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How to Realign Your LNC Business 

Regina Bergman 

If you are currently struggling to keep your business afloat, you need the valuable 
insights that Regina Bergman, small business expert, shares in this podcast. Now, 
more than ever, how you maintain and deepen your connections with your clients 
matters. This is not a time for selling to them; it’s a time for showing that you care 
about their concerns. It’s a time to examine and realign all your business strategies 
so that you can effectively help. 

You will not only survive but thrive by: 

• Realizing that your customers, too, are experiencing hard times
• Being careful not to sell to them but to support them
• Reaching out to and asking them what they need
• Realigning your business practices based on their needs
• Preparing for the reality that the business world is changing and will

continue to change dramatically in the coming times

Pat: Hi, this is Pat Iyer with Legal Nurse Podcast, and today we'll talk 
about something that is on everyone's mind. This is succeeding in a 
world where cash flow and business has been changed by the 
pandemic and by seeing significantly different patterns in our daily 
lives. I brought on the show with me Regina Bergman, who I met 
through a joint venture collaboration circle, a new networking group 
that just started because of changes in our lifestyles. 

And as soon as I got to know Regina, I thought that she would be a 
great person to bring onto the show to talk with you about some of the 
financial aspects of what businesses are going through, including legal 
nurse consulting businesses. Regina is an international bestselling 
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author. She's a public speaker, she's a business growth strategist, and 
she helps to transform businesses into profitable ones, both online and 
offline.  

Regina, welcome to the show. 

Regina: Thank you so much. It's a pleasure to be here. 

Pat: I know when you and I had a chance to talk before the show, you were 
sharing with me your background as a coach. And I know that you 
started in the coaching world in a marriage coaching capacity. So, I 
wonder if you could give an overview to our audience about how you 
got to the point of giving business advice from giving marriage 
advice. 

Regina: Great question. So, let me give a little history there. I for years have 
felt that I wanted to write a book and thought it was a fiction book. 
And every time I would sit down to work on it, I was completely 
blank. But one day I was visiting with a friend, and she was telling me 
about a friend of hers who on her 42nd wedding anniversary, her 
husband walked in and said, "By the way, I'm getting a divorce. We're 
getting a divorce," and she was devastated. She had no idea. And my 
friend said, "I guess there's just no such thing as a bulletproof 
marriage." And I thought about that and I thought, "Well, wait a 
minute. There are lots of things we can do to bulletproof our 
marriages."  

And that started me on a journey of writing my first book, which did 
become an international bestseller and is called Bulletproof Your 
Marriage. And it identifies five different stages of a marriage and how 
you can impact the success of that marriage and the communication 
within the marriage.  

And the research was astounding in terms of the marriages that fail 
and the different places that they fail and how many marriages fail 
after all the children leave home because there's nothing left of the 
marriage. I mean, it's just a shell. And so, that started me on that book, 
and I wrote that book. And about the same time as I was finishing the 
book up, I was going through training to become a coach. And I really 
thought I was going to be a life coach, and that was going to be a part 
of that, but I quickly realized that business was important. And so, I 
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was straddling the line in working with businesses and working with 
people and working with marriages. And my husband and I developed 
a marriage retreat based on the book, Bulletproof Your Marriage.  

The beta tests that we did were awesome. We had such a great time 
and made such a difference for people. But then it was hard to get 
business owners, businessmen, to come to the retreat with their wives 
and to work on their marriage. So, I decided that to shift was in order, 
that I would go at it from the opposite direction. Let's go at it from the 
business side and then we have an opportunity to open doors to work 
on a marriage. So, I have a philosophy, "Save a business, save a 
marriage" because we know that the stress of a failing, or a struggling, 
business is a huge impact on the marriage and on the family. And it's a 
generational impact. If the marriage fails, we impact generations, not 
just that one family. We also know that business owners commit 
suicide when their businesses fail. 

 So, there are just so many negatives that can happen when that 
business is struggling and failing. I thought if I can save the 
businesses, I have an opportunity to impact the marriage, to impact 
the family, to impact those generations, to impact the community. 
And as we save more businesses, we impact globally even, and go all 
the way up to the national level of our own country for certain and 
then potentially globally as well. So, it's a mixed piece for me. It's 
"Save a business, save a marriage." 

Pat: And this is certainly a concern right now with so many small 
businesses, as we're recording this during the pandemic, that have 
closed or are struggling or about to close. There's a lot of stress on 
marriages for sure right now. 

Regina: There is a tremendous amount, and we also know that there is a huge 
wave going back to failing businesses and suicide. We know there's a 
huge wave of suicide these days, and people are talking about that 
becoming a tsunami instead of a wave. And we know that the stress of 
this period that we're in right now is going to impact  businesses. And 
we also know, or I should say the statistics are saying that anywhere 
from 20% to 50% of small businesses will fail during this crisis. It's 
huge. 

Pat: Talk to us a little bit about that because that's a huge statistic.  
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Regina: It is. 

Pat: We hear the statistics about the number of businesses that fail in the 
first year and the number who fail in the first five years. 

Regina: And 10, yeah.  

Pat: And 10, and now we are talking about 20% to 50% of small 
businesses failing. What are some of the things that we can do? We're 
not talking to people who are in restaurant industries or the cleaning 
companies.  

Regina: Although there are things they can do as well to improve, but yeah.  

Pat: Yeah but talk to us about service industries because that is the focus 
of the people who are listening. They work as nurses, helping 
attorneys with their cases. Share with us some things that we can be 
doing right now to help manage those issues in today's environment. 

Regina: The first thing I would say is don't give up. Don't throw your hands in 
the air and say, "The sky is falling. There's nothing I can do until this 
is over with." Because if you do that, you will be one of those 
businesses that fail. You'll be part of that statistic.  

You can't stop moving during this period. You must do one of two 
things. Everybody's talking about pivoting, and you've probably heard 
that as well, Pat, but they're talking about pivoting. Now, when I hear 
the word pivot, to me that means at least a 90-degree shift in what I'm 
doing and maybe even 180-degree shift. It’s a big shift. But I was 
visiting with a friend from Australia the other day and he said, "You 
know, I'm not using that word. I'm using the word realign," and I like 
that more. It doesn't mean that necessarily you must make a huge 
shift, but you've got to look at where your clients are and figure out 
how to serve them better now and that requires communication. 

 You have to reach out to folks and talk to them about their needs now 
because needs have changed and what your business was built on may 
not be the same as what is needed right this moment and may not, 
maybe not, even moving forward. I think we're going to see a lot of 
changes that are permanent out of this period.  
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You know, I got a letter from my doctor this week stating that they're 
doing virtual doctor visits where you can literally talk to your doctor 
now online, and I don't mean texting back and forth. I mean, have a 
visit where we're doing what we're doing right now, and I think that's 
going to stay. I think there are a lot of things that are going to stay out 
of this. I kind of look at this as a reset, and so take the opportunity to 
reset in your business. Look at your business. Look at who you serve. 
Make a list of those folks that are your clients and your ideal clients, 
your prospects that you're not serving yet and then reach out to them. 
Find out what they need and what's happening for them and how that 
impacts what you supply to them. That communication piece is going 
to be critical as you can do that.  

I'm not sure if you know this or not, Pat, but I had a staffing firm for 
12-plus years. We were doing between $4 and $5 million worth of 
business a year. We had six offices. We were in two states. We had a 
lot going on and the financial crash of 2008 put me out of business. If 
I had it to do over again today, if I knew today what I know today, I 
would have done things differently. And we may have survived that 
period instead of failing. 

But we did call all our clients and we called all our prospect lists. And 
every one of them said, "We're not taking any action on hiring any 
employees for six to nine months until we see what's happening in this 
economy."  

I couldn't survive. I had 25 internal employees to take care of. I had 
200 external employees placed in companies, and I couldn't survive 
for six to nine months. There was no way to meet that kind of payroll 
without money coming in, and so we had to close our doors. But had I 
understood pivoting and realignment, there were some pivots, some 
true pivots, I could have made. And your business may require a 
pivot. It may just require a little bit of realignment, but you don't 
know that until you talk to your clients. Get on the phone and call 
those people. I'm not talking about emails. I'm talking picking up the 
phone and calling them.  

Your voice is the best thing. You know, getting voice-to-voice, ear-to-
ear kind of a thing is the best thing that you can do right now to figure 
out what the changes are that you need to make in your business to 
stay relevant. And then use this period to make those internal changes. 
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Create new structure, new processes, whatever it is that is going to 
meet the need of your market. Use this period to develop that if you 
can't be out there really working with them now. You can still 
communicate with them, find out what they're needing, create a plan 
to deliver that, as much of that as you can right now. And anything 
that can't be done right now, at least create the plan for moving 
forward.  

Does that make sense? 

Pat: It does. And, as we speak, I'm in the middle of teaching an online 
networking course for legal nurse consultants. And our first 
homework assignment was for them to call five clients and they said, 
"Well, what do we say to them?" And you say, "How are things 
going? What can I do to support and help you?" 

Regina: Absolutely and find out what their needs are right now. You have to 
have that conversation with them, and they will appreciate you taking 
the time to find that out and not just throwing some marketing at them 
or doing some other things that aren't as effective for them right now. 
They want to know that you care and that you really are willing to 
make the shifts to continue to serve their needs. Because their needs 
are changing right now, and you must find out what those needs are 
before you can serve them. 

Pat: You know, it's interesting as you talk about making the phone calls 
because I'm thinking about a call that I got on my voicemail from 
somebody who said, "I'm calling you because you're on my list and I 
do this and I do that and I do this and I do that and I do this and I do 
that and I do this, and I do that." And about 90 seconds into the 
voicemail, I hit click, stop, delete. A voicemail that had been worded 
differently might've caught my attention, something that was directed 
to me. Even if it wasn't to me, Pat Iyer, individually but "What are you 
struggling with? How can I help you?" would've been a whole 
different message then I felt like, "I, I, I, I, I, okay." 

Regina: Exactly. That was about that person. That was their résumé, not 
anything to do with you.  

Pat: Right.  
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Regina: Don't do that, folks. Don't do that. Have genuine concern for those 
clients and be willing to provide value ahead of being paid. Try to 
provide value to help them move forward, and you'll have to figure 
out what that is based on your conversations that you're having with 
them. But just reaching out and talking to them and having that 
conversation is one way of providing value. 

Pat: Absolutely. So, give us some hints in terms of what we should be 
focusing on now. We've got several things that are swirling around. 
We have law firms that are shuttered. We have courthouses that are 
shuttered because of the ban on having people together. What can we 
be focusing on in our businesses that will help sustain us and help us 
move forward when life begins to change again? And I'm not saying 
deliberately when it returns to normal. Because as you just pointed 
out, we may not… And doctor's appointments just as a perfect 
example, we may not get back to normal.  

And as a little aside, my husband and I live in Florida in the winter 
and New Jersey in the summer. And we go to Baltimore for medical 
care for my husband at Johns Hopkins. It is a three-and-a-half-hour 
drive to Baltimore. It is a three-hour flight from Florida and an 
overnight stay. I would love it if my husband's doctors could say, 
"Okay, here's our iPad. We'll meet with you electronically." You can 
save seven hours of traveling and an overnight stay and a plane fare 
for those visits where they don't have to physically examine my 
husband. Telemedicine is phenomenal. 

Regina: There's no reason they can't.  

Pat: Yeah, and they are offering that. He's got an appointment in May, the 
middle of May, that I am sure was not going to take place in person 
because we can't get on a plane right now. 

Regina: Yeah, my husband gets services from the Veterans Administration, 
and they have gone to telephone now. They're not even doing the iPad 
kind of a thing now, but they're making phone calls. Instead of don't 
come to the VA center, just get on the phone with us.  

Pat: Yeah, absolutely.  

Regina: So, what can we be doing to in during this period?  
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And let me ask you a question first to preface my response, when you 
and I were talking before the call, and we were talking about the 
courthouses being closed and the attorneys not working and all the 
other things that went along with that. Would you say that those 
attorneys are still working on cases at home? 

Pat: They most definitely are working on cases at home. Yes. 

Regina: So, they still have needs. Okay.  

Pat: They do.  

Regina: They're not just shuttered sitting back watching TV and playing 
games.  

Pat: Not if they want to keep getting a salary, they're not. No.  

Regina: Yeah and if they want to be viable when they come out of this. And 
the same is true for each of you who are listening to this call. If you 
want to be viable when you come out… when we make the turn here, 
whatever that is and whenever that is, we don't know when that is. 
You must stay active in your business right now. Don't stop moving 
forward. Don't stop looking for new clients, making relationships with 
potential clients. And don't stop marketing. If you do some marketing 
for your business, don't stop.  

One of the things that people tend to do with marketing is in times like 
this, they pull back. I don't know if you're aware of it or not, but for 
Facebook ads, the cost is going down right now because people are 
pulling out of advertising. They're stopping their marketing. It's just 
like with the stock market. People tend to sell on the way down and 
buy on the way up. Marketers are doing the same thing. They've 
started pulling out of marketing. 

And right now is the time to market. It's less expensive and you have 
greater coverage than ever before. So, look at your marketing 
platforms. How are you marketing your business? How are you 
creating relationships and work on those relationships? Because if you 
are the person building the relationship and providing value now, 
you're the person that they're going to want to work with when they 
come out of this.  
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So, continue to do that. If you're not on LinkedIn, you need to be. 
Your attorneys are on LinkedIn. You have the opportunity to make 
great relationships with those attorneys on LinkedIn right now. I don't 
know what percentage of your folks you would say are on there and 
doing that.  

Pat: A good percentage are, and some say, "Well, I'm on LinkedIn, but I'm 
not sure if I'm doing it correctly" or "I haven't really capitalized on it." 

Before we continue the show, let me focus on a problem some LNCs have. And 
this might be yours. 

You’re a legal nurse consultant who wants to build a strong business – and yet 
you’ve got a problem. 

• You avoid networking 
• You feel uncomfortable networking, or 
• You’d love to network but you don’t know where to meet attorneys. 
• You feel stuck. You know that being able to speak with attorneys is essential for 

building your business and you want to know a process that is effective.  

Yes, you can read networking books, but they are not tailored to helping legal 
nurse consultants.  

They don’t address the specifics of our industry. 

Announcing my latest book: Networking for LNCs: Meet Contacts, Build 
Relationships and Turn Your Connections into Profits. 

• Would you like to increase your client base and get more cases from existing 
clients? 

• Would you like to know proven strategies that exponentially increase your 
success as a legal nurse consultant? 

• Would it be helpful to find the types of offline and online venues that are 
great opportunities for you to meet attorneys? 

• Would you be interested in knowing what blocks you have that might be 
sabotaging your networking efforts? 

Get your copy of this brand-new book, released in March 2020, at this link: 
LNC.tips/networkingbook. 
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Regina: Gotcha. And that is important because if your profile is not set up 
properly, they're not going to find you. Remember that all your 
marketing must center around two things. There's a conversation 
going on in your ideal client, your attorney, that you want to work 
with. There's a conversation going on in anyone's ideal client's mind 
and here's what it is. Relative to the product or service that you offer, 
the conversation is "I have a problem I don't want. I need a solution I 
don't have."  

So, all your marketing must address the fact that you get their 
problem, that you understand it, and secondly, that you have a 
solution. And when your marketing does that, it attracts people to you. 
So, whether that's your LinkedIn profile, a Facebook ad, your 
Facebook profile, whatever that is, wherever you are marketing, it 
must address those two issues. And so, now is the time to market. 

And you know, I'd be happy to have a conversation with anybody 
about that, anybody who wanted to reach out to me. And when we get 
into contact information later, we can make sure that's covered there. 
But yeah, your marketing needs to continue. You know when we were 
talking about that stock market graph, your marketing shouldn't be 
that. Your marketing should be steady. 

Don't pause your marketing. Keep going because every time you stop 
now you must gain momentum again, okay. And so, a lot of people 
will market until they get business; then they'll stop marketing until 
they've served that batch of clients and now, they must market all over 
again. If you keep it going steadily, you get a steady influx of new 
prospects and your work is much easier. 

So, those are some of the things that I would say, keep marketing. 
You folks should be on LinkedIn. If you need some help with your 
LinkedIn profile, reach out to me. I can connect you with some 
experts. I can give you a few tips, but I can connect you with some 
other experts on profiles. Your profile needs to be about the client. 
Just like Pat was saying, she got that voicemail that was all about the 
person, it was their résumé. Your LinkedIn profile is not a résumé. It 
is a marketing piece that reaches the client that talks about their 
problem and the solution, not about you. Talk about how you can 
complete that or solve that problem for them.  
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Pat: I appreciate that. And I know, just as a final question, you and I had 
talked about looking at your finances. And I know you're very strong 
in the financial aspects. I think people right now are looking at 
budgets. They're looking at expenses. They're looking at their 
revenue. How do you find $10,000 in somebody's budget in 45 
minutes? That's a real intriguing question, but I need to ask you 
because you told me you could do that, and I'd like to know how you 
do it. 

Regina: I even have a book that tells how I do it, and it's a free book. It's a free 
book, How I find $10K in Any Business in 45 Minutes. And I do it 
without you having to spend money on marketing and advertising. 
We're not talking about a marketing and advertising budget. We're 
talking about marketing strategies that most small business owners are 
not aware of. And so, we're able to come in. We do it through a Zoom 
call. I walk you through a presentation. I get some information from 
you beforehand that helps me to tailor that presentation to you. And 
then I'm able to find that know we only promote the $10,000 because 
most people can't grasp what we can really find. That is recurring 
revenue, not one time $10,000. That's $10,000 a month coming in.  

So, we find it in marketing. We find it in joint ventures. We find it in 
a variety of ways, but we go through I have about eight different 
strategies that I use for that process. And usually in a 45-minute 
session, I only get through two, maybe three. Sometimes we've only 
gotten through one. But two to three of those strategies, I can easily 
find that $10,000. So, you can imagine if we looked at all eight 
strategies, what that would be.  

Yeah, so it's a 45-minute Zoom call. It's free. I don't charge for that. 
I'm happy to do that with anybody to show them. And it's not a sales 
pitch. I'll just tell you now, it's not a sales pitch. I will tell you a lot of 
people do become clients after going through that process because 
they want help to implement those things. And I simply ask you at the 
end, "Would you like my help to implement?" If yes, great. If not, 
great. I've given you a lot of tools that you can move forward with by 
the end of that conversation. So, it's not a sales pitch, but it does often 
bring me new clients. 

Pat: All right. Well, tell our listeners how they can stay connected to you. 
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Regina: All right. So, one thing I'd like to suggest to your listeners is that I do 
have a Facebook group that they might be interested in joining. And I 
provide a lot of value in that group, including a five-day bootcamp 
that we just finished this week. Everything that we do inside of the 
group is free. The group is free. But I'm in there every day providing 
value in a live Facebook conversation. And it's called "Entrepreneurial 
Leaders Making a Difference" because that's who I like to work with. 
So that's the name of our group. And we can certainly have that link 
for them here.  

So, that's one way. And on LinkedIn it is Regina Partain Bergman. 
Partain was my former married name. I was married for 44 years, and 
then my husband died, and I was fortunate enough a couple of years 
later to remarry. And so, both names are in there. And then you can 
also email me regina@bridgeportstrategy.com. 

Pat: All right. Thank you, Regina. I appreciate that.  

I think the major takeaways that I got from this program is to be aware 
that because there's a high failure rate already in businesses and it's 
intensified right now, it's important to take those practical strategies to 
heart. Not to be like the turtle pulling your head back in your shell and 
saying, "I'm paralyzed by the fear of what's going on." But to stay 
connected to your clients, call them. Don't send them emails. Don't 
leave voice messages where every sentence starts with, "I do this, and 
I do that" as I told you about the email… the voicemail that I got. But 
show concern to your clients, ask how they're doing, ask how you can 
do something to help them. What is it that they need?  

And then Regina talked about realigning your strategies, not 
necessarily pivoting, but realigning what you're doing so that you are 
meeting the needs of what's going on with your clients right now. This 
is not the time to stop marketing. This is the time to continue a steady 
flow of reaching out to people, whether that is through blogs that you 
write for your website, or ads that you place, or phone calls that you 
make to your ideal clients so that they see you as a helper and 
somebody who's concerned about them because they're hurting too. 

Regina: Absolutely. Great summary.  
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Pat: Thank you. And Regina mentioned that she offers a free call to help 
you look for that money that's hidden in your business to see how you 
can survive and thrive in the time that we're dealing with right now. 

Regina: Right.  

Pat: Perfect. Well, thank you, Regina, for being on the show. I appreciate 
it. And would you like to show us something?  

Regina: I would like to show you something. So, I would love to give your 
listeners a gift. And I have here a book called Generate Cashflow 
Quickly: The 10 Secrets to Creating Profit Now, which is going to 
give them a leg up. Again, this is part of the work that they need to be 
doing right now to come out of this viable and better than they went 
in. And so, I have an offer for your listeners if they would like a free 
copy of that. What I've got for them is a free PDF of it, so they can 
just download it. It'll come in their email and a very simple website 
for them to go to, to get that download.  

Pat: Okay, and what would that website be?  

Regina: That website is… it's Bit.ly, bit.ly/cashflowquickly, bit.ly. 

Pat: Bit.ly/cashflowquickly. And if you're watching this interview on 
YouTube, I'll put this below the screen so that you can see it. If you're 
listening by audio, remember that link that Regina has shared 
bit.ly/cashflowquickly. Perfect.  

Regina: Excellent.  

Pat: Please be sure to subscribe to Legal Nurse Podcast. You can do that 
by going to the platform where you're listening now and keeping up 
with us. We release a new interview every Monday. We also provide 
the interviews on podcast.legalnursebusiness.com where you can also 
take advantage of our bundles of shows based on the most 
downloaded shows in six categories. And you can sign up to receive 
those. Those are free bundles, and we include a mini book, so you can 
take notes and be able to record your insights that you get from each 
of our shows.  

Thank you so much for listening and thank you for being here, 
Regina.  
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Regina: It was my pleasure.  

Pat:  Bye to you and bye to our listeners. 

I’d love for you to be among the first to get my newest book, Networking for 
LNCs. Get your copy by going to LNC.tips/networkingbook.  

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. 
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. 
 

 


