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On March 1st, WRIGHT completed its acquisition of the Franklin, 
TN based bioMimetic Therapeutics. The combination of these companies 
is intended to significantly accelerate growth opportunities in Wright’s 

Extremities and biologics business Worldwide by combining bioMimetic’s unique 
platform of biologic products with WRIGhT’s existing portfolio of products and the 
largest focused F&A sales force in the industry.

BioMiMetic specializes in the 
development of products to promote 
the healing of musculoskeletal injuries 
and diseases, including therapies for 
orthopaedic and sports medicine 
applications. They are seeking to 
transform treatment from current 
standards of care with known 
limitations to biological solutions for 
the repair of bone, cartilage, tendons 
and ligaments.

At inception, BioMiMetic was 
primarily focused on the development 
of therapeutics to treat bone loss as 
the result of severe periodontal disease. 
During this period, the company 
developed, and the FDA approved, GEM 
21S®. Upon its approval, BioMiMetic 
became one of the first companies to 
successfully develop and commercialize 
a recombinant (engineered) protein 
therapeutic for bone and tissue 
regeneration in the U.S. In 2008, 
BioMiMetic sold the rights to GEM 21S® 
and remaining interest in the orofacial 
business and reinvested the proceeds 
into the development of products  
for the orthopaedics and sports 
medicine markets. 

Today, BioMiMetic’s initial focus 

in orthopaedics has resulted in the 
development of augment® Bone Graft 
as a substitute for autograft in foot 
and ankle fusions. In fact, augment® 
Bone Graft was a key factor in Wright’s 
decision to pursue BioMiMetic. 
augment® is currently pending final 
FDA regulatory approval which is 
anticipated between now and January 
2014. If approved, augment® Bone 
Graft will be the first clinically proven 
protein therapeutic to come to the 
market in over a decade, offering the 
potential to reinforce surgical bone 
repair in the hindfoot and ankle, 
which represents a potentially large 
new market opportunity for Wright. 
We estimate that opportunity to be 
approximately $300M.

The acquisition of BioMiMetic also 
provides an occasion to integrate 
roughly 50 employees in Franklin, TN 
that will offer particular expertise in 
the research, development, clinical, 
regulatory, marketing and sales of 
Biologics focused products. These 
employees, coupled with Wright’s 
strong foundation in Extremities 
and Biologics, will provide a perfect 
combination moving forward.

“It is very 
gratifying 
to see the
commitment 
Wright has 
made to 
BioMimetic 
and all of us 
here.”Jim Monsor

BIOMIMETIC THERAPEUTICS
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“What we really need to do right 
now with the business is to create a nice 
foundation for the launch of our new 
product, augment®. It’s like planting a 
garden. We need to till up the ground, 
prepare it, get it fertilized, remove any 
weeds and be ready to have augment® 
flourish once it gets approved.

What does that mean for us? It 
means we get all the integration 
activities done on our schedule. We 
make sure everyone is on the system, 
success Factors is loaded, Wright u 
training is completed, and compliance 
training is finished. Step two is to 
look at the processes and see if they 
are scalable. We expect the business 
to grow so we want the processes 
to be scalable, all the processes, 
including the computer systems, order 
management, delivery of the product 
and every system in between. 

When we complete those tasks and 
augment® gets approved later this 
year it will be approved on very fertile 
ground. We will be positioned to 
expand and grow this business the way 
it is intended to grow.”

Bill griFFin shared that analogy 
with his staff, the BioMiMetic 
employees, the first time he met them 
in March. When asked to describe his 
first days as General Manager he said, 
“The honeymoon went really, really 
well.” Bill has been incredibly pleased 
with the employees’ attitudes and they 
have been very accepting of him.

Jim Monsor, BioMiMetic Sr. VP of 
Operations, said “It is very gratifying 

to see the commitment Wright has 
made to BioMiMetic and all of us 
here. With Bill Griffin being here and 
the immediate kick off of the two 
key hpMs teams, all of us are very 
excited about being part of the Wright 
family and the prospect of seeing 
the potential of our technology fully 
developed and commercialized. We  
are off to a great start.” 

The excitement can not only be 
felt, but can literally be seen on the 
faces of employees. When asked for his 
thoughts, Hans Kestler, BioMiMetic  
VP Sports Medicine, shared, “I’m 
looking forward to helping Wright 
realize the full potential of this 
transformational acquisition, to the 
benefit of our shareholders, surgeon 
customers and most important, the 
patients who will benefit greatly from 
this technology.”

The incredible passion exhibited  
by BioMiMetic employees is what  
first struck eric gay, Sr. Director  
Upper Extremity and Biologics 
Marketing, “BioMiMetic is running 
in their blood.” And the enthusiasm 
seems to be contagious as Eric 
continued, “augment® Bone Graft 
represents a truly transformational 
technology which, when driven 
through our dedicated sales force, 
will ensure Wright has the most 
comprehensive product offering to 
meet the needs of our foot and ankle 
customers. It will reestablish the 
Biologics segment as a growth  
driver for the business.”

THE PEOPLE
THE ACQUISITION

eric gayJiM Monsor

“We’re off 
to a great 
start!”

a Quarter century oF innovation

hans kestler

BIOMIMETIC
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augment® Bone Graft is based on a 
protein called platelet derived growth 
factor (rhPDGF) that is found naturally 
in the body and is known to enhance 
bone healing. augment® Bone Graft 
was studied in the largest clinical trial 
ever completed to assess foot and ankle 
fusions and was shown to provide the 
same benefits as autograft, the current 
gold standard in hindfoot and ankle 
fusions. Autograft, or bone harvested 
from the patient’s own body, is utilized 
when surgeons need to enhance the 
healing potential for bones to fuse 
together in foot and ankle surgery. While 
autograft may significantly improve the 
chances for healing, pain at the site from 
which the bone is harvested is common 
and often very unpleasant for the patient. 
While not as common as pain, infection 
or an increased chance of fracture are 
also experienced with autograft harvest 
and can result in serious, even life-
threatening, conditions for the patient. 
Other biologic products have been 
developed in an attempt to supplement 
healing, such as demineralized 
bone matrices or DBM, however the 
effectiveness of these materials in these 
applications has not been established.  
     Once approved, augment® Bone 
Graft will allow surgeons to enhance the 
potential for healing of hindfoot and 
ankle fusions while sparing patients the 
pain and other problems associated with 
an autograft harvest. augment® Bone 
Graft is currently available for sale as 
an alternative to autograft in Canada, 
Australia and New Zealand, and has 
to date has been received very well by 
surgeons in those markets. 

THE
PRODUCT

Q&A:
Hometown: Sumter, SC
First job after college: Cost 

accountant at a construction 
company.

Business philosophy: People.
Guiding principle: Integrity.
Best business decision: 

Deciding to do continuous 
replenishment in the healthcare 
industry.

Most important lesson 
learned: Continuous 
improvement in removing cost.

Best way to keep 
competitive edge: In the logistics 
field if you have a degree that is 
more than 5 years old it means you 
used to know a lot. Staying current 
with our education is critical. 

Likes best about job: The 
industry we are in and the people  
I work with.

Word that best describes 
you: I cover the ground I walk on. 
Whatever I’m asked to do, I do it 
well. My mother always told me to 
cover the ground I walk on.

Pet peeve: People being treated 
with disrespect.

Person most interested in 
meeting: Jack Welch or one of  
the business moguls – just not 
Donald Trump.

Three greatest passions: 
Family, Church, and Business.

Favorite quote: “No success 
can compensate for failure in the 
home.” I’ve used that my entire life 
to balance work-life opportunities.

First choice for a new 
career: Manager of a marina –  
I like boats. 

Favorite movie: Tombstone or 
Silverado. I love those westerns. I 
watch them over and over again.

Goal yet to be achieved: 
Making BioMimetic Therapeutics 
successful! 

Bill Griffin
SVP, General Manager 
BioMimetic 

Biography

WilliaM l. griFFin has been 
Wright’s Senior Vice President 
& General Manager, BioMimetic 
Therapeutics since March 2013. 
Previously, Bill served as Sr. Vice 
President of Global Operations 
at Wright since July 2008, with 
responsibility for manufacturing, 
supply chain and logistics, 
customer service, procurement, 
facilities and quality.

Mr. Griffin began his career in 
medical devices with Becton 
Dickinson where he spent 
23 years holding positions of 
global responsibility in various 
locations. His final position 
was Vice President of Global 
Supply Chain Services in Franklin 
Lakes, NJ. Bill joined Johnson & 
Johnson Medical in 1997, serving 
as Vice President of Worldwide 
Operations and later became Vice 
President and General Manager. 
He joined Smith & Nephew 
Orthopaedics in July 2002  
with global responsibility for  
all operations.
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WRIGHT WORks

Augment® Bone Graft 
is a bioengineered 
alternative to autograft 
in orthopaedic surgery 
(free of human and 
animal product).

snake blood has long been used in Eastern Asia for 
supposed medicinal and health benefits. While medical experts 
say there is no evidence that snake blood will cure ailments or 

increase energy, there is evidence that it can help sales at Wright. 
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 True to his word, by mid-December the 
sales team of Ken, Stephen, and Oscar had 
secured enough customer orders to meet 
the sales target for the month. However, the 
team shortly realized, the issue at hand was 
much more complicated. There were 3 big 
problems:

1. We were going to run out  
 of inventory!
Upon receipt of new orders, the team realized 
there was not enough inventory to fill the 
orders. Wright’s manufacturing planning 
schedule is driven by replenishment needs. 
In other words, we basically manufacture 
what we have sold in order to replenish 
the sold inventory. Although there was a 
significant sales forecast missed in October 
and November, the manufacturing planning 
team did not plan to make up those misses 
in December. As a result, the manufacturing 
schedule for November and December would 
not produce enough inventory to meet the 
new (increased) December demand. The 
plant would have to work weekends to meet 
the demand needed to fill the orders. 

2. We had NEvER picked, packed  
 and shipped that many items  
 in such little time!
Because production had to be increased to 
meet the demand, a significant amount of 
finished goods would not be ready until 
the last week of December. The warehouse/
shipping team would need to work over 
the weekend in order to keep up with the 
amount of finished goods. dianne dahlke, 
tiM steWart, and JiMMy Miller worked 
diligently to keep this on track. In the end, 
the 7 tons (over 14,000 pounds) of goods 
were shipped to international customers in 
the last two weeks of December. Five times 
the normal run rate!

3. We have to get paid!
Every customer accounts receivable balance 
is tightly managed by specific credit controls 
that are based on the customer’s financial 
condition. sheila davis immediately 
became a key resource. She was tireless 
in monitoring and proactively managing 
accounts to ensure orders would not be 
delayed for credit issues.
 Needless to say, numerous concerns 
popped up during the process, but the 
team was meeting daily and addressed 
everything quickly. They essentially worked 
magic to find the “Wright” inventory and 
then stage the timing for the picking and 
packing process. At one point in the month, 
it was estimated that over $800,000 of the 
orders would be backordered due to lack 
of inventory. In the end, we had less than 
$25,000 backordered and LA / Asia not only 
hit the Q4 sales forecast, but exceeded it by 
over $400,000!
 While there are many reasons to 
celebrate, there is much to learn as well. The 
entire process stands as a testimony to the 
importance of Collaborative Planning, also 
referred to as Integrated Business Planning 
(IBP.) IBP is a cross functional process that 
ensures all the critical aspects of the business 
are communicating with each other and 
working toward the same goal. The IBP 
process has been implemented in the U.S. 
and is currently being rolled out to the 
international regions.
 And as for snake blood? Eric and Todd are 
scheduled to live up to their word  
when they visit China in November. I’m 
wondering if we have fully researched the 
impact and benefits snake blood can have 
on the Company. Think about it. Sales 
Productivity – apply snake blood. Improve 
compliance – snake blood. Accountability – 
snake blood. 

 During Q4 2012 the Latin America / Asia 
region had significantly missed the October 
and November sales forecast. lance Berry, 
SVP & CFO, and eric stookey, President, 
Extremities, requested a special task force 
group be formed to ensure the LA / Asia sales 
region did everything possible to hit the Q4 
sales number. 
 The group began meeting within four 
hours and continued to meet almost daily 
through the end of the year to monitor 
progress and determine action steps. The 
cross-functional team members were:

sales 
 Ken Yamada, Stephen Ding,  
 and Joe Keppler

international custoMer service 
 Dianne Dahlke and Jimmy Miller

planning and logistics 
 Skip Flannery, David Finch,  
 and Jerry Gallik

accounts receivaBle 
 Dean Morgan and Sheila Davis

Finance 
 Todd Smith

executive ManageMent 
 Eric Stookey

 ken yaMada, VP International Sales, was 
confident that the October and November 
shortfall would be made up in December.  
Others, including eric stookey, were not 
nearly so sure. 
 That’s where snake blood comes into the 
picture. Eric, Ken, and Stephen were having 

dinner and you know how guys will talk. 
One thing lead to another and Eric agreed 
to drink snake blood if the number was met. 
In his defense he didn’t really think the goal 
was achievable and he was probably led 
down that path by the adventurous Stephen. 
 Snake blood is considered a delicacy in 
many Asian countries. In most restaurants 
the blood is diluted with alcohol. Frequently, 
a live snake is punctured or cut open and 
drained in front of the customer. YUM.
 Here’s the unexpected part – the idea 
went viral. It spread like wildfire through the 
sales organization. Distributors were calling 

Ken, Stephen, and oscar Moses to ask if 
it was true. In turn, the three encouraged 
distributors to place orders so Eric would 
have to drink snake blood. Daily status 
reports included references to the smell and 
proximity of snake blood. It became the 
battle cry with Ken, Eric, Stephen, and Oscar 
signing Ken’s whiteboard as a pledge and 
then convincing Todd Smith that as the team 
lead it was imperative he participate.
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HIGHLIGHTs

National Sales Meeting 2013
On Friday, January 25, 2013 over 150 delegates from 
more than 30 different distributors and subsidiaries 
gathered in Prague, Czech Republic for eMea’s first 
international sales meeting in three years. It was also 
the first time we integrated all of our distribution areas 
with our subsidiary organizations from Germany, 
Italy, the United Kingdom, and France. We had much 
to celebrate as 2012 recognized many achievements 
through our strong determination to grow OrthoRecon 
and expand Foot & Ankle dominance. We looked 
forward in anticipation to 2013 and an even greater 
ability to improve and progress.

Despite the frigid temperatures outside, our eMea 
Sales Meeting was a huge success inside. During the 
two day event, ample opportunities existed to gain 
knowledge and boost familiarity with both surgical 
techniques and our systems. Breakout sessions included: 

»» advance® Medial-pivot platform
»» proFeMur® preserve short stem system
»» Modularity and total hip arthroplasty
»» Wg healthcare Foot & ankle integration
»» valor® & ortholoc® systems
»» Mica: Minimal invasive Foot surgery

The participation and support from Arlington 
was crucial in demonstrating our strength as an 
organization. BoB palMisano, pascal girin, eric 
stookey, and ted davis were all on hand to share 
company information, marketing objectives, and 
corporate strategy, as well as extol and encourage the 
European distributors. 

And what would a sales meeting be without an 
awards ceremony? The meeting closed by recognizing 
the top performers, to include the following:

»» subsidiary of the year: Wright Medical France
»» distributor of the year: swiss synergy, switzerland
»» growth award hips: palex, spain
»» growth award knees: Wright Medical italy
»» growth awards extremities: Wright Medical uk
»» growth award Biologics: Wright Medical germany – 

large Joint orthopaedics
The eMea event was a great and inspiring way to start 

the year – Wright on target! 

Ever wondered what goes on at the National Sales 
Meeting (NSM)? Wright’s National Sales Meeting 
is the one time each year when the entire U.S. sales 
force gets together to hear about the upcoming 
year’s strategies and product launch plans. This 
year’s event was held from February 27 through 
March 2 in Ranchos Palos Verdes, California  
with an all-time high attendance of nearly  
400! The meeting theme was “World Class 
Performance,” which turned out to be a perfect  
fit given the line-up of speakers and related 
breakout session topics.

An ideal NSM is one that strikes a balance 
between learning and levity. And while this 
NSM had its share of fun, it 
was packed with educational 
opportunities such as the 
product fair and 11 different 
breakout sessions. In fact, the 
“World Class Performance” 
theme was perfectly highlighted 
through a set of powerful, 
visionary speeches by pascal 
girin (EVP & Chief Operating 
Officer), dan garen (SVP & 
Chief Compliance Officer),  
and Olympic Gold Medalist, 
Bruce Jenner.

pascal girin, EVP & Chief Operating Officer, 
kicked-off the National Sales Meeting by laying 
out strategic visions for both sales channels, 
OrthoRecon and Foot & Ankle. During his 
presentation, he emphasized that in order to win, 
both businesses (OrthoRecon and Foot & Ankle) 
would have to find a market space where Wright 
can be the BEST. Moving forward, the U.S.

OrthoRecon business will seek growth through 
Wright direct™, a new business partnership 
solution for price-focused hospitals. While currently 
only a fraction of our customers are utilizing 
programs such as Wright direct™, the market is 
believed to be growing at over 15% per year.  

The Foot & Ankle side of the business, Girin 
explained, will sharpen concentration on being the 
“Foot & Ankle Specialist.” In order to enhance our 
Foot & Ankle sales channel, we will be pursuing 
a sales productivity initiative aimed at doubling 
annual revenue per sales representative over the next 
three years. Girin committed himself to listening to 
their needs, making further sales force investments, 

and delivering on his promises. 
He then concluded his speech 
with a call to action, asking the 
sales force to “be bold” with their 
goals, know their quotas, and to 
beat their numbers every quarter!

The meeting’s keynote speaker 
was former Olympic decathlon 
gold medalist and world-record 
holder, Bruce Jenner. Jenner 
delivered a stellar presentation 
entitled “Finding the Champion 
Within.” As he told his story 

of going from an injured (and confused) college 
athlete to becoming the world’s greatest athlete, 
he challenged the sales force to find their inner 
champion. Jenner explained, “I learned that the 
only way you are going to get anywhere in life is to 
work hard at it. 

Whether you’re a musician, a writer, an athlete or 
a businessman, there is no getting around it. If you 
do, you’ll win; if you don’t, you won’t.” 

Bruce Jenner

Chest Bump Anyone?

“Wright
on target!”

And the winner is...

OrthoRecon Breakout Session

A heartfelt “thank you” goes out to everyone who planned and executed the  
entire 2013 National and International Sales Meetings. We wish all the best for  
the sales team as they work toward growing the business in 2013!

Sales Leader of the Year - 
Foot & Ankle

dan dargas

Sales Leader of the Year - 
OrthoRecon

david herMan

Sales Representative
of the Year - Foot & Ankle

chase tutor

Sales Representative
of the Year - OrthoRecon

Forrest Ford

pascal girin

International Sales Meeting 2013

Design of Wright Around 
the World Spring Issue
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We focus on 
Extremities and Biologics.

Through our team of passionate 
and dedicated people, we deliver 
innovative, value-added solutions 

improving quality of life for 
patients worldwide.

We are committed to compliance 
and the highest standards of 

ethical conduct.

Mission 
Statement

WRIGHT Now
Wright Now is published monthly 
for employees of Wright Medical. 
To submit items for publication, 

ideas for future articles, 
suggestions or feedback, please 
contact Donna Melton, Editor, at 
donna.melton@wright.com.
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Everything is better when shared. The April issue of Wright Now bears this statement out. 
We see how the Wright Alignment Equals Shared Success (pg. 11) and the impact of 
knowledge sharing at our manufacturing facilities (pg. 5). We prepare for the global 
launch of Workday (pg. 8) to help us share information internally and we look at how  
Wright is sharing information outside of our organization through enhanced surgeon 
awareness and education (pg. 10). 
 This month’s cover image kicks off the focus on sharing. Scott Bible, Principal Technical 
Associate, took the scanning electron micrograph image of freeze-dried decellularized 
cancellous bone. His talent will be shared with the world as the cover image for the14th 
edition of the American Association of Tissue Banks (AATB) Standards. The print and online 
version of the book is referenced by thousands every day, all over the globe. 
 The American Association of Tissue Banks (AATB) is a professional, non-profit, scientific and 
educational organization. It is the only national tissue banking organization in the United 
States, and its membership totals more than 100 accredited tissue 
banks with 1,000 individual members. These banks recover tissue 
from approximately 30,000 donors to distribute about two million 
allografts annually. Dramatically demonstrating one more way 
sharing can change our world. 

Shared
Better When
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Image: Scanning electron 
micrograph image of freeze-
dried decellularized cancellous 
bone, taken with a Carl Zeiss 
Sigma FESEM, Magnification 99x. 
Colorization has been used to 
accentuate the porous structure 
of the bone which facilitates 
cellular and fluid migration 
conducive to bone regeneration.



 

Sales Process of the Future

Information Technology, HPMS and Field Operations are partnering 
to create tools that reduce the time between surgery and receipt of the 
purchase order in the U.S. – recognizing an $8 -12 million improvement in 
cash flow. The team is piloting new technology which allows S1 invoices 
to be systematically entered, rather than requiring sales representatives to 
call customer service for manual order entry.

Think Customer  
and Alignment! 
One Team. 
One Direction driving  
simplified solutions.
 
Several key requirements will be completed prior to U.S. adoption of the S1 
Invoice Process including:

• Improvements to the Field Operations Management System (FOMS) to 
support the S1 process 

• Master Data harmonization and processes
• S1 invoice injection into JDE to allow for faster billing
• More consistent, automated billing for freight and expedited shipping
• New process training for Hub and Sales employees

process

KnowI.T.
Sales Process of the  
Future…Simplified

Surgery occurs

S1 Order entered 
the same day

immediately upon completion  
of surgery for sales rep  
provision to customer

                a day of surgery  
         and invoiced

S1 injects directly 
into JDE System

Customer PO    
   received within  

JDE

Accurate, 
digital S1 
document 
available  

The Process…Simplified
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process

“Information is not knowledge,” is a familiar quote credited to  

Albert Einstein. Conversely, knowledge is frequently viewed as a rich 

form of information, it’s know-how. But often more important is 

know-why and the sharing of that knowledge. If you think of this in 

light of baking a cake, ingredients would be information, knowledge 

would be the recipe but knowledge sharing is when the expert tells 

you to grease the pan before baking. It’s the know-why resulting 

in a presentable cake rather than a big mess stuck to the pan. It’s 

knowledge sharing that allows you to improve existing recipes and 

create new ones. And today, the creation and application of new 

knowledge is essential for a business to survive and thrive. Increasingly 

the only sustainable competitive advantage is continuous innovation 

and the application of new knowledge. 

     Having doubled in size with 

the merger and having locations 

throughout the world, Wright 

provides each and every employee 

the opportunity to benefit from 

the practice of knowledge sharing. But the manufacturing facilities 

in Arlington, TN; Cork, Ireland; and 

Montbonnot, France have capitalized on 

this process in a myriad of ways. In fact, 

if you continued the cake metaphor, you 

might think they were opening a bakery!
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This is What
SMART KNOWLEDGE

Swarf = Chip
Arlington employees 
learned a new term 
from their Irish 
counterparts. Swarf 
refers to the pieces that 
have been cut away 
during the machining 
process. In the U.S. 
these are called Chips.

The first Star sliding head lathe 
in Ireland which allows screws 
to be manufactured rather 
than vended. The system 
includes a chip conveyor 
and parts collector. It will be 
implemented in Arlington 
within a year and will allow 
lights out machining.

Sharing Looks Like

“It is what you 
learn after you 
know it all,  
that counts.” 

– Kin Hubbard
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     During Q1, representatives from Arlington visited their counterparts across the pond 

at the Macroom facility in Cork, Ireland to participate in best practice sharing. Advanced 

manufacturing processes were the focus of conversations in support of the 90% Utilization Job 

Ticket. Topics included:

• Screw manufacture

• Process capability and validation

• Process monitoring and controls

• Night and weekend ‘lights out’ unmanned production 

• Process failure mode and effect analysis (pFMEA)

 Each team walked away with a list of easily deployed quick wins. Implementation of 

communication boards at the Arlington facility is a good example. Basically large whiteboards, 

one side posts general communications, machine schedules, area metrics, and staffing 

information  - including employee photos. The other side of the board is reserved for employees 

to make note of various issues like alignment problems with a machine or a step that might 

make a process quicker. “We could see where this best practice used in Ireland and France 

would add value at our facility,” said Scott Bradford, Sr. Manager Production. He continued, 

“We track and record the resolution of each issue. Our Arlington employees really latched on to 

this practice and are excited to watch how quickly each item is addressed.”

 Knowledge sharing helps an organization meet its business objectives. Knowledge sharing 

can help everyone do their jobs better.  It increases personal development and career 

progression. And in today’s world, knowledge sharing is power.  

process

Communication Board Side 1

Communication Board Side 2
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Pictured L-R:   Mike Kee, Tim Nickel, Chris Payne, Derrick McNeal, Phil Ward, Jonathon Newman, Scott Bradford, Delmar Carter, Tho Vo, and Andrea Choirier.

process

        LEGEND OF THE  

Blarney Stone
While in Ireland the team paid 
a visit to Blarney Castle to kiss 
the Blarney stone. Legend says 
when you kiss the Blarney Stone 
you gain the gift of eloquent 
speech, or in Irish terms, the 
gift of the gab. Consensus 
was Phil Ward did not need 
to kiss the stone – he already 
possessed the gift! 

    France’s  
Takt Time Management 
At the end of 2014, the French manufacturing plant launched a 
Kaizen project to eliminate non-value added activities. This initiative 
began a focus on takt time within the organization. Takt time is an 
adjustable time unit used in lean production to synchronize the rate 
of production with the rate of demand. Initially tried and tested in 
the Knee cell, the program has been implemented in the Stem, Head, 
and Cleaning/Marking cells, resulting in a 10% reduction in required 
production time. The program is now being expanded to all other 
manufacturing areas at the French plant, including quality control 
and packaging. 

“We could see where this best 
practice used in Ireland and 
France would add value at our 
facility,” said Scott Bradford, 
Sr. Manager Production.
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Julien GOEURY, Numerical Control Lathe Operator 
and Programmer/Production Leader, tracks 
applicable metrics



Workday
The Global

process

Human Resources (HR) is preparing to launch Workday Human Capital 
Management (HCM) globally by early Q3. This business initiative will allow 
approximately 1000 employees in 20 countries to experience improved 
visibility and accountability through Workday HCM and Performance 
Management. Workday is a leader in Software-as-a-Service enterprise 
solutions for global human resources and will enable HR to build  
worldwide talent, drive business growth, and unify the organization.  

Employee Benefits Include:

• Dramatic increase in manager and employee self-service capabilities

• Insight into our global workforce, including detailed analyses and 
worker profiles across regions

• Ability to view workforce data in a variety of reports and formats

• Global performance management including goal setting and reviews    

More information and training opportunities  
will be announced soon.  
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Launching
Internationally 

http://vid.ly/1h7u3q
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U.S. Health & Safety

Under the U.S. Occupational Safety and Health Administration  

(OSHA) General Duty Clause, employers must provide every 

employee with a safe and hazard-free work environment. For some 

workplace hazards, OSHA sets specific training, re-training, and 

certification requirements. No matter how small or large a company 

is, workers in all fields of industry face workplace dangers that can 

threaten their health and safety. In some industries, the dangers can be 

evident. For others, the dangers may not be as obvious. An office or a lab 

may seem harmless, but poor ergonomics, slips, trips, and falls or chemical 

exposure can cause injuries and health problems that may hamper your 

ability to do your job or enjoy life. Because hazards are present in all types of 

industries, it’s essential for companies to provide health and safety training 

for their workers and to update this knowledge on a regular basis. 

 Wright is no different; we are committed to sustaining a healthy and safe 

work environment for all employees. High standards in Environment, Health & Safety 

(EHS) are essential to ensure that our employees are prepared to protect themselves  

and their coworkers from any hazard present in the workplace.

 We can often become immune and lethargic to safety requirements simply because 

we experience them day in and day out. As we go through the same routine every 

day we might take our health and safety for granted and see it as unimportant 

because we have “been doing it forever” without incident. This can result in 

accidents, injury, or even death due to unawareness of safety procedures 

that are designed to protect us. It is extremely important to constantly 

be reminded of not only the fact that safety requirements must be 

adhered to, but also WHY we need to be trained on them. The 

EHS department at Wright has designed training curriculums 

to not only meet the requirements of OSHA, but also be 

tailored to specific job functions. Expect new trainings 

to be issued through WrightU to enhance your 

knowledge of proper workplace health and  

safety requirements throughout 2016.  

Training

process



RAPID ADOPTION 
UPDATE

AUGMENT® Bone Graft

of the new facilities coming on board in March. The momentum continues as the three highly skilled 

implementation teams are unveiling new programs to drive AUGMENT® Bone Graft launch success in this 

quarter through the introduction of ACCESS AUGMENT®, enhanced surgeon awareness and education. We 

will also begin to phase in our patient awareness and education platform.

      ACCESS AUGMENT® Bone Graft is the blocking and 

tackling answer to current barriers to entry. The program 

will target top decile accounts for our pilot consignment 

program. With the success of these identified piloted targets 

we will implement the program in phases to each territory.

 Enhanced Surgeon Awareness and Education In Q2 we will continue to drive targeted focus on this 

revolutionary product with additional faculty, new cases, and success stories integrated in the current robust 

medical education initiatives. First up this month, we will partner with AOFAS Advanced Foot & Ankle Course 

to present an AUGMENT® Bone Graft Industry Session April 29, 2016 in Cleveland, Ohio with Dr. Berlet as our 

esteemed speaker to continue to drive our efforts in effective surgeon awareness and education. 

 Immediately following, AUGMENT® Bone Graft will be among the lineup of world-class products 

discussed, debated, and presented through case based adult learning principles at the Advances in Foot 

and Ankle Course in San Francisco June 3-4, 2016 with Drs. Davis and Berlet as our esteemed speakers.

 Patient Awareness and Education Our education platform will unveil this quarter. The program will 

begin with a heartfelt “Thank You” to the 414 patients who participated in the largest foot and ankle trial 

and will explain how their participation has moved technology forward. We will never know their faces or 

names, but recognize we owe them a sincere debt of gratitude in their efforts to bring this revolutionary 

product to market.

     For more information on ACCESS AUGMENT®  

or the AUGMENT® Bone Graft story please reach  

out to Gene Bastnagel, Product Manager II at  

Gene.Bastnagel@wright.com. We all look 

forward to the next chapter in the AUGMENT® 

story and how each of you will contribute  

to that success!  
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We are in full swing for 2016, performing ahead 

of AOP, receiving approval from 1800 facilities, 

successfully training 169 surgeons and seeing  

229 new customers converted in Q1, with 43%  

 

process

http://vid.ly/9s8g7c
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passion

Wright Alignment =

Shared Success
U.S. Key Contacts

U.S. MedEd

Cheryl Edwards 
Vice President of Medical Education 
cheryl.edwards@wright.com 
U.S. Upper & Lower Extremities  
Surgeon Training

Mike Smith 
Dir. Exhibits & Marketing Svc. 
michael.smith@wright.com 
U.S. Upper & Lower Extremities  
Surgeon Training

Emily Smith 
Dir. Surgeon Education & Development 
emily.smith@wright.com 
U.S. Upper & Lower Extremities  
Surgeon Training

Peggy Peppers 
Sr. Exhibits Coordinator 
peggy.peppers@wright.com 
U.S. Upper & Lower Extremities  
National Exhibits

Chuck Martin 
Medical Education Project Specialist 
chuck.martin@wright.com 
U.S. Upper & Lower Extremities  
Local & Regional 

U.S. MarCom

Cara Lyons 
Sr. Director MarCom  
cara.lyons@wright.com 
U.S. Lower Extremity, Biologics and  
Corporate Communication inquiries

Nicole Nelson 
Manager MarCom  
nicole.nelson@wright.com 
U.S. Upper Extremity inquiries

Donna Melton 
Manager Employee Communications  
donna.melton@wright.com 
Internal Digital Communications
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 Marketing Communications and the Medical Education departments are 
two stellar shared service examples within Wright. Earlier this year, the U.S. 
legacy Tornier and U.S. legacy Wright Marketing Communications (MarCom) 
and Medical Education (MedEd) departments, merged to become shared 
services departments with one Leader/Team supporting both U.S. Upper and 
Lower Extremity Businesses led by Cheryl Edwards, VP of Medical Education 
and Cara Lyons, Sr. Director, Marketing Communications. Since merging, each 
team has been working to identify ways to leverage talent and resources to best 
support efficient operations, and is ALIGNED to serve the MedEd and MarCom 
needs across the entire U.S. organization. 
 Likewise, the Medical Education and Marketing Communications departments 
for International operate under the leadership of David Evans, Vice President 
International Medical Education and Training. The teams work together to 
leverage internal and external medical education and sales training programs, 
as well as marketing tools in all legacy Tornier and legacy Wright International 
locations with collaborators in various countries.

Shared service departments consolidate business 
operations that are used by multiple parts of the same 
organization. They are accountable for delivering a suite 
of services to both the operating business units and the 
corporate functions.

Benefits of a shared service model include:
• Economies of Scale – Lower Costs

• Agreed-Upon Service Levels

• Standardization of Processes – Best Practices

• Better Business Analytics
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passion

International Key Contacts

David Evans 
Vice President International  
Medical Education and Training   
david.evans@wright.com 

International MedEd

Steffen Eger 
Medical Education Manager  
Lower Extremity   
steffen.eger@wright.com  
International Surgeon Training

Sebastien Plouhinec 
Medical Education Manager  
Upper Extremity  
sebastien.plouhinec@wright.com 
International SurgeonTraining

Séverine Abbadie 
Events & Communication Manager  
severine.abbadie@wright.com 
International Centers  
of Excellence Programs

Emma Treharne 
Sr. Manager Sales Training  
emma.treharne@wright.com

Dorine Van Ringelestijn 
Sr. Manager Medical Education Projects  
dorine.vanringelestijn@wright.com 
International Compliance  
Submissions & Projects 

International MarCom

Gregory Four 
Marketing & Communications Manager  
gregory.four@wright.com  
International Upper &  
Lower Extremities inquiries

Medical Education:
• Compliance Documentation

• Surgeon Spend Reporting

• Surgeon Training (Mobile Labs, CITE 
Visits, Regional Labs, Academies, 
Master Courses, and other Surgeon 
Training)

• Exhibits & Sponsorships

• International Centers of Excellence 
Programs

• International Sales Training and Sales 
Effectiveness Training

Marketing 
Communications:

• Brand Management

• Advertising 

• Direct Marketing

• Public Relations

• e-Initiatives: Websites / SEO, 
SEM, e-newsletters, Social 
Media

• Video & Animation

• Digital Employee 
Communications

INBONE® II
Total Ankle System

SURGIC AL TECHNIQUE

®INFINITY
Total Ankle System

Powered by the accuracy of PROPHECY®

                                     with the

           INFINITY®

                  Total Ankle System

powered by WRIGHT

Treating Your

Ankle Arthritis
Treating Your

Ankle Arthritis

Unit 1, Campus Five
Letchworth Garden City
Hertfordshire SG6 2JF 
United Kingdom
+011 44 (0)845 833 4435
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 In service to the global organization, the U.S. and International 
departments focus their efforts on the following initiatives:
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passion

Wright topped the charts 

for the third year running 

at the annual IR Magazine 

U.S. Awards, capturing the 

coveted Grand Prix for Best 

Overall Investor Relations 

(small cap company). 

     Julie Tracy, Sr. VP and Chief 

Communications Officer, and Julie Andrews, VP 

Finance and Chief Accounting Officer, attended 

the ceremony in New York to accept the award on 

behalf of Wright. Julie Tracy said, “This is a terrific 

honor for Wright. Being a global leader on an 

upward path is an exciting story to tell. We have  

an incredible team, 

and I’m thrilled Wright 

was recognized by our 

analysts and investors for 

the third year in a row.”

         The winners of the 

IR Magazine Awards are 

identified by in-depth 

research and all publicly 

traded companies are  

eligible to be considered.  

The survey is the only one of 

its kind to go directly to the 

investment community, via a 

combination of an electronic 

survey and one-to-one telephone 

interviews, canvassing the 

opinions of over 400 analysts and 

investors throughout the U.S. 
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Wright Medical Group NV

Grand Prix for Best Overall Investor Relations (small cap)

U.S. 2016

Julie Tracy (right) accepts the 
Grand Prix award for Wright. Julie Andrews (left) and  

Julie Tracy (right) on  
the Red Carpet.



ORTHOLOC® 3Di CROSSCHECK® 
launched in the U.S. on April 18, 2016. 
The new modular addition to the 
ORTHOLOC® 3Di Foot Reconstruction 
platform expands surgical plating options 
while minimizing trays per procedure. 
Comprised of five uniquely designed 
Type II anodized plates and two key 
instruments, the ORTHOLOC® 3Di 
CROSSCHECK® Plating System provides 
dynamic, mechanical compression  
with its cross screw through the plate 
solution. Additional product information 
is available at www.ortholoc.com. 
ORTHOLOC® 3Di CROSSCHECK® is 
scheduled to launch internationally  
in Canada during Q4 2016.

 

product
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ORTHOLOC® 3Di CROSSCHECK  
MTP Fusion Surgical Technique Animation

ORTHOLOC® 3Di CROSSCHECK  
Lapidus Fusion Surgical Technique Animation

Material Fatigue Strength*

* Internal data on file

Fatigue Strength at 10 million Cycles
ASTM 136ASTM 136 ASTM 138

TYPE II  
Anodized  

Load

Color  
Anodized  

Load

Stainless 
Steel  
Load

Type II  
Anodized 

Color 
Anodized

Stainless 
Steel

60%
Greater

20%
Greater

ORTHOLOC® CROSSCHECK®

PRODUCT 

LAUNCHED

MTP Plate

Lapidus 
Plate 0mm

Lapidus 
Plate 2mm

Y-PlateUtility Plate 
5 Hole



C O N F I D E N T I A L  -  F O R  I N T E R N A L  W R I G H T  U S E  O N L Y  -  D O  N O T  D I S T R I B U T E  W R I G H T N OW •   •   •   •   •   •    A P R I L 2016     15

A second pyrocarbon solution treats Hallux Rigidus.  The 

EPYC™ MetaTarsal (MT) Head pyrocarbon resurfacing implant 

has two pegs to ensure stability on the MT head. Since the 

first surgeries in 2012, 50 EPYC™ MetaTarsal heads have 

been implanted as part of the Limited User Release in France, 

Norway and Australia. 

 With very encouraging results for both implants, Wright 

will increase the LUR surgeon base for both, provide more 

HAPY™ kits and is considering submission of a 510(k) for both 

product lines. 

 

product

HAPY™ & EPYC™
Limited User Release for

In light of the long term experience and good results 

of pyrocarbon in the hand, wrist and elbow, pyrocarbon 

solutions for foot applications pose an innovative alternative 

to silicone implants or arthrodesis.

 The HAPY™ pyrocarbon sphere offers solutions for both 

the hand and foot. Foot indications include: 

• 1st MetaTarsoPhalangeal (MTP) hemi arthroplasty (revision  

 of failed fusion or arthroplasty, 1st meta head necrosis,  

 revision of previous Keller) 

HAPY™ Pyrocarbon Sphere

EPYC™ MetaTarsal (MT) Head 
Pyrocarbon Resurfacing Implant

• 4th and 5th TarsoMetaTarsal (TMT) interposition implant

• lesser rays MTP hemi arthroplasty (Freiberg disease)

 Since the first surgeries in 2010, 100 HAPY™ foot implants have been implanted as  

part of the Limited User Release (LUR) in select centers throughout France, the United  

Kingdom and Australia. 
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LATITUDE EV™
NEW

Instrumentation
New LATITUDE EV™ Instrumentation sets are being deployed to all International countries 

where elbow arthroplasty has been approved. The new instrumentation sets replace the 

legacy LATITUDE™ Instrumentation sets and offer the following advantages:

• All steps have been highly simplified. Surgeons and Nurses have a clear and straight 

forward understanding of the use of all jigs at first sight.

• Humeral and Ulnar preparation is much quicker and more precise. Jigs have 

been designed to integrate all steps of the legacy set in one and the assemblies 

required with the legacy set are no longer necessary.

• NEW radial head resection jig! Managing overstuffing of the radial 

head component has always been challenging. Latitude EV™ 

proposes a brand new jig that resects the radius with precision  

and deals with the correct implant positioning.

• Long stems are part of the set. The revision 

market is significant and our large offer of 

long stems provides a great 

opportunity to compete in 

this market. 
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product

The human ankle is a joint that acts much like a hinge. As we age, an ankle’s function can be affected 
negatively by osteo- or rheumatoid arthritis, causing pain and reduced mobility. An ankle can also be 
damaged by a traumatic event, such as a motorcycle accident, or perhaps a sports injury which results in  
post-traumatic arthritis in the joint.
 Wright’s INFINITY® Total Ankle Replacement was designed to address these conditions and is intended to 
give patients limited mobility by reducing pain, restoring alignment, and replacing the flexion and extension 
movement in the ankle joint. It is indicated for patients with ankle joints damaged by severe arthritis or a 
failed, previous ankle surgery.
 Jim P’s patient story details the impact of more than three decades of distance running and repeated 
ankle injuries. As his condition deteriorated, he was forced to quit his physically demanding activities and 
found the normal day-to-day increasingly difficult. After receiving an INFINITY® Total Ankle Replacement, 
Jim’s agonizing pain was all but gone. 

“The INFINITY® Total Ankle System 
has allowed me to get back a part 
of my life that I thought I lost …  
I am back to where I was before  
this whole ordeal started.”

INFINITY®  
Total Ankle Replacement

Read Jim’s complete story at http://www.myankle.com/jim-p/

These results are specific to this individual 
only. Individual results and activity levels 
after surgery vary and depend on many 
factors including age, weight and prior 
activity level. There are risks and recovery 
times associated with surgery and there 
are certain individuals who should not 
undergo surgery.
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http://vid.ly/5n4b8o
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Here's the Scoop

 

people

on the EAC
The Employee Activities Committee (EAC) is a global program 

consisting of volunteers throughout the organization who enable 

high levels of employee engagement through rewarding activities, 

programs, and services. EAC members reflect the demographical, 

functional and organizational diversity of Wright. The number of 

EAC members varies per location but a designated Location  

Sponsor exists at each to spearhead activities.  

Roll of the Location Sponsor:
• Oversees global and site-specific activities

• Promotes the EAC program

• Coordinates calendars

• Manages budgets

• Attends monthly sponsor meetings

• Manages EAC members and site meetings     

 Examples of programs sponsored by the global Employee Activities 

Committee include annual company picnics, wellness initiatives, 

community events, and corporate holiday events. The EAC looks 

forward to communicating an annual global activities calendar and 

welcomes both new and veteran members focused on elevating 

employee engagement during 2016.

 The EAC likes feedback. If you have comments, questions, ideas,  

or are enthusiastic and willing to help or plan sponsored events,  

please contact your  

location sponsor or  

Jessica Kelly, Employee 

Experience Manager, at  

jessica.kelly@wright.com. 

EAC Designated Locations  
and Location Sponsors

Memphis 
Jessica Kelly 
Employee Experience Manager

Memphis 
Erica White 
HR Specialist

Bloomington 
Hannah Peterson 
HR Specialist

Arlington 
Carol Land 
Sr. Master Production Scheduler

Franklin 
Kathy Utley 
Executive Assistant

Warsaw 
Erica Lehman 
Administrative Assistant

France 
Christine Revillon 
Office Manager

Ireland 
Michelle Rahill 
HR Specialist

U.S. Sales/HUBS/Remote 
TBD

International Sales/Remote 
TBD
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Welcome! New employees

Christopher Canty Jr.
DELIVERY SPECIALIST

3/7/2016
Atlanta GA

Yan Gao
GLOBAL SUPPLY  
CHAIN ANALYST

3/14/2016
Memphis TN

 

Andressa Ignacio 
ADMINISTRATIVE  

ANALYST
3/1/2016 

Brazil

Belinda Christmas
LOWER EXTREMITY 

PRODUCT SPECIALIST 
3/7/2016
Australia

Ronnie Gray
DELIVERY SPECIALIST

3/14/2016
Phoenix AZ

Stan Gregovich
DELIVERY SPECIALIST

3/7/2016
Detroit MI

Katherine Elizabeth 
Quaschnick

MEETING  PLANNER
3/14/2016

Bloomington MN

Frank Schaefer 
DIRECTOR,  

CLUSTER DACH
3/1/2016 

Switzerland

Randy Peterfeso
MANAGER QUALITY 

SYSTEMS
3/7/2016

Bloomington MN

Amit Kumar Roy
GLOBAL SUPPLY  
CHAIN ANALYST

3/14/2016
Memphis TN

Ben Swanton 
WAREHOUSE  
OPERATIVE
3/4/2016

United Kingdom

Pauline Vial
COMPUTER DESIGNER

3/7/2016
Montbonnot France

Brian Schauer
ASSOCIATE SALES 
REPRESENTATIVE

3/14/2016
Arizona 

Gerry Bernabe
CORPORATE SALES  
REPRESENTATIVE

3/7/2016
Washington

Sheryl Dote
PAYROLL SPECIALIST

3/14/2016
Memphis TN

Michael Sosa
MATERIALS HANDLER I

3/14/2016
Bloomington MN
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Laura Stroup
SEC REPORTING AND 
CONTROL SPECIALIST

3/14/2016
Memphis TN 

Thomas 
Scheuffelhut

WAREHOUSE ASSISTANT
3/15/2016
Germany 

Dominique Coussy
MANUFACTURING 

SUPERVISOR
3/21/2016

Montbonnot France

Nathan Reiden
MANAGER REGULATORY 

AFFAIRS, QUALITY & 
REIMBURSEMENT

3/21/2016
Australia

 Kristen Fabiano
CORPORATE SALES  
REPRESENTATIVE

3/28/2016
Michigan 

Mariah Nicole 
Johnson

SALES INTERN
3/28/2016

Memphis TN

Melissa Medina
GLOBAL DEMAND  

PLANNING MANAGER
3/28/2016

Memphis TN 

Aaron Miller
ASSOCIATE SALES 
REPRESENTATIVE

3/28/2016
Michigan  

David Partridge
CORPORATE SALES 
REPRESENTATIVE

3/28/2016
Alabama 

Dennis Spencer
CORPORATE SALES  
REPRESENTATIVE 

3/28/2016
Michigan 

Christopher 
Waxweiler

MANAGER  
DISTRICT SALES

3/28/2016
Michigan 

Erich Duff
DISTRIBUTION &  

OPERATIONS SUPERVISOR
2/1/2016
Canada

Madeline Bushby
ASSOCIATE PRODUCT 

SPECIALIST
3/10/2016
Australia

Amy Taylor
PROCUREMENT  

SPECIALIST I 
3/21/2016
Franklin TN



1023 Cherry Road
 Memphis, TN 38117
 800 238 7117
 901 867 9971
 www.wright.com

 62 Quai Charles de Gaulle
 69006 Lyon
 France
+33 (0)4 72 84 10 30
 www.tornier.com

18 Amor Way
Letchworth Garden City
Hertfordshire SG6 1UG
United Kingdom
+011 44 (0)845 833 4435

™Trademarks and ®Registered marks of Wright Medical Group N.V. or its affiliates.
©2016 Wright Medical Group N.V. or its affiliates.  All Rights Reserved.                                                                 013894A  01-Apr-2016

Remember the HPMS Employee  
Survey is due April 30, 2016! 

Coming in May:
Don’t Miss the WMGI Q1 2016  
Earnings Conference Call 

May 4, 2016 at 3:30pm CT
Click here for webcast

Q1 2016 State of the Company Employee Meeting

May 5, 2016 at 10:00am CT

Watch for the May Wright Now  
and its Employee Focus!

http://www.wright.com
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