
If you have spent the time to bond with the patient and truly listen to 
them, they’ll tell you what they think, how they feel and where 
they’re at in the buying decision.  It’s when you haven’t built a 
relationship with the patient that you feel like you’re chasing them 
down for an answer.

If the patient tells you they have to “think about it”, try to think with 
them.  Ask what their sticking points are so you can address them.  
Then, ask if there’s anything else since it often takes a couple of 
questions to get to the real objection. If that doesn’t help, set up a 
follow up day and time before they leave the of�ce, while they are 
sitting in front of you, so they expect your call.

Another effective strategy is to call, text and email them with new 
information that should interest them. Perhaps your �nance company 
just introduced an Interest-Free Plan or your vendor gave you a free 
recovery kit and you’re calling to offer it to them should they be 
ready to move forward. Or, if you joined our KISS Rewards Club, you 
can offer Free KISSes towards non-surgical treatments to comple-
ment their surgical procedure.

This could be just what they needed to jump off the fence and say 
YES!

So many of my surgeon clients only see patients as surgical 
prospects.  So, they spend tons of time, money and effort going after 
one surgery and continually looking for new patients for more 
1-surgery prospects.

What a waste!  An aesthetic patient who wants to look good and feel 
good is interested in all sorts of aesthetic enhancement – not just 
one surgery one time.  And, I know for a fact (and from personal 
experience) that if you correct something that bothers an aesthetic 
patient, they will most likely move on to the next concern they have.

The point is, cosmetic patients have endless needs and time is on 
your side.  If they want to look and feel good today, they will continue 
to want to look and feel good tomorrow, next week, next year and 
year after year.  They don’t just stop wanting aesthetic enhancement 
so if they disappear from your practice, you should know they most 
likely went to your competitor who was staying in touch with them, 
educating them 
and giving them 
compelling 
reasons to visit.

Please rethink 
the average 
value of one 
surgical patient 
because the 
surgical 
procedure was 
only the tip of 
the iceberg.
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It’s the month of St. Patrick’s Day parades, all things green and, of course, 
March Madness. Have fun rooting for your favorite team!
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