If your workforce is fluid, and
you're suffocating under op-
presive insurance rates, one
thing else is certain: you're not
alone.

Robert Maronde, current
president of the American Landscape Contractors Associa-
tion (ALCA), predicts that stabilizing the workforce and
managing insurance costs are “the top issues of the 1990s.”

Maronde believes the labor pool is shrinking; what re-
mains is ever-changing.

Maronde’s term as ALCA president gives him a front-row
seat at all landscape-related developments, and an oppor-
tunity to pass along what he’s learned as president of Exotic
Plant Rentals, South Elgin, I11.

Maronde offers three solutions to stablilize the workforce
and attract more people to landscaping:

@ Higher wages;

@ Fluid work hours;

@ Innovative benefits, such as day-care subsidies for part-
time workers not eligible for group health insurance.

“The prevailing wage rate across the United States is on
par with McDonald’s and Burger King,” says Maronde. “No-
body can live on minimum wage.”

Other landscapers in-the-know agree that to be competi-
tive, wages must begin at $7 to $10 an hour.

Admittedly, landscaping is not a nine-to-five job. And
then there’s weekend work. Maronde thinks that to make
the work more attractive, companies
implement flex time, so workers
avoid the hassle morning and evening
rush hours. Alternating Saturday
work might also help, and would take
some schedule juggling, especially at
companies with multiple offices.

To suppress volcanic insurance
rates, Maronde says worker educa-
tion programs must be widespread:
in offices, greenhouses, warehouses,
and in the field.

“We have to do more in-depth
training,” Maronde insists. “Work-
men’s compensation payments are
going off the chart because of stupid
accidents. The supervisor, manager,
or company owner has not taken the
time to review the proper way to han-
dle machinery, equipment and hand
tools.”

Worker safety has long been a
concern of ALCA. Its “Safety and
Awareness” program contains every-

Bob Maronde:
Emphasize worker
safety and marketing.

Labor flux, insurance issues loom

Landscapers must pay attention to what may be a shift-
:ing e:inarket niche, as today, customer profiles are less de-

ned.

“Marketingis a concept, an evaluation, an adjustment to
trends that are happening within your grasp,” explains,
Maronde, who believes advertising is necessary to stay
afloat. “If you sit there and don't advertise for a year,” he
says, “two years from now, nobody knows about you.
You're a well kept secret. And you know what happenstoa
well-kept secret.”

Top-flight landscapers perform quality work, but the
public needs to know.

“You can win a ton of awards,” says Maronde, “‘but that
doesn’t mean anything unless you utilize it and market
your services. It's great to have all those plaques, but it’s also
great to have all those plaques in all the newspapers.”

Marketing on this level is simple. It's done with an
occasional press release to the business and garden sections
of local papers. “And you don't have to be a large company
to be able to afford it,” insists Maronde. “There are a lot of
marketing companies that would love to be able to spend
four hours a week on your business, and put you three
years ahead of yourself.”

If you think your company has an image problem, look
at the way your workers dress and the condition of the fleet.

Trucks must be bright and clean, insists Maronde.
“They don’t have to be new, just rust-free. And uniforms
can't look like they were first worn in 1965.” And: no jeans,
no tennis shoes.

Maronde believes that landscape
contractors are just as important to a
job project as a building contractor;
the mutual importance needs to be
stressed. “Landscape contractors are
not just the last guy to come in,” he
says. “We're part and parcel of the
contracting trade.”

Failure to comply with water and
pesticide regulations could well put
some companies out of business dur-
ing the next few years. Stringent con-
trols will continue, and the losers will
be those who don't follow regulations
and don't educate employees.

Maronde promises that the negli-
gent companies will not be able to
pass muster on facility inspections,
and will fail when it comes to meet-
ing insurance requirements. Quoth
Maronde: “You must invest in your-
self.”

The emotionalism of the environ-

thing a company needs to make its

workers more aware of proper safety

measures. It includes lessons in first aid, pesticide applica-
tion and safe driving. “And it's economical,” says Maronde.
“All you need is a small TV and a VCR. Sit them down and
show them.” Regular safety reviews are a mandate at Ex-
otic Plant Rentals.

When did you last review your customer base? Can you
accurately describe your typical customer?

“A company owner must do a review (of his market)
twice a year,” insists Maronde. “Look at population growth
or trends that influence your direct market. Otherwise, you
won't be in business two to three years down the road.”

mental movement will continue, al-

beit in waves. “The idea is to be able
to ride through the storm and capitalize on it,” advises
Maronde. “Come up with a new or better product. Come up
with a different way of handling the situation to make your
customers better aware.”

Landscape contracting and lawn maintenance is now a
test of stewardship.

“If we can conserve water,” suggests Maronde, “we cut
down on water pollution. If we can filter the air, we can cut
down on air pollution. There are ways to be pro-active. You
can be part of the emotionalism, or part of the solution.”

—Terry Mclver(d
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price. That means that instead of pay-
ing $2500 a month for gas, we’ll be
paying almost $5000. And if you're
locked into annual contracts like we
are, you can't adjust the prices you
charge until next year.”

Competition is high

Stewart reports that competition in
his neck of the woods is stiff. “In the
past it was the land of plenty. For
every construction job, we used to bid
against five other companies. Now,
it's about 40.” More emphasis, too, is
being put on full-service maintenance
as the construction boom has faded.

To survive, he says, “you have to
be good. Service and professionalism
have to be stressed. It's going to keep
separating the men from the boys.”

To foster quality workmanship and
responsibility within the ranks, land-
scapers must continue to promote
from within their companies.

“If I have to hire a crew leader
(from outside the company), then I've
got a problem,” says Mike Puckett,
landscape construction manager at
Fullcare, Inc., Louisville, Ky. “That
means I can’t keep good lead people.”

Puckett thinks leadership is a qual-
ity most people have, “they just don’t
get the opportunity to develop it
within themselves.”

By hiring from within, Puckett fol-
lows a well-designed management
blueprint.

“They know they have that oppor-
tunity,” he says. “They want that re-
sponsibility; they want to upgrade
themselves, they want to make more
money. They can aspire to do that as
opposed to just coming in, doing their
work, and leaving. Every once in a
while you'll get a guy who is not satis-
fied with that. He's restless. That’s the
person I'm looking for.”

Wages must rise

ALCA says wages must begin in the
$7.50 to $10 range, and Stewart agrees.
He starts his laborers at about the
$7.50 level.

In addition to a good paycheck,
Puckett believes that workers deserve
“mental wages” everyday. “That means
you compliment people,” he explains.
“You tell them what they're doing well.
You give constructive criticism.

Stewart

Leider
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“I owe it to the guys to let them
know anything and everything that is
a positive,” Puckett says. ‘“Many
times people are motivated by money
or self-respect. One thing everybody
likes is to be complimented.”

Insurance woes

Like amny areas of the country, east-
ern Pennsylvania is experiencing an
increase in the cost of Blue Cross/
Blue Shield coverage next year.
Coverage there will jump to $560 per
month per employee.

“There aren’t many landscaping
companies that can afford those
rates,”” says Heyser. ‘“‘Many com-
panies, like us, are passing along some
of the expenses to employees. We pay
for so much coverage and then give
the employee the option to purchase
more."”

Likewise out in California, where
Ahlers says “you can't find a person
who doesn’t ask about insurance
when you offer them a job” and in
Illinois, where Leider notes that the
health insurance prices are ‘“‘lu-
dicrous.”

Attack of the low-ballers

Price undercutting by some com-
panies is a grub in the turf of many
landscapers.

Who are the low-ballers? Is “right-
to-work" a valid concept? Not when it
affects quality and, in the long run, the
collective image of the industry.

Mark Yahn, president of Ground
Control Landscaping, Orlando, Fla.,
says contractors must “learn to bid
responsibly for their own financial
well-being as well as that of the indus-
try.

“It does little good to take premium
jobs out of the market,” explains
Yahn, “if the final result is conflict
with the owner and no profit; or, in
some cases, red ink.”

“A lot (of the undercutters) have
been in business for a short time,”
notes Stewart, “and I don’t think they
know a lot about pricing.” But he says
he looks forward to that competition,
because in the long run, the most pro-
fessional and service-driven com-
panies will survive.

According to a new report by the
Center for Golf Course Management,
golf course superintendents consider
environmental safety to be an ex-
tremely important priority in main-
taining their courses.

When asked to rank special areas
of concern, superintendents surveyed
said groundwater protection was
their highest priority. Also mentioned
as important aspects of management
were:

@ notifying the public of control



product applications,

@ water-use restrictions and

® regulations on underground
storage tanks and hazard communica-
tions.

John Schilling, executive director
of GCSAA, believes the survey is
strong evidence that superintendents
are sensitive to environmental issues.

“The study shows clearly,” says
Schilling, “that golf course superin-
tendents are very well-informed
about our nation’s envirionmental
priorities.”

Pat Jones, GCSAA director of com-

munications, says that its certified su-
perintendents are acquiring a new
respect from environmentalists.

Puckett

superintendent was cast in the role of
the villain. That was frustrating for
GCSAA members who are very much
concerned about protecting the envi-
ronment.”’

According to Jones, the golf super-
intendents’ initiative has paid off.
“We've heard from folks in the envi-
ronmental movement,” says Jones.
“They see us in a better light. People
are looking at golf courses as a way to
set aside natural land, and keep wild-
life in areas that it might otherwise
have been driven out from.”

Superintendents have also become
more accepting of the integrated pest
management (IPM) concept. “We're
pleased that it'’s becoming a practice on
golf courses, and not just a philosophy,”
says Jones. “The interesting thing about
(IPM),” continues Jones, “is that for a
long time people thought it was some-
thing that you could pull out of a box. It
doesn’t work that way. The person has
to learn the basic principles of turf man-
agement, and then relearn them and
apply them at his or her facility. That
puts a lot of impetus on the manager to
make it a priority.” LM

“In the past,” recalls Jones, “the |
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Outfront deck design lets you reach hard-to-mow
areas that belly-mount mowers can’t get to.

No wheels to turn. No gears to
shift. No pedals to push. Grasshopper
puts total command of mowing in the
palm of your hand. Instinctively natural
control of steering, speed, braking, turns
and forward/reverse motion is placed at
your fingertips. For added comfort and
safety, the levers return to neutral
automatically.

Operation is virtually fatigue-free
because you sit comfortably in a high-
back suspension seat that supports your
body in a natural position. No humps,
controls or levers to straddle, either!

mowing efficiency easy
to learn.

Zero-turning-radius and outfront deck
design further simplify mowing by
providing superior visibility, trim
capability and maneuverability. The
Grasshopper dealer network offers
strong support and a versatile
lineup that includes six models,

11 to 21 hp, deck options from
35" to 72" and year-round attachments.

For 20 years Grasshopper has advanced
outfront zero-turn-radius mower
technology so you can become more
efficient “in no time at all.”

The Ultimate Time-Cutter

The Grasshopper Company
One Grasshopper Trail
PO. Box 637, Moundridge, KS 67107

Telephone 316-345-8621
FAX 316-345-2301

OUTFRONT SINCE 1970

GRASSHOPPER

GRA-2:90 YOUR NEXT MOWER
Circle No. 106 on Reader Inquiry Card
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LANDSCAPE
MANAGEMENT

LITERATURE

ROUNDUP

Spotlighting product literature
to the entire Landscape industry
Get more information on the products you're interested in—

simply return the reader service card today.
There's no cost and no obligation.

s

New full-color Grasshopper literature
outlines the Gemini 700 Series of six
outfront, zero-turn-radius mowers
with the exclusive Gemini dual -
hydrostatic direct drive, in 18 hp to 25
hp, air-cooled gas and liquid-cooled
gas or diesel, powerplants

Deck options from 44” 10 72
Year-round attachments

The Grasshopper Company

P.O. Box 637, One Grasshopper Trail
Moundndge, KS 67107

(316) 345-8621

Fax: (316) 345-2301

Circle No. 301 on Reader Inquiry Card

Grazer's line of air-cooled and liquid-
cooled out front mowers and
accessories 1s described in this new
six-page full color brochure. All units
feature a true zero turning radius
fingertip hydrostatic control and a fold
back deck. Mowers are available in
12.5 to 22 horsepower models

Grazer Division
M & W Gear Company
Route 47 South
Gibson City, IL 60936

Circle No. 302 on Reader Inquiry Card
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| LETERATURLE
| ROUND-UP

Ringer Corporation’s new commercial
Lawn Service/Landscape Product Use
brochure includes sample natural
organic turf fertilization programs and
product information on the complete
Ringer line. Available free from
Ringer Corp

Ringer Corporation
9959 Valley View Rd
Minneapolis, MN 55344
(612)941-4180

Circle No. 303 on Reader Inquiry Card

LANDSCAPE MANAGEMENT'S
next literature Round-up will be in the
February 91 issue. Spotlight your
brochure, catalog, sales literature
video or training film. For more
information on this section circle the
reader number or contact

LANDSCAPE MANAGEMENT
Cynthia Gladfelter

Literature Round-up

7500 Old Oak Blvd

Cleveland, OH 44130

(216) 891-2658

(800) 225-4569 Ext. 658

Circle No. 304 on Reader Inquiry Card



CoRoN 28-0-0 Controlled Release
Nitrogen. This clear liquid fertilizer
provides long term release in a non-
burning formulation. Suitable for turf,
ornamentals, foliar and deep-root
feeding of trees and shrubs. Mixes
easily with fertilizer materials and
other plant protection products.

CoRoN

P.O. Box 198

Souderton, PA 18964

(800) 338-0836 (215) 723-5099
Fax: (215) 721-2800

Circle No. 305 on Reader Inquiry Card

CORE AERATION AT A FASTER
PACE. Triple your profits with the
Feldmann Pull Behind Gang System.
Pull with approximately 20 HP utility
tractor for wider and more
comprehensive coverage. Core aeration
encourages healthy turf and a subsequent
resistance to disease. Increases moisture
infiltration and rooting. The 2340-32"
units ganged in three will encompass
an area of eight feet. The 2340-48"
ganged together will cover an area of
eleven feet, nine inches.

Feldmann Engineering &
Manufacturing Co., inc.

520 Forest Avenue,

Sheboygan Falls, W1 53085-0908
(800) 344-0712

Circle No. 309 on Reader Inquiry Card
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This six page color brochure tells
“The inside story™ about Onan’s
16-24 horsepower “Performer™ engine
series. It features component photos
together with detailed descriptions of
features and benefits. A table of
specifications and list of standards and
optional features is also included.

Onan

1400 73rd Ave. North
Minneapolis, MN 55432
(612) 574-5000

Fax: (612) 574-8289

Circle No. 306 on Reader Inquiry Card

ABRAY TN -, IRAMERTAL PRODOCTS

Mobay Corporation has literature on
its full line of turf and ornamental
products. Brochures contain technical
data and information on handling,
application and storage of each
product. Mobay manufactures turf
and ornamental fungicides,
insecticides and herbicides.

Mobay Corporation
Specialty Products Group
P.O. Box 4913

Kansas City, MO 64120
(816) 242-2333

(800) 842-8020

Circle No. 310 on Reader Inquiry Card

FEOGNG

& EDGING

PERMALOC ALUMINUM EDGING
is a heavy gauge permanent landscape
edging offering casy installation, low
maintenance and lasting beauty. If you
are tired of edging products that do not
meet your longterm expectations, allow
Permaloc to perform for you just as it has
for Epcot, SeaWorld and others.
Available finishes include mill, black
dura-flex (painted) and black anodized.
PERMALOC is available in 1/8” or
3/16” thickness by 4” and 5 1/2”
depths.

Permal.oc Corporation
13505 Barry Street
Holland, MI 49424
800-356-9660

Fax: (616) 399-9770

Circle No. 307 on Reader Inquiry Card

SDI offers over 80 models from 50
thru 1000 gallon size, featuring
custom molded fiberglass tanks,
exclusive self lubricating mechanical
agitator, and various pump and power
options 10 cover most spray
applications.

Spraying Devices, Inc.
P.O. Box 3107

Visalia, CA 93278
(209) 651-1306

Fax: (209) 651-5024

Circle No. 311 on Reader Inquiry Card

GreenGraphics® Green Permanent
Turf Colorant-this water-based
modified acrylic coating significantly
improves visual appearance of all
turfgrass types, holds its color,
decreases incidence of cuticle
breakdown, and will normally require
only one seasonal coating. Non-toxic,
non-phytotoxic. Since 1972. Call
1-800-544-8523.

Green Graphics

1101 Montclaire NE
Albuquerque, NM 87110
(800) 544-8523

(505) 255-5929

Circle No. 308 on Reader Inquiry Card

Woods '91 mow'n machines are
available in seven tractors models,
and five sizes of mower decks.
Attachments include three Vac
models, snowblower, dozer blade,
“*Sweepster” brush and roll-over-
protection (ROPS). Twelve page
brochure including complete
specifications is now available from
Woods.

Hesston Corporation
Woods Division

P.O. Box 1000
Oregon, IL 61061-1000
(815) 732-2141

Circle No. 312 on Reader Inquiry Card
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Introducing Broadway.
The spray that stays 10 days.

Send brown patch a simple message. Get out. And stay out. For 10 days with new

Broadway fungicide. Get all the details in our free brochure.

You'll find out why Broadway is the spray that stays. Not just on brown patch, but also
dollar spot, anthracnose, leaf spot, red thread and many other tough diseases. With two powerful
active ingredients, Broadway works longer to save you application trips, time and labor.

Send for your free brochure today. Just complete and return this coupon or call toll-free:
1-800-352-6776, ext. 2641.

Circle No. 103 on Reader Inquiry Card




Just complete and mail this coupon, or call toll-free:
1-800-352-6776, ext. 2641.

Mail to: DowElanco Fulfillment Center
P.O. Box 3064
Cedar Rapids, IA 52402

Title
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Phone (il 29

DowElanco distributor % DOWElanCO

© 1990 Dowtlanco




While the law demands that you comply with regulations such as OSHA's Hazard Communication Standard
and SARA Title III, the real benefits come from providing a safe workplace and being a responsible citizen.

CHEMICAL SAF

= &

IT’S IN YOUR HANDS

Any company that handles pesticides must comply with the appropriate
safety regulations. But many don’t know exactly what is required by law.

andling chemicals safely
H means being informed about

the products you're handling,
being aware of their hazards and
being prepared to control, contain,
and clean up a spill.

Golf course superintendents, land-
scape contractors and others who use
pesticides and fertilizers must plan
ahead and think about the “what-ifs":

“What if application equipment
leaks?”

“Whatifthereisa fire inachemical
storage building?”

If you are to handle chemicals
safely, you must inform your employ-
ees by complying with the Occupa-

by Julie M. Baranyai, Ph.D.

tional Safety and Health Administra-
tion (OSHA) Standard or Worker
Right-to-Know Law. You also need to
be aware of your responsibility to in-
form the community at large about
chemicals used at your facility as re-
quired by SARA Title Il or the Com-
munity Right-to-Know Law. Under-
standing and using Material Safety
Data Sheets (MSDSs) is part of both of
these laws.

Worker right-to-know

The worker right-to-know law was is-
sued by OSHA on November 24, 1983
as the Hazard Communication Stan-
dard (HazCom). Initially, the legisla-
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tion was limited to chemical
manufacturers, imports, and distribu-
tors. It was expanded to include other
users of hazardous chemicals, such as
golf course superintendents and land-
scape contractors, on June 24, 1988.

The federal OSHA standard pre-
empts any state or local worker right-
to-know law unless it is an OSHA-
approved state plan. HazCom protects
the worker in the work place; it does
not extend outside the work place.
Employees of all businesses that han-
dle hazardous chemicals, including
contractors and subcontractors, are
protected under the law.

Businesses are not responsible fora



worker who is self-employed; how-
ever any employees of a self-em-
ployed business owner are covered by
the law.

Legal requirements

The law requires that hazards of all
chemicals used in a work place be
evaluated and that information and
training for safe use be provided to
employees. Under HazCom, ‘“‘haz-
ardous chemical” is defined as any
chemical that presents a physical (fire,
explosion, etc.)or health hazard in the
workplace, ac-

cording to crite-

rent) a list of all hazardous chemicals
to which employees are or may be ex-
posed.

3) Obtain and make available to
employees MSDSs for every haz-
ardous chemical in the workplace.

4) Insure that all hazardous chemi-
cal containers on site are properly la-
beled.

5) Develop an employee training
program to inform employees of phys-
ical and health hazards of chemicals
and how to protect themselves.

6) Establish emergency pro-

cedures.
7) Establish

ria set by OSHA.

Many pesti-
cides not consid-
ered hazardous
by the Environ-
mental Protec-
tion Agency
(EPA) or Depart-
ment of Trans-

The MSDS says what a
chemical is, why it’s
hazardous, and how to
use it safely.

proper work pro-
cedures in han-
dling hazardous
chemicals.

8) Develop a
record system for
inventory and
training.

portation (DOT)
are considered
hazardous by OSHA, including most
fertilizers and all pesticides. The
MSDS received from your supplier
should be consulted to determine if a
product meets the OSHA definition of
“hazardous chemical.”

HazCom requires employers to:

1) Evaluate hazards of all chemi-
cals handled in the workplace.

2) Develop and maintain (keep cur-

9) And de-
velop a written
hazard commu-
nication program.

The written Hazard Communica-
tion Program must explain how the
employer intends to meet the law’s
requirements. It must include the
hazardous chemical list, location and
availability of MSDSs, and the em-
ployee training program.

Employees must be given the fol-
lowing information:

Purveyors of hazardous chemicals are responsible for informing employees
and the community at large about the control products used at your facility.

® Requirements of the worker
right-to-know law.

@ Operations in the work area
where hazardous chemicals are pres-
ent.

@ Location of the written HazCom
program, hazardous chemicals lists,
and MSDSs.

Training requirements include the
following:

1) Methods and observations em-
ployees can use to detect the presence
or release of a hazardous chemical in
their work area.

2) Health and physical hazards of
chemicals in the work area.

3) Measures employees can take to
protect themselves from chemical
hazards and procedures implemented
by the employer to provide protec-
tion, such as safe work practices and
personal protective equipment.

4) How to read and interpret haz-
ard information found on labels and
MSDSs.

5) And how contractors or non-em-
ployees in the workplace are to be in-
formed of chemical hazards.

Training is to be done when the
employee is initially hired or assigned
to a work area where hazardous
chemicals are present. Although re-
fresher courses are not required, any
new hazard or hazardous chemical in-
troduced into the workplace requires
additional training.

Material Safety Data Sheets

The MSDS identifies what the chemi-
cal is, details why it is hazardous and
tells how to work with it safely. Man-
ufacturers of hazardous chemicals
must provide MSDSs to their custom-
ers. If the customer is a distributor,
the distributor must provide the
MSDS to his customers, and so on
down the line.

You should make sure that MSDSs
you receive are complete and ade-
quately explain hazards, that you
have MSDSs for all chemicals on site,
and that employees have access to
MSDSs and can understand informa-
tion on them.

SARA Title Il

SARA Title Il is administered by the
EPA rather than by OSHA. It was in-
cluded in the 1986 Superfund Amend-
ments and Reauthorization Act
(SARA). Title III of the Act is also
known as the “Emergency Planning
and Community Right-to-Know Act.”
This law has four major components:
Community Right-to-Know Report-
ing (Sections 311 and 312); Emergency
Notification (Section 304); - Emer-
gency Planning (Sections 301-303);
and Toxic Chemical Release Report-
ing (Section 313, not discussed here -
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EMPLOYEES MUST BE GIVEN THE
FOLLOWING INFORMATION:

' Requirements of the worker
right-to-know law

’Operations in the work area
! where hazardous chemicals

are present

v

Location of the written HazCom
program, hazardous chemicals

lists, and MSDSs

applies to manufacturers only).

Community right-to-know
Community Right-to-Know Report-
ing businesses are required to report
information about hazardous chemi-
cals at their sites to the Local Emer-
gency Planning Committee (LEPC),
State Emergency Response Commis-
sion (SERC), or local fire department.
Physical and health hazards of chemi-
cals are to be reported by indicating
which—if any—of the five EPA haz-
ard categories applies: Immediate
(acute) Health Hazard, Delayed
(Chronic)Health Hazard, Fire Hazard,
Sudden Release of Pressure, and Re-
active Hazard.

Section 311 requires a one-time sub-
mission listing hazardous chemicals
present at a facility. Alternatively,
MSDSs may be provided. The lists or
MSDSs are to be provided for all haz-
ardous chemicals for which OSHA re-
quires an MSDS if present in amounts
greater than or equal to their Threshold
Planning Quantity (TPQ). Currently, the
TPQ is 10,000 pounds, except for chemi-
cals designated as “Extremely Haz-
ardous Substances” (EHSs) in Section
302 of SARA Title IIL

TPQ listings

The TPQ for many EHSs is listed in Sec-
tion 302. For those not listed, the TPQ is
500 pounds (or 55 gallons). These TPQs
are subject to change by EPA. The list or
MSDSs must be submitted within three
months after the facility first becomes
subject to Section 311.

It is recommended that a list rather
than MSDSs be provided, since every
revised MSDS received by the facility
must be re-submitted to the LEPC,

SERC and fire department. The list must
include the EPA hazard categories for
each chemical, chemical name, com-
mon name, and hazardous components
of each substance, and, for mixtures, the
identity of individual elements or com-
pounds which are hazardous.

The LEPC, SERC, or local fire de-
partment may later request an MSDS
for any chemical on the list.

Section 312 is an annual responsi-
bility requiring more detailed infor-
mation on chemical hazards and
handling practices. An inventory
form must be submitted on or before
March 1 of each year for any haz-
ardous chemical as defined by OSHA
and present in amounts as described
for Section 311 reporting.

Facilities may submit either a Tier |
form or the more detailed Tier II form.

Tier I consists of a list of chemicals
reported by the EPA hazard catego-
ries, estimates of maximum amounts
of each category present on a daily
basis and on a yearly basis, and the
general location of the chemical.

TierIlreportsinclude the chemical
name or common name as indicated
on the MSDS, estimates of the max-
imum amount of the chemical present
atany given time during the year, gen-
eral location, and description of stor-
age. State, local, or emergency
response officials, as well as the pub-
lic, may request Tier II information
from the facility.

Emergency Notification Section
304 requires that the LEPC and SERC
be notified if there is a release of cer-
tain chemicals in excess of the Repor-
table Quantity (RQ) established by
EPA for each covered substance.
Chemicals covered include the Sec-
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tion 302 EHSs and CERCLA haz-
ardous substances.

Releases to the environment which
go beyond the facility boundary must be
reported, although EPA encourages re-
porting all releases for which there is a
risk of movement offsite.

If a CERCLA chemical is involved,
the National Response Center also
must be informed, even if the release
stays on your own property.

EPA has proposed to designate
EHSs not on the CERCLA list as
CERCLA hazardous substances, so
that all releases, whether off your
property or not, would be reportable
on the local, state, and federal level. It
is recommended that all of these
groups be notified whenever any sub-
stance is spilled in an amount exceed-
ing its RQ.

Emergency planning

Any facility which has any of the Sec-
tion 302 Extremely Hazardous
Substances present in amounts over
the TPQ must notify the SERC. You
should work with the local fire de-
partment or LEPC to develop an emer-
gency plan.

As a first step, appoint an emer-
gency coordinator for your facility.
Give his or her name, along with a
copy of the emergency plan, to the fire
department and LEPC. The plan
should also be readily available to em-
ployees and extra copies should be
filed at primary and secondary facility
contact people’s homes. The plan
should be modified whenever
changes at your facility affect emer-
gency planning provisions.

The emergency plan should in-
clude:

® procedures to follow for spills,
fire, or explosion;

@ responsibilities of facility per-
sonnel;

@ list of available safety and clean-
up equipment and its location;

@ product safety information (la-
bels, MSDSs);

® phone numbers of emergency
personnel;

@ detailed facility map;

@ special instructions for espe-
cially hazardous materials; and

® insurance information (name
and phone number of agent).

While compliance with these two
laws is a legal requirement, the real
benefits come from providing a safe
workplace for your employees and
acting as a responsible corporate cit-
izen in your community. LM

Dr. Baranyai is health and environmental
safety specialist for Ciba-Geigy, Agri-
cultural Division. She earned her Ph.D. in
pharmacology from Duke University.



