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Trends and Forecasts

$ 
In 1996, the U.S. market for cervical and extrication collars totaled $31.9 million. The market has increased not only because of the continued increase in trauma victims from automobile accidents, but also because of cost constraints resulting from policies of managed care. Regulatory organizations have significantly increased the outpatient population required to wear cervical collars after release from the hospital or alternative care facility. This has resulted in more out-patients with trauma injuries required to wear cervical collars. Collars are now routinely fitted on injured persons at the scene of any emergency, whether or not neck injuries are suspected.

$ 
On March 6, 1992, the Occupational Safety and Health Administration (OSHA) issued its Bloodborne Pathogens standard, regulating emergency medical services to control the spread of infectious diseases. As part of this regulation, OSHA mandated a new (unused) collar be used on every patient with a potential spinal injury. Before this mandate, extrication collars were reused, after being hygienically cleaned, following  patient use. The OSHA regulation, as a result, has dramatically increased demand for extrication collars.  

$ 
Expansion of the distribution channels to retail, institutional and team sports is fostering growth of orthopedic devices.
$ 
Manufacturers are expanding product lines to offer “one-stop shopping” to large managed healthcare organizations, while increasing marketing outside their primary channels; targeting more than their major segments–medical, retail, institutional, sports medicine, 


and industrial.

$ 
Cervical spine injuries occur in up to 3% of trauma patients, which account for 16,000 admissions to hospital treatment facilities. The causes of spinal column and spinal cord  injuries are; motor vehicle accidents- 45%; slips and falls- 20%; sports-15%; acts of violence- 15%. For this reason, along with an ageing population and diseases, the US spinal product market may grow from $230 million in 1995 to $346 million by 2001.

$ 
Emergency and trauma care devices (includes extrication collars) have also seen increases in sales and are expected to grow to $613 million by the year 2000.

$ 
Total revenues for the U.S. market for medical collars, including the cervical and extrication segments, are forecast to grow to $44.6 million by 2003.

$ 
Ageing baby boomers are more physically active than the elderly of previous generations, and expect to pursue their activities despite injuries and the infirmities of ageing. This more physically active and ageing population is suffering more musculoskeletal injuries and creating growing demand for orthopedic support and rehabilitation products. Older people are wealthier than ever, and able to invest in orthopedic products that will enable them to pursue their avocations, as well as their daily routines.

$ 
Changes in product materials and sophisticated product designs are two primary technological trends affecting the orthopedic market. Natural materials like leather and steel have fallen out of favor and are being largely replaced by plastics, foams, and man-made fabrics. These synthetics offer a number of advantages, including greater strength, lighter weight and increased flexibility in product design. Design has gained  importance, as consumers demand unimpeded mobility throughout their lives, despite injury or infirmity.            

$ 
Packaging is being enhanced by designs dispelling the mood of disability through contrasting colors, photographs of active people and testimonial advertising by sports celebrities. Also, direct to consumer advertising is gaining prominence among orthopedic product vendors.

$ 
Many companies have merged with or been acquired by former competitors in order to enhance their product lines and offer more complete lines of orthopedic products. Other companies have chosen to specialize in one-product niches to offer competitive differentiation and minimize the effects of other companies entering into direct competition.

$ 
Firms are examining the orthopedic market for opportunities to introduce new products to maintain brand awareness and a reputation for technological innovation.     

"
Product Lines

The Firm’s product line consists of cervical collars (80% of Firm’s sales), extrication collars (18% of Firm’s sales) and other items (2% of Firm’s sales), mainly attachments. The Firm also has private labeling agreements with several customers, accounting for about 30% of total sales. All these products are sold to the medical community, primarily to soft goods orthopedic distributors. Some of these distributor-customers are also manufacturers, carry their own brand of collars and have private labeling agreements with other manufacturers.

