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435  Financial Tips and Tricks for LNCs 

Rocky Lalvani 

Rocky Lalvani, who calls himself “an entrepreneur with numbers,” makes his 
living bridging the gap between accountants who speak their own language and 
entrepreneurs who don’t speak numbers. He and Pat Iyer, your podcast host, 
share invaluable advice about steps you can take immediately to make your 
business profitable. 

Key topics in this episode of Legal Nurse Podcast: 

• When you’re speaking with a new attorney client, what key words indicate
problems with payment?

• How much of your initial retainer should be used up before you ask for a
replenishment?

• If you’re dealing with an insurance company, which employees should you
befriend?

• Should you raise your rates in a climate of economic uncertainty?
• How should you handle a situation in which the attorney says they can have

the work done overseas for one-fourth the price?
Patricia: Hi. This is Pat Iyer with Legal Nurse Podcast. And I have the pleasure 

of bringing to you Rocky Lalvani, who is a person with deep expertise 
in accounting, finance, and making sure that your business is 
profitable. He is known as the Chief Profitability Officer. And when 
we met up recently at a conference, I knew that he had a skill set that 
would be important for you as a legal nurse consultant to know about. 
Rocky, welcome to the show. 

Rocky: Thank you so much for having me, Pat. Excited to join you today. 

Patricia: Well, thank you. The people who are listening to this show, Rocky, 
are legal nurse consultants who are sole proprietors for the most part. 
Most of them went to nursing school, learned how to be nurses, and 
never learned how to be businesspeople. And that's the interesting 
intersection that we're in, of having clinical knowledge and not always 
being as prepared when it comes to the business knowledge. 
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My show is designed to help people not learn from the school of hard 
knocks. I wanted to cover some of those pieces that can be traps for 
our listeners, including the whole financial piece of running their 
business. Can you give us a little bit more background in terms of the 
kinds of financial questions that you encounter when you're working 
with small business owners who are not accountants, bookkeepers, 
and so on? 

Rocky: Here's the reality: most small business owners are not accountants and 
bookkeepers, unless that's their profession. And most of them don't 
want to be accountants and bookkeepers. So, when it comes to 
looking at financial reports, they rarely look at them. And even when 
they do look at them, they don't understand why they don't make 
sense. “My accountant told me I was profitable; how come there's no 
money in the bank account?” And it's because the reports are designed 
for accountants and for taxes, they're not designed for entrepreneurs to 
be able to make wise decisions. 

There's an underlying problem there. And we've actually figured out 
some ways to make it much easier for the solopreneur, like your 
nurses, to be able to better manage their cash flow and always know 
where their money is, without having to learn accounting, because 
nobody wants to learn accounting. My wife's an accountant, I get it. 

Patricia: And I think you touched on a real key phrase of cash flow. And that is 
a challenge for legal nurse consultants, because of the attorneys, who 
are strapped for cash, and we have to learn how to recognize who 
those people are by how they act. They're saying, “Well, I'll pay you 
when the case settles. I don't have the cash flow to be able to pay you 
until my check comes in from the insurance company.” That's the 
plaintiff attorneys. 

The defense attorneys say, “I'm not in charge of paying your invoice, 
the insurance company is.” So, the insurance companies, 
unfortunately, from a cash flow standpoint, decide that the cash flow 
is important for them, but not necessarily for their vendors. So, they 
may say, “We're going to pay invoices every three months.” And if 
you get your invoice in the beginning of January, you might have to 
wait until April because that's the end of their 90-day cycle. If you get 
your invoice in in March, you might get paid within a month. Can you 
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offer any tips for our listener in terms of how to deal with that kind of 
a cash flow irregularity? 

Rocky: Number one up front, I think you should understand how they're 
going to pay you. Because if you're going to get paid in 90 days, or 
let's say it's a legal case, and it's two years, you're not a bank. If you're 
going to lend somebody money, which is essentially what you're 
doing, you're lending them money in the sense of your time, you 
should appropriately price it to match what the expectations are of 
how long it's going to take for you to get paid. The last thing you want 
to do is discount yourself and then wait for that discounted money to 
come a long, long ways away. 

I think that takes time to build up the courage to say no. And 
sometimes we have to say no to business because, you know, if it's 
going to take you two years to get paid, and you've got bills today, 
does it make sense, unless there's a big enough payout there, for you 
to do it? I think that's one thing, understanding how they pay you and 
what are their procedures to get paid. 

You mentioned two different people there. You mentioned an 
attorney, and you mentioned the insurance company. Well, insurance 
companies may have their own procedures of how they pay bills, and 
if you don't understand their procedures, or you don't bill in a way that 
matches their procedures, it might take you longer to get paid simply 
because your invoice didn't end up in the right place and in the right 
format. I always tell people make friends with the accounts payable 
clerks. Ask them questions, say, “Hey, I want to make sure that you've 
got our invoice. Is it correctly formatted for you? Is there anything 
else that you need? What is your timeframe for payment?” 

And be nice to that person, that person is always getting beat up. The 
one person who's nice to them probably will get their check before 
everybody else. It comes back to relationships, right? They'll find a 
way to slip your check out the door and make sure that you get paid. 
So, I think a lot of it is to have the honest conversations and know 
where you are up front. 

Patricia: That is such great advice. I used to use my database, when I was 
making the calls, and then when my bookkeeper made the calls, we 
would document the name of that accounts person, we would 
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document the hours that person worked. We would put in our database 
in the notes, “We spoke to Ann at 3:32 and she said the check is 
sitting on the attorney’s desk waiting to be paid.” That type of 
relationship is really crucial. We got to know who the people were in 
the insurance companies and the days they worked, when they were in 
charge of approving the invoices. But you made a great point in 
saying that that individual is often the target of frustration, hostility, 
anger, all those negative emotions from vendors, like legal nurse 
consultants, doctors, anyone else, accident reconstruction engineers, 
who are saying, “Hey, wait a minute. I did the work, and now I'm 
waiting to get paid.” And they can get really nasty. 

Rocky: And I like what you said about documenting it. Because when you 
call them back and say, “Hey, according to my notes, we spoke on this 
day at this time, and this is what you told me.” It changes the tone of 
the conversation and it changes that whole dynamic to, “Hey, I'm on 
top of my business, and I know what's going on, and I'm also taking 
notes.” All these companies take notes all the time. They're always 
documenting everything. You should be doing that as well. And set 
aside time to do this. Nobody wants to do this. I know I'm very lazy 
sometimes, so what I do is, when I have something to do, I schedule it 
onto my calendar. And then when the time comes, I just do it. 

Patricia: I had a woman in my company, as soon as I got large enough to 
justify hiring somebody, I had somebody in charge of creating the 
invoices and making the collection calls. And it was understood that 
she made those calls on Fridays, because those were the days that the 
attorneys were not in court. They were less likely to be handling a trial 
because Fridays were days that the attorneys went to the courthouse 
and argued motions. 

This may not be happening right now, but at that time, Fridays was 
generally a day that the attorneys were in the office if they didn't have 
to argue any motions. So, it was more likely we could get through to 
them. And that was her routine every Friday and sometimes every 
Thursday as well, she was spending all day chasing money. Can you 
offer any suggestions, and I can’t tell you what we did, but can you 
offer any suggestions to cut down on the chasing part of the activity? 

Rocky: Find better clients? 
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Patricia: Yeah, I would agree to that. 

Rocky: If you have retainers, right, you collect up front. I don't know how 
easy or how hard that is to do in your industry, to get pre-paid so that 
you can bill against that. And the other thing is to make sure that 
they're happy with the service. So, before the bill is due, call up the 
attorney and say, “Hey, I just wanted to make sure you were satisfied 
with my work. There's nothing outstanding that I owe you. Is 
everything good to go?” Now you're making a positive call, not a 
negative call. And this way, you can say, “Thank you. We sent the 
invoice; you should have it. If there's a problem, let me know. And it's 
due on this day.” And it comes from a much more positive framework 
instead of a negative framework. 

Patricia: And you said earlier, it also cuts down on the chasing in the sense that 
sometimes, and we were guilty of this, we sent in the invoice, we 
didn't make the phone call that you're suggesting. And then the next 
response was, “Oh, well, we didn't get it.” It's amazing the number of 
invoices that disappear in the mail. And we're sitting there thinking, 
“Well, you know, it's been a month.” “Oh, we never saw the invoice. 
Never got it. Can you send it again?” But if we had made the call that 
you're recommending, which I highly endorse, we would have found 
out, before a month went by, that the invoice that was payable in two 
weeks was just somewhere, you know, floating around in the ether, 
just completely missing in action. So, confirming that it's been 
received is a critical point. 

Rocky: That, it is. You said there were some things that you did? 

Patricia: Well, what we did, and you referred to it already, is we got an initial 
retainer whenever possible. There were some insurance companies 
who refused to give retainers, they considered it to be one of those 
dirty words. Other insurance companies, however, were agreeable. 
And we made an assumption, when we started the company, based on 
feedback, that no insurance companies would give retainers. 

And it wasn't until several years went by, and I ran the company for 
28 years, that we realized that not all insurance companies were 
refusing. So, we got retainers from everyone that we possibly could, 
including some very valuable repeat customers from whom we still 
insisted on retainers. But then the replenishing retainer concept was 
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the real eye-opening experience. And it was not my idea, it was 
somebody else's idea that when the retainer was three-quarters of the 
way used up that we would ask for another one. 

And it did require keeping very good track of those key points, 
making sure that the subcontractors we worked with were notifying us 
when they had used three quarters of their time that we had allocated. 
And then going back to the attorney and having the confidence of 
saying we need to get another retainer and be willing to stop work if 
we didn't get the second retainer, which was a big point of leverage. 
The attorneys had deadlines, they need to report, they need to get the 
expert scheduled for a deposition, “Sorry, you have to get your 
account up to where it should be in order for that to happen.” 
Knowing how to use the leverage was crucial for us. 

Rocky: Who's usually paying the bills in the attorney's office, is it the attorney 
or is it the accounts payable department? 

Patricia: The accounts payable would prepare the physical check but the 
attorney had to sign it. Only in one-person offices would the attorney 
be doing both of those functions. 

Rocky: Okay. So, making sure that you're in contact with that AP person is 
definitely important. 

Patricia: And documenting those conversations, as we said earlier. And then, to 
switch subjects, this is about the time, we're recording this at the end 
of November, people start saying in December, “Should I raise my 
rates? How do I raise my rates? How much do I raise my rates?” I 
know, as we're speaking right now, there's a fair amount of 
uncertainty about the climate of businesses, about how businesses will 
do financially. You know, one of the blessings of working in the 
litigation field is that people want to file lawsuits when times are 
good, and they want to file lawsuits when times are bad. So, it's 
relatively recession-proof, as long as the attorneys are able to settle 
their cases or get them into mediation. 

Right now, most of the courthouses are closed, so there's a real 
dampening down of resolution by trial. But there are a lot of behind-
the-scenes settlements and mediation. So, there’s still cash flowing. 
What are your thoughts about raising rates for 2021? 
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Rocky: And so, prices keep going up. There's inflation everywhere. And I 
don't think that it's an issue to raise rates. I think one of the bigger 
things is you should know where you stand compared to the 
marketplace. But then also, even if two people have the same price, 
people will pay more for services that they appreciate. So, if you've 
got a competitive advantage, you can deliver faster, you deliver with 
less hassle, you make it easy for your customers, you don't have them 
having to constantly follow up with you to make sure something's 
delivered, if you can provide tremendous value like that, then I think 
you can command higher rates.  

I know a lot of times people underprice, especially when they're 
starting out. We don't realize how much people are willing to pay for 
services. And I don't know, is there, within your industry, a place that 
you can go to see what average rates are for different types of work? 

Patricia: No, there's a big concern about price fixing and how that may violate 
U.S. laws. So, that is difficult to obtain information. Our professional 
association did a survey on salaries and independent legal nurse 
consultant rates probably a decade ago. To my knowledge, it hasn't 
been updated. S, there's no central location. And it's almost like 
talking about a dirty subject. If you start talking rates, there'll be 
people who will just jump on you and say, “No, you know, we can't 
talk about what we charge. That's price fixing. That's illegal.” So, 
people are left scratching their heads a lot, saying, “Am I charging 
enough? What should I be charging?” There’s a dearth of information 
on that topic. 

Rocky: Interesting. Because I know, in some places, it's easy to kind of get an 
understanding of what others are charging. Now, I wonder where you 
could find that kind of information out. 

Patricia: You do need to know people who are mentors, or coaches, or 
somebody who is more experienced than you, who’s been doing it 
longer, who will be willing to talk to you on a confidential basis. 
When I first started my legal nurse consulting company, I know for a 
fact that some legal nurse consultants called my office and wanted to 
know what I charged and pretended that they were attorneys. And I 
could figure out really quickly, if it's SallyJane@aol.com, which it 
was at that time, Sally Jane's not working for a law firm. 
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Jane@JaneSmithlawfirm.com would be a person who I would be 
more willing to share that information with, particularly when Jane 
says, “Well, I've got this case involving a guy who was rear-ended, 
and this is what I want you to do. What would you charge me for 
doing that?” With that type of inquiry, you can say, “Yes, I'm talking 
to an attorney.” But not, “Hi, can you tell me your hourly rate?” So 
that gets sussed out pretty quickly. 

Rocky: Do most of the nurses work locally, or do they work nationally? 

Patricia: Typically, they start their business locally and then expand nationally. 
There's nothing that prohibits them from working with an attorney a 
halfway across the country because you don't have to be licensed in 
that state. And legal nurse consultants who have websites up can be 
found by anyone. 

Rocky: Well, I was just wondering from the standpoint because sometimes if 
you call a business owner who's not in your competitive geography, 
they're much more willing to share ideas, and pricing, and so forth. 
And so, it takes some investigation to figure it out. 

Patricia: Yes, yes. I certainly do agree with that. 

Rocky: And part of your pricing needs to make sure that you're covering all 
your costs and your overhead, because too often we just look at the 
hourly, but you still have to cover the rest of your costs. Plus, if you're 
on your own, you're covering both sides of Social Security. So, you 
need to make sure you cover for the taxes that go in there as well. And 
I think that's also important to do as well, is figure out all your costs 
so that you've got a clear idea. 

Patricia: And one of the dilemmas that we experience is that there are overseas 
providers. We have listeners in 80 countries. So, I'm talking about 
people who are overseas from the United States, they may offer the 
same type of service at a fraction of the cost. And then the attorneys 
who are extremely price conscious will say, “I could have a doctor or 
a nurse in India summarize these medical records, instead of paying 
an American nurse at three, or four, or five times that hourly rate.” 

I know, in your profession, in the financial profession, there are some 
people who outsource financial services to India and other similar 
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countries. Do you have any thoughts about that process and maybe 
what legal nurse consultants can say when the attorney says, “Well, 
why should I pay you $150 an hour? I can have it done in India for 
$35 an hour.” 

Rocky: You are correct, it is $35 an hour. It'll probably take them four times 
as long to get it done and the quality of the work will not be up to 
your par, which means you're putting your client in jeopardy.  

Patricia: That's a great response, Rocky. 

Rocky: If you want that and you want to deal with it, have at it. Good luck. 
Because I can tell you, look, it's a different quality of work. It just is. 
Americans have a very different expectation and attitude. We also 
have a different timeliness. And there are also language barriers. It's 
granted that they can understand, but it's just a different mentality. It's 
nothing good or bad saying these people are—I'm from India, so I 
know what it's like to deal with India. It's just different. And you have 
to have the confidence, say, “Great. Go to India, have fun. Call me 
when you want great service.” 

Patricia: And most of my listeners know that my husband was born in India 
and came here when he was 21 to get his master's degree. There is an 
Indian English, although it's English, but there are expressions and 
nuances that come through when you're talking to Indians, as I've 
been doing for the last 50 years since I've been married. 

I also point out to legal nurse consultants that another argument they 
can use is that if you have a question about something that's in the 
report that you receive from an overseas subcontractor, the attorney 
cannot pick up the phone and say, “Hey, Doctor Whatever, Dr. 
Sharma or Dr. Shah did this summary, I don't understand what's on 
page 22.” You can pick up the phone and speak to somebody in your 
own country more easily. 

Rocky: How are they viewed? So, if you're in a case and the opposing side 
sees where the work is coming from, do they view it differently? 

Patricia: The overseas workers are not acting as an expert witness. They're 
doing behind-the-scenes record summaries or record analysis, so their 
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work is protected from discovery. So, the other side would not have 
any idea that an overseas contractor worked on that case. 

Rocky: Okay. And there are always cultural differences. So, I've got to 
believe, just from what I know, that the quality of the work is 
probably different. 

Patricia: It is. I had one of my clients who had to take over a bunch of cases for 
his partner who fell on the ice and fractured his hip on his own 
property. They were both greatly disappointed that he fractured his 
hip on his own property, because there was nobody they could sue. 
But that aside, he showed me some of the reports that were done by 
the subcontractors overseas. And he was very irritated that they had 
missed something that was significant in the case. And that had 
profound implications, he ended up hiring my firm to help fill in the 
gaps, and it was a last-minute repair job that was necessary. 

Rocky: So, the other option is to also hire your own people overseas. And say 
to them, “Would you like the overseas service? We have a different 
rate for overseas. I can assure you the quality is not as good, but we'll 
bill and take care of it for you.” So, this way, at least you have an 
American contact doing that. Hourly, they don't work at the same 
speed that we do. It just is true. And so, you're going to pay a 
multiple. You must have the confidence and the knowledge to know 
that. 

I think a big part of this is the confidence part. And I know for nurses, 
especially in the way that they're treated out in the working world, 
meaning if they're professionally working as nurses with doctors, they 
don't always have that ability to call it back and have the confidence 
to say, “No, that's not correct.” And usually, they are the ones who are 
correct. They know what's going on. They spend much more time 
paying attention to those little details and making sure that everything 
is perfect. And they care. 

Patricia: That's one of the reasons why nurses always appear at the top of the 
list of the most respected professions and saved a lot of doctors from 
making mistakes that could have hurt people, especially the new 
residents and interns. 
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Rocky: And that's very true. And more often than not, the patients don't talk to 
the doctors, they talk to the nurses. They won't say everything to the 
doctor. 

Patricia: You've given us great tips today, Rocky. Can you tell our listeners 
how they can find out more about the services that you offer? 

Rocky: Sure, I have a podcast, it's called Profit Answer Man, and we dig 
deeper into the numbers and how to make cash flow and profits 
effortless. And my website is profitcomesfirst.com. And then we've 
also, just recently, created a new course, it'll be launching 
momentarily. And by the time people listen, it should be out. And it's 
going to be how to manage your cash flow without dealing with all 
the accounting terms, and how to make sure that you're always 
profitable, and that you've got the money for taxes and everything else 
that you need to do. And we'll have a link for that in the show notes 
and in the comments for this episode. 

Patricia: That sounds like a terrific benefit, Rocky, because this is an area of 
mystery for many people, including myself, of how do you make 
sense of those reports? Do you have to make sense of them? How do 
you make this system as simple as possible and yet, still get the 
information that you need in order to be able to make decisions about 
your business? 

Rocky: It is, and again, entrepreneurs are not accountants and they don't want 
to be. They want to look at their bank account and say, “Is there 
money? Can I spend, or can’t I? And so, we leverage their bad habits. 
And I talk about that much more on the podcast, and so you'll get a 
much better understanding of how you do that. Money doesn't have to 
be scary. 

Patricia: Well, you must have been in my brain when you said that because it 
has intimidated me for much of my life, but I have learned how to get 
around that. 

Rocky: You are not alone. I would say 80% of business owners feel like you 
do, and out of the 20% that are left, 15% of them kind of have a clue 
but they still struggle. It's only about 5% of business owners who 
totally understand the numbers and how things work. And so, you 
shouldn't feel ashamed. And the other problem is the accountants all 
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talk in accounting language, which none of us understand, nor do we 
want to understand it. And so, I kind of help bridge that gap, like an 
entrepreneur with numbers. 

Patricia: In my experience, the accountant is not always the best communicator 
in words. They're communicating well with numbers, but I've had a 
few who have tried to explain things to me and have not had the 
ability to explain it in words that I could understand. 

Rocky: And that's a big part of what I do, is that. And the other problem is, 
accountants are not charged with profitability, accountants are usually 
charged with doing your taxes. So, they're reporting to you what 
happened, but they can't tell you why and they can't tell you how to 
fix it. That's what I do, I tell you why it happened and how to fix it. 
And it comes back to where we started, price yourself appropriately. 
Right. Don't be afraid to ask for a reasonable return. Because it's a lot 
easier to lower your price than it is to increase it. 

Patricia: Yes. We've shared a lot of tips today, Rocky, I'll take away for our 
listeners some of the pieces that I found to be most intriguing: making 
sure that when you are approached by an attorney, and new clients in 
particular, that you pay attention to those signals that price is 
everything to that attorney, and that attorney who starts leading with, 
“What do you charge per hour?” before the attorney has even told you 
about the case, is telling you that price is the deciding factor, rather 
than your experience or the quality of your work. And you can 
anticipate, based on that conversation, that there could be collection 
problems. 

The attorney who says, “You need to wait until the case is resolved,” 
is signaling to you that that attorney doesn't have the cash flow to 
keep up with the bills and is expecting you to act as the bank for the 
attorney. And that's a big problem. 

We didn't mention it, Rocky, but if an expert witness gets on the stand 
and is asked, by the adversary, “How much are you charging to be in 
court today?” And the expert who says, “Well, my rate is $250 an 
hour but I won't get paid until the case is over,” tells the jury that if 
the expert does a good job on the stand and says whatever the attorney 
wants them to say, that their opinion can be bought. And attorneys do 
not want the jury to come away with the impression that the expert’s 
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payment is contingent on the outcome of the trial. That's a huge, huge 
issue. 

Rocky: Interesting. 

Patricia: And when a person is contacting you as a legal nurse consultant and 
starts asking about your rate, look for a description of the case, don't 
give in to people who pretend to be attorneys and are just going on a 
fishing expedition. But you can, if you identify people who are not in 
your immediate competitive area, ask if you can have a conversation 
about rates and see if they'll speak with you. Nobody’s going to be 
listening on that phone call ready to put you in handcuffs and drag 
you away, even though price fixing and discussing rates has 
restrictions. 

But a simple confidential conversation between a couple of people is 
likely to not get you in trouble. You're not going to get reported to any 
agency. So be sure that you are charging a competitive rate and follow 
Rocky’s suggestion of being clear when you are talking to a law firm. 
After you submit that invoice, make that phone call. Make sure that 
they got the invoice, the attorney is pleased with the work, there's 
nothing that would prevent that invoice from being paid promptly. 
Keep notes of those conversations, the name of the person you talk to, 
who should become your best friend, the one who can cut the check 
that goes on the attorney’s desk, and all of that will help with cash 
flow. 

And then, in addition, make sure you get replenishing retainers. I 
recommend to people that they get a 10-hour retainer, and when that's 
three-quarters of the way used up, to get another retainer and be 
confident that you can withhold services until you receive the second 
replenishing retainer and get another one after that if you need to, 
always keeping the attorney informed about where you are. That will 
dramatically reduce the amount of time that you have to spend 
chasing people trying to collect money for work that you've already 
done. 

Rocky: And I suggest people keep their retainer in a separate account, and 
only remove it once it's been earned. Because you don't want to come 
to the end of the year and you owe a bunch of people money, but you 
spent it. 
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Patricia: That's an excellent suggestion. We used to keep a retainer account that 
was in a money market, back when you could get like a few dollars 
per month, which my husband referred to as catching the float. The 
float sank somewhere in the last decade or so. But that suggestion will 
keep you from getting into trouble when it comes to your own ability 
to pay other people or entities.  

And I guess the last point we made, Rocky, is when we talk about 
overseas assistance, is be prepared when your clients start saying, 
“Well, you know, I don't think I should have to pay that rate because I 
could find somebody overseas who would do it for a quarter to a 
fifth.” As Rocky pointed out, that the quality may not be the same, the 
communication difficulties are going to be higher, the worker may be 
slower. So, the attorney could end up paying for four hours of work 
when it was something that could be done by you at a fraction of the 
time. Was there anything that I missed? 

Rocky: No, I think those were the main points. And just price appropriately, I 
think that is the bottom line. I think that's especially when you're 
starting out. And I know, for me, it's learning how to be comfortable 
with your pricing, and confident. 

Patricia: Exactly. And tell our listeners one more time how they can get in 
touch with you, Rocky, if they have questions or would like to 
investigate the services that you offer. 

Rocky: So, my podcast is Profit Answer Man. And the website is 
profitcomesfirst.com. And you can contact me through both of those. 

Patricia: Excellent. Okay. This has been Pat Iyer and Rocky Lalvani. And be 
sure to check out our next podcast in this series. We also offer the 
option for you to get the transcripts of our shows if you would prefer 
to read rather than listen. Those are available on our website. We have 
a button in the show notes, so that you can request those and refer 
back to them in order to check out the details that you might have 
missed when you were listening to it. 

Thanks so much for listening to this podcast and being one of our 
legal nurse podcast listeners. The show is now starting its fifth year, 
and we bring you weekly interviews, and are pleased to be able to 
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share with you some of those critical tips that will make running your 
business more effective. Thanks so much. 

I’ve got a phenomenal resource for you just waiting on LegalNurseBusiness.com. 
My online training and books are designed to help you discover ways to strengthen 
your skills and businesses. Check them out at legalnursebusiness.com. 

Could you use a monthly boost of knowledge to keep your skills sharp? Are you a 
lifelong learner who enjoys the chance to keep expanding your knowledge? 
LNCEU.com gives you two online trainings every month to build your LNC 
business. Look at the options at LNCEU.com and start right away in the comfort of 
your home. 

 

 


