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LNP 32 

Winning Over Attorneys with Popsicles 

Dana Jolly 

 

 

Pat: Welcome to Legal Nurse Podcast, this is Pat Iyer and I have with me 

Dana Jolly who is a legal nurse consultant with over 20 years of 

diverse nursing experience. She got into legal nurse consulting in the 

year 2002 working as a clinical expert witness. From there she built a 

business advising attorneys throughout the U.S. on medically related 

litigation. Dana is board certified in the specialty practice of legal 

nurse consulting, which she obtained in 2005.  

 Dana and I met through AALNC, the American Association of Legal 

Nurse Consultants. She's active in both the national and local levels.  

She has served on the prestigious American Legal Nurse Consultant 

Certification Board, which is the board that creates the questions for 

the certification that leads to the LNCC certification. She's also 

chaired the research committee, as well as worked on other 

committees.  

 Dana is in the Virginia area. She has served as the president of the 

Central Virginia Chapter. She is currently working on updating a 

publication called "Evaluation of Surgical and Anesthesia Case", 

which is for the upcoming fourth edition of the "Principles and 

Practice of Legal Nurse Consulting, so Dana, welcome to the show.  

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

Pat: Tell us about that first case that you got as an expert witness. How did 

that come into your life? 

Dana: Complete serendipity. I just have to say that I've never heard of legal 

nurse consulting. I was not looking to leave my job in the PACU. I 

just was traveling with a boyfriend and our flight was delayed. I 

struck up a conversation with a fellow passenger who happened to be 

a nurse paralegal, which is a term sometimes used to describe legal 

nurse consultants. She was thrilled to meet me and later I understood 

why she was so excited because it's so hard to find a good nurse 

expert, but that's how I got started. I met her at the airport and I 
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followed up with her after our trip. She sent me a case probably six 

months or so after that encounter.  

Pat: How did that first experience as being an expert go for you? 

Dana: I'm laughing because as you might imagine it's going from a 

completely clinical environment to one where there are some business 

skills that are needed. It was nothing but a learning process. I was a 

complete blank slate.  

 This was defense case and I was not able to support her, the nurse. 

There was a lot of anxiety leading up to the phone call because I was 

anticipating that was not going to be met with a good response. When 

I delivered my bad news and the response was "Oh okay, well thank 

you very much" and a couple of other questions I was really surprised.  

 I didn’t know how much to charge. I didn't know to put the case name 

on my invoice. It was the start of my career and I was definitely 

starting at the very beginning.  

Pat: It makes me think about the first expert witness report that I wrote, 

which I had heavily footnoted, made references to various textbooks 

and quoted chapters and authors. The defense attorney who hired me 

said, "Pat, this is not the way you write an expert report." I had never 

seen one before and I had no idea. Now this is difficult because you 

wrote it.” It was prior to the change in the regulations that made the 

first draft and subsequent drafts non-discoverable until the final report 

was submitted.  

 He ended up working with me in terms of making some changes, but 

you're right. You enter a whole new world with its own language and 

its own rules. You don't really find out about them until you break 

them.  

Dana: That is exactly right.  

Pat: What does your company do now? 

Dana:  Jolly Consulting has grown into a national legal nurse consultancy and 

we serve clients throughout the U.S. providing analysis of medical 

facts on most any type of case, civil or criminal. Our services are 

pretty typical for legal nurse consultancies. We do chronology, time 
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lines, cost estimates, demonstrative evidence exhibits, expert 

witnesses and anything else that we might be asked to do. The reason 

that I feel like we've been able to grow is we rarely say no. We usually 

try to find a way to give the client what they're asking for.  

Pat: As you think back on the cases that you have handled, is there one 

that stands out in your mind as being the most interesting one? 

Dana: I think the story that I like to tell the most is the one about a plaintiff 

case. It was a failure to diagnose laryngeal cancer. This of course was 

over several years where she was presenting the particular symptoms 

and they did not discover the laryngeal cancer. Once that was 

diagnosed during the workup of course where they do the CAT scans, 

look for metastasis and that kind of thing loe and behold she had one 

spot in each lung, which were biopsied and were separate primary 

sources of cancer.  

 Our allegation was the failure to diagnose the laryngeal cancer, but we 

also had to bring the jury around these other two lung cancers that 

were diagnosed. We had three primary types of cancer. We also had to 

deal with the fact that we had three ENT defendants. We had three 

defendants, three sets of defense lawyers and three different kinds of 

cancer. It's complexity at its best.  

 In most medical malpractice cases it came down to the experts. I 

actually recruited and retained these experts for this particular case. I 

was able to go into the trial and see how they did. I was very glad that 

I did. We put on the ENT expert first. Our ENT expert actually taught 

the defense ENT expert, so we were thrilled to find out that our expert 

was the mentor to their expert. Our expert said that they should have 

actually identified the laryngeal cancer.  

 The other thing that I like about this particular ENT is given the 

complexity of the case he gave this analogy that made it so easy for 

the jury to understand what was going on. That's really when I saw the 

power of a good expert. When they can take something this complex, 

give an analogy to the jury and you can literally see the jury nodding 

their head, and understanding this complex situation.  

 The next expert that we had was an oncology expert for the causation 

piece and I felt like she was even more compelling. She was from 
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New England and this case was in Virginia. She's my stereotypical 

picture of a New Englander. She was very petite and she was blonde. 

She had on a very conservative suit and tights on with flat shoes.  

 She looked small on the stand and it was just wonderful. When the 

defense attorney attempted to impeach her with her deposition 

testimony she quickly quashed him, reminding him that he did not let 

her finish her answer in the deposition and that she was going to finish 

that answer here in court. When she said that, two women jurors 

looked at each other and nodded their heads. I thought, "We have 

them" and in fact we did.  

 That was probably a very challenging case. It was a difficult venue 

and we won a plaintiff verdict well above what we thought we would 

get. I think that's probably one of the most complex and interesting 

cases that I've worked on, but I have to say that I am a bit of a nerd 

when it comes to these kinds of cases. I do find them all interesting in 

their own way because as you know there may be a similar case, but 

the fact of each case is different and you have to go where the facts of 

the case takes you. 

Pat: What about if we think about challenging attorneys to work with? Tell 

us about your most challenging attorney client.  

Dana: I can't even think of one that I could just like pick out that I would say 

he or she would be my most challenging. I think the type of attorney 

that's the most challenging for me are the ones that are inexperienced 

or disorganized.  

 There is a lot of support required for those types of clients, in my 

experience. I also think when you're working with someone who's 

inexperienced or disorganized that you have to know what your scope 

is as a legal nurse consultant because they may ask you to do 

something outside of your scope. I don't think that they would do that 

maliciously. I think that they feel like it's up to you to know whether 

or not you can do something.  

 I think when you're working with an inexperienced or disorganized 

client you need to stay on your toes about what they're asking you to 

do. I will sometimes suggest to inexperienced clients that they affiliate 
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with a more experienced medical malpractice attorney. They don't 

always follow that advice and that's fine.  

 What I have found is working with a strong legal nurse consultant is a 

way for some of these less experienced attorneys to gain experience 

and also they can take cases that they might actually work around. I 

have seen that actually happen with one of my younger more 

inexperienced clients. He had gone on to develop his own medical 

malpractice niche, which I've been thrilled to see.  

 The other kinds of attorney that I find the most challenging are the 

demanding perfectionist types. I like working with them because I feel 

like they set the standard. The bar is so high that I want to meet it, so I 

find myself becoming better if I try to meet their unrealistic 

expectations. I do like to work with them, but it can be exhausting.  

Pat: The combination of demanding, perfectionist and also not willing to 

pay reasonable invoices is problematic in my experience.  

Dana: Yes. I have been lucky that I have had rare experience with (attorneys 

not paying) invoices. I have not had a lot of problems with that, but I 

know that it is an issue. When I do have a problem invoice I try to set 

that up at the beginning with retainers and those kinds of things.  

 This is one of things that I have found helpful with new clients. If I 

get a sense from them that they are concerned about the cost of hiring 

us one of the things I do is offer them something in terms of, "Let's 

work for four hours and then we'll see where we are". Or something 

else depending on the scope of the project. You take a chunk of time 

and say, "Let us work on it and then we can reconvene to see where 

we are and where we're going." That seems to give a sense of control 

to the client and that maybe has helped me avoid some of the 

invoicing issues that others have had.  

Pat: That sounds like a great practice.  

Dana: It just helps build that trust up a little bit.  

Pat: Yes and it's really essential that the attorney trusts you because you're 

entrusted with that attorney's case that he or she has been working on 

for sometimes quite a long number of months before you become 

involved. As you get to know the attorneys you realize that sometimes 
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they've got a personal relationship with the plaintiff. That person 

could be a family member or they could have represented them in 

another transaction or the client came from one of their good referral 

sources. There's often dynamics that we don't know about that drive 

the attorney's behavior as well.  

Dana:  Absolutely and a very good point. My clients usually will let me know 

if it's an important referral source for them or those kinds of things. 

Now I have learned to actually ask them about that. Trust is definitely 

the cornerstone of any good relationship with your attorney client.  

Pat: Could you share with us some things that you do in your business to 

cultivate great relationships with attorneys? 

Dana: Yes. I think the biggest issue is your work product. You have to give a 

good work product or they are going to look for someone else no 

matter what your relationship is with them.  

 For me it's being responsive. I think I've had great success being 

honest if I've made a mistake or if I've missed something. I come right 

out and say that. They are used to me saying "We dropped the ball" or 

"We need to regroup here." I think that they appreciate that and that 

helps them understand or helps them trust me early on because they 

know that I'm going to own up to anything that I need to own up to.  

 I use a lot of handoffs. I do that, which also helps all relationships. I 

think one of the biggest that I would offer to our audience would be to 

consider doing office hours in your clients’ offices. This is not my 

idea. My clients came up with this. One day a week I go and sit in 

their library. I work and they use that time to come and talk to me 

about cases. They will schedule clients to come in and we'll meet with 

them. We will sit and strategize about certain cases.  

 That practice has probably helped me become a better legal nurse 

consultant than anything else I've done. It's just immersing myself 

with the client once a week knowing that we're going to go over cases, 

talk about strategies and things like that. I don't spend the whole 

afternoon. The hours are not set. They just know for this particular 

client on Tuesday afternoon after 1:00 I'm going to be in the library 

for at least an hour or two and sometimes longer.  
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 That would be something that I would suggest. The other one 

everybody has heard about is paying attention to support staff. I 

cannot stress that enough. One of the nuances that I'll share is I do 

whatever I can do to make the support staff life easier. If that means 

that I have to do something twice or I have to send them something 

again, if they're driving me crazy or whatever it is, I'm going to do 

that because it cultivates that relationship. Those are some things that 

I do to cultivate my relationship.  

Pat: Sometimes the support staff moves to a different law firm and then 

they take you along with them to the new law firm, which is a sweet 

deal.  

Dana: That is very sweet and I have been lucky enough to have that happen. 

It happens a lot. Paralegals, legal assistants, even the law firm 

receptionist move around a lot. Paralegals I think are a lot like nurses. 

If they get to job that they don't like, they just go somewhere else and 

that is extending your network because you've already cultivated that 

relationship with that paralegal or legal assistant. I just picked up a 

new case yesterday from that very situation. A paralegal had left one 

firm and gone to another.  

Pat: What do you see as the skills that are important to possess to be a 

successful legal nurse consultant? 

Dana: I think to be a successful legal nurse consultant you have to have 

perseverance. That would be the word that I would say would kind of 

sum it up. Meaning that you have to have perseverance to learn how 

to be a legal nurse consultant as we mentioned at the beginning of this 

talk, about how the worlds are so different between clinical nursing 

and legal nurse consulting. They're almost opposite and it's a difficult 

learning curve. I think you need to persevere through that learning 

curve and you also need to persevere in your business. Don't give up 

too soon.  

 That's the first one and then analytical, almost obsessive about detail. 

Resourceful - you have to know where you can find things and you 

have to have a can do attitude. My clients rely on me. I can't go to 

them and say, "I don't know the answer." I have to have the answer. 

Those are some things that I would say that are critical to a legal nurse 

consultant.  
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 As far as technology goes, it's helpful to have some technology 

background, but you don't have to have a technology background to 

be a successful legal nurse consultant. You can always hire somebody 

to handle that piece of it for you.  

Pat: Are there any additional tips, tricks or secrets that you would identify 

to share with our audience that would be helpful in building a 

successful practice? 

Dana: One of the things that I would say is you cannot stress your work 

product enough. That is the service that you are providing, so that's 

where you need to start is your work product. Once you get that good 

and straight, then go start marketing and trying to build a business.  

 My thought is if I had my crystal ball 20 years ago I probably would 

not have built my independent practice. I probably would have built 

my independent practice subcontracting for legal nurse consultants. 

That's something that I always say to legal nurse consultants who are 

looking to build an independent practice. You need to also consider 

legal nurse consultants and not just attorneys. There are lots of legal 

nurse consultants out there who need more legal nurse consultants. I 

would suggest that you look there and market to legal nurse 

consultants who are looking to hire.  

Pat: A little earlier in the series I interviewed Mindy Cohen (LNP 16) who 

has a successful practice. She said the same thing in terms of don't 

overlook marketing to legal nurse consultants to hire you as a 

subcontractor to get some experience and develop the skills that are 

necessary to be successful.  

Dana:  Exactly, so essentially when you are a subcontractor that's a 

mentorship. It's just a different word for it, but you're still being taught 

how to produce a good work product by a legal nurse consultant as a 

subcontractor.  

 I agree 100% with Mindy. I know she hires legal nurse consultant 

contractors. I know I do. I know a lot of legal nurse consultants 

throughout the country who hire legal nurses and we are usually 

looking for them. So if you are an experienced legal nurse and you're 

looking for opportunity, you should check out some of the legal nurse 

consultants who are hiring.  
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Pat: Could you tell us in closing a story about the attorney that you've 

worked with the longest and why you think that relationship has 

lasted? 

Dana: I have many long term clients. Most of my base of clients I've had for 

over 15 years and counting. I think the reason is that we deliver a 

good work product, which I've said 100 times, and we respond to 

curveballs. When they call you and you have to stop what you're 

doing, change direction and then deliver something completely 

different, we respond to that. We do that with hopefully grace and 

flexibility.  

 I think that also helps because people know when they're throwing 

you a curveball whether they acknowledge it or not. They know that 

and for you to be able to respond, and produce what they are asking 

you for I think does a lot to cultivate that relationship.  

 I drop in from time-to-time. We have these specialty popsicles, so I 

took those to one of my clients' offices and it did not cost me a lot of 

money to do that, but it made a huge bang. Those kinds of things that 

are unexpected, tweaks or communication, but mostly it’s the business 

of doing what we're paid to do in a pleasant and timely manner.  

Pat: I'm intrigued by these popsicles. I have to ask, Dana, is it the color? Is 

it the shape? Is it the Scales of Justice? 

Dana: It's a place right in the neighborhood where my office is and they do 

gourmet popsicles. They have all different kinds of flavors. There 

were people in the office arguing about which flavor they were going 

to get and they were sending emails about who ate what. It's been a lot 

of fun, plus it's so hot here. It was perfect for us. 

 I don't think that they will ship them. I know that they gave me dry ice 

to take to deliver them. If anybody is interested in learning more about 

the popsicles, you can contact me privately.  

Pat: It does sound a little iffy. What if they end up coming in a little puddle 

of liquid? But the point that I think that you're making, Dana if I could 

interpret for you is that it wasn't Christmas. It wasn't Thanksgiving. It 

wasn't the attorney's birthday. It was an unexpected treat that just 

literally walked in their door. It was consideration and appreciation 
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that you were showing, which makes that gift a whole lot more 

significant than something that comes in on December 23rd. 

Dana: Yes and it stands out. I do not give holiday gifts. I send a card, but I 

do not give gifts or goodies to the firms during the holiday season 

because I don't think it stands out. Some other options that people 

have done are sending birthday cards with a birthday gift. People will 

send New Year’s gifts to stand out a little bit. Sometimes it's a 

Thanksgiving card, so I've done those things in the past. 

 I try to do the gifts on an off time for the point that you just made. To 

me it's more of a thank you for using us and our relationship and to 

stands out more.  

Pat: Where can people go to find out more about you? 

Dana: The Virginia Department of Corrections.  

Pat: Oh yes, how much time are you doing there, Dana? 

Dana: Its www.JollyConsulting.net and you can reach us that way. My email 

is Dana@JollyConsulting.net.  

Pat: Thank you, Dana Jolly for joining us. We're glad that you're out on 

parole and you could share this opportunity to speak with us today.  

Dana:  I'm so thankful that you asked me to join you, Pat. I just love this and 

I think you do a great job with the podcast and just trying to get 

information out there to the legal nurse community, so thank you for 

all you do for us.  

Pat: Thank you Dana and this has been a session of Legal Nurse Podcast. 

Stay tuned, we'll be back next week with a new show and thank you 

for joining us today.  
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Related Product: How to Start a Legal Nurse Consulting Business 

    This book is for you if you are in the early stages of your 

business, or want to move to a higher level of success. I will 

show you how to set SMART goals to which you can hold 

yourself accountable and how to track and measure your 

results. 

Get concrete information about having a sound operating 

plan and mastery over your finances. This book shares tips 

on how to organize your finances, track income and expenses 

using calendars, budgets, logs and accounting software. 

 

 This book is geared to the legal nurse consultant who is searching for tips 

to jumpstart a consulting business. 

 The principles and tips in this book will help you gain success in starting or 

growing your legal nurse consulting practice. 

Order the book at this link: http://legalnursebusiness.com/BOB 

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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LNP 33 
6 Critical Tips for a Successful LNC Business 

Pat Iyer 
 

In this podcast I share 6 critical tips for your legal nurse consulting business.  

CSI may mean Crime Scene Investigation to you, but to me it stands for principles 
of customer care – principles that help you grow your legal nurse consulting 
business. Think Community, Simplicity and Integrity. 

Nurture your community 

In this context, community means being aware that you serve a group of attorneys. 
Their business keeps you in business. How do you nurture your community? 

▪ Use a customer management system in the form of a database. Keep track of 
every case you have done for your legal nurse consulting clients. When you 
are talking to a client about a new case, open up your database and ask about 
other cases. “How is the Forman versus Wilson case going? Do you need 
anything additional on that one?” 

▪ Keep track of details about their lives – birthdays, children, trips, or interests 
and bring the information up as appropriate – “How did your daughter’s 
wedding go?” 

▪ You also might track the date of the first case you ever did for them, which 
becomes the anniversary date you can celebrate by sending the attorney a 
happy anniversary card. 

▪ Update them about your community – new services, new employees, or new 
subcontractors. 

Also keep in mind that attorneys have their own community in the form of list 
servs, conferences, and friendships. It is incredibly easy for them to share both 
good and bad reviews about legal nurse consultants. When you do a great job for 
your clients, you will get phone calls that start with, “I was looking for an expert 
witness and several people on the list serv recommended I contact your company.” 
Those referrals are golden. 
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Keep your legal nurse consulting business simple 

Set up your office systems to keep track of key details so you don’t get lost in the 
progress of the case. Simplicity applied to your filing system looks like this: I used 
three names for every case and identified every file folder or electronic folder with 
these names. Here is an example: 

The law firm is Rogers, Gilbert and Henry. Attorney Bill Henry sent us the Fred 
Freeman case. 

The paper file folder was marked with three names: Rogers/Henry/Freeman. The 
computer had a file called Rogers, Gilbert and Henry. In that file folder, there was 
a file called Henry, Bill. Inside that file folder there was a file called Freeman, 
Fred. My employees and I could find any paper or electronic file in seconds. 

Use a color coding system. I set up this color coding system at the time I bought 
my first box of colored files and had to assign colors to types of cases. Establish 
colors for types of cases. For example: 

▪ Red files are for plaintiff attorneys. 
▪ Pink files are cases that we sent to an expert working on behalf of the 

plaintiff. 
▪ Blue files are for defense attorneys. 
▪ Grey files are for cases that we sent to an expert working on behalf of the 

defense. 

When you have a stack of files in your invoicing pile, it is easy to find a specific 
file because you know it is blue. 
 
Run your legal nurse consulting business with integrity 

Be trustworthy. Recognize the responsibility you have to carefully handle someone 
else’s money. Here are examples of integrity in action: 

▪ Track your time using billing sheets or a timer. Don’t estimate how much 
time you spent on a case. 

▪ Return unused portions of retainers. 
▪ Don’t accept a case if you know you cannot handle it or help the attorney. 

Copyright The Pat Iyer Group  www.legalnursepodcasts.com 2 

 

http://www.legalnursepodcasts.com/


▪ Tell the truth. Don’t misrepresent your skills or credentials. 
▪ When you make a mistake, admit it and tell the attorney how you will change 

your system and do things differently the next time. 

Attorneys gravitate to people they can trust. Practicing with integrity is good for 
business. You will get repeat business and a great reputation. 

Nurture your community, keep your systems simple, and practice with integrity. 
Your business will soar. 

Do you want to keep attorney clients? 

Here are three surprising things you MUST focus on to keep attorney clients. 
Listen to the words of wisdom of my colleague Chris Makell: 
 
How you make their life easier  
Don’t give them hoops to jump through to get what they need to be successful. 
Make the attorney’s life easier. Stress the benefits of working with you. 

How you’ll save them time 
Share the good, bad and the ugly so that they avoid the pitfalls of moving forward 
fast with your services. Always advise attorneys of the pros and cons of their cases 
so they are not surprised by their adversary. This will build loyalty and enable you 
to keep attorney clients. 

Solid proof and guarantees 
Brag, boast and share your successes and always offer a guarantee so that your 
clients feel there’s nothing to lose. 

2. The ONE thing your customer remembers MOST about your services: (this 
will help you get and keep attorney clients and your referrals soar!): How you 
make them…FEEL…as part of your business. It’s truly about the experience they 
have with you…more than your services. Success in the hearts and minds of your 
clients is revealed in how you appreciate them in your interactions and overall 
business. 

Copyright The Pat Iyer Group  www.legalnursepodcasts.com 3 

 

http://www.legalnursepodcasts.com/


Remember the saying, “it’s not what you said or what you did, it’s how you made 
me feel…” 

3. Three mistakes we unconsciously make that prevent you from being able to 
keep attorney clients: 

Mistake: Engage in “distracted” conversations with them 
Perhaps you’re checking your calendar, your email or worse your watch instead of 
deeply listening and engaging with your client. Just as they can “hear” your smile, 
they can “hear” your distraction. 

Mistake: Connect with them only when you have something to sell 
Keep in touch with your clients through newsletters, emails and ezines. Share the 
details of a case you read about which is just like theirs – they love to be able to 
benchmark their own. 

Congratulate them on their successes. Send a handwritten “atta boy” note. 

Mistake: Not have a plan for how to serve them 
If you leave your clients to their own devices, you most certainly guarantee a less 
than satisfying experience for them. However, when you have a plan, they know 
that you are guiding them to the result they want. You are therefore interested in 
their success, not just their investment. A plan also helps you to design your 
business in a way that feels like you’re helping your clients to achieve a result, an 
outcome that changes lives – theirs and your own. 

Focus on these tips to keep attorney clients, and you’ll see your billable time 
increase. 
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Related Product: How to Start a Legal Nurse Consulting Business 

 

This book is for you if you are in the early 
stages of your business, or want to move 
to a higher level of success. I will show 
you how to set SMART goals to which 
you can hold yourself accountable 
and how to track and measure your 
results. 

Get concrete information about having a 
sound operating plan and mastery over 
your finances. This book shares tips on 
how to organize your finances, track 
income and expenses using calendars, 

budgets, logs and accounting software. 

▪ This book is geared to the legal nurse consultant who is searching for tips 
to jumpstart a consulting business. 
▪ The principles and tips in this book will help you gain success in starting 
or growing your legal nurse consulting practice. 

Order the book at this link: http://legalnursebusiness.com/BOB 

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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