20) 7:20 9:55
(1:35 4:35) 7:35 10:05
{1:10 3:10 5:10) 7:10 9:35
(1:20 4:20) 7:20 9:30
7:159:45

(1:20 4:20) 7:20 9:55
(1:00 4:00) 6:50 9:40
(1:05 4:05) 7:05 9:40
{1:10 4:10)

NOW HIRING AT BOTH LOCATIONS

All Times After 10:30 p.m. are Friday/Sat. Only | +

218439




' YOU COULD WIN A VACATION CELEBRATION

Win a Vacation

to one of over 30 destinations

FREE Vacation given away every week!

Fill out the registration form at the bottom of this page
and drop it off at any ‘
of the businesses on the page.
We will draw a winner every week, all year long

227232

Look for official rules elsewhere in this section

Executive Lodge ‘ LOSE 30 Ibs. 10 WEEKS

Apartments. | | . NO SHOTS ¢ NOPILLS |
Apartment Living atan Affordable Price GROCERY STORE FOOD |

* Different Floor Plans Available ¢ Health Club Privileges
¢ Some Washer/Dryers ¢ Qutdoor Pool
* All utilities paid
¢ Convenient to: Research Park, The Space & Rocket Center,
Von Braun Center, Marshall SpaceFlight Center and
The Huntsville International Airport

¢

, )
Before After
"~ Marlene Weeks of Huntsville, AL Lost 110 Ibs. * 165 In 37 Weeks
1428 Weatherly Rd Suite 103

560 Executive Drive * Huntsville, AL 35816 ¢ (256) 830-8861

Major credit cards accepted

Win a vacation - Fill out this form and drop it by one of

the participating businesses on this page.
No purchase necessary.

NAME

ST 23vd

12Y20Y AUOISPIY Y ]

‘To Advertise in the

ADDRESS

Vacation Celebration

CITY. ST _ZIP

PHONE (H). W)

Call
(256) 532-4176 or (256) 532-4322

B B RS 3 S R B B S RS SRR 525

A drawing will be held each week at one of the participating businesses. Visit all the
businesses to increase your chances to win.!

100Z ‘1T Y4
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the State Black Archive, will be held April
21 at 9 a.m. at Alabama A&M University,
School of Business, multi-purpose room.
Scheduled speaker is author Millie
McGee. Registration is $15, payable to
North Alabama Chapter, Afro-American
Historical and Genealogy Society, P.O.
Box 11754, Huntsville 35814. Deadline is
April 15. For more information, call 852-
3376 or 881-7999.

Intelligence group

Tennessee Valley Chapter of the National
Military Intelligence Association will
meet at 11:30 a.m. Thursday in the Regi-
mental Room of the Officers and Civilians
Club. Clyde Walker, director of Missile
and Space Intelligence Center, is to speak
on “The Future Threat.” For more infor-
mation, call George Lewis 830-3809 or
Bob Westerfeldt 971-6533.

Communicators club

The Universal Communicators Club, Inter-
national Training in Communication, will
hold its next monthly meeting at 5 p.m.
April 12 at building 5301, conference room
1148. The education for this month is
"Secrets of Successful Speakers.” For more
information, call Janice Isbell 313-4216.

Electrical/electronic engineers

The IEEE/Gold group (Graduates of the
Last Decade) will meet Thursday at
Adtran. Social begins at 6:30 p.m., and the
speaker at 7. The scheduled speaker is
Kevin Perry, director of corporate opera-

tions for Utility Automation Integrators.
For more information call Rodney Fanner
722-8220, ext. 1222, '

Chapter scholarships

The Redstone Arsenal Chapter, Interna-
tional Association of Administrative Pro-
fessionals (IAAP) will award two $500.00
scholarships, one to a local high school
student and one to a college student
majoring in business administration. The
application may be picked up at your high
school counselor’s office or by contacting
Arnita Lee, arnita.lee @redstone.army.mil
or Susan Douglas 876-7806, susan.dou-
glas @redstone.army.mil.

Charity campaign

The Tennessee Valley Combined Federal
Campaign is accepting applications from
non-profit organizations for participation
in the 2001 fund-raising campaign. Under
federal law, an organization must have 501
(c) (3) status, proof of human health and
welfare services, an annual audit/IRS 990
Form, and a board of directors. The open
period for acceptance of application pack-
ages continues through April 6. This fund-
raising campaign encompasses federal,
military, retired federal, and government
contractors from Madison, Morgan, Mar-
shall, Limestone, Cullman and Lawrence
counties as well as Lincoln County, Tenn.
Funds are allocated based on employee

Spring Branch Rd

Kevin's Auto Repair

A GSA Approved vendor.

Come see us for fa

Jerry
Damson

Bob Wallace

Kevin's
Auto 1
Repair
Holmes
Printing
Lees
Bricks| | Wash

L

Leep,

n
%

Memorial Parkway

st, friendly service.

Tres

NFOPRO

CORPORATION

Since 1985

A REAL CHOICE OF POWER
<PROECTION AND BATTERY BACKUP
TECHNOLOGIES...

@J Liebert®

KEEPHNG BUSINESS IN BUSINESS

(256) 722-9090

www.infoprocorporation.com

Contract Support

System Integration

Network & System, Design &
Maintenance
Telecommunications

Hardware & Software

Sales & Service

InfoPro Corporation is a
certified (SBA) 8(a) BD & (SDB)

218486

designations. For more information or to
obtain an application, call Melinda Seigler,
CEC director, United Way of Madison
County, 536-0745, ext. 108.

Panoply volunteers ,
Huntsville's Festival of the Arts, Panoply,

- neecs volunteers. The festival, sponsored by

the Arts Council, is scheduled April 27-29 in
Big Spring Park. There are various shifts
available, especially in the children's areas.
If you would like to volunteer your time for
a community effort, call Eura Reaves 842-
6949 or Brenda Balch 519-2787.

Women’s history month

This year’s theme for Women’s History
Month is “Celebrating Women of Courage
and Vision.” A Women’s History Celebra-
tion will be held 2-4 p.m. Thursday in Bob
Jones Auditorium. Scheduled speaker is
Marian Guidry, program analyst with
Apache Project Office. For more informa-
tion, call SFC Annie Bryant 876-8648.

Aviation scholarships

The Army Aviation Association of Ameri-
ca’s national scholarship foundation will
award more than $250,000 in scholarships,
grants and interest-free loans for academic
year 2001. AAAA members, their spouses,
unmarried siblings, and unmarried children
of current or deceased members are eligi-
ble. For an application kit or more informa-
tion call AAAA National (203) 222-9863 or
Jack Bertelkamp, chapter vice president for
scholarship, at 964-8460 extension 103.

See Announcements on page 18

HEWLETT®
PACKARD

D

Canon’ LEXMARK

Printers ¢ Laser ¢ Ink Jet ¢ Dot Matrix « Sales * Service ¢ Supplies

The Printer

Your Connection for All your 'printer needs.
Authorized Service Facility For:

Are you placing your used toner cartridges
in your GREEN team bin?

Small Business ¢ Geov’t. Credit Cards Accepted

3240 Leeman Ferry Road * Huntsville, Alabama 35801
(256) 880-9991  Fax (256) 880-9992

Courtesy photo

Religious award’

WeBeLoS Scout Christian Hess is
awarded the God and Country reli-
gious award by his mentor Chaplain
(Col.) Christen Anderson, who also
functions as the committee chairman
for RSA Boy Scout Troop 308. This
award is presented to Scouts who
complete a rigorous set of religious
studies with their pastor or parents.

RECYCLE

Because it’s the right thing to do!

EPSON OKIDATA "

217377

1000’s of CD+G Discs, Karaoke players, Wireless microphones,
PA systems; DJ gear, & much more.

= |
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We’'ll be there,
before you even know you’re going.

Call 1877 US TROOP to sign up today. We go where you go. AT&T

www.att.com/mil

No monthly fee if all your calls are within the United States; for any month you make international calls, the monthly fee is just $1.00. AT&T may add up to a 30 cent per-call charge for calls originating from pay
phones within the U.S. Lower rates apply only to calls made using | 800 CALL ATT® in the U.S. or AT&T Direct® Service overseas. ©2000 AT&T

e v

217393
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Flu shots

Fox Army Health Center has flu shots
available. It isn't too late to be immunized.
The Centers for Disease Control in
Atlanta identifies the flu season as
through April. It takes an average of 1-2
weeks for your body to build an immuni-
ty. Military beneficiaries may receive
shots at the Immunization Clinic at Fox,
876-5595. Its hours of operation are Mon-
day, Tuesday, Wednesday and Friday from
8-11 a.m., 1-3 p.m. and Thursdays from 8-
11 a.m. Department of Defense employ-
ees may get their shots at Occupational
Medicine at Fox, 876-8831. Hours of
operation are 7 a.m. to 3:30 p.m. Active
duty may check with the Troop Medical
Clinic, 876-4990, for more information.

Parents seminar
“Helping Children Move,” a seminar for

Announcements

parents, teachers and counselors, will be
held 6-8 p.m. April 2 at ChildWise, 1413
Nike St. To register for free child-care,
call Army Community Service 876-5397.

Scouts council

The Urban Emphasis Scout Leaders Coun-
cil is an association of adult leaders of
predominantly African Americans Scout-
ing Programs in Huntsville and Madison
County. The goal of the council is to bring
greater emphasis to scouting in the com-
munity through a concerted effort. The
need of adult partners for inner-city boys
was met when students from the NCO
Academy volunteered to help. Recently
boys from Cub Packs 95, 325 and 400 and
Boy Scout Troops 95 and 400 were helped
by students from the Academy at the
Home Depot Kids Woodwork Workshop.
Join a cub pack or Boy Scout troop and get
in on the fun. For information call Steve
Williams 883-7071.

Quarterly retirement ceremony

The Quarterly Retirement Ceremony will
be held at 9 am. Thursday at the Youth
Activity Center gymnasium, building 3148.

Arts and crafts

The June M. Hughes Arts and Crafts
Activity has a new schedule of classes for
March. Stop by building 3615 on Gray
Road to pick up a class schedule or call
876-7951 for more information.

Military child’s month

The MWR Child and Youth Services will
hold the annual Month of the Military
Child kickoff parade, April 2 at 10 a.m.
The event will begin at the Child Devel-
opment Center, building 3145. The parade
route will go around Bicentennial Chapel
to the Youth Services (building 3148) and
back to CDC. All children of the CDC,
staff, and the Redstone community are
invited to participate. For information call

ARMY POSITION VACANCY ANNOUNCEMENTS
REDSTONE ARSENAL AND HUNTSVILLE, ALABAMA AREA

ANNOUNCEMENTS CLOSING | ORGANIZATION [PAYPLAN | GRADE | POT | PAY RANGE WHO CAN APPLY?
AS OF MAR 16 01 POSITION TITLE DATE LOCATION  |g series | LEveL | ero| (rrom-To) [a]s]c]ofele]u] i [=]r]v] u
THE FOLLOWING ARMY ANNOUNCEMENTS CAN BE FOUND ON THE WEB AT WWW.CPOL.ARMY.MIL
|SO1BKCE021031LM5 Secretary (OA) 21-Mar-01 |CofE Huntsville GS-0318 5 6 23,729-34,380 | X|X|XIX|X|X]{X|X[X]|X|X
[01BK016916RAH-1 _ |General Engineer | 22-Mar-01 §SMDC GS-0801 14 14 73,268-95249 | XX
[01BK020868P0O1 ___ JProgram Support Assist | 22-Mar-01 JCommand Group GS-0303 7 7 29,392-38,209 [ X
h Architect, Chem Engr, Cil ] oggs:fggf o-
SO1CEQ21781CM5  {Engr, Elec Engr,Envir Engr, | 23-Mar-01 {CofE Huntsville 0850-0819- 12 12 52,139-67,776 | X|X]IX] XX} X}X]X}X}X}X
Mech Engr, 0830-
01BK017461DF2 Medical Clerk (OA) | 23-Mar-01_|MEDDAC GS-0679 4 4 21,209-27,573 | X X[X X X|XIX[X[X
[01BK026742DF2 ___ |Medical Clerk (OA) 23-Mar-01 |MEDDAC GS-0679 4 4 21,209-27,573 | X[ X[X X X XIX[XIX
01BK023379ST2 Secretary (OA) 23-Mar-01 |PEO- Air Ms! Def GS-0318 6 6 26,449 - 34,380 |1 X
01BK017155AC2 Supv Program Analyst 23-Mar-01 {PEO Tactical GS-0343 13 13 62,001 - 80,607 | X
Architect, Chem Engr, Civ GS-0808-
so1cEo21794cms  |Endh E‘:;:E’;%gi’;‘gf“g" 23-Mar-01 |CofE Huntsville goos 081> 13 | 13 | e2001-80607 |x|x|x|xfx|x{x|x|x|x|x
Archi -
01BK022330B4DW __]Training Instructor (Hazard) | 26-Mar-01 JOMMCS G8-1712 " 1 43,503-56,552 | XIXIX|X{X]|X XXX
S01BKCE023291LMS Management Asst (CA) 26-Mar-01 |CofE Huntsville GS-0344 7 7 29,392-38,209 IXiX
00BK0586532MW Materials Engineer 26-Mar-01 JAMRDEC DB-0806 3 3 50,345-77,827 | XIX[X[X|X|X|X]|XIXIX[X
S01CE025388CM5 Project Management Spec 26-Mar-01 JCofE Huntsville GS-0301 7 9 27,185-35339 | X[X
01BK014745RAH-1__ |General Engineer 27-Mar-01 |SMDC GS-0801 14 14 73,268-95249 |X|X
01BK016484BCS Secretary (OA) 28-Mar-01 JOMMCS GS-0318 5 5 23,729-30,852 IX o
01BK016587RAH-1 General Engineer 28-Mar-01 |SMDC GS-0801 14 14 73,268 - 95249 I X| X
01BK016510RAH-1 Electronics Engineer 28-Mar-01 |SMDC (38-0855 14 14 73,268-95249 | X|X
S01CEQ25770CM5 ___|Electrical Engineer 30-Mar-01 {CofE Huntsville GS-0850 13 13 62,001 -80,607 | XIXIX|XIXIX[XIX]X[X]|X
00B0O843FM Materials Engineer 3-Apr-01 _JAMRDEC DB-0806 3 3 50,345-77827 | X| X[ X|X|X]|XI[X XXX
; . GS-0808,
So1CE022217CMs  [Architect G Enor, Mech 5-Apr-01 |CofE Huntsville 0810,0830, | 13 | 13 | 57.345-745553 | x|x|x|x|x!Ix|{x|x]|x|x|x
ngr, Electrical Engr 0850 \
00B08380D Aerospace Engineer 6-Apr-01 JAMRDEC DB-0861 3 3 50,345 -77,827 | X|XIX{X[X[X XXX
AC-01-847 Personnel Mgmt Spec 28-Sep-01 |Dept Army Intern GS-0201 7 " 29,273-38954 | X X
EG-01-082 Aerospace Engineer 30-Sep-01 [Tech Test,Center GS-0861 13 13 61.749-80,279 IX X|X[X]|X XX XXX
EG-01-0060X Aerospace Engineer 30-Sep-01 | Tech Test.Center (S-0861 13 13 61,749-80,279 IX|X|XIXIX|XXIXIXIX{X] X
SOOCEQ43077CM5R2 Electrical Engineer 13-Dec-01 |CofE Huntsville GS-0850 [9.11,12] 12 42,091-65735 [X|XIX|X[X|X]|X|XIX]|X]X
SOQ1CEQ004731CM5 Electrical Engineer 19-Dec-01 {CofE Huntsville GS-0850 |9.11.12| 12 42,091-63,769 IXIXIXIXIXIXIXIXIXIXIX
S01CE018234CM5 Electrical Engineer 23-Jan-02_[CofE Huntsville GS-0850 12 12 53,044-67507 I X[ X{X|X|IX[XIX|{X|XIX{X
THE FOLLOWING OPM/DEU ANNOUNCEMENTS CAN BE FOUND ON THE WEB AT WWW . USAJOBS.OPM.GOV -
X-SL-01-2T12-EL Electrical Engineer 22-Mar-01 |CofE Huntsville GS-0850 ) 12 | 42,091-65.735 [ X[ X[ X[ XX XIXIX[X[X]X] X
X-NH-01-2371-JB Practical Nurse (P-T) 26-Mar-01 |Office Sec of Army GS-0620 5 5 23,729-30,852 | X XIX|[X|XIXIX{X[X][X[X] X
[X-5P-01-2391-J8 Training Instructor (Hazard) 28-Mar-01 {Office Sec of Army GS-1712 11 11 43,503-56,552 | X[ X[ XIXIX|X{X[XIX{X]X] X
X-SP01-2341-JB Electronics Engineer 28-Mar-01 JAMRDEC DB-0855 3 3 52,139-80,607 | X| X[ XIXIX[X]X]X[X]|X]X] X
X-CP-01-2406-JB Operations Specialist 28-Mar-01 gﬁoe Sec of Army GS-0301 9 9 35,808 46,546 [ X[ X[X{XIXIX|IX[X|{X[X]|X]{ X
X-SP-01-2345-JB Engineer General 30-Mar-01 |Office Sec of Army GS-0801 13 13 62,001 -80607 IXIXIX|X{X]IXIXIX|XIX]IX] X
X-NH-01-2357-JB Electronics Engineer 6-Apr-01 JAMRDEC DB-0855 2 2 23729-56,552 I XIXIX[X|X|XIX{X[X|X]{X] X
X-SL-01-2377-EL Architect 13-Apr-01 |CofE Huntsville GS-0808 13 13 62,001-80,607 IX| X[ XIX|X|XIX]IX[X|X]X] X
X-SL-01-2377-EL Civil Engineer 13-Apr-01 1CofE Huntsville GS-0810 13 13 62,001-80607 IXiXIXIX|IX|XIXIX]X|X1X] X
X-SL-01-2377-EL Electrical Engineer 13-Apr-01 |CofE Huntsville GS-0850 13 13 62,001 -80,607 | X} X[XIX|IX]X[XIX[X[X]X] X
X-5L-01-2377-EL Mechanical Engineer 13-Apr-01_|CofE Huntsville GS-0830 13 13 | 62,001-80,607 IX]X[X{XIXIXIXxTX]XIX]X] X
EG-01-082 Aerospace Engineer 30-Sep-01 |Office Sec of Army GS-0861 13 13 | 61749-80,278 | X[ X[ X[ XTX[ XX XTX[X]X] X
WHO CAN APPLY CODE DEFINITIONS (Note: Only U.S. Citizens are eligible to apply for Army Positions
A - Army permanent competitive service employees and certain Army excepted service employees serviced by Redstone CPAC,
B - All Army permanent competitive service employees and certain Army excepted service employees (SF-50 documenting service required).
C - _Compensably Disabled Veterans receiving 30% or more compensation from a military service or the VA (SF-15 and other documentation required).
D - All Department of Defense competitive service employees and certain DOD excepted service employees (SF-50 documenting service required)
E - Executive Order 12721 eligbles. (Former overseas family member employees who meet eligibility requirements)
F- _All Federa! Employees
H - Severely handicapped persons {Documentation from State Vocational Rehabilitation Service required)
! -_Interagency Career Transition Assist Plan (ICTAP). (Non-DOD Federal employees who have been displaced by RIF.)
!R - Reinstatement eligibies (former competitive service Federal employees who meet eligibility requirement.)
T - Transfer eligibles (non-Army Federal competitive service employees) (SF-50 documenting service required)
x - iﬁr&aisn vgt terans and prior military members who meet the eligibility criteria under VRA or VEGA programs (DD-214s or proof of service required).
- .S. citizens
NOTE: If you are interested, -carefully read the announcement for the official area of consideration qualification requirements, and application procedures.
NOTE: The Nonappropriated Fund (NAF) Personnel Office accepts applications for various types of positions. Please call their job vacancy line at 876-7772.
NOTE: Include Cashier. Food Service Waiter. Bartender.Custodial Work, CDC. Youth Center. Flving Activity. and other MWR Activities POC: Judy 876-2496

Evelyn Carnes or Shellie McDonald 313-
3699 or 313-3735.

Sunday champagne brunch

The Officers and Civilians Club will
hold a Sunday Champagne Brunch at 11
a.m. Sunday. The menu includes a vari-
ety of breakfast foods, steamship round,
peel and eat shrimp, pork and chicken
entrees, assorted vegetables, salad with
toppings, and assorted desserts. Thosg
over 21 will receive a glass of compli-
mentary champagne. The buffet will be
open from 11 am. to 2 p.m. Ticket
prices are as follows: adults, $14.95;
children 7-12, $7.95; and 6 and under,
free. Call 830-CLUB for details or
reservations.

Newcomers orientation

Learn about Redstone Arsenal by attend-
ing Army Community Service's “New-
comers' Orientation” from 8:30 a.m. to
noon April 3 at building 3447. The orien-
tation features speakers, information
booths, and a bus tour of Redstone Ars@®
nal. Participants receive $5 in MWR
bucks redeemable at any MWR activity.
Free child-care is provided at the Child
Development Center, building 3145.
Child's shot records are required. Atten-
dance at the orientation is mandatory for
permanently assigned military.
Spouses are welcome to attend. For more
information call Mary Breeden, reloca-
tion assistance program manager, 876-
5397.

Catholic community

Our Lady of the Valley, Catholic comm®®
nity at Bicentennial Chapel will hold Sta-
tions of the Cross at 6 p.m. every Friday
during Lent. Soup suppers will follow
Stations of the Cross on March 23 and 30.
Weekend mass is held at 5 p.m. Saturday
and 9:30 a.m. Sunday.

all

Cost analysts

The Greater Alabama Chapter of the Soci-
ety of Cost Estimating and Analysis is
accepting nominations for 2001 Estima-
tor/ Analyst of the Year in the following
categories: Management, Technical
Achievement, Education and Service to
*the Society. Nominees are also sought &
the Lifetime Achievement Award. Award
recipients will be nominated by the chap-
ter for the 2001 SCEA National awards.
Nominations are due by March 26. SCEA
membership is not a requirement. For
more information, call Paula Leu 313-
4380.

Recreational storage

Outdoor Recreation has storage space
available for recreational vehicles (boats,
RVs, jet skis, and utility trailers). Prices
include $10 per month for outdoor storagé
and $25 for indoor storage (boats only).
For more information, call Sandra 876-
6854.

Astronomical society

The Von Braun Astronomical Society will

hold a program titled “Jupiter: the Solar

System’s Giant,” Saturday at 7:30 p.m. at

the planetarium in Monte Sano State Park.
" For .information call Mitzi Adams 464<

0945.
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v AUTO/TRUCKS

Y& AUTO/TRUCKS

Y AUTO/TRUCKS

Yk MISCELLANEOUS

yr MISCELLANEOUS

v REAL ESTATE

1999 Tahoe LT, excellent con-
dition. 2WD, tailgate, 17,800
miles. $26,500. 852-0799 or
653-6603

1999 Honda Accord EX V6,
leather, loaded, low miies, exc.
cond. 256-828-2423/
256-313-2216. "

1999 Honda Accord EX V6,
leather, loaded, 41,000 miles,
exc. cond. asking $21,000

1995 Cadillac Deville
V8, Leather seats, excellent
condition, $8995
Call 722-2884

1995 Plym Voyager Van, Blue
& Sil. 90K mi,loaded,new tires,
am/fm cass,runs/drives like
new. 533-0038 or 337-8441.

1994 Maxima, pearl white, V6,
automatic, sunroof, 121K
miles. Call Butch 658-1678 or
828-4649

256-828-2423/ leave v

ge.

March Special
AVIS RENT-A-CAR

1999 Malibu......
1998 Bonneville
2000 Grand AM..

2000 Olds Alero's. k
2000 Maxima GXE K
2000 Altima GXE......... $12,700
1999 Lumina ..........ce.e $10,800

WE HAVE MANY NISSANS
TO CHOOSE FROM, ALL
WITH LOW MILES

All cars include original 3
yr/36K mile warranty.

3154 University Dr.
530-8483 X 225 or 221

1999 Blazer LT
includes every option, beauti-
ful, like new, must sell. Call

864-2310.

1999 Accord EX, auto, loaded,
great condition, 3 yr Ext War.
30k miles, black currant pearl,
$17,000. 650-5134

1993 T-Bird
black, 3.8 V-6, all power, fair
condition, $4,200 OBO. Joe @
653-9895

1993 T-Bird
black, 3.8 V-6, all power, -
good condition, $3,500 OBO
Joe (@ 653-9895

1993 S-10 P/U
5 speed, V6, Grey, PS, AC
super shape. $3495.
Call 828-8831.

1993 Honda Accord Wagon EX,
very good ' cond. sunroof,
green witan int. 81K, $8,500.
882-7838

1992 Green Toyota 4Runner
4x4180K miles, Very Good
Condition 4 door, $7300. Call
831-4517.

1991 Ford Explorer, 2 dr, load-
ed, $5,500. Call Kathy at
539-8483 ext 225 or 883-8135.

1989 Chevrolet Celebrity, auto,
4 door, 65k miles, exc. cond.
$2,500. 536-3280.

1998 Dodge Stratus, 2.4L
DOHC, 4sp auto, coid A/C,
cruise, pwr win/locks, 42K mi,
ex cond $9950 OBO 883-5792

1998 Accord EX, V6, 2dr Cou-
pe, leather, auto, all options,
all maintenance records. 62k
miles, $17,000. 864-8454.

1996 FORD F-150 4x4, V6,Au-
to, AC 92K, Cruise/ Tilt, CD,
$8,200. Call 852-6413

1996 4WD white Blazer, leather
interior, loaded. $11,900.
233-0732 after 5pm

96 red Ford Mustang 4.6L GT,
68K miles, pwW, pl,
cd,ac,cruise.Priced @ $12,600
asking $12,000. 890-0430

1996 4WD white Blazer
leather interior
loaded $11,900.

233-0732 after 5pm

1995 Plymouth Voyager, Blue
& Silver wigrey int., 90K mi.,
loaded wiext, new tires,
AM/FM/cass, runs/drives like
new. 533-0038 or 337-8441

1989 MUSTANG LX
5.0, Blue Metallic, 5 speed,
150K miles, Pony wheels, sun-
roof, $4200/obo. 837-5654-N

1988 Ford Mustang Conv. 2.3L
red w/ white top, 78k miles, all
power, and new tires, $3,200
firm. 653-4067

1987 Mazda RX-7, 5 speed,
red, alloy rims, sunroof: $1800.
Call 859-6056

1987 Nissan Maxima, good
running cond., storm damage
top, restorable or exc. parts
car. $500. 837-2267

1986 Camaro, reliable stick
shift car, $1,000. Call 9am-
8:30pm, (256) 828-7789

1985 VW Vanogan
4sp, AC, 7 passenger
AM/FM, $800.

H 772-9863 C 337-7198.

Blue, 3 cushion couch: $150;
Biue, reclining love seat: $150;
2 Queen Anne biue chairs:
$75/Each. Call 890-0294

2000 Oldsmobile Alero 4dr, au-
to, 15k miles, $129,000. Nice.
256-586-4896.

March Special
AVIS RENT-A-CAR

2000 Maxima’s GXE,....$17.800
2000 Altima's GXE....... $12,900

WE HAVE MANY NISSANS
TO CHOOSE FROM, ALL
WITH LOW MILES

Al cars include. original 3
yr/36K mile warranty.

3154 University Dr.
539-8483 X 225 or 221
2000 Honda Rebel 250, 150

miles, perfect condition, get-
ting married. $2,700. 881-0072.

2000 Ford Windstar LX 34,500
mi., rear air, CD player 2 slid-
ing drs., $18,500 461-9638

Y BOATSRV

Challenger Bass Boat w/ like
new 70hp Johnson, fishfinder,
livewell, pwr tt, lots of new
items. $2,800 obo.
931-438-0340.

1997 Champion Bass Boat
SC181, like new, 150 HP Mari-
ner Motor, Lots of extras,
$10,500. Call 256-776-4624

Chrome rails for SWB
Chevy Pickup Truck,
new. $75. 883-5122

Mapie Hili Double Lawn Crypt
(plus Perpetual care) $2,400.
Call 533-2608

Complete computer system for
the kids! 333 mhz, 64MB RAM,
4MB HD,CD,USB,15” mon. col-
or printer, $449 Call 721-2669.

Natural wicker floor cabinet,

shelf on top & 2 doors on bot- |

tom, $100 NEW: Asking $20.
880-3607

$499 Complete computer sys,
333mhz,64 MBRAM4 MBHD,
CD, USB,15”mon,color printer,
boxes, del & set up. 721-2669

Delux W/D, by Kitchen-Aid, ext.
cap. almond, Used 3 yrs by
aduit couple, exc cond, $395
0BO. 883-5122

Explorer Parts: Westin Chrome
Step Bars, Bugflector, Cargo
Mat, 837-6268

Fisher Price Kitchen &
Little Tykes School
Desk & Chair.
539-6985

Floral pattern Bryant 3 cushion
couch, new; cream with green,
hunter green, wine. $275. .

722-3083
For sale 4 Fisk 195x70R-14
Tires, $25 ea. for $80.

498-0020 after 5pm

1970 Delcraft, 12', fiberglass,
18HP Evinrude & ftrir, 36Lb
minnkota trolling mtr, Eagle
magna view fish finder, +
many extras: $850.  895-9289

1998 SeaArk ZX180, 90HP
Johnson, ext wrnty, 12/24 56lb
trolling mtr, 3 fish finders, cust
cover, $10.5K 256-247-6981

Yr MISCELLANEOUS

2000 Honda Rebel 250
Black, 127 miles. like new.
Lady owned - getting married.
$2750. 881-0072

Aluminum camper shell, short
bed (8'), $125. 15hp Suzuki
boat motor, $400. 5SKW Crafts-
man generator, 10hp, 4 cycle,
$200. 882-0873

Antique metal framed car seat
w/5 pt. hamess fits in spoke
wheeled fringed surrey topped
buggy. 539-6985

Baby carrier/ car seats, coun-
cers, swings, changing table,
high chair. 837-8257

Blue Couch and Recliner - nice
$250. Beautiful chess table
$200. Call 837-0805

Camel colored sofa $130.
Brown plaid chair w/ ottoman,
$35. Black ottoman, $20. Glass
top Rattan end table, $30.
228-3544

Gas Dryer
excellent condition
$50. Call evenings

883-1585

GE Side-By-Side Refrigerator,
20 cu ft, white, ice maker,
$425. Call 536-3675

3 Physician Exam Table & 1
Procedure Chair & Misc Dr.
items. Very Good condition.
Left by recently deceased Dr.
881-4734

3 Physician Exam Tables & 1
Procedure Chair, Medysis
Computer System & misc med-
ical items. Very good condi-
tion. Left by recently deceased
Dr. 881-4734.

Solid Oak Day
Bed w/ Twin
Mattress, $125. 420-2906

Solid Wood Entertainment
Center, cherry/maple color,
doors cover TV & shelves,
$300 OBO. 603-3790

Titleist Vokey Raw Wedges
254, 256 & 258
all near mint condition.
$75 each. 880-0412,

Toshiba 27in TV wi/picture in

picture, Panasonic VCR & cabi-
net, $300. Call 880-3607

Troy-bilt Chipper vacuum Shp
like new with ~attachments
$400. ph: 830-1012

Y REAL ESTATE

Girl’s bike
24 inch, 15 speed, asking, $60.
Call 880-9463.

‘Great Buy
2 plots in Memory Gardens
Everlasting Life
$700 ea. 859-4328.

Holiday Barbies, 1995 $75,
1996 $55, 1997 $45, 1998 $45.
Never Removed From Box.
Call 837-0593

Honda Harmony 215 2 speed,
self-propelled bagger and
mulching kit, runs great, $275
722-8981

HORSE TACK
New and Used
Call Ronnie
828-3203.

Kenwood AM/FM stereo rec. 80
wich, remote, $119. Kenwood 5
disc chgr widisc exchange, 8x
sampling, $119. Call 883-6951.

King size solid wood
" headboard and frame $75.
Wheelchair $300.
895-6747

3BR/ 2BA, All Brick Rancher in
a Quiet Fam. Friendly Neigh-
borhood, 2065 sqft on a 12
Acre Lot w/ Curbs & Side-
walks, Cedar Priv. Fence, Fruit
Trees & Lg. Covered Patio,
FSBO, Priced to Sell by Appt.
ONLY. $132,500. 864-0383.

1 BR/1BA Condo. Near Arsenal
Gate 8, Excellent condition.
$19,900. (256) 551-0223.

3BR/2BA 1300sf house, close
to Mt. Gap School,

1114 Danmann Dr $74,900
Call 883-8395 for appt.

FSBO: 3BR, 2BA, brick, cui-de-
sac, next to gate 3. Very nice
wilots of extras. 2305 Fleer
Circle. $125,900. 881-0072

FSBO 4br/3ba, 2400sf, 2 level,
2707 Cynthia Ln., Bucks
Canyon. VA assume $169,000.
885-0630

FSBO: LAKEFRONT HOME
1035 Lakeview Lane, (Pine
Lake) Arab. 2025 sq. ft,
3BR/2BA, 2 car gar., workshop
bsment, $136K. 256-586-8660.

2000 sf, 3BR/2.5BA, 2 level, SE
HSV, MBR Down, spacious LR,
screened-in  porch, natural
landscaping, Yeac lot,
$107,900. 885-0341 ¥

® WE BUY & LEASE Houses @
Any area-Any condition-
‘Any price- 256-722-9119

Y  SERVICES

Home Improvement: Painting
interior, exterior, sundecks,
windows, door replacement,
facia repairs, sofit repairs,
837-6193 for FREE estimates.

}

Ride Dee’s Winning Fun Bus to
Tunica every Sat & Wed; $20;
It's the best! 536-0205.

TAXES PREPARED in my home
at reasonable rates. Call
830-4927 for more info. .

Y EMPLOYMENT

ADMIN. ASSIST., RECEPTION,
DATA ENTRY, ACCOUNTING
CLERK, AND GENERAL OF-
FICE STAFF NEEDED FOR
TEMP TO HIRE POSITIONS,
GOOD PAY, BENEFITS! Call
721-5627 Email resumes to
job: untsvilleal. -

expresspersonnel.com

PERSONNEL SERVICES.

ASSEMBLY WORKERS
NEEDED
1st,2nd,3rd, and weekend
shifts, immediate, long-term

work. Call 721-5627 NOW!

IPERSONNEL SERVICES.

ELECTRONIC WORKERS
Solder, SMT operators, touch-
up, repair, inspection.
shifts, good pay and a great
place to work! Call 721-5627
before these are filled!

Immediate Openings Part-Time
Janitorial Work, at the Arsenal.
Early evening hours $7.50/hr.
706-682-8678.

Software  Engineers-FileNet,
Progress, EDI, Lotus Notes
Mechanical Engineers-

Missile Design

Systems Administrator- —
Cisco and Linux

Call 721-5627 Email resumes
to jobs@huntsvilleal.

expresspersonnel.com

1/4 Carat pear shaped
engagement ring w/band 14K
paid $700 asking $550
Call 859-4328

Longaberger $1000-level Host-
ess Hamper, retails $227, ask-
ing $220 for hamper, lid, pro-
tector. 534-7927 after 5pm

Guif Shores Beach House
2BR/2BA, across street from
beach. fully furn. Apr/May
$425/wk + dep. 881-8069

i

o

12Y20Y 2urASpaY AL 6]

1002 ‘17 Yol

Al .



Mearch 21, 2001 The Redstor% Rocket  Page Zﬂ

PROTECT YOUR INDEPENDENCE.
PRESERVE YOUR ESTATE.

At Ca'rltml Cm)e, A : g Our New
: nnouncin

You (i:mlinlw Today Relationship with the

And Feel Secure UAB School of Medicine

About Tomorrow.

Learn more at our

Information Session on
Thursday, March 22.

10 to 11:30 a.m.
Radisson Suite Hotel
Huntsville, Alabama

Carlton Cove, the area’s first

and only non-profit retirement
community, helps you preserve
your financial assets, protect your
independence, and prolong your
health with prepaid care for the
rest of your life.

® Protect your family’s future with guaranteed refunds Guest Speakers:
to your estate. Lourdes C. Corman, M.D.,
¢ Never worry about the catastrophm costs of EA.C.P, FA.C.R.
short- or long-term nursing care. Professor and Director of the
* Receive the best care available through our relationship Division of Internal Medicine,
with the UAB School of Medicine in Huntsville. UAB School of Medicine - Huntsville
® Leave hassles behind - we take care of maintenance, Alfred L. Watson, M.D. (Ret.)
housecleaning and yard work. Vice Chair, Carlton Cove Board of Directors
e Stay fit with our exercise room, indoor swimming pool,
tennis courts and walking trails. Drs. Lourdes Corman and
¢ Explore your interests in the library, arts & crafts studio Alfred Watson will
and community garden. elaborate on the specific.
* Enjoy the convenience of having your bank, beauty salon health and wellness aspects
and favorite dining spots just steps from your front door. of life at Carlton Cove.

Reserve now and you’ll have the best selection of homes and apartments,

_ __ ' . : Continental breakfast will be served.
plus choices for customizing the interior to suit your tastes.

I FOR MORE INFORMATION 1 § Call today to reserve your space.
i Complete and mail this form, and we’ll send a full-color brochure i 650-5700 or toll-free
| about Carlton Cove to you, a family member or a friend. | ( 888) 297.1907
I Mail to: Carlton Cove Information Center 7500 Memorial Patkway S., Ste. 118 Huntsville, AL 35802 |
| ' |
| Name (Mr. Mrs. Miss Ms.) |
I  Address i
: City State Zip I
" Phone () Age :
I E-mail I
RR-AS-02

www.carltoncove.com =)

Site Tours Now Available — Call for Details

221519



