
Copyright 2020 The Pat Iyer Group podcast.legalnursebusiness.com 1 

403 
Smarketing Your Business 

Evie Hernandez 

Pat: Hi, this is Pat Iyer with Legal Nurse Podcast and today we're going to 
be talking about a new word that I just learned which is "Smarketing," 
and we'll find out from our guest what that means. One of the things 
that we always must focus on as we build our legal nurse consulting 
businesses is how are we attracting and retaining clients, and today 
we're going to focus on that attraction part.  

The person who is on my show is Evie Hernandez. She is a strategic 
growth speaker with Bizniversity. She empowers professional 
speakers and other business owners, (and you're in the category of 
other business owners), to grow their digital presence and increase 
their online sales by effectively integrating sales with marketing to 
attract, capture and retain affluent clients. I liked that part, Evie, the 
affluent clients' part, because we all want our bills to be paid. 

I met Evie when we were both at the same National Speakers 
Association Chapter Conference in Fort Lauderdale. And as soon as I 
realized her area of expertise, I asked her if she could join me on the 
show. 

Welcome to the show, Evie. I'm so glad that you could fit this into 
your schedule. 

Evie: Thank you, Pat, and I am delighted that you have invited me. It's a 
pleasure and an honor for me. Thank you. 

Pat: You are so welcome. Well, let's first talk about "SMarketing" and get 
that piece defined and see where that leads us in our conversation. 

Evie: Absolutely, Pat. You know I wish that I had made up the word, but it 
wasn't me. But I use it a lot, and it's actually the methodology that I 
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teach, and I practice. And basically, it means the integration of sales 
into marketing. So, as you said, I'm a strategic growth speaker or a 
specialist, and I help with marketing. And many times people think of 
marketing and they forget to add a little bit of more sales copy or 
sometimes I call it a little sauce, the secret sauce, which is the "S," 
which is the sales. And sometimes we forget to add that in everything 
that we're doing online. So, smarketing is the integration of that sales, 
that sauce, that sales into marketing. And so, we call it "Smarketing." 
So, it's a little "S" marketing. 

Pat: Can you give us an example of what you mean by forgetting to add 
the sales into the marketing copy? 

Evie: Absolutely, and not just into the marketing copy. It could be into 
anything. So, I'll give you a few samples.  

My life partner and business partner, my fiancé, Gabriel, he has been 
writing. And he is a pretty good writer. He's been writing for a long 
time. When he started working with me, he would write beautiful 
copy for magazines and what have you. But when he started writing 
for emails, for blogs, for websites, there was no marketing or sales in 
the copy. He was just telling things, just writing about it. And so, I 
had to tell him. I said, "Let's add a little bit of sales and marketing into 
that copy to juice it up." 

There's a chapter here in Florida of book authors and they invited me 
to speak specially because of the smarketing component. Because they 
were writing a lot of books, and many of them had tons of books. But 
when they were writing their marketing copy on their lead capture 
pages in their blogs, in their email marketing campaign, and their 
social media, they were giving bits and pieces about whatever their 
book was independent of the topic. And so, I came on, and I was 
teaching them how to add a few words here and there so that when 
they wrote marketing copy to sell their books, they would add a little 
bit more sales into that copy to make it a little bit more juicy, more 
interesting, more appealing, to help it to sell itself. 

And I think that a lot of people, and I give you the example of these 
two because they're writers, and both my fiancé and the group that I 
spoke to were authors who write and write very well. They wrote 
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many kinds of books. I met one of them who wrote wonderful, 
beautiful stories—but they weren't selling their books. 

So, that's to give you an idea of what marketing copy can do. And 
that's also applicable when we talk about people networking. 
Sometimes people are networking and either (a) they're extremely 
pushy or (b) they're just friendly. So, there's a balance, a combination 
of, "Yeah, we're connecting, and this is what I do. This is the way I 
present it." 

I teach some people how to use NLP (neurolinguistic programming) 
phrases, both for networking and in their marketing copy because 
sometimes it is easier for them to understand this marketing. So, for 
those of you who may not be familiar with Tony Robbins, he uses a 
lot of neurolinguistic programming, and it's usually with words that 
we can use it. It can elicit some sales almost unconsciously. It helps 
those of us who perhaps don't want to be too pushy or straight out and 
say, "Why don't you just start working with me?" or "Why don't you 
buy from me?" If you start seeding in your copy or when you're 
talking to someone, then usually you're more successful. That's what 
we at Bizniversity refer to as smarketing. 

Does that make it clear, Pat? 

Pat: It does and now I'm intrigued by the idea of using neurolinguistic 
programming. I know there's a man whose coaching program I was 
exposed to, and I purchased one of his courses, which resulted in four 
days of exposure to him in San Diego. And one of the other people in 
the room said to me, "That guy uses so much NLP in his sales 
approach that I have to literally walk out of the room because I feel 
like it's a magnet that's pulling on my wallet." 

Evie: Exactly. I'm a marketing expert, and sometimes people may perceive 
it as something negative, because there have been many experts who 
are master NLP practitioners like me that have abused it. I've never 
abused it. I always teach it and use it to leverage it in marketing copy. 

However, I did a training this week for a speaker who loves speaking 
and gets paid to speak but wants to learn how to sell from the stage 
when she does her own programs. So, I was teaching her a few little 
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words that you can use because it is a tool. So, like any tool, you want 
to use it correctly and not abuse it. 

Pat: Well, I appreciate that explanation, and I know that that's going to be 
fascinating to our listeners. I know when we talked about this 
program, you had a phrase that we wanted to focus on when it comes 
to marketing. And the phrase was "Strategy precedes tactics." I 
wondered if you could break that down for us and tell us what is 
marketing strategy, and what are marketing tactics, and why does 
strategy always come before tactics? 

Evie: Absolutely. Let's say I'm going to refer to something that may be 
relatable, if I may. I used to be in the pharmaceutical industry, and in 
the pharmaceutical industry they teach you how to "detail a doctor." 
So, you have a set of marketing collateral, which is interesting 
because I created the marketing collateral. And we would train the 
salespeople, but the component that was missing was when they were 
new in a territory. Now they have the tools, let's say the marketing 
piece, eventually they want to sell medications to the doctor. But they 
didn't have their own little strategy.  

• "How were they going to penetrate?"  
• "How were they going to first introduce themselves as a 

personal brand to that region, to those set of doctors, to that 
practice?" 

In Bizniversity, we have something called the strategic role system. 
And I have an infographic that shows this nurturing process that is 
part of the attract, capture, retain, our tagline, which is also part of our 
system. And many times, people begin with a tool. So, what I mean 
by that is specifically: Let's say today we were talking only about 
email marketing. And I'm going to refer to that because most people 
know that I've been teaching email marketing for 12 years. 

Email marketing is a tactic. A tool for email marketing could be 
Constant Contact, Mailchimp, Robly, Kajabi, whatever you want. 
Many times, people start backwards. They say, "Oh my goodness, 
someone told me that Constant Contact and Kajabi. were so great." 
And they figure, "Okay, I have a tool. I'm going to go out there." But 
now before you even start implementing that tool, you really must 
think,  
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• "How am I going to position myself?"  
• "What do I want to be known as?"  
• "What is the message that I'm going to portray?" 
• "How am I going to deliver this message?"  

Ultimately, you want to start with the end in mind. But not the end 
thinking about just a tool, but the end to begin the strategy.  

• "How do you want to be known?"  
• "What do you want to be known for?" 
• "How do you want to…?" 

I always say that you've heard the saying, "If you can't be first, be 
different." And I added to that, "If you can be different, be 
memorable." So, part of your strategy when you're starting this 
relationship where you want to connect, you're thinking, "How am I 
going to be different and memorable? How am I going to deliver 
value?" 

So, the strategy then must proceed the tactic, whatever tactic it may 
be. Let's say you want to start email marketing, and you start with a 
tool of Constant Contact. Before that, you must think about,  

• "Well, what is it that I want to write about?" 
• "How do I want the tonality of that to sound?" 
• "What type?" 
• "Do I want to deliver value? 
• "Do I want to just get right to it and say, ‘Listen, this is what I 

have. This is what I want to offer?’" 
• "Do I want to develop a relationship?" 
• "Do I want to walk them?"  

I usually say in your strategy you should have at least a seven-step 
component, especially when you're in the process of selling someone 
something, be it online or your service or a solution. So, there must be 
a process. There must be a plan, which usually does start with a goal 
in mind. So, when you know what your goal is, now you can start 
strategizing, and ideally you want to write down your strategy.  

And then within that strategy you'll start saying, "Okay, for me to 
accomplish this goal, I'm going to write out this plan. And this plan is 
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going to include the following tactics," and that may be email 
marketing. That may be telemarketing. That may be text marketing. 
That may be podcasting. So, these may all be tactics that you use in 
your strategy. 

Does that help to understand it? 

Pat: It does, and as you were talking about your role of being a 
pharmaceutical person, it makes me think about the number of times 
that legal nurse consultants are focused on their strategy of meeting 
attorneys. Sometimes they're going into the attorneys' law firms, 
hoping for a few minutes of the attorney's time. Sometimes they are 
meeting attorneys and networking situations, as you alluded to earlier.  

But in all those encounters, that legal nurse consultant is a stranger to 
the attorney. And I know you've got little tricks up your sleeve. If you 
talk to difficult doctors, it's not a big leap to talk to a difficult attorney. 
What can you share with us about warming up that relationship when 
that legal nurse consultant is meeting an attorney for the first time? 
The strategies worked, that person is standing in front of the legal 
nurse consultant, and now we're trying to create that relationship so 
that the attorney will want to listen, learn more, and ultimately hire the 
legal nurse consultant.  

Evie: Absolutely, and when we're presented with that opportunity, because 
that is in fact an opportunity, and let's say this is your first time, your 
first moment. I'm going to say, of course, we all know the first 
impressions can be a lasting impression, and maybe that could be our 
goal. I want to make a lasting impression. I want my first impression 
to be lasting. So, we want to really connect. And by connecting, when 
we think about connecting, we must think about, "How can I better 
serve or help? How can I help this person?" 

So, the first thing I would do, which I used to do because I did both 
marketing in pharmaceuticals, and I was also out for a while when I 
was talking to doctors. And so, the first thing is to listen, as in any 
opportunity. When you're networking, the best networkers are 
listeners. You want to listen. Part of your strategy needs to be coming 
up with questions that are engaging questions that elicit the type of 
responses that you are going to be prepared to answer. 
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You may do a little bit of chatter, but you want to have some very 
strategic questions. So, it could be something like you know, "When 
presented with this type of whatever, whatever, in your experience 
how have you handled that, and what is your suggestion to handle it 
better?" or "What is your challenge with that?" Depending on what 
that person says, then you know yours could be a case study, 
something that you were presented with that you can connect with 
them, saying, "Yes, I know how you feel. I had that same experience." 
And we go back to that feel/found method, so I know because I 
experienced that.  

And it's interesting that you handle that challenge that says, "This is 
the way that I handle it, and this is how I help people like you handle 
that particular challenge," and/or you may say something like, "May I 
present some ideas? All those ways that you presented and share with 
me are great. Can I share with you a few that have worked for me or a 
few that have worked for my clients?" 

You're delivering value right away. You want to be strategic in 
planning in advance, which a lot of people don't do, even for 
networking. You want to be strategic in planning in advance who you 
want to meet, why you want to meet them, what questions you're 
going to ask, and how you position those questions to elicit the 
responses that are engaging, so that you can offer solutions,  so that 
you can offer value. 

So whether it is 30 seconds, three minutes, or 30 minutes, that they 
feel, "Wow, I need to find out more about Pat because she said 
something to me when I shared with her that really made me think, 
and now I'm intrigued."  

Does that make sense?  

Pat: It does, and that's a very nice formula for engaging that prospect in a 
conversation while at the same time subtly demonstrating your 
knowledge and expertise and usefulness to that person without 
shoving your hand in the person's face and saying, "Hire me! Hire me! 
Hire me!" 

Evie: Absolutely, and it's interesting because many times in networking 
events or even meetings where you're going for training, you happen 



Copyright 2020 The Pat Iyer Group podcast.legalnursebusiness.com 8 
 

to meet other people that are your potential clients, sometimes people 
make the error or just put the business card in the front. And, they 
should wait and talk to people, listen to them and ask good questions 
and see what happens. And then offer your business card. And you 
know it's interesting because this is a little NLP technique that I'm 
going to tell you about.  

Sometimes when presented with that situation, people forget to ask 
you about you. We've made the conversation all about them. They 
forget because, of course, we're all about us, right, so you must be 
very conscientious. So, sometimes it's happened to me where people 
forget to ask me, "Well, what do you do? What is it?" Because we're 
so into the company, we're so engaged, and they're all into the "it's 
about them" that I use the phrase "by the way." And I say, "By the 
way," which is an NLP technique. And you say, "Who do you know? 
Who do you know? " They could be good, right, but you don't tell 
them, "If you ever feel like you need help…" You say, "Who do you 
know?" instead. 

Let's say I'm going to give the case of speakers. I meet a speaker, and 
then I say, "Well, who do you know who teaches and trains online 
who may benefit by joining one of our online seminars to learn how to 
generate more sales online from their online courses? I have an online 
course coming up this week and I would love for you to refer me to 
that person or to give my business card, here you go, to that person." 

So, it's a little bit more subtle, less pushy. Would you agree?  

Pat:  Uh-huh.  

Evie: "Well, by the way, who do you know who may benefit from…? You 
know it's them, but you want them to recognize it. Many times, 
people, unless they're totally oblivious, which could happen and it has 
happened to me, many times people will say, "Oh me, that's me, so, I 
need to call you." You know they'll say that, and that's what you want. 
You want people to suddenly have this realization of the obvious. 

Pat: So, just to capsulize again, the three-part strategy that you just went 
through when we are creating that relationship, can you give us those 
three parts again, and then I have another question for you.  
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Evie: Okay, so the first part is like I said, you want to attract. You want to 
attract, and the way you become more attractive is by listening and 
being engaging. You want to capture their attention by offering value 
right away. And then you want to keep and retain their attention, 
because you're giving so much value, but it's not just information. It's 
engagement that brings them in.  

And then, of course, you want to get their attention by this idea of, 
"By the way, who do you know?"  

Pat: Okay, let's say we have that attorney's business card. We have a desire 
to follow up with that person. We've done our sorting and screening 
and realize that this person is indeed a viable likely prospect who 
practices the type of law in which a legal nurse consultant can be of 
value. What do we do next week? What about the follow-up? "How 
do we stay in touch without being a pest?", which is a big fear of legal 
nurse consultants. 

Evie: Part of your strategy should be to have valuable offers or valuable 
content. We're not going to call it that for our prospect, we're calling it 
that for us. Give them the card. And on your card, you should have 
something of value. But if you have it in advance, it's even better.  

So, for example, I have a series that I created, which I used to give out 
as an eBook, but now I do it as a seven-part series via email 
marketing. And I did that because I found that a lot of people like the 
title of the eBook, and they would download it. And then if I would 
meet them in an event or whatever, or if I would call them or follow-
up, they said, "I forgot totally about it. I got excited and I didn't read 
it," or "I read the first chapter." So, in this case, what I would do is 
either have it on your business card or say, "By the way, I have this 
seven-part series." 

And I mentioned to you that seven is very magical. I learned it early 
on in my marketing career. There's something to do with the power of 
seven in marketing, seven touches, seven contacts when you're 
meeting with people. So, this gives you a reason why you want to 
follow up and follow through. And I want listeners to remember that 
follow-up and follow through; that's part of our strategic growth 
system. You have to not just follow up but follow through. And the 
follow through is either they're in, they're out, or they're staying. So, 
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that's three options. They're in, they're out, or they're staying. But 
you're following through all the way until you know one of those three 
things are going to happen. 

And I personally like offering something like that, especially if you 
don't like to be salesy, and you're seeing a lot of people, and you're 
doing the numbers. So, the more people that you see, you can create a 
funnel, and part of the top funnel could be that three, seven-part 
series. And I'm not saying for you to give up all your good content, all 
your good advice, all your good stuff because you want to give them a 
reason. You want to give them a reason to call you, to email you, to 
say, "Listen." This is a perfect opportunity for you to start dropping 
off information that's valuable to them.  

I would be mindful as to how much because sometimes we tend to 
give too much. You don't want to give too much. Every time should 
be a little bit to whet their appetite. And the seven series, so I do a lot 
of strategical series, should be one that builds onto the other. They 
each are built upon the other, so that the idea is you want to put all 
your heart and all your effort into it, being always cautious not to give 
all of you because you still want them to hire you. You still want them 
to work with you.  

So, you want to give enough to whet their appetite and get them 
curious either (a) to go to the second part of the series or if you've 
done so great even with the first one and you're seeding and putting 
content in there with little bites of smarketing, a little bit of seeds in 
each follow-up of email. Let's say you do this through an email 
campaign, as I mentioned, that either it'll elicit the type of response 
that you want by having them call you or email you, or at least they're 
knowing a lot more about you. 

And then that also almost gives you permission to, at the end of the 
seven series, give them a call and say, "Listen, I'm just calling because 
I know you know that you have been opening the emails that I sent 
you. I sent you valuable information about what you and I talked 
about when we first met, and I'd really love to just get your opinion, 
your thoughts, your feedback on it. What did you think? Do you think 
that can help you in your business? Do you think that's helpful to 
you?" 
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So, have this type of give, but have a set amount of how much you're 
going to give. And have a reason to follow up and follow through.  

Pat: It's a clever system, Evie. Very clever.  

Evie: Absolutely. And the thing about a system, and you know our system, 
we have been getting better and better and better. And I used to say 
every year, but it’s with every client. With every client that we work 
with, we get better and better and better and better because we tweak 
it. We look at what's working, what's not working, and we look at 
what did we do different.  

Like I had a client this past month that had been doing online sales for 
the longest time. And this month, the first month that we started 
working, they did the most sales ever online. And I started looking, I 
said, "Wow," and then I look at another client and I say, "What did I 
do different that this person was able to get five-figure sales. And 
usually with this other person, we haven't broken that 10,000-barrier 
for online sales."  

So, I'm always tweaking it, and that's what I always advise to people. I 
always say, "Develop your own strategic growth system and always 
go back and look." If you had an awesome month, look back. "What 
did I do different? Let's see, let's try it again this month." If you had a 
bad month, same thing. "What did I do right? What did I do wrong?" 
Always be perfecting your craft, perfecting your system, your plan, 
your strategy. 

Pat: Our time is up, Evie, and that was probably the fastest 30 minutes that 
I've been through recently.  

Evie: Well, that's good, right?  

Pat: Yes, it is. I really appreciate that. I know that some of our listeners are 
going to want to go deeper with you. Can you tell them how they can 
stay in touch with you?  

Evie: Absolutely. I say that it's simple to really grow your business. And the 
simplest way to grow your business with me is to book a strategic 
growth session and the best way is to contact me at 
Evie@Bizniversity. That is spelled like university. You drop the "U" 
and add "B" as in boy I-Z, so B-I-Z-N-I-V-E-R-S-I-T-Y, Bizniversity. 
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My name is Evie, that's E-V-I-E. Email me at 
Evie@Bizniversity.com.  

You're also welcome to visit strategicgrowthsession.com. And that's 
the first step to get you started because we need to develop your very 
own strategy. We need to customize it to fit your persona, your 
personality of course, and to fit your business and your business 
model.  

Pat: Perfect. All right, I appreciate your time, Evie, and your expertise. I 
know you've given us some valuable tips. They have helped us focus 
on smarketing, not ever losing sight of the fact that we've got to 
combine our sales attention with our marketing attention. And really 
focus on our strategy to figure out when we meet an attorney, what 
should we be saying that will capture the attorney's attention. 

And in a comfortable conversation where we're focusing on asking 
that person questions and empathizing with him or her and offering 
some additional information of value. When we do have our business 
card, we should have something in place so that we can stay in touch 
and nurture that individual. And then offer an opportunity for more 
conversation. 

Evie: Absolutely. And you know what, you just reminded me, and this is 
something we can talk about for the future if you like. I used to do a 
training, and I haven't done it in a long time, which uses NLP, and it 
talks about the different personalities. That might be very useful for a 
training or something in the future for understanding how we connect 
with different personality types from an NLP viewpoint, looking at it 
as NLP.  

That may be very useful because even though they're attorneys, it's 
great if you can recognize are, they visual learners, auditory, and how 
do they engage. And there's a few tips and tricks that in a one-hour 
seminar or training I can do to teach you just to look for a few little 
things so immediately you connect. Because that first encounter, you 
need to really connect. It's techniques to help you connect.  

Pat: Excellent. Thank you so much for being on the show, Evie, and thank 
you to our listener for being part of the show. I know that you might 
be walking your dog, cleaning your house, driving to work, doing 

about:blank
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something while you're listening. One of the legal nurse consultants I 
spoke with recently said she loves to be able to take notes because she 
gets such great valuable tips from the podcast, so I appreciate you 
investing 30 minutes with me.  

Be sure to be back next week for a new guest interview and thank you 
for your attention.  

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. 

 

 
 




