
LEADERSHIP RESOURCES Case Study

COMPANY:  
Center for Spine and Sport Rehab

SERVICES UTILIZED (green)

Effective Personal Productivity
Effective Supervisory Management
Effective Organizational Leadership
Effective Management Development
Entrepreneurial Leadership Development
Hiring Tools
Assessment Tools
Culture Assessment Surveys
Content Workshops
Customized Workshops
Strategic Planning
Strategic Accountability
Executive Coaching
Group Coaching
Web-based Goal Tracking
Individual Goal Tracking
E-Learning

Center for Spine and Sport Rehab
Strategic Development Results in Extraordinary Growth

OVERVIEW:
Jeremiah Jorgensen is the owner of the Center for Spine and Sport Rehab.  Jeremiah’s 
interest in physical therapy first peaked during high school when he began shadow-
ing at nearby hospitals.  He soon fell in love with the PT field and the idea of helping 
people live a better quality of life.  

After moving out of state and completing his post-graduate training from the Ola 
Grimsby Institute, a professional consortium of physical therapists and physicians that  
provides continuing education, certification programs and doctoral degrees to physi-
cal and manual therapists and practitioners, he opened the Center for Spine and Sport 
Rehab.  Jeremiah’s wife, Kari, is also a physical therapist and together they are passion-
ate about quality care for their patients. Though they have an abundance of skills and 
training in manual physical therapy and rehabilitation, they realized that providing 
quality patient care was quite simple.  Their new challenge was running a successful 
business that provided quality patient care. 

BEFORE:
In order to grow his business, Jeremiah had attended industry conferences designed 
to teach physical therapy professionals the basics about running a successful PT 
business.  These conferences were generally very time consuming and expensive to 
attend.  What was even more frustrating, however, was that upon returning home 
from these conferences, Jeremiah felt he had little to no valuable and ethical chang-
es to implement into his business, leaving him void of any tangible results.  

He voiced this concern to one of his patients, and she, having had that same feeling 
before, suggested he visit with a representative from Leadership Resources, a local 
strategic organizational development firm.  Jeremiah was intrigued by the face to 
face consultative nature of Leadership Resources and was drawn to what he called 
the “prestige factor,” meaning Jeremiah knew of other well respected individuals 
who had a history of working with Leadership Resources and experiencing high 
levels of success.  Rather than continuing to live in his state of frustration, Jeremiah 
arranged a meeting with Leadership Resources and he will tell you, that was one of 
the best decisions he ever made.  

AFTER:
Though the Center for Spine and Sport Rehab was fairly small, Jeremiah was open to 
change, knowing that it’s easier to adjust your course while in the beginning stages 
of establishing a company.  He enrolled in the Effective Personal Productivity devel-
opment process and immediately gained time management tips and techniques that 
allowed him to use his time more effectively, focusing energy on his highest payoff 
activities.  He and his wife, Kari, spent time in strategic planning with Leadership 
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Resources, establishing a course of action for the growth of their organization.  
The combination of the development process, strategic planning, coaching 
and accountability allowed him and Kari to implement a strategic plan that 
made it possible for Jeremiah to run his business instead of allowing the busi-
ness to run him. Within the first 6 months of working with Leadership Resourc-
es, Center for Spine and Sport Rehab revenue increased 200%.  In addition to 
organizational success, as owners of the business, Jeremiah and Kari began 
the process of learning how to balance their personal life and enjoy more time 
with their 3 year old son, Rian.

TODAY:
Center for Spine and Sport Rehab continues to push the boundaries.  Their 
revenue is steadily growing, with their eyes set on a revenue goal of $1 Million 
in the next 5 years.  To achieve this goal, they have positioned themselves to 
bring more talented people to join their team.  The strategic planning process 
has provided them with greater clarity and focus, allowing Jeremiah and Kari 
to stay focused on the bigger picture while devoting the appropriate amount 
of time and effort to the little things that pop up on a daily basis. 

In addition to the improvements of daily tasks, they have also seen a night 
and day difference in productivity, doing triple what they were since January, 
going literally, off the charts. On average, they are seeing 20 patients per day 
and are currently en route to open another clinic in a different part of town 
this November.  They also have plans for expansion into surrounding commu-
nities in the future.  In regards to the complexity and amount of work involved 
in opening new clinics Jeremiah said, “We’ve started to step aside and see 
how we are able to run a successful business AND provide great patient care. 
Multiple clinics are not a big deal now, we simply replicate a process.” 

The Jorgensens have found a balance between work and life and though they 
admit they’ve come quite far in that area, they both nod in agreement saying, 
“We still have a long way to go!”  A thousand mile journey begins with a single 
step and the Jorgensens are well on their way.   Thanks to the processes from 
Leadership Resources and their personal determination, commitment, and fo-
cus, the Center for Spine and Sport Rehab will continue to experience success 
for many years to come.  6/09 
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