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CEOCFO: Mr. Deeter, what is the idea behind WishBone Medical, Inc?
Mr. Deeter: Our focus it to make orthopedic implants for children. Most companies target adult implants and we center 
ours solely on children. 

CEOCFO: Why? How did the company or the concept for doing that come about? 
Mr. Deeter: With over 30 years experience in orthopedics, I have seen firsthand how children have been neglected within 
the realm of orthopedics. The biggest orthopedic market for children is scoliosis. Scoliosis is a two and a half billion dollar 
market, which is relatively small compared to the forty eight billion dollar adult orthopedic market. 

CEOCFO: Why would anyone think it is okay to put something that is good for an adult in a child?
Mr. Deeter: The pediatric orthopedic surgeons that work on children really improvise their way through these surgeries 
due to the fact that they do not have access to children specific implants. Therefore, the big companies cannot focus on 
the smaller or niche markets. The surgeons use whatever they have that is close and make it work. 

CEOCFO: Would you tell us about the products that you offer at WishBone?
Mr. Deeter: Our products are unique not only to pediatric orthopedics but to orthopedics as a whole because all of our 
implants and instruments are sterile pack, single use, disposable kits. The rest of the industry uses mostly reusable cases 
and trays which have to be sterilized leading to further costs and lost instrumentation. We have the only sterile packaged 
spine system for scoliosis in kids, numerous trauma products and over one hundred and ninety different plates. 

CEOCFO: How do you decide what products to work on and bring to market?  
Mr. Deeter: We have a surgeon advisory board consisting of orthopedic surgeons who work with children. We meet 
periodically with this group of key opinion leaders to discuss issues and unmet needs in their practice. Through that we 
come up with new, innovative ideas on how to fix children. 

CEOCFO: You have added a number of people to the team over the last few months. Why?
Mr. Deeter: As a rapidly growing company we plan to double the number of employees we have over the next six months. 
Because we are a developing company we need a lot people in the marketing and professional education areas. We have 
added a whole sales force of one hundred and twenty sales people, just around the US. Therefore, as our company grows 
we will continue to add talent to the team. 

�It is almost a liability for the 
hospital and the surgeons not to 
use one of our products. Adult 
products that are altered and 
placed in children have not been 
approved by the FDA. This could 
create a liability that no surgeon 
wants to deal with.�- Nick Deeter
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CEOCFO: Are you looking outside of the US as well?
Mr. Deeter: We have a Chief Strategy Officer in France setting up distribution throughout Europe. Our VP of Sales just 
got back from Dubai and he is working on setting up distribution throughout the Middle East. 

CEOCFO: How could someone doing orthopedic implants on a child not want to use a WishBone product that is 
specifically for children? Seems like a no-brainer.
Mr. Deeter: It is almost a liability for the hospital and the surgeons not to use one of our products. Adult products that are 
altered and placed in children have not been approved by the FDA. This could create a liability that no surgeon wants to 
deal with.

CEOCFO: Where does cost come into play? 
Mr. Deeter: We have large children�s hospitals that do a lot of work in children for free. The Shriner�s Children�s Hospitals 
are the biggest of this group. 

CEOCFO: Are there new materials and new methods of manufacturing that you are able to take advantage of or 
might be on the radar screen?
Mr. Deeter: Yes. We use a number of different materials. Most of our implants are metal. We are using allograft material, 
which is human bone shaped into different implants. However, most of our products are either stainless steel or titanium. 

CEOCFO: Are you funded for what you would like to do? How is business?
Mr. Deeter: We have only done one round of capital raise; our Series A and that went really well. At the present time we 
are working on a second round of capital raise; our Series B. We are far ahead of where we thought we would be due the 
fact that we already have revenue and launched products. Most orthopedic startup companies take at least four years to 
get going. We are unique as we saw revenue in our first year. We are looking at some acquisitions right now, where we 
will buy companies. Because of our access to capital we are able to look at some strategic acquisitions right now.  

CEOCFO: Can you discuss them at all?
Mr. Deeter: No, but what I can say is that we are looking at companies that I consider to be one trick pony companies. 
They have dumped all of their eggs into one basket meaning they�ve only focused on one product. Most of those 
companies will stall out in the three to six million dollar sales range. Therefore, what a surgeon is really looking for is a 
broad portfolio of products to solve all their clinical needs and they look at a company like WishBone to do that. For us, we 
are able to acquire some companies that already have revenue and are looking for broader distribution and a way to exit 
their business.

CEOCFO: Where do you see challenges, if any?
Mr. Deeter: There are always challenges. Our federal government is still our biggest competitor. The 2.3% Obama Care 
tax; the medical device tax is an issue. Unfortunately, it was just put on hold again for another two years. 

CEOCFO: What surprised you throughout the whole process?
Mr. Deeter: Not much has surprised me due to the fact that I have done this before. I started Orthopediatrics eleven years 
ago, it has just gone public and has been up and growing. I left a few years ago and was involved in a foot and ankle 
orthopedic company, I then came back to this inventory model that is unique to our company. Because I have done this 
before I have been able to skip all of the things that are non productive, cost a lot of money and take a lot of time.I have 
just been pleasantly surprised at how fast it has actually gone. We have been able to attract a ton of talent to the 
company, we are so blessed. 

CEOCFO: We reach many people in healthcare and the investment community. Why is WishBone Medical, Inc an 
important company? 
Mr. Deeter: We meet the unmet needs of children. I started the company around a little boy with cerebral palsy. I asked 
him �If there was something in orthopedics that we could do that would allow you to do something, what would that be,� 
and this little boy thought for a minute. He had been in a wheel chair most of his life and he said, �You know, I would like 
to stand.� These are things we take for granted. I asked this little boy, �What would you do if you could stand.� He said, �I 
would like to brush my teeth at the sink.� For this reason, I started WishBone Medical.


