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tone-reducing AFO for children with cerebral palsy. There was 
also a plan to open TRAFO clinics across the country, but expan-
sion required additional funds in the form of outside investors. 
This drove the decision to first cede 10 percent of the company to 
a venture capitalist and then to take the company public in 1984. 
At that point, the company had grown from a small backyard 
venture, and Wernick had persevered from a student working 
part-time jobs to pay tuition to a businessman with a 20 percent 
interest in a company valued at more than $17 million.

The 1980s saw changes in the business climate for orthotics 
as physical therapists and chiropractors entered the arena and 
competition from smaller labs intensified, driving down profit 
margins. The financial constraints of the situation caused them 
to close down the Chicago location, and Wernick says it led to 
additional tensions between the partners, ultimately resulting 
in Langer leaving the company. Wernick describes this as “the 
most stressful period of my life.”

By the 2000s, Wernick had scaled back his involvement in the 
day-to-day operations of the lab. He had remained active with 
lecturing throughout his business ventures and podiatry prac-
tice, as well as maintaining faculty status at NYCPM, eventually 
becoming the chairman of the department of orthopedics. He 
also joined the staff of Eneslow Pedorthic Institute, New York, 
New York, as the medical director, where he had taught classes 
beginning in 1999. He officially retired from academia in 2012 
after 44 years of providing education.

While he no longer actively practices, Wernick says he pas-
sionately believes in the value and significance of foot care. “By 
caring for feet you can genuinely change people’s lives. Foot 
health directly affects quality of life.” For those interested in 
providing foot care, his advice is simple, “Find an area of exper-
tise, develop yourself, and market it. There are well over 300 
million Americans…600 million feet! There is plenty of poten-
tial and opportunity to find a niche. But you must be able to 
demonstrate your value.” 

Wernick’s long career and his dedication to his profession 
demonstrate the lesson he says he learned in childhood, “No 
one is going to do it for you.”  O&P EDGE

Séamus Kennedy, BEng (Mech), CPed, is president and co-owner of Hersco Ortho Labs, New 
York, New York. He can be contacted via e-mail at seamus@hersco.com or by visiting www.
hersco.com
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What are your biggest business-related 
challenges? Would you like help solving them?

Let us know, and we may include your story  
in a future issue of The O&P EDGE. 

Contact editor@opedge.com


