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Pat: Hi, this is Pat Iyer and welcome to Legal Nurse Podcast. This is a 
program that is really focused on your needs as a legal nurse 
consultant with working with attorneys. I have with me David Perdew 
who I have known for probably five or six years. I first met David at a 
conference when his company was called Niche Affiliate Marketing 
Systems and now has been renamed to the "Novice to Advanced 
Marketing Systems".  

David is the CEO and chief architect at that organization and uses his 
skills as a journalist, a consultant and an entrepreneur to help build 
one of the most successful and fastest growing business training 
workshops available today. The website for his company is 
www.NextNAMS.com. It has a whole series of educational offerings, 
blogs and tools that are useful for anyone who's interested in 
marketing.  

The system that David has put together with his team is the "Novice to 
Advanced Marketing Systems". It's a step-by-step tutorial system 
focused on teams and training tools to help novice to advanced 
business people become even more successful. I have learned a great 
deal from being involved in NAMS over the years in terms of the 
marketing concepts that I have applied to my legal nurse consulting 
business and continue to apply to my coaching business at 
www.LNCAcademy.com working with legal nurse consultants.  

David came into the Internet marketing world from the newspaper 
business. We know that there are still some newspapers that exist, 
although there were far more 17 years ago when he was involved as a 
journalist, an editor, a publisher and stayed in that industry. He also is 
a photographer and created a successful stock photography agency, 
which he sold.  

David also had the experience of a do-it-yourself creation of a 22,000 
sq. ft. log cabin in north Alabama. I have to take my hat off to you 
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David because my husband is a person who cannot drive a nail into a 
wall and would hire somebody to do that, so putting together a log 
cabin is an amazing feat. He currently lives on 95 acres of forest with 
streams and a 60 ft. waterfall. Welcome to the show, David.  

David: Thank you Pat, I'm glad to be here. That's quite an introduction.  

Pat: It is. You've done so much interesting things. Tell us how you made 
that transition from being a journalist to getting into marketing? 

David: The transition is always interesting because you wouldn't think that 
this is typical moving from a newspaper business. I had a stint as a 
consultant in there as well in the telecom world. Between the 
newspaper business and the online world you wouldn't think a stint 
from a newspaper business to online marketing makes a lot of sense, 
but the truth is it makes a ton of sense. Most of what we do in online 
business is to create stories and to do a lot of research. I know that 
your folks do a lot of research as legal nurses and I know that they 
need to create more stories as well.  

Pat: Yes they certainly do and every case that has medical issues involved 
in it has a story. A lot of legal nurse consultants work on personal 
injury and medical malpractice cases, but there are stories in every 
type of litigation.  

The defective product that is used by an uninformed consumer is a 
story. The factory that pumps toxic chemicals into the air for 25 years 
and a person ends up living in a neighborhood where there is a very 
high rate of lung cancer - there's a story there. The CEO who knows 
that a drug is potentially defective but there's so much money invested 
in pumping a new drug out onto the market - there's a powerful 
incentive to hide those results. There are stories in many different 
areas.  

David: Everything is a story, Pat. Everything can be a story and that's one of 
the things that we teach people and it comes directly from my 
background. It really goes before my journalism training. It goes back 
to my grandfather's general store in Kentucky. They lived in the 
foothills of the Appalachian Mountains, a town in the middle 
Appalachian Poverty Project areas down there.  
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He had a country store with a potbelly stove and he made most of his 
money because he would tell stories around that stove. People would 
come in and as they listened to stories people would buy things. He 
also would trade guns and knives, which they did a lot to make money 
then, but mostly he was telling stories to keep people occupied and 
engaged until they decided they would need something and they did.  

Now when I was in the newspaper business we created stories to 
inform people as much as possible, so I learned the structure of good 
story telling. When I came into the online business world the thing 
that I focused on there was persuasive story telling. There's a little bit 
of difference, but you still have good story telling that has to be 
involved in that as well. The difference is you just lead them to your 
point of view, which is really important.  

Pat: We had Brian Basilico on the show who I know you know. In LNP 6, 
he talked about the "Know", "Like" and "Trust" factors. I'm thinking 
that your grandfather, although he probably never would have put it in 
those terms, was helping his client base get to know him, to learn to 
like him, to trust him and buy from him.  

David: That's exactly right. That know, like and trust factor is kind of the 
central point of every online interaction, and every in-person 
interaction. It's the basis of creating relationships that pay you for a 
long time. You know every preacher who stands in front of his church 
on Sunday mornings is building a know, like and trust with that 
congregation. It's one of the reasons he has the Sunday night dinners, 
the Saturday afternoon events or whatever it is to create that know, 
like and trust. He's not necessarily getting money out of that, but he's 
getting paid.  

We all get paid in different ways. The key to that know, like and trust 
thing is to be able to walk people through a process where they 
absolutely relate to you. They relate to you because you empathize 
with them and that's kind of the trick in story telling that is persuasive 
story telling. It’s that you have to get people to understand that you 
know what their situation is. You know where they are and what they 
have been through, so you're always talking about them in some way. 
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You then turn it around to be about the solution that you're providing 
in a persuasive situation.  

I think it's probably really appropriate for people who are doing legal 
work as well because you're converting them to a point of view.  

Pat: Yes and that's what attorneys need to do when they are speaking to 
mediators to try to settle a case or speaking to a jury in a trial. It's to 
tell the story and also to help the jury know and like the plaintiff.  One 
of the things that can really go wrong in a trial is when the jury 
develops a strong antipathy towards one of the characters. Sometimes 
that's the plaintiff and sometimes it's one of the attorneys who is 
behaving in a way that ticks off the jury. That is like throwing a stick 
of dynamite into a pond and watching what happens with the way that 
people react, and perhaps in unpredictable ways. So yes, that can be a 
real important factor in connecting with the jury.  

David: It's also an important factor in connecting with perspective employers. 
I assume that many legal nurses probably are always out there looking 
for the next gig, I would like to say. I would think that being able to 
communicate that know, like and trust through your stories or even 
any kind of content about yourself has to be less than boring. You 
have to stand out from the crowd. People have to relate to you and 
what you have been through, so there are ways to do that using 
different forms of content. 

▪ Blogs 

▪ Reports 

▪ Videos 

I would guess that most of your audience doesn't do a lot of that. 
Would that be correct?  

Pat: Yes, that's absolutely true.  

David: If they are marketing or competing it's a way for them to set 
themselves apart. Everybody is in a competitive market. If you're 
trying to sell yourself online or in the real world you're in a 
competitive market. You need to have an advantage to set yourself 
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apart and becoming the authority or the expert. Using your own 
content and your own stories is probably the first thing that needs to 
happen. 

Pat: Could you tell us about the term "Content Marketing" and what that 
means, and why it's important? 

David: It goes back to the authority thing first because content marketing is 
the first step toward branding yourself as an expert. I know that the 
field that you're in you're all experts and that's kind of a given, but you 
have to set yourself apart as the expert that people want to come to.  

For example, in my world I have to set myself apart as the expert in 
online business, business strategy and those kinds of things. When I 
was in the newspaper business I was the expert in doing special 
projects. That was my kind of focused area. We were able to build 
special sections where you focus on a specific investigative topic.  

When I got into the consulting world, my expertise was standing in 
front of a room with a whiteboard. I had to convince people that I 
could listen to them, come up with a solution jointly and try to make it 
appear that it was their solution. I let them tell me what the problems 
were. I probed for the solution. I put the solution on the whiteboards 
in front of them and they said, "Oh yeah, that's it. I had a great idea." 
It became their idea.  

Now my whiteboard was my content or tableau, basically. I was able 
to use a marker pen and describe to them a story to portray their 
solution on a whiteboard so they saw it. We then went off, built all 
kinds of reports, studies and all that stuff to back it up. It was that 
initial interaction that made people feel like I was the person that they 
needed to talk to and that I was the expert in the room. When I was 
asking probing questions, they would give me real answers. The key 
was to always talk about their situation and their problems so that we 
could get to a solution.  

When you're doing content marketing, you're doing kind of the same 
thing. You want to make sure that you know what the problems are of 
your marketplace and then you write or you do videos or audio about 
those problems. You empathize with the problems and then you offer 
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the solution. The solution is either you or a product that you have. It's 
couched in such a way as, "Here's the solution and where are you 
going to get that solution? Oh by the way, I have that solution."  

Content marketing is a way for us to write, video, blog, do audios, 
build special reports that always point to us as the expert without 
being braggadocios about it, without being off-putting about it.  

Does that make sense? 

Pat: It does and I think it's a far more effective way if I'm understanding 
what you're saying than a website that says "Hire me! Hire me! Hire 
me! This is what I can do. Hire me! Hire me! Hire me!"  

David: Yes, exactly. There's only one thing that's better than that and that is 
somebody else telling other people your story. If you're telling me 
your story about what you've done for somebody else, it's really good 
if you can get that somebody else to actually tell the story about what 
you did for them. It becomes a lot more authentic. It has a lot more 
authority then if it just comes from you.  

Pat: It does. I sense that you're talking about testimonials. Could you give 
us a little frame of reference for that? 

David: I am talking about testimonials, but I don't know what you call them 
in your world. Some people call them case studies. Some people call 
them testimonials. Some people call them just referrals, but they can 
be woven into a story that you're telling.  

When I was in the newspaper business I never got sued for libel, but I 
was always concerned about libel. I always thought what we needed 
to do is make sure that we are protected and do everything we can on 
our end, but if a suit happens what happens? 

"How do I find the right person to represent us?" 

Often I want to make sure I find the right person to take a look at the 
material before we publish it so that we are in good shape. My point 
about this is that we would want to make sure that as I'm telling the 
stories that I thought about libel and about the concerns for libel. I 
could talk about how I made sure that we didn't do the things that 
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would cause us to be libelous. It would be even better if I got an 
attorney to say, "Look at David Perdew and the way he does his 
magazine because they have never had an issue because they do all 
the right things first. If they do all the right things first, here's what 
those things are."  

I'm kind of borrowing his expertise. The expertise is kind of rubbing 
off on me because he's a higher authority. First off, he's an attorney, 
second off he's somebody else that's edifying me and so that's the way 
we want other referrals and if you want to call them testimonials to 
come. That's part of the story that edifies you. 

Pat: I think as soon as an attorney says to another attorney, "You ought to 
use this particular legal nurse consultant I've had great results with 
her" that automatically makes it easier for that legal nurse consultant 
to follow through with that referral and get the work. That little barrier 
of "I don't know you and I'm not sure if I want to trust my case to 
you" disappears on the basis of getting a referral.  

David: Exactly. Now you want to make sure that if somebody is giving you a 
referral you hope that they're telling a story about you. You can coach 
them on telling a story about you if you need to do that. If somebody 
says, "I love working with Pat because Pat is so sweet" and that's it 
and that's all they're going to say, that's not a very powerful 
testimonial or a very powerful referral.  

If they say, "I love working with Pat because when we were involved 
in this case she looked at it from this perspective. Everybody else 
missed that and it was really being able to see the whole picture that 
helped us go back and win" you get much more detail and much more 
of a picture. The person has to paint the picture of what the results was 
and what the success is.  

Pat: You know it's funny you use those words because I went in to meet an 
attorney for the first time in his office to deliver a prize that he won at 
a drawing. He said, "While you're here, Pat could you look at this case 
for me?" It involved a neonate who received an overdose of potassium 
chloride. It was given directly into the neonate's IV port of his catheter 
and he was, I think, about seven months old.  
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I looked at the attorney and I said, "Nurses are not allowed to give IV 
push potassium chloride to patients. It has to be diluted in an IV bag. 
He said, "Well how do you know that?" I said, "Because I was a staff 
development instructor and I taught nurses which drugs they could 
give IV and which ones they had to dilute. He said, "All the other 
doctors who looked at this case missed that point." I said, "That's why 
you need me" and that began a 20-year relationship just on the basis 
of that first "aha" that he got in talking to me.  

It turned out that no, the nurses were not allowed to give IV push 
potassium chloride. That was a factor in the case that the doctors 
didn't see because they weren't thinking along those lines and that 
wasn't their experience.  

David: There are a couple of things there that you just described. You have 
multiple layers of story there. You set up the story when you told this 
about walking into the office for a completely different reason, so 
there's kind of a hook to that where you got my attention. You're 
going in to talk to an attorney, but it's really not about getting work. 
Now I'm interested in knowing how that's going to work out, so you 
set up a little curiosity there. That's an excellent way to start a story.  

The second thing is that you start talking about the attorney asking 
you questions about the situation itself. Then you told another story 
that was kind of embedded in the larger story about how nurses can't 
do this because it's your experience, because you taught this, because 
it has to be diluted and all of that. That got his attention, which comes 
back to the larger story that he was impressed enough to want to work 
with you.  

Now we knew that that's where that was headed because as you were 
telling that you felt like there was going to be a payoff in the end. 
What we didn't know and this was kind of the punch line of the story 
is that there is a 20 year relationship that resulted from that one 
incident.  

That's a big payoff and people who hear that story understand now 
that they can go back into any situation like that. They can go in and 
not sell themselves so much, but to answer a question to be of service 
whatever it is. That's the kicker there and that's what we call a tieback 
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in our structure. You go from the end back to the beginning and you 
wrap the entire story up that way.  

Does that make sense? 

Pat: It does.  

David: And it was a nice story.  

Pat: Thank you. Tell us about the steps that you should follow when you 
structure story telling. 

David: I use a template that we have that's a seven step process. The first is 
the hook that I told you about. It's the attention getter.  

▪ "Why am I listening to you now?" 

▪ "Why should I listen to you now?" 

Yours in that situation was kind of curiosity approach. Sometimes it 
can be an amazing, shocking, scared or an identifying moment. People 
identify with you because of the sentences that you tell or what you 
use in the beginning of the story. The beginning of the story has to be 
the piece that gets the attention. Sometimes it can be just a headline, a 
subhead or the first couple of sentences of a paragraph, but it has to be 
very fast. Otherwise people will click away and this is in the online 
world.  

The second part then is once you've got their attention then you need 
to give them the set up.  

What's the context of the story? You did that by talking about why 
you were there. You were there to deliver a prize and then the next 
step in the process is what we call the "Parachute". You jump right 
into the action. You drop into the action whatever it is. The action 
shifted for you when he said, "Hey Pat, would you take a look at this 
case?" You're into the action then about that entire process.  

The next thing is what we call the "Theme", which is "What is this 
story all about?" The story then became all about the issue of the 
overdose of the potassium chloride. That's the theme of the whole 
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thing, which brings you back to the next part which we call the 
"Transition".  

The transition is usually in a situation where it's a selling situation or 
persuasive situation. The transition comes back to a cliffhanger or a 
hopeful situation. Is there any hope at this point? 

What you've done in your transition is you went against the grain. 
You as the educating nurse went against all of the doctors in this case 
who missed this point and you pointed out that it was incorrect. That 
was the transition, that's Step 5.  

Step 6 then is "What's the solution?" "What's the sale?" 

The sale is where we provide the solution to the problem that was 
displayed earlier and your problem about the potassium chloride 
overdose. The sale - you didn't have to say anything because he sold it 
for you. He said, "You're the only one that caught this. Everybody else 
missed this." The natural response to that was, "That's why you should 
use me." It was an easy sale at that point.  

Now that 7th Step that we've talked about was the "Tieback". It's after 
the sale. The sale is really the persuasive point. It's getting them to 
take action and the tieback is kind of a reinforcement because you go 
all the way back to the beginning. In the beginning you said here's 
what the situation was and in the tieback you said because you walked 
in with that situation you ended up having a 20 year relationship for 
this whole thing.  

Just one step plays on the other step until you have a nice wrapped up 
package. You told this story via voice and you followed this process 
almost exactly. You may not even know that you were doing this, but 
I also know you've been through the story telling course. The other 
thing though for this is that it works incredibly well in the written 
world. If you do blog posts, you can always do a blog post using these 
seven steps or a video using these seven steps. That's what we try to 
teach people in our system.  

Pat: Could you pull together for us any tips, tricks or secrets for being 
effective in content marketing? 
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David: Ask a lot of questions. That's the first thing because you want to find 
out what people want to know about. One of the things that never 
work is trying to convince people.  

Message, Market and Match is what it is. If I'm talking to an audience 
of firefighters about the legal nurse business, that's not going to go 
anywhere unless firefighters have a direct connection somehow to an 
incident. If I were talking to firefighters about the latest equipment 
that they needed, they're listening. That is a Message, Market and 
Match. They're very interested in what they're interested in, so you 
have to ask questions about what they want to know.  

What's the feedback that you're getting from people? I assume that 
you have a lot of nursing publications, legal publications or 
association publications that address major issues. The best way to 
make yourself an expert is to go figure out what those major issues are 
and become an expert in those. Do the research and become an expert 
in those so that you can talk about that and you can write about that. 
You can even do podcasts, videos or whatever about those issues.  

The second part to that whole thing for me (and I'm not sure if this is a 
trick, tip or whatever it is) is really about empathy. Whenever you're 
talking to anybody it's never about you. It's always about them and it's 
so hard not to talk about us. But we always want to make sure that 
we're addressing their issues. What I like to do is tell people that those 
are case studies. We're talking about other people and the issues that 
they went through.  

By the way, this is really good if you are a new person and you're 
trying to get established with content marketing or even established in 
your business. You can talk about other people, their solutions and 
how those things worked. By just talking about those other people you 
actually show that you know what works even if you have done it in 
the past. You show the kind of empathy and the compassion that you 
have for that business and those people. That to me is the most 
important thing, which is having some empathy for your audience.  
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Pat: Certainly that ties back to what we discussed earlier in terms of they 
need to know you, they need to like you and they need to be able to 
trust you.  

David: Absolutely, that's the key to everything.  

Pat: Tell our listeners how they can learn more about what you've been 
talking about so far today.  

David: If they would like to get a copy of the templates that we have for the 
storytelling piece and I think we have an infographic that we 
incorporate in that, that kind of explains it really well for you at 
NAMS.ws/LNC. They can pick up those templates for free and just 
see if the storytelling piece is something they want to incorporate into 
their world.  

We have a lot of material there. It's a good way for you to get to know 
us and for you to go through that process with us. We have a lot of 
training that we do on our site, but you should start with something 
simple like this and learn more about how to market your business 
online. We can do that.  

Pat: That link again was NAMS.ws/LNC. David, thank you so much for 
being a part of this and sharing your expertise with our audience. I’m 
sure they're getting nuggets out of what you said and I can see some 
people in my mind’s eye saying, "Yes, that makes sense. I need to 
think about cases I've worked on or cases that I've read about and turn 
that into a story."  

David: Absolutely.  

Pat: Thank you so much.  

David: Thank you.  

Related Product: Free Story Telling Templates 
 
Does Your Content Grab the Attention of Your Prospective Buyers as Fast as 

Possible? 

...These free templates can fix that! 
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Listen, stories sell.  Your customers and readers crave interaction with YOU and 
true, genuine stories allow them to connect on a more personal level. That's how 
you build know, like and trust with your tribe. But when you're thinking about 
telling stories, I bet these thoughts run through your head.  

o I don’t have any stories. 
o Nothing interesting happens to me. 
o Why would anyone want to hear my story? 
o I don’t know what makes a good story. 

Listen, storytelling is NEVER a natural talent. Everyone must practice and be 
trained in this skill to become good storytellers. First, you have to understand what 
a good storyteller is. There's a process behind telling persuasive and entertaining 
stories. These free story telling templates can help. Get them at this link. 
http://nams.ws/LNC 
 
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 41 
Ways Social Proof Can Get You Attorney Clients 

Pat Iyer 
 

In LNP 40, David Perdew discussed the power of stories and testimonials from 
clients.  

It isn’t often that I get to talk about one of my favorite subjects in college, Greek 
History. I enjoyed it so much because the professor made the history come alive by 
telling us stories about ancient Greece.  

Aristotle is the father of three terms of persuasion: ethos, pathos and logos. The 
Greek terms may be unfamiliar to you, but I’ll bet you know these concepts by 
other names. Ethos, pathos and logos make up some of the most commonly used 
methods of persuasion. Are you using these concepts in your marketing? 

Ethos involves selling yourself. You establish your credibility by detailing your 
clinical experience, certifications, and client base. 

You demonstrate your credibility by sharing your knowledge when you meet with 
clients to discuss cases or create content for books, articles, and blogs. You use 
ethos when you stress your character, credibility, or authority. Or you may be on 
the witness stand and persuasively arguing to make your point. 

Use testimonials to establish your credibility. They are more believable when they 
are in writing and even more believable than written ones are video ones. Also, it is 
helpful when the testimonial comes from a person with authority or good character 
and reputation. In that case, you borrow credibility from other people. 

Pathos involves swaying people by emotions. You share stories (closed cases you 
or others have worked on) and demonstrate how the legal nurse consultant made a 
difference. You share a poignant story or case and draw out the lessons learned. 
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Pathos appeals to the emotions. Use a story or an analogy or something that has 
some emotion in it. The story will tug at people’s heart strings. David Perdew did a 
great job of defining the role of stories in our legal nurse podcast 40 called The 
Amazing Power of Stories for Capturing Clients. 
 
Logos involves solid reasoning. We are not talking about your branding symbol 
you might use on letterhead or your website. That is a logo. I am talking about 
logos. Logos encompasses statistics, logic or reasoning to lead the reader to the 
conclusion you desire.  

Legal nurse consultants who don’t use ethos or social proof to gain new customers 
are overlooking an important marketing technique. Social proof is also referred to 
as “informational social influence”. It is the concept that people will conform to the 
actions of others under the assumption that those actions are reflective of the 
correct behavior. There are several ways to demonstrate you have earned social 
proof. 

Video testimonials 
Social proof is a big component of sharing information that will reassure your 
client. Include testimonials on your site and in your marketing materials. Use video 
testimonials from satisfied clients. The most credible testimonials consist of 
footage you obtain with a high resolution pocket video camera or an iPhone or 
another similar smart phone with a camera.  

Ask the attorney’s permission to capture a video testimonial and then place it on 
your website. Make sure the testimonial is brief, to the point and has good sound. 

Yes, you can really get video testimonials this way. I’ve done it at attorney 
conferences. I recommend finding as quiet a spot as possible and making sure you 
use an external microphone with your camera or smart phone. And make sure the 
microphone is turned on. I once captured three beautiful testimonials from three 
different attorneys. And not a word was audible because I did not turn on the on 
switch of the microphone. Not one of my finest hours.  

Letters 
The second most credible testimonial is in written form, such as a letter or email 
you received from an attorney who praises your services. You may get an email 
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from an attorney who says, “You did a great job. If it hadn’t been for you I don’t 
know that I would have been able to make it to this figure on this case”. Request 
permission to use this quote. Those testimonials show that someone appreciates 
your work and it also makes you a trustworthy individual or company to work 
with. 

I have found I have had much more success having an attorney say yes to a 
testimonial than asking an attorney asking for a testimonial for a testimonial on a 
case that is not already voluntarily given. In other words, it is harder to go back to 
an attorney at the end of the case and say would you write me a testimonial. You 
will get people who will say yes but they may not follow through. It is much easier 
to take one that is given to you spontaneously and then get permission. 

Initials and Location 
The least credible testimonial does not use a name, or uses a first name only: 
“LNC, Inc. is a wonderful service. I highly recommend them, AH from Denver, 
Colorado.” The Federal Trade Commission has focused on this type of testimonial 
and wants to be sure that people using testimonials are able to back up their claims. 
Those types of testimonials raise a lot of skepticism because there’re people who 
have abused them and have frankly made up those testimonials. Never make up a 
testimonial. 

Always strive to get permission to use the attorney’s full name and location. 

Getting Testimonials 
How do you get testimonials? You ask. Get over your hesitation. I have found that 
attorneys are quite willing to share testimonials. After you’ve completed a case or a 
phase of the case, ask the client to give you a testimonial or fill out a feedback 
form. Here are more tips on getting testimonials. 

To begin, look through your email inbox and in your “snail mail” files. Have you 
ever received a thank you card or email from a client? You don’t have to copy the 
entire letter, but find a sentence or two that is most compelling, then copy and 
paste it into a special file called “social proof” or “testimonials.” You probably 
have more of these comments than you realize.  
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If you can’t find any, not to worry: simply write to 3-5 of your best clients. Pick 
the best ones. Tell them you’re developing a new brochure or website, then ask if 
they would mind saying a few nice words about you. You’d be surprised at how 
many people are never asked to do so, but (provided you have given great service 
in the past) would be happy to help you out in this way. 

You can then use these comments in your emails, on your website or blog, in direct 
mail pieces, and in other situations in which you are hoping to promote your 
business.  

I have a page on LNCAcademy.com that consists of testimonials from satisfied 
attorneys. Go to LNCAcademy.com/about Pat Iyer. In that tab you will see 
examples of testimonials I have received from attorneys. These are written 
testimonials. And I also have video testimonials on my YouTube channel.  I have 
examples of testimonials on my YouTube channel which is Legal Nurse Business.  

One of the playlists is called Pat Iyer testimonials. There are also examples of 
some testimonials I have received from attorneys. There are also some examples of 
attorney testimonials in Med League Support Services, which is another play list 
on my Legal Nurse Business channel.  

The good news is that people respond in predictable ways; when they see that 
others, especially those who they have heard of and/or trust as professionals in 
their own field, have used and are happy with your services, they will be much 
more likely to try you out for themselves. 

Related Product: Free Story Telling 
Templates 
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Does Your Content Grab the Attention of Your Prospective Buyers as Fast as 
Possible? 

...These free templates can fix that! 

Listen, stories sell.  Your customers and readers crave interaction with YOU and 
true, genuine stories allow them to connect on a more personal level. That's how 
you build know, like and trust with your tribe. But when you're thinking about 
telling stories, I bet these thoughts run through your head.  

o I don’t have any stories. 
o Nothing interesting happens to me. 
o Why would anyone want to hear my story? 
o I don’t know what makes a good story. 

Listen, storytelling is NEVER a natural talent. Everyone must practice and be 
trained in this skill to become good storytellers. First, you have to understand what 
a good storyteller is. There's a process behind telling persuasive and entertaining 
stories. These free story telling templates can help. Get them at this link. 
http://nams.ws/LNC 
 

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.  

Thanks for staying with me for this episode and learning about the use of social 
proof and testimonials. Go out and collect them! And I will talk to you next week.  
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