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MISSION
STATEMENT

TayCo Brace believes in empowering
mobility for people recovering from
injury. We do this by offering innovative
durable medical equipment to support
orthopedic injuries. We exist to
functionally change millions of patient’s
lives.

COMPANY
HISTORY
TayCo Brace’s first product was invented
by Mike Bean, an athletic trainer at Notre
Dame for use on the football field.  He
partnered with renowned orthopedic
surgeon, Dr. Fred Ferlic, and their goal
was to improve the lives of anyone who
has experienced an ankle injury. The
TayCo External Ankle Brace provides a
superior alternative to traditional, bulky
ankle braces as well as uncomfortable
walking boots, casts and AFOs. TayCo
Brace, LLC is owned and operated in
South Bend, IN and all products are
manufactured in the USA.
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QUICK LOOK 

15  
NFL Teams use TayCo Braces

60+
NCAA programs use TayCo Braces

8000+
Braces sold to patients, from high school
ankle sprains to elderly patients with
chronic ankle issues
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PRODUCTS

As a response to an ankle injury (such as a
twisted ankle) to provide stability and complete
immobilization while still allowing the user to
function
As a preventative measure for certain ankle
injuries that is easy to get on/off over the user's
own shoe

TayCo Brace offers the only external (over the
shoe) brace or ankle foot orthosis (AFO). All other
AFOs are internal (worn inside the shoe) or cannot
be worn with a shoe. This allows the user of the
TayCo External Ankle Braces to continue to use
their own orthotic, and leads to less soft tissue
damage than alternative products.

The TayCo External Ankle Brace can be used in
two ways:

1.

2.

TayCo ankle products are lightweight at ~14 oz,
and do not cause limb imbalance as the user wears
his or her own shoe. TayCo ankle products must
be worn with semi-rigid jogging shoes or work
boots. They cannot be worn with sandals, cloth
shoes, crocs, high heels, or unusual style shoes.

While TayCo ankle products can replace most
AFOs, they do not stabilize the front foot. TayCo
ankle products should only be used for ankle and
hind foot injuries, and limited midfoot injuries.
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The Acute TayCo External Ankle Brace exists to provide
stability without limiting function to patients recovering from
acute ankle injuries.  It  fits over the user’s shoe or boot,
providing stability and comfort.  

 The brace fully restricts inversion and eversion of the ankle
with options for immobilization or range of motion for
plantarflexion and dorsiflexion. 

The Acute TayCo External is a pre-fabricated, custom fitted
device. The custom fitting process is simple but requires
bending, molding or trimming to properly fit  the patient and
must be fit  by a trained professional.  The brace is used to treat
acute injuries such as an ankle sprain or stable fracture, and is
typically used for shorter term recovery.
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THE ACUTE
TAYCO
EXTERNAL
ANKLE
BRACE:

How to properly fit the Acute TayCo External: 
https://www.youtube.com/watch?v=X56DmSB6zuA

Price Point: $235 or $225 for orders of 8 or more

Download the Acute TayCo External order form from taycobrace.com
Fill in all necessary information

New customers will require a Physician’s Provider Agreement found at
taycobrace.com

Send the form into tayco@surestep.net or fax to 866.700.7837
The Acute TayCo External typically ships the same day as the order is received and
will arrive between 2-5 days after the order is placed.

How to Order: 
1.
2.

a.

3.
4.

Click HERE for Reimbursement Information
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https://www.youtube.com/watch?v=X56DmSB6zuA
https://drive.google.com/drive/folders/1sHdjOCRSYmwMxmyZcu5QvGb0FkmYrZVr?usp=sharing


The Custom TayCo External Ankle Brace is a
custom manufactured AFO for people suffering
from chronic ankle ailments.  It  restricts eversion
and inversion of the ankle with options for fixed
and range of motion plantarflexion and
dorsiflexion. It  gives functional support with a
reduced risk of soft tissue damage. 

The Custom TayCo External is most commonly
used for chronic injuries such as PTTD or Charcot.   
The Custom TayCo External is generally
prescribed for longer term (6+ months) use.
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How to properly measure or cast the Custom TayCo External: 
For patients with mild or no foot or ankle deformity click HERE
For patients with moderate or severe foot or ankle deformity click HERE

THE
CUSTOM
TAYCO
EXTERNAL
ANKLE
BRACE:

Price Point: $350

Download the Custom TayCo External order form from taycobrace.com/forms 
Properly measure for Custom brace

In certain cases, casting will be necessary

How to Order: 
1.
2.

a.

Reimbursement Information click HERE 
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https://www.youtube.com/watch?v=9Ginpan05oM
https://www.youtube.com/watch?v=9Ginpan05oM
https://drive.google.com/drive/folders/1sHdjOCRSYmwMxmyZcu5QvGb0FkmYrZVr?usp=sharing
https://drive.google.com/drive/folders/1sHdjOCRSYmwMxmyZcu5QvGb0FkmYrZVr?usp=sharing


How to apply the Athletic TayCo External:
https://www.youtube.com/watch?v=xVzZpJjQJw8

The Acute Athletic TayCo External Ankle Brace 
restricts eversion and inversion of the ankle with
range of motion planarflexion and dorsiflexion. It
fits over the athlete’s cleats allowing for in-game
application and returning them to the field
immediately with added stability and protection. It
can also be worn as a preventative measure to
reduce the risk of ankle injury.
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THE ACUTE
ATHLETIC
TAYCO
EXTERNAL
ANKLE
BRACE:

Price Point: $275 ($260 for orders of 8-15, $245 for orders of
16 or more)
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https://www.youtube.com/watch?v=xVzZpJjQJw8
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Custom manufactured for the best
performance, comfort,  and protection for
ankle injuries.  The Custom Athletic TayCo
External also can be used to prevent ankle
injuries by using the brace everyday
prophylactically.    It  is custom fabricated to
keep your players in the game with stability,
protection, and comfort.

How to wear the Athletic TayCo External:
https://www.youtube.com/watch?v=xVzZpJjQJw8

THE
CUSTOM
ATHLETIC
TAYCO
EXTERNAL
ANKLE
BRACE:

Price Point: $350
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https://www.youtube.com/watch?v=xVzZpJjQJw8
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TOOLS, SOFTWARE
AND RESOURCES
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Sales Tracking

Tools and Resources

Further information and marketing collateral can be
found in the TayCo Brace Distributor Onboarding
Google Drive HERE

TayCo Brace utilizes Google Dashboard to manage all
distributors and sales reps sales. More information on
how to best use the dashboard can be found HERE
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https://drive.google.com/drive/folders/1FeTDUMlo7cxRGFWacTXkklImZd-vdM9c?usp=sharing
https://drive.google.com/file/d/1rePqSiV6Pp9dUifQulxS1XNBo8ziU_VQ/view?usp=sharing


TayCo Brace products are low
touch, high margin opportunities
for distributors to receive
commission for years down the line.
Over 5MM adults injure their
ankles annually in the U.S and
TayCo products can treat up to 85%
of those injuries.

WHY SELL TAYCO
BRACES?
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The Acute TayCo External can
replace 85% of walking boots, A
study found that secondary site pain
after CAM walker boot wear is
experienced by 60% of patients. The
frequency and severity of pain
lessened after transition out of the
boot. Yet, one-third of patients still
had new or worsened secondary site
pain 3 months after cessation of
boot wear.

The TayCo is best used as a replacement for a walking boot: 

Acute TayCo External Competitors

They fit inside the shoe and are
uncomfortable or require a larger
than normal shoe to accommodate
their size. 
Because they are inside the shoe,
they do not stabilize the ankle  as
well as the TayCo. See TayCo
Study on this issue here
can lead to soft tissue issues as well

 Common complaints with the
Velocity or Ultra include:

1.

2.

3.
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TayCo can also be used as an alternative to the Breg Ultra
and Don Joy Velocity.

https://www.ncbi.nlm.nih.gov/pmc/articles/PMC6336574/
https://drive.google.com/file/d/1V7yhnVRQhh0rttQA9qR0K_ab7JUuIkhg/view?usp=sharing


Custom TayCo External Competitors

Common Complaints with the Arizona

and Richie Brace:

The Custom TayCo External can replace 80% of internal AFOs
such as the Arizona and Richie Brace, and is easier and more
efficient to order as both need to be casted. The Custom TayCo
External only needs to be casted 30% of the time, and can
otherwise be fit with a caliper, tape measure and smartphone.

They fit inside the shoe and are uncomfortable or
painful, leading to soft tissue damage that can have
significant complications (loss of limb) for diabetic
patients 
 They fit inside the shoe and require a larger than
normal shoe
Significant patient dissatisfaction, especially if they
also need to wear an orthotic and requires significant
modifications over time by the provider

1.

2.

3.
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OUR
PERFORMANCEOur distributors find the most success when they develop trust with

purchasers, through understanding their patient population and building a
strong case for TayCo External adoption. As a new product on the market,
it is not enough to just tell them about TayCo - you will hear from many
Doctors “if it’s not broke, don’t fix it!” when talking about competitors.
What they don’t realize is that for many of their patients, the current
options are “broke” or simply don’t hold up when compared to the TayCo
External. They don’t understand that yet, and it is up to you to create that
demand and create the trust between them and the TayCo products. 

SALES PROCESS

The expected sales cycle for the first order is 4-6 weeks, while repeat
orders can happen daily/weekly/monthly depending on their volume
of use and method of ordering. TayCo Brace relies on distributors to
create the demand at podiatry practices and orthopedic centers for our
innovative products.
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MARKETING
STRATEGY

TayCo Brace, LLC releases new
marketing materials weekly for
distributors to use towards continued
engagement with providers and
patients. 
More marketing collateral can be
found on the Distributor’s Google
Drive. Print materials can be ordered
by emailing info@taycobrace.com
with the piece label and quantity.
Shipping takes 3-5 days.

What to expect:

Testimonials
Research
Treatment Protocol
Videos
Instagram Posts

These include,
but are not
limited to:
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https://drive.google.com/drive/folders/1q0Qnxehj81xA5Nj1b8ORwM8jVjzEt_LC?usp=sharing


BUYER PERSONA
Office Manager

Name:

Main Goals:

Concerns:

How to Sell:

Bottom Line:

Manager Morgan

To keep the books balanced, work with
quality vendors, and make sure she is
purchasing things that are covered by
insurance and generate profit for the

practice.  Morgan is in charge of making
sure that the lights stay on in the office

while reordering all supplies and making
sure the surgeon/podiatrist have what

he/she needs to succeed.

Morgan just wants the billing process
to be easy so the office does not lose
money (who wouldn’t want that?) It’s
important to explain how TayCo can

be profitable,  keep their books
balanced, and help keep up with the
overhead of running an office, since
this is what they are concerned with

above all else. 

When it comes to new products, their first
question is: “How do I know I’m going to get

paid?” This is when you want to bring up
medicare coverage, private insurance coverage,
and the suggested codes and amounts associated
with them. It’s important to be honest - we know

that Medicare pays quickly, and private
insurance pays within 2 months, but often does

not reimburse at the same price point as
medicare. Still, in most cases they will receive

more money than they would with a CAM
Walker. 

Even if you convince the
surgeon/podiatrist/PA/RN of
the value, the office manager

has a different set of priorities,
and will need to be convinced
to continue to purchase TayCo

Braces for years to come.
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Name:

BUYER PERSONA
Orthopedic Surgeon

Main Goals:

Concerns:

How to Sell:

Bottom Line:

Dr. Ferlic

The orthopedic surgeon’s main priority
is not DME, but don’t let that stop you!

Many of them are concerned with
staying innovative and appear that they
are ahead of the game and good at what
they do. They want to get their patients

functional as soon as possible - and
TayCo Braces allow them to do that. 

It’s important to highlight all the
complications associated with the CAM Walker

boots, which can lead to bad outcomes for
their patient (and therefore for their practice). 

 Emphasizing weaknesses in CAM Walker
boots with facts, studies, and lawsuits,

especially among certain patient groups, will
help them further see the value of switching to
TayCo. As a competitive group, they may also
like knowing the big name providers or sports

teams that utilize TayCo Braces. 

Generally they are concerned with
their patient to surgery ratio, as this is
how they stay profitable and running
a strong practice. Many will also want
to appear cutting edge and generally
they are a very competitive group.

DME is not a main concern of theirs,
and they may not even have thought

about the shortcomings of
alternative products. You will have to

convince them on the clinical and
payment side, but once they
purchase once, they will be
customers for a long time.
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Name:

BUYER PERSONA
Podiatrist

Main Goals:

Concerns:

How to Sell:

Bottom Line:

Dr. Brooks

Podiatrists are concerned with pleasing
their patients to generate referrals and

making sure they are profitable and
covering their overhead. 

Most podiatrists will respond
well to TayCo’s value

proposition, and potential
reimbursement. Once they

know they can improve patient
satisfaction and returns to their
practice they will be willing to

try it.

Podiatrists are concerned with
providing the best products for
their patients while also making

sure they are getting
reimbursed and covering their

overhead in the office.

Podiatrists often are more familiar
with the shortcomings of

competitive products. Some may be
wary of trying a new, innovative

product, but it is up to the
distributor to gain their trust. We

have had podiatrists say their patient
cried the first time they tried TayCo

on because it was so much better
than they were used to!
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Name:

BUYER PERSONA
The RN/PA/MA/LPN/NA/NP

Main Goals:

Concerns:

How to Sell:

Bottom Line:

Nurse Nancy

Depending on the office,
selling to this support group is
just as important as convincing
the surgeon. They often will be
the ones that fit the brace and
make sure the patient knows

how to use it properly.

Unlike the physician or business
manager, Nurse Nancy is not as revenue
or margin focused, and will do what her

boss instructs. Many of those in this
group will relate to TayCo Brace’s goal of
getting patients functional and mobile as

soon as possible after injury, so use
patient testimonials and research that

backs up the benefits to TayCo over the
walking boot.

Nurse Nancy wants to make sure her
patient is taken care of. If her office
does not stock Acute TayCo XAB's,

she may just go for the walking boot
or another alternative that is held on

the shelf out of convenience. It's
important to remove as many of

these barriers to adoption as possible.

This group wants to take care of
their patients. They are often the

ones that hear the personal stories
of injuries or chronic pain, and will

be the ones rewarded for using a
TayCo over an alternative product.
Selling to the doctor is not enough
- you have to convince this group

as well. 
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Name:

BUYER PERSONA
The O&P

Main Goals:

Concerns:

How to Sell:

Bottom Line:

Orthotist Owen

O&P’s are the only ones besides
physician's offices that can order a

custom brace. They have a balance in
motivation between service and

reimbursement.

They will respond well to TayCo
Brace’s mission and added value

to their patients, and are very
knowledgeable when it comes to
bracing. That being said, discuss
the reimbursement benefits with
them because they also need to

keep their lights on.

Similar to doctor's and nurses,
Orthotist Owen is concerned with

providing the best care for his
patients while continuing to

operate his business profitably. 

Because of their expertise with
bracing, Orthotist Owen is

perhaps the best versed in the
shortcomings of alternative

products, and will respond well to
the value proposition behind the

TayCo products, especially as they
reimburse well with Medicare.
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Offers time – set up a meeting with the physician/RN/PA within the next
two weeks
Asks to fax info over for provider review – always ask for email for the
office manager and provider. Utilize picture with video as introduction
to hook and aim to establish immediate credibility
Turns down meeting – ask for emails and send data 

Step 1: Getting the meeting

Establish the value to the physician and their patient. Why should the
provider(s) meet with you? Why should “Deb” (the office manager) even
entertain a meeting for you with her boss? This first conversation lays the
foundation for the sale. It’s helpful to know the patient population to
position TayCo Brace in the most effective way possible.

Example Conversation: 
TayCo Distributor:“Hello, who am I speaking with? 
Office Manager: This is Deb. 
TD: Hi Deb, did I catch you at a decent time? 
Deb: Sure, I have a minute or two. 
TD: Deb, are you familiar with the TayCo External Ankle Brace? 
Deb: I am not. 
TD: Well, TayCo Brace is a new product that is fitted outside of the patient's
own shoe, while providing more stability than other ankle foot orthosis. The
value for Dr. Smith is that this leads to increased compliance with his
treatment plans and enhances patient satisfaction, amongst other benefits
such as reduction in hip, knee, back pain. We have surgeons locally and
across the country utilizing as alternatives to cam walkers and any in-shoe
AFO/brace. I’m hoping you can help me with setting up a meeting with the
team and Dr. Smith to introduce the value in person.” 

Deb’s response options: 
1.

2.

3.

SALES
TACTICS

Action Plan

Tactic 1
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SALES
TACTICS

Action Plan

Establish trust with the brace itself and convince them that this is a
superior product to the one they are using and therefore worth
ordering.
Help them understand the price point and the potential revenue upside
for them. You will not win on the price if you haven’t already won the
clinical side.

Step 2: 
Once you get their email, follow up that same day (see an example
template here)
 
Step 3: Meeting Day
Walking in, there are two major goals.

1.

2.

Walk into the office wearing a brace, ideally fully immobilized. Also
provide a free range option for them to see the difference. If possible, find
out the physician’s foot size before the meeting to allow them to try it on
at the office. If that is not possible, try to find someone in the office who
will fit the brace you brought.  

Allow the physician to hold the brace, see you walking in it, and feel the
quality. Having both an immobilized and free range brace allows them to
see the possibilities as a replacement for both AFO and the CAM Walker.

Make sure the provider sees the brace you have on, hand over the second
brace, along with the diagnoses sheet while delivering a 30 second or less
value proposition and then…stop talking. Let them lead the conversation,
come up with patients who would benefit from the product, or hear about
their own pain points with the products they’re currently using. Utilize the
use cases/testimonials/NFL teams/research to build trust and a good case
for why they should switch to using TayCo Braces.

Tactic 1
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The physician agrees to try the brace and purchases 1-8 for patients in the
coming weeks. Schedule an in-person fitting with a specific patient they have
in mind to lock in the sale.
The physician wants you to meet with their partner to see if they agree with
stocking some
The physician sends you to the office manager to see what he/she thinks about
ordering

Once they understand the added value and have a patient in mind to use it on,
discuss purchasing options and overcome price objections. If they are surprised by
the higher price, circle back to the value. Compare it to the CAM Walker and how
it will help them and/or their patient. It’s not an apples to apples comparison, and
be confident that the TayCo products are a superior alternative to the inexpensive
CAM Walker boots.

Emphasize your long term relationship – “Dr. Smith, I don’t care how many
braces you order initially. Let’s evaluate what you feel comfortable with, make
sure it benefits your patients. I’ll work with your team to ensure the first few
fittings go well. If we do this right, you’ll want to continue utilizing this product for
your patients.”

Explain reimbursement and how most Dr’s see higher insurance coverage than
they do for alternative products
Flip it back to the value: 
“Dr. Smith, are you concerned with being able to move the braces?” 
“No, my patients will do what I think is best for them.”

Step 4: Get to the next step
This looks like a number of options, but ideally falls under one of these categories:

1.

2.

3.

Step 5: Leverage Staff – Talk to MAs, Office Manager prior to meeting. This sale
can be highly influenced by everyone from the receptionist to the back office –
they know the problems, and will be the ones responsible for placing the repeat
orders!

SALES
TACTICS

Action Plan

Tactic 1
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The Acute Tayco XAB provides inversion and eversion immobilization with an
option for immobilized or free range plantarflexion and dorsiflexion. 
 It fits over your own jogging or walking shoe or work boot
You can use your own orthotic, unlike any other AFO, and does not cause limb
imbalance. 

Step 1: Walk into the physician’s office with a walking boot on to show them how
clumsy and unnatural it makes you. A walking boot can be found on Amazon for
less than $25. Ask them how they feel about prescribing walking boots.

Step 2: Hand physician/O&P the TayCo so he/she has to hold it and make 3
comments: 

1.

2.
3.

Step 3: Remove the walking boot, and fit the Acute TayCo XAB over your own
footwear. Walk around with the brace on. It allows me to function with it on, and
can replace the walking boot in most use cases.

Step 4: Hand them the laminated Prescription form. 

Say: “These are the “Top 40” ICD-10’s for ankle problems.”
Ask:  “Do you treat any of these diagnoses?” Listen to his/her response.
Say “TayCo is indicated for that, and there has been a lot of use with that
diagnosis.”

If he/she asks questions, offer a time for Dr. Ferlic to call them 24/7. Note the
Suggested L-Codes at the bottom of the form.

Step 5: Hand the doctor the Medicare Reimbursements for TayCo’s Suggested
Codes sheet for your particular state. Walk through the business case for your area.

Step 6:  Tell the doctor that TayCo is used with a good, rigid/semi-rigid jogging or
walking shoe, work boot, or diabetic shoe and it is the only functional external AFO
on the market. 

Step 7: Discuss next steps, which can be a meeting with the office manager,
ordering a stock of braces, or help fitting their first patient.

SALES
TACTICS

Action Plan

Tactic 2
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