
Answers to the 
seven most asked 
questions about 
SUPERSORB: 

When we introduced SUPERSORB® water absorbants a few-
years ago we were confident that they would be successful, but 
we had no idea that this practical and versatile water manage-
ment tool would generate so much enthusiasm among landscape 
professionals. 

We,ve compiled some of the most frequently asked ques-
tions and answers. If your questions aren't answered here, give us 
a call toll-free at the number below. 

Q : What is SUPERSORB and what does it do? 

A l SUPERSORB is a water absorbant. It consists of acrylic 
copolymer crystals which absorb water to increase the 
moisture holding capacity of soil. SUPERSORB crystals can 
absorb up to 200 times their weight in water and release 
nearly 100 percent of their reserves as the soil dries out or 
plants require it. SUPERSORB keeps on working for at least 
two years. It is non-toxic to plants, people and animals, and 
is eventually metabolized by soil microorganisms. 

Q : What will SUPERSORB do for me in landscape 
installation and maintenance? 

A : SUPERSORB C lets you and your customers extend the time 
between waterings. It helps trees, shrubs, bedding and con-
tainer plants and ground covers survive moisture stress 
conditions. SUPERSORB F a n be used as a nxndip for 
bareroot plants, added to hydroseeding mixtures or used to 
speed the establishment of sod So SUPERSORB saves you 
time and water and gives you better plant establishment. 

Q : What's the difference between SUPERSORB and other 
water absorbants on the market? 

A : Aside from SUPERSORBs unique blue color, which is help-
ful when mixing it into the soil, you'll find that 
SUPERSORBs particle size is more uniform tor more pre-
dictable performance. In addition, SUPERSORB is backed by 
AQUATROLS' customer service and 35 years of experience. 

Q l Which particle size, Coarse or Fine should I use? 

A : We recommend SUPERSORB C Coarse Particle (l-2mm) 
for transplanting trees and shrubs, amending the soil in 
beds, containers and hanging baskets. SUPERSORB F, Fine 
Particle (<.5mm) is used for hydroseeding, installing sod, 
seeding and for root dipping bareroot stock 

Q t Will SUPERSORB waterlog the soil or take water away 
from plant roots? 

A : No to both questions. SIPERSORB expands into discrete 
chunks; it doesn't form a soggy mass. As SIPERSORB 
expands and contracts it actually helps keep the soil or 
container mixes open and loose. Since water must be in a 
free state for SUPERSORB to absorb it, water clinging to 
soil particles or within plant root tissues cannot be 
absorbed by the crystals. 

Q l How much does SUPERSORB cost to use? 

A : It costs about $.50 to amend the backfill tor a tree or shrub 
with a one ftx)t in diameter rootball. 

Q : Where can I buy SUPERSORB? 

A : From the turf and hort supply distributors throughout 
North America. If your distributor doesn't stock SIPERSORB, 
accept no substitutes. Call us toll free and we ll give you 
the name of the nearest SIPERSORB distributor. 

Call us for further information, technical service or a free sample. 1-800-257-7797, in N J. (609) 665-1130. 

AQUATROLS 
The Water Management People 

1432 Union Ave., Pennsauken, NJ 08110 FAX: (609) 665-0875 
Circle No. 101 on Reader Inquiry Card 
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Reroute roots and 1 
the ugly side of yoi 
Introducing Typar 
Biobarrier root 
control system. 

Give unsightly roots a new direction in 
life. Down. With new Biobarrier, the ad-
vanced root control system that sends your 
maintenance costs in the same direction. 

Biobarrier combines two of the most 
effective, longest-lasting elements in root 
control. One is Treflan1", one of the most 
proven herbicides in the country, featuring 
new controlled-release pellet technology. 
The other is Typar" fabric, made with 
rugged polypropylene geotextile that's 
porous enough to let air and water through 
but holds the Treflan pellets in place. 

Together, they reroute roots without 
harming your trees and plants. And 
preserve the beauty of your landscaped 
areas — golf greens, cart paths, sidewalks, 
curbs, walkways, parking lots, swimming 
pools, gardens and others — for years 
to come. 

For 15 years or more. 
Underground, Biobarrier sets up a solid 

rootproof zone that spans one to two 
inches on each side of the fabric. That's the 
Treflan controlled-release vapor zone. A 
zone so powerful, it repels roots at a 
controlled rate for 15 years or longer. 

Top Without Biobarrier, tree roots penetrate paved surface and 
aggregate base, causing unsightly cracking and heaving. 

Bottom With Biobarrier, a protective zone of Treflan vapor 
reroutes roots downward without harming roots or tree. 

For half the cost or less. 
By rerouting roots downward, Biobarrier 

protects your golf greens, cart paths, tennis 
courts, swimming pools and other recrea-
tional areas from unsightly roots. And helps 
keep your reputation in good standing 
among your customers. 



time 

The cost savings are just as dramatic. 
Over 50%, in fact, during Biobarrier's 
lifespan. 

Without Biobarrier, you're spending 
plenty to trench, trim roots and replace 
damaged landscaping. And it has to be 
redone often to protect greens, cart paths 
and other landscaping. 

But with Biobarrier, you'll only do the 
job once every 15 years — trim roots, 
replace damaged cart paths and install 
Biobarrier. 

Easy on plants and 
landscaping. 

Unlike other root control methods, 
Biobarrier won t harm trees or nearby 
landscaping. It doesn't kill roots, it 
just reroutes them away from your golf, 
recreational or landscaped areas. 

Treflan's active ingredient is biodegrad-
able. It can't be taken up by plant 
systems. And it stays put without 

leaching to keep 
rerouting roots for 

15 years or 
longer. 

Easy to install. 
The Typar fabric in Biobarrier is flexi-

ble to make installation simple. Just install 
vertically along your golf, recreational or 
landscaped areas where tree roots threaten 
to bring out the ugly side of your 
landscape. 

Call toll-free. 
For the complete story on Biobarrier, 

see your Elanco representative. Or send for 
a free technical brochure from Elanco 
Products Company, Lilly Corporate Center, 
Dept. EM-455, Indianapolis, IN 46285, 
U.S.A. Or call toll-free: 1-800-352-6776. 

Biô barrier 
Root Control System 

Typar Biobarrier is jointly marketed by Reemay, Inc., a member 
of The InterTech Group. Inc., and Elanco Products Company, a 
division of Eli Lilly and Company. 
Treflan* — (trifluralm. Elanco) 

• 



cated that LCOs will pay a 
higher price for herbicides 
that are more effective, bet-
ter at reducing callbacks or 
c a n c e l l a t i o n s , sa fer and 
manufactured by a com-
pany that provides business 
training. • 

T R E E S 

'Tree Museum' 
opens in Dallas 
GARLAND, Texas — Un-
der the headline " A Tree 
Museum," the Dallas Morn-
ing News reported in De-
cember that a large tract of 
unspoiled forest land was 
p u r c h a s e d b y D a l l a s 
County and will be pre-
served for viewing. 

The 69-acre site is home 
to trees more than a century 
old and over 100 feet tall. 

Plans for the forest are 
still incomplete, but a trail 
and interpretive signs are 
likely to be installed, said 
Jim Stone, design and de-
velopment coordinator for 
the Garland Parks and Rec-

reation Department. 
St i l l , the quest ion re-

mains, will they charge the 
people a dollar-and-a-half 
just to see 'em? • 

I N D U S T R Y 

Get a job! 
DALLAS — Robert Leen-
houts, general manager of 
Bent T r e e Country Club 
here, recalls the time when 
he was involved in the pro-
cess of looking for a new 
c l u b s u p e r i n t e n d e n t . 
Among the dozens of re-
sumes that made its way to 
his desk was a sloppily-
typed sheet paperclipped to 
a picture of the applicant 
sprawled across the hood of 
a 1957 Chevy. He didn't get 
the job. 

" Y o u ' v e got to r e -
member that you're selling 
yourself , that everything 
you supply to a potential 
employer is a marketing 
tool," Leenhouts told atten-
dees at the Texas Turfgrass 
Conference recently. That 
means you offer a well-pre-

pared, neat resume (note 
accommpanying chart). 

When you get to the in-
terview stage, be relaxed 
yet enthusiastic, show up 
on time (if not a bit early), 
wearing a dark gray or blue 
suit. Know a little bit about 
the club and community, 
he adds. Also, anticipate 
the questions you're likely 
to be asked, such as "What 
are your career goals?" or 
"Why do you want to be su-
perintendent of this c lub?" 

F inal ly , fo l low-up the 
interview with a brief note 
of thanks. 

When the job is offered, 
make sure you know ex-
actly what it entails. "Don't 
f o o l y o u r s e l f , " s a y s 
Leenhouts. "Don't take it if 
you don't think you can do 
it. You going to hurt your-
self, you're going to hurt the 
c lub and you're going to 
hurt your association." 

If you do accept, make 
sure you have negotiated 
the important aspects of the 
positions: when you start, 
the salary, benefits and in-

cidentals such as moving 
expenses, vacation, use of 
facilities, etc. • 

Resume dos 
and don'ts 

RESUME DOS: 
• Include name address, 
phone number (at work and 
at home). 

• List professional expe-
r i e n c e in r e v e r s e c h r o -
nological order. 

• Stress the positive, de-
emphasize the negative. 

• Include personal in-
f o r m a t i o n a b o u t y o u r 
spouse, children and any 
organizations you may be-
long to. 

• Include information 
on your educational back-
ground, accomplishments 
and references (or a state-
ment that they'll be pro-
vided upon request). 

• Be o b j e c t i v e about 
your career goals. 

• I n c l u d e a r e c e n t 
picture. 

RESUME DONTS 
• Don't include informa-
tion about your race, re-
ligion or political affiliation. 

• Don't create false im-
pressions. ( " R e m e m b e r , " 
says Leenhouts, " i f you're 
hired under false pretenses 
you may soon find yourself 
out of a job.") 

M A N A G E M E N T 

Tips on selling 
design projects 
NASHVILLE, Tenn — To 
be successful at selling your 
design projects, it's impor-
tant that you—not the cus-
tomer—remain in control 
of the sale, says green in-
d u s t r y c o n s u l t a n t Ed 
Wandtke, who discussed 
how to do that at the Land-
scape Exposition here. 

S i n c e 90 p e r c e n t of 
y o u r i n i t i a l c l i e n t c o n -
tacts will be over the tele-
p h o n e , s a y s W a n d t k e , 
start by having an experi-
enced, profess ional per-
son on the l ine that will 
give the cal ler a favorable 
impression of your firm. 
T h a t person should put 
together a master list of 
da ta t h a t i n c l u d e s t h e 
name and sex of callers, 
t h e i r a d d r e s s e s , p h o n e 

Attn: Small Landscapers... 
the T-50 HydroSeeder means business. 

The Finn T-50 yields a top-notch finished job in less t ime and with less 
manpower than any other comparable machine on the market. Mixing, 
suspending and spraying of heavier concentrations of seed, fertilizers, 

lime and fiber mulches makes the T-50 a real profit workhorse. Your 
- * profits wil l increase 

J T because of the terrific 
cost savings in t ime 

and labor. Before you 
know it, you'l l be 

competing with the 
big g u y s . . . 
r 

T50 HYDROSEEDER' 

Just look at all these benefits: 
• Coverage of 6,000 to 7,000 square feet per tank load 
• Economical, one man operation 
• Variable speed, reversible, hydraulic motor driven agitator 
• Option of diesel power for added operating economy 

FINN ONE TOLL FREE CALL PUTS YOU 
IN TOUCH WITH ALL THE FACTS. 

Toll Free (800) 543-7166 
Ohio residents call collect: (513) 874-2818 

9281 LeSaint Drive • Fairfield, Ohio 45014 • (513)874-2818 C O R P O R A T I O N 
AMERICA'S LARGEST PRODUCER OF EROSION CONTROL EQUIPMENT. 





n u m b e r s at h o m e and 
work and a time when you 
can call back or meet with 
them. 

In addition, the phone 
p e r s o n s h o u l d h a v e a 
checklist on hand of the 
types of projects you per-
form. That way, they can 
more accura te ly record 
what type of project the 
caller has in mind. If it's a 
commercial project, get the 
name of the purchasing 
agent or building manager 
you'll be working with. 

" I f you're not getting 
that information, you're 
missing the first chance you 
have to sell your company," 
says Wandtke. 

On your initial visit, 
show up early, take morn-
ing, daytime and evening 
photographs of the site and 
never ask the question, 
'how much do you plan on 
spending for this project?' 
44Who really wants to reveal 
that kind of information?," 
asks Wandtke, who advo-
cates offering the client a 
more e x p e n s i v e design 

they may finance over the 
course of several years. 

If you're invited into the 
customer's home or office, 
make a mental note of their 
tastes in design. " Y o u r 
mind needs to start build-
ing an inventory of ideas 
about what these people are 
like." 

Here are some addi-
tional tips from Wandtke: 

• When presenting the 
plan, let the drawing speak 
for itself. "Just let it hap-
pen," says Wandtke. "You 
can sell more effectively by 
waiting than you can by 
pushing them into an opin-
ion." 

• After the project is sold, 
always keep quality, price 
and time in mind. All your 
projects should be done 
well, but if the client wants 
the cheapest design possi-
ble, schedule the work for 
when your more important 
projects are finished or near 
completion. If they want it 
done right away, it should 
cost them more, and re-
member that the customer 

is a l w a y s r i g h t , s a y s 
Wandtke. "If they say, 'I can 
get it done cheaper, ' tell 
them that they could have 
bought cheaper clothes, a 
cheaper car or a cheaper 
house. Tell them 4I don't de-
sign cheap projects. I de-
signed one for you.' " • 

RESEARCH 
Researcher after 
the truest green 
RIVER FALLS, Wise. — 
Some day, millions of golf-
ers will owe a debt to Do-
navon Taylor. 

The University of Wiscon-
sin-River Falls professor has 
spent the last three summers 
conducting experiments at a 
Falcon Heights, Minn, golf 
c o u r s e to d e t e r m i n e 
bentgrass performance in five 
types of soil. 

According to Taylor , 
bentgrass is usually planted 
in a sand/soil mix for less 
c o m p a c t i o n and b e t t e r 
drainage. Golfers prefer sand 
for its truer and faster putting 
results. The stumbling block 
has long been sand's inability 
to hold moisture, resulting in 
thinning greens. 

Taylor's experiments in-
v o l v e d f i v e d i f f e r e n t 
mixtures: 

• 80 percent sand mixed 
with 17.5 percent silt and 
2.5 percent clay 

• 94.5 percent sand with 
4 percent silt and 1.5 per-
cent clay 

• 85 percent fine mortar 
sand, 15 percent reed-sedge 
peat 

• 100 percent sand with 
sphagnum peat tilled into 
the first four inches 

• 85 percent uniform 
medium sand and 15 per-
cent reed-sedge peat. 

Taylor reports that due to 
the dry summer of 1988, the 
grass grown in 100 percent 
sand e x p e r i e n c e d more 
water stress than other mixes 
with lower sand ratios. Grass 
grown in th is m i x t u r e 
showed water stress after 24 
hours without water. Con-
stant turf growth was a prob-
lem, even though irrigation 
was used almost all summer 
long. 

Taylor believes that with 
more water, the green with 

sandy soil might have stayed 
as dense and healthy as the 
other sections. The mixtures 
other than 100 percent did the 
best and did not show any 
drought damage. • 

INDUSTRY 
Urban tree 
success not easy 
SEA ISLAND, Ga .— Ar-
borists should help local 
tree specifiers introduce 
the right tree into the urban 
environment , says Nina 
Bassuk, Ph.D., director of 
Cornell University's Urban 
Horticulture Institute. 

The limit on space for 
tree roots causes compac-
tion, which leads to nutri-
ent deficiencies. Street salt, 
carbon monoxide, heat re-
flection from buildings and 
absorption of black masses 
such as asphalt also cause 
stress. 

Dr. B a s s u k a d v i s e s 
planting trees adaptable to 
the urban environment and 
r e c o m m e n d s d ivers i f i c -
tion- planting no more than 
five percent of any one 
species. • 

EQUIPMENT 

Drought affects 
power equipment 
OLD T O W N A L E X A N -
DRIA, Va. — According to 
figures from the Outdoor 
Power Equipment Institute, 
the drought of 1988 has af-
fected power equipment 
shipments. 

Al though f iscal 1988 
shipments topped the 7 mil-
lion units figure for the sec-
o n d s t r a i g h t y e a r , a 
decrease of three percent 
o v e r f i s c a l 1 9 8 7 w a s 
recorded. 

An OPEI press release 
stated, "The industry attri-
butes the average decrease 
in shipments to the drought 
during the latter part of the 
s h i p m e n t y e a r ( J u l y , 
August). 

Walk-behind mowers, in 
particular, showed a five 
percent decrease. Rear en-
gine riding mowers re-
m a i n e d s t e a d y w h i l e 
garden tractors increased 13 
percent. • 

Brouwer turf roller 
model TR224... 
Designed specially for Rental, Landscapers and 
other contractors, w i t h x proven components for 

^reliability and minimum 
servicing. 

Outstanding Features 
• Proven single lever F-N-R 

clutchless transmission 

• Honda 5 h.p. engine for 
reliability and economy 

• Unique rounded-edge rollers 
to prevent turf damage 

• 24 in. wide rollers for access 
to narrow paths 

• Lever assist steering for 
exceptional maneuverability 

• Two fill/drain plugs per 
roller for convenience. 

For more information contact your Brouwer dealer... TODAY 

BROUWER 
TURF EQUIPMENT LIMITED 
An Outboard Marine Corporation Company 

7320 Haggerly Rd./Canton, Ml. 48187 Telephone (313) 459 3700 
Woodbine Avenue/Keswick. Ontario. Canada L4P 3E9 Telex 065 24161 Telephone: (416) 476-4311 



Mitsubishi 
Covers 

New Ground 
Introducing the Mighty Mits. Rugged, 

dependable multi-purpose vehicles that cover 
a variety of your general work needs. 

They're efficient. Quiet. And loaded with 
features: 
• A low-maintenance, 3-cylinder water-cooled 

engine with balance shaft for reduced vibration 
and noise. 

• A pay load capacity of up to 1750 pounds. 
• Quick and precise rack and pinion steering. 
• A compact 121/2' turning radius—for easy 

maneuverability. 

• A raised cab roof with generous headroom for 
increased roominess and comfort. 

Choose from Flo-Thru, Full-Door and Tilt 
Bed models. With 2- and 4-wheel drive options. 

The Mighty Mits. They're high. They're 
mighty. And best of all, they're Mitsubishi. 

MITSUBISHI 
^ MOTOR SALES OF AMERICA. Inc. 

Industrial Vehicle Division. 
6400 W. kalella Ave. Cypress. CA 90630-0064 

(714) 372-6000 (8(H)) KOVMITS 

Circle No. 143 on Reader Inquiry Card 



The Great American 

We're offering you the chance to enjoy some of America's ultimate 
landscapes. Just call the toll-free number and we'll send you an entry form 
for the Great American Landscape Sweepstakes. If your name is drawn, you'll 
be given the chance to design your own dream vacation to one of these three 
garden spots: 

Mavrik" and 
Pentac® Aquaflow play 
a big role in keeping 
the Great American 
Landscape looking 
great. They control a 
broad-spectrum of 
insects and mites, can be 
applied to hundreds of 
plants-even open blooms 
-without damage, and 
offer outstanding safety 
to applicators. 

Win a dream vacation to one 
of three Great American Landscapes. 

The Island of Maui 
New York City's Central Park 
San Francisco's Golden Gate Park SANDOZCROP PROTECTION 

Use pesticides effectively. 
Read and follow label directions carefully. 
© 1988 Sandoz Crop Protection Corporation. 
Mavrik and Pentac are registered trademarks 
of Sandoz. Ltd. 



Landscape can be yours. 
Visit our booth for 
another chance to win. 

You can also enter the Great 
American Landscape Sweepstakes 
by visiting the Sandoz booth at one 
of the upcoming trade shows listed 
below. All Sweepstakes entries 
received at the show will be entered 
in a "Show Special" drawing. On the 
last day of the show, you could win a 
Weber Genesis III deluxe gas grill. 

£ TO ENTER THE GREAT AMERICAN 
LANDSCAPE SWEEPSTAKES: 
Visit the Sandoz booth at: 

Tropical Plant Industry Expo 
January 26-28, 1989 
Miami, Florida 
Golf Course Superintendents 
Association of America 
February 11-13, 1989 
Anaheim, California 

Or call toll-free 
1-800-992-2828 
for an entry form. 

In Illinois call collect 
(312) 351-5301: 

^ fyK trK 

THE GREAT AMERICAN LANDSCAPE 

-bitik-k 
" 5 2 ( 5 ? 

GO* 



LETTERS 
To the editor: 

There has been a considerable debate 
on the topic of the "black death" (Au-
gust, 1988 LM) and interest in the form of 
letters (November, 1988 LM) and articles 
being published in various turfgrass 
magazines. 

As a microbiologist trained in agri-
cultural science and presently practic-
ing in the area of biofouling, this topic 
has considerable interest. 

Events in 1987 at a relatively new golf 
course in Regina in which the black 
layer p h e n o m e n o n occurred very 
rapidly led to my engagement as a con-
sultant to determine the causes of this 
problem. It was clear that the rate of 
infiltration of water through the black 
layer zone was severely depressed and 
that both grass die-back and surface ero-
sion was occurring in these high-sand 
putting greens. The nature of the black 
plug layer in the Regina golf course was 
found to be bacterial in nature. It was 
overlayed with molds and algae. In 
many ways, the type of plug that formed 
in the black layer resembled the plugs 
that occur around a water well. 

In the laboratory over the winter of 
1988, it became possible to synthesize 

the black plug layer, indicating that a 
black layering could be generated 
using simply the bacteriological com-
ponents. Papers are being prepared on 
the precise nature of the structure of 
the black plug layer. The basic con-
cern is that the bacteriological compo-
nent has been either downplayed or 
totally ignored. 

Clearly, far more research needs to be 
undertaken, but perhaps the phenome-
non could better be referred to as "black 
plug layering." Black because iron and 
manganese sulfides are present to make 
the layering obvious, plug because the 
water infiltration through the soil is se-
verely impeded by the biofouling and 
plugging of the sand, and layering be-
cause the problem becomes severe 
when the bacteria generates lateral 
layers just under the surface of the soil. 

Dr. D.R. Cullimore 
Regina Water Research Institute 

Saskatchewan, Canada 

To the editor: 
Each month I look forward to re-

ceiving LANDSCAPE M A N A G E M E N T and 
thoroughly enjoy reading about the 
many subjects that are covered. 

This month, however, I became 
disturbed with statements made in 
the article "Thorny flora makes a good 
fence." My assumption is that the 
plant referred to is Poncirus trifoliata 
(Trifoliate Orange). If my assumption 
is correct, I don't think the statement, 
" T h e plant was introduced to the 
American market 2Vi years ago" and 
etc. is right. 

Poncirus trifoliata was grown and 
used as a barrier hedge 60 years ago in 
the neighborhood near Atlanta where I 
grew up. In fact, the plant was so easily 
grown from seed, it became quite pro-
lific. Also, in Florida, this plant has 
been used through the years as a root 
stock for grafting citrus, making the 
plants more tolerant of colder tem-
peratures. 

The statement "its exact identity re-
mains a secret/' is rather asinine as it 
is so dispersed through the Southeast. 

I also disagree with the flowering 
cycle. As I remember, the plants which 
I grew bore flowers and fruit every year 
after it became mature. The three I re-
tained grew to 12 to 14 feet. 

M.B. Garrity 
Landscape Designer 
University of Florida 

ED NOTE: Stephanie Slahor, who 
wrote the article, reports that Barrier 
Concepts, which markets the plant, 
would not reveal its identity to her, 
thus her statement "it's exact identity 
remains a secret." Barrier Concepts 
did, indeed, begin marketing it 2V2 
years ago. But Garrity is exactly cor-
rect in his assumption and other 
statements. 

To the editor: 
I am just reading the December is-

sue and have read the article under 
"Jobtalk" regarding a so-called "great 
idea for a living fence." 

A number of years ago, our game 
commission in Pennsylvania encour-
aged people to plant a similar plant, 
Multi-Flora Rose, for nature's sake. This 
dastardly plant has now spread and 
taken over farms and every other area. 

This new idea sounds to me to be 
another like problem and should be out-
lawed immediately by the federal gov-
ernment. Leave this stupid plant in 
China and let them keep the problem. 

John Shimmel 
Rolling Green Cemetery Co. 

Camp Hill, Pa. 
ED. NOTE: The people at Barrier Con-
cepts report more than 200 responses 
to the "Jobtalk" article, all but a hand-
ful positive. 

VANISHING 
THEY DISAPPEAR FROM 

TREATED AREAS • 
STOPS ANIMAL DAMAGE FOR AN ENTIRE SEASON. 

NON-HAZARDOUS. SAFE FOR ALL ANIMALS. 
HAS NO OFFENSIVE ODOR 

ANIMAL, RODENT & BIRD REPELLENT 
^ ^ ^ For additional information contact 

J 7 9 B U R L I N G T O N B I O - M E D I C A L & S C I E N T I F I C CORP. 
M I V 91 CAROLYN BLVD FARMINGDALE N Y 11735-1527 • PHONE 516 694-9000 • TELEX 6852289 


