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Pat: Hi this is Pat Iyer with Legal Nurse Podcasts. This is a program 
specifically for legal nurse consultants to share tips and expertise from 
the people that I interview every week. We talk about the topic of 
legal nurse consulting and aspects of legal nurse consulting that I can 
bring in to share with you.  

I'm talking today with Cheryl Gatti. We were just establishing that 
we've known each other for about 20 years when Cheryl and I met. 
She was the current president of the New Jersey Chapter of AALNC. 
Now 20 years later she is also the current president of the New Jersey 
Chapter of AALNC.  

Cheryl and I have also been at times on opposing sides of cases when 
we were both testifying as medical surgical liability experts for 
nursing practice. Cheryl and her partner Jude Lark established Lark & 
Gatti Medical Legal Consultants. She brings to legal nurse consulting 
a clinical practice that has included staff and managerial positions in 
medical, surgical and critical care units. She also holds an alumnus 
status as a critical care certified nurse from AACN in addition to 
having an LNCC certification from AALNC.  

Cheryl left clinical nursing in 2004 and she's been focusing since that 
time on case review and developing her business. She was one of the 
founding members of the New Jersey Chapter of AALNC, which 
started with an idea and grew to a chapter.  

Welcome to the show, Cheryl. 

Cheryl: Thank you very much Pat. Thank you so much for asking me to join 
you this evening.  

Pat: Let me take you back probably more than 20 years at this point and 
say how did you find legal nurse consulting and how did attorneys 
find you? What were the factors that went into getting your first case? 



Cheryl: There were multiple factors. I started our business with Jude Lark. We 
both were working at the time in an intensive care unit. I was the head 
nurse and Jude was the assistant head nurse. We had this wonderful 
relationship in the clinical setting and we became very good friends at 
that point as well. We both had that entrepreneurial spirit and we 
knew we wanted to do something together at that point. We both had 
young children and we were working part-time at that time.  

It was a development and kind of organic how it came to be. (At first 
it was not necessarily) going to be legal nurse consulting. We started 
talking about opening up a nursing agency. By happenstance Vickie 
Milazzo (who I'm sure Pat knows very much about and many of you 
may know a lot about) was having these small half day seminars. I 
don't know how we saw it, whether it was in a nursing journal or a 
nursing magazine and we attended this half day seminar. That started 
the seed of beginning this business of legal nurse consulting together 
and so we said, "Okay, this is what we we're going to."  

We did not have a business model. We did not write a business plan as 
we probably should have, but I don't know if we could have at that 
point. I don't know if we had the wherewithal or the knowledge to do 
so. We went to the seminar and it so happened that one of Jude's 
friends was an attorney who did medical malpractice and personal 
injury. He asked Jude to be one of the nursing experts in his case. That 
essentially was how we got our first case, so it was a friendly referral 
and how many businesses ultimately do start out is with someone you 
know. 

We did that and then we started the very difficult process of cold 
calling. I remember sitting in our family rooms and our living rooms 
with this list of attorneys not exactly knowing a lot about them. We 
probably should have done more research. We might have been more 
successful at that point in just making these cold calls one after the 
other and kind of holding hands making it work. We got better at it 
and started to develop some business from the cold calling.  

It was mostly cold calling. It was not a lot of warm calling because 
besides our first client we did not know a lot of attorneys. That's how 
we started out and progressed from there.  



Pat: You were probably calling attorneys 20 years ago who had no idea 
what the term legal nurse consulting meant.  

Cheryl: Absolutely. It's kind of funny Pat because I'm not sure that we were 
able to communicate that very effectively at that time. You just 
presented to our chapter last month at our chapter meeting and that's 
one of the things that you spoke about. This is so important for nurses 
who are just starting out and it's to have that scripted response about 
what can you do for me or what does it exactly do.  

I know I did not communicate that very effectively because I wasn't so 
sure at that point what I could do for them besides being a liability 
expert. That's how we started out and I think that's how you first 
started out as well, which was a good thing. I enjoyed doing that. Not 
a lot of nurses enjoy doing expert work, but I think that was a really 
powerful building block for our practice at least.  

Pat: Now I know that you have stopped doing expert work. What does 
your business primarily consist of now? 

Cheryl: Our business primarily consists of a number of things. My partner 
Jude still is clinically active, so she still does expert work. I obtain 
expert witnesses (both nursing and medical experts) for our clients in 
malpractice and some personal injury cases.  

I do a lot of work with personal injury clients, working up the initial 
medical records, talking about mechanism of injury, what are the 
injuries and what are the sequela to those injuries, the permanency of 
those injuries.  

I do a lot of work with personal injury clients. I do attendance at 
defense medical exams. I work a lot doing medical chronologies that 
either can be used summary judgments or the (attorneys) work them 
up and use them as the case progresses along, I do a lot of those in 
medical practice, product liability cases and personal injury cases. I do 
a lot of administrative work as well, so I wear a lot of hats in the 
business right now.  

Pat: Personal injury cases are an area that I think sometimes gets 
overlooked by legal nurse consultants particularly when they're new. 
They tend to focus on, "Of course I have to go after medical 



malpractice attorneys." They are not recognizing the marketing 
language on a website or in a brochure that says, "I can help you 
research the standards of care" is of no value to a personal injury 
attorney who is not even thinking about standards of care. He's 
thinking about injuries, complications, pre-existing conditions and 
permanency.  

Cheryl: Absolutely and that's something that I love doing and I feel very 
comfortable doing. I think I've developed that aspect of my practice 
very well. I think that again speaks back to when you're starting out 
and you're making these cold calls or contacting these attorneys. You 
must know and I did not know exactly what their practice entailed. I 
probably didn't even know at that point whether they were defense or 
plaintiff attorneys.  

I think knowing your call base is so very important. I have a son who 
is a financial advisor. He has taught me a lot about calling and before 
you call what to say, and what you need to know for that particular 
client. There's a big difference in calling a solo practitioner versus 
calling a large practice that has multiple attorneys. With the solo 
practitioner, you may have a niche there that you can fill for them 
whereas that might not be the same niche for the larger practice.  

Pat: Tell us about the most challenging attorney that you've worked with 
and why that person was challenging? 

Cheryl: Two things are probably the most challenging. One is the client that 
doesn't pay. That's a whole other subject, but it's funny because I have 
a wonderful client who's a dear man. He does very well for his clients 
and I've worked for him for a long time. But I know that he is a solo 
practitioner so that money is sometimes an issue until he gets payment 
from a case. That is the most challenging sometimes with working 
with clients that you like, but there's that issue with invoicing and 
payment. That's something that you need to work out and I've needed 
to work out in terms of small increment retainers.  

The other challenge I found, and this is more so when I was doing 
expert work, is the client who wants you to write exactly what he 
wants you to say in the report regardless of what your opinion is. 
That's something that I had a very difficult time initially with until I 



developed my own voice in terms of speaking up and speaking to the 
client as to what I will and will not write in a report. Also in finding 
my voice that my reports were good enough and were the best thing in 
terms of the outcome of that case. I think that was the most 
challenging type of client when I was doing expert work.  

It's funny. I remember the first expert case that Jude and I actually did 
together. Our expert in terms of "I" was "We". We sent it along to the 
client and they said, "You can't do this," but we thought a 
collaborative effort is better. You know, "Two heads are better than 
one."  

Those are the two kinds of things that are most challenging to my 
practice.  

Pat: When you talk about the attorney who wants you to write a report a 
specific way or use the attorney's words it reminded me of something 
that happened to one of the OR nurses who we supplied to an 
attorney. The attorney wrote the report for the expert, faxed it to the 
OR where he was working at the time and wanted him to sign it. The 
expert was keeping a low profile regarding the fact that he was doing 
expert work and this was just a horrible situation. The attorney was a 
little indignant.  

I was new in legal nurse consulting when this happened. I spoke to 
some clients and said, "Is this very common that an attorney will write 
the report unbidden by the expert?" They said, "Oh no Pat. No, that's 
not right." 

Cheryl: No it's not right, but you have these attorneys that have been litigating 
these cases for 20-odd-years. They know what works for them and 
what doesn't work for them. They know what works in certain 
jurisdictions, judges and that kind of thing. The opposing counsel they 
know very well and so certainly terminology and the way things are 
said can be suggested until you get your own voice.  

Your own voice is empowering when you're able to do that, but I 
think that takes a little bit of time. That's where things like what you 
do with the mentoring and the networking that we do at the chapter 
level that sometimes you don't get somebody you can reach out to and 



say, "Hey, I'm having this problem and I just don't know how to 
handle it." Somebody who's seasoned can develop your voice for you.  

I had a hard time when I started. You talked about the guy who had 
the report faxed over to his workplace. I had a very difficult time 
separating out the two. I was kind of very secretive that I did this on 
the outside to my colleagues at the hospital. Now it's more prevalent, 
but it wasn't something that a lot of people did.  

Pat: I talked to a nurse a few months ago who told me that written into her 
employment agreement at the hospital was that she had to promise 
that she would not do legal nurse consulting. She could lose her job if 
they found out that she was doing it.  

Now we've gone the other way from people who don't know what it's 
all about to people who are threatened by it and putting up barriers for 
individuals who want to start their own businesses and still be 
clinically active at the same time.  

Cheryl: Right because you have to be. The other thing that's impacting nursing 
experts are these mergers with these hospital groups. I had an expert 
just recently who had been involved in a case and wrote the report. 
But subsequent to her being deposed and the case going forward they 
(two hospital systems) merged. There was a conflict of interest 
created. If you're just looking at one state and you have these two big 
groups with 10 to 20 hospitals in those groups, it's a lot more difficult 
to get nurses. You would have to start looking outside the state, which 
some attorneys like and some attorneys don't.  

Pat: You've clearly been in business for a long time and you've gotten 
great relationships you've established with your clients. What do you 
do to cultivate those long lasting relationships?  

Cheryl: I keep in touch all the time with email or a call. If I do a referral for a 
physician expert or a nursing expert, I'm constantly following up with 
both the expert and the client. If I see something that is related to the 
case either in a journal or something, I'm constantly reaching out. I 
think I'm pretty available in terms of office, cell phone, email and 
texting. Unless I'm at a defense medical exam or if I'm working at a 
client's office, I'm pretty much available all the time and I think they 



know that. I'm flexible in terms of when I will and can speak to 
clients.  

We were talking about this before and it's that I have a voice. I just 
think I'm very upfront and willing to share my opinions and ask 
questions. I used to be afraid of asking questions if I didn't know a 
certain legal process or kind of what they were thinking. I'm not afraid 
to ask questions anymore. I think that comes with experience and I 
think that comes with age a little bit too. If you force yourself to ask a 
question, you're showing that you're interested and you want to learn. 
Most attorneys like that a lot.  

Pat: You've obviously been in a situation being part of the New Jersey 
chapter and being involved in seeing a lot of people coming into the 
field and not always meeting with success. What do you think is 
critical to being a successful legal nurse consultant? 

Cheryl: That's a hard question because that bothers me the most. I've seen 
these chapter meetings over the years and I've seen people and then I 
don't see them anymore. The ones that I've seen follow-up and grow 
their businesses are the ones that are willing to do subcontracting 
work.  

To be honest with you if they are still clinically active and are willing 
to do expert work, that's a commodity that's difficult to find 
sometimes. If you can cultivate that and get over the fear, that's a 
breakthrough point. If you have that clinical practice available and if 
you are still clinically active, a lot of them that come don't want to do 
clinically work anymore. That's kind of like, "I just want to get out of 
this" and I think using that at least initially helped me. I've been able 
to do referrals for expert work of some people that I've met. That's two 
things, the willingness to do expert work, to subcontract and to put 
themselves out in other places as well. 

Pat: I think that's a great point because there is a high demand for well 
qualified articulate experts who can fill the niche areas of nursing. It's 
even a lot easier for attorneys now then it ever was before to locate 
physician experts. They can go on a website. They can look at a 
hospital department list. They can find physicians in publications. My 
independent legal nurse consulting business was really built around 



the niche of supplying nursing experts who are much more invisible 
and run the gamut from neonatal to geriatrics, and everything 
in-between. 

Expert work is a demanding part of legal nurse consulting in my 
experience having done it for 20 years. It does teach you how to 
communicate with attorneys to be able to take a position and 
withstand cross-examination, to be able to be detailed oriented and 
find those little facts in the medical record that always excite us 
because they change the whole complexion of the case.  

Cheryl: Yes and I just think that overall it's skill building.  

Pat: Could you share with us anything else that you could identify as tips, 
tricks or secrets of being successful? 

Cheryl: One of the things I've done a couple of times is speaking to groups 
and going out and attending some different meetings. I know it's very 
expensive. Jude and I initially started working and exhibiting at trial 
attorney conferences and other conferences. That's something that you 
have to balance in terms of costs and the return to you.  

I've gotten some good clients writing for journals and writing for 
publications. The Journal of Legal Nurse Consulting offers an 
opportunity for lots of people to write on all different subjects. You 
certainly have the opportunity then of anything that you've written to 
share with attorneys who may be potential clients as I was speaking 
about before with reaching out.  

Maybe you don't have a current case with this client but calling up and 
saying, "Hey Susan, I know that you were working on this case and I 
just happened to see this thing about the standards in there. What do 
you think about this? I'm going to just forward it over to you." It spurs 
sometimes the attorney to think about, "Hey listen, I have this case 
sitting here that I need to work up or that I was thinking about needing 
to have these medical records.  

Sometimes just reaching out and not necessarily a cold call, but an 
email sharing a blog, an email sharing an article that you've written or 
a conference that you attended and you found some great information. 
(Listen to Brian Beardon in LNP 58) elaborate on this point. He calls 



them “hi calls” or “hi texts”.  

Pat: It makes the attorney realize that you're thinking about that person. 
You're in a relationship. You're a helpful and trusted resource.  

Cheryl: Yes and so those are kind of the things that I've incorporated into my 
practice.  

Am I great at it all the time? No, but I work at it. I think I work at it. 
The other thing too is designating a place for yourself so that you have 
a place to go where you have your research. You have a plan that you 
want to do and working on that so you're thinking as a business person 
rather than just kind of going out there willy-nilly, being more 
informed in planning  

I know that you help a lot of legal nurse consultants with that, but I've 
learned to become better at business planning. I think that's an 
important thing if you can incorporate that earlier rather than later is 
very helpful.  

Pat: Absolutely. The school of hard knocks teaches us a lot of lessons 
about planning, carrying out business and making sound business 
decisions. I think about and I describe to people that there's a little 
invisible hook in nurses that says, "You need me to help you? I'll be 
glad to help you." Sometimes our instinct to help is not well informed, 
particularly when we're working with an attorney who's very needy 
and needs help, but doesn't always back up the business part of that by 
providing the funds, the retainer and the rapid payment.  

You learn those lessons by those situations in your life that teach you 
that you need to really approach this as a business rather than a charity 
or helping people. You want to help people without considering cash 
flow issues, payment issues, invoicing and retainers.  

Cheryl: Yes and as your business grows there are lots of different tools that 
you can use. The one other thing that I was thinking of too is 
accountability of time. I started out not being very good at it and I 
used to say, "I worked six hours on it” when I probably worked 12 
hours on it. 

There's a learning curve in terms of appropriateness of time. You're 



going to have to eat some of that time when you're first learning. Now 
I'm very careful and I know you are too in terms of subcontractors and 
myself of time tracking. I don't know if you're familiar with Toggle, 
but that's a very easy time tracking system that you can use 
case-by-case. You're much more effective in terms of keeping 
accurate time and billing correctly.  

Pat: That's a great resource. Cheryl, where can people go to find out more 
about you? 

Cheryl: You can go to our website at www.LarkGatti.com and our contact 
information is there. You can reach me at cgatti@LarkGatti.com.  

Pat: All right and for the people who are listening let's spell out L-A-R-K 
G-A-T-T-I.com. 

Cheryl: Right.  

This has been Cheryl Gatti. That half hour flew by, Cheryl.  

Cheryl: It did.  

Pat: I so much appreciate what you've shared with our listeners. This has 
been Legal Nurse Podcasts. Thank you so much for spending a half 
hour with me and learning more about legal nurse consulting from one 
of the most experienced legal nurse consultants around.  

Cheryl: And one of the oldest I’ve got to say.  

Pat: I didn't say that. We all know that you started as a legal nurse 
consultant when you were 20 years old. We've got that part covered.  

Cheryl: Thank you very much, Pat.  

Pat: All right and thanks everybody for listening.  

Related Product 

How to Manage Your Legal Nurse 
Consulting Business 

These are just some tips about how to handle 
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http://www.larkgatti.com/


your legal nurse consulting business. I have a lot more in my new 2017 book, How 
to Manage Your Legal Nurse Consulting Business: Top Tips for  Success.  
 
You’ve gotten your legal nurse consulting business started, you’ve gotten clients, 
and you want to sustain your success. Business development and client 
management are intertwined. Both are necessary for a stable business. In this 
book I tackle how to control your money and your goals, to subdue the evil twins 
of perfectionism and procrastination, and to get more done through outsourcing. 
You can reach a stressed out state as a business owner. I share tips for managing 
your stress and health. 

Ready to hire an employee? I added a chapter on the process of interviewing and 
hiring. 

The second part of the book shares tools and techniques for deepening your 
relationships with your clients. You will discover how to win over and retain the 
clients you want and recognize those who are too much trouble. Mastering 
negotiation, business communication and conflict are essential. I show you 
how. This is the book to use to build a stable foundation for your business. 

Get your copy hot off the press at http://lnc.tips/Creatingseries. Use Listened in the 
coupon code box to get a 25% discount on the book. 

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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Top Tips for Success as a Legal Nurse Consultant 

Legal nurse consulting has been a rewarding choice of a career for me. Here are 
some of the top rewards of being a legal nurse consultant. 

1. Your efforts may result in getting money to victims or the chance to defend 
the innocent. 
2. You help the attorney assist his client improve the quality of his life, either by 
obtaining needed medical care for injuries or by helping a defendant get through 
and past the lawsuit to put it behind him. 
3. You help the patient or family get closure about issues. 
4. You get to learn about a wide variety of occupations and how people function in 
various roles. 
5. You can do intellectually stimulating work. 
6. Your skills may solve the puzzle of a case. 
7. You have the chance to be self-employed. 
8. You have the opportunity to earn a higher income than the average nurse. 
9. You have the chance to use your teaching, presentation and persuasive skills 
when working with attorneys. 
10. You can do this work anywhere as long as you can read records or use a 
computer 
11. You will not run out of work; there is an infinite number of ways people can 
get hurt. 

Success Strategies 

1. If at all possible, create your business launch so that you are not 
under pressure to make a profit right away. It takes more time than you 
would expect to market and start attracting clients. The phrase, “Don’t quit 
your day job” is a valid one. When I started Med League, my husband was 
working as a sales manager and making sufficient income that I could take 
my time and create self-employment through teaching nurses, consulting 
with hospitals, and expert witness work. Gradually I centered on working 
with attorneys as my primary source of income. 

2. Learn the nuances of marketing and writing appealing copy for 
brochures and websites. Your prospect is bombarded with information. 
You have to capture that person’s attention quickly and in a compelling way. 

Copyright 2017 The Pat Iyer Group www.legalnursepodcasts.com 1 
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I have studied this aspect of running a business and invested thousands of 
dollars in courses and books to learn more about marketing. The more you 
understand about marketing, the more comfortable and confident you feel. I 
share my marketing knowledge with the LNCs I coach through LNC 
Academy.  

3. Pick the right service that fits your strengths. If you have a broad base 
of nursing, you are in an ideal position to help attorneys understand nursing 
malpractice cases. If you have worked only critical care, and continue to 
maintain a clinical practice, you may be in an ideal position to testify as an 
expert witness on critical care cases. Know what you are good at and 
recognize that it cannot be at all aspects of running a business or legal nurse 
consulting. Find others to help you with the parts you are not good at. I help 
my coaching clients through this process. 
 
4. Recognize that you need a solid foundation in clinical nursing to be 
able to work most effectively with attorneys. I worked medical surgical as 
a staff nurse for years before I took my first expert witness case. 
Understanding how a hospital runs is invaluable in assisting attorneys. 
Nurses who have experience only in non-hospital roles are going to find it 
tougher to perform some aspects of legal nurse consulting. 

5. Be aware of the advantages and disadvantages of working on cases or 
for attorneys who could swamp your firm with volume. For example, a 
multidistrict litigation case could become the elephant that pushes out the 
time you have to help attorneys who send you one case at a time. When we 
worked on pedicle plates and screws cases, our regular clients noticed the 
longer turnaround for their cases. We were on a continuous treadmill of 
churning out reports and were relieved when the cases finally wound down. 

6. Never stop marketing. Your primary client could have a sudden change 
in practice due to a change in the law, or could leave the firm, or drop dead. 
In my husband’s case, one year he got 90% of his income from one client. 
(He sold machine parts.)  

Disaster struck when that client figured out a way to cut him out of the deal. 
My husband lost his entire business overnight and for the next year, 
struggled to make any money at all. I learned from that experience.  

Copyright 2017 The Pat Iyer Group www.legalnursepodcasts.com 2 
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At one point I got 30% of my income from one large personal injury law 
firm. It would have been tempting to sit back and relax, but I never stopped 
marketing, exhibiting, and writing to attract more clients. When the personal 
injury cases in our state took a nose dive because of changes in the law, my 
business would have also taken a similar nose dive if I had relied only on 
this firm for paying the bills. 

7. Pay attention to relationships. Your clients want to work with LNCs 
they know, like and trust. There is a lot at stake in a lawsuit - a lot of time, 
money, and effort. Look for ways to build strong relationships with your 
clients so that they would not dream of working with another independent 
LNC firm. Advise them when you come across a case like theirs that has 
been settled or tried, and share the result. Be flexible when possible with 
payment plans. One client of ours was frank with us years ago that his client 
was responsible for the fees and could not pay the bill, nor could the 
attorney. Our client told us, “Be flexible with me and I’ll make it up to you.” 
He was a loyal client for more than a decade and he paid his bills.  

8. Use honest and ethical business practices. Return unused portions of 
retainers, keep detailed billing records, and always check for a conflict of 
interest before accepting a case. A legal vendor I know told me that she only 
returns unused portions of a retainer if the client asks for them. That strikes 
me as dishonest. You have to be able to look yourself in the mirror and be 
proud of your ethics. 

9. Avoid borrowing money if you can. Use your revenues, not loans, to 
invest in your business such as upgrading your computer equipment. When 
my husband started his welding business in 1980, we borrowed a million 
dollars and signed personal guarantees for the amount. When his business 
failed two years later, we were on the hook for a million that we did not 
have. I was pregnant with our second child when the man came to evaluate 
our house to determine if it was worthwhile taking to satisfy some of the 
debt. My husband’s keen negotiating skills kept us from having to declare 
bankruptcy. Med League never took a loan since its inception because of our 
brush with bankruptcy. 
 
10. Charge reasonable fees that the market will bear. Do not join the rush 
to the bottom to undercut your competitors. You will destroy your business 
by performing work at the lowest rate on the market, find it impossible to 
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raise fees, and run out of money. One man called me a few years ago to ask 
if I wanted to bid on doing medical summaries. He quoted a price he had 
heard from other companies, which was half of our hourly rate, and asked if 
I could do better. I wanted to ask him, “Do better for ourselves or for you?” I 
explained we could not do the work for that rate. Another firm asked us to 
work on pharmaceutical product liability cases, and wait until the cases 
settled to get paid. I explained we could not ask our subcontractors to wait to 
get paid; I was unwilling to go into debt to pay them before we got paid. 
Think through the financial consequences of taking these kinds of 
arrangements. 

11. Charge rush fees. Determine what will constitute a rush rate, with a 
specific time frame, and adhere to that rate. We charged our clients and paid 
our nursing expert witnesses a rush rate when they were expected to produce 
work on a short turn around.  I resisted rush rates for years, fearing it would 
cause us to lose business. I found attorneys expected it, and even 
volunteered at times, “If you have to, charge me more to get this done.” 

12. Consider the multiple ways you can reach your market: a website, a 
blog, tweets, Facebook, ezines, emails, videos, and video 
testimonials. Use these methods to remind your client base of your 
existence. Use principles of crafting effective marketing messages and 
consistently implement them. 

Related Product 

How to Manage Your Legal Nurse 
Consulting Business 

These are just some tips about how to handle 
your legal nurse consulting business. I have a 
lot more in my new 2017 book, How to 
Manage Your Legal Nurse Consulting 
Business: Top Tips for Success.  
 
You’ve gotten your legal nurse consulting 
business started, you’ve gotten clients, and you 
want to sustain your success. Business 
development and client management are 
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intertwined. Both are necessary for a stable business. In this book I tackle how 
to control your money and your goals, to subdue the evil twins of perfectionism 
and procrastination, and to get more done through outsourcing. You can reach a 
stressed out state as a business owner. I share tips for managing your stress and 
health. 

Ready to hire an employee? I added a chapter on the process of interviewing and 
hiring. 

The second part of the book shares tools and techniques for deepening your 
relationships with your clients. You will discover how to win over and retain the 
clients you want and recognize those who are too much trouble. Mastering 
negotiation, business communication and conflict are essential. I show you 
how. This is the book to use to build a stable foundation for your business. 

Get your copy hot off the press at http://lnc.tips/Creatingseries. Use Listened in the 
coupon code box to get a 25% discount on the book. 

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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