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Call or visit the Toledo Pro whose information is 
listed here, or visit toledoblade.com/toledopros. 
Ask your question, or if you’re online email the 
question directly to the pro.  You can also visit their 
web site, and review frequently asked questions of 
the Toledo Pros.

Contact a Toledo Pro:

You’ll receive your answer, and in many cases, a special offer from Toledo Pros!

Join Toledo Pros Today...Call The Blade Advertising Department At 419.724.6350 For Information.

These professionals stand ready to answer
your questions. Give them a call today!

Computer Discount, Inc.

 

, 

BRENT S. LEHMAN
Midwest Mortgage Investment Ltd.

5450 Monroe St.
Toledo, OH
419.842.0505 Ext. 112
888.283.5626  
Home Mortgages

1701 Woodland Dr.
Maumee, OH

419.897.6500
Personal Injury Law,

Nursing Home Negligence
& Business Disputes JAMES M. TUSCHMAN

Barkan & Robon, Ltd.
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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      5.00% 

48 mos.      6.99%        7.25% 

Charter One Bank
877-242-7837  $10,000     4.50%   $1,000 5.15%

11 mos.
  $1,000 5.15%

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  $50,000     4.40%  $10,000    5.05%

5 mos.
 $10,000    4.01%

36 mos.
 $10,000    4.10%

48 mos.      7.50%     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      N/A%      7.50%

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

6 mos.
   $1,000    5.15%

18 mos.
           N/A     6.74%  0%

Genoa Bank
800-592-2828   $50,000    2.50%  $1,000    4.50%

6 mos.
 $10,000   5.30%

13 mos.
 $1,000     4.75%

60 mos.  N/A     8.25%

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

7-11 mos.
  $2,000    5.20%

13 mos.
 $2,000      5.40%

48 mos.      6.49%     7.25%

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

6-11 mos.
 $10,000    4.90%

18 mos.
 $10,000   4.38% 
       37-47 mos.      7.79%     7.99%

Metamora State Bank
419-885-1996  $25,000     4.00%  $5,000 4.40%

6 mos.
  $25,000   5.07%

21 mos.
 $5,000  4.10%

48 mos.    7.638%     7.50%

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     3.95%  $10,000    4.15%

6 mos.
 $10,000    4.50%

3 years
 $10,000    4.55%

5 years     8.08%     8.09%

                                      
     .

                
       

             
                

Union Bank, Pemberville
419-659-2141  $50,000     2.53%  $10,000    4.95%

10 mos.
  $500  2.46%

24 mos.
  $500       5.10%

60 mos.    7.875%     8.25%

Credit unions

AP Federal C.U.
419-476-2531   $50,000     4.05%  $1,000      4.00%

6 mos.
  $1,000 5.25%

18 mos.
 $1,000 5.50%

60 mos.     7.25%     8.25%

Co-op Toledo C.U.
419-382-3600            N/A  $1,000     5.09%

          6 mos.
  $1,000     5.35% 
         12 mos.

           N/A  N/A     8.25%

Sun F.C.U., Maumee
419-698-6965             N/A    $500       5.16%

6 mo.
  $500        5.17%

12 mos.
 $1,000    5.48%

54 mos.     6.75%     7.36%

Toledo Area Community C.U.
419-841-9838 $2,500       3.30%   $500         4.75%

         6 mos.  
 $500   4.95%
       24 mos.

 $500         6.00%  
60 mos.     8.00%     7.75%  

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 June 12, 2007Credit scores can’t always
predict bad mortgage risk
BLOOMBERG NEWS SERVICE

Credit scores haven’t been 
as helpful as they once were in 
predicting the performance of 
riskier mortgages, according to 
the head of capital markets at 
Washington Mutual Inc., the 
biggest U.S. savings and loan.

One problem is that lenders 
aren’t consistent with one an-
other in how they select which 
scores to use, said David Beck, 
executive vice president at Se-
attle-based Washington Mutual, 
speaking yesterday at a confer-
ence in New York.

Lenders may pull scores for 
only the head of a household, he 
said, or they may look at the two 
main wage earners, and then 
select either the higher or lower 
fi gure. Some loan programs use 
the average of scores from the 
three credit bureaus, some use 
only the middle of three, and 
some require that only two be 
looked at, according to pub-
lished guidelines.

“All FICOs are not cre-

ated equal,” Mr. Beck said at the 
mortgage fi nance conference 
sponsored by Keefe Bruyette & 
Woods Inc., an investment bank 
based in New York that special-
izes in advising other fi nancial 
services fi rms.

Credit scores, usually called 
FICOs because they’re based on 
models from Fair Isaac Corp., 
compute creditworthiness by 
crunching consumers’ payment 
histories, available credit and 
other factors. In the U.S., the 
data is stored at three credit-
bureau companies: Equifax Inc., 
Experian Group Ltd., and Tran-
sUnion LLC.

Making up for the failure 
of credit scores to predict the 
extent of a recent surge in late 
payments, lenders have started 
to seek “signifi cantly more ro-
bust” credit histories, or scores 
based on longer periods of debt 
use, Mr. Beck said. “FICO broke 
down, but I don’t think any 
statistician would tell you FICO 
is not a good predicator of per-

formance.”
Some mortgage-bond in-

vestors are scrutinizing more 
closely the scores lenders use, 
Mr. Beck said.

Amid views of improving 
loan standards, new subprime-
mortgage bonds with the lowest 
investment grade ratings were 
being sold at yields of 3.60 per-
centage points over benchmarks 
last week, down from a record 10 
percentage points in April, ac-
cording to Credit Suisse Group.

Credit scores also failed to be 
as predictive as in the past in 
the face of “risk layering,” or the 
granting of loans with a variety 
of risk factors, such as a lack of 
income verifi cation in combina-
tion with no down payment, Mr. 
Beck said.

In response to a question, 
Mr. Beck said the scores “most 
defi nitely” proved less predic-
tive on subprime mortgages, or 
ones given to borrowers with 
low scores or high debt burdens, 
than on less risky loans.

LURING, RETAINING A NEW GENERATION

Westinghouse Electric employees play volleyball during lunch hour at Monroeville,  Pa. 

BLOCK NEWS ALLIANCE/LAKE FONG

Companies court young workers
BLOCK NEWS ALLIANCE

MONROEVILLE, Pa. — It’s 
noon on a sunny day at West-
inghouse Electric headquarters 
in Monroeville, Pa., and several 
young engineers are stationed at 
their usual spot: the white-sand 
volleyball court where almost 
every day they spike, set, and 
sweat their way through the 
lunch hour.

It’s a relatively lengthy work-
day interruption that many 
companies would not tolerate, 
much less condone. But West-
inghouse not only built its em-
ployees one of the nicest — if not 
the nicest — volleyball courts in 
the area, but it also added lights 
so they can play in leagues at 
night after work.

The company is fi rmly com-
mitted to courting its new em-
ployees — many of them recent 
college graduates hired in the 
last few years.

And Westinghouse isn’t alone. 
Several companies, which also 
include Bayer Corp. and U.S. 
Steel, are facing the challenge 

of luring and retaining hundreds 
of new college graduates and 
addressing the generation gap 
between them and their middle-
age co-workers.

“We had economic hard 
times and for about seven or 
eight years we hadn’t had a col-
lege graduate hired,” said Eric 
Denison, director of insulation 
systems for Bayer, which has its 
North American headquarters 
in Robinson, Pa. “The goal is to 
hire new blood … and we want 
to keep them happy.”

At Bayer recently, 24-year-old 
Matt Yedwabnik stood up in 
front of about 100 co-workers in 
the company cafeteria, slightly 
nervous as he led the formal 
kickoff event for new networking 
group that he and other recent 
college graduates had formed.

His group hopes to help Bayer 
adjust to the new reality of a new 
generation. When some of them 
interviewed at other companies, 
for example, they were taken out 
on the town at night by other re-

cent college graduates.
At Westinghouse, all of the 

company’s new college gradu-
ates spend about a week to-
gether at a hotel. They hear 
seminars on fi nancial planning 
and the company’s philosophy, 
complete a community service 
project together, and go out to 
meals and Pirates games.

Westinghouse hired about 30 
new graduates in 1998 and will 
hire more than 200 this year, 
about a third of whom will work 
in the Pittsburgh area. In addi-
tion to volleyball, Westinghouse 
also sponsors a golf league, soft-
ball teams, and even ballroom 
dancing classes.

The company also has ar-
ranged for its employees to be 
able to earn master’s degrees 
in business and mechanical 
engineering from the University 
of Pittsburgh without having to 
leave the Westinghouse campus.

The Block News Alliance consists of 
The Blade and the Pittsburgh Post-

Gazette.

He joined the company in 
1955 after graduating from In-
diana University, where he was 
a member of the school’s NCAA 
championship basketball team.

He also was active in the 
American Petroleum Institute 
and other  industry groups.

Some people in Elk Point have 
speculated that he is working as 
a consultant for an unidentifi ed 
oil company.

However, it is possible that the 
Hancock County man is not the 

R.E. White who has signed land 
purchase options.

But people in Elk Point think 
they have found their man.

Replying to a report about 
the project on the Web site of 
the Sioux City Journal, a reader 
named Scott wrote: “Found an 
interesting article on Mr. Rich-
ard White... Seems Mr. White has 
been in the petroleum industry 
his whole life.”

He received national atten-
tion late last month when the 
Wall Street Journal published a 
front-page story reporting local 
speculation about the mysteri-
ous project and mentioning the 
Findlay man.

 Jim Cody, a restaurant owner 
in Elk Point who has been trying 
to fi nd out about the project, 
said he has new evidence con-
fi rming the identity.

“I talked to one of these farm-
ers who optioned out his land,” 
Mr. Cody said. “He said he per-
sonally met with the man and he 
is the person from Findlay, Ohio 
who played on the 1953 Indiana 
University championship bas-
ketball team.”

“We have no DNA, but now we 
have an eyewitness,” Mr. Cody 
added.

Contact Gary Pakulski at:
gpakulski@theblade.com

or 419-724-6082.

Land 
Continued from Page 6

Blockbuster
offers reduced
rent-cost plan
ASSOCIATED PRESS

DALLAS — Blockbuster Inc. 
is offering lower-priced plans 
for online movie rentals as it 
competes with Netfl ix Inc. in 
a market that some analysts 
believe could grow more than 
40 percent this year.

Blockbuster said yesterday 
it would cut prices $1 a month 
for customers who order mov-
ies only online and not at 
stores.

Analysts said Netfl ix could 
be forced to drop prices, which 
would reduce its profi ts.

Shares of Netfl ix tumbled 
$1.85, or 8.4 percent, to 
$20.08, while Blockbuster 
shares slipped 12 cents, or 3 
percent, to $3.95.

Blockbuster said it would 
offer a plan letting customers 
place online orders to rent 
three movies at a time for 
$16.99, a buck cheaper than 
its most popular offering, 
called “Total Access.”

The movies are mailed to 
the customer.

Netfl ix charges $17.99 for a 
three-out at one time plan.

A Twinkies makeover 
goes for long-ago taste
ASSOCIATED PRESS

NEW YORK — Twinkie lovers: 
get ready to go bananas.

The sweet treat known for 
its golden spongy cake and its 
creamy vanilla center is return-
ing to its roots with banana-
creme fi lling — the fl avor that 
fi rst made the snack a hit with 
sweet-toothed people more 
than 70 years ago.

Hostess, owned by Kansas 
City-based Interstate Baker-

ies Corp., began selling the 
banana-creme snack cakes last 
week at retail stores nation-
wide. The fi lling tastes just as 
sweet as the standard vanilla 
but with a subtle hint and smell 
of banana.

Old-timers may remember 
the taste from the pre-World 
War II years. From 1930, when 
the Twinkie was fi rst invented, 
to the 1940s, Twinkies were 
fi lled solely with banana creme. 

be needed to accelerate these 
plans.

The numbers of U.S. workers 
enrolled in such plans through 
their jobs (excluding depen-
dents and those in fi rms with 
fewer than three workers) grew 
only slightly, to 2.7 million in 
2006 from 2.4 million in 2005, 
according to the Kaiser Family 
Foundation. Most do it because 
either their companies give 
them no choice or the premiums 
are the cheapest. Enrollment is 

growing faster on the individual 
market and among sole propri-
etors, but that may be because 
the plans are often the only af-
fordable option.

Where employees do have a 
choice, only 19 percent choose 
the newfangled plans, the Kai-
ser study estimates. In the Fed-
eral Employees Health Benefi ts 
Program, which has offered the 
plans for several years, only 
about 50,000 of its eight million 
members were enrolled in them 
in 2006, according to industry 
estimates.

At lightbulb-maker Osram 
Sylvania, just 5 percent of em-
ployees enrolled in the plans in 

2006, their fi rst year.
In addition, those who are in 

consumer-directed health plans 
often report lower satisfaction 
and confusion about how the 
plans are supposed to work. 
The general idea is for patients 
to conserve money in their sav-
ings accounts, which are meant 
to pay for care until they reach 
their high insurance deductible.

In a survey published last 
month by Towers Perrin, an em-
ployee-benefi ts fi rm, employees 
enrolled in them said they felt 
less capable of fi nding a quality 
doctor or hospital, though they 
often were in the same network 
as colleagues in other plans.

Plans 
Continued from Page 6
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