The Clock is ticking!

Look Inside for Registration Details!

Hotel & Travel

Hotel Reservations, Travel Information and Discounts!

CONFERENCE LOCATION
Hilton Orlando Lake Buena Vista
(in the Walt Disney World Park®)
1751 Hotel Plaza Blvd.
Lake Buena Vista, FL 32830

HOTEL RESERVATIONS
PFA has reserved a block of discounted rooms at the Hilton
Orlando Lake Buena Vista for your convenience during
the 55th Annual Symposium & Exhibition. All educational
sessions and the exhibit hall will take place at the Hilton
Orlando Lake Buena Vista.
Rates: $160.00 Single/Double Occupancy per night, plus
applicable state and local taxes. To obtain the PFA preferred
rate, reservations must be made by the reservation cut-off
date of September 21, 2014. These rates are available
three days prior and three days after the meeting dates.
Reservations can be made by calling the hotel directly at
(800) 782-4414. Be sure to reference the code “PFA” for the
group rate. Reservations can also be made online by visiting
the visiting the Symposium & Exhibition section of PFA’s
website at www.pedorthics.org and clicking on the Hotel and
Travel tab.
PFA Room Block Reservations
Cut-off date: September 21, 2014
Reservations received after 5:00 pm local time at the
hotel on the cut-off date and after will be accepted at the
Group’s prevailing rate, based on availability. Please note:
there is no guarantee that rooms will still be available until
September 21, 2014 as we anticipate our block selling out.
Please reserve your room early.

ABOUT THE HOTEL
Ideally located in the Downtown Disney® Resort area, Hilton
Orlando Lake Buena Vista hotel is steps away from exciting
theme parks and popular tourist attractions. Discover
Downtown Disney® Marketplace, Downtown Disney®
West Side, and Cirque du Soleil®. Enjoy complimentary
transportation to Disney theme parks and experience extra
magic with Disney’s Extended Theme Park Hours benefit,
providing additional time and shorter lines.
Unwind with a movie in your stylish guest room and stay in
touch with high-speed internet access at this official Walt
Disney World® hotel. Upgrade to a spacious suite with
separate living and sleeping area—ideal for families and
entertaining friends.

Choose from a variety of amazing dining options. On
Sundays, take the kids to Covington Mill, located inside the
hotel for a Disney Character Breakfast in Orlando. This is a
great opportunity to get autographs and take pictures with
your favorite Disney friends. Sample delicious Japanese
cuisine at the Benihana Steakhouse and Sushi. Sip a cocktail
at the Rum Largo Poolside Bar and Café and savor innovative
Italian cuisine at Andiamo Italian Bistro. Enjoy a refreshing
drink and light snack in the inviting John T’s Lounge.
Stay active in the 24-hour fitness center and swim laps in
the two heated outdoor pools. Make use of the 24-hour
business center complete with modern business amenities.

HIGHLIGHTS
•
•
•
•
•

Located in the Walt Disney World® Resort-nestled
directly across from the Downtown Disney® area
Complimentary transportation to and from all Walt
Disney World® Theme Parks
Extra magic with Disney’s Extended Theme Park Hours
24-hour fitness center and two heated swimming pools
Disney Character Breakfast every Sunday

WHAT TO DO AROUND HERE
Hilton Orlando Lake Buena Vista, located in the Walt Disney
World® Resort, is ideally situated across from the Downtown
Disney® Resort area. This Orlando hotel is steps away from
popular attractions such as Downtown Disney® Marketplace,
Magic Kingdom® Park, Disney’s Animal Kingdom® Theme
Park, Disney’s Hollywood Studios®, and two exciting water
parks. Have even more fun at Disney theme parks with
Extended Theme Park Hours. Enjoy an extra hour of fun
before the theme park opens to the public and stay up to
three hours later.
Visit SeaWorld® Orlando and view sea lions and dolphins
up close. View the Jewel of the Sea Aquarium. Learn about
rescued manatees and watch sharks from the safety of
underwater funnels. Explore Universal Orlando® Resort—
experience the magic of movie making and discover a
range of exciting movie-based rides. After the excitement of
thrilling theme parks, unwind and play a round of golf, relax
on the beach or enjoy afternoon shopping at Mall at Millenia
and Prime Outlets International.
Check-in/Check-out Times:
Check-in
3:00 pm
Check-out
11:00 am
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Each year, more individuals choose
ABC for pedorthic certification than
any other credentialing body. With
ABC’s unprecedented commitment
to education, training and high
standards, it’s not hard to see why.

To find out how you can
become ABC certified, call
703-836-7114 or visit us
at abcop.org

www.aetrex.com

Stop by Aetrex booth #401 to see our new footwear collections
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Are You Following
Us On Our Social
Media Networks?

Like us on

Follow us on

Connect NOW with
PFA and Others in the
Pedorthics Community!

Follow us on

Follow us on
O and P

Don’t miss out on the latest announcements and current topics we’re
discussing on social media 24/7.
Join PFA today on Facebook, Twitter, LinkedIn and O and P Social for
the latest industry and practice buzz!
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Did You Know?
New Lamination Process
ACOR h a s e n h a n ce d t h e

adhesion of its industr y
l e ading material combinations.

Custom Laminations
You choose any combination of
materials and we will laminate
them into sheets, blockers, or
wheels.
Yo u c h o o se !

Guaranteed Laminations
O u r m ate r i a l s a re
gua ra nte e d to p e r fo r m
w hen using our recommended
ACOR makes tough laminations h e at i n g i n st ru c t i o n s!
that can stand up to abuse!

Go to www.acor.com
to download our
current catalogs

COME VISIT US AT PFA, BOOTH 508
www.acor.com

Look for us:

You

Tube

Toll-free:

800-237-2267

- not just the

3

#1 Gel for Custom Orthotics.
Whenever extra cushioning/relief of
sensitive areas or soft-tissue supplement
is needed, think PQ.
Scar Tissues • Skin Graphs • Amputations
Congenital Disorders

Professional Quality
Viscoelastic Polymer Gel

PQ Liquid is available in 2 part, pint or quart
kits and mixes easily for consistent results.
• A true, soft-tissue supplement
• Ideal for arthritics and diabetics
• Make total contact, custom inlays

flexible orthotics,
and distal end pads
• Make custom pads any durometer
• Cures in approximately 20 minutes at 72°
• Contains no nutritive components for microbe growth
• Contains no cellular constructions so there is no collapse
in load-bearing areas

PQ Gel
Makes Excellent
Fore-Foot Fillers.

Call (800) 331-8040, ext 109, to order PQ Gel Foot-Care Products.
3

Laboratory of Foot-Care Products
Evansville, IN

PQ Gel Foot-Care Products are also available from
Cascade, G&W Heel Lifts, PEL, P.W. Minor, R&B Medical,
Ruby Leather, Verne Bintz and Warwick Enterprises.
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18 | Creating a New Pedorthic Business Model
Beyond Problem Feet & Insurance Woes

30 | Falling into Marketing & Spring into
Success – Changing Times Require
Changing Strategies

	By Glenn Cumberland
To be successful in pedorthics today you have to provide a
service. If there is competition, you must work hard to provide
better service than your competition is offering.

By Melodie R. Phillips, Ph.D.
Marketing communication strategies offer pedorthic practices
an affordable and simple way to communicate with patients,
suppliers and referral sources, and these options can facilitate
real-time communication relating to your practice and
business.

20 | Transitioning From Open Wound to Final
Footwear-Offloading the Diabetic Foot
Part 2

34 | What Can a Retail Pedorthist Do to Get
The Most Out of Visiting a Conference
Exhibit Hall?

By Dr. James B. McGuire, DPM, PT, C. Ped.
The discussion continues regarding the timely application of
offloading devices to reduce pressure on pedal wounds and in
alter a patient’s gait to prevent injury or reinjure of the tissue by
using many types of devices.

	By Sarah Henry-Jones, B.A., C. Ped.
For many practicing pedorthics in a retail setting, there are
oftentimes they find themselves amiss of just how beneficial
attending tradeshow, or exhibition during a conference can be
for improving their skills and even sales goals when providing
pedorthic treatments and products to their customers and
patients.

28 | Yes We’re Open: Introducing PFA’s Retail
Committee

By Chris Stanley, C. Ped. & Ben Nebroski, C. Ped.
Now more than ever before, the need for pedorthists in a
retail setting is making a comeback and many PFA members
understand now is the time to come together and educate the
public on this a why proper shoe fitting is so important for both
health and life.

36 | What’s a Proper Shoe to Do?
	By Joseph M. Mozena, C. Ped.
The shoe is an item of footwear that is utilized to protect, comfort
and cover the foot, `just like an article of clothing, and there is a
wide variation of what makes traditional ‘footwear.’

40 | PFA’s 55th Annual Symposium
& Exhibition

	By Margaret Hren, Current Pedorthics Staff Contributor
Join PFA and your friends where the sun is always shining and fun
is a way of life!
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Jay Zaffater, C. Ped.,
PFA President
president@pedorthics.org

Just a Moment of Reflection
as I Get Ready for Take Off
It is hard to believe that my two year term as President of the Pedorthic Footcare
Association (PFA) is coming to a close. I know all of us have heard the saying that “time
flies when you’re having fun,” and most of us have experienced this sentiment with the
understanding that preoccupation can often lead to loss of time. I would be lying if I
said everything was fun, but fun is not the reason I volunteered.
The PFA does utilize the immediate past president’s position, which will make moving
on easier on me and the incoming leadership. Hopefully this will allow the Board of
Directors (BOD) to draw from my past experience and proceed with anything that
needs continued attention, including changes and directives of the new president. This
will also help cover any gaps in our leadership change. Besides continuing to work very
closely with the executive committee and the BOD, I have additionally forged an even
closer relationship with our incoming president Rob Sobel, and I strongly feel that this
should serve us well.
Now it is time for some reflection on whether I did enough or did I make a difference
in the management of PFA. Everybody likes to think what they labored over was not in
vain. However, I also find it hard to judge myself in any capacity, but ultimately we all
are measured against our accomplishments.
I have never been a person who looks at a process or challenge and boasts about what
I can do, but rather I attack it and see what I have done. In many instances with a
leadership role, it is difficult to have quantitative, tangible or measurable outcomes. So
when I made my “to-do list” at the onset of this adventure, I knew that some of my pie
in the sky ideas may not come to fruition and even if they did, how would I know?
One of these ideas was the instrument of change.
For anyone paying attention to my messages over my tenure as president, it was apparent
that I was pushing for change. Much of this change was to manifest itself in a different
attitude towards the direction of our association and that the out of the box thinking was
not only going to be progressive, but also accepted. After all, this association belongs to
the members and we are charged, as a BOD, with improving this organization with their
directives in mind.
I listened to what the membership was saying and took it to heart. I heard their
concerns about lack of communication, being out of touch, the association’s relevance
in today’s health industry and value to its members. I wanted to re-energize our group
of embattled volunteer leaders, which I felt would ignite the membership-at-large. I
kept an honest and open minded approach when reaching out to our past members,
educators and leadership for guidance and sought to form collaborations with these
groups and other associations that in the past PFA had kept at arm’s length. We also
faced our day to day operations along with identifying and accepting any current
internal problems plaguing PFA.

ABOUT PFA
The Pedorthic Footcare Association
(PFA), founded in 1958, is the not-forprofit professional association which
represents the interests of the certified
and/or licensed pedorthist and
supports the pedorthic profession at
large.
Through PFA’s efforts, pedorthics – the
management and treatment of
conditions of the foot, ankle, and lower
extremities requiring fitting, fabricating,
and adjusting of pedorthic devices – is
a well-established allied health
profession which makes an invaluable
contribution to public health.

MISSION
PFA’s mission is to enhance the
effectiveness and efficiency of
credentialed providers of lower
extremity pedorthic modalities through
education; increase the demand for
services through marketing; and
promote the right to practice through
government affairs activities.
Pedorthic Footcare Association
8400 Westpark Drive
2nd Floor
McLean, VA 22102
phone (703) 610-9035
fax (703) 995-4456
email info@pedorthics.org
website www.pedorthics.org
facebook Pedorthic Footcare Association
twitter @pfapedorthics
linkedIn Pedorthic Footcare Association

o & p social Pedorthic Footcare
Association

So how can you really measure change and how effective it may have been? To
address these concerns, the BOD started using a more personal touch with vendors,
Scan the QR code with a smartphone
to learn more about PFA.
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exhibitors and members while evaluating and coming to grips
with what was happening in the marketplace. If you look at our
membership numbers over the last 10 years, you realize that
we have lost many members. This, I surmise, is due to many
eventualities, but we have narrowed it down to the perfect storm.
PFA has lost many members to normal attrition rates (retirement,
career change, death) in comparison to other professional
associations, but the abundance of the Medicare pedorthists has
skewed these numbers. Just who are the Medicare pedorthists?
These are a great number of members who entered into the
profession solely on the wave of the Therapeutic Shoe Bill.
These C.Peds were hired by the multitude of DME’s who added
shoes as an independent or ancillary revenue stream. However,
when Medicare began to adjust the rules and increase the audits,
these Certified Pedorthists lost traction and not only left the PFA
but also left the profession. As a Medicare Pedorthist, I have felt
this pain.
When you consider the overall economy as a fiscal catalyst,
it has left many out of work pedorthists unable to pay dues
or attend the Symposium. With some exceptions (states with

licensure and Medicare), a pedorthic credential is a purely
voluntary credential. By extension, then, continuing education
becomes voluntary if you need to begin making decisions
about where to cut expenses. Furthermore, some companies,
especially those specializing in diabetic shoes, were unable to
support PFA as once before; and with the onset of membership
and CEU competition and the advancement in pedorthic
education, we have at times struggled to stay afloat. The BOD
takes its fiduciary responsibilities very seriously and has used your
dues wisely; most importantly is we cut expenses when necessary.
We have together weathered the storm and the PFA is still
here representing the rights of and advocating for the Certified
Pedorthist.
Looking back over the last two years, there were many
measurable accomplishments over the term of my presidency:
• We placed members of our BOD on the Medicare Regional
Councils
• We improved our distance learning and significantly increased
our CEU opportunities.

• Help your customers
end foot pain
• Unique, quality products
in attractive packages
• Proven sellers in shops
just like yours
• Guaranteed to sell
or we buy them back!
Boost your sales and profits, without risk. For a free
catalog, samples, more information, or to order,
contact PediFix or your favorite distributor today.
Mention “Current Pedorthics” for extra free samples!

Counter-Top Foot Pain Relief
Profit Center #P17

Call: 800-356-8185
Fax: 800-431-7801
Email: info@pedifix.com

©2014 Pedifix, Inc. LPF1014
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Visit us at
booth #205
in Orlando!

• The symposium has been brought back to tier one cities;
positive changes have been made to the exhibit hall, and we
are providing great educational/CEU tracks.
• We updated and rewrote the strategic initiatives and our
mission statement,
• We are currently upgrading to a new interactive website that
incorporates better e-commerce and social media tie ins.
• We made an effort to reach out to the retail segment of our
member base with education, retail focused articles in Current
Pedorthics and established a new Retail Committee on the
BOD.
• Current Pedorthics magazine looks, feels and reads better than
ever with more educational materials, along with working to
improve our interaction with members using social media and
other forms of communication.
• We took the bold step in supporting our members in Canada
with the formation of PFA’s first chapter.
• We have expanded our industry contacts by working trades
with other organizations to display at their symposiums and
have built a more cooperative relationship with the Pedorthic
Foundation.

• In 2015, PFA will hold its 56th Annual Symposium &
Exhibition in conjunction with the American Podiatric
Medical Association’s (APMA) Annual Scientific Conference.
More details, including dates and location on this exciting,
member-driven change will be available shortly.
So did I make a difference? I worked hard, listened, stayed
honest and always asked for help when I needed it. Ultimately,
the answer to this question is going to be left up to smarter
people than myself who will concern themselves with my legacy.
It is funny and even amazing how you can relish the things that
you might not have ever seen yourself doing. I have enjoyed
being President of the PFA and and I hope to be contributing as
a volunteer leader long into the future.
On a personal note, I want to thank my family for their sacrifices,
especially my wife Leslie, in allowing me the time away from
them as needed to take on this worthy task. Like I always tell my
three wonderful children, Caitlin, Jacob and Garic, it takes hard
work to make life easy. Aim high, everyone, aim high!
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News and Happenings from the Pedorthic Footcare Association

Current Pedorthics Magazine
Announces Winner of Our
Reader Survey Gift Card
Drawing
The Editorial Department of Current Pedorthics is pleased to
announce the winner of our 2014 CP Readers Survey. Participants
who answered our online survey this past June were entered into
a random drawing for a chance to win a $100 Visa Gift Card. We
are pleased to announce that that Ron Lanning of Brownfields
Prosthetics and Orthotic Technologies in Meridian, Idaho was
selected our winner! Congratulations Ron! We also want to thank
all our members and readers who participated in the survey. Your
insightful comments, concerns and suggestions will help us to
continue our goals of improving and providing the most current
educational and informative content available regarding the
pedorthics industry and pedorthic practice in lower extremity and
modality treatments.

Join the Current Pedorthics
Editorial Staff as a ‘Off the
Shelf’ Book Reviewer and
Receive FREE BOOKS!
Just like the New York Times, Amazon, Barnes and Noble, and
other media outlets publishing book reviews, Current Pedorthics
is looking for volunteer members and pedorthic professionals to
help review new book titles selected to be featured in our ‘Off the
Shelf’ book reviews. Since adding this department over a year ago,
its popularity continues to grow and we are in need of additional

PFA’s E-newsletter Covers the
Pedorthic Community
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editorial volunteers to rate and write reviews on these upcoming
selections to be featured in our magazine.
Book topics range from various medical and pedorthic topics;
pathologies and treatments, and a wide range of alternative and
business subjects to assist pedorthic professionals with their
practice and business. As a reviewer, all we ask for is a 250 to 300
word summary about the book and its usefulness for pedorthic
professionals by our editorial deadline. You are welcome to review
one or more books, and as our thanks, you can keep any of the
books you review for your own personal resource library.
To sign-up, please contact Margaret Hren, Current Pedorthics
Editor at margaret@pedorthics.org to pick out a tome from our
upcoming ‘to review’ list.

PFA Member and Volunteer
Appointed New Director of
MAC at Barry University
Congratulations to PFA Member, Von Homer, BOC Pedorthist,
recently promoted to Faculty and Director in the Biomechanics
Clinic of The Motion Analysis Center (MAC) at Barry University
School of Podiatric Medicine, in Miami Shores, Florida. Previously
he held the position of Faculty and Clinical Research Coordinator/
Instructor for Diabetic Amputation Prevention at Barry University
School of Podiatric Medicine. Von has been a long time
contributor to Current Pedorthics magazine writing on the many
subjects and research projects in Diabetes, sports medicine and
trauma/injury he has worked on and presented during his tenure at
Barry University. PFA and its membership wish Von great success
in his new position for many years to come.
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Off the shelf
The Pocket Podiatry Guide: Footwear and Foot Orthosis
By Anita Williams & Chris Nester

©2008 Churchill Livingston

Mosby’s PDQ for Wound Care
©2008 Mosby

Reviewed By: Dean Mason, MA, OST, C. Ped., CO, L. Ped., LO
Pedorthists are
actively engaged in
the process of healing
wounds, specifically
ulcerations on
the foot. We are
well versed in
the mechanics of
offloading pressures to
allow wounds to heal.
One of the books
reviewed this issue gets behind the scenes into the medical process
of wounds and how they heal. For those fortunate enough to work
inside a wound clinic, the material in the book is not something
new.
For those who don't have this opportunity, Mosby’s PDQ for Wound
Care offers you an introduction into the mechanics of various types
of wounds, including burns. Tabs on the psychological impact of
wounds, to pathology and pathomechanics, classifications, standard
treatment protocols and documentation of wound healing are
presented in an easy-to-understand format. The work is geared to
wound clinic personnel and is a good guide for pedorthists who
want to understand the conditions we treat, as well as educate your
patients about what they are experiencing in the clinic. Pedorthists
often have to be the educational intermediary between the doctor
and the patient. It is best to be as well informed on the conditions
we are treating, and when it comes to wounds, this is a very handy

guide. Most handbooks of wound management run several hundred
pages and are geared to physicians and nurses. This guide makes
the complex process of wound care understandable to almost
everyone.
In The Pocket Podiatry Guide: Footwear and Foot Orthosis, the
basic elements of foot assessment, anatomy and physiology and
the cardinal body planes are discussed. Conditions of the aging
foot including diabetes and rheumatoid arthritis are discussed with
several photographs and illustrations depicting typical pathologies
and suggestions for management. Theories of foot orthoses and
their manufacture provide excellent information in the background
of design and building of the devices.
Shoe construction and design is followed by a handy guide to
diagnosing problems utilizing the wear patterns of the footwear.
Every pedorthist has to be able to read the shoes that walk into their
office. It is by observing what exists that we can figure out what
we need to do to attain the relief that the patient needs. There is
a chapter on at-risk feet and how shoes are used as a therapeutic
modality. Several familiar names will be found in the references at
the end of each chapter. Although the book is authored by a team
from the U.K., and contains a myriad of valuable information, some
of the protocols may differ from the experience we have in the U.S.
All in all, both books are worth having in your personal library as
review, reference, and teaching aids. The more information we
have, the stronger the case we make when discussing out treatment
plans with our patients. Exceptional outcomes are what we all seek.

Take Advantage NOW! Receive an additional discount on the books
reviewed in this issue of “Off The Shelf!”
Pocket Podiatry Guide
Original Member Price $55.95
Member Price $47.40
Original Non Member Price $55.95 Non Member Price $50.35

Mosby’s PDQ for Wound Care
Original Member Price $27.95
Member Price $24.00
Original Non Member Price $27.95 Non Member Price $25.25

While Supplies Last! All standard shipping charges apply. Visit the PFA Bookstore at www.pedorthics.org to place your order online today!

HURRY! Sale Ends October 31, 2014!
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Always the right Stuff in Focus
High Tech Adhesives made in Germany:
No Toluene, No MEK, dries clear, and easy to use

Renia
Syntic-TOTAL
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Renia Ortec

Clear PUR-Adhesive
Drying time: 5-45 minutes
Tubes 90 g ~ 3 oz
850 g (Quart) with brush
4 kg or US-Gallon
Best on PVC (Vinyl),
TPR, PUR,
“Paper-leather”
Chrome tanned Leather

All Purpose Cement
Drying time: 5-60 minutes
850 g (Quart) with brush
4 kg or US-Gallon
Also best on PP, PE, EVA,
TPR

top-fit Maxbond

All Purpose Cement
Drying time: 5-40 minutes
Tubes 90 g ~ 3 oz (Klebfest)
850 g (Quart) with brush
US-Gallon
Best on most shoe materials

Renia Primer for PUR

Renia
Colle de Cologne

The Real Multi Purpose Cement
Drying time: 5-40 minutes
850 g (Quart) with brush
4 kg or US-Gallon
Also best on Vinyl (PVC)

green, 85 ml, 250 ml

Renia - Rehagol

(Primer for TPR) yellow
85 ml, 250 ml

Renia - Hardener
50 ml, 1 liter

Renia - All Purpose
Thinner for all

Renia Adhesives
Quarts,
5 liter or US-Gallon

GP-Atom and Renia ProtoColle Superglue · Yankee-WAX - finishing wax

All Renia Adhesives work on Leather, Rubber, TPR, Fabrics, Felt, Cork, PUR,
no settings, no phase separation, extremely high green strength
Renia USA Inc. · www.renia.com · www.renia.us · info@renia.com
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The rumors of our demise
have been greatly exaggerated.

p.w. minor
Stop by booth 713 at the PFA Symposium
and hear about our vision for the future.
800-796-4667
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www.pwminor.com

vendor spotlight
In this edition of the Vendor Spotlight we are showcasing the ‘rebirth’ of a much loved and well known PFA Vendor/Manufacturer Member who, after 147 years finds itself under exciting new ownership and management.
By Margaret Hren, Editor& Staff Contributor, Current Pedorthics

PW Minor
The pedorthics industry, despite its size, continues to reflect an
image of a small neighborly community or town, where its residents nurture long standing ties and relationships to each other
through both business and personal contacts. As in all tight knit
communities, when accomplishments are achieved, they are
celebrated; and when tragedy strikes, just like family and friends,
they come together in support. So it was a great shock recently
when news broke that after 147 years, PW Minor, a family
owned company manufacturing medical and specialty shoes,
was scheduled to close.
To many, this closing might not have been shocking. Over the
last few years, PW Minor has had to face hard business challenges in a fluctuating economic landscape, uncertainty and
changes in health insurance and patient care, and customer service concerns that placed strains on the company’s management
and business models for meeting profitability and service goals.
Today, with the announcement of new ownership, long standing
and potential clients can be assured that those days are over, and
the ‘new’ PW Minor is poised to be stronger and more focused
on its customers and products than ever before.
When meeting new owners/business partners Pete Zeliff and
Andrew Young, it’s hard not to feel the excitement these two
maverick entrepreneurs have planned for PW Minor. With their
unique experiences gained outside of the pedorthic industry
and a refreshing business attitude, they both aim to revitalize
PW Minor back to its reputable customer service roots, focusing on the company’s longstanding history, heritage, and quality
products. Although both have never been involved with shoe
manufacturing, both were struck by the support and long term
commitment from customers and employees and the exciting
challenge of learning and improving a business with over a
century of expertise in their field.
Zeliff, a well-regarded businessman, made his business mark
over 24 years ago as the founder and developer of a company
specializing in extracting energy from gas created in landfills.
Three years ago he sold the company and teamed up with
Young, a well regarded business entrepreneur with vast experience in acquiring and running unique business opportunities.
Both longtime residents and local business owners in Batavia,
New York where PW Minor is based, they have also served the
Genesee County Economic Development Center, using their
business savvy to help business owners and create business
investments in Genesee County.

“It’s no secret that many customers felt that in recent years,
PW Minor had stopped listening and paying attention to their
concerns about products, along with inventory problems, order
fulfillment issues and customer support,” says Zeliff. “We want
people to know that we understand their frustrations, and with
our new business and management team in place, we will rely
on their expertise and knowledge to bring back the service they
have expected from our company in the past.”
Young notes there are stumbling blocks at the moment to put
things right for long time customers and suppliers. He and
Zeliff, agree that they must ‘right the ship.’ This includes a
shared determination to correct and stabilize delayed product
shipping and other issues, along with working to gain more retail channels and build relationships with existing and potential
new customers. Much of this will entail planning face to face
visits with customers and listening to what they have to say. The
important thing is to make sure that the new management and
ownership of PW Minor is listening to its clients and wants their
input.
Another aspect to improve PW Minor’s customer relationship in
the pedorthic community is to focus on networking and education. “For years, PW Minor was a huge part of pedorthic education, and we want to do this once again for pedorthists in both
clinical and retail settings. We know that PFA will be a huge
assistance in regaining this ground once again as we partner
together to offer education opportunities for pedorthic practitioners to continue their education,” says industry veteran and
longtime PW Minor employee Drew Gallacher. “As a member
of PFA, our membership affords us excellent opportunities to
network with customers and members directly and use the other
marketing tools PFA has to promote our company and reach our
main consumer audience.”
As the editor of Current Pedorthics, I found my talk with PW
Minor to be both inspiring and exciting. Their enthusiasm for
taking on and correcting business problems of the past is a refreshing approach where today we often find company sales that
ignore business and management problems of the past, no matter how small or large, when it comes to restructuring following
the sale. It is refreshing that a new owner wants to honor a long
standing reputation of a vital part of the pedorthic industry, and
fix-it. I hope that all of you attending PFA’s Symposium and
Exhibition in Orlando in just a few weeks will take the time to
meet this great group of visionaries and welcome back a new
and improved PW Minor to the pedorthic community.
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Special Discount For Symposium Attendees!
FOR A LIMITED TIME! STOCK-UP NOW AND CHOOSE ONE OR ALL
EIGHT TITLES AVAILABLE FOR PICK-UP AT THE PFA BOOKSTORE IN ORLANDO!
CHOOSE FROM:

ALL TITLES ARE AVAILABLE IN SHRINK-WRAPPED PACKAGES OF 50 BROCHURES.
50 BROCHURES: ORIGINAL PRICE - $25.00* SALE PRICE - $21.00
100 BROCHURES: ORIGINAL PRICE- $35.00* SALE PRICE - $37.00
250 BROCHURES: ORIGINAL PRICE - $55.00* SALE PRICE - $53.00
*Price Slightly Higher For Non-PFA Members On Our Website After Sale.
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RELAX LUXE & GEMMA LUXE
Luxury with super-soft faux fur, a glamorous
broach embellishment, adjustability and
trusted technology.

For more information contact Rob Seehusen at
1 888 882 7954 // info@vionicshoes.com
VionicShoes.com

©2014 Vionic Group LLC

NATURAL RELIEF
Orthaheel® Technology helps reduce
over-pronation, which can help
relieve associated pains.
Andrew Weil, M.D., donates all of his after-tax profits from royalties from sales of Vionic®
with Orthaheel® Technology products directly to the Weil Foundation, a not-for-profit
organization dedicated to supporting integrative medicine through training, education
and research. For more information, visit www.weilfoundation.org.
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Creating a New Pedorthic
Business Model Beyond
Problem Feet and
Insurance Woes
By Glenn Cumberland
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I

n the last 35 years as a practicing pedorthist I have personally made over 20,000
custom foot orthotics. Not one pair of these orthotics required a prescription, was
paid for by insurance, and 100% of all my customer/patients walked away satisfied!
How you may ask could I have created such a successful practice and business in
pedorthics without accepting insurance?

I would like to share my thoughts, opinions and successes of
many years in a profession, just to call it pedorthics, would be
limiting. I have discovered it to be much more diverse. All of us
started in this industry for various reasons. I began in ski retails
during the early 70’s selling skis and fitting ski boots. Successfully
getting a ski boot to fit with no discomfort in those days was a real
test of skill and patience.
In the process of fitting ski boots, I learned the words lateral,
medial, pronation, supination and how to “blow out” a ski boot
shell if it wasn’t wide enough. While attending a boot fit clinic
hosted by one of the ski industry gurus at that time, he used me
as an example by asking me to take off my shoes and socks. “You
have a Morton’s toe! The long second toe and corresponding
shape of the met heads create an unstable forefoot. You try to put
pressure on your inside edge and your foot collapses. If we build
you a device that supports your arch and firms up your forefoot,
you will be more comfortable and ski better.” WOW! For the first
time, I realized the direct connection between foot support and
an increase in performance which would prove to be the basis of
my “pedorthic thinking” for the next 30 years.
While in the ski business during the 80’s, my ski retail operation
grew to three locations in mid-Michigan. During that time
several “custom insole” products were marketed to the ski
industry. My success was based on the ability to custom fit a ski
boot using very primitive methods. As my business grew, the best
racers and ski instructors in the Midwest began using my custom
insoles. I raised two junior Olympian ski racers, which gave me
my own testing lab close to home.
Companies providing custom insole systems to the ski industry at
this time, produced marginal products and their processes were
not user friendly. Consequently, I developed my own system. I
wondered, couldn’t you mold the heated thermal plastic directly
to the customer? I quickly learned why orthotic labs used plaster
positives. Polypropylene and their derivatives heated at 400 plus
degrees. In collaboration with Wayne State University, a resin
was developed producing an extruded plastic that heated at 250
degrees and provided excellent support when molded. Next, I
found a small manufacturer with a very unique memory foam
which evolved into today’s “TemperFoam.”
With this new technology in place, my new system lead to my
first patent for Direct Mold Technology. This process enabled
me to custom fit a ski boot customer in minutes, and my success
continued in the ski industry as more than one satisfied customer

asked, “Can you make something for my tennis shoes?” I
thought to myself, “that is an ORTHOTIC”, I better get further
knowledge.
Many of us long practicing pedorthists will remember the early
years of the PFA when it was originally called the Prescription
Footwear Association. It was through one of their programs at
Ball State University that I learned about prescription footwear.
Living in a non-air-conditioned dorm room for a week I
discovered I was learning very little about foot orthotics. Everyone
in the class was from either a prescription shoe store, an O & P
lab, or a diabetic clinic. Consequently, they worked solely with
problem feet.
There was a positive side to my Ball State educational
experience. With a background in ski retail, I recognized my
customer base was healthy, had expendable income and wanted
to be more comfortable in all of their leisure activities. This
realization helped determine the future direction of my business.
I decided to leave the ‘problem feet’ of the world to those other
individuals in my class who specialized in these areas. I would
focus on a population geared towards fitness, athletics and a
healthier lifestyle, who were willing to do anything to stay that
way.
This alternative thinking required an unwavering belief that every
individual will benefit from proper foot support. Regardless of the
business model you may have, you can open a whole new market
of potential business using pedorthics and orthotics beyond your
insurance based patient/customers. The initial interest of many of
my accounts in the US and Canada, was due to our success with
athletes and our philosophy of preventing injury.

Thinking Beyond the Accepted
Practice Norms
My company works with many of the major university athletic
programs, using our Fastech System to fit athletes as injury
prevention. Studies show a female athlete has a ten times greater
chance of injuring an ACL than a male athlete. Pressure to the
ACL because of the Q-Angle and a pronated foot are primary
factors.
You cannot change the Q-Angle but you can support the
pronated foot. Studies show that 70% of all ACL injuries are
“non-contact.” In reality, the foot going into pronation is a
contributor to the events that injure the knee. Large NCAA
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athletic programs have multi-million dollar shoe and equipment
contracts with major suppliers. The athletes have to wear the
shoes under contract and they often do not fit all foot types. Our
ability to custom fit with the proper foot orthotics works in most
cases.
In the early 80’s, to promote my custom foot support system, I
equipped a Step Van (which may have been the first mobile lab
in pedorthics) with all the equipment needed to produce custom
foot support products. I traveled around introducing custom
foot support to ski shops in the Midwest, generating my initial
customer base. I was located in Mt Pleasant, Michigan with
access to Central Michigan University athletes. The foot support
products I made for the athletes worked so well, the athletic
trainers made introductions for me to other athletic trainers,
and in the spring of 1984, I headed to baseball spring training in
Florida with a stop at a major tennis tournament. By the fall of
1985, I had 15 major league baseball teams using my product
The highlight was the World Series between Kansas City and
Saint Louis where every player on the field was fitted by me. I
also provided foot support products to most of the top 50 tennis
players in the world, as well as world cup skiers. The common
denominator was, all athletes viewed the custom support as
comfort, problem preventing, and in some cases, performance
enhancing.
As my business grew, I had a professional practice dilemma.
I was working in an area that did not require prescriptions to
create orthotics. Back then certification practice specified “you
are a professional in fitting footwear prescriptions.” Luckily
the changing landscape of health, footwear and even PFA’s
name change to focus on ‘footcare,’ has opened the door for
practitioners to pursue new areas of preventive and health driven
pedorthics that my business model is based on.
My philosophy is successful;
my products and method are
successful; and I have some of the
best athletes in the world saying
I’m successful, because I chose
to think how pedorthics could be
applied beyond the mainstream
prescription footwear, problem
feet and medical orthotics. I
remained true to my belief that
every individual would benefit
from proper foot support and
I believe time has proven me
correct.
Glenn introducing the Fastech
orthotic to Bill Norris, Head
Athletic Trainer for the ATP, Men’s
professional tennis in 1984
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Today over one thousand accounts
successfully offer Fastech foot
orthotics. I continue to work
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Glenn with athletic trainers, Kevin Rand and Steve
Carter of the Central Division champs Detroit Tigers

with the best teams in professional sports and during my 30
years in business I have provided my services to the ATP, Men’s
Professional Tennis and service to the United States Olympic
Committee in Colorado Springs. This year the Marine Corps,
after 200 years of service, now view the Marine as an athlete, and
have us equipping six sports medicine clinics at Camp Lejeune,
NC, serving 47,000 members of our military.

To Be Successful You
Must Provide a Service
To be successful in pedorthics today you have to provide a
service. If there is competition, you must work hard to provide
better service than your competition is offering. By talking with
many of my practicing pedorthic colleagues, I have discovered
many of them are slow to change anything in their practice. As a
business professional you have to decide if you are happy with the
way you were taught or the way “you have always done things”.
I suggest you take a survey of competing foot orthotic facilities
within driving distance of your location. See how your cost
and time to deliver service compares. I did this survey in S.E.
Michigan. We surveyed 45 facilities and discovered the average
cost of a FO was $485 with the average time to deliver at two and
a half weeks. In my office we can make and deliver the FO in less
than 30 minutes and charge $295. We have no competition.
A great example occurred recently when a mother and son
visited my office. They had just come from an O & P facility
and were told they could not get an appointment for two weeks
and it would be another two to three weeks to get the orthotics.
The boy had a soccer tournament in two days. With my help, I
was able to get them in and out of my office in 45 minutes and
they were more than happy to tell every other parent about their
experience.

The functional foot orthotic industry is in a confusing state.
There are many marginal foot orthotics being dispensed. The
orthopedic surgeon that says to his patient, “just go get an overthe-counter orthotic, they are as good as custom,” has some
merit but there are issues that go along with this thinking.

Solve All Your Foot Support Needs,
In Your Facility, In Minutes!

www.FASTECHLABS.net
FASTECH LABS
Manufactures and markets an “in-office” custom foot
orthotic system. This “direct mold” system allows any
staff member to make a functional foot orthotic in
minutes. Fastech inventories raw materials and all
equipment necessary to make foot orthotics on site.

Our definition in making a functional foot orthotic is, “we
support the foot in a position that it functions best.” Patients,
customers, referring physicians, and everyone “in the audience”
will grasp this concept. The foot needs to pronate to provide
natural shock absorption and balance. The proper orthotic will
allow the foot to be functional, meaning the foot will still do
what it needs to do, but nothing more.
Hopefully, we can agree that there is no such thing as a
“universal orthotic” to fit all types of shoes, though orthotics
that work can be transferred to like types of shoes. Patient/
customers who come to my office are requested to bring two
pair of shoes in hopes one pair will be good enough to use.
Those of you with shoe inventory will find this a great time to
sell a new pair. I will always make the orthotics for the most
supportive shoe with a removable insert.

Direct Mold and Why it Works
“Orthletek, orthotics for athletes,
has worked with Fastech Labs
for 16 years. We do custom
orthotics for our patients and
have used the Fastech system
as an adjunct to our practice.
We have used Fastech for
athletes and for quick turn
around for our patients. As
a certified pedorthist and
past president of the Pedorthic
Footcare Association, I would
highly recommend Fastech Labs as a perfect resource to dispense
foot orthotics in your practice.”
Dane LaFontsee, C. Ped.
Orthletek • Milwaukee, WI
“Thank you for your assistance and exceptional foot support
products. You have provided us with excellent service for over
25 years. Your foot orthotics have helped many of the best
players in the NFL.
Joe Reckenagel
Assistant Athletic Trainer • Detroit Lions

“FASTECH proved very valuable to our players and
contributed greatly to our championship season.”

Kevin Rand
Head Athletic Trainer • Detroit Tigers

800-351-FOOT

Direct Mold is successful because it is the only foot orthotic
process you actually have the patient/customer to work with
from start to finish. Stated another way, it is the only process
that uses the patient/customer to mold the actual device that
will become the final product. The benefits are time and
accuracy.
The patient/customer will never question if something was
made custom for them. With my direct mold technology, the
patient/customer steps on to the “pillow system.” They are
weight bearing, but actually they are suspended in the layers of
foam, allowing neutral positioning of the feet and a “dynamic”
impression to be captured in the orthotic blank. Within
minutes the molded blanks are ready for posting.

The Minimalist Shoe Concept
These types of shoes are not for many people, but may benefit
a lightweight, non-pronating person that lands mid-foot.
However, most of the population using these types of shoes
are improperly fit. I was invited recently to participate in an
International Foot and Ankle Symposium and was the only foot
orthotic vendor present.
One of the speakers held a PhD from a prestigious eastern
university, and I was shocked when the first words spoken in
their presentation were, “throw away all orthotics, you can teach
an athlete to control foot motion.” When I asked, “What about
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a 6’ 8”, 240 lb. basketball player, coming down from a rebound?”
She stated, “You can teach him to land properly.”
The satisfaction learned from this encounter was the awareness
that one of my most successful clinics on the east coast was the
physical therapy department of the same prestigious university!
There is a reason there was only one Zola Budd. Even the recent
$3.75 million dollar class action lawsuit against Vibram for their
Five Finger running “shoes” is making the consumer more aware,
and the bottom line is, match shoes to running style and foot
motion, and you can never go wrong using a supportive shoe with
something inside to “support the foot in a position it functions
best.”

Conclusion
To grow your pedorthics business you have to change your mind
set to believe everyone will benefit from proper foot support/
care and not solely focus on those patient/customers who have
insurance or ongoing health issues. Whatever you do to make
custom orthotics, keep it simple and make sure your patient/
customer understands that the health benefits will out weigh their
financial investment. Also, make sure all your staff promotes the
INGSource_CP_Final.pdf

1
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orthotics you sell by wearing them as well.
I also provide to our patient/customers a pediatric “growth
guarantee.” I will replace orthotics for up to one year if they are
outgrown. This is a type of self-insurance that otherwise some
parents may not select the better custom orthotics. Additionally,
display letters of satisfaction and notes from happy customers. My
favorite is a hand written note from an athlete that says, “Glenn,
you are a genius!” (I show that to my wife often).
As I stated, I have made thousands of orthotics with 100% patient/
customer satisfaction. Of course I have experienced cases I could
not help, but since day one I have offered a 100% buyback if
success was not achieved. In those rare cases, they still leave
satisfied. We do receive prescriptions from referring physicians,
and provide patients with the paperwork and coding so they can
submit it to their insurance company.
We want to provide the opportunity for everyone to be “two
feet deep in comfort.” This simple philosophy has become my
company’s mission statement and sums up what I consider to
be the success of my business ... providing comfort one foot at a
time.
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Transitioning from Open
Wound to Final Footwear
Offloading the Diabetic Foot - Part 2
By Dr. James B. McGuire, DPM, PT, C. Ped.
Originally Published: © Podiatry Today, June 2012; Permission to reprint by author.

W

ound Management Devices. The total contact cast or TCC has for many years
been considered the gold standard for off-loading a diabetic foot wound, with
healing rates as high as 90%.20-22 Despite this the International Working Group
on the Diabetic Foot and several other studies have concluded that relatively
few practitioners use this modality on a routine basis.23,24 There are many
reasons for this that include: entrenched practice habits, fears and prejudices about the TCC,
inadequate training, bad experiences with the device, and financial and reimbursement issues.

Based on strict criteria for the use of the TCC, a number of
patients should not be treated with casting. They include patients
with documented PAD, an ankle brachial index of less than 0.7,
or an active infection.25 Other contraindications include cast
claustrophobia, known non-adherence, fluctuating leg edema,
active skin disease, a sinus tract with deep extension into the foot,
or when the clinical staff has inadequate training and confidence
to administer the treatment. In numerous conversations with
clinicians I believe the single most common reason for this
hesitancy is a documented lack of compliance noted in diabetic
neuropathic wound patients. It is very difficult to trust a patient,
who has a demonstrated history of poor judgments with regard to
their care, with the responsibility of wearing and adhering to the
restrictions imposed by the TCC. In those cases, other treatment
modalities can and should be used.

molded footwear. Most practitioners choose between these
devices based on their individual experience with a particular
modality, clinical availability, patient preference, or even insurance
reimbursement.2,27 The most commonly employed device is the
surgical shoe with or without internal shoe modifications despite
relatively poor evidence for healing when compared to the TCC
or the iTCC. For this reason I have chosen to limit the shoe
based devices to the Transition period between healing and final
footwear. In addition to the TCC, the iTCC, Football dressing,
and Felted Foam techniques have been the only methods which
when employed have consistently produced healing rates in the
high 80%s and can reasonably be expected to effectively offload
and heal wounds within a 12 week period. 28,29,30,31

Most practitioners treating diabetic wounds, because of the
complications mentioned, in addition to the time and complexity
of application and the cost of materials for the device, have chosen
to employ a number of alternative devices.1,2,26 These include the
removable cast walker (RCW), the non-removable cast walker
or instant TCC (iTCC), the molded or double upright ankle
foot orthosis with or without a patellar tendon-bearing addition,
Charcot restraint orthopedic walkers (CROWs), a modified
Carville healing sandal or shoe, the felted foam technique, the
football dressing, and commercial off-loading shoes, such as the
half or wedge shoes, a post-operative shoe, and depth or custom-

If the clinician is not comfortable with the application of the
TCC, or if the patient has one or more of the established
contraindications to its use, prefabricated removable cast walkers
(RCWs) and non-removable cast walkers or the iTCC have been
shown to be comparable to the TCC in their ability to off-load
the diabetic foot and close wounds in a similar time frame.28,29
Armstrong, and his colleagues have been the pioneers in the use
of the iTCC. Lavery, Pollo, and Lawless have studied pressure
redistribution in commercially produced removable diabetic
walkers and found them to be comparable to the TCC and
superior to other off-loading devices in their ability to reduce

Instant Total Contact Cast
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pressure on specific areas of the foot.32,33,34 The key to healing with
any of the off-loading devices is the clinician’s ability to improve
patient adherence by making it impossible to remove the devices
without their approval. Knowles and Boulton,35 found that when
patients were given specialized footwear free of charge, only 20%
of the patients actually wore the shoes. Armstrong, et al.36 found
that when given the ability to remove the devices, RCWs were
worn only 28% of the time during activities of daily living.

Improving the Removable Walker
Removable walkers have been made non-removable by wrapping
the device with cast material, or Coban©, or by applying a
simple cable tie connector to prevent patients from taking off the
devices.1,2 There are also certain dressing techniques that can
be employed to protect the foot with a non-removable dressing
housed within the RCW thereby allowing the patient to remove
the RCW during sleeping. Two techniques with data to support
their use in healing diabetic foot wounds are Felted Foam and
Football Dressings.29,30,31,37 Non-removable devices whether they
be TCC or non-removable dressings housed in an RCW or a
surgical shoe, have been able to improve healing rates and the
clinician's ability to close wounds within the 12-week standard
window.29,30,31,37 Removable devices allow easy access to the
wound at any time during the healing process, making it easier
to apply advanced wound products in the manner they were
designed to be employed, but at the same time tempting the
patient to remove the devices for comfort.38 A number of RCWs
have been made with a patellar tendon bearing or PTB uppers or
calf attachments in an effort to remove more weight from the foot.
These devices are available custom made or off the shelf and may
have a slight edge over a standard RCW in their ability to offload
the foot but this has yet to be proven in clinical trials. I my hands
I have found them very effective when new and the Velcro uppers
have yet to stretch out. Once this happens, or the clam shell upper
loosens from edema reduction in the leg, the devices are no better
than a standard walker.

Felted Foam and the Football Dressing
Felted foam dressings (FFDs) have been used successfully for
many years by practitioners trained in the technique. One-quarterinch adhesive felt is applied directly to the foot around the ulcer to
reduce pressure on areas of ulceration. These are then placed in a
modified surgical shoe or pre-fabricated walker to be used during
ambulation. Dressings can be changed and advanced wound
treatments can be applied leaving the protective pads in place. The
pads are re-applied weekly or bi-weekly until the wound is healed.
Birke, et al.31 compared FFDs with a TCC, healing shoe, and a
walking splint with regard to healing times for forefoot ulcers and
found that 93% of the ulcers treated with the FFD were healed
within 12 weeks (mean time to healing of 20.9 days) compared
with 92% (31.7 days) in those treated with the TCC.31
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The football dressing developed by Dr Barry Rader30 is being used
by more and more clinicians as data increases to support its use.
It can be used where a TCC is contra-indicated or a cast walker
cannot be obtained because of insurance limitations or other
circumstances.30 The football dressing uses several layers of cast
padding, secured with woven gauze roll bandage, overlaid by more
padding, additional gauze, and finally a layer of self-adherent wrap
to finish the dressing and keep it in place. A 3/4 inch polyurethane
foam layer against the foot can be substituted for or added to the
cast padding to augment its cushioning effect. I have used the
football dressing successfully in numerous cases in conjunction
with RCWs by fitting into an existing cast walker to increase its
effectiveness. These dressings, although they are non-removable,
alleviate the feeling of claustrophobia some patients experience
when they are restrained in a non-removable device such as the
TCC.

Transitional Devices
Once the wound heals it is the natural tendency for both the
clinician and the patient to desire that they return to their pre-ulcer
footwear. The patient and the clinician both suffer from treatment
fatigue after 12-20 weeks of seeing each other and the patient
wants to get back to “normal” as soon as possible. Although both
partners desire this separation, they must remain together for 3-4
more weeks while the plantar skin matures and its tensile strength
increases. Fragile recently epithelialized scar tissue in the area of
a wound cannot hold up to the stresses of normal activity in the
patient’s own footwear. Steed, et al.,39 found that 69% of wounds
recurred within 30 months after closure with a growth factor.
Matricali, et al.40 had a similar result in a study of the TCC. 67%
of the patients had developed recurrent ulcers after 22 months of
follow-up. The patient’s previous footwear was a major contributor
to the development of the original ulcer and should not be
expected to behave otherwise if used for a second time around.
Total contact molded innersoles in gait restrictive footwear such
as a surgical shoe with a rocker sole and prefabricated diabetic
healing shoes are the preferred next step. These shoes come with
moldable innersoles or removable pressure reducing pixels or
segments of the innersole that can be pulled out from under areas
of high pressure to increase protection of the plantar surface from
pressure.

Final Footwear
The choice of the patient’s final footwear must be a collaborative
effort between the patient and their physician or pedorthist. All
podiatric, and many allopathic, and osteopathic physicians have
received specialized training in the use of depth footwear in the
prevention and treatment of healed diabetic wounds. Apart from
this additional training I do not recommend that the treating
physician simply write a prescription for diabetic footwear and
think their job is done. According to the Medicare therapeutic

The majority of patients, after a first or even second ulceration, will try to
return to their pre-ulcer shoe size and style.
shoe bill41 the prescribing physician is responsible for assuring the
shoes and insoles or orthoses prescribed are appropriate in both
fit and function to address the mechanical needs of the patient.
It is far better to refer this responsibility to a licensed podiatrist or
pedorthist who have much more training in writing and/or filling
a footwear prescription that is appropriate for the patient’s specific
condition. Depth shoes come in many shapes and sizes and the
patient must be guided in the choices they make if they are to do
what is best to prevent the development or recurrence of a diabetic
foot wound.
The majority of patients, after a first or even second ulceration,
will try to return to their pre-ulcer shoe size and style. They will
be convinced that they will be able to manage their situation and
prevent the problem from coming back again. They are quite
wrong and you should not give in to their assurances and fail to
insist that they get the right shoe and insert combination. The very
least you should do is send them out with the proper prescription
or referral. Better yet you should see that they receive regular
podiatric foot care visits and follow-up visits at their physician’s
office to continually reinforce proper maintenance of blood sugar
levels, diet and exercise routines.
Because of the digital deformities associated with the neuropathic
foot a standard depth shoe is not an option for patients. This does
not mean their footwear has to have no style or that anatomically
shaped custom molded shoes are appropriate for all diabetics.
Prior to the development of an ulceration, most diabetics with
no or low risk factors can be managed in their standard footwear.
Patients with a 6W risk of 0-3 fall into this category. Once an ulcer
has developed and healed even patients with relatively minor foot
deformities and low levels of risk should be protected from future
ulceration with a total contact molded innersole and depth shoes
to accommodate it.
Flexible correctible foot imbalances should be treated with a
corrective functional device to reduce the digital and forefoot
compensations caused by the biomechanical imbalances present.
Rigid fixed deformities should be accommodated and areas of
high pressure and shear specifically addressed with relief areas in
the innersole or soft inserts at the site of ulceration. Rocker soles
should be added to the shoes when there is a real risk of repeat
ulcers in the forefoot and when the patient has enough balance to
master ambulation with them. Rockers can be toe-only for distal
digital ulcers or metatarsal rockers to address metatarsal head
lesions. Heel rollers or a cushion insert known as a SACH style
heel can be added to smooth out heel strike, prevent foot-slap at

heel contact, making it easier for the patient to adjust to the rocker
platform. A double rocker sole can be used to provide additional
pressure relief for patients who present with a rocker bottom or
Charcot foot.
The importance of total contact molded innersoles cannot
be overemphasized and has been a staple of diabetic foot
management since it was championed by Dr. Paul Brandt in
1983.42 Simple flat insoles or thin dynamically molded materials
are just not adequate to offload the diabetic foot or reduce the
sliding in the shoe that produces shear. Here I fault a large number
of pedorthists and podiatrists who dispense insoles for diabetics
either without molding them at all or settling with a simple heat
gun aimed into the shoe for a few seconds in order to save time in
the construction and dispensing of the shoe. The insoles must be
thick enough to take up the room in the shoe needed to give the
patient a snug fit and fill the mid-foot arches for proper pressure
redistribution. It should not however over tighten the shoe or
crowd the toes. In other words, it should reflect the professionalism
and care of the dispensing physician or pedorthist and not just be
something anyone could do.
Custom molded shoes as with custom made Charcot restraint
orthopedic walkers (CROW) or other braces such as patellar
tendon bearing (PTB) ankle foot orthoses (AFOs) are just too
expensive to use without severe deformity that absolutely cannot
be accommodated with the available commercial last shoes, or
marked structural weakness that require the protection of a rigid
brace.

Conclusion
The diabetic patient is a complicated and often frustrating entity
to treat. Patience, persistence, and a commitment to “do the right
thing” are required by each clinician involved in their treatment.43
It is human to fail to comply or cooperate and it is equally human
to fatigue and give up in the face of difficulty. We simply must rise
to the call to be super-human in this instance if we are to gain
some ground on these wounds and put an end to the devastating
ultimate complication of amputation.
[NOTE: Dr. McGuire will be the Opening General Session
Speaker at the PFA 55th Annual Symposium and Exhibition in
Orlando,Florida October 24-27, 2014. References corresponding to
this entire article and photos of the footwear discussed can be found
online at www.pedorthics.org.]
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n the days before big box retail stores and discount footwear,
when someone needed new shoes, or special foot wear for medical
foot issues, people frequented their local shoe store around the
corner. More than likely, that store was a long-time fixture in
the community, with an owner who was your neighbor and more
than likely a pedorthist. His/her’s personal service and knowledge of
foot care and proper shoe fitting allowed them to make sure you were
wearing appropriate shoes that besides fitting properly, also protected
your feet and helped with potential gait and other lower extremity
problems.

With a growing and maturing population susceptible to age
related health issues and younger individuals focusing on
healthier lifestyle activities such as running and sports, more
people today are seeking out experts who have the knowledge to
help them stay healthy. This often includes not only proper foot
care and proper footwear, but a discovery that with the right
shoes for their needs, appropriate shoe fittings and orthotics,
this will help them participate and live healthier lifestyles. Now
more than ever, the need for pedorthists in a retail setting is
making a comeback. Many PFA members who are well versed
in retail and pedorthic services understand that now is the time
to come together and support, and take an active effort in
helping educate the public on why proper shoe fit and proper
foot care is an important part of health and life.
This past year, after an exploratory meeting in Boston during
the 54th PFA Symposium, PFA members made the PFA
leadership aware that there was an overwhelming interest,
generated from both retail and clinical members, to develop
ways of seeking out and sharing ideas and skills to help other
pedorthists learn, grow and develop their own businesses. With
a vote by the PFA Board of Directors, the new PFA Retail
Committee was created. Staffed by volunteer PFA members,
their goal is to share experiences and best practices with other
pedorthists.
“The mission and responsibilities of the PFA Retail Committee
is to identify and make recommendations to the PFA Board
of Directors on materials and products geared to enhance the
use of retail in pedorthics,” comments Ben Nebroski, Retail
Committee Chairman. The volunteers joining Ben on this
committee have diverse pedorthic background with experiences
as clinical practitioners, novice pedorthists and retail-centric
pedorthists in retail stores. Together the committee plans to
help contribute to the strengthening and diversification of the
pedorthic profession within the retail market and pedorthics
at-large.
Beyond the development of research materials and product
information resources, the committee will explore topics to

assist pedorthists working and running retail operations and
those seeking information on creating a retail element in their
practice. Programs they seek to develop will include marketing
and promotion guides, community outreach programming,
member education, public awareness and creating
communication opportunities to educate partner allied health
professionals. Their long term goal is to establish PFA as the
authority on foot care and foot health along with defining and
promoting the need for pedorthic professional.
With the American health care landscape changing, many
pedorthic businesses are looking for ways of creating additional
revenue streams. Those practicing in a retail pedorthics setting
understand a new importance in focusing their efforts on
promoting their skills and scope of practice directly to the
public, and augmenting their referral-based business model
with a direct-to-consumer aspect as well. By offering over-thecounter foot care products, a retail pedorthist can cater to an
even larger market.
Despite having the tools available, American society is not
‘healthy’ compared to some of her foreign neighbors. With
the staggering rise of obesity and diabetes in young adults,
many of the committee members understand that teaching
the public the importance of proactive foot care will assist
the health challenged individuals and educate the growing
population interested in fitness. This coupled with an overall
aging American demographic will help provide a greater need
for pedorthists, as well as an opportunity to help guide those
pedorthists wishing to explore this new environment for their
scope of practice.
The Retail Committee meets once a month and is open to
PFA Members interested in volunteering. It you are interested
in what the Committee has planned, along with an exciting
launch of a new pedorthic retail initiative for retail businesses,
they invite you attend their on-site information meeting at
the PFA’s 55th Annual Symposium and Exhibition, Saturday,
October 25, 2014 from 12:00 – 1:30 at the Hilton Orlando
Lake Buena Vista.
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Fall into Marketing and
Spring into Success
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oday’s healthcare marketplace is fraught with confusion,
delays and uncertainty. Patients are unclear with regard to
what services are covered by insurance and Medicare plans,
what costs are classified as out of pocket, and what are the wait
times for certain products and services. This can quickly turn
to angry and unsatisfied customers. Combine this with provider concerns
relating to lost revenue and customer/patient loss, and many pedorthic
practices are reeling to adjust to the realities of the new healthcare
marketplace.

Fortunately, marketing communication strategies offer pedorthic
practices affordable and simple ways to communicate with patients, suppliers and referral sources. These options will facilitate
real-time communication relating to changing policies, patient
concerns and new product and service openings.
Communication tools now range from the virtually cost-free
formats of Twitter, Pinterest, Facebook, Instagram, Snapchat
and Google+ (and others) to the more traditional approaches of
direct mail, advertising, sales promotion and personal selling.
Smaller practices with limited budgets may choose to maximize
efforts in the cost effective formats of social media and public
relations, while others may seek a complimentary strategy of
traditional tools and social media.
To develop this strategy, the primarily focus we will look at is the
comparison of traditional choices vs. more cost effective social
media approaches to marketing communication. This application will enable pedorthic practitioners and owners to discover
hands-on strategies for developing marketing and communication objectives and then developing corresponding strategies that
will enable successful promotion and communication with the
target market.
Social media is an excellent tool for any size company, but have
the affordability factor to appeal to small businesses and the
proven effectiveness to appeal to all companies. The primary initial decision involves identifying communication objectives and
then determining the best social media options. It is then just a
matter of using a purposeful strategy to enhance the communication efforts of the pedorthic practice.
The broad scope of promotional tools available includes traditional strategies using advertising, public relations, personal
selling, direct marketing and sales promotion. Each of these options offers tremendous opportunities to increase sales, improve
communication between provider and patient/suppliers, and
the opportunity to inform and persuade. Yet each of these tools
generally requires a substantial commitment financially. The
pedorthic practice needs to identify the best set of tools that will
yield synergy and results!

Traditional Promotions Approaches
Advertising is by far the tool that provides the practice with the
largest reach. All formats utilize the mass media and identify
the sponsor (the practice) as the source of the message. The
enhanced reach of this tool means that the cost per thousand
(exposed) is very modest, yet the overall out of pocket can be
substantial. Costs are the highest with television placements and
far more modest on radio and newspaper placements. The major

positive of television that accompanies the reach is the wonderful
opportunity to demonstrate products and show the practitioners
at work.
Public relations are a means to enhance your corporate image. It
can be used in conjunction with sponsorships (i.e., sponsoring a
5k run for a charity), which generate press coverage. Publicity is
a highly effective tool, because it is delivered by a more credible
source i.e., the newspaper, the radio station, etc. In other words,
unlike advertising, the press covers the story, and it is viewed as
news coverage as opposed to persuasive communication. Publicity can also offer coverage of new offices opening, the hiring of
new staff members, and offering new product lines.
Personal selling is a tool that is easily incorporated into your
every day business. It allows the practice to best communicate
effectively with existing patients and suppliers. Patients can be
informed about the Medicare policy, time frames for delivery
and insurance approvals and potential concerns in their care
plan. The training of your practitioners and sales people is
critical in the overall development of that successful face-toface communication. It provides the only interactive approach
in which patients can ask questions, your staff can read facial
expressions and body language. The practitioner/salesperson can
tailor the delivery of information, field questions and personally
demonstrate the correct use of the products and services. And
most importantly, this interaction is your best source of marketing research. You will hear directly from patients about their
satisfaction levels, concerns and complaints.
Sales promotion is a wonderful tool to achieve a short-term increase in sales and market share. There are multiple approaches
from the business to business strategy of trade shows, to the
consumer based promotions such as a buy one orthotic, get one
free, gifts with purchases, reduced prices, coupons, and any other
incentive to encourage a consumer purchase action. The cost
associated with sales promotion can be quite significant for the
bottom line. Any prices reduced, free gifts, buy one get one free
offers will reduce revenue, increase costs or do both!
Direct mail is a traditional approach that can in fact be the
best-targeted approach to reach existing and potential customers.
You can access databases sold by marketing research companies
(based on demographics, geographic locations, etc.) and/or build
your own base of previous and current customers. The individual
database enables you to actually spend your marketing budget
on the best prospective and repeat customers. Your tools are as
simple as emailing prospects, sending post cards, catalogs or
brochures to individuals in the database. Furthermore, it is quite
effective to include a sales promotional offer in a direct mail
piece such as a coupon, a gift with purchase deal, etc.
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The most important thing to do when investing in traditional
promotional options is to monitor success rates and feedback.
Success rates can be measured as simply as the number of
coupons redeemed or free gifts dispersed. Flexibility is key in
making sure the investment is paying off or identifying changes
needed. Research and monitoring is the key to effectiveness.

What are my most cost effective approaches?
The beauty of the innovation of the smart phone, social media
offers not only an immediate form of communication, but also
an incredibly cost effective form! Social media allows your firm
to develop accounts, pages and send out messages to any and all.
Of course, the more targeted your account is, the better results
you will yield. Social media options include Twitter, Facebook,
Pinterest, Instagram, Vine, Snapchat and Google+. Each has
unique benefits, but all offer the opportunity to communicate
by simply investing some time and energy into setting up the account and developing a strategy of what goals this technique will
support. The cost of social media marketing is bound by your
budget and desire to add additional options such as advertising, purchase, and research reports generated on your site and
advertisements.

Twitter
Twitter has 255 million active users and over a billion total users. Twitter reports over 500 million tweets are sent per day, yet
44% of Twitter accounts have never sent a tweet! These members consider themselves inactive, yet scroll through and still
view the tweets of those subscribed to individuals and companies.
Twitter is an excellent tool in which you are given 140 characters to reach out into cyberspace. It is often referred to as
a “headline” tool. This headline, however, can tweet out an
important message or merely serve as bait to get you to click on
a link for further details, video and promotional offers. Twitter
is short and sweet and often serves as a directory for additional
information.

Facebook
The highly publicized Facebook boasts over 1.28 billion active
users (and still counting). Facebook offers the users the ability
to set up individual, group and corporate pages. It is an excellent tool for generating feedback, developing relationships with
current and local prospects and enables the use of photos, vid-
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the success of the video. Key words are the key
to successful search results.

Pinterest

Chennai

Pinterest offers a unique opportunity to pedorthic providers to target women. Eighty percent
of Pinterest’s 40 million users are women.
Pinterest also boasts high levels of retention
of active members (unlike Twitter). Therefore
the chance to develop long-term relationships
across the life cycle of a family is dramatic.
Pinterest is a great way to promote new shoe
styles, designer AFOs, colorful and unique
shoes, inserts and brace options to younger
moms. Pinterest offers the benefit of posts
being “pinned” much like a Facebook share.
You get the benefit of “secondary” circulation
from a friend. Therefore it approaches the
credibility of word of mouth!

What Will Work Best for My
Practice?

Finn Comfort footwear provides extraordinary
anatomical support and exhilarating natural comfort
while promoting good health and well-being. Meticulously
handcrafted in Germany and highly recommended by
leading foot health specialists worldwide.

800.361.3466
info@finncomfort.com

eos, purchases and advertising. All of these features can occur
without ever leaving the site. Further, the practice can collect
marketing research, address complaints and respond instantly to
customer concerns. Facebook provides the capability to hearing
about concerns of patients immediately and responding quickly
to resolve the problem both on the public post and in a private
message.

YouTube
Who needs TV advertising anymore? You Tube has over a
billion total users, enables you to upload video freely and is
utilized 40% of the time on mobile devices. The key to viewership is successfully developing the interactive links between
YouTube, Facebook, Twitter, etc., to direct traffic to your promotional video. Key words in the title of the video also enhance

The decision of which path to follow in communicating with consumers is complex. There
are many times when budget alone drives and
limits your consideration set. The bargain of
social media strategies appeals to many small
and medium sized practices. Social media
then enables users to add additional features
like advertising, pushing tweets or posts, and
purchase options as the budget allows. Therefore you can engage in social media marketing
with no budget and expand as much possible!
Traditional methods of marketing communication such as advertising and personal selling
still provide pivotal benefits. There is no other
substitute to a face-to-face conversation with
an owner or practitioner. At times it is the only
technique to interact and address serious concerns. Advertising
supports mass appeal and may be necessary to support social
media until a strong presence is established.
For a useful chart that offers a quick comparison of the major
social media options, go to www.pedorthics.org. Remember,
communication is vital to the success of your practice and in
today’s marketplace it is simple and affordable!
[Note: Melodie R. Phillips, will be speaking at the PFA 55th
Annual Symposium and Exhibition in Orlando,Florida October
24-27, 2014 on this topic.]
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What Can a Retail
Pedorthist Do to Get the
Most Out of Visiting a
Conference Exhibit Hall?

F

or many of my colleagues practicing pedorthics in a retail setting, there
are oftentimes they find themselves amiss or just wondering how beneficial
attending a tradeshow, exhibition of conference can be for improving their
skills and even sales goals when providing pedorthic treatments and products
to their customers. Oftentimes I hear many who will attend conferences and
shows with an attitude that ‘you just cannot learn anything new,’ or ‘it is an easy way to
earn CEU credits and a few days away from the store.’ Like me, who as one of the many
lucky individual pedorthists working in the retail setting, it is pretty safe to say you
could be missing out on a wealth of information and new discoveries available to put in
your pedorthic arsenal for client care and increase potential sales.

PFA’s 55th Annual Symposium in Orlando this October 24-26, 2014
is just around the corner, and now is the time for you to consider
your strategy to help your retail customer get the most out of your
conference and exhibit hall experience. You have the ability to
take advantage in providing your customers with cutting-edge and
know-how in pedorthics, foot care products and treatments to assist in
their individual foot needs. From learning about new and improved
materials and techniques for fabricating orthoses; meeting new partner
companies that many of us may not have heard of prior to attending
the symposium; discovering new and popular shoes that accommodate
various foot conditions and deformities; and other products that can
make it easier for retail pedorthists to better help their customers, this
contact allows you an abundance of opportunities to provide better service to your customers, and to share this knowledge with your
coworkers, buyers and referring physicians.

compression socks, fabrication materials, pedorthic tools and small
accessories are great add-on suggestions to offer a customer you are
caring for. Even small shoe companies can get overlooked and it is the
pedorthist’s responsibility to take this information back to their buyers
and inform them of how and why that company’s shoes or products
would be of value to your store.

Creating a strategic approach to seeking out these new ideas and
products, especially in the vendor exhibit hall, can be enhanced and
improve your practice and sales skills. In order to benefit from a visit to
the exhibit hall, retail pedorthists should make sure they first look over
the list of vendors and services provided in the exhibit hall. Consider
making a list of at least five new vendors you want to check out, along
with touching base with those vendors you already do business with.

There are some cases where retail pedorthists are authorized to
purchase items for the company that they work for, and in which case
they may even place orders, rather than requesting samples. You can
also request education materials that can be passed along to other
stores within your company, local doctor’s offices and customers that
you are working closely with. Some of these education tools can include information pamphlets on different foot conditions/deformities,
the growth and development of children’s feet and diabetic foot care
practices.

Make sure when you stop at each vendor’s booth and pick up their
products on display to feel and see how they are constructed. You
should also collect information pamphlets from these vendors, ask
questions and take notes if the product is something that could be
beneficial for your store. It is also important to take business cards to
refer to as a way of contacting that company in the future.
Retail pedorthists should also engage in conversation with other
individuals as they walk around the exhibit hall. Networking is one
of the most important tools available to you when it comes to making
contacts within the industry, especially if you are interested in new
products or services to offer in your store or general sales knowledge
and business practice.
While in the exhibit hall, always consider distinguishing products that
your company’s buyers either have not seen before or have not been
told about. This allows you to suggest products that could be an asset
for sales generation in your store. For example, brands of shoes and

Vendors that are proud of their products will be happy to tell you as
much about their products as possible, even provide free samples. This
is a great way to learn about their product through hands on testing!
If they do not have samples on hand, it does not hurt to ask if there is
a way to have some shipped to your store. More often than not, they
are willing to provide a sample so that they can get their products out
there in the marketplace and generate more buzz and use for their
products.

While wandering around the exhibit hall, do not be shy to eavesdrop
on conversations among vendors and pedorthists, vendors and physicians, etc. This is an excellent way to gain information about how
other pedorthists and individuals are benefiting from the various products displayed throughout the exhibit hall. You may even want to join
in on a conversation and learn how the products have either worked or
not worked for other stores and practices.
There is a wealth of knowledge available in an exhibit hall, as long as
you know where to look and what questions to ask. Try not to compare
or badmouth vendors who may carry similar products or services.
Everyone has their own bells and whistles to benefit various treatments
and care levels, and what is important is to seek out and learn what
could be of benefit to your treatment practices and what your store can
provide to perform outstanding customer service and repeat customer
satisfaction.
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ll of us know the standard definition of what a shoe is; a shoe is an item of
footwear that is utilized to protect, comfort and cover the foot as an article of
clothing. Just like the clothing that covers our bodies, there are wide variations of
design, and materials in footwear. From my viewpoint, footwear is any covering of
the foot including the unlikely coverings of tattoos, toe rings and nail polishes.

The foot is an amazing soft, flexible adaptor that becomes rigid
on ‘toe off’ when we begin to walk. The foot is also normally
sensitive with numerous nerve endings in the soft sole of the
thickened skin to adjust your balance and walk to protect you.
Proper footwear protects the foot; it is your armor for the activities of your daily living.
Appropriate footwear is a healthy gift that is adapted beautifully
in fit, shape, and size. Footwear is the interface defending the
foot against cuts, scrapes and injury, dirt, rocks, pins, needles,
hard rugged ground and your daily environment. Even daily
living can be hazardous for the foot whether around the house
where hidden foreign bodies can be stepped on; you can slip on
spills and water; and even the outdoors you live has a concrete
jungle of unforgiving surfaces.
When wearing footwear as preventative measure to protect your
feet, the footwear you choose will and can help surround and
safeguard your foot from even the most basic weather elements
including the hot sun and/or the cold snow. The shoe has the
ability to create its own microclimate niche of humidity and
temperature. By wearing proper footwear, you have the ability to
create your own personal medical team’s “first responder” in the
prevention and the protection of your feet. Even using cushioning footwear shields against repetitive stress, pressure, and friction that can help protect your feet, and help proper footwear in
absorbing increased pressures from deformities and calluses.
Beyond preventive measures, shoes can be developed for special
needs and other medical concerns. Specialty shoes such as
Diabetic shoes for example, can aid foot health by the style and
the shape of the shoe allowing for Diabetic sufferers to address
medical issues that develop with the disease if proper foot care is
not addressed. In fact, proper footwear can be a health benefits
for all individuals with or without medical maladies.
First, for proper shoe fit, the shoe should not mold or distort

the foot’s shape as is the case of many high heel shoes. Proper
footwear can take damaging pressures off problematic areas of
the foot. A shoe is partly responsible for maintaining the foot in
sound health through proper design, construction, style and fit.
Footwear can strengthen the arches, support the foot, stabilize
the foot, correct or accommodate foot deformities, and limits
excessive motions. A proper shoe flexes where the foot flexes.
The primary value of Diabetic footwear as an example is in the
prevention of ulcers. Also, shoe inserts, heel cups, arch supports,
pads, appliances and orthotics can aid in foot health for the
abnormal foot.
Proper footwear affects how your shoes wear and how it affects
your foot in several ways. First and foremost, a correctly fitted
shoe advances the many purposes of prescribed footwear. Prescribed and appropriate street footwear aid in traction and grip
preventing slips, trips, and falls. Recommended footwear not
only prevents falls but contributes to stability in standing, walking, and running; recommended footwear can perform a variety
tasks depending on the chosen activity, such as those shoes that
are sports specific shoes.
The shoe modulates excessive forces during standing and the
gait cycle. The uppers, insoles, and soles of shoes imprints forces
and mirrors what is going on in the foot and can be read by an
experienced practitioner. For example, an insert can be inserted
and then removed to visualize markings that match the foot’s
weight bearing abnormalities.
The shape and style of the shoe has many comfort benefits.
Proper footwear is designed and engineered to be worn without
distress. The microclimate of shoes can boost comfort considerably, depending on its build quality for environment insulation,
vapor permeability, absorption, and the moisture control of
sweat disposal. No matter how much quality is built into a shoe,
it is lost without a professional fit.
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What’s A Proper Shoe to Do?

Your impressions and expectations of the shoe you decide to
wear encourages use based on discerned benefits and perceived
comfort. Such factors as shock absorption, cushioning assessment, resistance to compression set, flexibility, friction of inlays
and linings will affect the comfort level of your feet. Shoe Inserts
and style construction such as high heels effect pressures and
increases some of the forces reacting on the foot. The comfort of
precise engineered shoe is essentially determined by the match
of foot shape to shoe shape.
Footwear can enhance performance if a shoe is designed and
constructed to comply with the foot’s special functions. It must
perform under a wide variety of static and dynamic conditions,
and must balance in contributions to cushioning of shock,
decreasing shifts in pressure and absorbing stresses allotted to
the foot. Correct footgear contributes to foot function and a
functional gait.
The precisely made shoe aids in body alignment and symmetry. During engaged activities such as sports, sports specific
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shoes enhance performance. In addition, professionally fitted
therapeutic shoes incorporate such elements as an elongated
rigid heel counter, torsional rigidity and are rigid or flexible in
exacting areas.
Among all the purposes of footwear it also must provide eye
appeal and fashion for you to use for the protection of your
feet. The foot is an integral part of the body and wonderfully
designed to help us walk and stay upright and should not be
changed by fashion, as in the example of the art of Chinese foot
binding or the modern day high heel. High heel shoes are sugar
for the feet and like sugar, can be toxic.
The shoe should not be solely dictated by fashion alone. Footwear accentuates body image and can establish social status
and even define roles, including gender and sexuality. Footwear
communicates beauty, elegance, refinement and extravagance
which has powerful consequences on our social and emotional
life. Gender differences, national identities, professional influences all fall prey to the under-foot gear.
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Elegant

Classy
Rose

Camelia

removable insole
sandals

Daffodil
Sizes 36-43

Katie

Mars

dress removable
insole sandals

Kaye

Sizes 36-42

Sizes 36-43

Kerryn
our
use tory
en
inv ot
n
rs
you

Katherine

stretch shoes

ic
ast
t
n
fa rgins
ma you
for

Duty

Vicki

comfort shoes

Sizes 36-42

washable slippers - sizes 36 to 47. In e + 3e+ fitting.

Easy

Grande

Freedom

House

we can also design & make a range exclusive to you with your brand

EMAIL NOW FOR CATALOGUE & PRICES
gadeanchina@gmail.com or info@gadeanfootwear.com.au
Payment by Credit Card or Bank Transfer

Gadean Footwear has been manufacturing orthopaedic footwear in Australia
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since 1979. Buy direct from our ChinaCurrent
factory.

OUNCES OF
PREVENTION
NEW BALANCE 3040
Optimal control, developed to deliver
maximum stability and ultimate cushioning
Available in 3 widths and other colors

Visit us at booth #208

From footwear to foot care, no one protects foot health like New Balance. We
developed the NBRx network of retailers to deliver all the benefits of our advanced
footwear with the expertise of trained fit specialists. Foot care professionals trust
NBRx-certified retailers to turn recommendations into solutions.
Find an NBRx-certified retailer near you at newbalance.com/findastore.
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Join PFA and Your Friends Where
the Sun is Always Shining and
Fun is a Way of Life!
Golf Clubs … CHECK! Sunscreen and swim suit … CHECK!
Blue skies and colorful umbrella drinks … CHECK!
It is not hard to feel the excitement as PFA gets ready to host our
55th Annual Symposium and Exhibition at the Hilton Orlando
Lake Buena Vista in the Walt Disney World Park, October 24-25.
If you are a first time attendee or a seasoned veteran, there is
always something new and interesting to learn in pedorthics. We
are bringing together the best of the best to offer pedorthists and
pedorthic practitioners from around the world all the newest and
most innovative treatments, business models and products in
pedorthic care and application.
If you have not registered yet, now is the time to go online and
reserve your spot to take part in this annual networking and
educational gathering, considered the largest gathering of its kind,
dedicated to the pedorthic community.
Just as in years past, the Planning Committee of PFA’s Council of
Pedorthic Education (COPE) has once again outdone themselves
in offering attendees programming, workshops and special events
that surpass symposium and exhibitions of the past:
SIGN-UP for one of our two optional pre-symposium workshops
focusing on utilizing social media to maximize marketing in your
pedorthic practice, or a hands-on introduction of applied intuitive
pedorthics …
COME NETWORK poolside at our pre-conference Networking
Happy Hour with the PFA Board and other Conference Attendees
…
VISIT the Exhibit Hall to see the latest innovative products for
treatment in the pedorthics industry …
LEARN from new workshops and programming events throughout
the conference to hone your pedorthic skills and knowledge …
PLUS more programming and special events to be added!
With so much talent and information available to our attendees,
we are excited to feature once again both past favorites and new
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educational workshops on the topics that allow both the industry
experts and business entrepreneurs a platform to teach you their
expertise and knowledge on all aspects of pedorthics. From clinical
practice, business management to even social issues facing our
profession, this is a smart way to put your practice on the cutting
edge of patient care.
Check-out our symposium page on our web site at www.pedorthics.
org for details and watch out for our email and fax update blasts
offering you updated listings of workshops and session schedule
changes along with additional programming and special events as
they develop.
Do not forget, when you attend the Symposium, you are
able to earn CEU Credits to meet your continuing education
requirements and maintain your certification. The American
Board of Certification in Orthotics, Prosthetics and Pedorthics
(ABC) as awarded up to 18 Credits and the Board of Certification/
Accreditation (BOC) has awarded up to 18 Credits for this threeday symposium and exhibition, with available credits for exhibit
hall attendance and the participation in one of the two PreSymposium Workshops.
This year, as in past years, we are excited to offer everything under
one roof with accommodations and the conference at the Hilton
Orlando Lake Buena Vista. Located in the Walt Disney World®
Resort, attendees are just steps away from Downtown Disney,
complimentary transportation to and from all Walt Disney World®
Theme Parks, extra magic with Disney’s Extended Theme Park
hours that provide additional time and shorter lines, world-class
dining options and pre-purchase options for discounted park passes
and golfing with family, friends and colleagues.
So if you have not already, start packing your bags and join us for
fun in the sun in the ‘Happiest Place on Earth®’! Come join your
colleagues, friends and PFA on October 24-26 in Orlando at PFA’s
55th Annual Symposium and Exhibition. We will make sure that
Mickey and the Gang are there to welcome you personally!

Pedorthic Footcare Association

55th Annual
Symposium & Exhibition
October 24-26, 2014 | Orlando, fl

SYMPOSIUM AT A GLANCE
Thursday, October 23, 2014

NEW and EXCITING Offerings for

(OPS1) Optional Pre-Symposium Workshop 1
1 PM – 5:30 PM

CHECK-OUT THIS YEAR’S
SYMPOSIUM AND EXHIBITION!
Our Attendees!

Utilize Social Media to Its Maximum Potential in Your Pedorthic Practice (B)

(OPS2) Optional Pre-Symposium Workshop 2

THURSDAY, OCTOBER 23rd
OPTIONAL PRE-SYMPOSIUM

Applied Intuitive Pedorthics: A Hands-on Introduction (S)

WORKSHOPS!

3 PM – 7 PM

Registration Open

1:00 PM – 5:30 PM

7:30 PM – 9 PM

Optional Networking Happy Hour with the PFA Board of Directors

Friday, October 24, 2014

Sign-up now for one of two workshops
to help maximize your pedorthic practice

To 5 PM

Exhibitor Move-in

THURSDAY, OCTOBER 23rd

6:45 AM –

Registration Open

OPTIONAL NETWORKING
HAPPY HOUR!

6:30 PM
6:45 AM –

7:30 PM – 9:00 PM

Breakfast

Connect with the PFA Board of Directors

7:30 AM
7:30 AM – 8 AM

President’s Welcome, Announcements & Presentations

8 AM – 9 AM

(OGS1) Opening General Session: The Benefits of Early
Intervention in the Developmentally Challenged Foot
Dr. Joseph C. D’Amico, DPM, FAACFAOM, FAAPSM, FACFAP

9:15 AM –

(GS2) General Session: A Review of the Pathological Process
Leading to the Breakdown of the Charcot Foot (S)

10:15 AM
10:15 AM –

11:30 AM
11:30 AM –

the Hilton Orlando Lake Buena Vista at
our Island Inspired Kick-Off Happy Hour!
Come try a PFA created signature drink,
food and fun. Attendees will be entered
into a Chance to Win their next PFA
Individual Membership Renewal!

Dr. James B. McGuire, DPM, PT, C. Ped., FAPWHE

FRIDAY, OCTOBER 24th

Coffee Break

WELCOME RECEPTION IN THE

10:30 AM
10:30 AM –

and Symposium Attendees Poolside at

(GS3) General Session: The Science of Foot Typing (for ALL
Ages!) (S)
Dr. Louis DeCaro, DPM

EXHIBIT HALL!
6:30 PM – 8:30 PM
Back by popular demand, join PFA and
our Exhibitors in the Exhibit Hall for our

Lunch

Welcome Reception!

12:15 PM
12:15 PM –

(GS4) General Session: Pathways to Empower Pedorthics (S)

1:15 PM

Dr. Geza Kogler, Ph. D., CO

MEETING

1:30 PM –

(GS5) General Session: How Evidence-based Medicine will
Change Your Approach in Evaluating, Treating and Dispensing
Orthotics/Over-the-Counter Inserts (S)
Dr. Allan Grossman, DPM

see what ideas and programs we have

Coffee Break

to promote your retail pedorthic

2:30 PM
2:30 PM –

ATTEND PFA’S RETAIL COMMITTEE

2:45 PM

2:45 PM –
3:45 PM

SATURDAY, OCTOBER 25th

12:00 PM – 1:30 PM
Check out our newest committee and

business.

Concurrent
Breakout
Sessions
(A)

A1: Use of a
Pressure Plate
System in a
Pedorthic Environment (S)

A2: 2014
Legislative and
Regulatory
Update (B)

A3: 2014 Update:
Improving Your
Business Process
and Compliance (B)

VISIT THE PFA MEMBER ZONE
Come check out the latest offerings of
PFA related merchandise, book titles and
our annual brochure blow-out sale!

NEW ACTIVITES TO BE ADDED!
Watch for our E-mail Blasts!
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Symposium at a gLance con’t.
4 PM – 5 PM

5:15 PM –
6:16 PM
6:30 PM –

Concurrent Breakout Sessions
(B)

B1: Manage and Grow
Your Pedorthic Business
Using Today’s Technologies (B)

B2: Enhancing Athletic
Performance Beginning
with the Feet (S)

B3: Biomechanics Made
Easy (S)

Concurrent Breakout Sessions
(C)

C1: Effect of Material and
Production Technology on
Clinical Results (S)

C2: Pedorthic Options in
Aftermarket Ski Boot Liners (S)

C3: The Affordable Care
Act: What it Means for
Today’s Practice (B)

Welcome Reception in the Exhibit Hall

8:30 PM

Saturday, October 25, 2014
6:45 AM –

Registration Open

5:15 PM
6:45 AM –

Breakfast

7:30 AM
7:30 AM – 8 AM

Announcements and Presentation

8 AM – 9 AM

(GS6) General Session: Application of Accurate Distal
Orthotic Shell Parabola in Reducing Forefoot Pain (S)
Jeremy Long, BOC Pedorthist

9:15 AM –
10:15 AM
10:15 AM –

(GS7) General Session: What You Need to Know About
Medicare’s TSD, AFO/KAFO & Orthopedic Shoes Medical Policies (B)
Dr. Stacey Brennan, MD, FAAFP
Coffee Break in the Exhibit Hall

10:45 AM
10:15 AM –

PFA’s Annual Membership Meeting

11:15 AM
10:45 AM –

Uninterrupted Exhibit Hall Time

11:30 AM
11:30 AM –

Lunch in the Exhibit Hall

12:30 PM
12:30 PM –

Uninterrupted Exhibit Hall Time

1:15 PM
1:15 PM – 4 PM

Exhibit Hall Open for VIP Hours
Concurrent Breakout
Sessions
(D)

D1: Medicare Specific
Policy Discussion (B)

D2: Pedal Evidence (S)

1:30 PM –

D3: Sales and Marketing
Techniques to Build a Retail
Pedorthic Business - Part
1(B)

Concurrent Breakout
Sessions
(E)

E1: Foot Orthotics: Development and Testing (S)

E2:
Complications of Diabetic
Neuropathy and Prophylactic Treatments: What
Everyone Should Know (S)

E3: Sales and Marketing Techniques to Build a
Retail Pedorthic Business Part 2 (B)

F1: One Toe Makes a Difference (S)

F2: The Story Strategy:
Marketing Your Pedorthics
Facility with Quality Content (B)

F3: Sales & Marketing
Techniques to Build a
Retail Pedorthic Business –
Part 3 (B)

2:30 PM

2:45 PM –
3:45 PM

3:45 PM – 4 PM

4 PM – 5 PM
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Coffee Break
Concurrent Breakout
Sessions
(F)

5:15 PM –

(GS8): General Session: Incorporating SCFOs Into Your Practice (S)

6:15 PM

Erick Janisse, C. Ped., CO
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6:30 PM –

ABC Certificant Meeting

7:30 PM

BOC Certificant Meeting

Evening: On Your Own

Sunday, October 26, 2014
6:45 AM – 3 PM

Registration Open

6:45 AM –

Breakfast

7:30 AM
7:30 AM –
8:30 AM

(GS9): General Session: Fall PreventionYou May Just Save Your Patient’s Life (S)
Dennis Janisse, C. Ped.

7:30 AM –

Exhibitor Review Meeting

8:30 AM

Open to exhibitors only

8:30 AM –

Uninterrupted Exhibit Hall Time

10:15 AM
10:15 AM –

Coffee Break in the Exhibit Hall

10:45 AM
10:45 AM –

Uninterrupted Exhibit Hall Time

11:30 AM
11:30 AM –

Lunch in the Exhibit Hall

12:30 PM
12:45 PM –

Exhibit Hall Breakdown

6 PM

12:45 PM –
1:45 PM

(GS10): General Session: Providing Evidence on Diabetic
Therapeutic Footwear to Primary Care Physicians:
The Results of a 2-Year Retrospective Longitudinal Cohort
Study of 32,975 Subjects (S)
Dr. Roy Lidtke, DPM, C. Ped.

2 PM – 3 PM

(GS11): General Session: The Equinus Enigma (S)
Dr. Louis N. Iannuzzi, PT, DPT, C. Ped.

3 PM – 3:15 PM

Coffee Break

3:15 PM –

(CGS12): President’s Closing Remarks and Closing General Session:
A Comprehensive/Team Approach to Fall Prevention

4:30 PM

Dr. Jonathan Moore, DPM, MS

Continuing Education Credits
PFA’s Annual Symposium & Exhibition offers credentialed pedorthists and
other credentialed lower extremity professionals an excellent opportunity to earn
a substantial number of continuing education credits to meet their continuing
education requirements and maintain certification and/or licensure.
This year, the American Board for Certification in Orthotics, Prosthetics and
Pedorthics (ABC) has awarded PFA’s 55th Annual & Exhibition a potential total
of 18 Category 1 continuing education credits (17 Category 1 Scientific Credits
and 7 Category 1 Business Credits; full participation in this program is required
to be eligible for the full amount of credits). An additional 4.5 Category 1 Business Credits has been awarded to the optional pre-Symposium workshop Utilize
Social Media to Its Maximum Potential in Your Pedorthic Practice, and 4.5
Category 1 Scientific Credits has been awarded to the optional pre-Symposium
workshop Applied Intuitive Pedorthics: A Hands-on Introduction. Attendees

can also earn an additional 2.0 Category 2 CEUs for visiting the exhibit hall and
returning the Category 2 Exhibit Hall Attendance Credit Application directly to
ABC.
The Board of Certification/Accreditation (BOC) has tentatively awarded the
Symposium & Exhibition up to 18 CEUs (20 Category 1 and 10 Category
2), and 0.25 Category 1 Exhibit Hall CEUs for each exhibitor visited (up to
a maximum of 5 Category 1 Exhibit Hall CEUs per year – attendees must
submit Exhibit Hall Attendance Forms to BOC to obtain these credits). An
additional 4.5 Category 2 Business Credits has been awarded to the optional preSymposium workshop Utilize Social Media to Its Maximum Potential in Your
Pedorthic Practice, and 4.5 Category 1 Scientific Credits has been awarded to
the optional pre-Symposium workshop Applied Intuitive Pedorthics: A Handson Introduction.
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READ ANY GOOD
BOOKS LATELY?
WE HAVE!
Make Sure You Come Visit the PFA Bookstore in Orlando at PFA’s Member Zone!
Located just outside the Symposium Exhibit Hall – now is the time to check-out
our special Symposium discounts on all 2014 books reviewed in Current Pedorthics’
“Off the Shelf” along with discounts on other popular titles and materials for all your
practice and professional needs.
Expand your professional library NOW with some of these popular titles:
McMinn’s Color Atlas of Foot and Ankle Anatomy, Fourth Edition
By Bari Logan, Ralph Hutchings
Original Member/Non Member Price: $77.95/$107.95 NOW: $62.36

Human Locomotion: The Conservative Management of
Gait-Related Disorders Anatomy
By Thomas C. Michaud
Original Member/Non Member Price: $75.00/$100.00 NOW: $67.50
Clinical Biomechanics of the Lower Extremities
By Ronald L. Valmassy, DPM, MD
Original Member/Non-Member Price: $75.00/$100.00

NOW: $63.75

2014 ICD-10-CM International Classification of Disease/Clinical Modification
Diagnosis Coding System 10th Revision
Original Member/Non-Member Price: $89.95/ $99.95 NOW: $71.95

2014 ICD-10-CM Mapping from ICD-9-CM/Transition
& Training Edition Volume 1
Original Member/Non-Member Price: $89.95/ $99.95 NOW: $71.95

The Pocket Podiatry Guide: Footwear & Foot Orthoses
By Anita Williams, Chris Nester
Original Member/Non Member Price: $55.95 NOW: $47.40

Mosby’s PDG For Wound Care
Original Member/Non Member Price: $27.95

NOW: $24.00

IndustrynEWs

Dr. Louis DeCaro Installed as President of ACFAP
On July 25, 2014, Dr. Louis DeCaro, DPM was installed as President of the American College of Foot and Ankle Pediatrics (ACFAP),
taking over the reins from previous president Dr. Ron Raducanu, DPM. DeCaro is a podiatric physician specializing in podopediatrics with
a special interest in sports medicine and biomechanics. He holds a degree from Barry University School of Podiatric Medicine in Miami,
FL where as a student delegate he received the highest honor a student can attain; the “APMSA Leadership Award.” He is currently in
private practice in West Hatfield, MA, directing several biomechanics clinics for both pediatric and adult.
Dr. DeCaro believes that a well-rounded podiatrist should be someone who recognizes the implications of foot ailments at the earliest of
ages in order to prevent adult problems, hence his specialty in podopediatrics.
“Knowing how to deal with concerns before they happen, the principal of preventative care, can help facilitate a lifelong normalcy of
activity and prevent many acquired adult issues,” says DeCaro. Besides his running his practice and his new position with the ACFAP,
DeCaro is also an international lecturer on the subject of pediatrics and biomechanics, and is speaking October 24-26 in Orlando, FL at
PFA’s Annual Symposium and Exhibition.
The American College of Foot and Ankle Pediatrics is the American Podiatric Medical Association’s only recognized group of experts in
the subspecialty of podopediatrics. As an affiliate clinical interest group, under the APMA, its goal is to educate both colleagues and the
general public on the importance of caring for children's feet. The American College of Foot and Ankle Pediatrics strives to disseminate
new and advanced information on the latest techniques in pediatric foot and ankle care.

Aetrex Worldwide Inc. and Justin Blair & Company Announce
Strategic Partnership
Aetrex Worldwide Inc., a global leader in comfort and wellness footwear products, and Justin Blair & Company, a leading manufacturer
and supplier of shoe supplies and foot care products, announced on June 30, 2014 a strategic partnership whereby Justin Blair and
Company will take over the operations and distribution of Aetrex's comprehensive orthotic raw material division.
The two companies have had a longstanding and meaningful relationship for over 15 years and recently decided to form a new
partnership that is expected to spark innovation and improve service among the category. The alliance will help fuel additional research
and development, generate overall efficiencies, and drive higher performance and expansion in key growth markets.
"We're really excited to have reached this agreement with Justin Blair & Company. We have worked closely together for many years and
believe their manufacturing capabilities and commitment to service is unparalleled in the industry", said Larry Schwartz, CEO of Aetrex
Worldwide Inc.
For over 50 years, Aetrex has been a key player in the orthotic material category and has grown to become a leading distributor of raw
materials including Plastazote, PPT and prominent Aetrex brands such as ThermoSKY, ThermoCork, Carboplast, among others. A leading
manufacturer and distributor of foot care and shoe care supplies in the retail footwear industry; Justin Blair boasts a complete line of
products that conform to the highest quality standards.
"Having closely worked with Aetrex for over a decade, we recognize the company as a leading innovator in material technologies and
believe it is the appropriate strategic next step. Justin Blair is committed to developing and growing this business and providing improved
benefits to all customers", said Marvin Bearak, President and CEO of Justin Blair & Company.

Dr. DeCaro believes that a well-rounded podiatrist should be someone
who recognizes the implications of foot ailments at the earliest of ages in
order to prevent adult problems, hence his specialty in podopediatrics
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Innovative and Popular
OrthoSleeve Products Now
Being Manufactured in
Asheboro, NC
ING Source, Inc., manufacturers of the popular OrthoSleeve
brand of compression products has recently joined forces with
Elastic Therapy Inc., (ETI) in Asheboro, NC, who will take on
the manufacturing of all OrthoSleeve products that are sold and
distributed in North and South America going forward. Until
recently, products were manufactured in Taiwan and shipped to
their headquarters in the United States or the United Kingdom
for worldwide distribution. The Taiwan factory will continue to
manufacture product for Europe, Australia, Asia and the Middle
East; the larger North and South American markets will receive
products produced by ETI.

"It's always been our goal to bring manufacturing back to the U.S.
when it became feasible to do so," says David Higgins, CEO of
ING Source Inc. and inventor of the OrthoSleeve concept," and
I'm thrilled we could keep it right here in North Carolina, too,
where some of the best medical hosiery and specialty apparel has
been produced for over a hundred years!"
ETI formed in 1989 and is one of the largest manufacturers of
medical grade compression products in the world, employing over
200 workers in the Asheboro facility. ING Source, Inc. produces
five different compression sleeves that combine the benefits of
orthopedic support and graduated compression to treat common
painful conditions such as plantar fasciitis, venous insufficiency,
runner's knee, and tennis elbow. All products are available online
or through thousands of retailers worldwide. More information
can be found at www.orthosleeve.com or attendees to PFA’s 55th
Annual Symposium and Exhibition in Orlando, FL October 24-26,
by visiting their Booth #513.

1-888-937-2747

Therapeutic & Diabetic shoes & Diabetic socks

9E

Explorer I, 4E, 6E &
7, 7.5, 8, 8.5,9, 9.5, 10, 10.5, 11,
11.5, 12, 13, 14, 15, 16 &17
9702 Lace / Straps
White/Navy White/Beige

Free samples of any style in the catalog
638/738 Black
stretchable vamp ,three true widths
Men's :Widths: D,4E & 6E
Sizes: 6,6.5-11.5,12-15
Women's:Widths: D,3E & 5E
Sizes: 5,5.5-11.5,12-15
Accomodate Edema, Charcot and hammer toes

Apis Footwear Company
2239 Tyler Avenue, South El Monte, CA 91733
Tel: 888-937-2747 Fax: 888-990-2245
www.bignwideshoes.com / www.apisfootwear.com

is the registered trademark of Apis Footwear Company
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Products&services
This reference guide is intended solely to make it easier for individuals, facilities and companies to locate pedorthic products. Companies
listed in the guide are PFA vendor/manufacturer members. Companies may produce additional products beyond those listed, and most
companies are pleased to provide additional information on request. As a courtesy to our readers, Current Pedorthics has noted the year
the company joined PFA in parentheses after the company’s name. Inclusion in this list does not suggest or imply PFA endorsement
of companies or products. Vendor/Manufacturer members are encouraged to keep their listing up-to-date. To arrange changes in your
company’s listing, email info@pedorthics.org.

Bunion Bootie (2014)
Acor (1979)
Custom and comfort footwear, inserts and
materials. Originator of Tri-Lam and P-Cell.
Cleveland, OH
Phone: (800) 237-2267
Fax: (216) 662-4547
Email: email@acor.com
Website: www.acor.com

Aetrex Worldwide, Inc. (1973)
Aetrex Worldwide has been a supplier of
footcare products for 60 years. Aetrex’s
brands include Aetrex® and Apex
Footwear, Lynco® Orthotics, iStep® and
raw materials.
Teaneck, NJ
Phone: (800) 526-2739
Fax: (201) 833-1485
Email: info@aetrex.com
Website: www.aetrex.com

Affinity Insurance Services,
Inc. (1998)
Affinity Insurance Services administers
the PFA product and malpractice
liability insurance program. Designed for
pedorthists, insurance protection can be
customized for each‑PFA member.
Chicago, IL	
Phone: (800) 544-2672
Fax: (312) 922-9321

Amfit Inc. (1996)
Since 1977, Amfit has elevated custom
foot orthotics in the computer age. From
diabetic care to professional athletes and
beyond – Amfit 3D contact technology
offers innovative, user-friendly tools to
create the exact results you desire. From
small scale operations to large labs.
Where technology fits. Perfectly. Amfit is
your custom foot orthotic partner.
Vancouver, WA
Phone: (800) 356-3668
Fax: (360) 566-1380
Email: sales@amfit.com
Website: www.amfit.com

Akaishi strives to provide an unfailing
level of comfort and satisfaction to each
customer.
After years of research into the structure
of women’s feet and legs, AKAISHI has
discovered the key to long term foot care
and health. Through rigorous functional
testing, each line of Akaishi products is
able to afford wearers with unsurpassed
comfort and support. Following
overwhelming success in Japan, AKAISHI
aims to bring comfort and health to the
feet of women throughout the world.

We manufacture and distribute a glycerinefilled, therapeutic, massaging insole.
Our insoles will massage your feet and
increase circulation to your feet. They
are also excellent shock absorbers for
your feet, knees, hips and back. One
pair fits in all shoes. Our insoles are
machine washable. We offer a two-year
replacement warranty. Our insoles have
always been made in the USA. Visit our
website for additional products.
Boynton Beach, FL
Phone: (866) 301-3338
Fax: (561) 547-4684
Email: bestsole3@bellsouth.net
Website: www.massaginginsoles.com

Apis Footwear Company
(2000)
Mt. Emry therapeutic line - accommodate,
never correct! We have the shoes to
accommodate charcot, edema, hammer
toes, bunions & RA. Whether for depth,
width or even for shape, select from our
variety of styles to fit that special foot of
your patient.
S. El Monte, CA
Phone: 626-448-8905
Fax: 626-448-8783
E-mail: sales@apisfootwear.com
Web site: www.bignwideshoes.com

Arizona AFO, Inc. (2003)
Akaishi (2013)

Bestsole, Inc. (2010)

Arizona AFO manufacturers a line of
medical ankle braces for the treatment
of foot disorders. The Arizona AFO line is
used by physicians and practitioners as a
way to increase mobility, avoid pain, avoid
surgery and provide a better quality of life.
Mesa, AZ
Phone: (480) 222-1580
Fax: (480) 461-5187
Email: don@arizonaafo.com
Website: www.arizonaafo.com

Gardena, CA
E-mail: kurato.sato@akaishiusa.com
Website: www.akaishiusa.com

Bintz Company, Inc. (1991)
Distributor of pre-molded orthotics,
comfort foot products, fitting aids and
sheet goods. Products from Birkenstock,
Birko Orthopadie, Pedag, Powerstep,
Spenco, Pedifix, Knit-Rite, Hapad,
Rieckens PQ and more.
Wheaton, IL
Phone: (800) 235-8458
Fax: (630) 653-5077
Email: bintz@bintzco.com
Website: www.bintzco.com

Birkenstock USA, LP (1990)
U.S. distributor of Birkenstock sandals,
shoes, clogs and arch supports, and also
representing Footprints shoes and Birko
Orthopadie arch supports.

Say good-bye to painful rigid splints, pads
that do not stay in place, and spacers that
are difficult to walk in. Bunion Bootie is
the complete bunion treatment package;
protective, supportive, comfortable, and
not to mention, discreet. Truly one-of-akind in the world of bunion treatments.
The newest in bunion treatment to help
manage your bunion pain and best of all it doesn’t involve surgery!
San Luis Obispo, CA
Phone: (877) 208-4540
Email: Lisa@BunionBootie.com
Website: www.BunionBootie.com

Brooks Sports, Inc. (2001)
Brooks Sports, Inc., is proud of our hardearned reputation for engineering footwear
that provides the perfect ride for every
stride. Brooks works to ensure that all of our
footwear products meet the biomechanical
needs of runners, enhance comfort, and aid
in the prevention of running-related injury.
We’re dedicated to reducing running injury
risk and have aligned ourselves with some
of the top researchers around the work to
tackle this.
Bothell, WA
Phone: (800) 2-BROOKS
Fax: (425) 483-8181
Email: shoeguy@seattleshoe.com
Website: www.brooksrunning.com

C.N. Waterhouse Leather Co.,
Inc. (1998)
Manufacturer and distributor of fine
leathers, woolskins, suede pig-skins,
sheet goods and adhesives for use in
the pedorthic footwear and orthopedic
industries.
Hyannis, MA
Phone: (800) 322-1177
Fax: (508) 771-2300
E-mail: info@waterhouseleather.com
Website: www.waterhouseleather.com

Novato, CA
Phone: (800) 949-7301
Fax: (415) 884-3250
Email: kwiltz@birkenstockusa.com
Website: www.birkenstockusa.com

Dr. Comfort (2004)
Dr. Comfort manufactures, warehouses
and distributes the finest quality extradepth shoes for diabetics or patients who
need quality comfort shoes.
Mequon, WI
Phone: (800) 992-3580
Fax: (262) 242-9300
Email: info@drcomfort.com
Website: www.drcomfort.com
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See the new igli
product line at
the medi booth
213 while
attending the
PFA Conference.

* For the latest igli information,
visit the NEW igliusa.com!

igli carbon insole –
innovation. performance. function.

www.igliusa.com

CARBON
TECHNOLOGY

medi. I feel better.

Products&services

Drew Shoe Corporation
(1968)
Men’s and women’s depth and comfort
footwear in over 150 sizes.
Lancaster, OH
Phone: (800) 837-3739
Fax: 740-654-4979
Email: customerservice@drewshoe.com
Website: www.drewshoe.com

Finn Comfort (1993)
Luxury comfort footwear. Men’s and
women’s walking shoes, sandals and
boots featuring removable/modifiable
orthopedic footbeds. Hand-crafted in
Germany.

Goodhew, LLC (2012)
Goodhew, a leader in the ModernCraft
movement, spins fresh designs, natural
performance yarns, and the heritage of
American craftsmanship to create high
performance socks for the everyday world.
Goodhew: a sock for every walk in the
walk of life.
Chattanooga, TN
Phone: 423-643-0821
Fax: 423-643-0825
E-mail: eeckardt@goodhew.us.com
Web site: http://www.goodhew.us.com

Guard Industries, Inc. (1996)
Components for shoe care, foot comfort,
orthotics and prosthetics. Complete listing
of available products will be sent upon
request.

Thousand Oaks, CA
Phone: (805) 375-0038
Fax: (805) 375-0848
Email: info@kannercorp.net
Website: www.finncomfort.com

St. Louis, MO
Phone: (800) 535-3508
Fax: (314) 534-0035
Email: guard@il.net
Website: www.guardmfg.com

Foot Solutions (2012)

Haflinger/Highlander
(Gerda Hoehm) (1999)

Feet are your foundation for life. At Foot
Solutions, we use the most advanced
technology combined with a full
understanding of biomechanics of feet
and gait, along with the highest quality
footwear on the planet to fit your unique
feet. Through our customized solutions,
we will improve your comfort and body
alignment and help you achieve better
health through your feet.
Marietta, GA
Phone: (888) FIT-FOOT
Fax: (770) 953-6270
Website: www.footsolutions.com

Frankford Leather Company,
Inc. (1997)
Frankford Leather Co., Inc., is your single
source supplier for your pedorthic shoe
repair and shoe store supply needs.
In stock, more than 8,000 products
are available for immediate shipment.
Representing major brands and lines
like Vibram, Soletech, Spenco, Powerstep,
Pedifix, Pedors, Orthofeet, Kiwi; shoe
care, adhesives, leather and more. Free
catalog available.
Bensalem, PA
Phone: (800) 245-5555
Fax: (215) 244-4411
Email: sales@frankfordleather.com
Website: www.frankfordleather.com

Boiled wool slippers, latex arch support,
felt and leather clogs, cork molded
footbed. Highlander is Gerda Hoehm’s new
high-quality comfort line with a removable
footbed. Both Haflinger and Highlander are
made in Germany.
New York, NY
Phone: (212) 949-6767
Fax: (212) 949-8833
Email: haflingerny@worldnet.att.net

ING Source, Inc. is a consumer health
and medical device manufacturer selling
products world-wide. Our origins were
in design, development, sourcing and
marketing consulting. ING Source holds
several patents, and is the creator of the
innovative OrthoSleeve Branded products
of FS6 Compression Foot Sleeve; CS6
Compression Calf Sleeve; KS6 Patella
Knee Sleeve; ES6 Compression Elbow
Sleeve; and the DermaSox Foot Treatment
System. ING Source also offers OEM for
compression wear and orthopedic support
in sports, rehabilitation and Diabetic Foot
Care to numerous premium brands.
Hickory, NC
Phone: (877) 647-0386
Fax: (877) 635-1521
E-mail: dhiggins@ingsource.com
Website: www.ingsource.com

J.H. Cook & Sons, Inc. (2004)
Shoe modification components, foot
comfort products and shoe repair supplies.
Products from Aetrex, Spenco, Vibram and
Soletech.
Granite Quarry, NC
Phone: (704) 279-5568
Fax: (704) 279-5261
Email: jhcooka@windstream.net

Hapad is a leading manufacturer of 100%
natural wool felt foot products and sports
replacement insoles used for conservative
management of common, painful foot
complaints. Correctly skived and adhesive
backed for a quick and easy fit, Hapad
products are an affordable alternative to
custom made devices or they can be used
to make custom modifications.
Bethel Park, PA
Phone: (800) 544-2723
Fax: (800) 232-9427
Email: info@hapad.com
Website: www.hapad.com

Honeywell Safety Products
(2013)

Gadean Footwear is the largest
orthopaedic shoemaker in Australia.
Gadean Footwear provides retailers with
washable slippers, motion shoes, fashion
shoes, depth shoes, removable insole
sandals and many more products.
Malaga, Western Australia, Australia
Phone: 61-8-92486533
Fax: 61-8-92486711
Email: info@gadeanfootwear.com.au
Website: www.gadeanfootwear.com.au

Smithfield, RI
Phone: (401) 757-2503
Fax: (401) 233-7641
E-mail: jennifer.stritzinger@honeywell.com
Website: www.overshoe.com

An industry leader in the manufacture of
foot orthotics and insoles, specializing in
custom orthotics, pre-fabricated orthotics,
orthotic insoles and orthotic materials.
Valencia, CA
Phone: (800) 556-3668
Fax: (800) 556-3338
Email: cservice@klmlabs.com
Website: www.klmlabs.com

Klogs-USA (2007)
KLOGS®, headquartered in Sullivan, MO
is a part of the Latitudes, Inc., family of
Komfort brands. Utilizing proprietary
polyurethane components and slip-last
construction, KLOGS® offers premium
comfort footwear designed to fit the
anatomical features of the foot and provide
instant wearability while eliminating
a “break-in” period. With removable
footbeds to accommodate custom
orthotics, a broad range of sizes and
widths to ensure proper fit, slip-resistant
outsoles and replaceable footbeds,
KLOGS® is dedicated to providing “WOW”
Komfort in every step.
www.wowkomfort.com
Sullivan, MO
Phone: (573) 468-5564
Fax: (573) 468-5560
E-mail: Jennifer@latitudesinc.com

Lord Custom Molded Shoes,
Inc. (1994)

Hapad, Inc. (1988)

NEOS overshoes provide a tough barrier
between everyday footwear and the
harsh elements of nature. Wear over your
favorite, comfortable shoes or boots with
confidence that feet and footwear will
stay warm and dry. NEOS are extremely
lightweight and easy to get on and off.
With different heights, insulation and
traction to offer the right amount of
protection, NEOS has you covered.

Gadean Footwear (2010)

KLM Laboratories (2006)
ING Source, Inc. (2013)

JMS Plastics Supply (1992)
JMS is the first U.S. company to have
Silpure in our nylon top cover on our
Neolon. Silpure is an advanced antimicrobial protection that provides proven
anti-bacterial properties of silver. Available
in 1.5 mm and 3.0 mm sheets. Our
Neolon with Bamboo is also deodorizing
and anti-bacterial and comes in sheets 40”
x 48” or 48” x 80”. Our new J-fab line of
prefabs are thin, heat moldable and they
come in three styles and three colors.
Neptune, NJ
Phone: (800) 342-2602
Fax: (732) 918-1131
E-mail: sales@jmsplastics.com
Website: www.jmsplastics.com

Justin Blair & Company (2001)
Manufacturer of Ralyn Shoe Care and
Backroom Supplies and NightCare Foot
Care. Distributor for Aetrex, Acor, Darco,
Herbal Concepts, Pedifix, Swede-O,
Silipos and Therafirm.
Chicago, IL
Phone: (800) 566-0664
Fax: (773) 523-3639
Email: orders@justinblair.biz
Website: www.justinblairco.com

Fashionable custom-molded shoes for
men, women, and children. Guaranteed fit
and service.
Bohemia, NY
Phone: (800) SHOES11
Fax: (516) 471-3090

mediUSA, LP (2013)
Our company slogan “medi. I feel better.”
reflects our view of ourselves as a partner
to everyone who operates in the medical
aids market
With our products and technologies, we
would like to make people’s lives easier,
better and more comfortable. We aim to
do this by meeting the different needs
of all our customers, every day and
throughout the world.
“I feel better” is therefore a promise that
becomes a reality with medi, because
we offer indication-specific and effective
product solutions to the highest standards,
which, with the help of our pioneering,
individual concepts and dense customer
service network, can be provided wherever
they are needed.
Whitsett, NC
Phone: (800) 633-6334
Fax: (888) 570-4554
E-mail: edw@mediusa.com
Web site: www.mediusa.com
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Introducing...

TOPPER

®

...The Next Generation Top Cover!

360º

Stretch

Clinically Designed for Maximum Comfort & Relief
A Fabric-Lamination to an Enhanced Neoprene-SBR with 360º Stretch,
Much Easier Fabrication, Stability, and Tear-Resistant!

Other VALUE FOAM, INC. Top-Tier Products At VALUE PRICES!
Medical Foams for Cushioning, Positioning and Protection

ACCUZOTE®
Greater durability, bottom-out
integrity, temperature resistance,
and moldability for the contours of the
orthosis than similar polyethylenes

ACCUZOTE®
DUO-LAMINATION
Better captures foot impression
reducing shear, base remains resilient
with bounce back, providing
protection and comfort

POLYURETHANE
SBR
High performance cushioning,
resilient, does not pack down,
multiple footwear and
fashion applications

EVA & THERMO CORK
Great clarity, gloss, low temp toughness/
high temp moldability, stress-crack
resistance, ideal for external
modification lifts and wedging

Value Foam, Inc., 1928 Tyler Avenue; Ste I; South El Monte, CA 91733 (800) 788-1358 or (626) 279-1554 Fax (888) 965-9814
www.valuefoams.com
Distributor:
MDI CORPORATION, 237 Oxmoor Circle; Suite 103; Homewood, AL 35209
Toll Free: 1-877-860-6948 * Phone: 205-944-1148 * Fax: 205-944-1149

PFA EXHIBIT BOOTH 402

Products&services

Mephisto (1998)

Renia GmbH (2001)

With worldwide headquarters in Sarrebourg,
France, MEPHISTO - the WORLD’S FINEST
FOOTWEAR, was founded more than 40
years ago by Martin Michaeli. Mephisto has
a loyal following and a strong international
reputation for comfort and quality. Its highquality handcrafted footwear styles include
sandals, boots, clogs, dress and classic
walkers, as well as the ergonomic brand,
Mobils. In recent years, the company also
introduced the more athletic inspired brand,
Allrounder by Mephisto and their latest
collection with superior toning technology,
Sano by Mephisto.

Specially designed adhesives and
components for the shoe industry, shoe
repair trade, and O & P industry.

Franklin, TN
Phone: 800-775-7852
Fax: 615-771-5935
E-mail: info@mephistousa.com
Web site: http://www.mephisto.com/

PediFix, Inc. (2001)
Foot specialists since 1885, PediFix is
the only fourth generation, family-owned
business in the pedorthic industry.
Choose from more than 150 quality
foot treatment products, including a
unique OTC line guaranteed to generate
cash sales, keystone profits and doctor
referrals, an assortment of both traditional
and exclusive Visco-GEL foot pads and
cushions, new dermatology products,
GelStep silicone insoles and orthotics,
Diabetic Solutions Socks, PediPlast
and more. 15 new products are being
introduced this year.
Contact PediFix today for a free color
catalog.

Miami Leather Company
(2001)
Wholesaler to the orthopedic, prosthetic,
retail shoe and shoe repair trades. Wide
variety of products.
Miami, FL
Phone: (305) 266-8328
Fax: (305) 266-8728
Email: sales@miamileather.com
Website: www.miamileather.com

New Balance (1990)
New Balance, headquartered in Boston,
MA supports a family of brands including
New Balance, Aravon, Dunham, PF Flyer,
Warrior and Brine. All brands specialize
in sizes and widths across a number of
categories including running, walking,
training, kids, comfort casual, lifestyle,
team sports and apparel.
Boston, MA	
Phone: (617) 783-4000
Fax: (617) 783-7050
Website: www.newbalance.com

PartnerShip (2000)
The PFA Shipping Program, managed by
PartnerShip, features discounted shipping
rates with FedEx®, UPS Freight® and
YRC. PFA members can enroll in this free
member benefit and take advantage of
savings on every shipment – inbound,
outbound, business to business,
business to consumer, express, small
package ground, tradeshow and LTL
freight - all with no shipping minimums or
requirements. For more information or to
enroll today please visit www.partnership.
com/57PFA, call 800-599-2902 or email
sales@partnership.com.
Cleveland, OH
Phone: (800) 599-2902
Fax: (800) 439-8913

Brewster, NY
Phone: (800) 424-5561
Fax: (845) 277-2851
Email: sales@pedifix.com
Website: www.pedifix.com

Sole Supports, Inc. (2012)

Cologne, Germany
Phone: 49-221-6307990
Fax: 49-221-63079950
Email: info@renia.com
Website: www.renia.com

Lyles, TN
Phone: 931-670-6111
Fax: 931-670-6008
E-mail: info@solesupports.com
Website: www.solesupports.com

SAS Shoemakers (1992)
Comfort walking shoes for women and
men in a wide range of widths and sizes.
San Antonio, TX
Phone: (210) 924-6561
Fax: (210) 921-7460
Email: barmwood@sas-shoes.net
Website: www.SASshoes.com

Leading manufacturer in men’s and
women’s comfort walking shoes. Available
in up to 5 widths, sizes 5-13 in women’s,
7-17 in men’s. Propet features a vast
selection of Medicare A5500 coded
footwear with removable orthotics, secure
closure and maximum customization.
Kent, WA
Phone: (800) 877-6738
Fax: (800) 597-8668
Email: customerservice@propetusa.com
Website: www.propetusa.com

P.W. Minor, Inc. (1968)
P.W. Minor is the premium brand that
provides pedorthically superior, precisionfit footwear for discriminating consumers
unwilling to compromise style when
preventing or caring for their foot-health
needs. Delivering foot-health through
precision fit shoes is a brand mission that
remains as true and relevant today as it
was back in 1867.
Batavia, NY
Phone: (800) 796-4667
Fax: (585) 343-1514
E-mail: info@pwminor.com
Web site: www.pwminor.com

Remington Products (2000)
Insoles and sheet packages, rigid arch
supports, viscoelastic heel cups, 3/4 and
full insoles.
Wadsworth, OH
Phone: (330) 335-1571
Fax: (330) 336-9462
Email: jwert@remprod.com
Website: www.remprod.com

Spenco Medical Corporation
(2013)

Resin-impregnated tubular and fitted
socks made to take foot and ankle
impressions for custom shoes and foot/
ankle orthotic devices.

Spenco is an innovative healthcare
company whose mission is to help people
everywhere achieve more comfortably.
While Spenco’s core business revolves
around producing high quality insole and
footcare products, Spenco also provides
the most advanced sports medicine and
first aid products. Above all else, customer
service is Spenco’s focus and we are
100% committed to providing outstanding
service as we help you find the solutions
for all of your health and footcare needs.

Mill Valley, CA
Phone: (800) 787-9097
Fax: (415) 381-4610
Email: info@stssox.com
Website: www.stssox.com

Waco, TX
Phone: (800) 877-3626
E-Mail: jeffa@spenco.com
Website: www.spenco.com

STS Company (1997)

Propet USA, Inc. (2000)

Sole Supports is an innovative, medicalgrade foot orthotics manufacturer. We
make custom foot supports that follow
your doctor’s prescription in order to
provide both immediate pain relief
and prevention of any new pains or
deformities. Medical practitioners must
first be certified to order from us because
we offer a completely different type of
support than the ones for which they were
trained in school and because we must
have the best possible cast of your foot to
make the best support.

Spira (2004)
El Paso, TX
Phone: (866) 838-8640
Fax: (915) 838-8641

Shoe Systems Plus, Inc.
(2003)
Complete line of orthotic and prosthetic
equipment including finishers/grinders,
vacuum pans, pumps, presses, industrial
sewing machines, fume busters and more.

Streifeneder USA (1997)
Preformed insoles, diabetic shoes
and materials in different hardnesses,
especially for diabetics.

Goshen, NY
Phone: (800) 354-6278
Fax: (845) 291-7097
Email: shoesystemsplus@hvc.rr.com
Website: www.shoesystemsplus.com

Tampa, FL
Phone: (800) 378-2480
Fax: (813) 246-5998
E-mail: euro@eurointl.com
Web site: http://www.eurointl.com

SoleTech, Inc. (1994)

Superfeet Worldwide LLP
(2003)

SoleTech Inc., established in 1946, has
a full line of cushioning and fabrication
materials for the pedorthic footcare
industry. Soletech introduced its registered
brand Cloud EVA and Soleflex EVA in the
early 1980s and is now recognized as
the industry leader for materials for the
fabrication of custom foot orthotics and
AFOs and components for build-ups and
modifications to extra-depth and custom
footwear. In addition to its presence in
the orthopedic market, SoleTech is also a
leading supplier of footwear components
and materials to the shoe manufacturing
and shoe repair industries.
Claremont, NH
Phone: 603-542-8905
Toll Free: 877-625-9494
Fax: 603-542-8909
Email: tom@soletech.com
Website: www.soletech.com

Ferndale, WA
Phone: (360) 384-1820
Fax: (360) 384-2724
Email: here@superfeet.com

TechMed 3D (2011)
TechMed 3D is an easy to use, accurate,
and portable solution for the digital
acquisition of images and measurements
of human body parts, giving orthotists,
prosthetists and pedorthists access to very
reliable and consistent measurements.
Levis, Quebec, Canada
Phone: (418) 836-8100
Fax: (418) 836-1589
Email: info@techmed3d.com
Website: http://www.techmed3d.com
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Therafirm (A Division of
Knit-Rite, Inc.) (1999)
Quality medical-grade compression hosiery
and diabetic socks.
Ellerbe, NC
Phone: (800) 562-2701
Fax: (910) 652-2438
Website: www.therafirm.com

Tru-Mold Shoes, Inc. (1980)

Value Foam, Inc. (2014)

Tru-Mold Shoes offers a complete line
of contemporary, fully accommodating
custom-molded shoes, including the
Thera-Medic Shoe package – the most
flexible, highest value shoe package for
Medicare-eligible patients with diabetes.

Value Foam Inc. is devoted to offering our
customers high quality, low cost materials
commonly used for orthotic and prosthetic
devices. Bring us your current invoice, we
will be happy to offer you the same type of
materials at 10 percent less. Our product
lines include high quality EVA, AccuZote
(a more economic substitute of plastazore)
and PPT/SBR materials at various density
and thickness.

Buffalo, NY
Phone: (800) 843-6653
Fax: (716) 881-0406
Email: info@trumold.com
Website: www.trumold.com

Tekscan, Inc. (1994)

Trufit Orthopedic Labs (2013)

Broad range of pressure assessment
and clinical/research evaluation tools for
use in orthotics, brace evaluations, joint
biomechanics, and gait analysis.

Trufit Biomechanics Labs is a full service
biomechanics and podiatric company. We
manufacture individually engineered CAD/
CAM corrective foot orthotics in the USA. We
operate multiple chiropractic and podiatric
patient-care facilities across Europe. In
addition to operating several patient clinics
in Europe, we continuously engage in highly
funded research and development projects in
conjunction with several European government
laboratories as joint ventures that have become
very successful in developing new patient care
evaluation techniques and innovative medical
corrective devices, grounded in science.Our
commitment to Research, Development and
Innovation is a foremost goal, and we only
employ medical, engineering, and computer
science professionals who share that vision.

Boston, MA
Phone: (617) 464-4500
Fax: (617) 464-4266
Email: marketing@tekscan.com
Website: www.tekscan.com

Thor-Lo, Inc. (2001)
Statesville, NC
Phone: (704) 872-6522
Fax: (704) 838-6323

Orlando, FL
Phone: 855-910-2525
Fax: 321-202-2819
E-mail: info@trufitusa.com
Website: www.trufitusa.com
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South El Monte, CA
Phone: (800) 788-1358
Fax: (800) 788-1358
E-mail: mary@valuefoams.com
Web site: www.valuefoams.com

Vibram USA (1998)
Since 1937, Vibram has stayed true to its
heritage by building products focused on
quality and performance while keeping
the end user in mind. Each sole, heel or
rubber component is built with proprietary
compounds and endless quality control. We
are also proud to say that we produce millions
of soles each year in one of the last rubber
soling plants in the USA - the Quabaug
Corporation in North Brookfield, MA.
Concord, MA
Phone: (978) 318-000, ext. 136
E-mail: jonathan.shaffer@vibramusa.com
Web site: www.vibram.us

Ziera Shoes N.Z., Ltd.
(Formerly Kumfs Shoes N.Z.,
Ltd.) (1998)
Ziera Shoes, formerly Kumfs Shoes, are
women’s shoes, sandals and boots that
are truly orthotic friendly. Ziera Shoes
come in a wide range of heeled fashion
and walking footwear. We have widths
in stock from M through XXW in sizes 34
through 45.
Port Orchard, WA.
Phone: 877 717 0588
Fax: 877 717 0589
Email: craig.taylor@zierashoes.com.
Website: www.zierashoes.com

FOR PROVIDERS OF COMMON, ADEQUATE CARE,
THE WORLD IS FILLED WITH COMMON, ADEQUATE SOLUTIONS.

FOR EVERYONE ELSE,

,
THERE S ARIZONA AFO.
YOUR PATIENTS WILL FEEL THE DIFFERENCE.

TM

The original Arizona Brace®

877.780.8382 | www.ArizonaAFO.com
A heritage of exceptional quality, innovation & service since 1990.

Are you the circle or the square?
Technology is evolving faster than at any time in history and rapidly changing the way consumers shop.
Is your business keeping up with this challenge and capitalizing on the exciting opportunities it presents?
Aetrex’s 2014 iStep hardware and software platforms are by far the most advanced in-store
technology programs available for footwear retailers. By integrating wireless digital
foot scanning, cloud computing and interactive “app” based software, iStep delivers increased sales
and an authentic hi-tech shopping experience for your customers.
Visit aetrex.com or call 800-526-2739 for more information.
Ask about our new 4-Free Rental Programs.

Stop by Aetrex booth #401 to see our new footwear collections

Travel information
AIR TRAVEL
The Hilton Orlando Lake Buena Vista is located 15 miles from
Orlando International Airport (MCO).
American Airlines offers a 5% discount for PFA attendees
traveling to Orlando International Airport (MCO) with the
following discount code: 96H4AZ.
The discount can be booked online at www.aa.com/group for
AA/AE flights only, without a ticketing charge. Please make
sure to enter the promotion code noted above. Electronic
ticketing is required; otherwise, a paper ticket charge will
apply. Tickets may be purchased through a travel agency
or by calling AA Meeting Services at (800) 433-1790. For
AA ticketing, payment must be made through money order,
certified/cashier check, or valid credit card. A separate
$25.00 USD service charge will apply per ticket (subject to
change). For airport purchase, the service charge is $35.00
USD per ticket (subject to change).

Hertz Rent-a-Car
To reserve your special meeting rates, provide your
Convention Number (CV) # 04940013 to your corporate
travel department or your travel agent when making
reservations. You can also make reservations online at Hertz.
com or call Hertz directly by phoning (800) 654-2240 in the
U.S. and Canada or (405) 749-4434 elsewhere.
If booking online, make sure to check off “I have a
discount” and then enter in the CV # 04940013. At the
time of reservation, the meeting rates will be automatically
compared to other Hertz rates and you’ll be quoted the best
comparable rate available.
Hotel Parking Rates
Self-parking: $6.50 per day (1st 30 minutes comp)
Valet parking: $20.00 per day
(plus 6.5% sales tax)

Train Travel

Delta Airlines offers 2% to 10% off published airfares for
your travel to the PFA Annual Symposium & Exhibition. When
booking online at delta.com, enter the following meeting
code: NMGGF in the box provided on the page.

Amtrak offers PFA attendees a 10% discount off the best
available rail fare to Orlando, FL between October 21 and
October 29, 2014. To book your reservation call Amtrak at
(800) 872-7245 or contact your local travel agent.

Reservations may also be made by calling Delta Meeting
reservations at 800-328-1111, Monday through Friday
(7am-7pm CDT). There is a direct ticketing fee for booking
reservations by phone.

Conventions cannot be booked online. Be sure to refer
to Convention Fare Code X24S-989 when making your
reservation. This offer is not valid on the Auto Train and
Acela Service. Fare is valid on Amtrak Regional for all
departures seven days a week, except for holiday blackouts.
Offer valid with Sleepers, Business Class or First Class seats
with payment of the full applicable accommodation charges.

GROUND TRANSPORTATION
Shuttle Service
Mears Transportation provides shuttle service to the Hilton
Orlando Lake Buena Vista from Orlando International Airport
(MCO). Mears is offering PFA attendees round-trip shuttle
service for $32 (a $4.00 discount) between October 21 and
October 29, 2014.
Reservations may be made online or by calling 800-7595219. Be sure to use the priority code 469495213. You must
use this priority code to receive the discount.
Taxi Service
The approximate one way taxi fare from Orlando
International Airport (MCO) to the Hilton Orlando Lake Buena
Vista is $55.00.
Car Rentals
Avis Rent A Car offers PFA attendees a discount off the price
of rental cars between October 17 and November 2, 2014
with the discount code D016703. To book your reservation,
provide this discount code when calling Avis directly at (800)
331-1600. Alternatively, you may reserve a rental car online
by visiting the Symposium & Exhibition section of PFA’s
website at www.pedorthics.org and clicking on the Hotel and
Travel tab.

The Orlando (ORL) station (1400 Sligh Boulevard) is located
16 miles from the Hilton Orlando Lake Buena Vista.

Bus Travel
The Orlando Greyhound bus station (555 N. John Young
Parkway) is located 15 miles from the Hilton Orlando Lake
Buena Vista.
Discounted Disney Tickets
Disney Meeting & Convention tickets offer pre-arrival savings
of 10% on Full-Multi-Day (2 days or longer) Tickets and
include a complimentary bonus visit to an additional Disney
Experience at any one of the following (additional details are
listed on the PFA web site):
•
•
•
•
•
•

Disney’s Typhoon Lagoon Water Park
Disney’s Blizzard Beach Water Park
DisneyQuest® Indoor Interactive Theme Park
ESPN Wide World of Sports Complex with 30 minutes of
game play at the PlayStation® Pavilion
Disney’s Winter Summerland or Disney’s Fantasia
Gardens Miniature Golf Courses (before 4 p.m.)
A round of golf at Disney’s Oak Trail Golf Course

PEDORTHIC FOOTCARE ASSOCIATION

8400 Westpark Drive , 2nd Floor

