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Texas super uses sulphur
on sodium in water supply

DALLAS — Randy Thomp-
son, superintendent at The
Cliffs in Possum Kingdom,
Texas, recently found a so-
lution to high sodium con-
tent in the course’s water
supply.

He solved it by applying
10-0-0-18, a high sulphuric
acid content fertilizer man-
ufactured by The Green-
smiths, located here.

“We had golden brown
fairways last summer, and
some black layer prob-
lems,” remembers Thomp-
son, “and there was nothing
we could do. Now, every-
thing's green, and it's a
world of difference.”

Thompson says The
Cliffs’ water is also high in
carbonates, which is usu-
ally associated with high
salt content. “As the pH

starts to increase,” explains
Thompson, “the carbonates
precipitate and shrink the
soil. It gets to a point where
you can’t get any infiltra-
tion. The 10-0-0-18 lowers
the pH of the water, actsasa
wetting agent, and dis-
solves the carbonates.”

Jim Montgomery, chief
executive officer of The
Greensmiths, says the
product contains 55 percent
sulphuric acid, with 18 per-
cent as elemental sulfur.

“We use it to acidify the
water, to adjust the pH to a
neutral or slightly acidic
value,” he notes. ‘‘But
we're not going in there to
pump a lot of acid into the
soil. We're using nature’s
balance to bring everything
back on an even keel.

“Although sulphuric is
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The Cliffs. A holding tank can be seen in the background.

extremely strong acid, it’s
safe to use once it’s ad-
ducted (chemically bon-
ded).”

Thompson says the 10-0-
0-18 helped to lower the
soil’s sodium absorption
ratio. “By disassociating the

sodium and carbonate ions
and allowing the sodium to
be leached, you get a good
deep watering.”
Montgomery says that
Greensmiths is probably
the only fertilizer company
to address specialty soil

Stop crabgrass from grabbing hold

at your DOTS distributor.

one who gets squeezed. Angry customers
want your neck.
Well now there’s a pre-emergent pro-
that’s custom-tailored to your needs.
t's a unique herbicide program available

14 LANDSCAPE MANAGEMENT/DECEMBER 1989

You can choose from TEAM;
SURFLAN; BALAN® or XL~ \
depending on your location and turf N\
conditions. Your DOTS distributor will
customize your choice by matching your desired




problems that are indus-
trial in nature, such as a
toxic chemical spilled in
the soil or an oil refining

site that's collected too
much oil in the ground.
“We manufacture a num-
ber of acid fertilizers be-

cause they're not available

from other sources,"”

Montgomery notes.
—Terry Mclver

A tradition of

excellence

WESTLAKE, Ohio — “Any
guy,” John Kramer says,
“can put a shovel in the
trunk of his car and call
himself a landscaper. Land-
scapers have a very poor
image. They (the un-profes-
sional ones) ruin it for those
of us who've been in it fora
long time. We have a good
industry; there are a lot of
good landscapers out
there."”

As founder/president of
Kramer's Landscaping and
Nursery Co. here, Kramer
has upheld a tradition of ex-
cellence and profession-
alism. He's won numerous
awards, from the American
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John Kramer talking professionalism: “We have a good
industry. There are a lot of good landscapers out there.”

Landscape Contractors As-
sociation, the Association
of Nurserymen and the
Garden Center of Greater
Cleveland.

For Kramer, profession-
alism extends to daily ap-
pearance, and he has
always conducted business
in a shirt and tie.

“I'm not trying to im-
press anyone, I'm trying to
upgrade our image, to let
people know we're as good
as any other profession,” he
notes.

Kramer agrees that in-
dustry associations need to
be more active in improv-
ing professionalism, but
they have difficulty getting
people to respond and par-
ticipate. “A small percent-
age of them do, but you
don’t get enough of them to
cover this area.”

Kramer's handles com-
plete landscaping services
for residential and com-
mercial clients, from site

h DOTS custom-blenc

active ingredient per acre rate
with the fertilizer analysis to fit
your nutrient demands.
Your DOTS distributor then offers
personalized service providing helpful
and timely advice to maximize results.

For more information on the DOTS
fertilizer and pre-emergent herbicide
program, call 1-800-345-DOTS.

At DOTS, we help your turf look its
best. So you look your best. Distributor’s Own

Always Read and Follow Label Instructions M m
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development to design/
build. Patios, decks, retain-
ing walls, fences, sprinkler
systems and outdoor light-
ing are all available.

Assignments cover
basically all kinds of plant-
ing. This past summer,
Kramer’s men were busy
landscaping quite a few
newly-built residential
homes now waiting for
buyers.

One past assignment has
become something of a
Kramer’s signature project.
The grounds surrounding
St. Bernadette’s Church in
Westlake was beautifully
designed and landscaped,
with a large pond to receive
drainage from the parking
area. Kramer found he
needed an area to receive
water runoff from the new
parking lot, and suggested
digging a large pond to col-
lect the water. An aerator
was installed, and a par-
ishoner supplied two swans

who took up residence in-
side the fence.

Decorative mounds
were built with dirt left
over from the pond con-
struction. Flower and tree
arrangements close the
public meeting area off
from the lot, and provide an
appropriately serene set-
ting for churchgoers.

Kramer's is also known
for its nursery, which is
open to the public daily.
Passers-by can view seven
acres of trees, shrubs and
ornamental and shade
trees.

John Kramer’s thoughts
on the landscapingindustry
have been formulated and
refined during his 40 years
of experience. He's seen the
best and the worst the in-
dustry has to offer, and is an
ardent supporter of profes-
sionalism. When he sees
something less than that, he
becomes concerned.

Kramer thinks builders

are becoming more con-
scious of landscaping as an
important part of a project.
“Even fast food chains
try to outdo each other in
the landscaping of each
franchise,” Kramer says. “I
guess if everybody can get
interested and active and
stay at it, maybe we can

turn it around.”
—Terry Mclver

The GCSAA will bestow its
highest honor, the Old Tom
Morris Award, in February.
Sherwood A. Moore, a 50-
year member, will be so
honored. Moore has been
super at Winged Foot Golf
Course in Mamaroneck,
N.Y., Woodway C.C. in
Darien, Conn. and The Cap-
tains G.C. in Brewster,
Mass. Recently retired as
acting agronomist for the
USGA Green Section,
Moore continues to work as
a consultant at The Cap-
tains. O

SIMPLIFY YOUR PRUNING!

MAIBO
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and Strongest Tree Trimming
Equipment in the World
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Industry must
wake up, now!

To the editor:

An open letter to the Na-
tional Arborist Association
(see “NAA Set to Battle
OSHA Regulation,” Octo-
ber LM):

As usual, this industry
views any regulation as an
affront to its existence.

Our only method of re-
sponse is ‘“‘defense fund”
and “battle” mentality.

The OSHA-proposed
Vertical Standard regula-
tions seem to make sense to
me. Especially the CPR re-
quirement. Having a secu-
rity rope and the necessary
training to do work around
electricity should have
been required long ago.

In our shortsighted effort
to be competitive, we al-
ways seem to balk at spend-
ing a few dollars for the
employees’ benefit. And
then tell them it’s the “bad-
guy regulators” or us.

You seem to wonder
why this industry doesn’t
have new people interested
in “filling the shoes’ of
older employees. First, if
you trained people and
then paid them what
they're worth and then
charged the proper price for
services, you would be
playing on a more even
field. If you hire $4.50-an-
hour people, that’s just
what you’ll get. Do you
really think that a person
qualified to (1) mix dan-
gerous chemicals, (2) apply
those chemicals without
common-sense protection,
and (3) bust their butts for
you should make $12,000 to
$15,000 per year?

This industry best wake
up and start treating its
hardest workers with a lit-
tle respect and a lot more
money and charging ac-
cordingly.

If you took a little ini-
tiative and worked with
regulators, the resulting
legislation might not seem
so restrictive.

Steve G. Shegitz
Metro Turf
Dimondale, Mich.



