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Pat: Hi this is Pat Iyer with Legal Nurse Podcasts. Today we're going to be 
talking about selling, a subject that intimidates and puzzles many legal 
nurse consultants. I have with me Tiji Thomas who I met on an 
Internet Marketer's Cruise, a great way to have a vacation and to do 
business at the same time.  

Tiji is an extremely fortunate person. He's been around successful 
people all of his life and he has found great models to emulate that's 
given him a platform for success. He is originally from Philadelphia 
and lives in Houston. He has degrees in math and engineering, but has 
been attracted to sales and the selling process pretty much his entire 
life.  

In the 12 years that he spent before going online he has produced over 
$150 million in revenues for the corporate company that he used to 
work for and probably “used to” is the operative word in that 
sentence. He has produced multiple millions in annual revenues using 
the same system that he teaches students today.  

Tiji finds that the selling process is a lot easier when you understand 
the steps and the psychology in dealing with your future customers. 
We'll be talking about some of these steps and the mindset today. 
Welcome to the show, Tiji.  

Tiji: Pat, thank you so much for having me. I'm very excited to be here.   

Pat: You have an interesting background of going from math and 
engineering into sales, which is not a transition that many people 
make. How did you get started in sales? 

Tiji: That's actually a great question and I do actually get asked that a lot. 
They are like, "Wait a second, you're dealing with numbers. It seems 
like an analytical type of background and all of a sudden you're going 
into sales." That's a lot of emotional type of selling - really what most 
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people do. They get the profits for their company and most people 
think, "Wait a second, how does those even correlate?" 

I have always been a student of human behavior and human 
psychology. I was always even when I was a young child very 
curious. I always wondered why people do the things that they do. 
When I graduated from college I had a bunch of side businesses and 
part-time jobs that I did, but my first real job was as a math consultant 
in the inner city in Philadelphia.  

We used a style of teaching. It was a self-esteem program, so I worked 
with a lot of inner city children, a lot of single parent homes. It was a 
great program because we really were looking to show, not just the 
children but the educators what potential these kids had. The 
interesting thing was we used a style of teaching called the Socratic 
Method of teaching. If you're familiar with Socratic or Socrates, you 
will know he was a philosopher from years ago who asked questions 
of the students and that's all I did.  

All I did was ask questions. It really honed a lot of what I do today 
and what I teach my students. Yes, I was always able to distinguish 
and keep both worlds separate I guess is the best way to say it. Since I 
started at such a young age asking questions, being very inquisitive in 
nature and then studying people and the reason why they say the 
things they do (yes, no or whatever it may be) it really was something 
that was eye opening.  

I think my strength was that I was able to keep those two worlds 
separate because sales is really not about analytics. It's really about 
people and that's one thing that I had insight into at a young age that I 
was able to carry through even to today.  

Pat: I've heard attorneys talk about how law school uses the Socratic 
Method as well, so you have that in common with the people who 
legal nurse consultants are marketing to and then want to close sales 
with.  

Some people associate sales almost as a manipulative dirty word. 
Manipulative, high pressure and I'm sure you've heard the term 'used 
car salesman'. You know that's not a positive term the way that it's 
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typically used. What do you think about those implications that selling 
has to be high pressure and manipulative for it to be successful? 

Tiji: That's actually the way that I was taught also. When I first came into 
the world of selling I liked sales. I had done different forms of selling 
and then when I got into certain companies the high pressure tactics 
were always used. In fact what they would say was, "You know what 
people are going to say no. Just get used to it. We're going to teach 
you how to overcome those no's."  

I was really getting taught just a lot of techniques and strategies that 
were almost getting people to just say no. We then would focus a lot 
of our training on, "Okay you got your no, so let's show you these 
slick ways to overcome it." I think that's where really the world of 
selling really got a bad rap.  

If you think about sales, it's so difficult for our society or our economy 
to survive without selling or without sales. Sales is just a backbone of 
that. If you have a product and you have a market, there needs to be 
some kind of connecting there to make sure that there's a flow of 
money that is coming into those companies to create jobs.  

It's just so many things that are created from selling, so I always 
looked at it as a personal responsibility. I was thinking that I had to 
find a way to get people the value that they are seeking without 
tarnishing the name of this really amazing profession. I did not like to 
do high pressure. That's what was taught to me and I kept telling 
myself that there's got to be a better way.  

The way that I looked at it was, "How can I sell to people? How can I 
approach people in the way that I want to be approached?" The thing 
is most high pressure sales people who are out there Pat never want to 
be sold the way they sell. I always thought that was very funny. I was 
like, "Wait a second, you don't want to be sold but you want to sell 
other people like that?"  

The thing is at the end of the day a lot of time people say it's about 
conversions. It's about making money. If you're a nice person and 
you're not making any sales, well that doesn't really make any sense. 
A lot of times people justify that behavior or that attitude by saying 

Copyright 2017 The Pat Iyer Group www.legalnursepodcasts.com No Reproduction 3 
 

http://www.legalnursepodcasts.com/


"We want to make money". Whereas when I teach students and I work 
with people I teach a no pressure method that's based on a good 
customer experience. It's about asking the right questions at the right 
time and getting people involved, but the main thing is you're selling 
the way that you want to be sold.  

I'm going to tell you Pat that I don't suffer any sacrifice in sales or 
conversions. The way that I was able to get those nine figures in sales 
for the company I used to work with is by using exactly what I share 
with my students and to this day that's what I do. I have a community 
that I'm building of people who are wanting to sell or just even talk to 
people like that. I don't get objections. I don't get refunds. I don't get 
complaints.  

It's exactly the opposite. I get people who are wanting to give out 
testimonials that they love the buyer experience. When I'm teaching 
people just like your audience it's very natural the way the sales 
process work. It's very intuitive and very natural. It's almost like, 
"Man I can't believe that this actually is getting people to buy our 
product or service" because all I'm doing is dialoguing with someone 
who I care about. I want to help them and at the end of the day that to 
me is the best way to sell.  

You go to sleep with your head on the pillow without worrying about 
losing any sleep or wondering, "Man, am I doing what's right for other 
people?" At the same time you're making money. To me it's been a 
win-win situation and it really has helped take away that stigma that's 
out there of high pressure sales in the process.  

Pat: I think a lot of people in our field who come out of a legal nurse 
consulting program believe that if they make phone calls and they 
send out letters or they drop in on attorney offices that they will 
automatically get welcomed, that people will be interested in what 
they have to say.  

Tell me about what you see in terms of the cold letter, the cold visit or 
the cold phone calls? Are they working? 

Tiji: When I deal with my students we talk about creating a warm 
atmosphere. I've done cold calling before. I've actually worked with 
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companies that are used to doing cold calling. What I always get them 
to implement is something to turn that coldness into a warm situation. 
It's the same analogy that I talked about with the high pressure. The 
other thing is also unwanted attention.  

Let's say you're walking into a retail store to buy an article of clothing. 
The salesperson comes right to you and they say, "Can I help you? 
Can I assist you with something?" If you have no feeling that you 
want to get helped, you're going to reply, "No I'm just looking. I'm not 
interested" or whatever the thing may be.  

When there's a situation where there's that cold or unwanted presence 
that's coming to you, it sets you off really quickly. The same thing is if 
you are going to an office where there's no request for your service. 
The same thing can happen. You can hear, "Okay well just leave your 
stuff with me. We'll get back to you. We'll think about it. The attorney 
is busy. We'll just find a way to get back to you at a different time."  

You're going to get those same things, so when I talk to people who 
do those type of efforts is to advise, "What can you do to turn that into 
a warm type of situation?" There are ways to do that.  

Now I'm an online marketer. I'm in that market. I've got different 
companies, but pretty much of what I do is online. I do have a 
segment that I use direct marketing, direct mail, postcards and things 
like that. If you're trying to get an audience that you know you're 
trying to get in front of, there's a few things that you can do to turn 
that cold situation to something that's warm.  

One is that you can use postcards. Are you familiar with what "Lumpy 
Mail is, Pat? 

Pat: I know the term, but I think our audience would appreciate it if you 
would define it.  

Tiji: "Lumpy Mail" is something that most people probably have gotten at 
one time or the other. One of the main things that usually a lot of car 
dealers or car companies will do is that they will send you an 
envelope. They won't even put in the return envelope. All of a sudden 
you look in it and say, "Wait a second, what is that? I feel something 
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that's in there." You open it up and there could be like a key inside.  

Inside there's a key to the future car or the key to your future. It could 
be just a plastic key that they want me to come in and test drive 
something. I'll get a thousand dollars off. 

"Lumpy Mail" is really something that will make people open 
something up. It’s just lumpy and that's kind of what it means. It could 
be a lot of different things in there. If it's a painting contractor, they 
could actually put a paintbrush inside like one of those air express 
envelopes.  

What I've seen a lot of students do to turn the situation into something 
warm is that they will maybe take a FedEx envelope. You can actually 
send FedEx or priority mail, which may not be that expensive to do. 
Priority express mail gets a little more expensive, but you can actually 
take those and drop them off at the actual attorney's office. You can 
put something inside.  

We don't have the time right now to go into different types of "Lumpy 
Mail" people can use, but you can actually just go to Google and just 
do a "Lumpy Mail" campaign or just check out "Lumpy Mail" to get 
different types of ideas.  

The main point is to get past that gatekeeper to the attorney. The 
attorney is not going to be standing right in the hall when somebody 
walks in. You can then create a little one page resume or one page 
kind of an elevator speech on paper just to get the attention of the 
attorney. Put your contact information on it. Let them know not the 
features of working with the legal nurse consultants, but the benefits. 
Don't just start listing down your resume, but what's going to happen 
if the attorney brings you as part of the team.  

The legal nurse consultants are medical experts really. They are part 
of the team, but they are experts. Let the attorney know what you can 
do as that expert on their team who is going to make their life a lot 
easier. Let them know how you've helped other people in the past, 
how they can be a vital part of the team that they can access at these 
hours. It could be hours outside of the typical legal nurse consultant 
applicant.  
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You start looking at different things that you do to make their life a lot 
easier and really at the end of the day that's what they're looking for. 
They are looking for people to come on in to become a seamless part 
of the team that's going to give some sort of benefit to that person. 
They're looking probably through a lot of applications, so if you're not 
using a warm market funnel where you have people, maybe go online 
and do like a survey or some sort of online type of marketing to get an 
attorney to reach out to you, Then you can use something as simple as 
"Lumpy Mail" that you can drop off.  

"Listen if you can give that to attorney John Smith that will be greatly 
appreciated" and then you can just drop off an envelope, a little air or 
express mailer or even a priority mail envelope just to pique their 
curiosity. I can assure you that most people are not doing that. Most 
people are just dropping off business cards. They're dropping off 
resumes and then they will pretty much go into the circular file very 
quickly because they may have a stack of them to look through.  

Does that make sense?  

Pat: It does. It makes me think about a lumpy campaign that I did one time 
for my legal nurse consulting business. My sister owned a crystal shop 
in Manhattan and she was able to get bulk chips of tiger-eye, which is 
a stone that's associated with winning. I put these on a card and the 
card said, "Are you stuck between a rock and a hard spot? You want 
to win your case? Have our assistance as legal nurse consultants to 
help you increase your chances of winning." It was definitely "Lumpy 
Mail". It just went out in the regular U.S. mail. We got some phone 
calls and reactions as a result of it.  

Can you be both a nice person and an effective salesperson? 

Tiji: The short answer to that is yes and the way that I teach my students is 
to do exactly that. The way that I let people know the way a selling 
situation can be is imagine if a family member, somebody close to 
you, maybe one of your best friends reached out to you. They are 
pouring out their heart to you and they're saying "Listen, I need your 
help. I need you to listen" and you as that person are listening to them. 
You're listening to what they have to say and hanging on every word. 
Ask some follow-up questions. That is what is missing in a sales 
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situation for the most part.  

Now I'm also a consumer. I'm not just in sales. I'm actually a 
consumer and I can tell you when I’m in most selling situations where 
I'm looking to buy it is extremely rare where I get someone who 
listens to everything that I have to say. When I teach people the 
specific 4 Step process that I use, what happens is I tell students you 
want to discover the needs of your future customers before you 
present what your offer or service is. Unfortunately most people forget 
those two. What they do is that they start presenting what they have 
without finding out what the needs are.  

It's like if a friend starts coming to you and starts telling you about 
their problems. "You know Pat before you start telling me your 
problems let me start telling you how great I am and the solutions. 
What great of a friend I am. I'm going to tell you all the solutions. I'm 
pretty much sure I know what you're going to tell me. Let me give you 
all these solutions." 

It doesn't make any sense in that example, so it shouldn't really make 
any sense in a selling situation either. You should never start offering 
advice and part of the issue is a lot of times people love what they do. 
They love what they do and there's nothing wrong with that. There's 
nothing wrong with loving what you do or the product or service that 
you own or are offering or representing. You should love it.  

I tell students you really need to like what you do. Your future 
customer will know when you do not like what you're promoting. You 
want to love it, but the thing is that also can be a bad thing because 
sometimes people fall in love so much that they want to lead with that. 
They want to say, "Oh my gosh I wish this person would stop talking 
and let me just tell them how great of a service I have for you as an 
attorney. We can change your life around. Man, when I am part of 
your team you just don't understand. I am going to revolutionize your 
business. I'm going to seamlessly get on your team. I'm going to do A, 
B and C. Before you know it we're going to be making a lot of money 
together." 

Because you're eager to do that, you may not know what those 
attorney needs are. The attorney may have totally different foci than 
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what that person is going to offer without knowing those needs. They 
may be talking about they want somebody they can trust, who can 
work a certain number of hours and is very easily coachable. You may 
be offering something totally different if you don't know those needs. 
Then that attorney will say, "Wait a second. I'm not really looking for 
that right now, but thanks for your time." You can miss out on an 
opportunity that way.  

I tell students you can be nice during this whole process. You can be 
an extremely nice person, but listen very intently to what the needs of 
those individuals are. The more you can listen, the more you can make 
those connections to what their needs are and what you have to offer. 
That's when your conversions are going to go up. All the while you 
can be an extremely nice person.  

If you're a nice person and you don't listen and you're not satisfying 
any of those needs, wants or desires that attorney has, guess what? 
You can be a nice person who gets no conversions.  

Does that make sense?  

Pat: It does. It makes me think of a time when I was exhibiting and I wore 
an exhibitor badge. I walked up to another exhibitor to find out more 
about her business. Without asking me a word she immediately went 
into her sales pitch, which was having people who attend 
examinations that patients get when they are going through litigation 
and they have to go to a doctor hired by the insurance company.  

She assumed that I was an attorney and went right through her spiel. 
Finally about four or five minutes into her sales pitch she looked at 
my badge and stopped herself.  She said, "Oh, you're a nurse. You're 
not an attorney." I think she missed that first step.  

You have me curious about these 4 Steps. Tell us more about that 
process. 

Tiji: A lot of what I teach when I teach it to people they have a lot of ahas. 
They are like "Wow" or "Man, that makes sense. That's so intuitive. It 
just flows." That's what I tell students; it really does. When I talk 
about these four parts Pat, here they are: 
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Here they are: 

● Connecting 

● Discovery 

● Presenting 

● Close  

When I talk to my students in our community we talk about the 
"Close", which is what I call MBO. What it stands for is "Mutually 
Beneficial Outcome". When I'm talking to my students I'm telling 
them, "Listen you need to have a customer-centric focus when you're 
selling. As long as you do that you detach yourself from the sale and 
you're just trying to help that individual out." Your money, your 
commissions and your goals are going to get hit, but you have to find 
a way to get them what they want. 

It's got to be a win-win situation. It shouldn't be a one-sided affair 
where I'm just going to get a lot out of it and they're not going to get 
etc. When I'm coaching my students, I'm always reminding them to 
come back to the "Mutually Beneficial Outcome". That's what you 
want to start calling this close because when you start looking at it like 
that your whole perspective will change. When you detach yourself 
and focus on them, then the money is going to come in. That is what's 
happening with me and it's made a big change in my life.  

When you connect with people, you're basically finding out really 
what's brought you two together and just really finding a lot about 
their hot buttons at that point.  

The "Discovery Phase" is really where the sale is made, Pat. A lot of 
times people think the sale is made at the end when you're actually 
presenting and that's not the case. I will know when I'm done with the 
"Discovery Phase" 80+ percent of the time if somebody is going to 
buy or not because I can tell at that time what their needs are, what 
their goals are, what their pain is and where's that pain coming from. 
From there I will present. Only after I find out what their needs are 
will I present what I have to offer. At the end when I'm asking them 
for the sale it's almost a foregone conclusion if I've met their needs 
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and create a value for them they're going to say, "Yes".  

● Connecting 

● Discovery 

● Presenting 

● MBO (Mutually Beneficial Outcome) or the Close 

That's the sequence that I teach and it's a natural dialogue. It's a 
natural flow and it just makes a lot of sense. That is typically the way 
two people talk who you care about. I need to put that in there because 
sometimes when people are like maybe at the water cooler in an office 
on a Monday after their weekend then Jim Smith comes up and asks, 
"Hey Pat, how was your weekend?" You start talking about your 
weekend and many times Jim is only asking that so he can start 
talking about his weekend. He would say, "Pat, come on let's go. I 
need you to hurry up. I went skiing and all of this and I got to tell you 
about it."  

That's not the type of conversation I'm talking about where you are 
really wanting to help somebody out. You got to listen to what their 
pain is. "What exactly is it that I can do to help you?" 

Make that connection and find out what they want. After you have 
found it out, "Let me share with you what I think may help you with 
that situation and then you have a resolution. How does that sound?" 

That's what I share with people when I'm training and teaching them is 
how to keep that natural flow going. It's a little bit more to it. It's 
really hard to explain just in the few minutes we have here, but there 
is a little more to it. That really is the framework of the structure that 
you would follow. 

Pat: That makes sense because attorneys contact legal nurse consultants 
when they have a problem. They may have too many medical records 
or the medical records are hard to read or they're filled with medical 
abbreviations. What the attorney really wants to know is, “Can you 
give me a summary?”  
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▪ "Tell me what happened to this person."  

▪ "How was he injured?" 

▪ "What complications did he have?" 

"I need that summary so that I can get up to speed and I know how to 
approach the claims adjuster. I also want to know that I've got all the 
information. That there's nothing hidden in those records that could 
harm me. I worked on a case involving a man who slid off a roof and 
landed on his feet. But it turned out that he was legally intoxicated at 
the time he was up on the roof on the job site. That was a piece of 
information that changed the whole case and was hidden in those 
medical records." 

If I understand what you're saying, since legal nurse consulting is 
talking to the client, one of the most important questions is this 
framework of, "What do you need?" 

"What would be most helpful to you that I could do for you?" 

Tiji: If attorney Jim Johnson is talking to Pat Iyer and Pat's trying to get the 
position, that's exactly what I would ask. I would say, "Well Mr. 
Johnson let me ask you this. What exactly is it that you're looking to 
get from a legal nurse consultant? What's the most meaningful thing 
to you personally?"  

You then just want to be quiet and listen to everything that they say. 
Now let's say that he starts talking about how medical records are 
important and how details are, so you got to start listening a little bit 
more. They talk about reading between the lines, but you got to listen 
between the lines. If someone is coming to you and saying, "I need to 
make sure that I get someone on that can look at these summaries and 
not leave anything out," then you can start saying, "Let me ask you a 
question Mr. Johnson. Have you had any problems or have you had 
any issues with past consultants and some of the summaries that they 
have done for you?" 

If he says, "Oh my gosh Pat let me tell you something. I had a case 
once where this happened and that happened." After you listen to that 
then you say, "So if you can find someone who can read these legal 
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briefs and the summaries really detailed so something like that doesn't 
happen again in the future, is that something that would really interest 
you and be one of the main reasons you would hire a legal nurse 
consultant?" "Absolutely, Pat." 

Guess what just happened there? I don't have to sell that's how you 
provide the value for people. That is all that I do. That's all my 
students do and this is why I do millions of dollars worth of revenues 
every month by just helping people out. I practice what I preach. I 
don't just teach the students. I'm still actively involved in high ticket 
sales. I sell products from $10,000 up to a quarter million dollars per 
service.  

I get people who are ecstatic at the end of the presentation. They love 
it. They don't want a refund. The thing is that I listen to what they 
have to say. I ask deeper questions. Remember you care about these 
people, so it's just like I would ask one of my best friends if they're 
crying over to me about something that's distraught I would ask more 
questions.  

Once you find out the best way to help these individuals you ask a 
couple of more deeper questions and then ask them, "So it sounds like 
that's been an issue for you, but if you can get that handled and we can 
take care of those things for you is that one of the main things you're 
looking for in a nurse consultant?" That's how you button that up and 
that's how you get the sale.  

Pat: How can our listeners learn more about you, Tiji?  

Tiji: Pat, I'm not really sure exactly when they will be hearing this podcast, 
but I will tell you that I do have a website. I'm creating this 
community of people who really are just a little sick and tired of a lot 
of the high pressure stuff that's out there. It seems like there's a lot of 
groups and places you can join.  

I have a lot of free content that I give away at my main website. The 
website is Unselling System. What I teach I call it "Unselling". It's a 
contrarian way of looking at sales and it's a no pressure sales 
approach. I do have the main website. It’s http://UnsellingSystem.com 
and when they go to there they can actually sign up for our free 
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newsletter series that I have. It has several videos that go over some of 
the things I just talked about today a little bit deeper. It's really 
nothing to buy. They can just go get that as a free gift.  

Now I do webinars also. I again don't know when your followers are 
going to be listening to this, so what I would let them know is my 
email. It's Tiji@UnsellingSystem.com. If they can email me after they 
listen to this, I would love to know what they think because I want to 
share it with you also because I'm sure you would love this feedback.  

After they listen to the podcast first of all I would love to hear 
feedback as to what you all got out of this, if this is something that 
you feel can help. If you go out and implement the things we talk 
about, I would love to hear about that also. The other thing you can do 
is email me. I do weekly webinars to talk a little bit more about the 
community. I talk a little bit about the community at the website 
http://UnsellingSystem.com, but they can email me and say, "Hey Tiji 
can you also let me know when the next webinar is going to be" and 
then I can definitely let them know that.  

I would love to hear especially after implementation Pat what your 
subscribers got out of this. It's been a pleasure and I would love to 
hear back from you also if they directly get a hold of you.  

In closing I just want to let you know that this is something that I'm 
very excited about. I'm looking at it as a mission to get people this 
information because it really is a different approach. A lot of times 
people don't look at themselves as salespeople. Legal nurse 
consultants, that's a profession.  

It's a very valued profession in our society and this could be lucrative 
also, but sometimes people don't look at themselves as a salesperson 
to get the actual position. I tell students when you can look at sales 
like the way I teach it, it becomes a little bit more like, "Okay I can 
see myself doing that." Even though people don't look at themselves 
as a salesperson the Unselling System makes it very seamless.  

That's one thing that I would love for people to do is start looking at 
that as "I can do this. This is something that makes a lot of sense that I 
can go out and do." I would love to hear from your tribe and yourself 
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as to what type of impact they have had from implementing some of 
these strategies.  

Pat: Thank you Tiji. I think it's a truism that anyone who owns a business 
is in sales. Even if you don't own a business you are always selling in 
one way or the other whether it's your teenage child to convince that 
person to take out the garbage or it's some other aspect of your life.  

Thank you so much for being on the show. This has been Legal Nurse 
Podcasts. Tune in again next week. We'll have another interview on a 
new topic. I so appreciate the listeners who have been giving me 
feedback and have been enjoying this program.  

Related Product 

How to Get More Cases: Sales Secrets for Legal Nurse Consultants 
 

Marketing brings the attorney to your door. 
Sales enables you to bring the case through 
your door. Your ability as a legal nurse 
consultant to fine tune your sales approach 
makes the difference between success and 
failure. In this book, you’ll discover how your 
personality affects sales. You’ll get concrete tips 
for how to successfully sell to attorneys. 
Discover secrets of warming up cold prospects. 

Use the tips in the chapter on successful sales 
presentations to get ready for and ace a meeting 
with an attorney who is considering hiring you 
to work on a case. Lastly, you will get tips for 
closing the sale. 

This book is specifically geared to helping 
legal nurse consultants bring in more cases. 

Order at http://lnc.tips/Creatingseries 

Get a 25% discount when you add Listened in the coupon box at check out.  
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Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 

Explore mentorship opportunities with Pat Iyer at LNCAcademy.com to get more 
clients, make more money and avoid expensive mistakes. 

Invest in the monthly webinars at LNCCEU.com for 2 webinars each month 
designed to deepen your knowledge and skills.  
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LNP 81 

How Do You Describe Your Legal Nurse Consulting Value? 

“Hire me! These are my services!” I see too many legal nurse consulting websites 
that all say the same thing.  
 
Here is language from an LNC whose site comes up on the 4th page of Google. 
This is a great placement, because it is the first LNC website I found after all of the 
ones that market legal nurse consulting preparation programs or employment 
opportunities. But the owner has squandered her real estate. This is what she says: 
 
(My company can) 

• Screen cases for merit. 
• Define the applicable standards of care. 
• Define deviations from and adherences to the applicable standard of care. 
• Assess the alleged damages and/or injury. 
• Identify factors that caused or contributed to the alleged damages and/or injuries. 
• Organize, summarize, translate and interpret medical records. 
• Identify tampering in the medical record. 
• Identify and recommend potential defendants. 
• Conduct literature search and integrate it into the case analysis. 
• Identify and review relevant medical records, hospital policies and procedures, 
other essential documents and tangible items. 
• Identify types of testifying experts needed. 
• Locate and interface with expert witnesses. 
• Analyze and compare expert witness reports and other work products. 
• Prepare interrogatories. 
• Assist in exhibit preparation. 
• Prepare deposition and trial examination questions. 
• Review, analyze and summarize depositions, including past testimony. 
• Develop written reports for use as study tools by the attorney. 
• Coordinate and attend independent medical examinations. 

Be unique in describing yourself 

What makes this LNC unique? What makes her stand out? Is she just a duplicate 
copy of everyone else? Her website sounds that way. What this legal nurse 
consultant did was list the features of her services. “I can do this. I can do that.” 
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Nowhere on her site does she explain how her features benefit the attorney. 
Attorneys want to know that you understand their problems and can describe the 
benefits of working with you. 

Think of it this way: The attorney is far more interested in knowing how your legal 
nurse consulting services will solve his problem. 

Design Your Legal Nurse Consulting Marketing Materials With Benefits in 
Mind 

Consider these steps when designing your legal nurse consulting marketing 
materials: 

1. Outline the problem the attorney is dealing with. 
2. Describe both the current situation and the ideal situation. 
3. Show how the current situation could be improved. 
4. Outline how your services create the ideal situation. 
5. Show how using your services will solve the problem. 

Example: 
Look at how this copy addresses the attorney’s problem. 
^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^ 
You are a plaintiff medical malpractice attorney handling lots of potential claims. 
You don’t know which ones have merit. That person who just left your office 
wants an answer, and fast. She left a stack of medical records with you. You know 
you should attempt to go through them, but you aren’t sure what you should be 
looking for, and who can make sense of electronic medical records, anyway? 
Before you invest thousands into this case, you really need to know what this case 
is about. Was it just a bad outcome? 

You think, “If I just had a medical professional to ask to look at this case, I’d feel 
much more comfortable about taking it.” You’d feel assured that you had a case 
worth investigating. You’d know what to tell the client when she calls to find out if 
you are going to take her case. 

As a legal nurse consultant, I help plaintiff attorneys determine which cases have 
merit. I assist you in weeding out the nonmeritorious cases from those with merit. 

When you give me those medical records, I can pinpoint the issue faster and at a 
lesser cost than having an expert witness be the first medical professional to review 

Copyright 2017 The Pat Iyer Group No reproduction www.legalnursepodcasts.com 2 
 

http://www.legalnursepodcasts.com/


the case. That way you can spend your precious resources on cases with merit. And 
free up your desk space. 

Call me today at 888-888-8888 for help with your medical malpractice cases. 

^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^ 
Make sense? No, don’t copy this and put it on your website. Use this example as a 
way to stimulate your thinking about how your legal nurse consulting services help 
attorneys. Look at your marketing materials and your website. Are you talking 
about the benefits of using your services, or just reiterating the same tired list I 
found on page 4 of Google? Are you talking to your prospect about his problems, 
or just about yourself? 

Many legal nurse consultants send marketing letters to attorneys. Here is a typical 
letter: 

Dear ________, 

We would like to thank you for your ongoing confidence in our services. We 
appreciate your business and look forward to continuing our relationship with you. 

How can we help you now? Do you have cases that you would love to move 
forward and clear off your desk? We would be happy to help make that happen! 
We can organize and summarize the records for you, identify missing records, and 
locate experts. We can also develop detailed chronologies and timelines and 
perform literature searches. If complex medical procedures and terminology are 
slowing you down, let us help with clear explanations and exhibits. 

We enjoy working with you and anticipate the opportunity to assist you soon on 
future cases. 

Enjoy your day! 

^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^T
his letter is not bad, but it could be improved upon. If you look at the sentence 
structure, you see a lot of sentences start with “We”. Here is the issue. Your client 
or prospect cares far more about his or her immediate needs and the benefits 
obtained from your services, than about what you have to offer. By making a 
simple revision, your marketing letter will speak to the client’s needs and the 
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benefits you provide. Don’t assume that the person reading the letter will 
understand the benefits. The revision below spells them out in more detail. The 
formula is “lead with benefits, follow with services”. Start the letter focusing on 
benefits and then add details of services. 

 

Dear ________, 

We would like to thank you for your ongoing confidence in our services. We 
appreciate your business and look forward to continuing our relationship with you. 

How can we help you now? Do you have cases that you need to move forward and 
clear off your desk? We would be happy to help make that happen! 

▪ Do you need medical records organized and summarized so you can get a 
clear picture of the plaintiff’s injuries and quickly locate information? 

▪ Do you need to know what records are missing so that you won’t be caught 
by surprise? 

▪ Do you have a case with a plaintiff who was in more than one accident and 
you need to know which injuries relate to the accident you are defending? 

▪ Do you need well qualified expert witnesses? 
▪ Do you need detailed chronologies and timelines or literature searches so you 

have a clearer understanding of the details and type of care rendered? 

If complex medical procedures and terminology are slowing you down, let us help 
with clear explanations and exhibits. We enjoy working with you and anticipate the 
opportunity to assist you soon on future cases. 

Best wishes, 

Be sure to focus on the needs of your prospect. 
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Related Product 

How to Get More Cases: Sales Secrets for Legal Nurse Consultants 

Marketing brings the attorney to your door. 
Sales enables you to bring the case through 
your door. Your ability as a legal nurse 
consultant to fine tune your sales approach 
makes the difference between success and 
failure. In this book, you’ll discover how your 
personality affects sales. You’ll get concrete tips 
for how to successfully sell to attorneys. 
Discover secrets of warming up cold prospects. 

Use the tips in the chapter on successful sales 
presentations to get ready for and ace a meeting 
with an attorney who is considering hiring you 
to work on a case. Lastly, you will get tips for 
closing the sale. 

This book is specifically geared to helping 
legal nurse consultants bring in more cases. 

Order at http://lnc.tips/Creatingseries 

Get a 25% discount by adding the code Listened when you check out.  
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Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 

Explore mentorship opportunities with Pat Iyer at LNCAcademy.com to get more 
clients, make more money and avoid expensive mistakes. 

Invest in the monthly webinars at LNCCEU.com for 2 webinars each month 
designed to deepen your knowledge and skills.  
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