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January 14 2005 
 
 
Mr. Michael Ballard Principal 
Resiliency for Life 
640 Sheppard Ave. East 
Suite 303 
Toronto, ON M2K 1B8  
Canada 
 
 
Dear Mr. Ballard: 
 
Thank you for taking time to speak to the professional membership of HAPPEN as 
part of the meeting held on January 14 at the Burlington Art Centre. 
 
Your presentation:“ Do You Practice Cold Calling Or Hot Prospecting?"was first rate 
in every way. You offered much for us to consider, and your professionalism certainly 
captivated the audience’s attention. Your ability to present the subject with 
excitement, warmth and enthusiasm also added to the presentation, and your 
considerable experience in professional speaking was clearly evident in the way in 
which you took a difficult subject and addressed it in a captivating and enjoyable 
fashion. By the way, the person who introduced you and did the Thank You at the 
end also was fantastic - but I suppose I am a little biased, right? 
 
Once again, thank you for taking the time to speak to the HAPPEN group.  It is only with 
the support of professionals like you that HAPPEN members can make positive 
changes in their outlook and careers. We look forward to seeing you again soon, and 
wish you all the best in future. 
 
Yours very truly, 
 
 
 
Greg Brown 
Speaker Co-ordinator 
(per Jim Geraghty - Program Director)  

 
 


