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How to Ramp Up Your LNC Sales 

Would it come as a surprise to you if I said we’re all salespeople? It’s true. Closing 
legal nurse consulting sales requires being able to identify prospects you want to 
work with and then getting the case in your door. 

This is Pat Iyer with Iyer’s Insights. 

Don’t think of yourself as closing a sale when you get a case? Although you might 
think of it as getting retained to review a case, it is at heart a decision by the 
attorney to hire you. And that is a sale. 

• Every time you have a prospective client on the phone, you’re making a
sales pitch.

• Every time you send an email or write a blog post with an offer, you’re
making a sales pitch.

• Every time you write an opt-in page, you’re making a sales pitch.

And you’re probably pretty good at it, too, if you have a thriving business. If you 
are struggling to get work, which is the case for many LNCs I talk to, something in 
your sales process might need adjustment. 

Sometimes the adjustment is looking at the way you think of legal nurse consulting 
sales. Why do we continue to think we’re so bad at sales? 

Reactions to Legal Nurse Consulting Sales: It Feels “Icky” 

I hear this one a lot. You feel pushy or uncomfortable when talk turns to money. 
You don’t want to force anyone into a decision. You secretly think your rates are 
too high. If you believe that, your hesitation may come through when you quote 
your rates. Are you doing so with confidence? 

I’m going to be honest with you. This is one of those things that gets better only 
with practice. But the good news is, you don’t have to be on the phone with a 
prospective client to get that practice time in. 

Instead, use the technique self-help gurus have been advocating for years: Look in 
the mirror and talk to yourself. 
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Practice saying your rates out loud. Practice your segue from the case discussion to 
the sales pitch. The more you do it, the more natural it will sound, and the less 
uncomfortable you will feel when on a real call. 

Fix Your Mindset 

What if you weren’t selling anything, but instead were simply chatting with a 
friend about the incredible new service that was going to change her life? You’re 
helping your friend to improve herself by sharing your experience through 
providing this new service. 

That’s exactly how you should think about selling your legal nurse consulting 
services. You’re not trying to get your prospective client to spend money. Instead, 
you’re offering a solution to her problems. You’re genuinely helping her to 
overcome some obstacle in her law firm. 

When you can turn your thinking around from “sales” to “helping” you’ll find it’s 
much easier to have the sales talk. 

Don’t Be Afraid of the Follow Up 

Most clients won’t say yes with the first call, and maybe not even with the second. 
But good legal nurse consultants know that many sales can be closed if you simply 
take the time to follow up. Send a quick email and invite your prospect to: 

• Schedule a follow-up call to answer her questions 

• Read some of your testimonials 

• Review your legal nurse consulting sales page 

These are some ways to stay in touch with a prospect without being an annoying 
person. 

1. Send a handwritten note after you speak with a prospect, telling the attorney 
how much you enjoyed meeting him or her and look forward to working 
with the attorney on cases. 

2. Connect on social media and send a personalized message when you do so. 
3. Introduce the attorney to someone they should know. Expanding their 

network generates positive feelings. 
4. Refer a new client to the attorney if you have an opportunity. 
5. Send a blog or newsletter to the attorney. 
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6. Watch for news of cases the attorney wins and send a congratulations 
notecard. 

7. Send a note of congratulations during National Small Business Week or a 
thank you card during Thanksgiving season. Few people send cards at that 
time; yours will stand out.  

8. If the attorney is local, invite him or her to lunch or for coffee 4 to 5 months 
after the first contact.  

Don’t let that old “I’m not good at sales” thinking get in the way of making a real 
difference in people’s lives, and in growing your business and your profits. With 
these easy tips, you can quickly turn your sales blocks into a system for landing 
new clients consistently. 

Before I continue this show, I have an announcement. You may have heard me 
speak about the 5 pillars of legal nurse consulting. I believe these are essential for 
success. The 5 pillars are expertise, marketing, client relationships, business 
development, and finance. 

Would you like to cut to the chase and listen to the most popular podcasts we’ve 
ever released? I’ve studied the reports I receive from the company that hosts this 
podcast and identified the most downloaded shows. We put together bundles of 
shows for each of the 5 pillars: expertise, marketing, client relationships, business 
development, and finance. To round it out, I added a 6th category: stories of 
successful legal nurse consultants.  

These are ready for you today. In addition to being able to get the bundles of 
shows, you’ll also be able to download a Mini Workbook so you can take notes, 
record your insights, and focus on the key points.  

You may access these top shows on my website: podcast.legalnursebusiness.com. 
Go to podcast.legalnursebusiness.com, fill in the fast form and you’ll be on your 
way to listening to the best of the best Legal Nurse Podcasts. 

Let me continue with the show now.  How do you build trust and demonstrate 
expertise to your attorney clients? Use email marketing. Give away things like free 
samples or free reports. If I were marketing to attorneys right now, I would offer a 
free 3-page report on how to interpret medical records. Free videos are great, little 
two to three-minute videos about your business. I would give them this material in 
exchange for their email address. 
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Free advice obviously is great. Create a little once a week advice column that you 
send out to your list. Give relevant content and things that your clients would be 
interested in. You will build trust when you show you understand their needs. 

The more relevant the free information is to your clients the more likely they are to 
be engaged in and pay attention to you in this world of information overload. For 
example, if you are marketing to personal injury attorneys, they are not going to be 
interested in how to hire a nursing liability expert witness. Understand your 
customer and you will know what they want. Don’t make the mistake I see so 
many LNCs make of assuming all attorneys handle medical malpractice cases. 

Are emails effective? 

When it comes to online marketing, and the Internet as a whole, so many people 
are being added to so many email lists. They’re being bombarded constantly by 
broadcasts, follow ups, and promotions. Before long – a lot of these people started 
to filter out these emails and stopped trusting the art of emails all together. 

This doesn’t necessarily mean that email marketing is ineffective. As a matter of 
fact, it’s more effective now than ever before. When you considering how many 
people are connected digitally, with their computers, smartphones, and tablets – 
you realize there’s a huge market you can get your message in front of. 

The issue that a lot of LNCs run into is that they just don’t quite know how to 
produce content for their email list that entices their subscribers to open, read, and 
act. 

This is because a lot of these LNCs don’t take the time to learn the art of copy 
writing and even how to properly interact with their subscribers and their audience. 
They see their list as a profit machine and don’t treat the subscribers as humans, 
rather just numbers. This does not build trust, but rather repels. 

That is all for today. Be sure to explore the bundles of the top podcasts at 
podcast.legalnursebusiness.com.  

Do you have lots of questions about being a legal nurse consultant? Are you 
wondering how to get clients, grow and manage a business, and dig into medical 
records? Do you feel a bit lost? 
 
I’ve got a phenomenal resource for you just waiting on LegalNurseBusiness.com. 
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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. 

Are you interested in building your LNC business by getting more clients, making 
more money and avoiding expensive mistakes? The LNCAcademy.com is the 
coaching program I offer to a select number of LNCs. You get my personal 
attention and mentorship so that you can excel and build a solid foundation for 
your LNC practice. Get all the details at LNCAcademy.com. 

 


