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Closing the Sale and Getting What You Want  

Candy Barone  
 
 

Pat: Welcome to Legal Nurse Podcast. This is Pat Iyer and I have with me 
Candy Barone. She is known as the pull no punches accountability 
powerhouse. Candy is the CEO and founder of You Empowered 
Strong and she is an executive coach. She's a business strategist and a 
corporate trainer. She also speaks internationally and is an Amazon 
Best Seller Author.  

Candy works with what she calls the three E's: executives, 
entrepreneurs and emerging leaders. She has nearly 20 years in 
corporate America and is a master at building exceptional high 
performing teams, maximizing and leveraging return on investment. 
She helps emerging leaders grow and individuals to achieve explosive 
growth.  

Candy has been featured on CNN, The Chicago Tribune, Be the Boss 
Magazine and OffBeat Business Magazine. She also serves as a call 
leader for the Evolutionary Business Council. She is a business coach 
for Texas Women in Business, a partner and director for the Public 
Speakers Association and a regular columnist for OffBeat Business 
Magazine.  

Candy and I met about a year ago. We are both part of the same 
coaching program. I have watched her grow in her business and see 
some amazing results of using her talents and skills to help people as a 
coach. Welcome to the show Candy.  

Candy: Thank you Pat. It's a pleasure and an honor to be here.  

Pat: I know that this is an interesting and a really small niche. There are 
many business coaches including myself and including you, but 
executive coaching is even a subset of coaching. How did you get 
started in that area of working with executives? 

Candy: It's a great question and you're right that it is a subset of general 
business coaching. It's really working with those people that have 

Copyright The Pat Iyer Group  No reproduction  www.legalnursepodcasts.com 1 
 

http://www.legalnursepodcasts.com/


great influence over teams and are leading through change and trying 
to influence a different outcome. I had 20 years in corporate with the 
development that I did with sales organizations, as well as playing at 
an upper mid-level management position myself. It really became 
clear where the gaps were and what I was able to bring to the table in 
terms of developing leaders.  

It starts from the top. If you're going to change the culture in an 
organization, it starts with those that are really in a position to lead 
from the top down. Effectively that just made sense for me to move 
into that space and I've been very successful there.  

Pat: I know that our listeners who are legal nurse consultants are intimately 
familiar in the way that business leaders handle their management of 
their associations or organizations. Working for example as a clinical 
nurse in a hospital or a nursing home, the clinical nurse is directly 
affected by the management style of her or his supervisor, the vice 
president of nursing and on up the chain of command.  

As legal nurse consultants we also see cases in which the 
communication and the management style have a direct impact on 
patient safety. If the managers are concerned with cutting costs, 
cutting corners or condone practices that injure patients for the sake of 
saving money, we get involved. That's our connection with your 
background from the healthcare perspective, which is certainly big 
business these days.  

Candy: What's interesting about that Pat and it's one of those things that I 
really work with both of the executives I work with, as well as just the 
organization as a whole, is the concept of ROI, which is "Return on 
Investment." Most organizations - if they’re even measuring them. . . 
When I was even in the healthcare environment myself when I worked 
at GE and I really was building out some of the tools and resources for 
how we connected with our clients in the hospital that we worked. It 
was really around ROI. 

What was amazing is that most organizations don't measure that or 
even have a clear definition. If they do, they're only looking at it 
strictly from a money-in versus money-out equation instead of looking 
at it really comprehensively to say when we think about ROI we need 
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to look at it at terms of time, money, resources, energy, people, 
lifestyle and the quality of life culture that we're creating.  

When you can really bring executives into that space to look at it, it is 
going to set you up to exceed expectations and deliver higher levels of 
customer services for those clients and your patients as a result. There 
is (a need for) some walking people through understanding those 
connection points.  

Pat: I think the connection points are clearer now that hospitals are being 
reimbursed according to patient satisfaction scores.  

Candy: Right. 

Pat: Now that we have got an overview of your background Candy, here’s 
one of one of the key things that I know. You're an expert in helping 
people close the sales process whether you're coaching them in terms 
of sales or you're selling your coaching services.  

Legal nurse consultants get phone calls from attorneys who ask them 
about cases and that is a sales opportunity although we may not think 
of it as a sales opportunity. We think of it as case intake. There are 
some clear tips that I think that you can offer on how we can structure 
that conversation so that the legal nurse consultant can encourage that 
attorney to send the case.  

Candy: Absolutely and I think one of the things that's always interesting is 
that people have this fear or this definition around sales that they 
either say, "I'm not in sales" or "Sales is all about just closing the deal, 
getting money in the door." When with sales, all it is an opportunity to 
build a relationship and get somebody to take further action.  

When you create a mindset that says, “Look. I'm going in to approach 
how to deliver a solution.” First I have to really create an opportunity 
to have more of those open-ended questions. That allows me to do 
some fact finding and some discovery to find out where those pain 
points are, where those points of benefits and rewards really come in. 
Then how do I structure a dialog and offering so that I can provide a 
solution to meet that person where they're at?  

When you start to think about it in terms of that and then you look at 
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your closers as any opportunity for that client, that prospect or that 
person to take the next level of action. You start to dilute or get rid of 
some of that fear around how people generally look at what sales 
entails. It's just a relationship. It's just a conversation that gets you to 
that next transaction, that next action or that next whatever. If you 
look at it as sort of a stair-step opportunity to provide a solution for 
someone that's going to help them move the dial forward, it becomes a 
different way to look at the game.  

Pat: Those are really crucial points and you brought up a couple of terms 
that I wanted to explore a little bit. When you talk about pain points, 
what types of questions can a legal nurse consultant ask a prospect 
about pain points? Let's give a little bit of frame of reference for that.  

Candy: The best way is just a conversation. In a lot of the cases people just 
sort of dismiss or blow through these questions, but these are really 
critical. As simple as they are, they really can start to peel back where 
that source of pain is. It really is asking someone, "What are your 
biggest challenges?" 

"What is the thing that keeps you up at night as you think about your 
organization or you think about your delivery or you think about the 
risk?" 

Risk is a big question, especially in health care to say, "What are the 
biggest risks that you see whether it be in terms of liability, whether it 
be in terms of costs, whether it be in terms of whatever it might be." 
The opportunity is to ask that question and watch the body language 
of the person that you're talking to.  

What happens in most cases is if you get somebody who says I'm 
asking that question they go, "What challenges you?" They get this 
surface level response from the person they're talking to because that 
person's fear just kicked in. You're starting to hit on something that 
probably means something, but if you really gauge and watch their 
body language you will see the moment they start to get 
uncomfortable. What happens is most people will then dismiss that 
because they don't want to go to the uncomfortable.  

They backpedal and they say, "Let's talk about something else" 
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instead of seeing that as the prime opportunity to then say, "I'm going 
to pause because I just noticed you react to something I said. I think 
that's an opportunity for us to explore that further. My guess is right 
there that's the spot that's keeping you up at night, so let's talk about 
what that really means." 

When you start to put it in terms of what's the ROI you need that's 
going to give you that piece of mind, here's where you flip it. Here's 
where people have the biggest opportunity. When they want to still 
resist, ask them "What's it costing you by you not taking action in this 
state?" That's the point that most people hold their breath, their color 
drains from their face and they start squirming in their seat. It's when 
you have to flip it and ask them "Okay that's your pain point, so what 
is it costing you every minute that you're not taking action to resolve 
it?"  

That's your opener to really show value in the fact that you're there to 
help in solution so that you can take that pain point away from them.  

Pat: This comes up when attorneys contact legal nurse consultants and 
they got a huge stack of medical records that they can't read. They 
don't have time to go through them and yet they don't know what's in 
those records and how those details might affect the way that they're 
handling the case.  

I had an attorney contact me and say, "I've been trying to go through 
these records and summarize them and it's just taking me hours." Your 
question of what is that costing you means that the attorney is not 
handling the briefs, interviewing perspective clients or getting ready 
for a deposition. Instead he is wading through semi-intelligible 
information trying to look for key points when he could hire a legal 
nurse consultant and provide that service so that the attorney can do 
something else with his or her time.  

Candy: Absolutely and people do not take time to quantify the value of them 
playing at their highest and best level. You can help someone see that 
by saying if you spend X number of dollars an hour to offload and 
delegate this to someone else for every minute you're not doing that 
you're just opening yourself up to make 5, 10, 15 or more times return.  
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I look at that even when I hire my assistants, my virtual assistants and 
others. At first it was "Man, do I really want to put this money out," 
but I realized that for however much I pay them an hour I bring in 
multiple times that by closing and having a conversation with the right 
person. Getting that time back to actually be in front of more people is 
a much better use of my time personally than me doing some of my 
back office stuff for my business. When you can really help someone 
quantify that, it changes the game.  

Pat: Excellent points. How do you qualify a prospect? 

Candy: I actually have 5 Steps and within those 5 Steps there are more details. 
The 5 Steps in terms of how I qualify a client is,  

1. Identify your target client.  

We spend a lot of wasted energy going after everyone. We think we're 
for everyone we go after. We build this messaging. We create these 
opportunities and its like "I serve the world" when in reality that's not 
true. Get really clear about who your who  is, who gives you energy, 
who you enjoy working with and start to target your messaging. 
Target your marketing, target the way you show up to those ideal 
clients - that in itself starts to help you qualify.  

The other thing inside that space when you're looking at your target 
client is to create a qualification checklist. I have a checklist of certain 
things I'm looking for. I am watching for the ideal client that I know is 
going to show up and take the action required to do the work in order 
to get the outcome that I deliver. I stand behind the value of what I 
deliver, but I also need people who are ready to work at that level in 
order to achieve that. I've put together a qualification checklist based 
on the criteria I'm looking for as I define that ideal target.  

2. Establish a qualification process and clearly communicate that 
process to my clients.  

For example I have an assessment that anyone who wants to work 
with me one-on-one, in a group, in my workshops, in my training 
programs, whether it's corporate and the executives I work with - 
everyone goes through an assessment first. I walk them through the 
various stages of how we would go through qualification to make sure 

Copyright The Pat Iyer Group  No reproduction  www.legalnursepodcasts.com 6 
 

http://www.legalnursepodcasts.com/


that we're the right fit for each other. I set that expectation up clearly 
from the front end.  

3. Always ask pointed and value added open-ended questions. 

There's a time when you get just asking people yes or no, but there's a 
lot of discovery that needs to happen. Ask open-ended, but pointed 
and targeted questions that you ask similar to what we were just 
talking about with pain points. Really dig deep underneath those 
layers having some of those set questions. This helps to walk clients 
down that process.  

4. They always say in sales ABC's "Always Be Closing", I say it's 
the ABQ "Always Be Qualifying".  

You need to have a mindset that you realize that qualification of a 
client is not a one and done. You don't just qualify somebody one 
time. You are ongoing qualifying them through that process of 
discovery and relationship building. You may have somebody who's a 
client now that makes sense, but six months down the road they’re no 
longer the right client for you. You got to know how to gauge that, 
manage that and as I tell people to learn how to de-qualify your clients 
too.  

5. The last piece is really is about being confident in your brand 
and what value you deliver, not compromising that because it 
makes someone uncomfortable.  

One of the biggest errors people make in sales is when they put their 
price out for the value they deliver and somebody gives them that 
"huh" response or they seem like that price is really high. That person 
who's offering the value starts to backpedal and says, "Well maybe we 
could just chop that a little bit" and they start to devalue their very 
essence of what they deliver. The best thing to do is to put it out there 
and then be quiet. Let that person decide whether or not it’s the right 
space for them.  

Pat: And the sweetest words Candy that the LNC can hear after stating the 
price are, "Who should I make the check payable to?" 

Candy: Exactly, "How do we get started?" and when you have the right 
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people that works.  

I tell people all the time that I very rarely close clients anymore. It's 
when you walk them through the right process. Every time I get 
someone that says, "Great! Oh my gosh! How much? When do we 
start?" I'm like well this is the process for it and then I walk them 
through how we work to onboard to get this relationship kicked off. I 
then it's you pay the invoice. As soon as you pay the invoice is as soon 
as we can start. 

Pat: Do you find that people have myths about sales? 

Candy: I feel like people have a lot of myths, stories and fears that are 
attached to sales. I know even myself when I stepped into that space 
originally and going from being a mechanical engineer and moving 
into a technical sales role my initial reaction was "I don't want to be a 
used car salesman."  

There's that perception that's out there that just says sales is slimy, 
sales is icky, sales is this place where you got to just be pushing and 
you’re forcing something down someone's throat. That is probably the 
biggest myth of all because that's not what sales is about. Every single 
person whether they want to acknowledge it or not is in a sales 
capacity.  

I tell everyone you are in sales and you are a speaker because you are 
constantly selling the value of who you are. Just you personally, your 
authenticity as a person whether it be in your personal relationships 
and professional relationships. You are looking at everything as 
whether it's a win-win situation for you and how you're engaging with 
people. All of that's a sale. It's all a sale in terms of how you show up, 
how you're presenting yourself and how you're engaging with people.  

We get this fear that says sales is this dirty word. It's ugly because we 
create such a sales look like this and put it in a box instead of saying 
"No, sales is about relationships." Sales is about deepening your 
relationships and finding a common ground. Someone I heard once 
said it's a win-win-win situation. It's not just a two-sided win-win 
because there's a win in the outcome and what that impact is going to 
have for people that are outside of the relationship. When you realize 
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that, sales become something very different.  

Very rarely do I ever feel like I have to sell. It's a matter of showing 
up, really listening and really being present with the people that I'm 
talking to. It's about building a relationship. When you lose the agenda 
that's tied to sales and let go of the emotional attachment to the 
outcome, sales becomes something that really easy. It doesn't have to 
have all of that connotation and all of that ugliness attached to it.  

Pat: I think you have talked about listening as being critical to be effective 
in the sales process. Are there other skills that you identify that make 
a person much more effective in closing sales? 

Candy: You're right. Listening is and listening for understanding, not listening 
to interject your agenda. There's a big difference. It's also to listen 
empathetically versus sympathetically.  

One of the areas where people struggle in sales is they become 
sympathetic to their prospect or client instead of creating empathy. 
Sympathy is you putting yourself in a place to enable people to stay 
stuck, to stay in a space where they won't take action.  

You're sort of overly kind of consoling them and commiserating with 
them versus empathy which says, "I understand that this is scary for 
you. I understand that this is uncomfortable, yet I also understand this 
is where you want to go. Let me help you empower yourself to take 
action so that you can actually change how this feels right now." 

Put yourself in a place to be confident. Put yourself in a place to really 
listen for understanding so that you can help walk a client to a solution 
that fits them. You're doing it from a place of deep empathy. Then the 
additional thing I think that really make people stand out is when you 
allow yourself as the person who's in that sales capacity to be 
vulnerable and to be transparent.  

People who come from an authentic heartfelt place tend to connect 
with people better. The other thing you can always hone is how you're 
reading body language. Work on your ability to ask those open-ended 
questions and be comfortable stepping into the uncomfortable. Good 
salespeople know how to step into the uncomfortable and guide 
somebody else in that space so that it feels safe. Lastly they know 
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when to ask the big question to ask yes or no and when you got to take 
action.  

You can do all those things beautifully but if you can't get to the yes 
or no, not a yeah or a maybe, but get people to say, "Are you ready to 
take action yes or no?" If you can't show up and get to that point you 
can do everything else right, but you got to know how to ask the tough 
question. 

Pat: Do you have any other tips that you would like to share with us about 
being effective in closing sales? 

Candy: I think the only other tip that I would share, which I do a lot when I 
talk about what leadership, really is because I think it falls in line with 
some of the myths around sales. There's a notion that we tend to 
copout a lot of times.  

They will say, "Leaders are either born or made." I really strongly 
challenge that to say, "No, leadership is a choice." The reason I'm 
making the connection is that the way you show up in sales is about 
how you choose to lead. When I talk about leadership it's really 
around three things and this really applies to how you're showing up 
when it comes to those sales opportunities as well in this conversation.  

It's how you choose to show up, so are you choosing to show up full 
out authentic from a place of love, abundance and really wanting to 
serve people because then that leads to the second point.  

"How do you choose to serve others?" 

The third one is, "How do you choose to take personal responsibility 
inside those spaces?"  

It's a matter of 

● are you showing up,  

● are you showing up to serve, and  

● are you taking responsibility for your actions to make sure that 
you're playing at your highest and best value?  
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When you put yourself in a place to lead, sales become a nonissue. 
You are then in a place that you are truly trying to help others do 
things more effectively, efficiently, better, see better results and have 
better quality of something. It changes your perspective and your 
frame. I tell people to stop looking at it as how you're going to sell and 
look at it in terms of how you're going to lead.  

Pat: That brings up an interesting situation that legal nurse consultants 
often get. If they have an independent practice plaintiff attorneys may 
contact them and ask them some questions about, “Do you think this 
is a viable case?”  

I believe in my heart that I got more work as a result of being able to 
say to the attorney, "Based on what you told me (without seeing the 
medical records) that does not sound like it's going to be the best case 
in your practice. You would be better served putting your resources in 
other cases." 

I'm not trying to get those records in so that I can review them and bill 
the attorney. I'm giving the attorney an off the cuff immediate 
impression based on my knowledge and expertise. I've had so many 
attorneys say, "Thank you so much Pat I appreciate that. It's an honest 
and an ethical answer that gives me some direction. I'll call you the 
next time and with a better case." 

Candy: I'm right there. You just demonstrated the power of that personal 
responsibility because you do have expertise in that space. That's 
where people tend to put that fear of this person got a bigger position 
than I do, this person is a doctor or this person is a lawyer. Stop with 
the labels and realize that you bring value to the table.  

When you have that confidence to show up to say, "No, this doesn't 
sound like it's viable" and stand firmly in that ground you have 
created more credibility in that moment. That is one of the biggest and 
most effective sales tactics you can ever do is to be legit and to show 
up. It really demonstrates the value. Have the courage to disagree with 
someone or present a different perspective that may not be 
comfortable for them. When you do that, you instantly increase your 
level of credibility and the way they value you in an instant.  
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Pat: It's been wonderful talking with you, Candy. If people wanted to 
connect with you, what's the best way to reach you? 

Candy: The best way to reach me would be directly through my website, 
which is www.CandyBaroneInternational.com.  

It's been such an honor to be here with you as well Pat, thank you.  

Pat: Thank you.  

We've had Candy Barone of www.CandyBaroneInternational.com 
with us today talking about the sales process. Thank you so much for 
spending your time with us Candy.  

Candy: Absolutely and thank you for the invite.  

Related Product 

How To Profit From Trade Shows – Secrets of Success 

 

Before We Get Started Helping You Discover How to Profit from Trade 
Shows 

How interested are you in a technique that gets you directly in front of an attorney 
who could hire you – without being blocked by the attorney’s staff? As a legal 
nurse consultant looking at attorney trade shows as a cost effective tool, you’ll be 
glad to know we’ve got good news for you! Hiett Ives and Pat Iyer are teaming 
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up to create a unique course that will help you: 

▪ Focus your primary services to your audience 
▪ Develop your show-specific dialogue 
▪ Plan and schedule your post event follow up 

What We are Covering 

▪ Secret #1: How to quickly capture attorneys’ attentions to draw them into 
your booth 

▪ Secret #2: How to make a brief conversation at your booth turn into 
a lifelong client 

▪ Secret #3: How to turn a business card into a successful sale 

Sign up for this on demand online training at this link:  

http://lnc.tips/tradeshows  

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 55 

A Model for a Successful Sales Presentation to an Attorney 

How to you react when you have an opportunity to make a successful sales presentation to an attorney? 
Let’s say you come home from work to a message on your answering machine. Attorney Geoffrey Gillis 
says he received your name from a colleague and would like you to set up a time to meet with him in his 
law office. What can you do to assure a successful outcome of this sales opportunity? 

Model of a Successful Sales Presentation with PAS: Preparation, Ask, Samples 

1. Preparation for Your Meeting with the Attorney 
Your primary job before you ever walk into the law firm is to prepare yourself for a successful sales 
presentation – as carefully as you would for a job interview. This is  a job interview. 

What do you need to know about Attorney Gillis? 

▪ What type of law does he practice? 
▪ What type of cases does his firm handle? 
▪ Where did he go to law school? 
▪ Has his firm had any notable recent victories? 
▪ How old is he? 
▪ Does he have any hobbies? 

Where do you get these answers? Do an internet search, find his firm’s website, and look on Facebook 
and Linkedin. Look for him on Martindale.com, a site that gives details about attorneys. 

How confident are you? 

Assess your own confidence level. First, recognize that a word of mouth referral is golden. If this attorney 
asked you to meet with him, you are already 90% closer to landing him as a client. All you have to do is 
show up, handle the meeting well and close the sale. 

2. Ask Questions 
On the day of the appointment, get to the law firm early. Be pleasant to everyone you encounter. A 
surprising number of otherwise intelligent people make critical errors at this stage, the foremost of which 
is to be arrogant to people they perceive as underlings. 

After the receptionist escorts you to the attorney’s office, your first impression is critical. Greet the 
attorney, shake his hand, and wait to be directed as to where to sit. As you scan his office, note if there are 
files on the floor, piles of paper on the desk, a computer near him, or exhibit boards leaning against the 
wall. These may all give you clues for questions to ask. 

During the meeting, if your research has uncovered anything you can use to establish rapport with the 
attorney, bring it up. Demonstrate you understand what kind of cases he handles. Ask more questions and 
listen to what the attorney tells you. It is a natural tendency to babble when you are nervous. However, it 
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is your job to get the attorney to share with you. Prepare a set of question to ask the client, but don’t read 
them from a pad. Work them into the conversation. Questions an LNC might ask an attorney: 

▪ What aspect of working with medical records do you find most frustrating? 
▪ What do you look for an expert witness? 
▪ What part of handling medical issues do you find to be difficult? 
▪ Do you ever have difficulty reading a doctor’s handwriting? 
▪ Do you ever feel you don’t have time to complete medical research? 
▪ Do you ever wonder if your paralegal might miss a key medical fact? 
▪ Do you ever find it challenging to separate pre-existing conditions and injuries from those that 

arose from the accident? 

Create a list of at least 10 great questions directed to the kind of practice the attorney has. These and other 
questions are a starting point for probing the attorney’s “pain” – the aspects of his law practice that are 
difficult. Explain how your LNC services will help the attorney relieve his pain. 

Discuss the benefits of working with you.  

1. LNCs Evaluate Medical Records 

You have the ability to decipher medical records. An LNC is often responsible for initial review of 
medical records as a case begins. You are also expected to keep abreast of the plaintiff’s current medical 
status and periodically obtain additional medical records. In your review of records, you may see 
references to additional providers that the plaintiff forgot about or didn’t mention. You will make a 
recommendation of whether those records are important to get. 

Typically firms on both sides obtain records from the plaintiff’s primary care physician, going back at 
least 10 to 15 years prior to the alleged malpractice, in order to get a sense for the client’s baseline health, 
especially pre-existing conditions. 

It’s also important to know whether there is anything in the records which might impact the plaintiff’s 
credibility. The records may refer to a history of drug or alcohol abuse or troubles with the law. Prove 
worth to the attorney by pointing out these issues. 

Failure to keep medical appointments may raise the defense that the plaintiff is partially responsible 
for his own injuries due to failure to undergo a recommended course of treatment. 

2. LNCs Obtain Medical Literature 

Both defense and plaintiff LNCs may conduct an in-depth medical literature search as the issues in the 
case become more focused regarding the liability or damages issues. This would include obtaining 
peer-reviewed journal articles, excerpts from authoritative medical text books and clinical guidelines 
written by professional organizations. You have the ability to read what are often dense scientific papers 
and determine what is relevant to the case. 
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3. LNCs talk with Experts 

You may search for and interact with experts retained to review the liability, causation and damages 
issues. Following completion of depositions in which a lot of additional information is obtained, both 
plaintiff and defense LNCs may coordinate further review and discussions with experts based on 
information that was revealed during the course of depositions. Typically this involves forwarding copies 
of the relevant transcripts to the experts and then following up with a phone conference or sometimes a 
meeting with the expert. 

4. LNCs Evaluate the Expert’s Positions – a Great Way to Prove Worth to the Attorney 

Both plaintiff and defense LNCs assist their attorneys to evaluate the deposition testimony and reports of 
experts. Medical experts in some states are not identified or deposed before trial. 

In these states, LNCs for both sides’ attorneys review and analyze opposing sides’ “expert witness 
disclosure”, which is a document that’s exchanged just prior to trial which sets forth the general 
qualifications of the experts and the basis for their opinions but does not reveal their identity. 

5. LNCs Write or Evaluate the Demand Letter 

Plaintiff LNCs may be called upon to draft a demand letter for the attorney, which draws upon the legal 
nurse consultant’s ability to analyze and synthesize information, organize it and explain it in simple terms. 
This requires is a pretty high level skill summarizing the liability, causation and damages issues, before 
the attorney reviews it. 

The defense LNC would then review the plaintiff’s demand letter and provide the defense attorney with 
an analysis of the strengths and weaknesses of the case along with their likely exposure (meaning the 
risks) if they proceed to trial. 

Take Home Points 

When you work with or market to attorneys, here are the key points to emphasize: 

▪ You have the skills to read and analyze medical records, which saves the attorney time and offers a 
skill he or she may not have. 

▪ You have the ability to locate relevant medical literature and to understand how it impacts the case, 
a skill which the attorney usually does not have. 

▪ You can speak the expert’s language and act as an interface between the expert and attorney. This 
helps the expert stay focused on the relevant issues. 

▪ You can evaluate and summarize the expert’s position. 
▪ You can synthesize, organize and analyze the liability and damages issues. 

3. Bring Samples for a Successful Sales Presentation 
Bring a sample work product with you to a sales meeting. Attorneys like to see what you can produce. 
They are usually visual people who need to see the tangible result of your knowledge and skills. You need 
not show a complete report or chronology – just enough to show the format you follow. Carefully 
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proofread whatever you show to the attorney. This is crucial. Sloppy work equals sloppy performance. 
There is too much at stake for the attorney to be willing to take a risk on someone who is not detail 
oriented. 

Your sample legal nurse consulting work product should not contain real names. Redact or change the 
names of the people in the work product. Hand your sample work product to the attorney and sit back. 
Many attorneys like to flip through or scan the work product, but will have a hard time absorbing what 
they are reading if you chatter. Be prepared to answer questions, including, “What did it cost to prepare 
this report?” “What is your hourly rate?” 

Also hand him a business card, brochure, cover letter – the information the attorney needs to be able to 
contact you with a case. 

Close the sale by asking the attorney, “Do you have any questions of me? Do you think we will have an 
opportunity to work together?” 

In the best of worlds, the attorney will reach over to a spot on his desk, hand you a set of medical records, 
and discuss what he needs for the case. Then you know you’ve closed the sale! 

Related Product 

How To Profit From Trade Shows – Secrets of Success 

 

Before We Get Started Helping You Discover How to Profit from Trade Shows 

How interested are you in a technique that gets you directly in front of an attorney who could hire you – 
without being blocked by the attorney’s staff? As a legal nurse consultant looking at attorney trade shows 
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as a cost effective tool, you’ll be glad to know we’ve got good news for you! Hiett Ives and Pat Iyer are 
teaming up to create a unique course that will help you: 

▪ Focus your primary services to your audience 
▪ Develop your show-specific dialogue 
▪ Plan and schedule your post event follow up 

What We are Covering 

▪ Secret #1: How to quickly capture attorneys’ attentions to draw them into your booth 
▪ Secret #2: How to make a brief conversation at your booth turn into a lifelong client 
▪ Secret #3: How to turn a business card into a successful sale 

Sign up for this on demand online training at this link:  

http://lnc.tips/tradeshows 

Check out the online training 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. 

Join our continuing education program and get monthly training at LNCCEU.com. You’ll get 2 online 
trainings each month designed to deepen your knowledge and skills.  
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