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LNP 181 
How to Avoid Legal Nurse Consulting Collection Issues 

Legal nurse consulting collection issues plague many LNC businesses. Have you 
ever done work and not gotten paid by your attorney client? If so, you are part of a 
large group of LNC business owners who have gotten burned by an attorney. This 
is Pat Iyer with Iyer’s Insights, one of the twice weekly Legal Nurse Podcast 
shows. 

How do legal nurse consulting collection issues occur? 

The phone rings. It is an attorney who just walked out of a deposition. He hired 
one of your subcontracted expert witnesses to defend a nurse. During the 
deposition, plaintiff counsel asked tough questions about a case with some grey 
areas. 

Your client asserts your expert was inexperienced with the deposition process. She 
volunteered her opinions about some deviations from the standard of care, which 
enraged your defense attorney client. 

“I am not going to pay for her deposition fee! It was a waste of my time. I can’t use 
her now!” He rages on about her performance while you listen, gripping the phone 
with dismay. 

You now have an untenable negotiation position. The attorney did not pay you for 
an invoice that was outstanding before the deposition. Now he will not pay for 
your expert’s time. While payment is not supposed to be contingent upon 
performance, you have no leverage to use to collect the unpaid invoice plus the fee 
for the deposition. 

You tell the attorney you need to think this over and talk to the expert. Your expert 
tells you a different version of what occurred in the deposition room. She got 
backed into a corner by the opposing counsel and was forced to make concessions 
about deviations. When you explain how angry the attorney was, she admits she 
realized that as soon as the deposition was over. 

You remind the attorney that payment is not contingent on performance. Realizing 
you have no leverage, you advise the attorney that you will not pursue payment of 
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the invoices. In return, you request that he keep this experience confidential. You 
are concerned with the reputation of your business within the legal community and 
don’t want him to tarnish it. He agrees to these terms. 

How to Avoid Legal Nurse Consulting Collection Issues 

 Make sure your expert witness understands the importance of thorough 
preparation. 
 Ask your expert to spend time with the client before the deposition 
anticipating the questions opposing counsel may ask. Part of this discussion is 
identifying the weak areas in the case and figuring out how to handle these 
questions. 
 Insist that all unpaid invoices be paid, and a pre-deposition retainer be in 
your hands before the deposition begins. You have more leverage when the money 
is in your bank instead of the attorney’s. 

It is vital to use whatever leverage you have when faced with a legal nurse 
consulting collection issue.  

Before we continue with the 
show, I want to share a resource 
especially designed for legal 
nurse consultants who need to 
negotiate with attorneys. This is 
Pat Iyer.  

Attorneys are sharp negotiators. 
You are at a disadvantage in 
your interactions with them 
unless you know how to 

negotiate. I put these resources together for you in the Negotiating Value Pack to 
give you every advantage.  

What's in the Negotiating Value Pack? Get 3 on demand online trainings to ramp 
up your negotiation skills so that you will come out on top in your negotiations 
with attorneys. In these 3 trainings, I collaborated with Greg Williams, an expert in 
negotiation and body language. Greg teaches executives, small business owners 
and managers to employ these techniques. Learn them to help you in your LNC 
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business. Get the Negotiating Value Pack at this link: Http://LNC.tips/NegVP. 
Use the code listened to get a 25% discount on the cost of the value pack. Now 
let’s return to the show. 

I learned an even MORE painful lesson from a man who 
masqueraded as an attorney.  

It started with an email which was subtly worded: “I have been asked to locate an 
expert witness to review a case involving a woman who suffered from a sudden air 
embolism. I am helping the attorney who is handling the case. I would like to 
discuss retaining a nursing expert witness with expertise in IV therapy. Please 
supply the CV and fee schedule of the appropriate expert.” 

The email was signed by a (name changed) Bill Jones, ABF Consulting Company. 
I assumed Bill was a legal nurse consultant who was hired to help the attorney. 

Step One in the Painful Lesson 

I supplied Bill with the CV and fee schedule of one of our top IV therapy experts, 
(name changed) Jackie. Bill then responded that the attorney had enough experts, 
but he wanted to consult with Jackie. Bill contacted our expert and said he was 
going to be close to where she was living the following day. His email stated, “Do 
you have 30 minutes to an hour to discuss my wife’s case?” Jackie did not realize 
we never work directly with plaintiffs, and she decided to meet Bill in the lobby of 
a hotel. 

By the time we found about the meeting, the day before it happened, it was too late 
to obtain payment from Bill. Our expert had one hour of travel time and a 30-
minute meeting with Bill. Bill brought one page of medical records with him.  

Although he believed his wife died from an air embolism, Bill said there was 
nothing in the records or autopsy that confirmed this. The record stated that it was 
a pulmonary embolism. He wanted to know if Jackie could supply him with any 
autopsy reports from air embolism cases that she had reviewed. Bill was not happy 
when the expert said she could not do this. 

At the meeting, Bill supplied his credit card. Jackie wrote down the number and 
shared it with us after the meeting. The card was declined when we ran the charge 
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through. We advised Bill we needed a different form of payment for the 90 
minutes, which we billed at $337.50. 

When I saw the card was declined, I sent Bill an email that said, “I understand you 
are now questioning your bill and that your credit card was declined. I understand 
you met with Jackie in person, instead of talking with her over the phone, as I 
expected would happen. Jackie had travel time to meet with you. Our fee 
agreement clearly states that we bill all services at the same rate, including travel 
time. Since you wished to hire her to consult with you, you are expected to pay the 
fees for her time. We expect to be paid and will fully pursue this payment.” 

The painful lesson continued. Bill’s response was, “337.50 is about $4 per minute 
based on 90 minutes. Are you kidding me? I did not agree to pay her $4 per minute 
for 60 minutes of drive time. Jackie chose the meeting place and did not tell me I 
would pay her $4 per minute for driving. Not to mention it’s only 12 miles from 
her house to the hotel that she chose. I could have easily met her at her house. 
There was no contract to pay her anything except for the time we met – 30 
minutes. This is all I agree to pay. Send me the correct bill.” 

Ultimately Bill sent us a check for the 30 minutes. 

Painful Lesson Learned 

I made mistakes in this situation. I should have clarified who Bill was, and that 
would have led to the realization that he was the spouse of the patient who died. 
Unfortunately, Bill was very crafty in how he worded his email. Had I known he 
was the husband, I would have explained that we work only with attorneys (or their 
legal nurse consultants). Instead, we moved onto the next step of supplying 
Jackie’s CV and fees. 

We should have asked the expert to postpone meeting with Bill until we had 
secured payment. 

Our expert quite properly selected a neutral location for the meeting. She would 
have been foolish to allow a strange man into her home for a meeting, which he 
initially requested. The travel time was inevitable; in the metropolitan area in 
which she lives, 12 miles does not mean 12 minutes. 
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After the meeting, when Bill did not receive the news he wanted to hear, we had no 
leverage to collect the full fee our expert was entitled to. 

Isn’t this a sad story? What lessons we learned from it! 

Be sure to gain a competitive advantage by sharpening your skills in negotiating 
with attorneys. You’ll thank me for the confidence you’ll gain from the tips in the 
Negotiating Value Pack. Order your digital access for immediate download at 
http://LNC.tips/NegVP.  

I’ve got a phenomenal resource for you just waiting on LegalNurseBusiness.com. 
My online training and books are designed to help LNCs discover ways to 
strengthen their skills and businesses. Check them out at legalnursebusiness.com. 

Many of us are lifelong learners who enjoy the chance to keep expanding our 
knowledge. Just like the book of the month clubs, LNCEU.com gives you two 
online trainings every month. We have a yearly payment plan that saves you over 
$50 compared to paying monthly, and each program is hugely discounted. Look at 
the options at LNCEU.com. 

The LNCAcademy.com is the coaching program I offer to a select number of 
LNCs. You get my personal attention and mentorship so that you can excel and 
build a sturdy foundation for your LNC practice. Get all the details at 
LNCAcademy.com. 

 

 


