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Episode 8 
Negotiation Secrets for Coming Out on Top 

Greg Williams 
 
 

Pat: This is Pat Iyer and welcome to Legal Nurse Podcasts. I have with me 
today Greg Williams who is “The Master Negotiator" and body 
language expert. Greg is an expert in negotiation and reading body 
language signals. These are skills that people need in order to function 
in their business, in their life and in all aspects of interacting with 
other people. Greg has experience as a speaker, as a commentator on 
TV and as an author.  

 I first met Greg in 2008 at the National Speakers Association New 
Jersey Chapter. I very quickly realized that he has a lot to share with 
any audience who's concerned with being effective when it comes to 
communicating with other people and negotiating. Greg and I 
collaborated on a book called "Body Language Secrets to Win More 
Negotiations: How to Read Any Opponent and Get What You Want".  

 Greg, thank you so much for being part of our program and I would 
like to start by asking you a couple of questions.  

Greg: First of all thank you Pat and I appreciate the opportunity to speak to 
your audience.  

Pat: Tell me Greg, how did you get interested in negotiation? 

Greg: Practice, practice and practice. Seriously speaking, to a degree I came 
to realize at a very early age that we can get more from any effort that 
we undertake as the result of being able to negotiate better.  

 I constantly saw my mother and my grandmother negotiating for 
every little advantage that they could squeeze out of opportunity. 
Even to the point that I was embarrassed at sometimes by the fact that 
they would constantly ask for a better deal or ask for more of 
whatever was the current offering. My mother told me at one time, 
"It's your money. The further it goes, the more you will have." I never 
forgot that lesson. Thus I was always wanting to assist people in 
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improving their lives. It meant if I could negotiate better I could assist 
them in doing more in their lives. I could also obtain more in my life.  

Pat: I know that negotiation is a significant part of the role that a legal 
nurse consultant plays when interacting with clients. They may be 
interacting in person or over the phone. Let's think about a legal nurse 
consultant who gets a call from an attorney who is attempting to 
negotiate fees or turnaround time. What signals should that nurse 
listen to or listen for when talking to an attorney over the phone? 

Greg: She or he can gain valuable insight just from the first few words the 
attorney actually speaks. For example Pat, "Hi, is this Pat Iyer?" (said 
rapidly) versus "Hello, is this Pat Iyer?" (said firmly). Those two 
demeanors and the way that individual represented himself with that 
example says one person, the first, is in more of a hurry. That person 
could also be giving clues to the fact that just through the verbiage 
and the manner in which he used such that he was in a hurry to secure 
the services of a legal nurse consultant. He might be more open to 
compromising more per the concessions he or she would have that 
attorney make.  

 In the latter situation with the deep voice, let's say the legal nurse 
consultant also had insights per having dealt with this individual 
before that the deep voice was not the normal tonality the attorney 
used in prior situations. If that's the case, the deep voice could be 
indicating the setting just as the result of the opening of picking up the 
phone the fact that the attorney was going to be the authority figure in 
that particular situation. So much information is gleaned from just the 
openings of a conversation be they on the phone or in person. That 
legal nurse consultant should be very attuned from the moment he or 
she answers the phone.  

 Now Pat here's something else about that aspect also. Suppose the 
situation catches him or her off guard and thus the legal nurse 
consultant is unprepared to address whatever the offering might be, 
whatever the request might be from that attorney. It would behoove 
the individual to actually say, "May I call you back in a few minutes?" 
You can do that when you gather some information from the attorney 
per what he or she is seeking and then decide how you're going to 
address it.  
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 The point is, don't rush in head-on into something simply because "I 
need this opportunity." No, you need to reflect upon how you're going 
to answer before you start answering.  

Pat: You know that's a really interesting point. I just wrote a newsletter 
about this issue when the attorney calls and says, "Are you available 
to work on my case?"  

 One response could be "I'm not doing anything right now, so I would 
be happy to" as opposed to "Let me put you on a brief hold and see if I 
can check my availability and if I can fit you in." 

 What are those two signals telling you? 

Greg: A whole lot. The first one with "I'm not doing anything right now" 
and the second one with "Let me check my schedule to see if I can fit 
you in" - you're positioning yourself at that time.  

 Number one you never want to position yourself such as "I'm not 
doing anything right now. Sure, I can do it". Number two, in so doing 
you could be leaving money on the table that you otherwise could get. 
It sends the signal like you literally said “I'm not doing anything”.   

 You’re saying, "Boy, I'm not that important. Nobody else wants my 
time, so hey you can have it."  

 Consider the reaction of an astute attorney as soon as he or she would 
hear someone say, "I don't have anything else going on right now". 
I'm telling you right away if I was hypothetically going to offer you 
$100,000 to work on my case or my situation I would immediately 
drop and cut it in half. You have positioned yourself by saying you 
don't have anything to do at that particular point in time from a 
disadvantage perspective from which you need to negotiate further.  

 Let's look at the second scenario of "Let me check my schedule to see 
if I could fit you in." The nonverbal signal is "Hey I'm busy. I have 
stuff going on. I may be able to allocate the appropriate time and thus 
don't try to negotiate with me. Don't try to lowball me. Bring your best 
game.” You're saying all of that just through the gesture that you are 
implying about "Let me check my schedule and see if I can fit you in."  
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 When we're talking about negotiation my model first of all is that 
you're always negotiating. What you do today influences tomorrow's 
activities or the next moment's activities.  

 You always have to be concerned about how you position yourself 
such as to be positioned properly for the situation that you are 
negotiating in. As soon as you answer that phone, you are negotiating.  

Pat: I think the first cousin to positioning is leverage. How do you use 
leverage to affect a negotiation? 

Greg: First of all, that cousin needs to be kept very close. Also because one 
gains leverage and/or loses it in situations whereby one is not paying 
attention to body language signals and nonverbal gestures that are 
made like “uh, oomph”, so forth and so on. You can gain leverage by 
understanding.  

 Let's revert back to the two situations that you just mentioned a 
moment ago. You started gaining leverage when you said, "Let me 
check my calendar to see if I can fit you in." The leverage aspect there 
is again "I'm busy. I may be able to fit you in, but it's not going to be a 
situation where if you lowball me I'm going to allow you to come into 
my domain by providing the services that you're seeking from me." 

 There's one example right there also of how you're literally gaining 
leverage in a situation. Another way that one can go about gaining 
leverage is to fully understand to what degree you are important to 
that particular attorney. Now you have to have that level of insight 
such as to know and understand where there may be pain points or 
points of pleasure.  

 For what reason does the attorney want to reach out and talk with you 
to have you possibly engage in his or her particular situation? 

 If you know that you also get insights as to where you can utilize 
leverage. Let's say for example that you are a well known LNC and as 
such you have a following. This particular attorney wants to work 
with you because of that following. Therein lies your points of 
leverage. Let's say you're a new person in the field and that attorney 
wants to give you some type of opportunity such that for whatever 
reason he or she can pull you along or point you out as somebody that 
he or she has helped in obtaining more business etc. You again have 
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some form of leverage, but it comes from understanding what those 
points are that cause one person to want to engage with you.  

Pat: I know that sometimes you have give in or concede points with 
attorneys and attorneys are wired to win, particularly trial attorneys. 
That is what fuels them. That’s how they see their mission. It's to 
represent their client the best way they can. How do you know when 
to concede points in order to succeed in a negotiation? 

Greg: Ask the question. Now that's simplistic, but what that means is you 
spoke about attorneys being wired to win. You could literally say 
something along the lines of, "Can you tell me what it is that the 
meaning of win has to you?" The attorney gives you her perspective 
of what that means. That attorney is also giving you her mind map per 
at what points and times you might have to concede in order to allow 
her to believe she's winning.  

 Let's admit that winning is a frame of mind. I can walk out with 51% 
and I can consider myself of having won that particular situation. I 
can walk out with 35% having considered myself as winning in that 
situation because prior to entering into it I expected to walk away with 
25%. Get my perspective first of all of what the outcome is, that I am 
expecting. Then you thus know how to make concessions as you go 
along the continuum that you are on to reach an outcome.  

 Here's something else too Pat, per winning and also per making 
concessions. Always do so slowly. That's to say to make concessions 
slowly. You can use time if you know there's a time pressure upon the 
attorney to find someone with your particular skill sets to literally 
drag out the negotiation. The longer you keep that person involved the 
fewer concessions you will have to make by making that individual 
use up his or her time as he or she invests that with you.  

 Here's one other aspect about making concessions. The longer 
someone is involved in a negotiation the greater psychologically they 
want to see a conclusion to the negotiation. Thus the more they are apt 
to make concessions as they invest more of their time. They want 
some return on the investment of time that they have made, so keep all 
of those aspects in mind when it comes to making concessions and 
how to go about doing so.  
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Pat: What happens when the legal nurse consultant is negotiating with an 
attorney and there are no good choices?  What can be done then? 

Greg: Punt and I say that somewhat in jest, but at the same time everybody 
who knocks on your door is not going to be beneficial to you. If you 
sense early on that there are no good options for you, don't engage in 
investing your time. Get out of the situation as quickly as possible. 
Something else could be blocked from coming into your environment 
simply because you're wasting time in this particular situation. Get out 
of it. Get out of it and thus never place yourself in a position even 
mentally that you have to have a deal no matter what.  

 That can be the death knoll for you and for your business if you 
engage in such an endeavor and allow the attorney to control and the 
future business opportunities that you have. If a deal is bad and you 
sense it, get out of it.  

 Here's one other thing too Pat. From a body language perspective, pay 
attention to your gut. Pay attention to what you are experiencing from 
a body language perspective per the possible engagement that you 
may enter into in any entity in any environment. If all of a sudden you 
get a feeling like something is not right, something just doesn't feel 
right, pay attention to that.  

 You are intuitive by nature. If you get that sensation and you 
experience thus in your stomach and let's say in your heart even, 
understand you're receiving that sensation for a reason. The reason is 
be cautious and be careful. Our bodies are always trying to protect us 
and thus adhere to that signal that you received.  

Pat: You made me think about an attorney that I visited in his office one 
time. There was no receptionist. The chairs in the waiting area were 
dusty. He brought me into this backroom that was literally heaped 
with loose paper on the windowsill, on the floor and on the desk.  

 He was an attorney representing a criminal defendant. He was asking 
me questions about the medical records, where the bullet went in and 
where it came out. I remember looking around his environment 
thinking, "This man is not right. There's something wrong." I wanted 
so desperately to get out of there and actually it was the only time that 
I've been fearful for my safety. I should have turned around and 
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walked out after I saw his office, but you're right. My body was 
screaming at me: "What are you doing in this room with this 
disheveled cluttered environment?" 

Greg: What became of that situation Pat? 

Pat: I gave him what he wanted. He paid me and I never asked him for 
more business after that. He got dropped from my marketing efforts.  

Greg: Interesting. You see what I mean by you're always negotiating. Here's 
something else too and let's go back to the positioning aspect of that 
situation. He positioned himself even badly from the perspective of 
dust on the chairs (“Nobody's in here a whole lot”). There were papers 
all over the place (“I'm not even keeping up with a whole lot of things 
or I may not be keeping up with a whole lot of things”). Also from the 
perspective of not even having a receptionist or anything (“I'm in this 
all by myself. Help, help I'm sinking.”) 

 In a situation of that nature let's say he had $100,000 to actually invest 
in someone with your high level of skills to come into this system. 
You see in that environment you could have immediately said, "I can 
do it. Maybe I can do it for $150,000." He says, "$150,000" and you 
go "Okay $175,000 then," but you get the gist of what I'm saying. He 
positioned himself badly all the way around. Those feelings that you 
had told you in this case "Alert", so be cautious to what degree you 
sense things and you are motivated to take action and/or not take 
action.  

Pat: I wanted to go onto another point. Attorneys are in general very 
articulate. They have been trained to marshal their arguments, to paint 
a story, and to describe a situation in words that juries can readily 
understand. They use power words to make their points. I would like 
you to give us some insight about what are the power words that a 
legal nurse consultant can use in a negotiation.  

Greg: The first thought that came to my mind as you were speaking was "I" 
or "We" can do that dependent upon the size that you wanted to 
represent your organization as having. “We can do that” could mean 
that you are wanting to bring other LNCs into the environment, but 
nevertheless if you want to appear to be big it's "We" can do that as 
opposed to, "Well I can try." That word "try" implies maybe I will or 
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maybe I won't, but psychologically speaking even when we're talking 
we're also speaking to our self-conscious mind.  

 Even when we say we're going to try something versus I will do such-
and-such and so-and-so we're giving ourselves permission to not make 
that full hearted effort that might be required to get a task completed. 
Even when we convey our sentiments to the lawyer knowing that he 
or she is truly outcome based as trained as you spoke of a moment 
ago. We have to make sure we use the words that match up to the way 
that person is representing her thoughts.  

 Also talking about matching up words, that attorney uses such words 
as "And I want to make sure I have enough insight to beat the heck 
out of that person because in order for me to win we've got to beat the 
other side done. There are no ambiguities about the fact that we need 
to win by beating down…"  

 The attorney keeps using that word "Beat". The power word in this 
case becomes "Beat" as the example that I just cited. Power can be 
conveyed in, "Well yes, my team and your team will join forces such 
that we are able to beat that other side. We will make sure that they 
know that they can't win because we will beat them into submission." 
That becomes the power word.  

 Power words can shift and like I said a moment ago with “I will try” 
versus “I will” is one source of power. Using the words that another 
person uses to represent their thoughts also becomes very powerful as 
you subliminally manipulate them for the positive towards the goals 
that they seek to achieve by adding you to their team.  

Pat: The last area that I wanted to explore with you, Greg, is triggers. What 
are triggers and how do they affect a negotiation? 

Greg: Triggers put one in a state of mind whereby one can be civil, non-civil 
or one can also use it for positioning.  

 "Pat, hey how are you doing today? Okay hey Pat look I only have a 
few minutes, but I need to find out if you can help me with this. 
Please get back to me right away." 

 The trigger there is the urgency of time. How does Pat react to a 
request that is time sensitive? If Pat knows that she does not respond 



© Copyright The Pat Iyer Group  LegalNursePodcasts.com 9 
 

well and I use that as a trigger, I may be hurting myself per leaving a 
message in the matter that I just did.  

 Let's say we also know that Pat becomes very intimidated as the result 
if she and I were face-to-face of me standing too close to her. I want 
to intimidate her. I can use the closeness of our proximity to serve as 
the trigger to make Pat become somewhat more submissive - if that 
were my mission - if I knew that was a trigger.  

 Triggers can come in the form of verbal and nonverbal manners, but 
even more so from a positive aspect. If I know I need Pat to help me 
write a book, as an example, because I know Pat's skills are so 
dynamic, I'm going to use the trigger of being very nice to Pat -
whatever nice means to her. I'm going to understand what that source 
of motivation is and I'm going to use it by asking Pat and observing 
Pat in action as to how to go about projecting niceness to her.  

 Triggers can make or break a deal. The way you utilize them in a 
negotiation will also determine to what degree the negotiation will 
flow effortless or there will be troubles in the negotiation simply 
because, "I'll tell you what Mr. Attorney, I'm just as important as you 
are and therefore you will respect me." Now that's confrontational, but 
the trigger that sets off in the attorney is "Oh yeah, really. Let's see 
then buddy." He clicks off or thinks, “I'll call somebody else” or 
whatever be the case.  

 Let me note one other quick thing too Pat. Even as I went through that 
example I put my hands on my hips. It was not intentional. It was just 
a natural reaction. I say that to say observe body language when 
you're talking to people in person also. I literally put my hands on my 
hips to say, "Okay move me why don't you" and that was 
unintentional. That's to say from a thought process perspective, but 
even when we're talking about body language.  

 Being able to read body language will give you so many clues into the 
mindset of the person to whom you're speaking with without even that 
person knowing that you're gaining extra insight per him or her 
admitting certain signals.  

Pat: I know that one of my triggers is I get angry when I'm interrupted. I 
can envision situations when attorneys have called me to talk about an 
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invoice, always that it's too large and never that it's too small. They 
are blowing off steam and they are angry, also invariably a male. I 
have to say that I've gotten more phone calls from angry men than 
angry women.  

 The angry attorney starts steamrolling over me, interrupting me and 
not allowing me to make any kind of a statement or response after I've 
given that attorney ample chance to blow off the steam, explain why 
he's upset, listen, and not interrupt. Then it's my turn to talk and he 
starts interrupting - I can guarantee you that will cause my blood 
pressure to rise.  

 That's my personal trigger and I know that I have to watch for it 
because I can become incensed. I don't get angry easily. It takes a lot 
to get me upset. But when somebody is constantly interrupting me 
(and I'm pounding my fist with my open hand) then that's enough to 
really get me going. That would affect a negotiation because at that 
point I don't want to listen anymore. I don't want to interact with 
somebody who's interrupting me. I want to just put the whole thing on 
hold and say to him, "Let's calm down. Let's revisit this when we can 
converse about this in a non-agitated upset way."  

Greg: You know Pat its interesting and very good that you recognized that 
aspect of you being a trigger that can send you in the wrong direction. 
It's always good for people to understand their own triggers such that 
they're on guard against those triggers taking over their emotional 
state of mind. To that point, there are things that you could do to 
combat someone who knows that's a trigger that will set you off as it 
were. Knowing that it's a trigger you can combat it by stating that I am 
not going to get upset if this person continuously cuts me off.  

 That's one aspect you could go to. The other aspect is you can say to 
the person, "I've been respectful and thus I have not cut you off. 
Please grant me the same manner of respect in return."  

 Notice the way I said that Pat with the paced speech also delivering it 
very deliberately such as to convey the seriousness of all of this. Now 
if the other person were then to say, "The hell with you" or if they 
were to say, "Okay well I'll try to be more observant of my behavior. I 
apologize" therein lies a whole different aspect as to where you have 
changed that person's perspective of you. That person has indicated as 
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such that I value you and I will try not to violate this covenant that 
you and I just entered into. 

 That's a good aspect that you have thus utilized and in so doing you've 
gained a little more leverage then you had before. I say that to say 
respect in any environment has to be a two way street. I would also 
suggest to the degree that one feels respected one can return respect. 
A trigger that says, "I'm not being respected, damn it. I'm going to go 
about gaining some, so watch my attitude change now" is nothing 
more than confrontation waiting for a place to happen.  

Pat: Greg these have been such great points. I know that they are valuable 
to the people who are listening. How can they learn more about you? 

Greg: I can be reached at www.TheMasterNegotiator.com. I can also be 
reached via phone at (609) 369-2100 and through 
Greg@themasternegotiator.com.  

 My mission in life is to give back to others such that they can do the 
same thing and make the world a better place.  

Pat: And remember you're always negotiating.  

Greg: That was going to be my close, thank you, Pat.  

Pat: Thank you, Greg. It's been a real pleasure to have you on the show.  

Greg: Thank you, Pat.  

Attorneys are sharp negotiators. That is what they do for a living. Ramp up your 
negotiation skills with the webinars that are part of the Negotiating Value Pack 
found on my website. Get the details at legalnursebusiness.com/NVP. Thanks for 
listening to this episode.  

http://www.themasternegotiator.com/
mailto:Greg@themasternegotiator.com
http://legalnursebusiness.com/NVP
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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.  

 

 

 

 

http://legalnursebusiness.com/
http://lncacademy.com/
http://lncceu.com/
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Episode 9 

How to Collect Every Dollar You are Owed 

Pat Iyer 

Legal nurse consultants will agree that the majority of attorneys are 
wonderful to work with – intelligent and concerned about their clients. This 
podcast focuses on the small number who are difficult to work with because 
of collection problems. I have noticed that whenever you have legal 
vendors, and not just legal nurse consultants, gathered together, inevitably 
the conversation will turn to a discussion of the attorneys who are bad 
payers.  In this session I share lessons learned the hard way. When you 
avoid the trouble, you’ll collect every dollar you are owed.  

There are 3 Attorney Clients Legal Nurse Consultants Should 
Avoid 

It seemed like an innocent enough request. The attorney’s client, the 
plaintiff, is funding a medical malpractice case. The attorney says, “I’ll just 
have my client send you the retainer. He’ll sign your fee agreement too.” 

Here is the problem: it is a violation of our ethical codes to work directly 
with a plaintiff. For example, we cannot screen cases for people who are not 
represented by an attorney. Oh, but you say, “This is different. The 
plaintiff does have an attorney.” 

Wrong. Your client is the attorney. Your client has to have the funds to 
handle a medical malpractice case. As the LNC, you don’t want to and 
should not have to pursue a plaintiff to get your bills paid. 

An attorney in another country asked an LNC to accept the plaintiff as her 
client responsible for paying her bills. Honestly, it can be difficult at times 
to get bills paid. Now she’s going to track down a woman in another country 
to get bills paid? “No.” She declined and the case did not come in. 

Avoid attorney clients who want the plaintiff to pay the LNC. Sometimes 
there are warning signs evident the first time an attorney approaches a legal 
nurse consultant with a case. Learn to heed these warning signs and avoid 
these attorney clients.  

Avoid the attorney client who says, “I don’t agree with two 
clauses in your agreement” 

http://legalnursebusiness.com/legal-nurse-consultants-how-to-avoid-being-a-victim/
http://legalnursebusiness.com/legal-nurse-consultants-how-to-avoid-being-a-victim/
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The woman on the other end of the phone was an attorney, but represented 
her mother. After spending a long time on the initial call discussing how her 
mother was abused and neglected in a critical care unit (this was already 
sounding fishy), she asked for our fee agreement. It said, among other 
things, “Hourly fees are subject to change. Charges are based upon the 
prevailing fee schedule when the work is performed.” 
 
The attorney said, “I have two concerns. First, it says you may raise your 
rates. I have to agree to pay higher rates.” 

I wanted to reply, “Does your electric company ask your permission to raise 
rates and allow you to choose to pay the same rate?” LNCs make 
a business decision as to when to raise rates. They don’t and shouldn’t 
give their clients the option to pay the same rate. 

I explained to the attorney that our company would be increasing its rates 
some time this year. Then the attorney offered her second objection. “Your 
agreement says, ‘In the event that it becomes necessary for your company 
to retain an attorney or collection agency for collecting outstanding fees 
or any other breach of this agreement, the client agrees to pay your 
reasonable attorney fees and costs incurred in enforcing its rights under 
this agreement.’” She said, “I would insist on having an independent 
arbitrator.” 

I replied that we rarely had to send a client to a collection agency, but when 
we did, we incurred the reasonable attorney fees and costs related to filing a 
claim in court. She replied, “I can’t agree to signing an agreement with 
these two clauses.” When she saw I was not going to budge, she hung up on 
me.  

It is always a bad sign when an attorney starts arguing about what happens 
if she does not pay her bills. If she has every intention of paying for services, 
she should not be focused on what happens if she does not. It is also a bad 
sign if an attorney argues with a clause that says that he, as your client, 
is responsible for paying for your deposition as an expert witness. Avoid the 
attorney client who argues about paying bills. There is trouble ahead when 
the attorney attempts to talk you out of critical terms in your agreement. 

“I should not have to pay a 10 hour retainer. This case won’t take 
that long to review.” 

http://legalnursebusiness.com/expert-witness-payment-for-depositions-how-to-get-paid-every-time/
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Here is another common argument. There are some small cases, I agree. 
Emergency department cases, office records that consist of a few pages, and 
other small cases do exist. However, the majority of cases involve lots of 
records that need to be organized, assembled, and reviewed. An attorney 
who does not want to pay a retainer of 10 hours puts the LNC in the 
position of having to return soon for an additional retainer or exceed the 
number of hours of the retainer, and then begin the collections process. 

Not all business is good business. 

My advice from the school of hard knocks: 

 Don’t agree to having the plaintiff pay the bills. 
 Avoid clients who want to remove clauses from your agreement. 
 Insist on a reasonable size retainer. 

An LNC asked me, “How do I handle attorneys who want to keep trying to 
get my already low price lower? Or do you just move on and don’t work 
with them?” 

Here are the characteristics of desirable attorney clients: 

 They respect and appreciate you. 
 They are loyal and keep returning to you for help. 
 They pay their bills on time and don’t quibble about the hours you 

spent on a case. 
 They are able to take the long view and understand how they benefit 

from keeping you happy. 

Here are characteristics of undesirable clients: 

 They treat your rates as if they are suggestions, not firm statements. 
They ask, “Can you do better?” (“Sure, I can, I can charge you even 
more” you are tempted to answer.) 

 They treat you like a commodity and hop from LNC to LNC, searching 
for the person who will put up with their unreasonable demands. 

 They ask you to drop what you are doing to meet their immediate 
need, and then take months to pay the invoice. 

 They want a detailed breakdown of your invoice and then tell you that 
you should have spent less time on the case. 
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 They tell you that since they did not settle the case for as much as they 
hoped they would, that your final bill will not be paid. 

Undesirable clients remind me of hot, hot chili peppers – colorful, but not 
anything I want to eat. Pick desirable attorney clients to work with. 

The Invisible LNC Hook 

Before you can sell an attorney on your value, you have to believe in it 
yourself and the worth of what you have to offer. There is a hook inside 
each nurse that is based on years of programming. We want to be helpful; 
we want to be needed; we want to serve. We like that aspect of nursing. We 
love being thanked. 

The hook makes you vulnerable to the undesirable attorney who tantalizes 
you with work but is out to get your services for as low as he or she can. 

Legal nurse consulting is a business. You have hours to sell. If 
you sell them for half of what you could charge, you cannot 
replace those hours with higher paying work. 

When you go through the drive in fast food place, you hand your money to 
the person in the window before you get your food. You don’t say, “I feel 
like paying $5.00 for my chicken pecan salad, instead of $8.00. How about 
we make a deal?” 

Many years ago a physical therapist I met in New York told me how he 
reacts when attorneys try to reduce his fee. He looks them in the eye and 
says, “My fees are my fees are my fees.” To have one set of fees for one 
client and a different set for another would be an administrative and 
bookkeeping nightmare. Fee integrity is another term for the need to have 
uniform fees. 

Here is a brief four letter word you can use when you spot an undesirable 
attorney client: “Next.” Move on to the next client, keep on marketing, and 
know that you must establish your worth in your own mind and in your 
clients’ minds. Once you are solid on that score, you will be able to firmly 
rebut attempts to lower your fees. 

Attorneys are sharp negotiators. That is what they do for a living. Ramp up 
your negotiation skills with the webinars that are part of the Negotiating 
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Value Pack found on my website. Get the details at 
legalnursebusiness.com/NVP. Thanks for listening to this episode.  

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.  

 

 

 

http://legalnursebusiness.com/NVP
http://legalnursebusiness.com/
http://lncacademy.com/
http://lncceu.com/

