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Instead, | can dedicate myself fully to the

activities that benefit you most as well as always Working by referral is all about trust. When
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My Service to You Continues

After the Event

| devote myself to serving the needs of my
clients before, during and after each individual
consultation or trip. Instead of disappearing after

our immediate business is done, you can expect

me to keep in touch. | will send valuable

information to you each month, and will also call

from time to time just to check in and see if you

need anything. Kathie nyders
Your Trusted Travel Advisor
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