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“Do they use storefront windows to publicize their services, 
or do they just rely on a directory in a professional building?” 
he asks. “If they use yellow-page advertising, do they list unique 
services such as C-Legs®, cranial helmets, early intervention brac-
ing, pedorthic services, or wound-care services? These are all 
hints as to what the practice thinks are their professional niches.”

Be Flexible
O&P hiring managers also like candidates 
who are flexible. Jena Baxter, a recruiter 
with Greenville, South Carolina-based The 
Newell Group, says the “ideal candidate” 
is one who is willing and able to relocate. 
“With so many practices having non-
competes, most of my placements require 
relocation.”

Longevity is also important. “A major-
ity of my clients look at the individual’s work history, especially 
when you’re dealing with patient care,” Baxter adds, noting that 
her clients like to see someone who has stayed at a facility for a 
“reasonable amount of time.”

“I would say three years minimum with any given company,” 
says Baxter, who has been a recruiter for 11 years and focused 
solely on O&P for the last two years. “Practitioners build a bond 
with patients, and that takes time.”

Mangino agrees. “If the candidate is experienced, my prefer-
ence is that [he or she] gathered that experience from one or two 
facilities and…would encourage me to call them to verify their 
worthiness,” he says.

Candidates can also set themselves apart by mentioning other 
skills, such as being multilingual or having cold-calling sales 
experience, according to Mangino. Resourceful candidates could 
also check to see whether their prospective employer is certified 
by the American Board for Certification in Orthotics, Prosthetics 
& Pedorthics (ABC), the Board for Certification/Accreditation, 
International (BOC), or both, as well as whether the employer is 
a fellow of the American Academy of Orthotists and Prosthe-
tists (the Academy) or a member of the American Orthotic & 
Prosthetic Association (AOPA).

Be Presentable
When it comes to the job search, most firms look for new employ-
ees in similar ways: word of mouth, professional social network-
ing, recruiters, and classified advertising. Prospective employees 
should also take the time to be presentable for the interview, O&P 
hiring managers agree.

“I don’t expect a suit,” Ryley says. “At a minimum, slacks with a 
collar shirt and tie and clean shoes.”

In addition to the “must-have” qualities that O&P business 
owners look for in potential practitioner employees, there are 
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