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REDUCING RISK IN FIELD 
SALES OPERATIONS
By Kristin Berger Parker
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Field sales employees are critical to 
distribution and ultimately achieving 
revenue goals. However, the inability of 
employers in the supply chain to directly 
supervise field sales employees creates 
underappreciated risks which may 
negatively impact profitability.

In some cases, liability may be directly 
caused by the acts or omissions of the 
employee. In other cases, field sales 
employees may be exposed to risks by 
third parties that are not fully visible to or 
within the control of employers. 

Careful evaluation of these risks and 
implementation of policies, procedures 
and employee training can help ensure 
that your field sales team remains an 
asset and not a liability.

  

Evaluating Bloodborne 
Pathogen Risks

Regulations issued by the Occupational 
Health & Safety Administration (OHSA) 
and state occupational safety and health 
administrations (bloodborne pathogen 
standards) require that employers identify 
and evaluate risks of occupational 
exposure to blood and other potentially 
infectious materials (OPIM), create an 
exposure control plan (a written program 
that outlines protective measures 
to eliminate or minimize employee 
exposure to blood and OPIM), ensure 
that employees wear appropriate 
personal protective equipment (PPE), 
implement employee training, and take 
other necessary actions to reduce risk. 
All employees who have occupational 
exposure to blood and OPIM must 
be offered the hepatitis B vaccination 
series within 10 working days of initial 
assignment, after appropriate training has 
been completed.

The bloodborne pathogen standards apply 
to employers of employees who may be 
exposed to such hazards, regardless of 

whether the employers operate 
the facilities where the hazards are 
present. Accordingly, companies in the 
supply chain will need to consider  
off-site hazards to which their field 
employees may be exposed.

Off-the-shelf bloodborne pathogen control 
plans and training may not reflect the 
actual risks of occupational exposure. 
Because employers in the supply chain 
are sending employees into environments 
they do not control, such employers 
should take steps to ensure that all risks 
are identified.

It is a best practice to periodically solicit 
feedback from the employees who are 
exposed to the risks, asking them to list 
exposure-prone tasks. Both the nature of 
the tasks and the type of potential exposure 
should be identified (e.g., needle stick vs. 
contact exposure). These risks should be 
evaluated without considering risk reduction 
due to PPE.

All employees who have 
occupational exposure to blood and 
OPIM must be offered the hepatitis B 
vaccination series within 10 working 
days of initial assignment.

Reducing Risk in Your Field Sales Operation — Part 2
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In Part 2 of this two-part series, we 
will address bloodborne pathogen 
risks and avoiding OSHA retaliation 
claims. In Part 1, available here, we 
focused on the risks associated 
with electronic vulnerabilities and 
distracted driving.

https://www.medicalalley.org/library/industry-intelligence/reducing-risks-in-field-sales-operations/
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Avoiding OSHA 
retaliation claims

Employers also reduce their risk 
of claims and expense by 
encouraging prompt reporting 
of workplace injuries. However, 
employees sometimes delay or 
resist reporting of such injuries due 
to fear of reprisal.

OSHA has issued recent guidance 
emphasizing statutory anti-

retaliation provisions. The guidance and 
applicable law:

      Prohibits retaliation against
employees for reporting work-related 
injuries or illnesses.

       Prohibits policies that discourage 
accurate reports of work-related 
injuries or illnesses.

       Requires employers to inform 
employees of their right to report 
work-related injuries and illnesses
free from retaliation.

       Requires reasonable procedures 
for employees to make prompt and 
accurate reports of work-related 
injuries and illnesses.

In support of its anti-retaliation policy, 
OSHA will put particular scrutiny on 
post-accident drug test procedures and 
practices, as well as safety incentive 
programs.

OSHA’s express concern regarding post-
accident drug testing is that it not have 
the purpose or intent of discouraging 
reporting. Accordingly, the testing should 
be used only where there is a reasonable 
basis to believe that drug or alcohol use 
contributed to the accident or injury, or 
the test is required by law. To comply 
with OSHA’s requirements, before 
implementing testing, employers should:

1.  Articulate reasonable suspicion or 
reasons for post-accident testing based 
on individualized circumstances.

2.  Identify the applicable law requiring 
testing. Employers should also be 
aware of state law on drug testing and 
review any applicable contracts for 
testing requirements.

Safety incentive programs should also 
be reviewed to determine whether they 
reward compliance with legitimate safety 
rules or safety-related activities, rather 
than discourage reporting of accidents
and injuries.

OSHA’s express concern regarding 

post-accident drug testing is that 

it not have the purpose or intent of 

discouraging reporting.
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Customized Risk 
Solutions for Your 
Company
To learn how you can craft policy 
safeguards to ensure compliance 
with OSHA workplace injury reporting 
requirements and to protect against 
the risks of bloodborne pathogen risks, 
contact one of the attorneys noted 
on the right. 

Don’t forget to read Part 1 of this series, 
which you can access here. That article 
looks at the risks of distracted driving 
and electronic vulnerabilities.
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