
into a business that they ini-
tially knew little about. “We
were so green,”  confessed Ms. 
Sebree-Brown.

Inspiration for the business 
can be traced to the  cooking 
that Mrs. Sebree  did  in the 
family’s home in West Toledo. 
She started a catering business 
out of the residence in the early 
1990s in retirement after a ca-
reer in the banking business. 

A licensed nail technician, 
Ms. Sebree-Brown joined her 
mother in the  catering opera-
tion and helped her launch Se-
bree Restaurant and Catering 
in a strip shopping center on 
South Reynolds Road in 1995.

There they  offered a full 
range of home-cooked foods, 
including fried or baked chick-
en, pork chops, catfi sh, prime 
rib, candied yams, custard pie, 
caramel cake, and fried apples. 
They were  open for lunch and 
dinner.

As the restaurant fl ourished, 

the catering business was 
discontinued. However, the 
 restaurant began selling  frozen
entrees and side dishes, with 
cooking instructions.  

The entrees and side dishes 
were launched commercially 
in 2000 and were sold in nearly 
4,000 supermarkets, includ-
ing Kroger, Meijer, Publix, and 
Safeway. Ms. Sebree-Brown 

said about 252,000 units were 
packaged and shipped in their 
second year of production.

In 2003, they took their 
products to the Food Market-
ing Institute exhibition in Chi-
cago, where a display  was built 
around a life-size cardboard 

cutout of Mrs. Sebree.
It caught the attention of su-

permarket retailers, wholesal-
ers, and distributors,  and the 
mother and daughter entrepre-
neurs secured nearly $500,000 
in orders. 

However, shortly thereafter, 
the relationship with the Michi-
gan cold packer ended, and they 
were unable to fi ll the orders.

In contrast to  production at 
the Michigan plant, which was 
measured in  pallets,  the output 
at the Perrysburg operation is 
shipped in cases. Ms. Sebree-
Brown herself often delivers  to 
local grocers.  The products are 
 available  at Monette’s Market, 
Bassett’s Market, and Family 
Food Center.

“If something bad happens, 
sometimes you have to step 
back and reinvent yourself,” she 
said. The owners are develop-
ing other dishes and entrees, 
 including sweet and sour cab-
bage,  candied yams, and bread 
pudding with custard sauce.

Contact Mark Reiter at:
markreiter@theblade.com

or 419-724-6096. 

+

+

+

+

Make Your Next
Fundraiser the 
Easiest Ever!

Sell The Sunday Blade... and 

Keep Half the Proceeds!

Just line up a few volunteers and start selling 
the Sunday Blade  - after church 

services, during a breakfast event, at an 
annual festival, ANYWHERE suitable for 

you. Make it a regular weekend event, and 
maintain a steady income for your group.

Best of all, you only pay for what you sell!

For more information, 

call Tom Zeller at 419.724.6317.
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Banks, Savings & Loans

Money Market 
Savings 

   Min.
Deposit     APY

CDs
   Less than                  1 to                   More than
     1 year                    3 years                    3 years
  Min.                     Min.                     Min.
 Deposit    APY    Deposit    APY    Deposit    APY

Home equity
     Fixed         Lines of
 term loans     Credit
   $25,000-      $25,000-
    49,999      49,999

APR            APR

Bank of Maumee
419-868-1750 $50,000      5.05%  $1,000     5.25% 

6 mos.
 $1,000     5.25% 

12 mos.
 $1,000     4.47% 

5 years     6.99%     7.25% 

Charter One Bank
877-242-7837  $10,000    4.50%   $1,000 5.10%

11 mos.
  $1,000 5.10%

15-17 mos.
  $1,000 3.95%

37-60 mos. 6.79% 7.74%

Fifth Third Bank
419-259-7820   $20,000   4.00%    $500      5.00%

6 mos.
  $500       3.75%

     24-35 mos.
  $500       3.75%

48-59 mos.     7.31%     8.25%

First Federal Bank, Defi ance
800-472-6292  $10,000    3.90%  $10,000   5.05%

5 mos.
 $10,000   4.01%

36 mos.
 $10,000   4.10%

48 mos.     8.50%     8.00%

First Federal S&L of Delta
419-822-3131        N/A    $500     3.39% 

6 mos.
     $500    4.03%

12 mos. N/A     7.50% N/A

FirstMerit Bank
419-720-1500  $10,000    5.00%    $5,000   5.25%

6 mos.
   $1,000   5.00%

12 mos.
           N/A    6.74% 0%

Genoa Bank
800-592-2828   $50,000   2.50%  $10,000   5.20%

9 mos.
 $1,000    4.40%

18 mos.
 $1,000     4.80%

60 mos. N/A    8.25%

Huntington Bank
800-480-2265  $20,000    2.50%  $2,000 5.30%

7-11 mos.
  $2,000   5.00%

13 mos.
 $2,000     5.00%

48 mos.     6.49%    7.25%

KeyBank
800-539-2968  $50,000    5.25%  $10,000   4.65%

6 mos.
 $10,000   4.90%

18 mos.
         N/A     7.79%    7.99%

Metamora State Bank
419-885-1996  $25,000    4.00%  $5,000 4.75%

6 mos.
  $5,000    5.10%

24 mos.
 $5,000  4.40%

48 mos.   7.638%    8.25%

National Bank of Oak Harbor
419-691-6264  $25,000    3.04%    $500     4.50%

9 mos.
   $500     4.70%

36 mos.
   $500     5.00%

60 mos.    8.50%    7.00%

National City Bank
800-925-9259  $25,000    3.94%  $10,000   4.10%

6 mos.
 $10,000   4.50%

3 years
 $10,000   4.55%

5 years     7.88%     8.09%

Sky Bank
866-759-2265  $50,000    1.90%   $1,000    5.25%

3-9 mos.
  $1,000    4.13%

24 mos.
 $1,000     4.13%

60 mos.     6.75%     7.25%

Union Bank, Pemberville
419-659-2141  $50,000    2.53%  $10,000   5.00%

7 mos.
 $10,000   5.00%

13 mos.
  $500      5.10%

60 mos.     7.50%     8.25%

Credit unions

AP Federal C.U.
419-476-2531   $2,500    2.25%   $1,000 4.65%

9 mos.
  $1,000 5.25%

36 mos.
 $25,000 6.00%

60 mos.    7.25%    8.25%

Co-op Toledo C.U.            N/A           N/A       N/A          N/A N/A    N/A

Sun F.C.U., Maumee
419-698-6965             N/A    $500    5.20%

6 mo.
  $500 5.21%

12 mos.
 $1,000   5.52%

54 mos.    6.75%    7.36%

Source: Financial institutions
NOTE: There may be terms and conditions to obtain the above rates, including having a savings or checking account with the institution. 
Also, for credit unions, conditions include being a resident of a particular county or an employee at specifi ed businesses.

APY is annual percentage yield, and it could change during the term of deposit. APR is annual percentage rate (including interest and 
fees). Methods of compounding vary. N/A means not available.

`CONSUMER SAVINGS AND LOANS Rates as of May 22, 2007High prices at pump yield
windfalls for oil ref iners
WALL STREET JOURNAL

Record gasoline prices are 
changing the equation of the 
refi ning business, generating 
unprecedented profi ts for the 
companies that transform crude 
oil into fuel.

For every barrel of oil they 
use to make gasoline, refi ners 
are pocketing more than $30 
in profi t before taxes and other 
expenses,  the most  since Hur-
ricane Katrina in 2005. 

The major producers of gaso-
line in the United States earned 
about $10 billion from their re-
fi ning operations domestically 
and abroad in the fi rst quarter, 
up 50 percent from a year ear-
lier.

Analysts are projecting earn-
ings will be even higher in the 
second quarter because of 
 lower-than-normal gasoline in-
ventories. 

Rising demand, a string of 
refi nery outages, and a drop in 
gasoline imports  curbed sup-
plies and raised prices. Some re-
fi ners, such as Tesoro Corp., are 
using the cash gusher to fi nance 
upgrades. 

Others, such as Valero En-
ergy Corp., the largest refi ner 
in North America by  capacity for 
crude oil and other feedstocks 
that go into the refi ning process, 
are shipping the cash back to 

shareholders by buying back 
shares.

      Gasoline prices and profi t 
margins are expected to fall 
in the next few years as major 
refi ning projects under way in 
Asia and the Middle East, as 
well as refi nery expansions in 
the United States, help fi ll the 
growing gap between domestic 
supply and demand.

Prices could start moderating 
 this year as more imports fl ow
into the market and idled refi n-
eries come back on line.  

For decades, the United States 
had excess  refi ning capacity  and 
many companies were closing or 
selling  refi neries. In 1986, refi n-
ers made little more than $2 for 
every barrel they processed.  

Consolidators such as Valero 
acquired refi neries on the cheap 
in the 1990s. The extra capacity 
disappeared, and when energy 
prices soared in recent years, so 
did refi ning margins.

Now, refi ning operations are 
the stars of integrated oil be-
hemoths such as ExxonMobil 
Corp. and Chevron Corp. In the 
fi rst quarter, lofty refi ning earn-

ings at both companies helped 
offset declining profi ts from pro-
ducing crude oil and natural gas. 
Exxon made $1.9 billion from its 
refi ning and marketing unit, up 
50 percent from the previous 
year; Chevron posted earnings 
of $1.6 billion from refi ning, 
more than double the $580 mil-
lion it made a year ago.

Marathon Oil Corp., a smaller 
integrated oil company, is 
constructing a $3.2 billion ad-
dition to its largest refi nery, in 
Garyville, La. About half the out-
put will be diesel fuel, which has 
had loftier prices in recent years 
than gasoline.

For pure refi ners, the bonanza 
has been even greater. Tesoro’s 
earnings rose more than one and 
a half times in the fi rst quarter; 
Sunoco Inc., another big refi ner, 
which operates a facility in the 
Toledo suburb of Oregon, said 
profi t more than doubled in the 
same period.  

 Valero  just agreed to sell its 
refi nery in Lima, Ohio, for $1.9 
billion. “Just as we bought assets 
at low prices when valuations 
were low, we are exploring op-
tions for unlocking the value of 
assets now that valuations are 
high,” said Valero spokesman 
Bill Day. The company also just 
launched an ambitious share-
buyback program.  

Gasoline prices are 
expected to fall in the 

next few years

Rona Bartelstone, with her mother and husband, is grateful for long-term-care insurance.

MIAMI HERALD

Planning helps boomers care
for themselves, aging parents
MIAMI HERALD

MIAMI — In less than a year, 
Rona Bartelstone became a 
primary caregiver for her hus-
band and both her parents.

The Fort Lauderdale, Fla., 
business owner’s mother, 
Hazel Canarick, was given a 
diagnosis of  early dementia in 
late 2002. Her father  found out 
fi ve months later that he had 
 colorectal cancer.  That August, 
Ms. Bartelstone’s husband and 
business partner, Alan Mar-
kowitz, suffered a stroke.

 For Ms. Bartelstone, 56, the 
solution  to the problem of 
helping with her parents’ care 
without sacrifi cing her own 
savings was simple: long-term 
care insurance.

Long-term insurance can 
pay for in-home care, full-time 
care, or a care facility. 

Mr. Bartelstone’s mother, 
81, remains in her own  house 
and  has a health aide fi ve days 
a week for six hours a day. (Ms. 
Bartelstone’s father died in 
2005.) Mr. Markowitz  has an 

aide for 11 hours a day, fi ve
days a week,  paid through 
lifetime long-term care insur-
ance.

Ms. Bartelstone bought the 
policy with Mr. Markowitz, 
now 65, about six years ago 
and called it a “very good in-
vestment.” 

“Because he’s so young, he’s 
going to need care for many 
years,” she said. “I didn’t have 
to go into my savings.” 

 Lori Parham, state director 
for AARP Florida, cautioned 
consumers considering  buy-
ing a long-term-care policy  to 
be sure to know what the poli-
cy covers and what it doesn’t.

Ms.  Bartelstone, a presenter 
at a recent conference focus-
ing on baby boomers who care 
for aging parents, said home 
care allows patients to remain 
in their homes but may not be 
the cheapest option for people 
who require 24-hour care.

Financial planners cau-
tioned against spending down 
assets in order to qualify for 

Medicaid, which will pay for 
nursing home costs based on 
asset levels.

“The standard of care under 
Medicaid is going to be lower, 
in many cases, than the stan-
dard of care we can buy,” said 
Karen Schaeffer, co-founder of 
Schaeffer Financial in Wash-
ington. “It may make more 
sense to sell the home.” 

Seniors intent on staying 
in their homes may opt for 
reverse mortgages, which take 
equity from their houses and 
give the borrower cash in a 
lump sum, fi xed monthly pay-
ments, or a line of credit.  But
Ms. Schaeffer said the need for 
 a reverse mortgage is a sign the 
senior should move.

 Above all, planners said, 
baby boomers need to know 
when to include a fi nancial 
planner or care manager for 
themselves or their parents. 
Boomers should have con-
versations with parents about 
money and health care long 
before a crisis occurs.  

N.Y. SETS HYBRID-TAXI GOAL 

Five Ford Escape hybrid sport-utility-vehicle taxis do-
nated to New York City by Yahoo await duty beneath the 
Brooklyn Bridge. The gift of a total of 10 will assist in 
meeting Mayor Michael Bloomberg’s goal, announced 
yesterday, of making the city’s entire taxi fl eet hybrid 
within fi ve years. The standard yellow cab, a Ford Crown 
Victoria, gets 14 miles per gallon. In contrast, the Ford 
Escape taxis get 36 miles per gallon.

started Keep It Moving Toledo 
LLC, a steel-hauling trucking 
fi rm, after working for another 
steel hauler for several years. 

“I love it,” she said. “It’s a 
hustle every day, and it’s a man’s 
industry. That excited me.” 

Ms. Wise said she leveraged 
$50,000 in loans from the city 
of Toledo and a bank into seven 
trucks and hopes to get an 
eighth one soon.

Barbara Hamilton Matthews, 
48, was laid off from her job as 
a legal secretary for a local law 
fi rm,  started Trinity 3 of Ohio 
LLC, an accounting fi rm, and 
used a $5,000 “microloan” ob-
tained through Assets Toledo, a 
local group that fosters entre-
preneurship,  to buy a computer 
and  software.  

Olivia Holden, executive di-
rector of Assets Toledo, said   said 
dozens of prospective students 
have signed up for entrepre-
neurial classes, and 41 recently 
graduated, bringing the total  to 
more than 600 in the last seven 
years — resulting in several hun-
dred  start-ups.

But she added that she has 
noticed a number of students 
recently dropped out because 
they lost their jobs. 

 “This [class] comes second,” 
she said.

Wendy Gramza, executive vice 
president of the Toledo Regional 
Chamber of Commerce, said the 
Small Business Development 
Centers in a seven-county To-
ledo area have seen a decline in 
requests for help — from 935 in 
2004 to 692 last year. 

 Ms. Gramza said there likely 
would be more interest in start-
ups if the perception of the re-
gional economy were better.  

The 42 area counselors for 
SCORE — a small-business 
counseling group that’s an 
offshoot of the U.S. Small Busi-
ness Administration — expect 
to counsel about 1,000 this year, 
about half of whom hope to start 
businesses, said Jack Chezek, 
assistant district director for 
SCORE’s northern Ohio region.

 “ If you’re going to start a busi-
ness you need a climate friendly 
to business, and I don’t think To-
ledo is business-friendly at all.”

 But he  contended that fund-
ing is still available “if a person 
has a good business plan and 
some funds of their own to put 
into it.”

The Kauffman study did not 
break down data by metro ar-
eas, other than the biggest 15, 
because of insuffi cient data, said 
Robert Fairlie, a  researcher from 
the University of California at 
Santa Cruz. 

Mr. Fairlie said yesterday that 
he didn’t analyze Midwest re-
sults, “but my gut feeling is that 
many people are moving out of 
the Midwest, and entrepreneur-
ship occurs when the economy 
grows. There’s a decline of indus-
try in the Midwest.”

    Contact Homer Brickey at:
homerbrickey@theblade.com

or 419-724-6129.

funds have expressed little de-
sire to take up an activist mantle. 

Calpers, for example, has 
publicly criticized companies 
over issues like executive com-
pensation. 
But absent direct threats to the 
jobs of its members, the pen-
sion fund said that it would not 
take more drastic action.

 Until now, private equity 
fi rms have taken little heat for 
jumping into distressed, highly 
unionized industries. 

Starting in 2002, Mr. Ross’ 
fi rm began rolling the remains 
of fi ve bankrupt steel compa-
nies into the International Steel 
Group, which he later sold to 
Mittal Steel for a tenfold profi t. 

More recently, Mr. Ross’ fi rm 
and others have been buying 
assets from bankrupt auto-
parts makers.

Like Chrysler, many of these 
companies also had substantial 
 liabilities related to pensions 
and health care. 

But unlike Chrysler, they 
were often sold as part of a 
bankruptcy case, which offers a 
way to void collective bargain-
ing agreements.  

 Cerberus, by contrast, is buy-
ing Chrysler outside of bank-
ruptcy.  Seeking court permis-
sion to break labor agreements 
is not an option. 

And considering the large 
investment Cerberus plans to 
make in Chrysler, it has ample 
reason to avoid a bankruptcy 
fi ling.

The threat of bankruptcy, 
however remote, is bound to 
be a shadow player as Cerberus 
and the UAW turn to the issue 
of health care liabilities, said 
Daniel L. Keating, a vice dean at 
Washington University School 
of Law in St. Louis, who called 
the health care issue “the 10-
ton gorilla on the cost side.”
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A pie is weighed to check for 
the correct amount of fi lling.
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