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The Role of Black Envelopes in a Successful LNC Business 

Wendy Votroubek 
 
 

Pat: Welcome to Legal Nurse Podcast. This is Pat Iyer and I have with me 
Wendy Votroubek. She is the owner of "Integrity Legal Nurse 
Consulting" in Portland, Oregon. Her consulting career was started 
after working in virtually all healthcare arenas, which is a wonderful 
background for legal nurse consultants. That includes acute care, 
home care, ambulatory care and long term care for both adult and 
pediatric patients.  

Wendy has experience in both civil cases, including medical 
malpractice, personal injury, family law and probate, as well as in 
criminal cases for plaintiff and defense firms across the western 
United States. She loves analyzing medical records and she loves 
empowering her attorney clients in the process. I'll bet, Wendy, you 
like to find that little fact in that medical record that changes the 
whole complexion of the case. 

Wendy: Absolutely.  

Pat: Wendy is also busy as an instructor for the University of Portland 
School of Nursing in the medical surgical rotation in a subacute long 
term care facility, as well as the author of three nursing text books. 
Welcome to the show. Wendy.  

Wendy: Why, thank you Pat. It's fun to be here.  

Pat: Tell me how you got started in legal nurse consulting. 

Wendy: I was laid off twice after working in a large hospital system. What I 
saw at that time is that hospitals were starting to do more with less, so 
my fear was that I was either going to be a part of something that led 
to a bad outcome or possibly negligence. I decided to take the back 
way to be part of the solution to at least empower attorneys when 
there is negligence in hope that facilities could then make systemic 
changes when they're aware of some of the potential negligent care.  
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Pat: I'm sure you have seen instances where the change in care has 
occurred because of the lawsuit. I don't know that we as legal nurse 
consultants always realize what transpires after a case is won in court 
by the plaintiff or it is settled. I know that the risk management people 
and the insurance carriers who are in a particular geographic area 
share information, and then attempt to plug up the holes that led to an 
incident in a facility so that it doesn’t return.  

Wendy: I have heard of long term care facilities that have made systemic 
changes after a lot of negligent claims. 

Pat: It's always wonderful to hear that. I remember meeting an attorney 
who as part of a settlement told the facility, "Instead of giving me all 
of this money that was awarded I would like you to take this chunk of 
that money and change your policies and procedures." He forced them 
to make those changes. They happily accepted the fact that their 
carrier didn't have to pay as much, but they went ahead and fixed the 
issues that were related to the liability.  

Wendy: I've heard something like that too. You're right, I don't find out a lot of 
times what really happens long term with the cases. When I do, it's 
always really helpful to know if what I did actually helped in the 
process. 

Pat: You decided that you would leave your job and start your business. 
Did you start your business while you were still employed or did you 
go cold turkey, leave the paycheck and then begin marketing? 

Wendy: I did cold turkey and boy was it scary. I met with a life care planner in 
town. She told me, "You know people can't make a living doing legal 
nursing," so I decided to prove her wrong and that really helped. The 
other thing that really helped to make my business successful was 
when I started my business I was listening to a lot of podcasts called 
"6 Figure Home Office". It was all successful female entrepreneurs 
from across the country and every one of them said that what brought 
their business to success was hiring a business coach.  

I put it out to the universe that I was looking for a business coach and 
within a couple of weeks I found my first one. That's what I know is 
the reason why I've been successful.  

Copyright The Pat Iyer Group legalnursepodcasts.com 2 
 



Pat: How did you get that first case? 

Wendy: I did a lot of marketing. I would drop off information to attorney 
offices and just being really diligent. When I started doing the 
marketing I started in the smaller counties. I decided that if I was 
going to make mistakes I wanted to make mistakes where the stakes 
were lower as compared to doing something that would make me look 
foolish to the bigger firms downtown. That's what I did to kind of 
figure out how I was going to market and what I was going to do to 
put systems in place. Once I felt like I really knew my stuff that's 
when I really started marketing to bigger firms.  

Pat: That's an interesting approach and I haven't heard that before, but it 
makes sense.  

Wendy: Right, because if you think about it, in the smaller counties  - while 
there are lower amounts of attorneys -  it just made it feel a little bit 
safer as compared to really marketing some of the bigger firms. I'm 
sure every LNC looks at the reports they did when they started their 
business and there's no comparisons. I know that over time my reports 
are what gets me more work.  

Pat: I remember laboring over a sample report of a fictitious case of failure 
to diagnose a ruptured appendix. I must have spent 40 hours on that 
report thinking about every possible thing that I could illustrate. It was 
in a three-ring binder that was probably a 1" binder. I realized in 
hindsight that I was procrastinating because if I spend all my time 
perfecting my sample report I wouldn't actually have to do anything 
with it.  

When I thought it was all done I gave it to a legal nurse consultant for 
feedback who worked at a law firm. She never responded to me. I 
never got anything from her and then I had an opportunity to give it to 
an attorney and he didn't say anything about the report either, but he 
gave me a case.  

I then finally got up my courage and said, "What do you think of my 
sample report?" He said, "I loved it. It was great." I guess it was worth 
the effort and certainly I was very familiar by then with the standard 
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of care related to diagnosing and treating a ruptured appendix. It was 
an area I studied thoroughly.  

Wendy: When I started my business I had been doing pediatric nursing and of 
course most of the LNC cases that you get are adult, so I had to use 
subcontractors from the very beginning because I wasn't going to take 
a chance that I would miss something. I used a subcontractor from the 
very beginning and it made it difficult financially, but that is what 
really helped my reputation. I was told that the reports were spot on. 

Pat: Yes, using a nurse who had the familiarity with that clinical area made 
for a much stronger report.  

Wendy: Absolutely. 

Pat: We know that there are many people who are going through LNC 
courses and wanting to start a business. What would you advise a 
beginner LNC to do at this point? 

Wendy: I have a couple of things that are ideas for this. One is to get a 
business coach because the way that I think about it is, "What would I 
know about running a business being a nurse?" A business couch 
knows how to run a business and may push you pretty much way past 
your comfort zone.  

In addition to that what really helps is to be a subcontractor to people 
because then you learn the ropes of report writing. You actually are 
mentored in a way so that you can really understand how to perfect 
your craft.  

A couple of other things are to get Adobe Acrobat Pro so then you can 
more easily analyze and work with medical works, and put yourself 
where attorneys are.  

I chose not to go to certain events because there weren't going to be 
attorneys there, so I zeroed in on those places where attorneys are.  

Probably lastly is to really work on your mindset, which is part from 
working with a business coach. There are also people that are like 
transformational coaches, as in Anthony Robbins and Jack Canfield 
because with me it's all about being positive, and working with the 
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law of attraction. If I am positive, I really attract people in my life. 
People appreciate working with someone that's positive. Even if I'm 
having a negative day if someone says, "How are you doing" I say, 
"Excellent" because why wouldn't I? It's like I want people to think 
that I'm like this rock'n person.  

Pat: That's interesting. It's been a theme that a couple of the other people 
on our podcast have brought up. Dana Zarcone (LNP 20), Casey 
Carpenter (LNP 22) and I in previous podcasts have talked about the 
infectious nature of being positive.  

Likewise when you've got a negative person in your life or a person 
who tells you, "Wendy, you can't start a business. Just stay in the 
hospital where you can get a paycheck. It's much safer." If you start 
listening to messages like that it reinforces whatever doubts that you 
have about your business or your capabilities and can really shoot you 
way down. Some people never recover from that.  

Wendy: There are a lot of people out there who are coaches and a lot of their 
stuff is for free. Jack Canfield has a lot of stuff and the books, so there 
are ways to work with some type of a coach. When I started working 
with a business coach even that expense was pretty difficult, but it was 
an investment in myself and it really made a difference. It was like 
someone believed in me.  

(Pat provides coaching to LNCs at LNCAcademy.com.) 

Pat: Are there myths that people have about legal nurse consulting? 

Wendy: I think that one that I have seen is that it's easy to get started and get 
going. That takes a lot of work and dedication. I think that some 
people graduate from the courses and they automatically assume that 
the attorneys are going to find them, and knock on their doors. It takes 
consistency and it takes a lot of time.  

I think there are a couple of other things and one is some people may 
think that anyone can write a report. It takes good grammar. It takes 
practice and critical thinking skills. Use something like 
Grammarly.com so then you know that you are writing your best.  
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One of the other ones is that a nurse is a nurse is a nurse. When I 
started as a pediatric nurse there was no way that I could assume to do 
an OB case or an adult ICU case. It's like I felt like I needed to work 
with someone who was the expert in those areas.  

Pat: Yes, that's so important to pull in somebody else's experience and you 
learn in the process as well about that specialty, which makes it more 
comfortable for you the next time that type of case comes in.  

Wendy: Right and sometimes you can work with them and sometimes you can 
have them as a subcontractor, but you need someone who knows that 
area. I can't tell you how often in working with subcontractors that 
one of them will miss something. That happened today and it just 
changed the whole tenor of the case and evaluation by finding that one 
nugget.  

Pat: That's the thing that excites us the most. We're wired for that little 
detective investigative part of our brains that gets excited when you 
find the word, the phrase or the fact that makes a big difference.  

Wendy: What I've learned also working with nursing students is that it's all 
based with critical thinking. I just really push my students to be 
critical thinkers and to really understand the whole story because I 
have seen so many instances where it's like nobody was watching the 
patient or at least it appeared that way.  

Pat: It's also interesting, Wendy, the dual role that you have. You can carry 
the lessons from the medical records into your educational role and 
proactively teach the students the things that they should be focusing 
on when they’re doing their observations.  

Wendy: I think I have a reputation of being a hard instructor because there are 
care plans. They need to understand all the diagnoses, the meds and 
the labs. I want them to be critical thinkers, but what they get at the 
end is such a gift because they understand how nursing works. I have 
learned that from being a legal nurse because it is important to 
understand the whole scenario behind you and what's the story.  

Pat: It's also interesting to think about how cases influence our actions. I 
remember working on a case involving a blood transfusion error that 
occurred as a result of two patients being in the hospital with the same 
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first name and last name. A whole series of mistakes allowed the 
patient to receive the blood of the type intended for the other man with 
the same name. Part of the error occurred because the nurses did not 
check the patient's armband at the bedside. They checked the blood at 
the nurses’ station with the medical record and everything matched 
because the wrong patient's stamp was sent up to the nursing unit with 
the other guy's information.  

After that occurred and the case was ultimately settled, a nurse came 
up to me with a blood bag in her hand and said, "Here, let's just check 
the chart. Let's do it here at the nurses’ station". I would look at that 
nurse. (It happened multiple times during my clinical working as a 
PRN nurse). Nurses would ask me to do it at the nurses’ station and 
each time I gave them an abbreviated description of the incident. I 
would say, "Let's go into the patient's room, check the armband and 
this is why."  

I can't tell you how many people would stare at me with horror 
because something they were treating as a very casual procedure was 
actually fraught with so much danger. 

Wendy: When I work with students we just make assumptions that errors can 
happen. We talk about errors all the time or potential errors and what 
we can do to prevent them.  

Pat: Tell me about the most challenging attorney you've worked with. 

Wendy: I had one recently when I was working with one of my subcontractors 
and it was a negligence case. During the report and with all the emails 
I made it clear to him that we were not the experts. He needed to hire 
experts and this is what I thought the potential negligence was. He 
then demanded that my subcontractor be the expert even though that 
would then make the report discoverable. Even with various emails 
and phone calls it took a long time for him to understand the 
difference in the role between the consultant and the expert.  

Pat: He probably thought, "I have invested so much money in this case. I 
can just get her to write the report" or sign an affidavit of merit if he 
used those in that state.  
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Wendy: Numerous times in the report it was clear that these were the experts 
that he needed, so I actually wondered if he read the report. 

Pat: And he may have had selective inattention. 

Wendy: Yes.  

Pat: What about the most challenging case that you've worked on? 

Wendy: When I started my business, as I said before, I was a pediatric nurse, 
so I got a case where it was a man who was an alcoholic who was in 
the urgent care. They started to give him instructions for fluids and his 
electrolytes were way off. When they found what his electrolytes 
were, they just called him on the phone and said to use Gatorade.  

The guy came into the hospital the next day and when they started 
giving him IV fluids they infused sodium too fast. He ended up with 
brain damage. If I had not been using a subcontractor who had ICU 
experience and was able to be super anal about finding and figuring it 
out, some of the nuances of that case may not have come out. When I 
see that attorney now at different places, he always mentions that case 
as far as the good job that I did on it.  

Pat: Isn't that nice? It's so gratifying.  

Wendy: Absolutely.  

Pat: I can see why that would be challenging. The ICU flow sheets and the 
rates of administration can be difficult to interpret without a critical 
care background.  

Wendy: Right and just understanding the amounts of sodium that were going 
in over how much of time, the rules of medicine that were associated 
with giving sodium. . . I was in awe at her ability to really put that all 
together.  

Pat: I think that you have touched on this a little bit before, the three things 
that you think most heavily contribute to your success as a legal nurse 
consultant. What would those be? 

Wendy: A business coach, mindset and a marketing plan.  
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Pat: Tell us a little bit about your marketing plan. 

Wendy: The business coach who I have now has been pretty intentional as far 
as how I retain attorneys. It can be with postcards, newsletter or 
advertising, but I have a pretty intentional system regarding how I 
communicate with attorneys. There's always that thing that we hear 
that it can take seven to 10 contacts before they use you, so I am in 
front of their face all the time and not in a way that's irritating but they 
see my information.  

The other thing that a friend of mine who's a business coach told me 
was that if I was sending stuff out in mail that I needed to stand out, so 
the colors in my business are black and hot pink. I send out every bit 
of mail in a black envelope. I have black envelopes in virtually every 
conceivable size and when attorneys see me they know that I'm the 
person with the black envelopes.  

Pat: How do you get the address to stand out? 

Wendy: I put it on a white label.  

Pat: There's a lot of debate in the Internet marketing world about whether 
information should go out electronically or in physical form. The 
thinking that I've been hearing is we receive so much less  mail now 
than we used to. Anything that you send that the attorney can hold like 
a postcard, a physical newsletter, flyer or a mailer is going to stand out 
just because it's a novelty at this point.  

Wendy: I think I only send out one newsletter electronically and I saw what 
the response was of people opening it, so newsletters are put on 
cardstock so they feel better. Even if all they see is the black envelope 
they know it's me. If they open it up and even if all they see is the 
name of my business for two seconds, I'm in front of their face and I 
don't do anything. I answer emails and I talk to people sometimes 
through emails, but I don't market at all electronically. It's pretty much 
supporting the U.S. Postal Service.  

Pat: They thank you for it Wendy. They are in trouble right now.  

Wendy: And I am helping to support them, let me tell you.  
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Pat: What types of things do you put in your newsletter? 

Wendy: I try to have something that's pertinent to medical negligence, 
something that's pertinent to personal injury and something that can 
help educate them regarding their own health. I get a lot of emails 
from different sources and so I save a lot of articles in a folder on my 
desktop that's called "Newsletters". When I'm ready to put the 
newsletter out I'm able to figure out what some of the potential topics 
are and I write in bullet form. I don't do it in long term prose. It's all in 
bullets. I also do blogs and I collect topics for blogs as well.  

Pat: That sounds like a very organized system.  

Wendy: I've been doing newsletters now every other month for three years at 
least. I think it's actually more than that now that I think about it.  

Pat: Where you have shared so many interesting tips with us, Wendy. How 
can people find out more about you? 

Wendy: I have a website and it is www.LegalNursePDX.com. The reason why 
it's PDX is that's the initials for the Portland Oregon Airport and 
there's someone else with an Integrity Legal Nurse Consultant 
business name, so that or Wendy@LegalNursePDX.com. Also, my 
phone number is (503) 775-3221.  

If there's someone on the call who’s listening who wants to be 
considered as a subcontractor, I'm more than willing to communicate 
with them and view their CV and also work samples to see if we could 
work together.  

Pat: Terrific, that sounds like a great offer. I appreciate so much Wendy 
the time that you spent with us sharing your expertise and everything 
that you have given us in the way of tips, and your experience is going 
to be very valuable to our listeners.  

Wendy: You know Pat thank you so much. It was actually an honor to be 
considered, so thank you so much.  

Pat: You are most welcome. Thank you very much. This has been Wendy 
Votroubek and LegalNursePodcast.com. 

Copyright The Pat Iyer Group legalnursepodcasts.com 10 
 

http://www.legalnursepdx.com/
mailto:Wendy@LegalNursePDX.com


Related Product: Path to Legal Nurse Consulting, Second Edition 

Wendy Votroubek shares a lot more details about how she developed her LNC 
business in her chapter in Path to Legal Nurse Consulting, Second Edition. Pat Iyer 
created this second edition to inspire nurses and share tips to enhance their success. 
In this book, you will enjoy the wisdom of 42 nurses who shared their stories of 
how they became successful legal nurse consultants.  

Two introductory chapters give quick tips:  

● You Know You Are a Legal Nurse Consultant When… 

● If I Could Do It All Over 

You’ll smile in recognition as you delve into the stories of the experiences of 
successful LNCs. The book is chock full of advice, encouragement, and humor. 
Order your copy at this link: http://legalnursebusiness.com/Path 

 

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 39 
How to Hook Clients with Legal Nurse Consulting Newsletters 

Pat Iyer 
 

In our previous episode, Wendy Votroubek shared her marketing strategies which 
included writing a newsletter for her attorney clients. Be sure to listen to LNP 38 if 
you haven’t for lots of great tips for building a legal nurse consulting business.  

Many LNCs use a legal nurse consulting newsletter (paper or electronic) as a way 
to develop a relationship with the attorneys who they want to attract to their 
website or services as well to stay in touch with current clients and remain top of 
mind.  

What are your goals of creating a legal nurse consulting newsletter directed to 
attorneys? 

You might not have any goals. Let’s talk about what you can get out of a 
newsletter. You may have heard the expression: “Know, Like, and Trust” – that 
your potential clients need to know you  to understand what your business is about. 
We covered this in the program which Brian Basilico did for me, which was LNP 
6.  

They should like you,  the way that you interact with them, and trust  that you have 
the knowledge to help them. But another component of this expression is 
“Remember” – “Know, Like, Trust, and Remember”. You should create a 
memorable legal nurse consulting newsletter with content that will stick in the 
minds of the people who read it. 

Your legal nurse consulting newsletter serves as a way of 

▪ generating leads, 
▪ defining your credibility, 
▪ becoming more visible within your field, and 
▪ creating content for books and articles. 

Let’s look at these reasons in a little more depth. 
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The primary reason why you should have a newsletter is to get more  clients and 
cases. Why does a newsletter accomplish that purpose? It demonstrates your 
expertise . It gives you a way of showing your knowledge of a subject of interest to 
your visitors. Once you clearly define your target market, your newsletter enables 
you to share new insights, stories, news, advice, tips and other helpful details. A 
newsletter has become a way to talk about the things that you are interested in and 
the services you offer. 

Use your newsletter to create content 

Multi-purposing content is a concept that makes sense for busy people. Harvest 
content for tweets, books, articles, white papers, videos and more. When you take 
the time to create content that has value, think of other  ways you can share that 
information. Learning styles vary. Some people want to read it, some people want 
to hear it and others want to participate with it. 

Your newsletter should contain captivating content 

One of the key components of creating awesome content is knowing who your 
target audience is. Think of them as you write. Understand their issues, their 
challenges, their concerns, their problems. Know what keeps them up at night. 
What’s worrying them? 

If you don’t know your audience well you can gain some insight about them by 
reading blogs that they write. There are many attorneys who have their own blogs 
on their websites. Do a search to find attorneys in your area that you want to target 
as clients. Read their sites. Find out what they are focused on. 

You can also gain insight about your audience by joining LinkedIn groups and 
finding those that cater to a medical legal audience. There are, for example, 
personal injury attorney LinkedIn groups. There are also medical malpractice 
attorney LinkedIn groups that are open for legal nurse consultants to join. 

Gather ideas for topics for a legal nurse consulting newsletter 

There are several sources that you can use to get material. One of them is nursing 
journals. Subscribe to a couple of print journals or go to websites for online 
journals. Remember to take the nursing material and reframe it so that an attorney 
will understand the implications for a case he or she might handle. And always 
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respect copyright laws and do not reuse the material verbatim. Comment on or 
summarize the material. 

You can set up “Google Alerts” so that you get an email whenever there is an 
article on the web about the subject that you have defined for your “Google Alert.” 
For example, you can use Google Alerts set for medical malpractice and personal 
injury. You may receive a Google Alert in your email box once a day or a different 
frequency if you want. 

You may have as many alerts as you wish and then you can go to those links in 
your “Google Alerts.” What the alert does is give you links to internet sources that 
fit within the topic of your alert. Click on the link to get to the source. You can also 
look at news and use that as topics and for identifying what’s hot; what are the 
issues that are current in your field? Are those issues of interest to attorneys? 

Create files with links to or printed copies of articles. I keep stacks of articles to get 
ideas. You too should build up a supply of articles. Then when you’re ready to sit 
down and write a newsletter you have raw material to work with. 

Your target topic of your legal nurse consulting newsletter should be something 
that you know well. It should be something that interests you. You shouldn’t be in 
any danger of running out of topics. It’s something that will hold your attention, 
but it also needs to hold the attention of your target audience.  

How do you build reader loyalty? 

When people open your newsletter, it could mean several things. For example: 

▪ Your newsletter is both interesting and informative. 
▪ You are leaving people with a desire to find out more about the topic (this is 

known as, “The Curiosity Factor”) and it encourages attorneys to contact you 
for more information. 

▪ As you write for your ideal attorney client, you increase the chances that the 
attorney will find your material helpful - and have work for you. 

In order to be able to build such an ideal scenario of reader loyalty, here are a few 
things to consider if you want others to come back for more! 
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Give your reader great content 

Stated simply, people are coming back for the great content you are providing! 
Before you know it, you have a loyal reader. 

Here is another simple action you can try to get more subscribers. At the end of 
each newsletter, ask the reader to share the content with their tribe!  

Don’t overdo it. Resist the urge to create a newsletter that is longer than a few 
pages. I used to write as long as 6 page newsletters for attorneys because I enjoy 
writing. But a longer newsletter increases your costs and the complexity of 
preparing and laying out the material. I recommend a short newsletter that you 
send monthly. People’s attention spans have decreased; the demands on their time 
are higher than ever before. You know how easy it is to put something long aside 
to read later. . .  

How to Use a Newsletter to Build a List 

It is common for people who market on the internet to offer their website visitors 
something of value in order to join their list. This offer is typically a checklist, 
special report, video or something else of value to their audience. It is rarely 
enticing to offer an attorney a subscription to a newsletter as the initial  way of 
capturing their name and email address.  

However, a newsletter is quite useful to stay in contact with an attorney once you 
have given the attorney the opt in gift. Use your legal nurse consulting newsletter 
to write about something attorneys are interested in reading, and you’ll gain the 
benefits. 

Related Product: How to Create an Irresistible Opt In Offer 

You are a legal nurse consultant. You 
know people are visiting your website. 
They come, they leave. How do you 
capture that information? You’ve heard 
you need to create a list of people you can 
stay in touch with. But how do you entice 
them to turn over their names and email 
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addresses? The answer is something countless marketers have found works: create 
an opt in offer. 

Why is that important to YOU? How does this all make money for YOUR 
BUSINESS? It’s simple. 

Your clients and prospects receive a lot of email. How would you like to quickly 
attract prospects so they are enticed to part with something of value to them – their 
names and email addresses? This is what I teach in How to Create an Irresistible 
Opt In Offer. You can gain these critical skills in just 5 lessons with personalized 
support and feedback. 

You know you could benefit from 

▪ a step by step coaching program to take the mystery out of creating a magnet 
to draw prospects to you 

▪ guidance on what you can offer 
▪ support and feedback 
▪ the assistance of a person with a lot of experience developing opt in offers for 

attorneys 

You want to learn from someone who has worked out the bugs of creating opt 
in offers for attorneys. 

Stick with me. I have answers that will help you. I am opening the doors for a 
special 5 session coaching program: How to Create an Irresistible Opt In Offer: A 
5 Day Coaching Program . 

Let me work with you one on one, and at the end of our 5 days together, you will 
be able to put an opt in offer in place and start collecting names of attorneys. 

Of course, you may not need my personalized coaching program to learn how to 
create opt in offers. You can learn on your own. You might make mistakes that 
will not attract your ideal prospect. You might learn the hard way. But if you 
would like to shortcut the problems and errors, and would like me to personally 
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guide you, join me for one on one help. Join me for the current coaching class: 
How to Create an Irresistible Opt In Offer: A 5 Day Coaching Program. 

Get the details and order your personalized coaching program here:  

http://legalnursebusiness.com/optin 

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. http://lncacademy.com 

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