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about not just standing or sitting in our rooms—the world is hilly 
and hot, and having prosthetic devices that adapt in real time 
to the changing needs and environments of their users is where 
we’re going.”

To achieve this next-generation thinking, Orthocare is focus-
ing on two major fronts: data-driven technology and a common 
directive within the community of prosthetists and researchers.

“The basis of any science is being able to measure something 
and reproduce it,” Boone explains, “and that is one of the main 
things that has kept prosthetics from being more of a science and 
less of an art.” He also believes that technology that facilitates evi-
dence-based practice “solidifies reimbursement.” He asserts that 
it will “put the measure of function onto solid ground, so people 
can understand what they’re paying for.”

However, though reimbursement fuels the profession, inno-
vation guides it, and Orthocare maintains that if the profession 
shares a vision of the future, innovations will be easier.

To serve that purpose, the company has formed the Ortho-
care Innovations Foundation, a 501(c)3 nonprofit that includes 
the Limb Restoration Institute. The institute’s first project will 
be a conference titled Prosthetics 2020: The Future of Physical 
Restoration. Expected participants at the invitation-only event, 
October 28–29, include representatives from the Department of 
Defense (DoD), the U.S. Department of Veterans Affairs (VA), 
National Institutes of Health (NIH), Rehabilitation Institute of 
Chicago (RIC), JHU, and Hanger. The purpose of the conference 

is to bring experts together to share ideas and, ideally, to develop 
consensus about directions to pursue in both O&P technology 
and the clinical models needed to deliver it.

The Take-away
For all this ambition, the company remains cautiously optimistic. 
McCormack allows that from the perspective of an early-stage 
company, Orthocare’s success “is an indication that if you build the 
right kind of teams, are aggressive and really persistent, a lot can 
be achieved. Some may have the notion that, for a host of reasons, 
this field is locked up and controlled by a very small handful of 
companies. But from our perspective, there is opportunity to effect 
change in the field and to do that in a very meaningful way—and 
we’re really staking our claim to that. Our approach to affecting 
the field is to have a sound scientific underpinning, which makes 
it difficult for anyone to discount what you’re doing.”

However, when asked what lessons Orthocare’s successes 
might offer the O&P industry, McCormack demurred. “I would 
say that it’s more about what we can learn from other companies. 
We’re very respectful of the history and the origin of companies 
that have true global reach and a history of excellence, like Otto 
Bock, with its 90 years of history. We’re hoping to learn for many 
years from the companies that have come before us and achieved 
so much.”  O&P EDGE

Morgan Stanfield can be reached at morgan@opedge.com
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