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The Power of Effectively Managing Your Money 

Amy Andersson 
 
 

Pat: Welcome to Legal Nurse Podcasts. This is Pat Iyer and today we're 
going to be talking about something that's absolutely essential for your 
role as a legal nurse consultant and that is to focus on finances.  

I have with me Amy Andersson who is the owner of Price Turner 
CFOs. She has an extra "S" in her name that might as well be a dollar 
sign. She knows numbers. She has a great background in finance and 
is the chief financial officer for small and medium sized businesses, 
which means that she partners with the owners as an extension of their 
business and is a member of their team. She lends her financial 
knowledge to fit the needs of small to medium sized businesses.  

Amy's mission is simple: to help owners expand their understanding 
surrounding finances and offer ideas for improvement in daily 
financial operations. She offers strategies such as streamlining 
resources and processes so expenses decrease and profits increase.  

Amy and I will be talking with you today about waning income and 
waning expenses. Amy, welcome to the show. 

Amy: Thank you so much, Pat, for having me today.  

Pat: Let's talk about what you mean about waning income and waning 
expenses.  

Amy: Everyone is familiar with the forecast that a weatherman does. They're 
sometimes right and they’re sometimes wrong. They use a lot of 
information. They use a European model, this model and that model. 
The idea is to be prepared with the weather and the same idea is about 
a business forecast. When I talk about waning income and waning 
expenses, you have income and you have expenses when you're a 
business owner. The idea is what do you do with it and how do you 
prepare for that.  
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Pat: Give us some thoughts about what we need to know in order to figure 
out how we can address business finances. 

Amy: With business finance, you have a lot of information that comes to 
you. You've got different products that you're selling. You've got 
different services and you also have many expenses. The idea of what 
you need to look at is the overall information, but you have to break it 
down into bite size pieces.  

You look at the income first and you look at your expenses after that. 
It's important because you want to be clear in where your business is 
going and how the income affects your expenses and vice-versa of 
how your expenses affect your business income.  

Pat: I know that many of our listeners own their own legal nurse 
consulting business. How do they get the information about income 
and expenses? 

Amy: The first thing that you want to do as a business owner is have a 
system in order to record your business income and your business 
expenses. That system can be very simple such as a piece of paper. It 
can be an Excel spreadsheet. It can be your bank account. It can also 
be more complex. As your business grows you should start looking 
into those more complex ones because you will be able to do a lot 
more analysis with those, a lot more reporting.  

I often use the QuickBooks online system. Some business owners use 
QuickBooks Desktop, Sage, Xero and FreshBooks for invoicing. 
There are a lot of different systems and as the business grows you start 
entering the middle market of the SAPs, the Oracles and other huge 
complicated systems.  

Most business owners right now should be able to use a QuickBooks 
Desktop type of system to be able to get all their information and 
that's the important thing. When the information is there, then we can 
start looking at it and analyzing it.  

Pat: Is QuickBooks a program that a business owner is capable of running 
or does that person need a bookkeeper or an accountant in order to 
make sense of it?  
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Amy: It is best to have a bookkeeper or an accountant if they're large 
enough. The difference is if your business is such where the business 
owner's time is spent doing sales, doing the consulting or doing 
whatever their income that they receive from doing those operations 
may more than pay for the cost of having a bookkeeper. 

Having a bookkeeper allows the business owner to concentrate on 
why that person went into business, whether it was to sell a product or 
sell a service. Most business owners did not go into business in order 
to do the backend financial operations. That's why companies like 
mine exist. However, until they are large enough, it makes sense for 
them to be in it. Then there's a point in time when the business owner 
really needs to step away and stop doing the day-to-day financial 
operations and actually work on the business, not in the business, 
therefore increase the sales and do what's best such as the consulting 
for legal nurses.  

Pat: Do you have any guideline about when a legal nurse consultant knows 
that he or she has reached that point where he or she needs to step 
away and give it to another person to handle? 

Amy: If a business owner does not know what the income is right now on a 
year-to-date basis where May 1st is today or let's say you're in June 
and you do not know what your business income is today or your 
business expenses and therefore your net income, that's the time you 
need it.  

You should know at all times as a business owner. One of the 
responsibilities which you should have is always to know your 
numbers. It doesn't mean that you have to be in your numbers 
everyday, but you need to know your numbers. That's the time that I 
say take a step back and find a way to have a bookkeeper so that the 
business owner knows that. The bookkeeper should be able to give the 
business owner the information whenever it's needed and the business 
owner needs to know that.  

Pat: We've got the information at our fingertips. Let's say we're at that 
point and we want to establish goals or forecasts to determine where 
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we're going to be financially by the end of next quarter. What's the 
difference between a goal and a forecast? 

Amy: If you're looking at a goal of say $100,000 of revenue and that's your 
goal for that quarter; a forecast is to take that to the next level.  

Goals as you've often heard are smart. They're specific. They're 
measureable. They're actionable. They're time constrained and they're 
also reasonable.  

Suppose the business owner had let's say $10,000 in the first quarter 
of the year. And they suddenly want to increase it to $100,000 for that 
quarter. That's a great goal. The question is, "How are they going to 
do that?" Looking at that goal is kind of saying, "Okay, maybe I'm at 
$50,000 for the next quarter and then maybe $100,000 for the 
following quarter.”  

However, what a forecast does is take it to the next step and says 
"Okay, if I'm going to be at $50,000 for that quarter, how am I going 
to get there?" Look at the details behind the clients that you were 
catering to, behind the products and behind the pricing. Really making 
those actionable steps to say, "I'm going to sell this to this client this 
number of consulting agreements" or "to these five clients this number 
of consulting agreements."  

It's taking a look at the products and again looking at it in a more 
detailed way than just coming up with a goal, which is a measurable 
specific statement. The forecast tends to have much more action 
oriented tasks related to it.  

Pat: You bring up an interesting point, Amy, because legal nurse 
consultants provide services to attorneys unless they are employees 
and they've got a predictable pay check. They're often contacted by 
attorneys without any forewarning that phone call is going to come. 
I'm sure just like people who contact your office and talk about 
retaining your services.  

It's sometimes very difficult to forecast what's going to be coming in 
the door. I had times when I ran my legal nurse consulting business in 
which cases as we lovingly called them “walked in the door” with a 
UPS, FedEx or the postal service. We had absolutely no idea about 
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what was going to be coming, but usually an attorney would make a 
phone call. It can be challenging to be able to forecast income when 
you don't know who's going to be calling you and asking for 
assistance.  

I'm sure you have seen other business owners who are in that same 
situation, so is there any guidance that you can give us in terms of 
making predictions or forecasting income under that set of 
circumstances? 

Amy: That is a great question Pat, and if you think about businesses around 
the world most businesses are like that. If you're a retail organization, 
you have sales and you brought out this great spring line, how do you 
know who is going to buy it? It's a similar type of thing. It all depends 
upon who comes in the door, tries it on and likes it. That's true of 
many professions such as a legal nurse where your sole consulting is 
based upon somebody else requesting something.  

One of the things to do on that is to have a non-pie in the sky, more 
realistic view where you're basing the information on the past and 
giving it some guidelines or some adjustments. If you had seven 
attorneys call you last year or last quarter, you may not have those 
same seven. However, you know of seven. Maybe you know of 10. 
You may not be able to say "I know this person, this person and this 
person is going to give me a call. I'm going to get that consulting 
agreement."  

You can say from a forecast perspective, "I'm going to get 4 of those 
then I'm going to be talking to 25." This is where marketing comes 
into play. And that's why I said when you're looking at your expenses 
you also have to look at where your income is. If you are predicated 
upon other people to call you for that information, you want to make 
sure that you're at the top of their mind and that's where some 
marketing comes into play.  

Look at your expenses that you're going to be having. You want to 
know whether it's through a website, networking, podcasts, the 
newsletter that you put out, other blurbs that you're doing, 
commenting on LinkedIn or whatever the legal nurse websites are that 
are particular/ You want to be top of mind so that when a lawyer has 
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that ability to say, "I need a legal nurse" you're going to be the top one 
on there.  

It is an intricate process and there's no exact science on it. The idea is 
that if you're able to forecast that, "I'm going to have seven attorneys 
call me" and you're one month into the quarter and you haven't had 
any of those calls you may be able to adjust your expenses in order to 
understand that. You may not have that income that you were 
expecting. You have to adjust your expenses.  

Similarly, if you would have expected 4 to call and 25 called, your 
expenses may be able to increase proportionally so that you have more 
advertising or you bring in some additional help to support that. There 
are a lot of intricacies dependent upon your expenses and your income 
in that regard.  

Pat: I know that you have mentioned forecasting expenses. Do you have 
any tips for us about how to do that? 

Amy: It goes back to do you have a system because if you have a system 
then you know what your actual expenses are. That's what's really 
important. When you're looking at your expenses, you want to look at 
what you did in the past because many times those are going to be 
quantifiable.  

You might have expenses related to your website where you pay a 
hosting fee every month. You might have networking fees. You might 
have insurance when you know your insurance is going to come due 
in May and in September. You have other expenses where you want to 
take a look at those and say, "What are my base operating expenses 
even if I don't have any sales?"  

"What as a business owner am I paying for in order to keep this 
business running? 

Again, those are going to be often very quantifiable and on a monthly 
basis. That's the first step and the next step is, "Let's look at those 
nonrecurring ones and do I want to sponsor something?" Make sure 
you put that into your forecast.  
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Are you going to be traveling to a conference? There's going to be 
airfare that you have to pay for that possibly and lodging. You want to 
put that into your forecast as well because if you have those expenses 
your income should offset those expenses so you're still making a 
profit in those months.  

That's a good way to always look at what happened in the past and 
forecast into the future. Also forecast those really unexpected 
situations where you have a chance to be a speaker at a major 
convention and you really feel that that's a huge growth opportunity 
for you. Put some money in for that if you feel it's appropriate for you 
as a business owner.  

It doesn't mean to nickel and dime. When I do a forecast, I don't go 
down to the nth degree of detail because it is a forecast and it is going 
to change. It's an area where you want to be understanding your 
business and see where it goes, but you don't have to do it to every 
$20. You don't have to do it to every $100. You want to be able to do 
it where it makes sense and not where trying to get to that level of 
exactness is overkill.  

Pat: Before I continue, here is one of my online trainings that I think will 
really help you with the financial aspects of your business. It is called 
Smart Money Management.  

You know that controlling expenses 
and keeping good track of your income 
is vital for your business. Discover 
what you should be doing from this 
skilled accountant. Learn simple and 
easy ways to manage and understand 
your money so that you can use that 

information to grow and better manage your business. You won’t 
want to miss this. 
In this one hour online training you will:  
 
1. Identify and choose a simple and easy way to track your money and 
set budgets  
2. Get tips and tricks on understanding your numbers  
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3. Refine your financial goals and use powerful techniques to achieve 
them 
 
Order this training at http://lnc.tips/smartmoney and use the code 
Listened to get a 25% discount on this training. Let’s get back to our 
show. 
 

Pat: I know that as legal nurse consultants businesses grow specifically 
they look to hire typically an employee and potentially subcontractors. 
I know that the IRS has some very specific definitions of what makes 
a person a subcontractor versus an employee. Could you comment on 
that question for us?  

Amy: Pat, that is a great question. The IRS has a list of I believe 31 different 
criteria that they look at to determine whether somebody is an 
employee or a subcontractor. The heart of all those questions comes 
down to control.  

"Does the owner of the business, the manager, does that person 
control the work?" 

"Does that person give the employee or the subcontractor all the 
work?" 

"Do they utilize the company's computers and other systems?" 

"Do the hours specify the exact timing of when somebody has to do 
the work? Is that specified?" 

"Is it specified in terms of where? Is it being done remotely or is it 
being done at an office environment?" 

All of those that control situations really comes into play. The biggest 
difference from the IRS is because if you have an employee the 
employer must pay for social security and Medicare taxes, as well as 
unemployment and workers compensation depending upon the states. 
That's an additional expense for the employer and the IRS wants to be 
sure that they get their money.  

When someone is a contractor, it is based upon the contractor to pay 
those taxes and therefore the business owner does not have to pay for 
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those taxes. One thing that often helps is if the business owner is 
paying a company, not an individual. If that hire is a business owner 
itself, such as a company that is incorporated as a LLC that allows a 
separation and therefore that company is being paid, not an individual.  

It again goes down to the control and such. That's one thing that really 
helps is if it's a LLC which is being paid and not an individual. That 
LLC will often have a separate federal employment identification 
number, which separates them. Also if you have a contract with that 
company or an individual that says "You are a subcontractor and 
here's what that means," that often helps. It can be a very tricky 
question. It again all comes down to control and that list of 31 
different criteria that the IRS has.  

Does that help? 

Pat: It does and it raises a red flag that I have seen in some occasions when 
attorneys say to legal nurse consultants "How about if you come and 
work in my law firm? You can use our equipment, but you will be a 
subcontractor for us and not an employee."  

I have seen a few legal nurse consultants who have gotten caught up 
in that offer. I think that the attorney, from the way that I've heard 
these arrangements described, is trying to get an in-house employee 
but not have to pay the taxes that you have just defined.  

Amy: That can happen no matter what the industry is. That's exactly what 
the IRS is looking to avoid. It can be perfectly legitimate by the way, 
absolutely legitimate, but the best way to do that is for the nursing 
consultant to be incorporated in her or his own LLC. That really 
allows the attorney to pay the LLC even though they might be using 
their systems because that often is required because of privacy.  

You want to not necessarily have these systems available on the 
cloud. They might be really in-house with that lawyer, and with some 
of the documents the same thing. There may be privacy issues so they 
want them to be able to view them at the lawyer's location, not take 
them offsite. Some of that is understandable, so the fact is that you 
have a contract with the person and you give them a W-9 which says 
"I have a separate EIN number" and you do it that way. That way the 
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nurse consultants are holding themselves out as separate businesses. If 
they are there for the consulting and they hold themselves as a 
separate business, that can be appropriate.  

Pat: I know that our listeners would be interested in having you share tips 
about increasing revenue and decreasing expenses. What do you have 
for us on that topic? 

Amy: This is an area that one can do quite a bit. I'm just going to give you a 
couple of very simple ones. 

The first one on increasing the revenue is to first of all make sure that 
you have billed for all your services. What I mean by that is especially 
if you're doing consulting on an hourly basis to make sure you have a 
system to properly record those hours. Then make sure you have a 
system to properly get that invoice to the client.  

There are many situations where if you forget to do it or a business 
owner doesn't send out the invoices that revenue is literally just lost. 
Another area which is similar to that is on the collection side. If the 
business owner had sent an invoice to the client but has not received 
payment, it's your duty as a business owner to collect that payment. 
You did the work. You need to get that payment.  

I have a client who was utilizing a QuickBooks type of system, 
created the invoices and thought by creating them that was also 
sending those invoices to the client. It was an extra step that client did 
not understand. I saw about $75,000 in receivables and I started doing 
collection calls to say "I sent you an invoice" and the response I got 
from the client was "I never saw that. I never received that invoice" 
because in reality the invoices were never sent.  

It's a two step process. Not only do you have to make sure you create 
those invoices, but you have to make sure that they get to your clients 
appropriately. We looked to collect that $75,000 for the client and 
talking about increasing your revenue, it was very quickly. In terms of 
revenues again you either got to get those invoices out the door and 
you have got to get them paid.  

Those are two that really affect almost every business owner, 
especially in the service area. In terms of expenses there are a number 
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of ways to also decrease your expenses. I talked about your monthly 
recurring expenses that occur, your web hosting or your payment for 
the Zoom feature or whatever video conferencing you might have or 
other expenses that you have. Take a look at those expenses and make 
sure you're using them.  

I have a client who was still paying for eFax. I asked, "When was the 
last time you received a fax?" It turned out they haven't used that 
system for three months. I said, "Should we just get rid of it?" and that 
was a savings right away. Similarly you can often pay whether it's for 
web hosting, podcasts or other expenses in 12-month increments. Pay 
that now. You're going to be in business for 12 months, so pay that 
now. You often will receive one to two months free because you're 
paying for it upfront.  

You can delay payments and when you are paying your vendors they 
will often allow 30 and 45 days. A lot of your clients may pay you late 
and it's no reason not to pay your vendors late. If they got a term of 
paying in 30 days, use that 30 days. You don't have to pay them 
immediately if the terms are set up for 30 days. That does not go for 
credit cards. Credit cards you always want to pay on time to avoid the 
excess fees, the late fees, the interest fees and etcetera. Always pay 
your credit cards on time.  

Speaking of credit cards, you can often switch. A lot of the credit 
cards have special offers where you transfer for zero percent, your 
transfer balance. If you have a credit card that is a high balance right 
now and you're paying 15% to 18% interest, look at other credit cards. 
"Are they charging zero percent interest for 18 months?" 

There may be a fee involved with that. Look at the fee in relation to 
what your balance is and see if that fee is going to be less than the 18 
months of paying interest if you're not able to pay that off. That's a 
great way of saving on interest expenses.  

Pat: Those are terrific tips, Amy. They make me motivated to go look at 
my numbers.  

Amy: You're speaking my words.  
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Pat: I know that our listeners may be interested in learning more about you 
and the services that you provide. As I understand it, you can work 
with business owners remotely. They don't have to be in your town, 
which is in the Philadelphia area. Can you tell us how they can learn 
more about you? 

Amy: Yes. I have clients all across the United States. I do not go into other 
areas because as a CPA I'm certified in the United States, not in other 
countries. In order to find out more go to my website at 
www.PriceTurnerCFOs.com. 

Pat: Thank you so much for being part of this program and for our listeners 
for listening to this program, and learning more about your finances. 
We appreciate you being part of the podcast.  

Please feel free to contact me if you would like to set up a time to 
speak about your business. You would reach me at 
PatIyer@LegalNurseBusiness.com.  

Thanks so much.  

Pat: Be sure to check out our training called Smart Money Management. 
Get the skills you need to confidently understand the basics of 
managing your money. 

Order this training at http://lnc.tips/smartmoney and use the code Listened to get a 
25% discount on this training.  

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 97 
How to Avoid Bad LNC Debt – Collect What You are Owed 

Pat Iyer 
 

Every business has a small amount of billing that cannot be collected on or bad 
debt. Out of the hundreds of cases that you handle, a few result in bad debt. Why 
does this occur? Although my examples in this podcast relate to expert witnesses, 
non-testifying LNCs may run into some of these same situations. 

1. You may have a collection issue because of a missed deadline 
Here’s what can happen. Suppose you are an expert and were asked to provide an 
opinion on behalf of a plaintiff attorney. You were told the specific due date. 
Something happened in your life and you missed the deadline.  
 
Although you found that the nurses were not negligent, and that there was no basis 
for proceeding with the claim, the attorney focused on the fact that you missed the 
due date and would not pay the invoice. 

Don’t let this happen to you! These are the lessons learned: 

● Be very clear about a deadline for your opinion. 
● Keep the deadline. 

I know this sounds harsh. Being an expert witness is a serious responsibility. A lot 
rides on the skills of the expert. Some deadlines are nonnegotiable.  

2. A poor report may cause bad debt 
The vast majority of experts have acceptable report writing skills. When attorneys 
complain about reports, it is often because the expert did not write the report well. 
These are common situations I saw when I proofread reports for experts: 

● The expert had poor English skills, resulting in a report filled with 
grammatical errors 

● The expert added unnecessary information, such as a detailed chronology or 
deviations from the standard of care that had no impact on the case 

● The expert did not follow the correct format for a report 

Here is what could happen. An expert spent excessive time reviewing the material, 
did not follow the report format, and missed the deadline for submission of the 
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report. The attorney and the LNC company who supplied the expert ended up 
spending extensive time with the expert to rework the report. 

As a result, the attorney lost confidence in the skills of the expert. He settled the 
case for a fraction of what he thought it was worth before the opposing side could 
ask for the expert’s deposition. The attorney was fearful that the expert would 
come across poorly at deposition. The LNC company had to accept bad debt and 
write off a portion of the invoice in order to obtain partial payment for services 
provided by the expert. 

Don’t let this happen to you! To summarize,  
o Recognize that there is a learning curve associated with this role. The 
inexperienced LNC or expert may need to be flexible in not billing for every 
minute spent reviewing materials. 
o Follow the format for reports your client wants or are standard in our industry. 
o Meet deadlines. 

3. Here’s a third reason for bad debt 
You’ve formed an opinion and prepared a report. You are expected to stand by the 
report. You know your opinion will be challenged during a deposition or during 
cross-examination. The pre-deposition or pretrial preparation with the retaining 
counsel is the opportunity for you and the attorney to anticipate the lines of attack. 
It is your role to define how to provide effective rebuttal. 

Here is what could happen. When the expert did not do well in a deposition, the 
LNC company and the expert did not receive compensation for work leading up to 
and including the deposition. 

Following the deposition, the attorney called the LNC company to discuss the 
deposition and the fact that she could no longer use this expert on the case because 
his credibility and usefulness had been destroyed. 

The expert had an unpaid invoice before the deposition began. The attorney took 
the position that she could not ask the insurance carrier to pay the expert’s 
outstanding invoices for review of records before the deposition, as well as for the 
deposition preparation. Although the LNC company may argue that payment for 
services was not contingent on the expert’s performance, the poor performance of 
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the expert made it impossible to collect anything that was owed. The net result is 
lost income, bad debt and a lost client. 

Don’t let this happen to you! To summarize,  
o If you are an expert, as you prepare for the deposition, try to anticipate how the 
opposing attorney will attempt to make points during the deposition. Be thoroughly 
familiar with the opposing expert’s report. If it has not been supplied to you, ask 
your retaining attorney if a report has been prepared by opposing counsel’s expert. 
o Take full advantage of your right as an expert to meet with the attorney before 
the deposition. Go over the expected line of attack, and how to most effectively 
respond. Expect to have at least one hour with the retaining counsel. 
o Adhere to the advice of your retaining counsel, and use the strategies worked out 
in the preparation for the deposition. 
o If you feel that you are getting rattled, ask for a break. You may not speak with 
your retaining counsel during the break, but you can use the break to regain your 
composure. 
 
Before I continue, here is one of my online trainings that I think will really help 
you with the financial aspects of your business. It is called Smart Money 
Management.  

You know that controlling expenses and keeping 
good track of your income is vital for your business. 
Discover what you should be doing from this skilled 
accountant. Learn simple and easy ways to manage 
and understand your money so that you can use that 
information to grow and better manage your 

business. You won’t want to miss this. 

In this one hour online training you will:  

1. Identify and choose a simple and easy way to track your money and set budgets  

2. Get tips and tricks on understanding your numbers  

3. Refine your financial goals and use powerful techniques to achieve them 

Order this training at http://lnc.tips/smartmoney. Use the code Listened to get a 
25% discount on this training.  
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Let’s get back to our show.  
 
4. Inadequate preparation for trial can cause bad debt 
With only 5 percent of all medical malpractice cases going to trial these days, it is 
rare for an expert to have to testify. When you do have to testify, you must be 
prepared. 

Here is what happened. The expert was absorbed in personal problems. He did not 
know his report, which forced the attorney to have to ask the expert to refer to 
specific passages in order to answer her questions. Even though the expert was an 
excellent clinician and knew how to communicate well, these skills were not 
evident in the courtroom when it counted.  

The attorney lost the case and blamed the expert for at least a portion of the 
outcome. She refused to pay the full invoice. The expert had to write a portion off 
and accept bad debt. 

I had a bad experience years ago as an expert. The attorney hired me to testify at a 
deposition and trial. I billed for the deposition time and had not been paid before I 
was notified the trial was scheduled. I testified at trial. The attorney lost the case 
and his client refused to pay my bills, saying the attorney did not handle the case 
well. I had my attorney write a letter to the attorney, and I collected what was 
owed, minus the fee for my attorney. 

As a result of this experience, I recommend that an expert not go to court unless all 
bills are paid in full, and the estimated bill for trial preparation and testimony has 
also been paid. 
 
Don’t let this happen to you! To summarize, 

o As a professional, you are expected to be able to rise above personal problems. 
Once you accept the role of expert witness, it is very difficult and often impossible 
to withdraw from a case. 
o Thoroughly know your report and materials. Your credibility hinges on smoothly 
delivering your opinions in a way that educates the jury and persuades them of 
your expertise. 
o Obtain prepayment before a trial. 
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Before I leave you, I recommend you take a look at the link I gave you: 
http://lnc.tips/smartmoney. Gain control over your finances and get tips for how to 
document and analyze your expenses. 
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