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Harnessing the Power of a Step by Step Business Plan 
Gary Lynn 

 
 

Pat: Welcome to Legal Nurse Podcasts. This is Pat Iyer and today we're 
going to be talking about entrepreneurship. Depending upon what 
statistic you read anywhere from only 5% to only 10% of the 
population are entrepreneurs. We breed entrepreneurs in the United 
States and we probably have most of the entrepreneurs of the world, 
but it can still be a lonely world. That's why I wanted to bring Dr. 
Gary Lynn on the show to talk about a road map for entrepreneurs and 
for business owners.  

Gary is a full tenured professor at Stevens Institute of Technology in 
New Jersey specializing in innovation and entrepreneurship. He was 
selected by Business 2.0 Magazine as one of the nine leading 
management gurus in the world, so definitely Gary, we've got you in 
that percentage.  

He authored and co-authored six books and over 60 refereed 
publications. He has start, built and sold four companies, which is a 
huge achievement. It's very difficult to do even that for one company. 
He was formally Senior Managing Director and Chief Innovation 
Officer for Spencer Trask, which is a New York based venture capital 
firm that has placed over a billion dollars in a 130 startups.  

I met Gary through the National Speakers Association New Jersey 
Chapter. When we started talking I realized that he has a great deal 
that he can share with my audience. I want to welcome Gary to the 
show.  

Gary: Thank you, Pat. It's a pleasure to be here.  

Pat: I understand in talking with you, Gary that you have a framework for 
identifying a road map for a successful business. I think everyone is 
looking for that answer of what are the components that we have to 
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have in place in order to succeed.  

Could you start by listing those components and briefly describing 
each one and then we'll go into some of them in more depth? 

Gary: Sure and I'll just give you a little background. We developed the 
framework, but it's also called the "Entrepreneurs Canvas" for the 
government of Malaysia about maybe five or six years ago. The King 
of Malaysia had invited a group of faculty from Stevens to come and 
help their country to be more entrepreneurial. The king mandated that 
every freshman in college take a course in entrepreneurship. I was the 
co-leader of the group. We worked with the Malaysian government 
and about seven universities to create a framework that helped 
entrepreneurs succeed.  

I think it was an interesting statistic that you mentioned at the 
beginning. So few people are entrepreneurs and so few people are 
successful entrepreneurs. I think some of the reasons for that or at 
least one of the reasons is being a successful entrepreneur typically 
requires expertise in a number of different disciplines. These include 
marketing, legal, manufacturing if you're producing a product, 
sourcing or finance. You can go down list and the entrepreneur has to 
be well versed in all of them before the success will grow and then 
you can hire somebody to do those.  

We created this "Entrepreneurs Canvas" and the reason why it's called 
a canvas is because on one page or one sheet you can see your entire 
business. You find out where are the areas of weakness, where are the 
areas of strength and with the areas of weakness. If there are some 
holes you can then go about filling them.  

Pat: Very interesting. I would love to know if you've gotten any feedback 
on the results of that program. Have Malaysia changed their business 
structure? Are they incorporating some of the things that the students 
have been taught? 

Gary: Over the four year period that we worked with the professionals in 
Malaysia there were two groups, one were students and one were 
professionals. We worked with 24 companies. This was over a period 
of three years and 16 received funding. They received in total about 
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$3.5 million in subsequent funding after we worked with them and 
they created 11 successful businesses.  

We also implemented this framework in a course we teach to all of 
our engineering students at the Stevens Institute of Technology. In six 
weeks we had 31 student teams accepted on Kickstarter. Kickstarter is 
the largest crowd funding site. It's just kind of a step-by-step process 
to help you make sure you're covering all the basis.  

Pat: Can you take us through those steps and briefly give us a description 
about each one? 

Gary: Absolutely. I'll just mention that if your listeners would like to get 
some more information they can email me and I can send them a link 
that we created. It's a YouTube video that explains the canvas in more 
detail and I'll also send them a copy of the canvas. They can send that 
email to my university address at Glynn@Stevens.edu.  

The entrepreneur's road map starts with identifying the key features 
and benefits for your product or service. Your listeners, are they 
primarily nurses? 

Pat: They are nurses who work with attorneys who are handling cases with 
medical issues. Those medical issues could involve medical 
malpractice, trauma, toxic chemicals, defective products or workers 
compensation injuries, the whole range of ways that people can get 
injured.  

Gary: Okay. So let's say they had an idea for a new service. The first thing 
they would want to do in the first column is to list some of the key 
attributes this service provides. I'm not really familiar with the 
specifics, but let's say that you do something.  

Pat: They might be asked as a simple example to go into the medical 
literature and find out if a certain type of trauma can cause a particular 
complication. That's an example I think you might be able to work 
with.  

Gary: Will they want to start a company around that or how does that 
intersect with entrepreneurship? 
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Pat: Most of the legal nurse consultants who are listening are business 
owners. Some of them are employed by law firms and other agencies. 
They would start a business as an independent business owner and 
have attorneys as their clients who would hire them to work on a case, 
not as an employee but as an independent worker.  

Gary: Okay, so the first two columns on this canvas talk about what do you 
do that's different than your friend who's also this nurse consultant.  

What do you do better? 

It's called your "Competitive Advantage" or your "Distinctive 
Competence". It sounds a little esoteric, but I'll move to the next 
column and it will become clearer.  

The first column is kind of what are the key benefits and what are the 
key technologies or differences. Those are the first two. The third 
column is "What is the customer’s pain?"  

You have an attorney and it's not just an attorney. We call this "The 
Ideal Customer". This is where a lot of entrepreneurs go astray 
because they confuse the ideal customer with the target market. They 
say, "We're going after medical malpractice attorneys." It turns out 
that medical malpractice attorneys can be further segmented into 
multi-person practice or solo practices. We can then further 
sub-segment that down into attorneys who handle large cases versus 
small cases or different areas of medical malpractice that they 
specialize in.  

When you keep sub-segmenting further and further down, you end up 
getting to something that we call "The Ideal Customer". This is a 
specific person. It's a specific attorney who let's say you've worked 
with. What you do really resonates with this person, who loves your 
services. Of all the people you've worked with in the past, just this one 
attorney just loves you. Maybe it was a man, maybe it was a middle 
aged man or maybe it was a younger female attorney, whatever it was 
they had certain needs. Whatever it was, this is your ideal customer 
and it is very important.  

Actually if I were only to give two key points to your listeners today, 
the first point is to come up with your ideal customer. I have taken 
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several sabbaticals when I was at Stevens. I had done a couple of tours 
in the venture capital area. We lost $40 million with one of our 
ventures and that's when I came up with this concept of "The Ideal 
Customer" because we didn’t identify the ideal customer.  

The very first thing is to identify the ideal customer, a specific name 
of that person. The next thing you do is you quantify the pain for that 
person.  

"So, what about it?" 

It turns out this specific ideal customer tend to procrastinate, let's say 
and has to have your results in 24 hours.  

Pat: Yes, that happens Gary.  

Gary: All right. Now some people can build a business around a fast 
turnaround time, but let's just say they need the results within 24 
hours.  

If they don't, what will happen? 

They could lose the case. The cost of that is whatever, $10,000, 
$100,000, a million dollars or whatever it is. The first thing we do is 
we quantify the pain for the ideal customer.  

What happens if you don't identify the ideal customer or quantify the 
pain?  

Pat: You can end up wasting your marketing dollars.  

Gary: Yes, what happens is you end up chasing something that we call 
"mirages". The one thing that the entrepreneur does not have is time 
to waste on false opportunities. It's really important that you begin to 
identify who are those ideal customers who just love you and why 
because you are solving a specific problem for them.  

Once you've answered those two questions, who is your ideal 
customer and what is the pain that you have quantified, then you can 
begin to create the ideal segment to be able to say, "What is the group 
that this ideal customer fits into?"  
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● It could be new attorneys 

● It could be older attorneys 

● It could be attorneys in the mid-west or on the northeast, that 
deal with small large cases or small cases, environmental cases 
or you name it 

Now you're beginning to create a target segment around the ideal 
customer, but it always starts with the ideal customer. A lot of people 
go the opposite way and they start with a target market and it ends up 
being too big, for instance the cancer segment. I lost a lot of money as 
an investor in the cancer segment because the entrepreneurs did not 
identify who the ideal customer was. We finally figured out for this 
particular venture that it was melanoma patients. Melanoma patients 
are predominant in Florida and Australia.  

It's really important that you sub-segment the market down until you 
get to the ideal customer. Don't think we're going after cancer patients 
and that's enough. That's not enough. That's not a specific person. 
Once you get to a specific person's name and you can put the name of 
that person there then you know you've gone down far enough. 

Pat: Is this also what marketers talk about as identifying your avatar, 
writing up a description, which could be fictitious of what that person 
looks like, how old that person is and where that person's doing 
business? 

Gary: They tend to call it a "Persona". It's a customer persona that they try to 
describe in many ways like you're saying to be able to really solidify 
and cement who you're going after. Now I would just caution your 
listeners that it's not a fake person like a persona could be or like an 
avatar could be. It's a real person and I'll give you a reason why. 

Let's say you're trying to find if there is a market for your service. You 
call somebody and they say, "Pat, you have a great idea. It's not for us. 
We're not interested, but some of my friends might be. It's a great 
idea." 

That is the kiss of death. If they say that, you don't have a good idea. 
If you've identified the ideal customer and you talk to the ideal 
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customer, what should they say? 

Pat: They should say, "Okay Gary, when can I start?" 

Gary: Exactly.  

"Thank goodness, this is exactly what we need. You can do this in 24 
hours? Oh my gosh, where have you been all of our lives?" 

Now if they don't say that there are a couple of implications.  

What are the implications? 

Pat: You're not right for them and they're not right for you. 

Gary: Exactly. Either you don't have the right ideal customer or you don't 
have the right product, or the service offering.  

That takes care of the first couple of problems. The next column is 
called the "Business Model". The business model is how you make 
money with your product or service. Now you could say you sell a 
widget and you sell it for $9.95 and that's your price, but there are 
many more creative ways to make money with your product or 
service. You could sell a subscription model. You could sell a rush 
model. You could sell kind of different versions of the same like a full 
blown version and then a brief slimmed down version.  

There are many different ways you can make money with your 
service. It's just important to flesh out all the different ways to figure 
out which one you want and to figure out that maybe I can sell more 
to my current customer. That's always kind of the first tool you want 
to take out of the toolbox. Instead of going to new customers with new 
products, the first thing that you want to do to grow your business is 
to sell more of your current products to your current customers and 
this is how to do it through kind of creatively using the business 
model.  

Pat: Tell us about the next column.  

Gary: The next column is the "Gross Margin". You want to make sure if it's 
a product that the rule of thumb in general is the selling price should 
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be three to five times the cost. This is if you're using channel partners.  

Let's say you have to use somebody who takes you into the attorney 
business. I'm not sure in that area, but you could go direct. If you're 
going direct you probably don't need the three to five times, but you 
want to make sure that there is enough margin so that you can afford 
to stay in business.  

In software you can have general manufacturing businesses in general 
gross margins of the mid 30's like 35% can be relatively normal. If 
you're in the software industry you can get margins much higher, 60% 
or 70%. If you're in the pharmaceutical industry it can even be higher 
than that. You just want to make sure that you are aware of your gross 
margin.  

What are the costs of the product? What is the cost to delivery your 
service, the notebooks, the travel and all of that stuff to make sure 
your time is being adequately compensated?  

The next column is the "Market Size". You take your ideal customer 
who then moves you to an ideal target segment. Once you have the 
target segment properly characterized it’s time to figure out how many 
of them are there. This is where we get into "Total Market Size" 
versus "Addressable Market Size".  

Total market size is, "Okay there are 15,000 young attorneys in the 
country that ___." Now that's the total market size, but you cannot 
address all of the 15,000. Maybe you can only address the ones in the 
northeast or where you're located in your state. That would be the 
addressable market. Maybe of the 15,000 you can address a thousand 
of them because they are in your state of let's say New Jersey. That's 
the "Addressable Market Size". 

After you do that the next column is "How do you reach them?" If you 
kind of get a feel of what we're doing it's like a funnel, we're going 
narrower and narrower to try to create a coherent business strategy 
that moves your business from Point A to a place that's more 
successful rather then trying to do the million things that are on the 
entrepreneur's desk.  

Now that you've identified the size of your addressable market the 
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next is to try to figure out are there channel partners or people that can 
help take your message to your ideal customer, or to your ideal target 
market. It's easy to say, "I just got to go direct," but maybe there are 
some people called "Complementers" who sell a related and 
complementary service to the attorney.  

Let's think who could it be. Who sells to the attorney? 

Pat: If you become an exhibitor at a legal conference you get to know the 
other people who are selling to attorneys. A very common type of 
legal vendor is an engineering company that would go in and 
investigate the scene of an injury to a person, take measurements and 
figure out if regulations were broken and that's why the environment 
was dangerous. The engineers are always marketing to attorneys to 
provide that service.  

Gary: So this could be a perfect channel partner for your listeners if they're 
contacting your ideal segment and that takes research. When you 
contact these channel partners they will know once you explain why 
you're different, who your ideal customer is, who your ideal segment 
is and why, what's the compelling value proposition that you bring to 
that market. They will say, "Oh wow we got a lot of those customers. 
Boy they will love to be aware of you." That's a channel partner who 
would be nice to have on your team.  

Pat: Correct. It's easy to form alliances once you understand who those 
individuals are and you encounter somebody who's receptive to the 
idea of referring you, and you referring them when there's an 
occasion. 

Gary: The trick and the key usually goes back to the ideal customer because 
while it might be easy to form alliances it's not necessarily easy or 
obvious to find the right alliances. If you keep in mind who your ideal 
customer is and then make sure that with these engineering firms your 
ideal customer is their bread and butter, then that would be great.  

All these things take time. It takes bandwidth and to be an 
entrepreneur who is laser-beamed focused on what they do better, 
what is their reason for being, their secret sauce of why are they better 
than the other person that does the same thing. Then there's a better 
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chance that they can be successful.  

Pat: Absolutely. Tell us about the next piece.  

Gary: There are only a couple of more pieces left. The next piece is the "#1 
competitor in each segment". Without going into the whole segment 
concept, it's just the #1. Really what we're doing is we're just taking 
one segment through the entire process. The canvas is set up to look at 
multiple segments.  

You take a look at who is your #1 competitor in the area that you're 
going after and to really do a thorough assessment of what are they 
doing and how are they doing it.  

▪ "Can they do it in 24 hours?"  

▪ "What are they doing?" 

▪ "What is their secret sauce?" 

You don't want to reinvent the wheel. What you don't want to do is 
make a sales call to an attorney and they say, "We get that from this 
person down the street" and you don't know that person down the 
street. You then look silly versus if you say, "Oh yes, I'm very aware 
of that person. Now their normal turnaround time is 72 hours. We can 
do it in 24." All of a sudden you sound like somebody who is a valued 
partner and somebody they can trust. Its understanding who the #1 
competitor is in each segment.  

The next column is "To understand the funding that you need." We 
had traded some emails back and forth. There are a couple of key 
funding methods. One is called the "Burn Rate" and that's "How much 
does it cost to keep your operation running?" 

Now, many of these people might be working out of their home and 
that's good. They don't have rent. They don't have utilities. They 
might have other fixed costs you will want to identify.  

If you don't sell anything, "What are your day-to-day or monthly 
expenses that you're going to have to pay for your business?" That's 
your "Burn Rate".  
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Now the "Cash Zero Date" is another nice metric and that is "How 
much money or how long is it going to take for you to run out of 
money?" "How long is your runway?" 

Let's say your business is eating up with your website and your 
marketing a thousand dollars a month. You just closed a big deal for 
$10,000 that you finished. You have 10 months and that's your "Cash 
Zero Date". Its 10 months from now.  

There are some other metrics also like "Break Even" and etc., but 
these are metrics an entrepreneur should keep in mind just so you 
have an idea about how long is it going to take for your business to be 
successful.  

How can I plan in advance? I might have to get a part-time job. I 
might have to do some other things etc. At least some of these metrics 
allow you to go into it with not necessarily an open mind, but to be 
able to have some facts and figures at your fingertips.  

Pat: Is there one final column, Gary?  

Gary: The one final column is "Validating". Before you invest you can do 
this when you're in your company for just a month. You don't have to 
be in it for five years or invest all this money before you validate.  

What validation is, is you go to your ideal customer, you go to your 
ideal channel partner with a let's even say a one page description or 
one page flyer of your service. You might not have ever done one or 
you might have done it. You don't have to invest tens of thousands of 
dollars in creating all of this. It takes a day to create your one sheet of 
a description of your business.  

When you take it to your ideal customer, they should say what? 

Pat: When can I start? Who do I make the check payable to? 

Gary: That's exactly right and so if you get enough of that kind of reaction 
you're off to the races. I would recommend that you validate early 
rather then wait to have all the pieces.  

You built this beautiful house and now you want to see if anybody 
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wants to live in it. I would not recommend that. I would recommend 
that you have a picture of the house and you take the picture to people. 
They will say, "Oh this is great" and then you will say, “Okay maybe 
I'll continue building the house.”  

Pat: I appreciate your expertise, Gary. I know at the beginning of our 
podcast we shared your email address so people can get a copy of the 
road map and a link to your YouTube video. Could you share that one 
more time for our listeners? 

Gary: Absolutely. It's Glynn@Stevens.edu. In the subject line if they could 
put "Road Map" and then I'll know the information to send them. 

Pat: Thank you so much. I really appreciate you being on the show and 
sharing this organized model. I think it will be helpful for our listeners 
to understand the dimensions of what goes into a successful business.  

Gary: My pleasure and all the best.  

Pat: This has been Pat Iyer and Legal Nurse Podcasts talking with Gary 
Lynn about the "Entrepreneurship Road Map". Stay tuned, we have 
new programs every week. Tune in again next week and listen to a 
new interview. Keep growing, expanding and developing your legal 
nurse consulting skills.  

Related Product 
Is this you? Do you want to take control of your marketing 
plan? You want to get more clients?  

Dr. Gary Lynn and I are giving a free webinar called Get 
More Clients with a Step by Step Marketing Plan. 

On this free webinar we'll cover how to take your business 
to the next level. AND you will get a roadmap for building your legal nurse 
consulting business. 

We'll also reveal how to carry out a step by step process for creating a coherent and 
compelling marketing strategy for your business! 

You can use these techniques to quickly achieve success in your marketing.  
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In fact, here's just a sample of what we'll cover on this incredible webinar: 

• The steps of a legal nurse consulting marketing roadmap. 

• How to carry out the steps without a large capital investment to test the 
waters. There are techniques you can use to reduce capital outlay. 

• It does not take years to be profitable. 

• The steps that work so you don’t waste time and money on ineffective 
marketing 

• Marketing success does not required advanced education. Evan Williams, 
Biz Stone and Jack Dorsey -- the founders of Twitter - were college dropouts.  As 
are Mark Zuckerberg, Steve Jobs and Bill Gates. 

... and much, MUCH More! 

Watch this program at this link: http://lnc.tips/getstep 

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 67 

Legal Nurse Consultants: How do You Find Attorney Clients? 

In our previous podcast, LNP 66, you’ll hear Dr. Gary Lynn discuss the entrepreneurial roadmap. 
In this episode of Iyer’s Insights, I share tips on how to effectively market to get clients.  

Is your legal nurse consulting business stalled? 

What is really stopping you? 

▪ Is it the economy? 
▪ Is it the competition? 
▪ Is it your experience as an LNC? 

The answer is in the mirror. You are stopping yourself: your doubts, insecurities, fears, and 
procrastination. 

Today is a new day. You’ve spent money and time learning how to become a legal nurse 
consultant. You may have a loan to pay back. You may have invested in marketing materials, a 
website, letterhead, and business cards. You’ve told your friends and family you want to build a 
business. Or, you have a few clients but you want and need more. 

▪ What are you doing to achieve your goals? 
▪ Are you motivated to succeed? 
▪ Are you uncomfortable staying where you are? 
▪ Are you hungry for business? 
▪ Are you consistently marketing? 
▪ Are you able to say “Next” when an attorney does not respond to your marketing 

overtures? 
▪ Are you challenging yourself to learn more? 
▪ Are you asking your current clients what else you can do for them? 
▪ Are you asking your current clients who else they know who could use your services? 
▪ Are you demonstrating your expertise through your website, blog posts, articles, or 

newsletter? 
▪ Are you unwilling to give up? 

These are hard questions I am asking you to deal with a hard issue – being stuck where you are. 

There is nothing easy about being an employee who is at the whim of the next layoff, tyrant boss, 
or bully. I have been self-employed since 1987. There is nothing easy about being in business. It 
is hard work, discipline, and risk taking behavior that leads to success. 

New research refutes conventional wisdom that quote the statistic that 90 to 95 percent of 
businesses fail in 5 years. The numbers are more encouraging: 66% of businesses last through 
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the first 2 years and 44% last through 4 years. 

If you don’t want to be in the 33% who fail in the first 2 years or the 56% who fail in the first 4 
years, what are you doing to face what is holding you back? 

How do you get attorney clients when you are starting or growing your legal nurse 
consulting business? 

1. Tell everyone you know that you have started a legal nurse consulting business. Define 
your ideal client and ask your friends, family, associates, professional providers (dentist, 
accountants) if they know anyone who fits the profile of who you want to attract. Ask for an 
introduction. 

2. Go to a local Chamber of Commerce meeting in your town. Talk to the group’s organizer 
to find out if there are attorneys who are members. Locate those attorneys and introduce 
yourself. 

3. Demonstrate your expertise with a website. Use a platform like WordPress that permits you 
to have a blog. Use the blog to write about topics for your attorney audience. Share your blog 
posts on LinkedIn, Google Plus, Facebook and Twitter. 

4. Subscribe to the local legal newspaper for your state or region. Note the names of 
attorneys who specialize in the type of law you are targeting- personal injury, medical 
malpractice, product liability and so on. Look them up on www.martindale.com. Contact them 
and ask for an appointment to discuss your services. 

5. Go to conferences where attorneys will be. Pick personal injury topics where the audience 
will be attorneys. Bring your business cards and mingle before the conference, at breaks and 
after the conference. Start conversations and discuss what you do, stressing the benefits of 
working with you. Here is your opportunity to present your 30 second introduction. “Attorneys 
who work with me get ___ when I do _____.” 

Recognize that you will not get instant gratification. Attorneys may not have a case for you at the 
time you contact them. By staying in touch; by periodically reconnecting with them, your 
persistence will pay off. This is a numbers game. Every no brings you closer to a yes. 

And by all means, always bring business cards with you.  
 
Here’s what happened to me.  
 
I could feel my face flush as the three people stared at me. I was searching in my purse for a little 
piece of paper. If you learn from my mistake you will never feel embarrassed like I was. 
 
A prominent attorney asked me to come to his office to discuss his case. I knew who he was but 
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had never had the opportunity to work with him. When I got to his office I was early, so I 
decided to park on a quiet street around the corner and call my senior administrative assistant. 
Anticipating the attorney’s question, I asked her, “Who else have we worked with at this firm?” I 
wrote down the names and headed to his office. 

One of the first things the client asked me was, “Have you worked with anyone else here?” 
Feeling smug, I rattled off the names. After discussing the case with me, the attorney introduced 
me to his partner and told him what I was planning to do on the case. 

His partner looked interested and abruptly asked, “Do you have a card?” I assured him I did and 
opened my purse. My smugness evaporated. I searched. And searched. And searched while my 
client, the paralegal and the partner stared at me. 

You see, my purse is full. I carry items like a cell phone, wallet, eyeglass case, nail file, receipts, 
little notebooks (maybe I don’t need 4 of them), pens and pencils, post it notes, a magnifier light, 
tea bags, lens cleaners, notes, travel size toilet paper (you never know when you need this), hand 
wipes, a pen drive, house keys, and tissues. The easiest way for me to find something is to 
remove other things from my purse. I knew I could not do that in front of my curious audience. 
The partner said, “You DO have a card, don’t you?” I said, “I’d like to say I can find it.” 

Becoming impatient, my client said, “You can mail him a card.” 

Still flustered, when I returned to my client’s office, I began searching again, while he 
commented about his wife’s purse being full. “Do you ever put your hand in it? I’ve been 
married for 43 years and my husband will not go into my purse.” My client replied, “Never, it is 
forbidden territory!” 

Remembering the brochure I brought my client, I found my business card inside the cover and 
we returned to his partner’s office, where I triumphantly handed him my card. “Oh, I know you,” 
he said, and then discussed a case he had for me. 

When I left the office, I had 2 cases, a promise of a third, and a new resolve to restock my purse. 
When I got home, I found my business card case in the bottom of my purse, as well as the 
business card cases I had removed right before vacation so my purse would be lighter. (I went to 
the attorney’s office the day after returning from vacation.) 

I now have business cards in my wallet, in the outside compartment of my purse, in the zippered 
compartment, and in a business card case. 

How about you? Can you locate your cards quickly? 

Related Product 
Is this you? Do you want to take control of your marketing plan? 
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You want to get more clients?  

Dr. Gary Lynn and I are giving a free webinar called Get More Clients with a Step by Step 
Marketing Plan. 

On this free webinar we'll cover how to take your business to the next level. AND you will get a 
roadmap for building your legal nurse consulting business. 

We'll also reveal how to carry out a step by step process for creating a coherent and compelling 
marketing strategy for your business! 

You can use these techniques to quickly achieve success in your marketing.  

In fact, here's just a sample of what we'll cover on this incredible webinar: 

• The steps of a legal nurse consulting marketing roadmap. 

• How to carry out the steps without a large capital investment to test the waters. There are 
techniques you can use to reduce capital outlay. 

• It does not take years to be profitable. 

• The steps that work so you don’t waste time and money on ineffective marketing 

• Marketing success does not required advanced education. Evan Williams, Biz Stone and 
Jack Dorsey -- the founders of Twitter - were college dropouts.  As are Mark Zuckerberg, Steve 
Jobs and Bill Gates. 

... and much, MUCH More! 

Watch this program at this link: http://lnc.tips/getstep 

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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