
Plastic Surgeon Gets A Taste Of His Own Medicine

Even though I had plenty of excuses like med school and then a busy practice... I had to 
admit the real reason I put off having plastic surgery was because I was scared.

My name is Dr Harris and I've been a cosmetic surgeon in Chicago for 23 years. I've always 
taken a lot of pride in my work and raising the quality of people;s lives. I know that sounds 
funny coming from a plastic surgeon instead of a teacher or missionary. But I knew I was 
making people feel better about their looks

The reason I was scared was because I'd seen first hand how bad things could really get.

You see I was the go to guy when it came to fixing other peoples’ blunders. I mistakenly 
thought it was enough just to fix the damage caused by others... usually by surgeons who 
weren't board certified.

It wasn't until I became a patient and went under the knife myself that I realized just what my 
patients were going through. 

----------------------------------------------------------------------------------------------------------

But that all changed when I could no longer put off my own surgery.

The reason I could no longer put off my own surgery was because my busy work load was 
catching up to me and it started to show on my face.

I felt like my pre-op consults started to get this look in their eyes as if to say “If you are such a 
big fan of plastic surgery and down play the risks... why haven't you had work done yourself?”

Then came the day when my thoughts were no longer just a suspicion. One day I was doing 
another consult... answering the usual questions about... scars, anesthesia, costs, healing 
time. When suddenly he cut me off and said “If having a face lift is so safe and almost always 
turns out looking so great... why haven't you had it done?”

And I'll never forget... he went on to say “No offense doc... but you look like you could use a 
facelift more than me.”

By the way he was talking... I could tell he had already decided not to become a patient... but 
he was still waiting for an answer.

I was stunned... I could feel my face go flush... I was speechless.

The thought that people were judging my confidence in plastic surgery was no longer just a 



suspicion.

For at least some... IT WAS A FACT.

As angry as I was... deep down I knew he was right.

Right then and there I decided to go under the knife.
It only took me a moment to decide who would be performing my procedure. Back then I was 
a cocky SOB  with the biggest god complex... because I was the guy to whom everyone came
when everything went wrong. And more importantly the surgeon other practicing surgeons 
waited in line for years to apprentice under was me.

So I knew... when it came time for me to go under the knife... it was going to be performed by 
someone trained by me. And I knew who my brightest pupil was. I trained her several years 
ago and she now had a thriving practice in Dallas.

She said it would be an honor and would perform the procedure for free. Only asking that she 
be able to show her patients my before and after videos and let them know I was her teacher. 
Being in the same business I completely understood why... and besides... wanting to be 
operated on but the best person I ever trained... I quickly agreed.

Coordinating both our schedules, we set a surgery date for three months later.

At first I didn't think much about the upcoming procedure... I felt a sense of relief just 
committing myself to doing it.

But as the day grew nearer I grew increasingly anxious. Now the concerns and fears of my 
consults became my own.

To be honest... at least in my mind... my fears and concerns were even greater. You see the 
standard fears and concerns people had was that their relationships and self esteem were on 
the line. But as far as I was concerned theirs weren't on the line like mine.

The way I saw it... my career was on the line.

Because I was getting the 60,000 mile overhaul... a full facelift and rhinoplasty (nose job)... I 
was going to be the poster child either for or against cosmetic surgery. I was going to go into 
pre-op consults looking like the envy of everyone my age... even looking younger than the 
people who were actually younger than I... or I was going to end up looking like a ventriloquist
dummy in a wind tunnel. Who would ever hire someone who looked like that to operate on 
them?.

It wouldn't matter that I wasn't the one that did the procedure that was done on my face. The 
simple fact that I wasn't able to choose a good surgeon... or even with the world’s best 
surgeon could turn out so badly that I would have been better off not having anything done in 
the first place would be enough to make my potential patients run for the hills.

In my mind... as far as I was concerned … I had more to lose than anyone.



Whether I was right or not... the point is I was extremely nervous about the outcome of my 
procedure.
After seeing all the botched jobs performed by doctors who weren't board certified and only 
saw cosmetic surgery as a procedure and not an art. Who people turned people into walking 
Picasso's. Even though I could fix almost any surgeon;s disasters... there was one person’s 
face I couldn't fix... MY OWN.

To be honest I wasn't nervous... I was terrified!

When the day came for my surgery I remember... my ex pupil turned my doctor... was 
wheeling me into the OR... I remember telling her what instruments I wanted her to use, what 
kind of sutures, and how many millimeters I wanted changed.

After a while I could tell she knew I was anxious and that she was now just smiling at me 
sympathetically... she was no longer listening. 

In all my life... I never felt so out of control.

Now I really knew just how my patients felt. It wasn't enough for everything to turn out great. I 
now finally fathomed how important the experience was... even if it was temporary.

I remember during this time asking myself... 'who would be there to help if things didn't go 
well.' 

I decided right then and there... if I got through this... I would offer all my future patients free 
touch up procedures if they... not me... felt they needed it.

I knew few if any of them would need a touch up... it was more that they would know they 
weren't alone. And that it wouldn't  be up to their doctor's opinion of what beauty was that 
would decide if they were entitled to a revision. I would be there for them to make it right if 
they felt they needed it... no matter what.

The last thing I remember … like all of my patients... was counting down from 100.

When I woke it took a moment to figure out where I was. Then I felt the bandages and the 
pressure from the swelling. To be honest... with the right plan... you can really control the 
pain...  but I will never again say “There could be some discomfort.” The swelling will be 
noticeable... and not for just a couple of days.

It's one thing to be able to say what a patient will go through... it's whole different story to 
experience it first hand.

After all... this was my face.

It wasn't like I could wear a surgical mask during my consults. This was going to be my calling
card. This was way beyond...



After the swelling had gone down and I removed the bandages... I was excited and relieved at
the face starring back at me in the mirror.

It was still early but after performing thousands of face lifts and nose jobs... I knew things 
were shaping up nicely.

When I felt ready... I finally showed my friends and family the new me. Most of them were 
blown away. They couldn't stop staring. They said I looked so much younger and refreshed. 
Two of them... one who was always outspoken against plastic surgery... saw how natural I 
looked and immediately scheduled their own.

After the healing was complete everyone had a hard time finding my scars.

From that moment on my whole life was changed forever. 

Women I knew for years at Starbucks and my dry cleaners were now shamelessly flirting with 
me. And they still didn't know I was a doctor.

Suddenly my love life was on fire... probably not only fueled by my new appearance but also 
my new found confidence and whole new outlook on life.

Now I finally understood what my patients were talking about. I turned a corner... and it was 
like every part of my life was better. It showed on my face, in my relationships and my practice
exploded.

Not only was I a poster child for my cosmetic surgery practice... but word of mouth quickly 
spread about my new found attention to my patients’ needs... not only physical... but their 
emotional needs as well. I was calling them all the time... checking in on their progress.

It wasn't just that... it was also my before and after videos... documenting my entire 
experience that really convinced people. With video there really is no way to Photoshop the 
truth.

Now people fully believed me when I said to them 'You can't tell when someone's had a face 
lift... you can only tell the bad ones.'

That's why I email people my PDF entitled “17 critical questions you absolutely must ask a 
cosmetic surgeon before you let them operate on you!”

It's for anyone who doesn't live in the Chicago area but still want to find a great cosmetic 
surgeon.



In it I also share the techniques I used after surgery to make my scars almost completely 
invisible.

I also occasionally create bulletin updates on the latest techniques and advances in cosmetic 
procedures. And then have my techie guy share them with my students and clients.

It contains priceless advice and questions to ask your doctor

Like:

Ask your doctor if he uses this stitch... because if he does... you are almost guaranteed to be 
left with visible scars.

Does your doctor include these five steps in your post-op regimen  to cut weeks off your 
recovery time.

Does your doctor know how to perform all three types of facelifts and how to tell which is best 
for you?.

And if your doctor downplays this... RUN!

14 things you should have ready in your home BEFORE your surgery!

What you absolutely must disregard as proof you are consulting with a highly qualified 
surgeon.

If your doctor won't show you this... Run!

In this free report I have also had my techie guy add links to my pre and post-op videos.

If you would like me to share with you this free report just Enter your name and primary email 
Address In the blue box below. And then check your email inbox or spam folder for an email 
with the subject Line “Please confirm your subscription”

Open the email and click on the link inside. Soon after you click on that link you will be sent a 
second email containing my valuable PDF report.

Thanks for your time.

The Patients’ Doctor.

NOTE FROM MOM: Nobody counts down from 100 anymore.



Your Product

Is there a sizable market for it?
Is there an opportunity for future sales? 

Loss leader?

What is it that you have to offer. If someone fully understands what you have to offer. If 
they've bought your product are they better off for buying your product or service than keeping
their money.

You

Who are you. 
What is your back ground. 
What are you an expert at. 
What is your story. 
How are you uniquely qualified to bring value to your prospect and... how can you prove it.

Your Prospect

“What do I have to say to my prospect in order for them to buy?”

“Can I deliver on what I am offering... in order for them to buy?”

This is what you are looking for:
Who are they. 
What is their back ground. 
What is their story. 
What are their hopes
What are their biggest desires?
What are their biggest fears?
What do they believe?
What don't the believe?
What are their conspiracy theories?
What are the key emotions you prospect feels about what you have to offer.
What are their objections?
Who do they trust?
Where are they at?
Where do they want to be?
What are the words they use to describe their feelings?
What are the most powerful words that describe their emotions... 
more powerful than they even use?

“What do I have to say to my prospect in order for them to buy?”



Get in parallel with your prospects perspective of the world... 

Your offer/pitch

Its important for for you to 

Imagine from the beginning to the end...what the reader must experience to end up mentally 
in a disposition/state you want them to be in when they are done reading your copy.

This means you need to 

Meet them where they are when they start reading your copy.

WHY they should believe you

Reach out and Prove yourself to them in the least resistant and most risk free way as 
possible.

Story
Making a connection with your prospect has everything to do with... THEIR STORY!

You must turn your audience into True Believers 
They must believe in you... 
They must believe in how... 
They must believe it can be better... 
They must believe it   can   happen to them

Proof... 

Give valuable information away for free
When your prospect doesn't really have an idea of who you are one of the most powerful 
things you can do is 

Give them valuable information they can immediately put into action. 
You must give them something they can appreciate. 

Define what you want your reader to do

or simply



Start drinking your cool-aid (give them free – no strings attached - valuable content - 
perhaps a free ebook with no squeeze)

Work your way BACKWARDS.... 

The Hemingway Challenge
Plastic Surgeon Becomes Patient Clients Raving

Questions are full of information. They tell you...What is most important to them.

Have people just like your prospects read your copy BEFORE you share it with the world.

Make it conversational.

When writing to your reader 

Make sure it's in a “me to you” type conversation. 

Speak to them in PSE...
Plain Simple English. 

No MBA terminology BS one would use in a boardroom presentation. 

This is not to say you shouldn't use the Local Slang for the niche you are talking to... just

Create a sense that you are one of them... You are someone who's crossed over to the other 
side. A place where everyone aspires to be... And you haven't forgotten where you've come 
from... 

You are willing to reach back to others who are still where you used to be... Offering a hand to
help them cross over to the bright side.

Write as if you are trying to convince your most skeptical prospect who WILL buy from you... 
But ONLY IF you make your case in the right way... 

It is best if your story is... Their story.

Body copy... 

Make sure it expands on the promise contained in the headline or subject line of what they'll 
receive by reading all of the copy.

The rewind



Analogies & Metaphors

Address their objections is immediately after you trigger it in their mind.


