Hello,

I’m Catherine Maley, Author of Your Aesthetic Practice and President of Cosmetic
Image Marketing where our mission is TO GET YOU MORE PATIENTS AND MORE
PROFITS.
So, in this presentation you will discover:
•
•
•

How to add another 4-20 additional surgeries per month on auto-pilot
By converting 15-22% more of the incoming leads you get, while
Saving your staff 5 hours per lead by automating the process






Who get a majority of their incoming leads from the Internet
Who wish their conversion rates were better
Who are not sure if their staff are even following up on leads they get and
Who don’t have a rock-solid plan in place to follow up on:
- Prospective Patients who call but don’t book;
- Who set an appointment and don’t show; and
- Who visit for a consult but don’t convert

This Training is for plastic surgeons….

And you will receive this free
PA&C Blueprint bonus when you
stay until the end because if you
hear me out, this will help you to
customize your very own cosmetic
patient plan.
IMAGINE….
The peace of mind you would have knowing there is an automatic system working behind
the scenes to ensure follow up on Incoming leads that does NOT waste precious time and
That fills up your surgery schedule

And that makes your staff happier when they have a system in place to follow up that
guides them with professional scripts and processes so they don’t have to wing it.
And just in case you’re not familiar with my work,
I am Catherine Maley,
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Author, Speaker, Consultant and trainer for this industry for the past 18 years
And here is what has become painfully obvious to me after consulting with so many
practices throughout the US.
Most plastic surgery practices suffer LOST PROFITS every day, every month and every
year because their staff has trouble converting incoming leads.
Here’s what I mean….
Let’s take new patient lead generation.

There is nothing fast, easy or cheap about new patient lead generation for plastic
surgeons today.

While you do have many options to get noticed from your Internet efforts, it’s going to
cost you either time or money….or both. For example,
Typical Costs for plastic surgery advertising

• Redesign = $10,000-$50,000
• Hosting
= $1,000 per month
• SEO
= $1,000-$2,000 per month
• Content
= $1,000-$5,000 per month
• Social Media = $1,000 per month

Total Annual Costs Add Up = $100K NOT Including PPC Costs

BUT, there’s a huge drawback to all of the above efforts. It takes time to
build up your credibility, exposure and authority status. How much time?
Months and years and you are impatient so….
….you skip all of that and just “Pay to Play” by throwing money at google
adwords to run ads and hope prospective patients click on your ad that cost you
$5-$100 PER CLICK. This route can cost you $2K - $200K per month depending
on how competitive your area is and how much you’re willing to outbid your
competitors.
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The point is you spend a bucket load of money to get incoming leads and the question
is……
“What happens next?”

Because Leads are only ONE part of it.

Does that prospective patient make it through your process to a paid procedure?
The lead either called or emailed you.
If they called, your staff needed to book the appointment.
If they opted in to your website, your staff needed to respond immediately.
If they booked, did the prospective patient show up for their appointment?
If they showed up, was your staff able to convert them to a paid procedure?
I think you’ll be surprised at the stats when it comes to staff following up:





48% NEVER Follow Up
Average First Follow Up is 72 Hours Later
Only 25% of practices make 2 contact attempts
64% of practices do not have any organized way to follow up on a lead
This is actually good news for YOU.
Think about it,

This is a game changer and a way to dominate your market if you follow up better
than your competition and I’ll show you how in this training.

Because How crazy is it to spend a fortune on lead generation but not spend any
(or enough) time and investment on converting them?
How frustrating is it to throw money at new patient leads that should be building
your practice but you’re not sure if it’s a good investment or money down the
drain?
Because aren’t you sick of spending tens of thousands of dollars on Website Design,
SEO, PPC, Directories and other paid traffic to get leads but not convert them?

The harsh reality is that it doesn’t matter if you’re ranked on the first page of google
search engine..
…IF these leads are not converted to cash-paying surgeries.
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So let’s back up…

Why Do So Many Practices Fail at Lead Generation Follow-Up?
When I ask staff why they don’t follow up on leads more assertively, here’s what they
tell me:
•
•
•
•
•
•
•
•

Too many leads
Don’t know what to say
No concise plan
Not Required
Don’t want to appear “salesy”
Afraid of rejection
Social Training (don’t be pushy)
No commitment to excellence

Let me be blunt here. These excuses are costing you hundreds of thousands of
dollars but you don’t see it because it’s the invisible No’s you are getting from bad
management of leads.

You have got to see leads through in a systematic way or they fall through the cracks
and you just pour MORE money into the top of the bucket only to have it flow out of
the holes at the bottom of the bucket.
My Advice: Fix Your Leaky Bucket!
Practices have a tendency to focus on the “easy” leads because, well, they were easy.
They called, booked, came in for a consult and said yes. That was easy.
But what about the “not so easy” leads?
The leads who leave a message or email but you can’t reach?
Or they set up an appointment and don’t show up?
Or they show up but don’t say yes?

What happens now? Typically, they are set aside and forgotten about, right?
But let’s back up…

To your staff, it looks like a dead lead but is it?
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When doing research for my book, I discovered prospective patients will “ponder” having
surgery for months and years before they actually act on it.
When they reached out to you, that was a huge sign of interest.
But they could have had second thoughts.
Or maybe they have self-doubt.
Or maybe they are afraid of the surgery or some other reason so they procrastinate.
There’s a really good chance they are not saying no.
They are saying “not yet” or I’m just not sure.
Or maybe they need a little nudge to go the next step.

Or maybe The Reality of Life is slowing them down from pursuing aesthetic rejuvenation
It typically takes a lot of Follow Up to Get and Keep a Prospective Patient’s
Attention because life gets in the way.

That’s why you have to take emotions out of following up and remember the prospective
patient contacted YOU so a true professional does all they can to see it through to a
conclusion.
But honestly, most staff don’t have the mindset or stomach for assertively following up.
That’s why I’ll be introducing a simple tool to help.
Belief Buster: There is a fortune in these leads!

Here is what I know for a fact that is counter-intuitive to most:

Following up on incoming leads is the greatest moneymaking secret of all time.

Think about it......Someone went online to find a solution to their problem.
They spent time looking for a surgeon, researching you and found you compelling enough
to reach out to you.
That’s a pretty good lead worth following up with.
They already raised their hand and said they were interested so why wouldn’t your staff
do all they could to see it through?
Your Staff Quits Too Soon

I hate to say it but most staff follow up once, maybe twice but then drop it into the dead
lead file. They are giving up way too early!
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Did you know that it takes up to 8 follow-up efforts just to get someone’s attention who
reached out to you because you have to push through the loud noice to get someone’s
attention – even though they reached out to you?

They have a life so rejuvenation was a priority one minute and now something else
grabbed their attention but they’ll be back to rejuvenation later.

Knowing this now gives you the competitive edge since your competitors will continue
to drop the ball while you’re following up consistently, strategically and professionally.
Here’s the irony of following up:

The probability of getting a YES INCREASES the more you reach out to the prospective
patient
but the odds of your staff making those calls DECREASES as time goes by.
The solution is to keep following up automatically since a prospective
patient who wants to look good and feel great will continue to have that
need until they resolve it.
Stay in front of them so when they are ready, they turn to you!
So the follow up strategies I lay out for you next, if executed correctly, will help you and
your staff:
•
•
•
•

Convert more incoming leads
Increase your revenues
Keep you busier in surgery
Help your staff help you

But here’s what you’ll miss if you watch this and go back to the same old routine as you’ve
been doing:
•
•
•

You’ll lose prospective patients to your competitors
You’ll have mediocre staff who don’t know how to professionally convert so they’re
not happy with their performance and
You’ll lose unrealized profits…… A lot of profits……….
Let’s Do some Math:
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And your staff is able to convert, on average, 55% of those calls to an appointment That
equals 27 converted calls
But that leaves 23 calls that did NOT convert

So let’s say your staff gets the scripts, strategies and coaching to convert 15% of those 23
that did NOT convert so they are able to convert an extra 3 callers.
And let’s say an average surgery fee is $5K, ok?
That adds up to $15k per week x 4 weeks per month x 12 months per year for a total of
_$720K GAINED revenues per year. Not bad right?

Now let’s say you do 20 consults per week
And you have a conversion rate of 60% so that = 12 of the 20 converted to paid
procedures.
However, 8 did NOT convert

So let’s see what happens when your staff gets the scripts, strategies and coaching to
convert 15% of those 8 that did NOT convert.
That’s an extra 2 consult conversions after the fact.

That adds up to 2 extra patients per week at $5K for the procedure x 4 weeks per month
x 12 months per year = $480K of GAINED revenues per year! Nice, right?
So I hope I have made my point that follow up is worth a fortune to you.

So let’s talk about HOW YOU follow up effectively, strategically and professionally
First, Use a Follow Up Protocol just like you do in surgery

Don’t leave follow up to chance.
Get specific. Create a follow up schedule that
outlines when follow up calls/emails/texts should happen.

This gives your staff clarity so they know you mean business.
It also takes away excuses like they didn’t feel like it or they were too busy.

For example, since it takes at least 8 attempts to get someone’s attention,
I had this infographic designed to map Out the “8-attempts” process and you can do
the same for your practice
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Use different communication channels
Be convenient to do business with. Nowadays, patients come in all shapes, sizes and
generations. Let them communicate the way they are most comfortable communicating.
•
•
•

Some want to pick up the phone and call you so have your phone number on
EVERY page of your website and in your communications.;
Some want to text you so provide a text number;
Some want to email you so provide a personal email; and

9

Web Form

Some prospective patients will fill out your web form but don’t ask for too much
information on this first encounter. Stick with the basics:

- Name, email and cell phone and a comments box to tell you what’s on their mind.
and Be Creative with Your Scripts

The stats show that 48% of practice staff don’t follow up at all.
My guess is because they simply lack the knowledge, training and creativity necessary to
connect with a prospective patient who doesn’t know you YET.

For example, if there’s No Clear Purpose to the follow up Call,
it will be a waste of time.
So if you don’t have a reason to call…your prospective patient won’t have a reason to talk
to you.
Or, on the other hand, if you say the same thing every one else says when following-up,
then you didn’t stand out and differentiate yourself as different and better.

For example, Here’s a pearl for how to follow up strategically when you get a prospective
patient’s answering machine. Rather than hang up, you leave a strategic message like this
one:
Hello Karen, it’s Kate with Dr. Great’s office.

“You’re interested in learning more about an eyelid lift
and I would love to help you with that.
It happens to be one of our most popular procedures and Dr. Great has performed
more than 600 of them with great results so you know you’ll be in good hands. Be
sure to check your email where you can see before/after photos of other happy
patients.
Since Dr. Great is very popular, I want to be sure we can accommodate you and your
schedule.
Did you have a date in mind to have this done or should
I give you a few options to visit with us to see what works best for you?
Please let me know either way.
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My direct line is 800-123-4567 or
simply text me back at : (415) 123-4567
or you can respond to my email.
Talk to you soon - Karen
Another overlooked strategy is your auto-responder thank you page which is what the
prospective patient sees once they fill out your Website form asking for a consultation or
an answer to their question.
Here is what most practices’ autoresponder say:
Thank you! We will be in touch soon.

No, that’s really bad.
You have an internet stranger’s attention and that’s all you say? Yikes!
This is when you pour it on. For example….

Your auto-responder starts out with a little brag piece that is reassuring to the
prospective patient that you are experienced and an excellent surgeon. Then you have
warm copy like this:
The headline says
John Great, MD has Transformed
More Than 5,000 Lives
and He Can Do the Same for YOU!
Then the reassuring message like this:

“Thank you for choosing us at Great Plastic Surgery. You’ve come to the right practice
for skill and experience while surrounded by caring staff and a warm environment to
make you feel comfortable and at ease throughout your journey to transformation.
Our other patients just like you were tired of looking in the mirror and not loving
what they saw.
That’s why they chose Dr. Great to help them transform their look so they look
fantastic and feel great. They now have the confidence they always wanted to live full
out.
The same can happen for you and it all starts with a simple phone call so we can find
a convenient day/time for you to visit us.
We’ll welcome you to our office, show you around, listen to your particular concerns

11

Now you show off your great work with before/after photos and
add a variety of demographics that represent your patients so they can see themselves in
the photos.
Now add more social proof by showing great reviews and patient video testimonials.

And to really differentiate yourself, add short videos such as an introduction video from
you, the surgeon, a tour of the office, meet the staff and what to expect when you visit.
That’s how you warm up a prospective “internet stranger patient” to want to book a
consultation.
Another follow up strategy is to COLLAPSE Time

The 1st to follow up has a 248% greater chance of converting that lead vs. the 2nd or 3rd
who followed up.
Be in a hurry to help.
Be there when they are ready.

That means getting a practice cell phone that is manned by staff live from, let’s say, 7am
- 9pm and an app that alerts you when someone fills out your Website form or calls your
practice after these hours so you can respond first thing in the morning.

Better yet, auto-text them immediately to let them know you received their request and
you’ll get back to them first thing in the morning.
Even better, you will get back to them but, in the meantime, here’s a link to check out your
videos to get to know you better and you look forward to speaking with them first thing
in the morning.
The bonding process begins the second they reach out to you so use today’s technology to
make it happen.
Another follow up strategy is to use proven follow up scripts for hot leads

Does your staff know what to say when following up on incoming leads that lead to
booking a consultation or are they just “winging it”?
Staff needs to “mind their mindset”.

They don’t treat this call as a “sales” call because that’s pressure on them and the caller.
They Treat it as a “customer service” call.
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Said another way, you are NOT SELLING. You are SERVICING a prospective patient who
wants to look good and feel great.

Remember, this prospective patient found you on the Internet, checked you out and
reached out to YOU. That’s a massive step towards a surgical procedure so be prepared to
handle it professionally
Script #1

For Example when following up on web form leads to convert to an appointment,
Ask questions and listen during that initial call. For example,

“Hello, this is Sue from Dr. Great’s office. I am calling you back about your recent inquiry
and wanted to thank you for choosing us. What questions can I answer for you?”
Now listen to what they want and learn WHY they want it. Let them talk! The more
they talk, the more you learn and the more comfortable they get with you.

Here are additional questions to help you bond with the caller and get them talking:
What do you want exactly?
How long has this bothered you?
Why do you want it NOW?
Has anyone you know had it done? If so, what was their experience like?
Have you done much research?

The more they feel heard and listened to, the more likely they are to book the consult.
Now give them a couple of dates/times they can visit with you and let them pick one.
Script # 2

So let’s say the caller booked a consult but now you need them to show up.
You do that by bonding with them ahead of time.
For example, you have staff make a pre-consult call to introduce themselves and
prepare them for their visit so they are more likely to say YES than “I gotta think about
it”.
The pre-consult call covers 4 topics that include:
TIME – allow about an hour

CALENDAR – so we can accommodate your schedule SHOULD you decide to move
forward
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FINANCES – Offer pay pay plans to help them get what they want without money
getting in the way.

FRIEND OR SPOUSE - Invite their friend or spouse to answer their questions as well.
This pre-consult call helps to avoid them using these as excuses later on during the
consultation.
Script #3

Now let’s say they didn’t book during the consultation.

You confidently call them and Talk “as if” they are moving forward:
For example,

“Hello Connie,
This is Sue from Dr. Great’s office. I wanted to check in with you to get your feedback on
your consultation with us.
How are you feeling about everything you learned?
Are you ready to move forward?”
Now zip it and let Connie tell you what’s on her mind.

I know this is a lot of content but now do you see why you need to “assertively” follow up
on Incoming Leads and how much more effective your staff will be when they follow a
system and say the right things?
I’ll show you an easy-to-use follow up tool in a minute because
Here are the followup pitfalls you want to avoid:
•
•
•
•
•

Not being consistent
Not having a way to track these “suspects”
Not having the right scripts to say so you don’t sound pushy or bland
Not having a system in place to ensure the follow up is happening on a schedule
and
Assuming your staff is going the extra mile to follow up and NOT quitting too soon

Dead Leads

So let me ask you this….
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What if there was a way to put this strategic follow up on autopilot so these leads get
nurtured rather than forgotten and tossed to the “dead lead” file?
And you now had peace of mind knowing these expensive leads are being handled
promptly, persistently and professionally?

I am proud to announce after many months of testing and tweaking, we came up
with a solution. Introducing “FIX YOUR FOLLOW UP”
…..that Turns Following Up on Leads from a Time-Waster Into a Money-Maker
and here’s how it works:

It’s simple. All incoming leads are entered into the “Fix Your Follow Up” platform…

Your staff uses the proven scripting on the screen to book the caller to an appointment
This alone will increase your conversion rates by 10-25% but there’s much more

If the caller books, Fix Your Follow Up automatically goes to the next stage which is to
“Pre-frame” you as the best choice and to nurture the prospective patient so they show
up for their consultation.
Or, if the prospective patient does NOT book, Fix Your Funnel puts the follow up on
automatic to continue to nurture them until they do book a consultation.

Your staff will be notified via text and email to make a “warm” call with details and
scripting with the next steps to do a pre-consult call or schedule the consultation.
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Once your staff has made the call, they will update the form and a series of email and test
messages will follow based upon the response from your staff. That means the busy work
is being handled for your staff behind the scenes on automatic
There is no more guessing who needs to be followed up with or what stage they are in.
It’s all laid out with step-by-step instructions.

And to really make this as easy breezy as possible, you are assigned a “Converting Coach”
to train your staff to use the easy platform and to coach them to more conversions. You
also get live customer service if you need help.
So why does this work?

 Your staff no longer has to track callbacks.
 Your staff no longer has to send follow up emails.
 Your staff no longer has to worry about prospective patients falling through the
cracks.
 Your staff has it all laid out for them. They simply follow the text messages and
emails.

Testimonial

Here’s what a coordinator told me after using Fix Your Follow UP:
“...increased conversions by 22%“
“Almost from the day the Fix Your Follow Up program we have increased conversions
by 22%. It has made my job much easier. I no longer have to worry about chasing
down patients folders. I just follow the email and text I get every step of the way.”
MW, Patient Coordinator, Boca Raton, FL

Let’s do the Math When You Fix Your Follow Up
Here’s a case study from that practice who used fix your follow up to convert an
extra 3 surgeries that week that equaled $32K
$32K per week x 4 weeks per month x 12 months per year is a
GAIN in revenues of $1,536,000 per year.

And here’s another weekly report from Fix your follow up and this practice was able to
convert 4 extra surgeries by letting Fix Your followup follow up for them.
16

4 extra conversions per week x 4 weeks per month x 12 months per year.
That grows to $1,920,000 of GAINED revenues per year.

Of course results vary depending on how many incoming leads you have but these are
serious numbers.
So here’s what you get when you say YES to my simple solution:
•
•
•
•
•

FixYourFollowUp platform
Back-end scripting customized to your practice
Training call with your staff to quickly learn the platform
Converting Coach to help staff convert
Monthly progress reports so you know your ROI

But I want to be super transparent here.
There are certain practices this does not work for so I don’t want to waste your time or
mine.
Fix your Follow Up is NOT for you if:





You’re not a plastic surgery practice
Those who are Not getting at least 50 leads per month or
Those who have staff who are not coachable and open to growth
Those who want to micromanage & change the proven protocol

This is not the right fit for either of us.
So how much is fix your funnel?

In the past, this fix your follow up system was only available to those practices who paid
me consulting fees, but now I’m making it available to select surgeons…

Normally, this would cost a cosmetic practice $15K just for the structure, but for a limited
time only, you have access to the entire Fix-Your-Follow-Up Platform + Your Very Own
Convering Coach for Only $1,497/month.
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So for the price of a couple of syringes of wrinkle filler,
you can put an end to your broken incoming lead process
and convert more leads by 15-22%
And in case you’re wondering,
Yes, there is a guarantee…
You get a 60-day, no-questions-asked
guarantee.

In other words, if you don’t at least DOUBLE
your investment in 60 days, we’ll give you
your money back.
It’s that simple.

Your converting coach will be watching your numbers carefully and
You will be provided with weekly progress reports showing your results so you know for
a fact it’s converting your incoming leads.
You either get results or you get your money back. It’s as simple as that!

And to sweeten the deal, I’ve included 3 extra bonuses so you say YES now so you have a
great year.
BONUS #1
My hard copy training manuals with transcirpts
and DVDs your staff can watch and read regulary
to engrain the strategies they need when talking
to callers and meeting with prospective patients.
(Value $994)
BONUS #2
Hard copy reference guides full of additional
scripts and strategy to keep nearby to refer to
regularly.
(Value $497)
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Here’s what Dr. Assassa said about my materials:
“...close ratio - from 35% to 80%“
“Catherine Maley turned our practice around. We attended her How To Convert
More Consultations Webinar and implemented her system the following week. We
converted more consultations in that week than we did in the entire month. Our
practice went from a painful 50% no show rate to a remarkable 85% show rate.
Even more impressive was our close ratio - from 35% to 80% and still increasing.
We would recommend her to any practice that’s looking to not only increase their
profits today, but sustain a healthy flow of income for many years to come. Thanks
Catherine!”
Sam Assassa, MD

And Dr. Corrado
“...immediately increased conversion rates to 75-80%“
“Our consult conversions were running at 40-50%. Then we attended Catherine’s
online training and implemented her strategies. They immediately increased
conversion rates to 75-80%.”

Anthony Corrado, MD

BONUS #3
Set Up Fee Reduced
(Value $1,000)

I want to make this a no-brainer for you to say yes NOW.
Just so you know, a lot of work happens on the backend getting you set up. For example,
we have to:
•
•
•
•
•

Design your email template with your branding
Customize email messages on your behalf
Set up and pay for your texting feature
Customize the copy of every single piece to your practice
Set you up in our all-inclusive communication platform and

Since so much labor, as well as hard dollar costs, goes into the above, we normally charge
a $1,497 Customization and Implementation Fee.
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However, I am extending a special offer to you since you are attending this
training. I will reduce the Customization and Implementation Fee by $1,000 to
ONLY $497 to get started.
So let’s go over all you get when you say yes:









FixYourFollowUp Platform
Back end scripting customized to your practice
Training call with your staff for a Quick Start
Conversion Coach working with your staff
Monthly progress reports so you know your ROI
Bonus #1: Free Training DVDs and Transcripts Value ($994)
Bonus #2: Quick Reference Converting Tools (Value $497)
Bonus #3: Reduced Set Up Fee (Value $1,000)

Total Value $2,491

and you’ll like this too…. You are never going to be “out of pocket”….
BONUS
When you go to www.FixYourFollowUpNOW.com you make an initial
small investment in the reduced implementation fee of Only $497.

“And then you are not charged again until your customized platform is up
and running to convert more incoming leads so you are never “out of pocket”
because you will make that money back in new revenues gained before your
credit card payment is even due.”
As a matter of fact, you can implement fix your follow up for free.
How?
Simply RE-allocate $1,497 from your advertising budget because you won’t have to spend
as much to get better results because your leads will turn into more revenues once you
follow up on them strategically using Fix Your Follow Up.
It doesn’t get any easier than that.
WARNING!!!

This really is a special introductory price for a limited time while we collect
more case studies and then the price will increase.
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The most successful plastic surgeons leverage their time, money and resources by doing
what is proven to work and getting it done in the least amount of time with the least
amount of staff and hassle.
Go to FixYourFollowUpNow.com and let’s get started.

Because if you decide NOT to move forward with the Fix Your Follow Up platform I laid
out here, what’s going to happen to your growth this year?

you will continue ……
• Losing leads to your competitors
• Wondering if your leads are being followed up on
• Listening to your staff complain about poor quality leads and
• Not knowing your true ROI for you advertising costs

Stop Making the Same Mistake

The silliest thing I see surgeons do is throw a ton of money at Internet Marketing to get
leads that are NOT FOLLOWED UP ON or at least followed up ENOUGH.
With Fix Your Follow Up, it’s impossible to make that rookie mistake.

Because we all know that
- lead conversion continues to decrease because its gotten so noisy in the
marketplace
- and competition is just going to get worse
- and you have to rise above the competition by giving yourself the razor’s edge by
handling incoming leads better than they do

So Stop struggling. Take advantage of this opportunity to differentiate yourself in today’s
market. Create a solid follow-up system and make it part of your protocol.
Seriously, you really can’t afford to market online without this tool…”
It’s guaranteed to get you results so you have nothing to lose.
Here’s another recap of what you get:









FixYourFollowUp Platform
Back end scripting customized to your practice
Training call with your staff for a Quick Start
Conversion Coach working with your staff
Monthly progress reports so you know your ROI
Bonus #1: Free Training DVDs and Transcripts Value ($994)
Bonus #2: Quick Reference Converting Tools (Value $497)
Bonus #3: Reduced Set Up Fee (Value $1,000)
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Go to www.FixYourFollowUpNOW.com and we’ll start customizing your very own
Fix Your Follow Up Platform immediately.
I appreciate your time and we’ll talk soon.

Catherine Maley, MBA
Author, Speaker, Consultant and Trainer for the plastic surgery industry since Year 2000.
Cell/Text: (415) 377-8700
Catherine@CatherineMaley.com

22

