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PT/OT Research Study

• As a follow up to the Consumer/Caregiver study, additional completes were attained for Physical and
Occupational Therapists.

• The analyses searched to uncover the following about PT/OT’s:
• Measure awareness of NMEDA and the services they provide.
• Determine where opportunity exists in key attitudes, decision criteria, and influential factors

that are components in recommending vehicle modifications or equipment to their clients.

• We conducted 200 Internet interviews in the U.S. and Canada.
• Interviews were balanced between 100 Physical Therapists (PTs) and 100 Occupational

Therapists (OTs).
• There are significantly more female OT’s and more males PT’s than last year.
• There are a higher number of respondents in 2011 who are 45-64 (39% vs. 30% last year).

• Interviews were screened for PTs and OTs currently serving clients who require the use of a mobility
assistance device.

• According to the Bureau of Labor Statistics, in 2008 there were 185,500 licensed PT’s and  104,500
OTs.

• The overall response rate for the survey this year was approximately 17%.
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PT/OT Study Conclusions

• NMEDA awareness remains constant at 16%, which is the same level measured in the previous study
(2010).

• Unaided awareness dropped from 2% to 1% but from a statistical point of view, this metric is
unchanged.

• It is notable that awareness across all organizations has dropped from last year to this year.

• Professionals find NMEDA’s services significantly useful to their clients. The numbers of Promoters
increased 5%.

• Those who are aware of NMEDA are significantly more likely to have heard of QAP (50%) than those who
are not aware of NMEDA (28%).

• OTs have both the largest number of actual clients with mobility issues, and the largest percentage share
of those clients.

• Client behavior was shown to be similar between PTs and OTs.
• 90% of PT/OTs are often asked for advice when clients are shopping for equipment.
• PT/OTs are split on whether they have enough information to give good advice on mobility

equipment, with half believing they do and half believing they do not have enough information to
provide this advice.
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PT/OT Study Highlights

• Internet remains a heavily utilized tool for researching products and services.
• PT/OTs often visit websites and are exposed to magazines directly related to their profession. They

are significantly more likely to subscribe/receive industry publications.
• Frequently visited websites

• American Occupational Therapy Assn
• Today in OT
• National Spinal Cord Injury Assn
• Muscular Dystrophy Assn
• Canadian Association for Occupational Therapists
• New Mobility (consumer)

• Frequently read publications - those aware of NMEDA are significantly more likely to subscribe/read
these pubs:

• Advance for OT Practioners
• Advance for PT & Rehab Medicine
• Today in OT
• Today in PT
• AARP (consumer)
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PT/OT Study Highlights

• Facebook usage decreased from 49% to 40%, but for those who utilize it, the avg. number of friends
went up from 156 to 209.

• Regarding the purchasing process, high quality vehicle modifications dropped from the being the most
important in 2010, this year in-person equipment evaluations were ranked as the most important factor.

On A 5-Point Scale, People Rated The Below Items Of Importance In Their Purchase Decision
(% Extremely/Very Important)

9 7

4 4

19 21

2 3

18 22

8 13

28 19

3 1

5 4

3 6

2 3

Most Important

Least Important
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PT/OT Study Highlights

•   PT/OTs are becoming more likely to research in person than the year before.
•   Peers remain the most consulted source of information with nearly 7 out of 10 seeking peer advice.
•   OTs (68%) are significantly more likely to suggest traveling outside of the local area to save money
    on a conversion or chassis compared to PTs (56%).
•   Like the previous year, very few PTs or OTs would recommend buying a vehicle online without
    driving it first.
•   Notably those aware of NMEDA are significantly more likely to shop online for the manufacture of a
    product and to visit a mobility dealership in person than their peers who are unaware of NMEDA.

Research Methods Used for Clients
Purchasing An Adapted Vehicle (%)
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