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Public Relations: Creating Strategic Communication 
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Pat: Welcome to Legal Nurse Podcast. This is Pat Iyer and I have with me 
Sandy Lawrence who I first met at a Novice to Advanced Marketing 
System conference, which is the group run by David Perdew. David 
has provided me with a podcast for this show (LNP 40), so you have 
an opportunity to learn more about David and Internet marketing by 
listening to that podcast.  

Sandy has a related focus. She is focused primarily in the area of 
public relations. She describes herself as a people person who works 
passionately to help take her client's message to the world and help 
them break through, get noticed and be known. Her PR skills are 
available to anyone who needs a truly perceptive public relations 
expert.  

She's a publicist, an international speaker, best selling author and the 
creator of do-it-yourself PR programs. Sandy is the founder and CEO 
of Perceptive Public Relations. Thank you so much Sandy for joining 
us in this show today.  

Sandy: Thank you, Pat. I appreciate it. It was great to meet you a few years 
ago and then to find out that we're doing some more work together 
through some of our mutual coaches and people that we've met along 
the way, so thank you for inviting me to be a part of your podcast.  

Pat: Thank you. We described you as a publicist. Let's start with defining 
that term. What is a publicist? 

Sandy: I love that you asked that question because I think that does confuse a 
lot of people. Most people connect publicist with somebody who's in 
the theater, the movies or an entertainer because we always hear about 
their publicist and their publicist scheduled the show. That's how I 
became familiar with the term before I became a publicist. Now I 
understand and am comfortable with it.  
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I am a person that represents my clients whether they are entertainers, 
which I don't work with entertainers specifically. My clients are either 
authors, business owners, speakers or someone who wants to become 
as you said visible. My tagline is "I help people break through" which 
is break through all the noise, get noticed and be known.  

As a publicist I do a lot of things for my clients. I represent them as I 
said, so if they're looking to have their information, their book, their 
company, their product launched in the media, have somebody 
interview them about it on radio or television, or if they want to get 
visibility in social media. That's what I do for them. I work through 
the different vehicles that are available.  

The first thing I do though is find out who are they, what is their story, 
what is their product or service, why would the media be interested 
and what is their goal.  

▪ "Why do they want the media to be interested?" 

▪ "Why do they want people to know who they are?" 

Once I understand their goals then I can put together a plan for how I 
introduce them to the media to through the various vehicles like social 
media, press releases, radio and television interviews or all of the 
above.  

Pat: We'll be talking about some of those vehicles in this program, but first 
what is public relations? I know I've used that term in your 
introduction and you've talked about being a publicist, but in broad 
terms what is public relations? 

Sandy: In broad terms the Public Relations Society of America says that 
public relations is a strategic communication that builds mutually 
beneficial relationships between organizations and their public.  

Now I think that's a big statement, but what does that mean really? It 
kind of means the same thing as that I am publicist, which means I am 
the person who does public relations work for my client.  

The main thing I do for my clients is to first have a strategic 
communication plan for them and then to delve into that and do the 
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services that would give them that relationship with their public. With 
an author, I introduce them to the people who would be interested in 
reading their book. It's a little bit like marketing in that we determine 
who is their target market and who is the reader that would be 
interested in reading their book.  

In your case when you're looking at legal nurses you would look at 
who would hire a legal nurse. I know you're the consultant and you do 
a lot with them, so you would think about what would be your goal 
for reaching them and how would you help them reach their goal. 
That's what I do for my clients only in the PR (public relations) world. 
It's all about giving them visibility versus giving them a product.  

Marketing is getting a product from the people who create it to the 
people that purchase it, so the same with public relations. It's to get 
the message. It's a communication type message that we get from the 
client to their public.  

That was a long way of saying that I know and I found myself getting 
more confused the more I'm explaining it. Basically the simple answer 
is helping my clients get visibility to the people who would want to 
purchase their services or products.  

Pat: I know that legal nurse consultants are aware that there are other 
people who have the same expertise that are competing with them for 
visibility. Legal nurse consultants are also small business owners. The 
question I have for you to give us a little bit of a sense of historic 
perspective is that is it easier or harder for small business owners to 
get the attention of their prospects and clients than it was, say 10 years 
ago? 

Sandy: I don't believe there's a difference in how difficult it is. There's always 
been a challenge on how to get your message to your public or how to 
get your message to your potential client. As a small business owner 
myself, "How do I reach out and get those people who are interested 
in publicity, who have the money to hire a publicist or public relations 
firm and have an interest in increasing their visibility?" 

That's my goal for me and I don't see that it's any more difficult now 
then it was when I started my company 15 years ago. The difference I 
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do see is that there's a lot more people out there. It's a lot easier to be 
online and get visibility today then it was 15 years ago because of all 
the social media, because of the Internet, because of Google and all 
those things that we're very familiar with. 

It's a lot more people because it's easier, so a lot more people are 
doing it. That means yes that there's a lot more noise out there than 
there was 15 years ago. However, 15 years ago I didn't have social 
media to help me get publicity. I didn't have email marketing to get 
publicity. I didn't have a lot of the things I do now. Fifteen years ago 
when I wanted to send out a press release I had to send them one at a 
time by fax. They didn't trust email at that time, so I had to fax press 
releases unless I called them and they said it was okay to email them.  

You can imagine that was a very slow process, so getting one press 
release out to the multitudes just didn't happen. We took the ones that 
we thought would be the most appropriate and I had some great 
results then. I loved then, as well as now. Now I can send one press 
release and I can pay a distribution company $65 or $70. They 
guarantee me 500 placements or more and that's not counting the 
social media and the other places that people can see it.  

While it's easier there's a lot more people doing it, so to me it's kind of 
equal. You had to do a lot of work 15 years ago to get the results and 
we do the same amount of work today. For me it means I have to be 
more attuned to who is that target market. It's more important now 
than it was 15 years ago because we don't have time to get 500 press 
releases out to people who are never going to be interested in the 
product that I'm promoting or the author I'm getting visibility for.  

Now we have to be very targeted in our approach, use the right 
vehicles, look at who the audience is and understand where they are. 
With all the data mining that goes on today with Facebook, Google 
and all the others you have the opportunity to learn that. It's still 
challenging to keep up with it, so I would say it's pretty equal.  

Since I've been around a long time I do use all of the traditional public 
relations methods that I did before. I just deliver them differently, so 
rather than fax it I email it or I take a picture of it and put it on social 
media. I publish it on LinkedIn if it's applicable there. I put it as a note 
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on Facebook. I tweet about it. I do all of that now instead of faxing, 
which was what I did before but it's the same principle.  

Pat: I know that you mentioned press releases and talked about having to 
fax them one at a time. I remember those days quite well. Tell us 
about what role press releases might play today? 

Sandy: It's really a different role today than it was then. Then what I expected 
or what we hoped for and what we prayed for before I knew about 
creating was that we sent it to the right people, the ones who would be 
interested in publishing it in their newspaper or coming and 
interviewing my client, which I had both. People would pick it up on 
the newspaper side. Several times I had a client who the television 
stations sent out the camera person and the journalist to talk to them.  

That's what I wanted a press release to accomplish 15 years ago up 
until the last five or six years. Now a press release does more for your 
search capabilities. You still could get a call. We still send it 
individually to the Houston Business Journal, to the Houston 
Chronicle and to the local paper of our clients. I had one client in 
Binghamton, New York and I've got the names of all the newspapers 
in that area, and we send her press releases there.  

We also do what I mentioned earlier and that's paying a distribution 
company that will put them online, that will guarantee us placement 
on online publications, not print. That means if I go the day after or a 
day or two after I publish a press release for a client, I can put in a 
couple of the keywords that we use. I can put in some words from the 
headline because the headline is the first thing that Google picks up 
and can see my client on the first page of Google all the way down the 
screen, and all about that one press release. That would stay there for 
awhile and as long as we keep promoting it.  

Once we send it out that way we'll usually find some of those places. 
They give me a report. It shows me exactly where it was published. I 
can click on those and I can actually see my client's press release. 
From there I can share it, so then I'm not only sharing the press release 
I'm sharing that this person's press release was on Good Morning 
America or Good Morning Kansas or whatever show it was on. That's 
what I shared, so they get not only the publicity for their press release 
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they get the publicity that they were seen on this other site.  

The goal now of press releases is to get more visibility. One of my 
clients is a visual communications company, so we are using words so 
that when they search they see the press release. We always in the 
press release include links. They can link to there and go find 
additional information, something again that's different from 15 years 
ago when you couldn't click on a link. Even though we did have 
websites then and all that you couldn't put a link in a printed 
document, so that's changed as well.  

The goal of press releases today is visibility more than interview or 
more than print publications.  

Pat: If you think about all the different ways that legal nurse consultants 
can employ public relations, what do you think is the most effective 
way?  

Sandy: Who is their target market? 

Pat: They would be primarily attorneys who are handling cases involving 
medical issues.  

Sandy: Okay so if I'm a lawyer and I've got a case where I'm going to need a 
legal nurse or someone with legal expertise how do I find them?  

How would I find you or one of your legal nurses that their consulting 
for? 

Pat: They would most likely do a search looking for a website of a legal 
nurse consultant.  

Sandy: Is that the term they use, legal nurse consultant? 

Pat: Yes and I think honestly the first thing that a well connected attorney 
would do would be to pick up the phone and ask a colleague, "Who 
have you used" or go on an attorney listserv and say, "Who have you 
used?" If those methods are not employed, then I think the next step is 
to do a website search.  

Sandy: I did a search just now for legal nurse consultant and the first thing 
below all the paid ones, which I always skip passed those to see, is the 
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American Association of Legal Nurse Consultants. Is that something 
that your group is part of? 

Pat: Yes. I was president of that association for a year and it is a 
professional association of legal nurse consultants. There is a 
directory by the way on that site, so it's interesting that you picked that 
up because there is a way once you're a member to have your business 
listed in the directory. That directory is open to people who are not 
members of the association, such as attorneys as well as members of 
the association.  

Sandy: I see that they have a blog, they have the same position statements and 
they have education. Your original question was what suggestions 
would I have for publicity for legal nurse consultants? 

I would make sure that if they are a member here that they promote 
that. Since that was the very first thing that came up if I were a lawyer 
looking for someone I might go straight to that directory or straight to 
that website to find out what I should be looking for. Again, what I 
said about press releases I would make sure that I was the first one 
they saw. That could mean doing press releases just like I said.  

You and I would have to discuss what goes on in the life of a legal 
nurse consultant that we could publicize because I'm sure there's going 
to be some compliance stuff that they have to be careful of and we 
would be too. Their story and their name, I would make sure is out 
there in a press release talking about either they have launched their 
business or it's an anniversary of their business.  

Now we haven't talked social media and I know we're going to, but I 
would definitely make sure that they were really out there in social 
media. Again, using that credibility of being a member of that 
association or another association of legal nurse consultants and then 
something about their history, and something about their certification. 
I don't know all the certification programs that would be involved in 
your industry. When I work with you and I know that's going to 
happen someday Pat, but we'll do all that research and know exactly 
what's trending and what's coming up that's important. 

For my technology company client we found out that on September 
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1st in Texas there's a new law that goes into effect that anyone that 
has any call center cannot put the restriction of having to dial *9 first 
before they dial 9-1-1. That's because someone died because their 
child was trying to dial 9-1-1 and didn't know that you had to dial *9 
first because they were at a hotel. That law is going into effect on 
September 1st and that's a biggie. There's lots of publicity and they're 
trying to make it national.  

A national law is just now going into effect in Texas, so we're going 
to do a press release around that to go out on Thursday when that 
becomes a law. I've got all the information I need about this person 
who died and all that. I can say, "If you have a call center, is it set up 
to allow people to dial 9-1-1 without dialing *9 or *8 or another 
number to get out?" That's what I would look for in the legal nurse 
industry, in the legal industry and in the medical field. It's what's 
trending.  

"What certifications are necessary?" 

"Are there new certifications that the legal nurse consultants have to 
have" and if so then we make sure that we tag that when your client 
are certified. We make sure people know that this one is certified in 
this, which is the latest whatever.  

Those are some of the things that you do just to keep your name out 
there. The big thing is for you (not whether you're working with me or 
not) as you help them is to understand how to get that publicity and 
that's just to stay up to date on the latest of whatever is going on. You 
can do that by just searching for trends in legal nursing and make sure 
you put the year in there because sometimes you're looking at trends 
that were five years old in Google if you're not careful.  

It's staying up on the latest trends, keeping their name out there in 
social media and doing a press release on a regular basis that gives 
them an opportunity to be found when someone is searching for a 
legal nurse are just a few of the tips.  

Pat: Those are excellent points. I like to conclude this program in the 
remaining time that we have by talking about some of the tips for 
using social media to build a business. I know you've mentioned 
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LinkedIn, Twitter and Facebook. Can you give us some 
recommendations for using social media to build a business? 

Sandy: Absolutely. I use social media to build relationships. I would look to 
see who would they need to have a relationship with on anyone of 
those platforms. Then without stalking I would follow them and I 
would see. I look at it as a journalist and a legal nurse could do that 
too. Look to see who is writing about legal nurse stuff.  

"What trade journals do you guys have?" 

"Do you know some people that write for them?" 

You want to build that relationship so they know who you are. Writers 
are always going to be looking for someone to interview or looking 
for what's the latest thing going on in your field. They are always 
looking for that and they're going to call or contact someone they 
know or someone that they know of.  

Here's my process: 

I have a new client who is a speaker and she wants to speak at large 
events. I went online for women's speakers. She's a Christian and she 
speaks on Christian topics. I looked up that as well. I found some 
people who were like really big names that I didn't think of as being in 
that industry. Immediately I went and followed them on Twitter, 
which is something I always do.  

I follow them and then I go to their Twitter page, which will show me 
their tweets. I look down and I find several, not just one or two, but 
five or six that I really think are great. I will like it and then I will 
re-tweet it with a comment so that I can say, "Thank you" whatever 
their name is and tag them. For example, "Thank you Pat Iyer for this 
great information. I look forward to getting to know you" and then 
that's it.  

They will see in their messaging or their notifications that I mentioned 
them to you. I wait a few days and do it again. If I see a tweet from 
them, I like it automatically. A lot of times I won't see those tweets 
because they are really big people and they’re not going to be 
tweeting specifically to me. I follow them and I will then take that 
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same person, go over to Facebook because they always have a 
Facebook page and go like that page. I will comment on that page as 
well and do the same thing. 

I use all three almost equal, but specifically with your field that really 
does lend itself towards LinkedIn I think. I would definitely look 
there. When you're looking for who to connect with on LinkedIn look 
for the people you know who would someday need a legal nurse or a 
legal nurse consultant. You search for legal or use the term attorney or 
at least use the term lawyer if you know it's a lawyer or an attorney in 
a specific field. One of my clients is a divorce attorney, so if you 
know that the divorce attorneys might need legal nurses at some point 
then find them, find who they are and follow them.  

You can't send too many connections to them on LinkedIn because it 
won't let you, but you can follow them, you can mention them, you 
can see what they're doing and what they're saying. You can then 
share that so that other people see and they see that you're sharing 
their information.  

That's kind of the process I follow and then if someone follows me I 
always send them a note back saying "Thank you for following me. I 
look forward to connecting with you."  

I don't have a copy page because I change it up. If it was you and I say 
that you were a legal nurse consultant, then I would send back to you 
"Thank you Pat for following me. I look forward to understanding 
what is a legal nurse consultant and how I might get to know you" or 
something like that. It's specific and not just one of those randomly 
recorded things.  

Now I do have a social media team. I could not do that for all of my 
clients all the time and keep up with the press releases, and everything 
else. I have a social media team and I direct them on what to say. I 
would say, "For Michele Scism here's what you're going to say. For 
this person here's what you're going to say." I give them a list, we plan 
it and we use that just so we can keep up.  

I love doing it. At night I don't watch television or anything like that 
normally, so I might just peruse all of my clients just for a few 

Copyright 2017 The Pat Iyer Group No Reproduction www.legalnursepodcasts.com 10 
 

http://www.legalnursepodcasts.com/


minutes each just to see what's going on with them and their Twitter. 
I'll share some things and then go over and share some things on 
Facebook, so that kind of thing. That's how I use social media to 
increase my client's visibility.  

The good thing for me is it increases my visibility at the same time. I 
didn't understand that until three years ago when I was notified that I 
was in the Top 100 Social Influences in Houston. I was like "Really, 
how did that happen" because I know a lot of people who do social 
media for a living and they weren’t in that list. I did some research 
and found out who was doing it and contacted him. He said, "You are 
the influencer type that we're looking for because you don't post a lot 
about you. You post a lot about other people and that's what we were 
looking for." 

This year I just got my notification and I'm #20 in the Top 100. I've 
been #20, #17 and now #20 again. For the third year I've been there. I 
just keep doing what I'm doing and that's promoting my clients, which 
is what they pay me to do anyway. It works out really well.  

Pat: And that reinforces what our listeners will hear in Brian Basilico's 
podcast (LNP 6). He talks about relationship marketing, making those 
connections with people and offering them with assistance, reaching 
out to them not in a salesy promotional way, but in terms of building a 
connection and being helpful to other people.  

Sandy: Absolutely. Now I'm a big believer in networking and I used to do a 
lot of networking. I haven't had as much time recently because my 
business has just exploded this year, so I've done a lot more social 
networking than I did. It's still the same thing. It's just one is offline 
and one is online. I just think building those relationships is what's 
key to building a business and is what's key to being visible. It is just 
one of those core things to do when we're a small business owner.  

Pat: Well thank you Sandy so much for sharing your tips. How can our 
listeners learn more about you? 

Sandy: As I said I'm on all social media. I am Sandy Lawrence on Facebook, 
Twitter, LinkedIn and everything. Find me and send me a friend 
request. I would love to hear from you. Follow me on Twitter, I would 
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love to hear from you there or connect with me on LinkedIn. Either 
one, I would love to connect with you. 

My website is www.PerceptivePublicRelations.com. On there is my 
blog and I do offer once a month the PR tips for that month. There is a 
free PR calendar that you can download if you're interested in 
knowing how to get publicity with using different holidays. We just 
had a National Dog Day last week and all these people posted pictures 
of them and their dog. Also with media posts, it should be either 
engaging, entertaining or educating.  

That's a great way to engage people, is with your pet. If you're looking 
for some kinds of tips like that, they are available on my blog and you 
can download the calendar for yourself. I would also love to hear from 
people, so if you want to send me an email it's 
Sandy@PerceptivePublicRelations.com. I am currently offering a free 
course, one of a PR mastery course series that I did and this one is 
"How to Get Publicity Using Social Media". If you will send me an 
email then I'll be happy to send you the link to go to that, so 
Sandy@PerceptivePublicRelations.com.  

Pat: Thank you for making that generous offer for our listeners Sandy. 
This has been Legal Nurse Podcast with Sandy Lawrence. Please stay 
tuned for our next episode. Leave a review on iTunes and please share 
us. Let other people know about Legal Nurse Podcast and thank you 
so much for listening to this episode.  

Sandy: Thank you for having me Pat.  

Related Product 

How to Get All the Clients You Want 

Watch our on demand 9 hour course to get a 
thorough grounding in what you need to do to 
market your business. This course is presented by 
marketing experts and moderated by Pat Iyer. 

1. You’ll learn and retain more in the six sessions (9 hours) than you can 
imagine. Our instructors understand what you need and how to get 
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you there in the minimum amount of time. Drawing on their 
experience writing, coaching, consulting and teaching about their 
areas of expertise, they will give you the essentials. 

2. You’ll get the ability to review the course over and over. Not only will 
your head be filled with useful information at the end of each session, 
you’ll be able to watch the replays and review the transcripts 
whenever you want. 

3. You’ll receive great resource material. The bonuses will enhance your 
knowledge and give you terrific tools to use as you apply what you’ve 
learned. Get tools, checklists, tips, worksheets, scripts, and a sample 
fee agreement. 

 

4. You’ll learn skills and techniques you can use immediately. The 
course is not full of dry theory; it is a fast paced, comprehensive way 
to learn practical, useful information. You’ll find out how to 
overcome your fears, anticipate traps, and step up your marketing. Pat 
selected the instructors for more than just their great speaking skills – 
they were chosen for their real world experience and practical 
knowledge. 

5. You’ll increase your marketing abilities. Learn how to map out a 
marketing plan, carry it out, close sales, overcome objections, 
interpret body language, determine what to have on an LNC website, 
and give your clients such wonderful service that they’d be foolish to 
go elsewhere. 

6. You’ll be able to earn 9 nursing contact hours. The option of contact 
hours for relicensure or recertification can be obtained for a nominal 
fee of $15. 

Get all the details here, and save 25% by adding the code Listened in the shopping 
cart.  

http://lnc.tips/HowtoGetClients 

Check out the webinars, teleseminars, courses and books at 
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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 63 

Online Marketing Skills – Why Legal Nurse Consultants Need Them 

Yes, you need online marketing skills. Success as a legal nurse consultant is 
achieved with a combination of clinical knowledge, business experience, and 
online marketing skills. It is not enough to excel in one of these areas. 

Online marketing skills, oddly enough, are often the one element that causes legal 
nurse consultants to turn and run away. It feels overwhelming and insurmountable. 
But you shouldn’t feel like you have to be able to operate everything all at once – 
don’t make this harder than it has to be. 

Even if you have the money to outsource most of your marketing needs, it’s 
imperative that you know a bit about what’s happening so when you outsource 
you’ll know if you’re getting your money’s worth and if what you requested is 
actually what you’re getting. 

Other things you might think you need to outsource are really very simple and only 
need a few minutes to learn how. There are so many ways to get the help you need 
to perform some of the technical skills in online marketing that will make you 
successful. I have gone to countless online marketing seminars and taken courses 
to understand how to more effectively market my businesses online. 

The learning process is never over if you’re an entrepreneur. There are some 
specific basics you need to know so you’ll understand how to perform some of the 
online marketing techniques that are vital to your success. Let’s take a peek at 
some of the necessary skills you should look into. 

Social Media 

Social media ins and outs are something you need to master. Believe it or not, 
social media sites have technical aspects you need to understand if you’re to make 
a success of your online business. Most are little nuances that simply add to the 
social media experience. Lots of videos and tutorials exist about how to take the 
most advantage of social media sites such as FaceBook and Linkedin. 

Are you on LinkedIn? Why not? I have found consulting work and met new clients 
through LinkedIn. Have you? If you are like me, the prospect of cold call 
marketing leaves you a little…cold. How can you market yourself to potential 
clients in a professional manner without being intrusive? How can you find clients 
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that need the particular service you have to offer? How can you find like-minded 
individuals who can introduce you to individual attorneys and law firms all around 
the globe? 
 
Edit your profile as often as you like, at no charge. Join groups that are likely to 
have members who can utilize your services and add them to your personal 
connections. You can link to your personal website, blog or any Internet-based 
enterprise that you want to promote. 

Do you want to be seen as an authority in your area of expertise? Set up your 
profile so that new discussions and questions from your group come into your 
email as they arise. Too much email? Change your preferences to group this data 
on a daily or weekly basis. 

Facebook and Twitter are wonderful social media tools, but too often the 
communication is of a personal nature that is not well suited to making serious 
business connections. However…LinkedIn is designed to work with all major 
social media markets. Tweet a news article and benefit from both markets. 

With LinkedIn, you can update all your connections effortlessly about your 
professional achievements.  Are you teaching or attending a seminar? Post this as a 
discussion so that all will know instantly what you are up to. Do you have a 
networking event for your association that would interest your contacts? Announce 
that event and your contact information under Discussions. Have you read an 
interesting article on a medical condition, a relevant jury decision or a change in 
the law? Post it. 

Use LinkedIn to find expert witnesses in any area – medical, dental, nursing, 
environmental, engineering – there is one (and usually more) specialty group for 
any expertise. 

Instead of emailing your resume and achievements to new prospects, send them a 
link to your profile. Some folks predict that CVs will be obsolete in a few years. 
We’ll use our social media profiles to share information. 

Have you done exceptionally good work for an attorney or other referral source? 
Ask them for a recommendation that will be publicly posted on your profile. 
Accordingly, make a recommendation for that person – this benefits both of your 
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practices. 

Would you like to know when your contacts change jobs or move to a different 
firm? LinkedIn will tell you automatically. Have they announced a favorable 
decision in court, written a compelling blog or article, voiced opinions on topics 
that you can relate to – think of the opportunities you are missing without even 
knowing it. 

Marketing is so much more than telling people about you. Frankly, they would 
rather hear you talk about them. Instead of asking bland and blind questions, read 
someone’s profile and background. Communicate to them that you have invested 
time in them as individuals, and make the contact count by jumpstarting 
conversations with personal knowledge. 

Joining LinkedIn, creating a profile, and growing your network is free. A nominal 
monthly fee will give you invaluable access to connections, groups, in-mail 
messages and introductions. As new nurses to the business world, we often ask 
ourselves, “How can I afford to (have business cards, get another phone line, buy 
copiers, printers, scanners, fax machines, send out brochures) start this new 
business of mine? With LinkedIn, the only question is, “How can you afford not 
to?” 

Related Product 

How to Get All the Clients You Want 

Watch our on demand 9 hour course to get a 
thorough grounding in what you need to do to 
market your business. This course is presented 
by marketing experts and moderated by Pat 
Iyer. 

1. You’ll learn and retain more in the six 
sessions (9 hours) than you can imagine. Our 

instructors understand what you need and how to get you there in the minimum 
amount of time. Drawing on their experience writing, coaching, consulting and 
teaching about their areas of expertise, they will give you the essentials. 

2. You’ll get the ability to review the course over and over. Not only will your 
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head be filled with useful information at the end of each session, you’ll be able to 
watch the replays and review the transcripts whenever you want. 

3. You’ll receive great resource material. The bonuses will enhance your 
knowledge and give you terrific tools to use as you apply what you’ve learned. Get 
tools, checklists, tips, worksheets, scripts, and a sample fee agreement. 

4. You’ll learn skills and techniques you can use immediately. The course is 
not full of dry theory; it is a fast paced, comprehensive way to learn practical, 
useful information. You’ll find out how to overcome your fears, anticipate traps, 
and step up your marketing. Pat selected the instructors for more than just their 
great speaking skills – they were chosen for their real world experience and 
practical knowledge. 

5. You’ll increase your marketing abilities. Learn how to map out a marketing 
plan, carry it out, close sales, overcome objections, interpret body language, 
determine what to have on an LNC website, and give your clients such wonderful 
service that they’d be foolish to go elsewhere. 

6. You’ll be able to earn 9 nursing contact hours. The option of contact hours 
for relicensure or recertification can be obtained for a nominal fee of $15. 

Get all the details here, and save 25% by adding the code Listened in the shopping 
cart.  

http://lnc.tips/HowtoGetClients 

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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