
Now that the new REACH legislation is upon us and due to
come into effect on June 1st, 2007, the last reasons for
chemistry-using businesses prevaricating and putting off
decisions any longer have evaporated to be replaced by 800
pages plus of EU legalise.

And even though pre-registration is not until June 1st, 2008, it will
be a foolhardy business that leaves such a critical business activity as
REACH compliance until the last minute, when the price of services,
products and solutions will be at their peak due to demand and
skilled resources will be as rare as hen’s teeth – of which more later.

So, where do you turn to for help? Your trade association or
regional cluster organisation, if you have one, is a good starting
point and they can be gateways to a range of non-commercial and
commercial organisations and service providers ready to help you,
but the range of services that a moderate-sized business may
potentially need to pull in is staggering.

The CIA's REACHReady Service Provider’s web page (see inset –
from www.reachready.com/service_provider.php) currently lists
27 legal, technical and commercial service provider categories,
envisaged in total or in part as likely to be necessary to support
REACH compliance.

If a business was to engage any one organisation within each of
just a few categories, it soon becomes apparent that a wide range
of information and data from disparate sources, as well as
activities and actions, has to be successfully coordinated and
managed. Failure to do so will result in businesses falling foul of
REACH and ending up with significant unplanned business costs
and even business failure due to unforeseen consequences of the
legislation.

It therefore makes sense to start managing this information
proactively and effectively in some sort of integrated IT solution
from very early in the process, but with so little time available to
specify, source and implement a REACH compliance management
system, where do you start and where does one turn to.

Root of the Problem
At the root of the problem are the many diverse pieces of
information to store on each substance, along with contextual,
unstructured data, over an extended time period to be used by
multi-disciplinary, or risk mitigation, teams working across
departments and, in many cases, across sites.

From all this, critical business decisions will have to be made on the
most up-to-date and relevant data – what information is lacking,
gap analysis undertaken, and risks to the business identified  such as
potential non-registration and/or the need for substitution and
monitored on an ongoing basis.

And whilst registration costs will be expensive, the greatest impact
for a downstream user could well be on R&D and manufacturing,
where a vital process or blending ingredient becomes unavailable
and a successful product line has to have additional investment to
re-formulate it.
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Technical services
- Performing scientific data searches
- Performing substance grouping, (Q)SARs and read-across

services
- Conducting physico-chemical tests
- Conducting laboratory chemical identification and charac-

terisation
- Evaluating chemical identification and characterisation

data
- Performing toxicological testing
- Testing environmental effects and fate
- Assessing and compiling environmental effects and fate

data packages
- Performing and reviewing environmental exposure

modelling and monitoring
- Reviewing epidemiological data and health monitoring

studies
- Assessing and compiling human health and exposure data
- Evaluating hazard classification and labelling
- Preparing Chemical Safety Reports
- Devising and evaluating Exposure Scenarios
- Preparing Safety Data Sheets
- Validating Registration dossier prior to Agency submission

Legal and commercial services
- Conducting searches for commercial and/or legal data
- Compiling substance use information from the supply chain
- Acting as an "Only Representative", providing third-party

representation services, for example in consortia
- Providing consortia management services
- Providing legal advice on the protection of confidential

business information and intellectual property
- Advising on alternative substances and substitution
- Performing socio-economic analyses
- Providing project management services
- Operational support for managing REACH compliance

through IT solutions
- Advice on supply chain communications
- Advice on product defence strategies and remedies, in

particular for substances of very high concern
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