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How to Get More Clients: Advice from an Attorney 

Wayne Schoeneberg  
 
 

Pat: Welcome to Legal Nurse Podcast, this is Pat Iyer and I have with me 
today Attorney Wayne Schoeneberg. Wayne is a talented individual. 
He's a speaker, a coach, an author, a story teller, a veteran trial 
attorney and a motorcycle enthusiast. He's also a bon vivant, which 
means he enjoys a social and luxurious lifestyle. He describes himself 
as a scoundrel, worst than average golfer and happily married.  

In his past Wayne was an army officer, a radio personality, an 
autoworker, a bartender and a person who jumps out of perfectly good 
airplanes among other things. Wayne, welcome to the show.  

Wayne: Pat, thank you. It's always nice to hear your voice and thank you for 
having me on. I was listening to your introduction and I played golf 
today. Your introduction was very accurate. 

Pat: I see - worse than average golfer? 

Wayne: I'm a terrible golfer. I don't know how you measure terrible, but I'm 
not a good golfer, let's put it that way. I really enjoy it, but I'm not 
ever going to play at Augusta I'm sure.  

Pat: It's good exercise and you're out in the sunshine.  

Wayne: Yes, absolutely. We walked probably about 16,000 to 17,000 steps 
today according to my Fitbit and I enjoy it. It's fine. How are things 
with you? 

Pat: They are well. In putting all these pieces together in your introduction 
I noticed that you've done some very interesting things. When did you 
become an attorney midst all of the chronology of events there? 

Wayne: I wanted to become a standup comic and that didn't work, so I did the 
next best thing and became a trial lawyer. In 1974 was when I got my 
law license. I actually started law school in 1968 when I graduated 
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from undergraduate school at the University of Missouri at Columbia 
with a degree in political science.  

I started law school and the Vietnam War was going on then, so we 
were subject to being drafted since we've lost our student deferments. 
Rather than wait around to be drafted I dropped out of law school 
about half way through the first semester and joined the United States 
Army. I served my required amount of time, came back and started 
law school in 1971. I graduated in 1974 again from the University of 
Missouri at Columbia with a JD, Juris Doctor, so you can call me Dr. 
if you would like.  

Pat: I know that you have a long experience as a trial attorney. What types 
of cases have you tried? 

Wayne: During the course of my life as a lawyer I started out basically on my 
own with a little small office, so anything that would come through 
the door would be my specialty of the moment. I have tried cases 
ranging from water well cases to divorce cases to complex product 
liability cases, medical malpractice cases and criminal cases from 
murder to traffic tickets, as well as some commercial litigation.  

Pat: What do you focus on now? 

Wayne: Right now I'm trying nothing but criminal cases. I have tried in the 
past couple of years to really limit my practice so I can spend more 
time on the golf course, spend more time with my wife and enjoy life 
a little bit more because that's my main purpose. I've cut back now and 
just do criminal cases primarily because they are individually less 
labor intensive. There's less support staff needed. I don't need the 
assistance of a lot of people to go through reams of paper and that sort 
of thing, so that's what I'm doing now.  

Pat: Wayne and I met at the National Speakers Association when we were 
in the same preconference. I had the rare opportunity and experience 
of saying to another person "I'm a legal nurse consultant." Typically 
my next sentence is "That means I work with attorneys who have 
cases involving medical issues." Wayne looked at me with his 
beautiful blue eyes and said, "Yes, I know what a legal nurse 
consultant is. I'm a trial attorney ." 
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It was really nice to connect with Wayne and we just completed a 
course dealing with fear and confidence issues for legal nurse 
consultants (How to Live Beyond Fear: Secrets for Legal Nurse 
Consultants- found at this link: 
http://legalnursebusiness.com/Livebeyondfear 

We'll talk about that a little bit. That's one of Wayne's specialties, but 
first I wanted to really focus on your perspective. I’d like answers for 
a question that I get asked very frequently from legal nurse 
consultants which is "How do I get more clients? How do I get 
attorneys to hire me?" 

I would like your perspective, Wayne, on what you would recommend 
a legal nurse consultant do to get more clients.  

Wayne: As with all things there's no magic wand that can be waved that's 
going to get you more clients. I want to start by what might be 
challenging news and that is the circle of attorneys that are actually 
doing personal injury work seems to be becoming more-and-more 
focused in fewer-and-fewer firms, so let's start with that premise.  

The first thing that you need to do in my opinion is carefully pick your 
market and do some research. Let's say for example that you're living 
in St. Louis and you want to be a legal nurse consultant. I would go to 
some bar meetings and find out. You can go to these bar meetings. 
There are seminars going on, CLEs we call them or Continuing Legal 
Education, constantly. You can find this information out through the 
Missouri Bar webpage for instance and what I'm telling is going to 
apply to all the various states.  

There will be seminars aimed at personal injury attorneys. I would 
start by finding out where those are and attending those. I don't know 
if you even have to pay the registration fee. Go to where the meeting 
is, have some business cards and introduce yourself to some of the 
attorneys there. Attorneys love to stand in the hall anyway. When we 
go to CLEs we spend a lot of time standing in the hall swapping 
stories with each other because they're very boring CLEs to be honest 
with you, so you find a topic that you like and you stay for it.  
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That would be one way that I would do it. You have got to figure out 
who it is that's doing the business. Attorneys really don't understand 
until they have been introduced to legal nurse consultants what a legal 
nurse consultant can really do for them. Attorneys again, Pat, are 
terribly suspect and suspicious kind of people. When you go up and 
hand them a card, and tell them that you're a legal nurse consultant 
they're going to be probably a little standoffish.  

They are afraid you're going to sell them something, so let them know 
what the problem is that you're going to solve for them. Suppose a 
lawyer is doing personal injury work of any consequence at all, that 
just small firm or just the way I started just doing small $3,000 cases. 
You can be a great service to those people by sitting down and 
reviewing the medical records. You know what you do, but they need 
to know that. They need to know that it's going to save them time, that 
it's going to save them money and that you will do it without going on 
the payroll. You can do it on a case-by-case basis for them.  

Now we've talked about cold calling and everybody hates cold calling. 
You have to come up with a method to get past the gatekeeper and 
that's tough. Sometimes it can't be done, to be honest with you. Some 
lawyers are so insulated, for instance when you call my phone 
number, Pat, it rings in my pocket. I don't have a secretary who 
screens my phone calls. If the phone rings, I answer it. I do that of a 
lot of reasons. One is because I like to be of service to my clients. I 
like them to be able to get a hold of me, but there are lawyers who 
won't take a phone call and I run into it too.  

I would call a lawyer's office and I get the "Who is this?"  

"This is Wayne Schoeneberg."  

Receptionist: "What do you want? What do you do?" 

"I'm an attorney." 

Receptionist: "Is this about a case?" 

"All I want to do is find out whether we're going to have lunch." 
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So that's a problem, but cold calling is going to be sitting in your 
office with that list of people to call. It is going to be one of your least 
expensive ways to try to get through. 

Then of course there is email. I don't know the effectiveness of an 
initial email, but there are so many marketing programs available that 
give you little templates as to how to have an effective email to get 
somebody's attention and how to get somebody to pay attention to that 
email that you might want to look around for that. Another problem is 
that you're going to get the info@JoeSmithlawfirm email address and 
you don't know who's answering that.  

I think the most effective way is once you get into one lawyer's office, 
ask them who they might refer you to. Now there are going to be other 
lawyers who are doing the same thing they are doing who will share a 
legal nurse consultant. Lawyers who do personal injury work are sort 
of in competition with each other to get the cases of course, but once 
we're in there we're always sharing information. We're always sharing 
experts, so I would talk to a lawyer, any lawyer that you make a 
contact with and you establish some relationship with.  

"Listen Ms. Jones, I'm very good at what I do and I want to help other 
lawyers. Could you give me the name of somebody else who does 
your type of work and can I use your name when I call them?" 

The lawyer is probably going to give you at least one or two other 
names and of course they’re not going to say, "No you can't use my 
name."  

Those are just some of things that come immediately to mind Pat. I 
recognize that it's hard work getting new clients. I don't know about 
the advisability of taking ads out. I don't know how expensive it will 
be. We have in Missouri what we call Missouri Lawyers Weekly. It's 
owned by Lawyers Weekly and I don't know if there's one in each 
state. You can take ads in there, but I don't know how effective those 
are. You can take ads in the back of bar journals, just like a little want 
ad that mentions who you are. I don't know how effective those are.  

You can contact the various trial lawyer associations and ask them 
about doing an email blast on your behalf. I would certainly do that. I 
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would contact any trial lawyer organization. Now in Missouri we have 
the Missouri Association of Trial Attorneys, which is the Plaintiff 
Lawyers Group. I would call the director of that group if I were trying 
to get business with lawyers and ask them about what meetings they 
have.  

You may want to be an exhibitor at some of these, but that's an 
expensive proposition and I don't know how well that money is spent 
to be honest with you. There may be some way to coordinate with an 
organization to put some print material out at the various lawyers 
meetings. Those are just some of the things that come to mind.  

Pat: Those are great suggestions. I built my business with exhibiting and I 
found that a lot of attorneys want to meet face-to-face the people that 
they are going to be working with. It's easier for them to have a 
discussion with a potential vendor or assistant when they are standing 
and talking to them as opposed to putting out in the trash the 
solicitation letters.  

I wanted to explore something that you said a few minutes ago that 
attorneys don't always understand what a legal nurse consultant does. 
One of the common questions that I've gotten is, "I have a paralegal, 
why do I need a legal nurse consultant?"  

How do you suggest that we differentiate ourselves from the other 
species without denigrating the paralegal? 

Wayne: [Laugh] That's good and I'm sorry for laughing. I've never heard 
anybody say that. To me it sounds ridiculous. It's like going to a 
dentist to have your car fixed. The paralegal’s job may be to organize 
records, certainly. Paralegals are invaluable to a trial team if you're 
using paralegals, but they lack the basic skills that a legal nurse 
consultant does. I fell into using legal nurse consultants when I 
attended seminars as a young lawyer and they started talking about 
using nurses.  

Let me stop here for a minute and go back to what you asked before. 
Offer your services as a speaker at some of these bar meetings. Put on 
a 30 minute presentation that says "Look here's what a legal nurse 
consultant can do for you.” All right, let's get back to where we were.  
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The difference between a paralegal and a legal nurse consultant is 
about the same as the difference between a doctor and a lawyer. Your 
legal nurse consultant comes in, takes your records and tells you what 
they mean. I don't care how smart you are as a lawyer. You cannot 
digest everything that is in a medical record.  

Now I can get a report from a doctor and understand what he's saying 
if he's writing it for me, but in a serious medical case it's jargon and 
it's terms of art that are in there that the experienced eye doesn't see. 
It's no different than taking a lease and giving it to a legal nurse 
consultant. The legal nurse consultant can read it and say, "This says 
that Joe was renting from Jane," but that's all they can tell you.  

My response would be simply, "I think it's wonderful that you're using 
a paralegal. You understand the benefit of using support staff. Good 
for you. That frees your time to do the important work. Now that you 
understand how important it is to use support staff let me work with 
your paralegal to really make your case better." 

Pat: I like that response. It's a tricky question and it's often said in sort of a 
semi-incredulous manner because there are some paralegals who have 
the ability to summarize medical records. The attorney sees the 
summary from the paralegal. The attorney doesn't understand that the 
paralegal  

● may have skipped over concepts,  

● not understood abbreviations,  

● didn't understand the medical terms, or  

● sat there with a Merck Manual in one hand and a dictionary in 
the other, and tried to make sense of what was in that medical 
record.  

Wayne: No question about it Pat. Therein lies the problem. Before I started 
using legal nurse consultants I'm sure I missed all sorts of little 
nuances in medical records. I had dictionaries and shorthand things 
that I would look at, but just seeing it in a record doesn't necessarily 
tell you the whole story.  
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Pat: I wanted to talk a little bit about the skills that you see as being critical 
to being effective as a legal nurse consultant. I know you have 
mentioned that you have worked with legal nurse consultants. What 
stands out in your mind as thinking about the best of the people that 
you have worked with and what were the things that made them so 
attractive to you as an attorney? 

Wayne: First of all was patience. It was the fact that they would take the time 
to educate me on these records and on these issues, and tell me why 
they were important. First of all I would look through the medical 
records. I would digest them. I would make my notes and everything. 
I would be prepared as well as I could be based on what the history 
that the client gave me and the present complaints that they were 
having. I would look through the records to try and substantiate that. I 
then would get with the legal nurse consultant and we would go 
through the records.  

It was patience. It was the teaching. A good legal nurse consultant is a 
good teacher. Just knowing all of that information doesn't do the 
lawyer any good unless you can teach the lawyer how to use that. 
They can show the lawyer how this can be used to their benefit, rather 
than just saying "This mark here means the following".  

"What's important?" 

"Why is it important that mark is there at that time?" 

Patience and the ability to teach are two of the most important things. 
Now if I'm evaluating you to testify then I certainly want you to have 
the right kind of personality to be able to convey that information to 
the jury and I think that's important too. Now some legal nurse 
consultants don't testify.  

Pat: Absolutely. We have some people listening who are expert witnesses 
and some people who are behind the scenes consulting.  

I wanted to wrap up the last portion of our talk with the fear and 
self-confidence issues that you really are an expert in. I know that you 
coach business owners and executives on these issues. I think as legal 
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nurse consultants we don't often recognize that our attorneys are 
experiencing fear and self-confidence issues.  

I have a vivid memory of sitting in a cafeteria with a plaintiff trial 
attorney right before he was going to go into the courtroom. We were 
eating breakfast and he had a roll in his hand. I think he literally ate it 
in one bite. He was so agitated and there was so much adrenaline 
flowing. He was staring at me and shaking a little bit. All of a sudden 
the roll was just like gone.  

Wayne: Let me share a couple of stories with you.  

Years ago a good friend of mine from law school was getting ready to 
try his first case. I had talked with him beforehand and he was as 
nervous as you might imagine. I saw his wife the morning of the trial. 
It was in a different county and I don't know why I ran across her to 
be honest with you. I said, "How's Joe doing? How did he do last 
night?" She said, "I looked over at him through the course of the night 
and he would be lying on his back with his eyes wide open. I would 
say, ‘Honey are you okay?’ He would say, ‘Don't bother me. I'm 
sleeping.’ Of course he didn't sleep for the entire night. 

The story that fits to this eating thing is I can remember one time we 
had this case against Shell Chemical. We had battled for about two 
years. We went in, picked the jury and the judge broke for lunch. 
There was another lawyer who's a friend of mine was down there 
watching the trial. We went to lunch and I said that I don't know that 
I'm going to be able to shove anything down this little hole that I used 
to call a throat during this lunch period.  

The fear and insecurity of being a trial lawyer is just immense. As 
cocky, as arrogant and as self-assured as we look on the inside there is 
turmoil, chaos, fear and anxiety going on inside. My wife says that I 
have gotten a lot better in the past few years, but I will tell you that's 
probably until about five years ago. You could not communicate with 
me in the three days before a trial unless you had something 
significant to say about that trial. I didn't care if the house was on fire 
or somebody stole the car. It just wasn't important to me because I had 
that anxiety going on. 
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You just have to deal with that. You have to understand that your 
lawyers are terribly afraid before they get ready and try that case. 
They are afraid they made a mistake and that's where you're going to 
help them in these medical issues. That will be one less thing for them 
to worry about is to know that they are well armed and totally 
comfortable with that.  

I will tell you in the yin and the yang of the personal injury lawsuits 
we are always afraid of that terrible surprise that we have not prepared 
for that we have not seen. Take that away from me in the medical 
aspect of my lawsuit where there may be liability issues if we're doing 
a products liability case or there may be engineering issues or 
something like that. If you can take that one worry away from me so 
that I know when I go in there that I know what the medical issues are 
and that I can answer all of the questions - that's a godsend.  

Pat: You make me think of a case that I had testified in as an expert 
witness involving a woman who was an IV drug abuser who went into 
a hospital as a patient and found an unlocked medication cart in the 
hallway. There were 30cc vials. She took the vial and a syringe. She 
injected herself with both the insulin and the Lasix. We don't know 
why. Her blood sugar plummeted down to virtually nothing and she 
ended up with brain damage. The jury would not give her a dime even 
though it was obvious that the nursing staff were negligent and that 
the patient was injured.  

A few years later I helped an attorney with a case involving a woman 
who was an IV drug abuser and HIV positive that was run over by a 
bus. My job was to explain her six months of hospital records. I sat 
with him in the cafeteria before I went on. I said, "You know I think 
one of the things that you have to think about is how is the jury going 
to react to giving money to an IV drug abuser. Have you thought 
through how you can handle that part of the case?"  

He looked at me and I told him about my experience with a woman 
with the syringe. He switched his approach, addressed it with the jury 
and made sure that they understood that the money was going to be 
protected. That it would be for her care, but she wasn't going to get 
this windfall that she could use to inject herself. She was still actively 
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using heroin at the time of the trial and they ended up giving her $15 
million.  

Wayne: That's a perfect example Pat of where a legal nurse consultant can 
come in. You have a great perspective first of all on some of these 
things. Again when I did personal injury work I've been involved in 
situations where a nurse has said to me "Look at it this way. Here's 
what we've dealt with, with this woman as she's gone through her 
treatment, her post surgical, her physical therapy and everything. 
Think about it in this respect." It's invaluable. The service that legal 
nurse consultants provide to lawyers is invaluable.  

I want to go back again to what I sort of stumbled upon earlier and 
that is to think about giving a presentation to your bar association. Not 
even about you, but about the profession of what a legal nurse 
consultant can do for you.  

Another thing that I should have thought of earlier is offer to write an 
article for their Bar Journal. There's a Missouri Bar Journal. St. Louis 
County has a Bar Journal. All the law schools put out Bar Journals. 
Just about a 900 word article on what a legal nurse consultant does 
and how it can help the attorney. I think that would help too. It would 
help get your name out. When you write, you looked upon as an 
expert whether you are or not.  

Pat: We've touched in this very fast half hour, Wayne, on some real 
interesting points that I'm sure will be useful to our legal nurse 
consultant listening audience. We've talked about how to get some 
clients, how to recognize the fears and anxieties in attorneys, and also 
how to explain the benefits of what a legal nurse consultant can do to 
help an attorney.  

I really appreciate your time and your expertise. Thank you so much 
for being a part of this show.  

Wayne: Thank you so much for having me Pat.  

Related Product: How to Live Beyond Fear: Secrets for Legal Nurse 
Consultants 
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Gain the valuable insights of a trial 
attorney by participating in a course 
from the comfort of your home. You 
will be able to view the slides and 
listen to our presenter whenever it is 
convenient for you.  

In this course we cover how to gain 
the courage to be a confident 
LNC and achieve a better 
understanding of how you can be 

successful in your LNC business. 

It isn’t necessarily the smartest LNCs who are successful, it is those who believe 
in themselves who succeed! 

You can use these techniques to quickly achieve success with your LNC practice. 
This 4 hours of online training will change the way you view attorneys- forever.  

Get the details here. http://legalnursebusiness.com/Livebeyondfear 

Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 

Explore coaching 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.  

 

Copyright The Pat Iyer Group legalnursepodcasts.com 12 
 

http://legalnursebusiness.com/Livebeyondfear
http://legalnursebusiness.com/
http://lncacademy.com/
http://lncceu.com/


LNP 29 

3 Myths about Getting More Business as an LNC 

Pat Iyer 

 

You want to grow your legal nurse consulting business. You look for answers as to 
how to get more attorney clients. Beware of these 3 myths. They will trap you and 
leave you waiting for a silent phone to ring. 

Myth #1: I have a great clinical background as a nurse. Just because I 
understand health care, I will get more business as an LNC. 

Many legal nurse consultants have education, experience and expertise. Why aren’t 
they getting work? Marc LeBlanc, past president of the National Speakers 
Association and a small business coach says, “The entrepreneurial graveyard is 
filled with business owners who had good products and services.” Understanding 
the healthcare system is just the beginning of being a legal nurse consultant. It is 
the floor, not the ceiling of success. 

Successful legal nurse consultants know their ideal customer; they know what that 
customer needs; and they know how to speak the customer’s language. Through 
their materials, messages and marketing, they demonstrate how they can use their 
knowledge of health care to help their clients. 

Myth #2: I have a great website. People will find my legal nurse consulting 
business. 

In “Field of Dreams”, an Iowa corn farmer who heard voices, interpreted them as a 
command to build a baseball diamond in his fields. He does, and the Chicago 
White Sox come. Don’t forget that is Hollywood. It is an illusion. Don’t get 
trapped in “Field of Dreams” thinking. That farmer could have been schizophrenic. 

Legal nurse consulting is a crowded, competitive marketplace. Nurses continue to 
flock to the field, enticed by the promises they see in marketing material. They 
come out of a legal nurse consulting program all revved up, ready to be found. 
They put up a website and wait. Many legal nurse consultants have an erroneous 
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impression. They think that just because they set up their company’s website and 
get it listed in a directory, that attorneys will flock to them. 

Successful business owners actively promote their services. They look for ways to 
share their expertise and create nurturing relationships with their clients. 

Myth #3: If it is not broken, don’t fix it. 

You’ve gotten clients; you have an established routine. You are building a 
reputation for doing excellent work. Why change anything? In the past, business 
owners could afford to be cautious. When they found a successful formula, they 
stayed with it. Client loyalty was a given. 

Now it is incredibly easy for your reputation to be affected by social media, by list 
servs, or by how you behave at a networking event. Attorneys talk to each other 
–constantly – about who they would recommend as a legal nurse consultant. 

Are you continually looking at your business to figure out how to improve it? 
When an attorney is unhappy with your services, do you make changes or define 
the experience as part of being in business? 

Learn about trends, methods of improving your business, experiment with new 
ways of performing your services. Learn from other business owners; get a legal 
nurse consultant coach to help you objectively evaluate your business and look for 
ways to strengthen it. Take a look at my coaching opportunities at 
LNCAcademy.com and give me a call to discuss if we are a good fit.  

See what your legal nurse consultant competition is doing. If you are not 
consistently innovating, your LNC competitors will take your clients away. They 
are waiting in the wings, marketing to the same attorneys you consider to be your 
clients. You need to stay on top of your game by continually learning and 
improving your legal nurse consulting business. 

What creates marketing challenges for legal nurse consultants? 

Consider these common marketing challenges for legal nurse consultants. 
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Listen to the underlying emotion in this question. 

“If you have no experience, is it realistic that an attorney will contact you?” 

Consider your mindset. 

▪ Are you convinced that what you know is of value to an attorney? 
▪ Do you understand how the healthcare system works? Many attorneys don’t. 
▪ Do you know how to read a medical record? Many attorneys don’t. 
▪ Do you enjoy finding the needle in the haystack, the one piece of information 

that changes the whole complexion of a case? Many attorneys don’t have the 
time to find these nuggets. 

Before you can sell an attorney on your services, you have to be sold on them 
yourself. Be sure to listen to episode 21 on the attitude you need to succeed.  

Everyone starts with never having done a case for an attorney. We have all stood at 
the same starting gate. The attorney who finds your website does not know what 
kind of experience you have. (Now, if you don’t have a website, you are invisible. 
Having a website is a bare minimum requirement.) 

One attorney said to me many years ago, “I don’t want to hire you if you have 
never testified.” I said, “If no one hires me to be an expert, I won’t get that 
experience.” He did not hire me, but someone else took a chance and did. After this 
attorney gave me the opportunity to be an expert, I testified for 20 years as a 
liability expert. 

Get practical support and suggestions for this marketing challenge for legal nurse 
consultants from Wayne Schoeneberg, a trial attorney and expert on fear and 
confidence issues. Get the details about How to Live Beyond Fear at this link. 

Competition with paralegals poses marketing challenges for legal nurse 
consultants 

How can LNCs counter the claim by attorneys that they don’t need LNCs 
because paralegals are much cheaper? 
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The attorney says to you, “Why should I hire you? I have a paralegal.” You heard 
Wayne laugh in episode 28 when I shared that comment.  

Paralegals are usually involved in litigation for the purposes of drafting documents, 
obtaining medical records and possibly even doing summaries of records or 
depositions. They almost never have a medical background. They may miss pieces 
of information in a medical record that you will see because you have medical 
training. 

When you encounter this common marketing challenge for legal nurse consultants, 
the key is to be able to explain how you are different from a paralegal – without 
putting down the skills of the paralegal. “Yes, I understand you have a paralegal. I 
use my medical background to focus on the medical issues, whereas the paralegal 
is helpful for drafting documents and obtaining records.”  

Lack of current clinical experience 

Do you have to be working clinically to be valuable as an expert? If you have 
years of experience, and good education, will this substitute for not working in 
your field? 

Your years of experience may qualify you to review cases behind the scenes, but 
may preclude you from acting as an expert. This is highly dependent on the 
regulations of the state in which the case is located. Some states require an expert 
to have current clinical experience, while others require the expert to be working in 
that field at the time of the incident, or within a specified period. But there is plenty 
of work for non-testifying legal nurse consultants. 

Are you holding yourself back? I hope my answers to these common marketing 
challenges for legal nurse consultants helped you. 

Related Product: How to Live Beyond Fear: Secrets for Legal 
Nurse Consultants 

Gain the valuable insights of a trial 
attorney by participating in a course 
from the comfort of your home. You 
will be able to view the slides and 
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listen to our presenter whenever it is convenient for you.  

In this course we cover how to gain the courage to be a confident LNC and 
achieve a better understanding of how you can be successful in your LNC business. 

It isn’t necessarily the smartest LNCs who are successful, it is those who believe 
in themselves who succeed! 

You can use these techniques to quickly achieve success with your LNC practice. 
This 4 hours of online training will change the way you view attorneys- forever.  

Get the details here. 
http://legalnursebusiness.com/Livebeyondfear 

Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 

Explore coaching 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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