
ASSOCIATED PRESS

WASHINGTON  — Federal 
antitrust regulators have cleared 
Cerberus Capital Manage-
ment’s $7 billion purchase of 
DaimlerChrysler AG’s Chrysler
unit, people close to the deal 
said yesterday.

The Federal Trade Commis-
sion made its decision before 
the end of a standard 30-day 
review, according to two people, 
who spoke on condition of ano-
nymity because they were not 
authorized to speak publicly on 

the matter. Early termination of 
an FTC review typically signifi es
that  no conditions will be placed 
on the deal.

The FTC refused to comment.
Private-equity fi rm Cerberus 

agreed last month to pay Daim-
lerChrysler  $7.4 billion for 80.1 
percent of its U.S. automotive 
operations, which were bought 
by Daimler for $36 billion in 
1998. The deal is expected to 
close in the third quarter. 

Daimler’s board approved the 
transaction last month.

The Chrysler purchase adds to 
Cerberus’ automotive holdings, 
which include a 51 percent stake 
in GMAC Financial Services.  

WALL STREET JOURNAL

Random tax audits are coming 
back.

Beginning this fall, the Internal 
Revenue Service plans to revive 
a once-controversial practice of 
randomly targeting thousands 
of taxpayers for audits, even 
when the agency has no reason 
to suspect  wrongdoing. 

IRS offi cials expect the inqui-
ries  to provide fresh data to up-
date the top-secret formulas the 
agency uses to help select which 
returns to audit and thus enable 
it to do a better job of combating 
tax-dodging.

The fi rst wave of random 
audits will start in October and 
target about 13,000  returns for 
the 2006 tax year, selected from 
various income categories. The 
IRS said it expects to conduct 
random audits on similar-size 
groups in subsequent years.

Although the number of 
taxpayers affected represents a 
tiny share of the 136 million tax 
returns expected this year, many 
of the random audits “will prob-
ably cover more ground than a 
regular audit,”  said Mark Mazur, 
the agency’s  director of research, 
analysis, and statistics. 

What’s more, many targeted 
taxpayers might want to hire an 
accountant or lawyer to repre-
sent them, which can  cost  hun-
dreds or thousands of dollars.

The  IRS is under  intense pres-
sure from Congress, struggling 
with large budget defi cits, to 
take bolder action to slash the 
 difference between what the 
government collects each year 

and what it should be collect-
ing. The IRS estimates this gap at 
around $290 billion.

 Agency  offi cials say the new 
 audits will be less burdensome 
than a program in the early 
1990s that attracted intense 
criticism as  overly intrusive and 
time-consuming for many tax-
payers.

 They were asked for such 
things as birth certifi cates, So-
cial Security cards, and details 
of contracts specifying how they 

would be paid. Mr. Lifson didn’t 
 recall how much he charged the 
clients, but said both wound up 
owing no additional tax.

In the mid-1990s, the IRS 
made plans for another round 
of random audits to gather fresh 
data. 

But the uproar from the 
previous project “was so fi erce 
that the program was stopped 
cold,”  former IRS Commissioner 
Charles Rossotti recalled in a 
book he wrote about his experi-
ence.  

 One area that could get at-
tention in the latest research is 
capital gains taxes. The reason: 
IRS offi cials and lawyers suspect 
the government is losing billions 
of dollars in tax revenue because 
many investors infl ate the cost 
basis, or the price they originally 

paid for stocks and other securi-
ties,  to report lower capital gains 
when the securities are sold.

  For a taxpayer  chosen for a 
random audit, how painful and 
expensive will it be? And what 
self-protection measures can be 
taken?  

 The IRS’ Mr. Mazur  said some 
of the targeted taxpayers won’t 
even realize they’ve been picked. 
That’s because the IRS will be 
able to verify everything it needs 
 by computerized comparing 
of what the taxpayer put down 
on the return against what was 
reported separately to the IRS by 
fi nancial institutions, employ-
ers, and others. 

And in some cases the IRS will 
be able to get most or all of what 
it needs from a taxpayer by mail.

But “the majority” of  returns 
selected for the  audits will lead 
to in-person meetings with IRS 
examiners, and many people 
will face more-detailed ques-
tions than in regular audits, Mr. 
Mazur said. 

That’s because IRS researchers 
need the additional information 
for their studies. In addition, 
agents may  pay more attention 
to smaller dollar amounts be-
cause even such small amounts 
can be important for research 
purposes.

 To protect themselves, tax-
payers should  make sure they 
 have as much supporting docu-
mentation as possible,  neatly 
organized so that the  tax pro 
won’t have to spend many bill-
able hours sorting through the 
 papers.  
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First Defi ance Financia  l 
Corp. declared a quarterly cash 
dividend yesterday of 25 cents 
a share, payable July 27 to share-
holders of record July 13.

25¢ from First Defiance
D I V I D E N D

IRS to resume, toughen
program of random audits

The agency is seeking 
information to update 

is program against
tax dodgers

Geneticist Stephen Jones says the gene that prevents plant death has been identifi ed.

NEW YORK TIMES PHOTOS

Researchers on trail of wheat
that needn’t be planted yearly
NEW YORK TIMES 

PULLMAN, Wash. — It is the 
holy grail for wheat farmers, 
and environmentally correct, 
to boot: a perennial food plant 
that requires plowing only 
once every three to fi ve years 
and prevents dust storms, 
stems soil erosion, and  ab-
sorbs carbon to help mitigate 
climate change.

Geneticist Stephen Jones 
said the latest search for pe-
rennial wheat, which comes 
up each year, began a decade 
ago here at Washington State 
University   with a big question: 
What are the genetics that gov-
ern a plant’s annual nature?

 “It’s only a single gene that 
convinces a plant not to die,” 
he said. Once that gene is by-
passed through breeding, “the 
question is, Does it have what 
it takes to live?” 

 A successful perennial 
wheat not only has to live but 
also to do it in the right ways: 
It has to enter a dormant cycle 
in the fall and then return to 
life in the spring; it has to look 
like wheat, have a satisfactory 
yield, and must thresh cleanly.

Mr. Jones and his graduate 
students overrode the “death” 
gene in the late 1990s through 
 crossing  wheat with wild grass, 

not through genetic modifi -
cation.  But the process  takes 
years, allowing plants to breed 
at their natural pace to make 
sure the wheat ends up with 
the right characteristics.

“We stick them together like 
putting a certain bull and a 
certain cow together in a cer-
tain corral,” Mr. Jones said. As 
the plants create offspring, the 
scientists select for the traits 
they wish to perpetuate and 
plant them. 

   Farmers selected annual 
wheat  for domestication be-
cause of its high grain yield, 
which means the plant sacri-

fi ced other attributes to maxi-
mize the amount of seed.

Annual wheat, for example, 
needs help from herbicides 
to ward off invasive species, 
because it cannot compete 
with weeds, and it is less natu-
rally pest resistant. It does not 
use nitrogen effi ciently, so 50 
percent of the nitrogen fertil-
izer applied runs off, polluting 
streams and groundwater.

 Researchers are still years 
away from replacing annuals 
with perennials, because of 
the slow breeding programs. 
“It won’t be in my lifetime,” 
said Mr. Jones, who is 50.  

Perennial wheat would require plowing only once every 
three to fi ve years and would prevent soil erosion.

FTC reportedly OK’s deal for Chrysler

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 5.20%

11 mos.
  $1,000 5.20%

15-17 mos.
  $1,000 3.95%

37-60 mos. 7.29%    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%

7 mos.
 $5,000   5.25%

13 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     N/A%     7.50%

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

6 mos.
   $5,000   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  5.35%

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.     6.99%    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.     7.99%    7.99%

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

6 mos.
 $10,000   5.40%

15 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     4.55%

24 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%

State Bank & Trust, Sylvania
419-882-2145  $50,000     4.20%  $10,000   4.90% 

          8 mos.
  $1,000    5.30% 
       13 mos.

  $1,000    4.25%
        60 mos.    7.99%    6.99%

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.   8.00%    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      4.15%   $500        4.15%

         3 mos.  
 $500  5.00%
       30 mos.

 $500        5.10% 
48 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 19, 2007

Plunge in home prices predicted
ASSOCIATED PRESS

NEW YORK  —  Some home-
owners in California, Florida, 
and the southwestern U.S. now 
face more than a 60 percent 
chance their property will be 
worth less in two years, accord-
ing to a new study by a mortgage 
insurer. 

But Texans and Midwestern-
ers have  much less reason to 
worry, the study released yester-

day  by PMI Mortgage Insurance 
Co. found.

It says the chance of price 
depreciation in markets such as 
Dallas, Houston, and Indianapo-
lis is just under 10 percent. 

The likelihood of depreciation 
is lowest in  Pittsburgh,   at 6.4 
percent.  

But the study  found that 15 
of the nation’s 50 largest metro 
areashave a greater than 50 per-

cent chance of  price drops.
Eleven of those markets are in 

California and Florida, includ-
ing Los Angeles and Miami.  The 
riskiest  markets are Riverside, 
Calif., Phoenix, Las Vegas, and 
West Palm Beach, Fla.,  each 
with a greater-than-60 percent 
chance of depreciation.

the average chance of a price 
decrease in the 50 largest mar-
kets is 34 percent, PMI said.  

 Since drive-in theaters hit 
their peak in 1958 with 4,063 
screens nationwide, the num-
bers have steadily declined.

The drive-in industry was 
hurt badly in 1966 when Con-
gress established national day-
light-saving time, forcing out-
door cinemas to start an hour 
later. And in the 1980s, the land 
where drive-ins existed became 
sought after by mall developers 
and big-box retail chains. 

As of August,  398 drive-
ins and  651 screens were left 
nationally, according to the 
United Drive-In Theatre Own-
ers Association. One is in metro 
Toledo, Sundance Kid Drive-In
on Navarre Avenue in Oregon.

But lately, drive-ins na-
tionally have experienced a 
mini-resurgence. Although 
 the numbers keep dwindling, 
several older and previously 
closed outdoor screens have 
reopened in states like Texas 

and California. Some inves-
tors, looking to capitalize on 
nostalgia, have built drive-ins. 
One was opened last month  in 
Costa Mesa, Calif., using a new 
infl atable screen. 

Paul Geissinger , president 
of the trade group  based in 
Middle River, Md., said a fi lm
at a drive-in is “an economical 
way to be entertained.”  

It’s more relaxed and more 
of an event than a traditional 
theater, he said. 

The Saunderses will get 
fi lms through a booking agent 
in Cleveland, choosing  them 
based on community tastes. 
They expect to show two 
fi lms on Friday, Saturday, and 
Sunday nights, with the fi rst 
 PG-rated and the second likely 
PG-13.

“We hope it’ll be a success, 
but if not, we’ll watch a few 
movies by ourselves this sum-
mer and we’ll have learned 
something about running a 
business,” Mrs. Saunders said. 

Contact Jon Chavez at:
jchavez@theblade.com

or 419-724-6128.

Drive-in 
Continued from Page 6

Cadbury
predicts sale
for drinks
unit in U.S.
ASSOCIATED PRESS 

LONDON  — Cadbury 
Schweppes PLC said yesterday 
it plans to close 15 percent of its 
candy factories by 2011, cutting 
about 7,500 jobs, and is likely 
to  sell the U.S. unit that makes 
7-Up, Dr Pepper, and Snapple 
soft drinks.

Friday was the deadline for 
expressions of interest. Private 
equity groups and the Canadian 
bottler Cott Corp., which makes 
private-label soft drinks for re-
tailers like Wal-Mart Stores Inc., 
are thought to be among the 
possible bidders.

Cadbury Schweppes  had 
announced in March that it 
planned to separate its drinks 
and candy businesses — under 
pressure from investors led by 
U.S. billionaire Nelson Peltz — 
but had not indicated whether it 
would sell the beverage business 
or spin it off to shareholders.

Cadbury, which has  about 
50,000 employees in its candy 
and gum business, has 35 con-
fectionery sites across Europe, 
the Middle East, and Asia plus  59 
 bottling and manufacturing sites 
worldwide.

  Cadbury, which also has prod-
ucts including  Dairy Milk choco-
late and Trident Gum, had been 
under increasing pressure to 
revert to its origins as a confec-
tionery company by spinning off 
the U.S. drinks business, partic-
ularly since it sold its European 
soft drink unit in 2005.
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