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The K.I.S.S. of Success: Follow-Through!
NEW KISS PRINCIPLE –Keep It Simple For Success!
1. Knowledge –
a. Know Your Service and Practice
b. Know Your Audience- Who they are? Where they live? What their lifestyle is? 
c. Know Your Strengths and Weaknesses – They will guide your development and outreach
2. Intention – 
a. Set Realistic & Attainable Goals
b. What is Your Intention? Verbalize it and write it down
3. Strategy – 
a.  Develop a Plan of Action 
b. How will you Accomplish Your Goals?  
c. Follow-through…Just like in golf, if you can have your equipment, have the desire, start to swing and don’t follow through—your ball will go off someplace you did not intend.
4. Success – How do you know when something is successful? How do you measure your efforts? What worked or didn’t?  
==
THREE most important things in the Business of Success:
1. Follow your heart!
2. Follow the plan!
3. Follow up! 
If no follow-through, you have wasted your time and that KISS was not genuine.  How often have you kissed someone but didn’t feel they were into it or someone said thank you but didn’t mean it? That’s what an empty follow-up is like. 
Common Courtesy Checklist when following up with a contact:
1. Follow-up respectfully with a phone call, “Hello, this is Blanche, Blanche Williams, we met in Orlando at the iaedp Symposium during that amazing 25th Anniversary Candle Lighting Ceremony (a good memory sets the tone for the conversation)…is this a good time to talk with you?”  
2. If not a good time, get a better time and date along with their email address for a quick follow-up requesting a follow-date or phone call from the prospect.   
3. If they can talk to you, then build rapport before you jump into a sales pitch.  Invite them to visit your facility or practice or some other engaging opportunity—lunch/brunch.  
4. Follow-up with a postcard or note between 5-7 days after your initial contact.  If you send out a postcard, follow-up at 7 days after you mail it.  Make it simple, tasteful and professional.  This will brand you as professional and serious about building a relationship.
a. If you took any photos, mail a note and add that photo with a quick note to remind the person of your interaction. Instant rapport.


