
June '1,2005 

st hss been just ww P manth d m  you presented b wr 250 National 
Therapy Diredm hem in Dallas, and we am st1 getting great feedback 
from your pwnbt ion .  Our folks loved you, and as I said In my 
Introduction of you, you delivered a specid message to each and 

in the audience. 

As ItMnkbackonwhyywmsowccessful, Irerrlizeditmyourpre- 
meeting preparation, and started when you Intmlewd us about the 
meeting, about our m b ,  what our theme m, and what our goals 
were for the msetlng. Informath that yw skillfuUy wamd through your 
presenkthn so you wre really speakhg directly to each fndtvidual. 

Doug, I have been present far at least four of your p r d t b n r  hat yw 
have done f& Concentra, and (in Mit ion to having my s@dt IPPtee each 
time), I always learn a m w  *pearl' This one was awesme. Y w  point 
that a sales call is just an opphopportunity to "help out a new frimb. It was a 
WOW moment fw me, and one we are using 8s we ask wr thwaplts b 
go out in the community and "help out a nw f d e d  as they speak to 
doctom. 

Lastly, I have to speak to the m q y  in the morn dudng the breaking 
w. It was elecblc and pdpahle, and our folks eouM not have hcl 
r tretter way for Commtra to say thank you to them then have you 
present on wr last day of the dm#. 

G m t  job Dou& and thank you again. 

G a y  C. Bgenfus, MS, PT 
SBnw Vice PmkleWMhnal m p y  Director 


