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How to Get Qualified Leads from Attorney Trade Shows 

Hiett Ives 
 
 

Pat: This is Pat Iyer with Legal Nurse Podcast and today we're going to be 
talking about exhibiting, which is a skill that legal nurse consultants 
use to build their businesses. I went to an expert to bring you some 
information about exhibiting and trade show participation.  

Hiett Ives is talking with me today about the subject of getting 
guaranteed qualified leads from business-to-business trade shows. He 
is an expert in this field and has been working approximately three 
decades for companies who are searching for trade show success. He's 
also an effective leadership and implementation authority in 
business-to-business corporate marketing and trade show 
management. It's not only what happens on the trade show floor or the 
attorney conference floor that counts. It's what happens before, as well 
as after the show.  

Hiett works with people in diverse industries covering gasoline 
petroleum industry, food services, banks and phone companies. He 
presented a course for me in 2016 on "Trade Show Leads 
Guaranteed", which we'll tell you more about later on. Hiett, I 
appreciate you joining me, welcome to the show. 

Hiett: Thank you Pat, it's a pleasure to be with you.  

Pat: Can you tell our audience how you got started in this very interesting 
niche of helping companies with trade shows? 

Hiett: My first experience with a trade shows was when I was knee high to a 
grasshopper. I was a little man on a totem pole in a company that was 
having a trade show in downtown Houston. They said, "Okay kid, go 
set it up." It was a 20 x 20 space. I set it up and I met a British 
gentleman who was in the business. He said this thing called 
business-to-business trade shows is something that's going to grow 
and business-to-business trade show marketing is something that you 
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ought to get to be a part of.  

I did it for two companies and then in 1989 the San Francisco 
earthquake happened. That was the day before the company I was 
working for fired me along with a whole lot of other people. They 
hired me back as a consultant and I have been a business-to-business 
trade show marketing consultant ever since.  

Pat: We were joking before we started this that it took an earthquake to get 
you out of that job, but you have not looked back and have built a 
very successful business helping companies with trade shows. I can 
attribute a lot of the growth of my legal nurse consulting business to 
my experiences exhibiting at attorney trade shows.  

I know that you and I have talked in the course of preparing and 
teaching "Trade Show Leads Guaranteed" about the role of legal nurse 
consultants and how they assist attorneys. At what stage would you 
suggest that a legal nurse consultant become involved in exhibiting 
and why would you say that particular stage? 

Hiett: It's when he or she has focused their attention to two or three at the 
most key areas of expertise. It is counterintuitive though you think 
you want to go and be everything to everybody. In fact the attorneys 
who are at the shows are looking for the specifics. They are looking 
for the authorities in an area that they are perhaps weak in or need 
some help in.  

Often the legal nurse consultant decides that he or she wants to work 
with lawyers who are working with operating cases, senior citizens 
cases or working with whatever their expertise is. Then the LNC can 
focus on one or two. A trade show is going to be far more effective for 
them the more specific they can be.  

Pat: So it really in many cases I think depends upon the legal nurse 
consultant's area of expertise and probably also in consideration is 
where can the LNC drive to easily rather than have to fly to. Although 
I know some LNCs live in remote areas of the country or have their 
businesses in remote areas that may be another factor in terms of how 
practical is it to get there.  

Hiett: Yes, if what they're going to be doing requires eyeball-to-eyeball. 
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Along those lines every trade show is local whether it's been billed as 
a local, regional, national, international or intergalactic 70% of every 
trade shows attendees are coming from a 300 mile radius.  

There's also a technology conference here in Houston, which is the 
largest show we have and they tout that we've got exhibitors from 
every state in the union and 125 countries etc. The 60,000 delegates 
that we had last year 70% of them or somewhere in the neighborhood 
of 50% of the 60,000 were from a 300 mile radius. 

Let’s say what legal nurse consultants are doing requires them to be 
eyeball-to-eyeball with their client. They're like me located in 
Houston and go to a show in St. Louis. Unless they are prepared to 
make numerous trips to St. Louis it would behoove them to refrain 
from going to that show. Instead, they would be going to a show in 
Austin, Dallas or San Antonio. Obviously those who live in higher 
populated areas can have a larger audience from a shorter distance. If 
you're going to the show simply because it's the national show of that 
industry or that vertical, if you are not geographically prepared to 
service that city, don't go. 

Pat: Tell us about the skills that you think are critical to being effective in 
exhibiting?  

Hiett: Focus. I do not allow my clients to offer more than three items at a 
trade show. In fact when I went to an exhibit with a company, they 
offered 10 different product lines. My predecessor would send out 
pop-up 10 x 10 booths with graphics for all 10 of the product lines 
that we offered. Most people would try to put all 10 of them up there, 
but when I took over I said, "Tell me your top three. You're only 
going to get graphics for three." They yelled and screamed, but it 
allowed them to focus on their highest money making operations 
because the three out of 10 is your 80/20 principle.  

Eighty percent of your business comes from 20% of your customer 
base, so if you properly identify the two or three products or services 
that you offer that are your highest money makers then you can push 
those.  

I've had presidents of companies who have said, "I got 10 products 
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and I got to have all of them there." I said, "No, you will have three". 
About an hour into the show, they said, "Thank you" because we put 
up the three highest money makers. He told me flat out before when 
he had 10, people would come and ask him about number eight, nine 
or 10. One or two of them were loss leaders whereas when you are 
putting up your three top things, your prospects will likely say, "Do 
you also offer…" and it would be "Yes, of course we can do that for 
you as well." 

If you're not leading with your loss leaders, you're leading with your 
strengths, the skills that you can talk most professionally about with 
the greatest amount of detail and the greatest amount of name 
dropping.  

▪ "I've spent the last five years with Dr. So-and-So who's the 
senior resident at XYZ Hospital in this expertise" or  

▪ "I was on the board of nurses at that ABC Hospital and we 
actually wrote the rules for this particular procedure for the 
Kelsey-Seybold or for Baylor College of Medicine" or 
whatever. 

Identify and focus on your key two or three areas of expertise and then 
going with those. 

Pat: We've talked about the ability to be focused. We've talked about your 
knowledge base of being quick on your feet in terms of name 
dropping and collecting the information in your mind that would be 
most persuasive to the person standing in front of you. I had a show 
earlier by Casey Carpenter (LNP 22) who is an introvert who has 
become very successful in sales. Tell me about the interpersonal 
demands on somebody who's exhibiting. 

Hiett: I guarantee my clients trade show leads guaranteed and it's by asking 
very specific open-ended questions rather than seeing somebody 
walking by and going, "Hi, how are you doing? How is the show 
going for you? Can I show you my widget?" By that time they're 
gone. You look them straight in the eye and ask, "How are you 
handling your slip and fall cases?"  

▪ If I'm a legal nurse consultant who has expertise, background 
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and knowledge in slip and fall cases, I want to be working with 
a law firm that specializes in that. Ask everybody who walks 
by,  

▪ “Hi, how do you handle your slip and fall cases?" 

▪ "How does your company handle your slip and fall cases?" 

▪ "How do you personally handle (whatever the primary expertise 
that you're looking to represent)?" 

You can ask that question to either promote your expertise or to 
identify the law firm that is handling that kind of expertise. You can 
say basically, "Here's what I have to offer you" or "Is your firm one of 
those that has this as part of their portfolio?" It's an open-ended 
question that is geared to requiring the person you're asking to either 
qualify or disqualify himself or their firm.  

Obviously if it's a niche area it could be, "Who in your firm handles 
your operating room cases" or "Who in your firm handles back injury 
cases?" The more specific you can get the more likely you are to get 
the right answer. It could be, "How do you handle slip and fall cases?" 
"Well I don't, but we do handle those in our firm and you need to talk 
to Sue Jones or Bill Watson." You get that information done and then 
you're able to call Sue Jones or Bill Watson and say, "Henry Smith 
your senior attorney was at the XYZ show and recommended that I 
give you a call." 

Pat: So if I could interpret what you're saying and put it in the frame of 
reference of talking about the interpersonal skills. . . It sounds to me 
that what you're saying is that if you have your questions prepared 
then you can launch into them. You should watch the reactions of that 
individual instead of feeling like you have to babble in the hopes of 
interesting the attorney in your services.  

Is that a good interpretation of what you believe is true? 

Hiett: It’s spot on. In fact I took a bank to the National Association of 
Petroleum Engineers. The bank was in a very unique position. They 
were looking to represent companies and lend companies money to 
operate, but they were also looking to get money from high rolling 
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people who wanted to pool their money to invest in something else.  

As strange as it may seem as everybody walked up to our booth I said, 
"Okay are you looking to borrow money or lend money?" It was 
amazing how quickly we got to the bottom line because some people 
said neither and I said, "Fine, have a nice show." Others said, "Well I 
haven't thought about it that way, but we need to lend you some 
money. We've got some money that we need to…"  

It's the more specific you can get and hard hitting. I've told you the 
story of "Okay how can you handle this" and they say, "We don't." 
"Then fine, get out of here." They laugh and you laugh, but the faster 
you can separate the wheat from the chaff, the more time to talk to the 
wheat. Then you are less likely to be talking to the chaff. You don’t 
want to miss some of the wheat because you fail to qualify the chaff. 
They're just there to pass some time, so you ask an open-ended 
question that literally says, "Are you qualified enough for me to visit 
with you?"  

"Are you the person I need to be talking to because if you're not go 
away because I want to be talking to the people that I need to be 
talking to." 

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

Hiett: Yes. I was talking to a potential client just recently and he said, "I plan 
to go to the booth. I don't want quantity. I want quality, so I want to 
talk to the five people that I can sell right there at the show." I said, 
"That's not what you're at the show for and that's not what people 
come to the show for. If you go to that show thinking you're going to 
sell somebody, you're going to be very disappointed and you're going 
to make some people awfully mad." 

They fail to understand that a trade show is to build relationships, not 
only business but personal. I tell my clients to have a notepad and take 
notes. As you leave and somebody says, “It's Thursday afternoon and 
I got to get home because my 14 year old son is quarterbacking the 
football team tomorrow night or my daughter is in a recital this 
weekend” you take notes like that. When you follow-up with them 
ask, "Hey Harry, thank you for stopping by the booth. How did your 
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son do at that football game? How successful was your daughter's 
recital?"  

The old adage of, "People don't care what you’ve got until they know 
that you care." You can exhibit caring by taking notes like that. If you 
don't take them you're not going to remember them.  

Pat: I think there's something along the lines of, "They won't remember 
who you are, but they will remember how you made them feel." I 
think I'm paraphrasing rather badly.  

It sounds like one of the myths is that you're going to a trade show for 
instant gratification to make a sale on the spot and sometimes that 
happens. It gladdens the heart of a legal nurse consultant to see one of 
her clients walk in with a case under his arms saying, "I knew I would 
see you here so I wanted to bring you the medical records.” That's not 
something that can be counted on or necessarily happens every time, 
so it's relationship building.  

What about the myth that exhibiting is extraordinarily expensive and 
it's not a good return on investment? 

Hiett: Picture somebody sitting at their desk, a lawyer. You've got into his 
office and he's sitting there with his arms across his chest, his legs 
crossed with a frown on his face. He's saying, "Who are you and how 
did you get by my minions?" You have that meeting. Then the next 
meeting you get in with him and his arms are uncrossed, but his legs 
are still crossed. He still got a scowl on his face and it's, "Oh, you 
again. You got by my minions again. What is it you wanted to sell 
me?" Maybe on the third one he's uncrossed his legs as well and he 
says, "All right well let's get down to business." 

Now those first two meetings are eliminated at the trade show. You do 
not have to fight the gatekeeper. You don't have to introduce yourself. 
It's reintroducing yourself because you started the relationship on the 
trade show floor. You can walk into her office and say, "Hey did your 
son win that game that you were going to?" You can't do that on a 
cold call. It becomes far less expensive if you can get four or five 
good leads out of a trade show.  

I will give you a perfect example. I took a toy wholesaler to a toy 
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show in Vegas. It was Tuesday, Wednesday and Thursday. We flew 
home Thursday night. Friday morning I was in his office and we 
called two of the highest prospects who came by the booth. Literally 
you could hear it in their voices when I called and said, "Hi Mr. Jones 
this is Hiett Ives with the XYZ Company. We want to thank you for 
stopping by the booth in Vegas and wanted to follow-up with you on 
that purchase order that we talked about sending you."  

The tone of their voice was "Now wait a minute, the show ended 
yesterday and you're already calling me to follow-up?" They couldn't 
believe it. They said, "Sure, send me that purchase order. Send me that 
proposal. Yes, let's get rolling on this thing." 

The other myth is you’ve got to wait to follow-up that it's wrong to 
follow-up too soon. You got to give them a chance to get back to their 
office and get back. "No!"  

Suppose you are based in Houston and you're at a show in St. Louis 
that ends on Thursday afternoon. Rather than pack of the booth, fly 
Southwest home, have dinner with momma and the kids on Thursday 
night, make your ticket for Friday night. Thursday night after the 
show you're taking one good prospect to dinner and the next morning 
you're taking another prospect to breakfast. You're going by one of 
their offices during the morning and you're taking another one to 
lunch before you take the afternoon flight home.  

You make those four or five calls the day after the show and you're 
likely to have a couple of orders under your belt to where when you 
follow-up with the other ones you can say, "Mr. Jones I appreciate 
you coming by the booth. I told you that we could get to you in about 
three weeks, but we've already picked up three pieces of business 
from the show and I want to make sure that I can still honor that three 
weeks timeframe. When are you ready to rock n' roll?" 

It puts you in a whole different mindset as opposed to the guy who 
comes back with 20 leads and says, “I can't follow-up with them on 
Friday because Friday is Friday and I’ve got to get the end of week 
done.” Monday comes and its, "Well Mondays are Mondays" and by 
the time you start following up with him on Tuesday or Wednesday 
you've forgotten a lot of the specifics. The enthusiasm is gone, so the 
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faster you can follow-up with them the better. Put them into a CRM 
(contact relationship management)-type of program. 

Suppose you know that in order to close your kind of business with 
the kind of people you know you want to go after it normally takes 
five or six calls over a six to eight week period. You put together a 
follow-up grid. You plug all of the best prospects into that grid at the 
show.  

I have a lady friend that after she sets up her booth takes her cell 
phone and does a selfie.  

"Hi, this is Susan. I want to thank you for stopping by our booth. I 
really enjoyed visiting with you and I look forward to getting back 
with you real soon." 

When people come by her booth guess what she does? She sends that 
video in an email to them. They are walking down the aisle and all of 
a sudden they get this pop-up. They look at it and it's, "Hi this is 
Susan. I want to thank you for stopping by our booth. I really enjoyed 
visiting with you and look forward to getting back with you." Its little 
things like that and then staying with the follow-up because 
unfortunately 80% of trade show leads go un-worked.  

Pat: What a waste. 

Hiett: Absolutely.  

Pat: You've covered some myths with us. In the last few minutes of the 
show do you have a top tip, trick or a secret that you believe make a 
difference in being effective when exhibiting? 

Hiett: Yes, a couple. Most people would get a 10 x 10 booth. I recommend 
you get a corner booth. A 10 x 10 corner booth appears to be 40% 
larger than its inline counterpart. Now some shows will charge a 10% 
or 15% premium for that corner booth, but a 10% or 15% premium is 
well worth the expense to appear to be 40% larger than your 
competition.  

Secondarily if you are really wanting to standout and the majority of 
shows that you go to are hotel ballroom shows, a 10 x 20 booth is four 
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times as memorable as a 10 x 10. If you walked a ballroom show with 
maybe 100 booths, you are for more likely to remember the eight or 
ten 10 x 20 booths then you are the 80 or 90 10 x 10 booths. If you 
want to appear to be bigger than your competition and appear to be the 
leader of the pack, spend the extra money and get a 10 x 20. You are 
going to standout head and shoulders over the competition. 

Pat: It sounds like being memorable is a real important key. Invest your 
exhibiting dollars wisely in terms of picking the show, picking the 
premiums, picking the graphics and asking the questions that will help 
you qualify that prospect. You need to quickly address that person's 
need and then go into more depth and follow-up conversations. It 
sounds to me like we're covering those tips and secrets to help make 
those exhibiting dollars most effective.  

Hiett: One last thing. On your header tell them what you do before you tell 
them who you are. "Orange Research of Texas" says nothing. 
"Differential Pressure Control Equipment" is extremely specific. I 
literally stood in that booth that had a header with "Differential 
Pressure Control Equipment" and people stopped in the aisle and said, 
"You do that?" The company's name could have been the XYZ 
Whoopee Company.  

They don't care who you are. They want to know what's in it for them. 
While you're proud of your company's name, be sure your company 
name does tell people what you do before you tell them who you are. 

Pat: You have given us some great information today, Hiett. How can 
people find out more about you?  

Hiett: You can go to www.HiettIves.com. That landing page has my Show 
Dynamics, Facebook, Twitter and all that kind of good stuff. 
www.ShowDynamics.com is where all my trade show stuff is, but you 
can find that all at www.HiettIves.com.  

Pat: Again this has been Hiett Ives talking about trade show successes and 
exhibiting success. It's a very important skill for legal nurse 
consultants. It is certainly one that I would recommend to people who 
are interested in growing their businesses for the opportunity to have 
those face-to-face conversations with attorneys.  
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Hiett and I did a course together called "How to Profit from Trade 
Shows". Go to www.LegalNursePodcasts.com and look at this show's 
episode. We'll have information about that course, a three week course 
that was proved to be very successful and useful for the people who 
went through that program. We got lots of good feedback from people 
who applied that information and it made a difference in their 
exhibiting experiences.  

Hiett, thank you so much for being part of this show.  

Hiett: My pleasure Pat, thank you.  

Pat: Thanks and thanks to everybody for listening to 
www.LegalNursePodcasts.com. We welcome your comments and 
feedback. We want you to stay connected and keep on listening.  

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 teamed 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 Covered 

▪ 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:  
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http://lnc.tips/tradeshows  

Get a 25% discount by using the code Listened in the coupon box during 
check out. 

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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Legal Nurse Podcast 85 

Top 13 Tips for Exhibiting at Attorney Conferences 

 

You’ve spent a lot of money and time getting ready to exhibit at a conference. 
Don’t waste your money by decreasing your effectiveness. 

Here are 13 tips for exhibiting at attorney conferences. 

1. Don’t play cards at your booth. Your goal is to be ready to talk to visitors. 

2. Don’t talk on your cell phone when you are at your booth. Attorneys will not 
approach you if you are on the phone. Be alert, look ready to start a conversation, 
and scan the room looking for people you may know. Be prepared to focus on your 
visitor, not on your phone. 

3. Don’t leave your laptop or purse or anything valuable in plain sight and 
unattended. This is an invitation for theft. 

4. Don’t have animated conversations with people at nearby booths or within 
your booth while attorneys are circulating in the exhibit area. This will discourage 
attorneys from approaching you. 

5. Don’t walk over to talk to another exhibitor while an attorney is at his booth. 
The interruption will annoy both the attorney and exhibitor. When the attorney 
moves away from the booth, that is your signal to approach. 

6. Don’t give away food that is not wrapped.  For example, donut holes are 
covered with sticky sugar. If a visitor puts his hands into this bowl, he encounters 
everyone else’s germs.  

7. Try to time your breaks or trips to the bathroom when the exhibit area is 
empty. Hide anything that is valuable while you leave the booth unattended. 

8. Don’t eat or drink in your booth. It is hard to have intelligent conversation 
with food in your mouth. Move to another area of the space to eat. 

9. If you are involved in a 2 day exhibit and have collected business cards, 
don’t leave them overnight in the collection bowl. Take them with you at the end 
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of the day. You worked hard to get those cards. You don’t want them to disappear. 

10. Don’t let your name badge flip over so it is unreadable. Glance down and 
check it periodically. 

11. Don’t misrepresent yourself or your experience. I know of an LNC who told 
attorneys when she exhibited that she had clients in all 50 states and that she was 
the biggest LNC firm on the East Coast. Neither was true. 

12. Don’t fail to rapidly follow up with attorneys who have a case. The longer 
you wait, the less likely the attorney will remember your conversation. 

13. Have comfortable shoes to wear in the booth.  

The legal nurse consultant who worked in my business at the time, Marianne 
(name changed) and I made plans to exhibit at an American Association for Justice 
annual meeting in San Diego. The trip did not start off well. I missed the exit to the 
airport and had to make a large circle to return back to the right spot. When we got 
to the long term parking lot, I found out Marianne had more luggage than she could 
possibly manage alone and had to leave some bags behind in my trunk. We made 
the plane with minutes to spare, and both exhaled with relief once we were seated 
on the plane. 

When we got to the hotel and started unpacking, Marianne exclaimed in surprise 
and started laughing. She had shopped for a new pair of dress shoes the day before 
our flight. In her hands were two shoes – one a size 6 ½ and the other a size 8. She 
had size 8 feet. She could barely squeeze her foot into the size 6 ½. I suggested that 
she wear sneakers, her only other pair of shoes, the first day. At the first break, she 
could go to a nearby shopping center and get new shoes. “No, I could not wear 
sneakers – that would be unprofessional”, she said. “And I could not leave you 
alone while you are exhibiting.” 

We walked across San Diego from the hotel to the convention center the next 
morning, and stood all day in the booth for the first of 3 ½ long days. Marianne 
stood in her size 6 ½ shoe and her size 8 shoe. At the end of the day, I again 
suggested she get new shoes. She again said she did not want to. 

One of the exhibitors had long loaves of French bread that were left over at the end 
of the day. I’ve been trained as a child to not waste things, and offered to take the 
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bread that he planned to throw out so we could give it away. Marianne and I 
walked around San Diego looking for homeless people until we gave away all of 
the bread. Then we walked to our hotel. 

The next day we walked to the convention center, stood all day and then 
distributed bread. The third day we walked to the convention center, stood all day 
and then distributed bread. That night, Marianne removed her shoes and moaned. I 
saw blisters on her heels and realized she had been very uncomfortable all along, 
but had not complained. The next day I insisted we take a cab to the exhibit area, 
stood for 8 hours, packed up the booth and took a cab back to the hotel in 
preparation for our return flight the following day. 

Lessons learned 
1. Always check to make sure the same size shoes are in the box before you leave 
the store. 
2. Don’t plan on breaking in new shoes when you are exhibiting 
3. Bring 2 pairs of comfortable shoes when you plan to exhibit for several days and 
alternate the shoes each day. 
4. Take advantage of an opportunity to avoid pain by accepting an offer to remove 
the source of pain. There is no point in being a martyr. 

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 
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Iyer teamed 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 Covered 

▪ 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  

Get a 25% discount by using the code Listened in the coupon box during 
check out. 

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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