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 Lead Ceiificelion

TO CERTIFY, OR NOT TO CERTIFY ... The Debate Rages on

Because this is a new issue,
many aspects of compliance
remain in question. Questions
are being raised regarding the
EPA's Renovation, Repair
and Painting Rule that went
into effect on April 22, 2010.
It is hard to distinguish be-
tween rumor and fact at this
point. Clarification is needed
on whether removing a ga-
rage door section constitutes
“disturbing a painted sur-
face”. Some say no — it is
removed intact and does not
cause dust or chipping.
Some say yes - as soon as an
impact wrench touches any
part of the door or parts are
removed it creates dust and
possibly chipping paint.

IDA is working with numer-
ous associations including
DASMA, the Window &
Door Alliance, the National
Association of Remodelers
Institute, the National Glass
Association, and the National
Association of Home Build-
ers to seek answers and solu-
tions regarding compliance.

Regardless of findings, door
dealers should keep in mind
that their employees must
continue to observe safety
standards, even if the work
does not involve properties
where young children may be
present. Companies should
make sure their installers are
familiar with Section 1926.62
of the federal OSHA regula-
tions, which applies to all
construction work where an
employee may be exposed to
lead.

Whether or not you plan to
work on EPA-targeted proper-
ties, the following are addi-
tional important practices you
should observe under the new
rules:

add the age of the structure to
customer information as a tip
off to the potential of lead
based paint.

Notify customers either ver-
bally and/or via a signed noti-
fication form that they may be
charged a fee for a lead-based
paint verification test and/or
remediation work, making
sure customers understand that
any service company must
comply with the same proce-
dures

Make it a company policy to
communicate the dangers as-
sociated with lead based paint
to all employees. Further,
make sure that all employees
know and understand the ba-
sics of these new regulations
regardless of certification
status.

It is up to each individual door
dealer at this point to deter-
mine whether your company
should become certified. If
you are going to perform work
on an affected property, and
the work would be subject to
the rules, certification and
compliance is essential for
avoiding serious liability. The
rules provide for penalties of
up to $32,500 per violation per
day, so the cost of evading the
new rules is very steep.

An important tool available
whether you will be perform-

ing work under the rules or avoid-
ing such projects, is a lead-based
paint test kit. There are simple
test kits which are available for
less than $20.00 each, including
the LeadCheck kit, and there are
various retail and online vendors
who market these and other EPA-
approved testing equipment.

The cost of becoming properly
certified has been a bone of con-
tention with the already finan-
cially hurting building industry.
General Liability Insurance may
not cover working with hazardous
materials. Hazardous material
insurance may run from $1500 to
$3500 per year. This is in addition
to the cost of the certification at
around $150-$225 per installer,
Cost of certifying the business,
loss of profit for the 8 hour class
and cost of wages for employees
to attend the class. Then you have
to look at all the supplies required
for this as well as the extra time to
set up, clean up and hazardous
disposal costs.

Keep in mind that the insurance is
on the certified renovator, not the
company, so possibly if you have
more than one man certified, you
may need to pay more in insur-
ance. The person in the company
that is certified can train proper
procedures to other workers
within the same company
[document this] and at that point
he would need to be at the jobsite
during setup and cleanup only.

Dealers are concerned that this
cost will have to be passed on to
potential customers and telling
them they will be charged for
testing time, materials and most
likely a large disposal fee to get

rid of their hazardous mate-
rial may cause budget con-
scious consumers to decide
against having work done.
But in reality, is this more
expensive than being in-
volved in the ever increasing
lawsuits?  Not to mention
being a party to possible con-
tamination?

Some dealers are looking at
this as an opportunity to
shine in their profession.
Being certified can be used as
a sales tool, showing the pro-
fessionalism and knowledge
of their company. For small
companies or companies that
rarely work with tainted ma-
terials, the financial invest-
ment may not warrant certify-
ing themselves. This is a
good opportunity for a certi-
fied professional to hire out
on a job-by-job basis to these
other companies.

Ted Miner, president of Cus-
tom Overhead Door, Inc says
“Remember the “eyes” on
openers. This (certification)
is but another thing that:
*Will make it harder on the
consumer to do themselves.
*Will make it harder on the
“tail-gater” *Will demand
professionalism on the job.
*Will demand professional
office practices

I think what we should re-
member is the law’s intent is
to protect future generations
from lead contamination. We
are to educate, test, and then
protect the public and our
labor before, during and then
after the lead affected effort.
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Laurie & Melissa Theurer
owners of Applegate Door
used SuperTech Day to
honor their crew in 2009

NWDOA

Next Meeting

JUNE 9th -

General Meeting 4:30
Board Meeting 3:00
at

La Carreta Restaurant
4534 SE McLoughlin
Blvd

Portland, OR 97202

e SPONSORED BY
e WAYNE DALTON

Many studies have shown that
respect and recognition are
the most important factors
relating to job satisfaction, and
people who feel appreciated
by their employers and co-
workers are generally unlikely
to seek alternative employ-
ment.

A special day commemorating
door systems technicians has
been set for June 26th of this
year, as part of an interna-
tional campaign to recognize

and honor professionals in
the field. Door companies
will be encouraged to treat
door technicians to some
form of activity that will
serve as a reminder that
they are the key to main-
taining profitability and cus-
tomer satisfaction in all as-
pects of the trade.

tKS S@gSyiQa

recognize door and access
systems technicians around
the world for their contri-
butions to the success of
door dealerships, and to
the value and professional-
ism of the industry. Dealers
will be encouraged to take
part by paying tribute to
their crews.

The day can be used as a

hub for promoting your
company as one that uses
professional, skilled techni-
cians who are most quali-
fied to install and service
their door systems

Your hard-earned reputa-
tion is determined by the
work your technicians per-
form each time to install,

teluN Hoddp deSt or Anspect i 2

a door. Each customer they
serve will base his or her
opinion about your com-
LI yeQa
experience they have when
interacting with that techni-
cian. Considering the incal-
culable value of their con-
tribution to your reputa-
GA2yZ AayQi
honor their service an idea
whose time has come?

Wayne Daltomsponsorlung Meguny

Wayne Dalton will be the sponsor of the NWDOA general membership meeting on June 9th.
Leachman will be presenting the latest on the Genie Professional Series Operators. As ma
already know Wayne Dalton was purchased by Overhead Door a few months ago and in col
with them has inherited the Genie Operator line.
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He will also be presenting information on the timely topics of the changes to the commercial
UL325 regulations and the Lead Abatement Renovators Laws. He will allow time for discus
and an open forum question and answer time.

Of course everyone is invited. These meetings benefit the office staff, sales teams and tech

we | | as the d
people you do
Some manufact

eal er

business wi

urerds will

owners.

ltds a great
th and the peopl
be handing out d

people attending the meetings and each meeting that you attend gains you a raffle ticket for
prize drawing at the end of the year. Come see what you have been missing, have a free di

gather great information.
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SPECIAL ELECTION HELD

In a special election held atthat Steve will be a welcome

the April 14th meeting Steveaddition. Steve has served
Mathis of Multi Sales in Van-terms on the Board previously
couver, Washington wasand will bring wisdom and an

elected to the Board of the understanding of the industry
NWDOA. to the NWDOA leadership.

Steve fills a spot left vacant
by Jamie Minschall, who
decided after the December
election that he would be
unable to fulfill the responsi-
bilities of the position due to
family obligations. We were

sorry to lose Jamie but know

HIGH LIGHTS OF APRIL MEETING

April saw a lively meeting installation training work- Acme has thouse experts GPS Unitfi Chris Brown,

packed full of good infor- shop. that can answer just aboutClopay

mation. The industry SPON1o educational sponsor oY guestion you have re-

;c():rhl\jvsﬁrcl)oua?i):jsnsilgsra:g the meeting was Acme Toofifsrgggrssaf.?.%/é tgg:]s eS(ra Ray Krueger, Genie Over-
i , ePhey have several location - ey 'head Door

for the Company unvelledi cludin Hillsboro  a ddo safety trainings for you. _

Clopayds ven oWitn OI'-E 04 %eattﬁ]emm provide you with nec- Laser Levél Jeremy Rid-

entry door market by : 'essary safety documenta-dle, R&S Automation

showing a very informative " "~ tion forms.

DVD highlighting the fea- Acme brought four expertsMay 14th Acme will be

tures and benefits of theirwho talked about their olding their open house at

new line. many, many products sol
he Portland Store only. It\we had to have the garage

and also answered ques- o
Clopay entry doors are tions on many subjects in\_/vould definitely be worth- 4o, repaired. The repair-

high quality with many de- cluding  which fastenersWh"e to stop in and Se”man told us that one of our
sign features perfect for were best for concrete ap- what they have. Tell the: problems was that we did
the Northwest enVironmemplications Jeff. their safety YU learned of them fror not have a "large" enough
One unique feature is thatexpert talked about Iad_ythe NWDOA. motor on the opener. |

the entry doors will be de- . . thought for a minute, and
signed to match their ga_der safety and the impor- Acme Tool provided SON <.iq that we had the largest

. tance of using good quality very nice tools to use as @ S de at that i
rage doors in texture colorI . . ) one Sears made at that time,
. ’ adders and observing all door prizes. Winners were
and glass designs. g9 p a 1/2 horsepower. He shook

. o of the ladder safety guide- | yqer training DVD an S head and said, "Lady,
Craig also invited everyonelines. He explained thatt ool fil assods Yo need a 1/4 horsepower.
to Clopay®6s Wemnputs outs laddeo m — | responded that 1/2 was
June 16th. They will besafety DVD that is free and Nylon Tool Caddy Kim larger than 1/4. He said,
presenting their entryway great for you to use in Prosser, Precision Door S "NO, it's not.” Fouris lar-
doors as well as holding antraining. vicedi OR ger than two..

Cordless Impact Driver
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Health Care Reform Act Small Biz Credit

Everyone is anxious to hear
about the new Health Care leg-
islation; especially our small
businesses want to know how
it will affect them.

Please note the web address
for more information -
www.heathreform.gov

Health coverage legislation en-
acted this year includes a Small
Business Health Care Tax Credit
to help small businesses and small
tax-exempt  organizations afford
the cost of covering their work-
ers.

Elligibility Rules Amount of Credit
Providing health care coverage. A Maximum Amount. The credit is worth up
qualifying employer must cover at least to 35 percent of a small business' premium
50 percent of the cost of health care costs in 20100n Jan. 1, 2014, this rate
coverage for some of its workers based increases to 50 percent (35 percent for tax
on the single rate. -exempt employers).
Firm size. A qualifying employer must ~ Phase-out. The credit phases out gradually
have less than the equivalent of 25-full f$02rs’1‘(|)r()rgs axvclith$5%\/8(r)%ggn(\gv?gre?irmgt\%?t%n
time workers (for example, an employer the equivalent of between 10 and 25 full
with fewer than 50 halfime workers time workers.
may be eligible). For more information go to:
Average annual wage. A qualifying http://www.irs.gov/pub/irs-
employer must pay average annual utl/3_simple_steps.pdf
wages below $50,000.
Both taxable (for profit) and tax-
exempt firms qualify.
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