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business, facing heavy fines, 
or behind bars.

Perrone says, for example, 
“About 25 years ago I was 
working for a [durable medi-
cal equipment] company that 
wanted to do something 
illegal. I said, ‘Starting today, 
I’m on vacation—and I’m 
not coming back!’ I walked 

out the door. I didn’t have a job to go to, but I knew it was my 
reputation, and I didn’t want my name associated with that 
company. That company subsequently went out of business.” 
Although many O&P business owners have at times lost  
business by being ethical, in the long run, taking the high  
road has generally paid off financially as well as with peace of 
mind and the satisfaction from having done the right thing. 

“I think in the past I’ve lost business because I’ve been 
known to not [agree to participate in unethical practices], 
Lyons says. “However, I’ve gained business by being a consis-
tent, ethical business-centered practitioner. I have very  
committed patients and referral sources. When referral sources 
see that I want to treat the patient in the right way,  
do the right thing, then they feel that I’m a part of their team, 
and that I’m going to do the right thing, including in coding 
and billing.”

“At the end of the day you have to live with yourself, your 
character, and your reasoning on decisions you made,”  
Brandt says. 

Of course, for highly ethical O&P facilities, a standard of 
excellence in patient care, sound business strategies, opera-
tional efficiencies, and effective marketing are also necessary 
components for success.

The Good Guys Win
Your O&P company’s code of ethics influences, and is inti-
mately linked with, its reputation among your patients and 
potential patients, current and future employees, vendors, 
and the community you serve. Word-of-mouth and social 
networking, online consumer reviews, and websites such 
as glassdoor.com quickly make your reputation known. 
Research reveals that an excellent reputation attracts custom-
ers, attracts and retains top employee talent, and overall is 
more profitable than companies with lesser reputations.

“Regard your good name as the richest jewel you can possi-
bly be possessed of—for credit is like fire; when once you have 
kindled it you may easily preserve it, but if you once extinguish 
it, you will find it an arduous task to rekindle it again. The way 
to a good reputation is to endeavor to be what you desire to 
appear.” —Socrates O&P EDGE

Miki Fairley is a freelance writer based in southwest Colorado. She can be contacted 
via e-mail at miki.fairley@gmail.com.
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Curbell Plastics acquired American 
Plastics in December 2012, and  
O&P Enterprises in November 2014.

TOOLS 
 OF THE   

TRADE
Pneumatic Cast Saw Rebuilding

Cast Saw Blades
Round Blades: 2" & 2.5" Diameter 

Segmented Blades: 2.5" Diameter

Liners for Oven Trays

Plaster Traps

Plaster Trap Liner Bags

Equipment and Supplies
for O&P Fabrication

YOUR VISION AND ETHICS


