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Portugal to ask for bailout funds

Portugal Prime Minister Jose Socrates says his
country will ask for a bailout because of its high
debts anddifficulty raisingmoney. Portugal is the
third troubled eurozone country afterGreece and
Ireland to request assistance from Europe’s bail-
out fund and the International Monetary Fund.
Portugal could need up to $114.4 billion. . . .
Spain is raising its unemployment rate forecast
for 2011 to 19.8% from19.5%.

Jobless rate drops inmanymetro areas
More than three-quarters of the 372 largest

metro areas reported lower jobless rates in Feb-
ruary than January, the Labor Department said.
More than 300 areas added jobs. The gains “are
definitely becoming a lot more broad-based,”
saidMarisaDiNatale ofMoody’sAnalytics.Metro
areas that posted the biggest job gains were: Los
Angeles-Long Beach, with a gain of 53,600; New
York City-Northern New Jersey, a gain of 18,500;
andMiami-Fort Lauderdale, up 16,800.

Higher gas prices boost online sales
MasterCard Advisors’ SpendingPulse showed

sales growth slowed in some retail categories in
March. But consumers spent more on clothing
and other items, from electronics to luxury

goods, than in March 2010.
SpendingPulse tracks spending
across all payments, including
cash. Growth in online sales,
less than 10% of all retail sales,
grew as shoppers tried to save
on gas, says Michael McNam-
ara, vice president of research
and analysis for SpendingPulse.
Online spending in all catego-
ries rose 16.1%, compared with
lower rates in January and Feb-
ruary and a 15.9% increase in
March 2010. Separately, select-
ed major retailers are to report
todayon revenueat stores open
at least a year.

GM: Volt owners getting 1,000miles
GeneralMotors saiddrivers ofVolt electric cars

have been traveling 1,000miles before they need
to get gas, making it more practical for daily use.
GM’s $41,000 plug-in Volt runs on batteries, then
switches to a gas-powered electric generator
when the charge dwindles. GM sold 1,210 Volts
in theU.S. in the first quarter, Autodata says.

FBI agent testifies in Rajaratnam trial
Galleon Group co-founder Raj Rajaratnam

gained $63.8million through trading with inside
information in 11 stocks, a federal agent testified.
James Barnacle Jr., an FBI special agent, told
jurors the defendant made, or avoided losses of,
$63.8 million. Rajaratnam is accused of trading
on tips leaked by corporate insiders and hedge
fund traders. Hehas deniedwrongdoing and says
his tradeswere based on legitimate research.
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2012 Focus: Ford is using shutters on its latestmodel.
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Index Close Change
Nasdaq composite 2799.82 x 8.63
Standard & Poor’s 500 1335.54 x 2.91
Treasury note, 10-year yield 3.55% x 0.06
USA TODAY Internet 50 169.29 x 0.42
Oil, light sweet crude, barrel $108.83 x 0.49
Euro (dollars per euro) $1.4336 x 0.0162
Yen per dollar 85.47 x 0.93
Sources:USATODAYresearch,MarketWatch.com
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Executives at Osagian Canoes of Lebanon,
Mo., never thought much about selling their
product outside theU.S.
Shipping costs for the 17-foot-long alumi-

num canoes seemed exorbitant.
And Osagian sales manager John
Carr figured he’d have to learn
new languages, and he worried

that international sales contracts couldn’t be
enforced.
But since attending a workshop last year

developed by the Commerce Department, Osa-
gian has opened a small factory in Denmark,
andexports areonpace tomakeup15%of sales
this year.
The workshop, called ExporTech, “opened

my mind to possibilities,” Carr said. “It’s not
that big of aworld out there.”
Commerce, along with the Small Business

Administration and the Export-Import Bank,
are making a big push to help small and mid-
size firms dramatically increase exports.The
effort is part of President Obama’s National
Export Initiative, launched early last year,
which aims to double U.S. exports in five years
and create 2million jobs.
With debt-ladenAmericans savingmore and

spending less, the campaign helps firms tap
faster-growing economies, including emerging
markets such as China. Eighty-six percent of
global economic growth the next decade is
projected to be outside the U.S., according to
Commerce. Exports of $1.8 trillion were 11% of
theU.S. economy last year.
Small companies are at the heart of the

effort, since they create two-thirds of new jobs
in an economic recovery, officials say. Yet, they
often lack the overseas offices, sales forces and
cross-cultural knowledge tomine foreignmar-
kets, says Mark Zandi, chief economist of
Moody’s Analytics.
Small and midsize companies produce half

the nation’s economic output but account for
just 30% of exports. Overall, just 1% of the
nation’s 30million companies export products,

ByValerieMosley, Springfield (Mo.) News Leader

Crafting:GlennWaltonwelds a canoe at Osagian Canoes in Lebanon,Mo. The company's alumi-
num canoes have hull pieces that arewelded rather than riveted.

Small businesses
look over borders
With government,
bank help, some are
addingmarkets
By Paul Davidson
USA TODAY
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WASHINGTON — A breakthrough in long-
stalled negotiations over a U.S.-Colombia trade
agreement clears the way for Congress to con-
sider dealswith South Korea and Panama too.
President Obama and Colombian President

Juan Manuel Santos will approve an “action
plan” on labor rights today that had held up the
free trade pact since itwas negotiated in 2007.
Without deals on all three trade pacts, Senate

Republicans had vowed to block confirmation
of a new Commerce secretary and other trade

measures.
Administration officials said Col-

ombia’s agreement to improve legal
protections for labor leaders and union orga-
nizers in the violence-torn nation cleared the
way for the trade deal.
The International Trade Commission esti-

mates Colombian tariff reductions will expand
U.S. exports by $1.1 billion and the U.S. econo-
my by $2.5 billion a year. Trade Representative
Ron Kirk said “the impact on American jobs
should be creative and positive.”
U.S. farmers will be among the top beneficia-

ries.More than half of current U.S. farm exports
to Colombia will become duty-free immedi-
ately. Other big winners: heavy equipment
manufacturers, such as Caterpillar.
The deal comes as nations such as China and

Argentina have expanded their exports to Col-
ombia.
The breakthrough was hailed by business

leaders and Republicans in Congress. Thomas
Donohue, president of the U.S. Chamber of
Commerce, said, “We can’t afford further delay.
Other nations are racing to clinch their own
trade deals with Colombia and put American
workers at a competitive disadvantage.”
Labor leaders and keyDemocrats in Congress

said the plan doesn’t go far enough to address
labor and human rights issues in Colombia,
which the AFL-CIO calls “the most deadly na-
tion in the world in which to be a trade union-
ist.” More than 2,850 union workers have been
murdered in the past 25 years, including 51 last
year.
“These problems are deeply ingrained, and

they cannot be solved by commitments on a
piece of paper,” AFL-CIO President Richard
Trumka said.
Obamaopposed theColombiadeal duringhis

2008presidential campaign. Butnowhe’s eager
to promote U.S. exports. Last year he set a goal
of doubling U.S. exports in five years.
Among signs of progress:
uThe revised trade deal with South Korea,

the seventh-largest U.S. trading partner, is in-
tended to increase exports by $10 billion a year
and support about 70,000U.S. jobs.
uNew business deals with China are worth

more than $45 billion in increased exports and
235,000U.S. jobs.

Colombian
trade deal
opens doors
formore
Breakthrough hailed by
U.S. business leaders

ByRichardWolf
USA TODAY

Trade

Toyota’s Prius gas-electric hybrid has
passed 1 million in U.S. sales since the
then-radical high-mileage car’s launch in
2000, a salesmilestone that comes as gas
prices continue to rise and, with them,
demand for hybrids.
Edmunds.com, an auto-shopping site,

says Americans bought 37% more hy-
brids the first quarter this year than they
did a year earlier, a marked response to
higher fuel prices — an average $3.71 a
gallon now vs. $2.83 a year ago, accord-
ing tomotorist groupAAA.
Simpler, less-expensive hy-

brid tech is coming from corpo-
rate affiliates Hyundai and Kia and from
Volkswagen, Roland Hwang of the Natu-
ral ResourcesDefense Council says. “It’s a
hybrid system for themasses that’ll real-
ly push (hybrids) into themainstream.”
The first quarter this year, about

275,000 hybrids of all kinds were sold in
theU.S., and about 141,000 of thosewere
Priuses, says Kevin Riddell, auto analyst
at consultant J.D. Power and Associates.
His data show that hybrids — and a
handful of pure electric cars — made up
2.4%of newvehicle sales last year, andhe
forecasts they’ll make up 4.5% in 2012, a
fast pace driven by new models from
Toyota and others in the interim. That’s a

strong showing, considering hybrids are
priced higher than similar gasoline cars.
Coming soon are plug-in hybrids that

will go farther on battery power before
kicking on their gas engines,which could
boost today’s hybrid mileage ratings of
45 to 50 miles per gallon to 75 mpg or
more, automakers say.
Pure electric cars, such asNissan’s Leaf,

aren’t expected to cut into gas-electric
hybrid sales. SaysRiddell, “Withelectrics,
you’re dealing with range anxiety. Hy-
brids, even if they run out of electricity,
the car knows to turn on the engine and
away you go.”

Prius has its own challenges.
Edmunds.com analyst Ivan Dru-
ry says fewer people are consid-

ering a Prius thanwas the case just three
weeks ago.He says that’s probablydue to
rumors of shortages and higher prices as
a result of the Japanese disasters.
Also, there are growing choices among

hybrids and new gasoline cars with fuel
economy nearly as good as some hybrids
that are thousands of dollars less, such as
the redesigned 2011 Hyundai Elantra,
rated 40mpg on the highway.
“Hybrids are certainly going tobecome

more prevalent,” Drury says. But their
eventual success depends on “fuel costs
and bringing the price premiumdown.”

uToyota,Microsoft e-car plan, 3B

Prius sales pass 1million as
more drivers seek hybrids
By James R. Healey
USA TODAY
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and 58% of those that do ship to only
one country.
“So much of what America makes is

in great demand,” Commerce Secretary
Gary Locke said in an interview. Small
and midsize companies’ “growth po-
tential is outside theU.S.”
According to a Commerce survey,

small businesses’ biggest concern is
that they simply don’t know how to
identify and sell to overseas customers.
That’s followed by worries that they
won’t be able to get financing and
won’t bepaidby foreignbuyers.Myriad
other concerns include language and

cultural barriers, shipping
costs, potential theft of in-
tellectual property, cross-
border tax differences and

burdensome red tape.
The department’s U.S. Commercial

Service has long had officers in dozens
of foreign countries who hunt for po-
tential customers for U.S. exporters.
Meanwhile, Commerce centers across
the USA do market research and shep-
herd businesses through a thicket of
rules and paperwork.
As part of the export initiative, the

Commerce Department is working
with carriers such as FedExand UPS to
identify shippers that have potential to
expand overseas. Commerce repre-
sentatives are also traversing the USA
to educate small firms in day-long ses-
sions.
Small firms seeking working capital

for exports can now get a Small Busi-
ness Administration guarantee for up
to a $5 billion loan, up from $2 billion.
The Export-Import Bank aims to pro-
vide a total $6 billion in loans for small-
business exports in fiscal 2011, up from
$5 billion last year. Commerce is also
working to remove trade barriers and
crack down on tariff violations.
The initiative is showing results.

From October to January, Export-Im-
port Bank loans were $1.5 billion, vs.
$1.4 billion a year ago. In 2010, Com-
merce recruited 13,000 foreign buyers
to U.S. trade shows and helped 5,500
companies, including4,675 small firms,
snare overseas buyers. Both are in-
creases from2009.

Getting a safety net
Osagian Canoes’ Carr says the Expor-

Techworkshophe attended taught him
that, for a fee, the Export-Import Bank
provides insurance if an overseas cus-
tomer doesn’t pay a bill. He also discov-
ered “the English language is the lan-
guage of business. I thought Iwas going

to have to learn to speakGerman.”
Osagian executives looked across the
Atlantic because U.S. sales have been
stagnant, at about 750 to 800 canoes
each year, mostly to resorts and camps.
“We just felt maybe the U.S. market
was a little bitmature,” he says.

Carr didn’t have to search too stren-
uously for his first customer. A kayak
distributor in Denmark called and
asked if he could sell Osagian’s canoes
todealers inhis country, and inNorway
and Sweden. Carr says Osagian makes
the only aluminum canoe whose hull

pieces are welded rather than riveted,
making itmore durable.
Yet it occupies so much space that
only 20 fit in a 2,500-cubic-foot ship-
ping container. Delivery costs of $5,000
a shipment, or $250 per canoe, would
add a 28% premium to a $900 canoe.
But Carr realized that Osagian instead
could open a small factory in Denmark
and ship 200 unassembled canoes at
about a tenth of the per-container cost.
Osagian has made about 100 canoes at
its two-employee Denmark plant; 22
have been sold.
Carr also attended anoutdoor-equip-
ment trade show in Nuremberg, Ger-

many, where he met nine sales repre-
sentatives who agreed to sell Osagian’s
canoes in Germany, France, England,
Switzerland and Austria. All told, Osa-
gian expects to sell about 175 canoes
overseas this year, boosting sales 20%.
His next targets: Southern Hemi-
sphere regions such as South America
and Australia, which enjoy summer
when the U.S. is slogging through win-
ter. That would help Osagian prop up
sales in theU.S. off-season. Carr expects
to increase foreign sales to about 500 a
year by 2013. That would mean dou-
bling his six-employee staff.

Seeking othermarkets
The wake-up call for some fledgling
small-business exporters came during
the recession.
“You start seeing your business al-
most failing, and we’re like, ‘OK, we
have to (pull out) all stops here,’ ” says
Jason Meyer, CEO of Blue Cube LCD,
which makes parts and enhancements
for liquid-crystal displays.
Meyer says the Garner, Iowa, firm’s

initial overseas buyers were referrals
from U.S. customers. It’s now cranking
out LCDparts for the first exports— to a
maker of tractor GPS systems in Italy
and a factory automation producer in
France. He’s also planning an e-mail
marketing drive.
He fretted about complex shipping

codes and duty payments. Entering the
wrong shipping code has caused his
products to languish at ports for aweek
or more. But he says officials at Com-
merce help centers “are making it a lot
easier.” The Italian order, he says, is for
250 units a month, and filling it will
require him this year to add 10 to 15
employees to his staff of 18.
Veteran exporters, meanwhile, are
growing. Epicurean, which makes res-
taurant-quality cutting boards for con-
sumers, began shipping overseas in
2005, and its exports to 48 countries
now make up 40% of sales, says Presi-
dent David Benson. The Duluth, Minn.,
firm found its first buyers through a
Commerce website that links U.S. sell-
ers with foreign buyers. It expanded by
meeting dealers at trade shows. Today,
four of his 27 employees handle ex-
ports exclusively, he says.
There are challenges, Benson says,
such as being unable to easily visit a
store to see how the cutting boards are
displayed. But if not for exports, he
says, sales growth this year would be
5%, not the 40% Epicurean expects.
Benson says many customers want
productsmade in theUSA. “There’s just
not asmany . . . as there used to be.”

Recession spurred small companies to try exporting
Continued from1B
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Cast off:GlennWalton puts a canoe in the test pool afterwelding the seams at Osagian Canoes in Lebanon,Mo. The com-
pany ships canoes in pieces to Denmark,where they are assembled and sold in Europeanmarkets.

Global: John Carr of Osagian Canoes inMissouri is looking to South America.

Online help for exporters
www.export.gov: General informa-
tion on exporting, including regulations
and country and industry reports.
www.buyusa.gov/home/fuse.html:
Listing of exporters’ products for cus-
tomers around theworld.
http://us.kompass.com: Directory of
foreign companies. Exporters can use it
to identify prospective customers or list
themselves to reach prospects.
www.export-u.com: Free training
for exporters.
www.webportglobal.com: Lets U.S.
exporters communicate and share in-
formation.

www.russelljohns.com/usatoday | Hours of operation: Mon. - Fri., 8:30 am - 6:00 pm [EST] | To advertise call 1.800.397.0070 Toll-free in the U.S. only
MARKETPLACE TODAY

NOTICES

LEGAL NOTICE

LEGAL NOTICE

SUPERIOR COURT OF THE STATE OF CALIFORNIA
COUNTY OF LOS ANGELES

CITY OF MIAMI POLICE RELIEF AND PENSION FUND, Case No. BC411143

Plaintiff(s), SUMMARY NOTICE
vs.

R. CHAD DREIER, LESLIE M. FRECON, ROBERT E. MELLOR, Judge: Hon. Jane L. Johnson
NED MANSOUR, ROLAND A. HERNANDEZ, WILLIAM L. JEWS, Dept.: 308
CHARLOTTE A. ST. MARTIN, NORMAN J. METCALFE,
DANIEL T. BANE, PAUL J. VARELLO, JOHN O. WILSON,
GORDON A. MILNE,

Defendants,

- and –

RYLAND GROUP INC., a Maryland corporation,
Nominal Defendant.

SUMMARY NOTICE OF PENDENCY AND PROPOSED SETTLEMENT OF
SHAREHOLDER DERIVATIVE LITIGATION

TO: ALL PERSONS WHO OWN SHARES OF THE RYLAND GROUP, INC. (“RYLAND” OR THE
“COMPANY”) COMMON STOCK AS OF MARCH 10, 2011 AND CONTINUE TO OWN SUCH SHARES

YOU ARE HEREBY NOTIFIED, pursuant to an Order of the Superior Court of California, County of
Los Angeles (the “Court”), of (i) the pendency of the above-captioned shareholder derivative litigation (the
“Litigation”), which was brought by Plaintiff City of Miami Police Relief and Pension Fund on behalf of and
for the benefit of Ryland; and (ii) a proposed settlement of the Litigation (the “Settlement”), subject to Court
approval, as provided in a Stipulation of Settlement (the “Stipulation”) that is filed with the Court and
available for review as indicated below. A hearing will be held on June 6, 2011, at 11:00 a.m., before
the Honorable Jane L. Johnson, at the Superior Court of California, County of Los Angeles, 600 S.
Commonwealth Ave., Dept. 308, Los Angeles, CA 90005 (the “Settlement Hearing”) to, among other things:
(i) determine whether the proposed Settlement should be approved; (ii) determine whether the Litigation
should be dismissed with prejudice; and (iii) consider Lead Counselʼs application for an award of attorneysʼ
fees and reimbursement of litigation expenses.

IF THE SETTLEMENT IS APPROVED, THE RIGHTS OF RYLAND SHAREHOLDERS TO PURSUE THE
CLAIMS THAT ARE BEING RELEASED PURSUANT TO THE SETTLEMENT WILL BE AFFECTED.

Please Note: This Litigation was brought as a derivative action, which means that it was brought
on behalf of and for the benefit of the Company. As a result, the benefits of the Settlement, which consist
of a $1 million cash payment and the adoption by Ryland of additional corporate governance measures,
will go to Ryland. In a derivative action, individual shareholders do not receive any direct recovery from
the settlement.

A more detailed Notice of Pendency and Proposed Settlement of Shareholder Derivative Litigation
(the “Notice”) that provides additional information concerning the Litigation, the terms of the proposed
Settlement, and Ryland Shareholdersʼ legal rights with respect to the proposed Settlement and the
application for attorneysʼ fees and litigation expenses, along with copies of the Stipulation and other
documents filed in the Litigation, can be obtained from either of Lead Counselʼs websites, www.blbglaw.com
or www.milberg.com. The Notice also has been filed as an exhibit to the Form 8-K filed by Ryland on
April 4, 2011, and it is posted on Rylandʼs website, www.ryland.com, and on Lead Counselʼs firm websites,
www.blbglaw.com and www.milberg.com. You also may examine the Court files for the Litigation during
regular business hours at the Superior Court of California, County of Los Angeles, 600 S. Commonwealth
Ave., Los Angeles, CA 90005.

If you owned shares of Ryland common stock as of March 10, 2011 (the date of the Stipulation) and
continue to own such shares through June 6, 2011 (the date of the Settlement Hearing), you may, if you
wish to do so, comment to the Court on the proposed Settlement and/or the application for an award of
attorneysʼ fees and reimbursement of litigation expenses. Any objections to the proposed Settlement and/or
the application for attorneysʼ fees and expenses must be filed with the Court and delivered to Lead Counsel
and Counsel for each of the Defendants such that they are received no later than May 23, 2011, in
accordance with the instructions set forth in the Notice.

PLEASE DO NOT CONTACT THE COURT OR THE CLERKʼS OFFICE REGARDING THE SETTLEMENT
AND THIS NOTICE. All inquiries may be made to Lead Counsel:

Timothy A. DeLange, Esq.
BERNSTEIN LITOWITZ BERGER & GROSSMANN LLP

12481 High Bluff Drive, Suite 300
San Diego, CA 92130

(866) 648-2524 / blbg@blbglaw.com
or

Robert A. Wallner, Esq.
MILBERG LLP
One Penn Plaza

New York, NY 10119-0165
(800) 320-5081 / ContactUs@milberg.com

Lead Counsel

By Order of the Clerk of Court
Superior Court of California
for the County of Los Angeles

LEGALNOTICE

If you were a purchaser of a vegetable oil soft
spread or stick product manufactured by Unilever,
you may be part of this class action settlement.

A settlement has been proposed in two lawsuits regarding the labeling and advertising practices
of Unilever for its vegetable oil soft spread and stick products. The class action lawsuits are Rosen v.
Unilever United States, Inc., No. C 09-02563 JW (N.D. Cal.) and Red, et al. v. Unilever United States,
Inc., et al., No. C-10-00387 JW (N.D. Cal.).

The United States District Court for the Northern District of California authorized this notice. Before
the settlement is final, the Court will have a hearing to decide whether to approve the settlement.

WHO’S INCLUDED?

The Settlement Class is defined as any person who purchased on or after January 1, 2000 to March
11, 2011, one or more soft spread or stick products manufactured by Unilever, including private label
products, containing partially hydrogenated vegetable oils or artificial trans fats. Unilever’s soft spread
and stick products include, but are not limited to, “I Can’t Believe It’s Not Butter!”®, Brummel &
Brown®, Imperial®, Shedd’s Spread Country Crock®, Willow Run® Margarine, and Unilever’s private
brand label products such as those sold at Kroger. Amore complete list of products is available at www.
noticeclass.com/redandrosensettlements.

WHAT’S THIS ABOUT?

The two lawsuits contend that Unilever falsely advertises its vegetable oil soft spread and stick products
as “healthy” and “nutritious” when in fact they contain partially hydrogenated vegetable oils which contain
trans fats, which plaintiffs claim is “dangerous” and “unhealthy.” Unilever denies any wrongdoing. The
Court did not decide which side was right, but both sides agreed to the settlement to resolve the case and
benefit the Class Members.

WHAT DOES THE SETTLEMENT PROVIDE?

The Settlement Agreement, which is available at www.noticeclass.com/redandrosensettlements,
describes all of the details about the proposed settlement. The settlement will require Unilever from
December 31, 2011 to December 31, 2021 to remove partially hydrogenated vegetable oils from its soft
spread products, and from December 31, 2012 to December 31, 2022 to remove partially hydrogenated
vegetable oils from its stick products. These terms apply to the Unilever-branded products listed above,
as well as the store-labeled products that it manufactures. The Settlement consists solely of required
changes to Unilever’s products, including removal of partially hydrogenated vegetable oils from soft
spread and stick products, and does not require Unilever to expend a particular amount of money in
making those modifications.

WHO REPRESENTS YOU?

The Court has appointed Reese Richman LLP, The Weston Firm, and Beck & Lee Business Trial
Lawyers as Class Counsel. Class Counsel will request that the Court award attorney’s fees and expenses
that will not be paid by Class Members or from class benefits. You may hire your own attorney, if you
wish; however, if you do, you will be responsible for your own attorney’s fees and expenses.

WHAT ARE YOUR OPTIONS?

If you fit within the definition of the Settlement Class, you are automatically a class member. You
are not required to appear at the Final Approval Hearing.

If you do not want to be a member of the Settlement Class, you must send a written request for
exclusion to Red and Rosen Settlement, P.O. Box 12943, Birmingham, Alabama 35202-2943, by May
16, 2011. Your written request for exclusion must contain: (1) identification of the class action you
would like to be excluded from, e.g., Rosen and Red cases; (2) your full name and current address, (3) a
statement that you wish to be excluded from the Settlement Class, and (4) your signature.

If you would like to object to the settlement, you must abide by the requirements set forth at www.
noticeclass.com/redandrosensettlements. Your objection must be sent to the address listed above by May
16, 2011. You may also request in writing to speak at the Final Approval Hearing.

RELEASE OF CLAIMS

If the Settlement receives final approval from the Court, you and all members of the Settlement Class
will have fully released and forever discharged Unilever and other released persons from all claims related
to this lawsuit, as more fully set forth in the Settlement Agreement, unless you have elected to exclude
yourself from the Settlement Class.

COURT HEARING

The Court will hold the Final Approval Hearing in the cases on June 20, 2011 to consider whether
to approve the settlement and a request by Class Counsel for attorney’s fees and costs for $490,000 for
investigating the facts, litigating the cases, and negotiating the settlement; and a $4,500 service award for
each of the four Plaintiffs.

Formore information, youmayvisit thewebsitewww.noticeclass.com/redandrosensettlements,
call 1-888-878-1987, or write to Red and Rosen Settlement, P.O. Box 12943, Birmingham,
Alabama 35202-2943.
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