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Content Marketing’s Power for Legal Nurse Consultants 

Jeff Korhan 
 

Kelly: Hi and welcome back. This is Kelly Campbell and today we're going 
to be discussing with Jeff Korhan some content marketing. 
Subcategories include buyer's journey, customer experience and social 
media.  

 Jeff is the host of two podcast shows, the best-selling author of "Built-
In Social" and the founder of Landscape Digital Institute. He was a 
Fortune 50 sales and marketing executive for the first decade of his 
career. On a personal note despite life experiences that include 
marathons, triathlons, cliff diving and meditating in the desserts of 
India, Jeff considers himself to be completely normal.  

 You know what, I love it. I can be with you on triathlons and 
meditating, which I did on the Inca Trail. Instead of cliff diving I did 
sky diving. We're going to have lots to talk about tonight.  

Jeff: It sounds like it. I haven't done sky diving. I came very close, but at 
this age that I'm at I probably won't go there.    

Kelly: We have lots to learn from you. As legal nurse consultants we have a 
lot to learn about marketing ourselves, so I'll let you lead the way 
tonight.  

Jeff: This is something that I used to talk about a lot, but I think people 
have come to accept what digital marketing is all about and we will 
get into some of the nuances. I used to emphasize my background of 
having an MBA for a specific reason and that was to basically make 
the point that everything, 100% of what I was taught about marketing 
is pretty much irrelevant these days.  

 I'm 60-years-old and that's how long I've been doing this, but basically 
traditional marketing is fine for me. Content marketing is a different 
way of bringing an audience to you and gradually bringing them in 
closer. As most people have heard, it's for them to get to know, like 
and trust you such that then when they are ready to buy everything is 
available, everything is set up and it's an easy decision.  
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Kelly: That's going to fit into our product because we don't necessarily offer 
a product, we offer a service. Is that correct or do I have a lot to learn 
tonight? 

Jeff: It works with both. Whether it's a product or a service, the idea is 
content marketing is basically using content and we define that as 
pretty much anything that helps people to solve problems, that 
educates them, that entertains them, that inspires them and that 
motivates them. This could be videos, photos, articles, eBooks and 
full-length motion picture films like the LEGO Movie is an example 
of content marketing.  

 That content is used to basically move people to action. It's a way to 
demonstrate your expertise number one and number two to basically 
be likeable. If you can get those two things accomplished, that's a 
great way to then have people want to do business with you.  

Kelly: Yes, we're going to have to start at the basics. Sorry Audience, you're 
going to have to learn and grow with me tonight.  

 When we talk about that, do you mean starting at the very basics with 
blog content marketing and advancing to video marketing? 

Jeff: You can start anywhere. It all depends on what you're good at and 
what you feel like is most appropriate. As a professional speaker, I 
started with a video blog. I started blogging in 2006, but it was 
somewhere around 2007 I made that a video blog. I just did that 
because basically as a speaker you kind of want to see them and hear 
them, so you get the best of both worlds there.  

 I quit doing that and I'm actually going back to that for some very 
specific reasons which relates to the type of content that Facebook is 
giving priority. There was a period there where consistency and 
regularity were super important. Daily blogging was a way to get 
more pieces of content out there in the web that would make you 
findable and sure enough it worked. My blog was ranked in the top 
100 blogs in the world at one point. I'm right up there with Google's 
blog and things like that. It was just really being in the right place at 
the right time, but these days it's all about reach which is getting 
incredibly difficult.  
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 Back then it was easy because there weren't that many of us and there 
wasn't much content out there. Nowadays it's creating something (for 
lack of a better word) that's remarkable, that's really worth saying "I'm 
going to invest my valuable time in consuming this content and I'm 
also going to subscribe. I'm going to sign up and get more content 
from this person." That's basically what everyone is trying to 
accomplish with content marketing, just to build their list to build 
their audience.  

 This is Pat Iyer. Has 
this discussion raised 
questions in your mind 
about the best way to blog? 
I have a free resource for 
you. Debra Lloyd and I 
presented a webinar called 
Get More Business with 
Blogging. This FREE 
webinar is an 

introduction/overview of the full course "Blog Like a Pro: from post 
to profit!" taught by Debra Lloyd and me.  
 
In the free webinar and the full course, my focus is on what she knows 
and loves, so I’ll be teaching you about what blogging can do for your 
business. I brought in my own Web Master - Debra Lloyd to teach 
you "How to Tame your Tech" so you will learn how to quickly create 
blog posts specifically designed to drive high-quality traffic turning 
your website into a lead generating machine. You’ll learn critical and 
valuable tips just by joining us on the FREE Webinar. Get this 
program at this link: http://LNC.tips/blogging4biz and complete the 
registration form to claim your seat for the replay.  

Now let’s return to the program. 

Kelly: How do we do that? It's a simple question, but difficult answer.  

Jeff: It is. First, it's understanding your buyer, so what I recommend for 
people to do is to create a buyer persona. You may have more than 
one buyer, so as an example for me I've got personas for speaker 
bureaus who hire speakers, meeting planners who hire the speakers’ 
bureaus and small business people who are all putting in the seats in 
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their audiences. That's three different buyer personas right there and 
there might even be more.  

 It's basically writing it out and this is something that I am very 
emphatic about. A lot of people would say, "Oh yeah, I've done that," 
or "I've tried content marketing and it didn't work." It's until you really 
start writing out a strategy and writing down these buyer personas, 
meaning  

 what are their decision criteria,  

 what are the words that they use that I need to be using in my 
content,  

 what's a success,  

 what's a homerun look like to them, and 

 what are their problems that I am trying to solve with this 
content? 

 That's one piece of the puzzle, the buyer persona, and then of course 
the other puzzle piece or at least the vital one that we've alluded to is 
something called a "Content Marketing Mission Statement". That's 
asking yourself really, "What am I trying to accomplish with this 
content?" Of course, a lot of people they step back and say, "Of 
course, I'm trying to drive more business." Yes, you are, but how are 
you trying to do that?  

 "Are you positioning yourself as likeable?"  

 "Are you trying to make yourself more of an expert?" 

 "What specifically are you trying to do?" 

 Saying I want them to buy from me is kind of like going from the first 
date to marriage. It just doesn't work that way. You must guide them 
along what we call "The Buyer's Journey" such that they can buy 
when they are ready and that's the thing of content marketing. It's 
everybody is ready at a different point in time, so if you're putting out 
great content and having a strategic plan that goes with it, well 
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whether they are ready today, tomorrow or five years from now you're 
ready too.  

Kelly: Do you have a certain platform that you suggest, meaning your 
website vs. social media like Facebook for this content marketing? 

Jeff: Yes, so first and foremost is you need a home base. You need 
something that you own and let's call that a website. Think of all these 
platforms as vessels or containers that pour out content, so that's really 
what your website is. It's a vessel that you own because you own the 
domain and so you control that content. That's your home base. 
Everything else and the big phrase we use in the social media world is 
"Don't build your house on rented land," meaning Facebook, 
Instagram or anywhere else.  

 Use those platforms to drive traffic to your home base and use your 
home base as a place to drive them to a list, a newsletter or something 
like that they can subscribe to where you basically have their 
permission to send them content. We call that a "Permission Asset". 
These truly are assets.  

 You mentioned that I was the founder of Landscape Digital Institute. I 
owned a landscaping business for 20 years and even as far back as 
2008 when I sold that business believe me all the buyers, and I had 
several of them very quickly, didn’t want what we call my iron, the 
tractors, the trailers and that kind of stuff. They wanted the list. They 
wanted the website. They wanted even the blog that I had just gotten 
started. I can only imagine what that is today. I know that if you can 
reach an audience that's the value of content marketing.  

 A lot of people have trouble. Let's say if you want to be an author 
trying to get a book deal, I have no trouble at all because when I got 
that deal they knew I had an audience. They didn't even make me do a 
proposal. We sat down, had lunch, shook hands and we were off to the 
races.   

Kelly: Now getting that audience - what's the trick? 

Jeff: I believe it is truly understanding what the challenges are out there. 
What are the obstacles that stand between a buyer?  There are plenty 
of buyers out there in every single industry, but what are the 
obstacles?  
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 There are two things that I've come to learn, and I work in a bunch of 
different industries.  

  1. The obstacles are typically hidden. 

 I don’t know what those are necessarily in the nursing profession, but 
let's just take landscaping because I know that better and it gets easy. 
It's everything that's underground. It's the root system to a tree that 
will thrive in that local environment. It's the better valves to an 
irrigation system that don't have to be dug up because they’re old. It's 
their concrete foundation in the Midwest where I'm from in Chicago 
that will hold up during freeze/thaw of the winter and the spring 
cycles.  

 So, number one is that they're typically hidden. The automobile 
industry - in the old days an auto dealership would never tell you what 
the actual cost was, and you never knew if you were getting a better 
deal so there was a lot of this back and forth. It's things like that.  

  2. These tend to be chronic, meaning they never go away. 

 All of these are challenges of people cutting corners in the 
landscaping industry and any other industry for that matter. Not that 
there's anything wrong with cutting a corner if the price matches it and 
the buyer is aware that they are making kind of a compromise over 
here to get a better price a lot of people are worth that. We had people 
who would want to buy landscaping and I would say "Well you don't 
want that tree repair because they tend to be very brittle and they will 
be dead in 10 to 15 years." They would say, "Fine. I'm not going to be 
here in 10 or 15 years." "Okay, so no problem, problem solved." 

 It's really understanding the customer, understanding what prevents 
them from doing business with you or anybody else. That's the thing. 
You think of the competition as other companies but, it’s typically 
these industry challenges. People don't trust contractors, let's say. 
They're afraid of getting ripped off. They don't want to buy that car 
because they're afraid they will be embarrassed when their neighbor 
buys one just like it for a lesser price. It’s these kinds of obstacles.  

Kelly: Interesting - the "Industry Challenge". That's an excellent point.  
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Jeff: If you're hiring an LNC, I would imagine (it would be) can they 
communicate? Do they have the credentials, meaning will they look, 
sound and be an expert if they had to go to court, let's say? Are they 
good at research? It's all kinds of things like that. I would be blogging 
about those sorts of issues because content marketing is less about 
telling people because that's the old style of marketing and more about 
showing them like, "Hey I can communicate. I've done videos. I've 
done blog posts. I've done this and yes I am an expert."  

 How do you show them? I'm not sure exactly how that's done, but 
there must be a way.  

Kelly: Yes, to educate them.  

 Now I'm reading your bio here and I see "Search Engine Optimization 
(SEO)". Is that a way to get our audience, attorneys, onto our website?  

Jeff: It is and that's exactly what we're talking about because content is 
SEO. Let's go back to those buyer personas. This is a true story of 
how I got into doing what I do today. I had a website that was built for 
me for my landscaping business. I couldn't figure out why my site 
ranked so poorly in my local community where I was one of the best 
if not the best landscape contractor. It turns out we were optimizing 
for the words that we would use like landscape architect, fine stone 
work which we were known for and things of that nature.  

 I did a quick little SurveyMonkey survey and 90% of my customers 
when I asked them the question, "If you were searching for a company 
like us, what are the words you would use?" I gave them about a 
dozen words to choose from and they all said landscaper, which I 
would say not a word that people in the industry are comfortable with. 
It's the difference between janitor and custodial engineer or whatever 
the fancy word is. You would rather be the custodian than the janitor 
and it's the same thing with landscaper, but you can feed your ego and 
use important words, or you can reach people. I started optimizing for 
landscaper and within a matter of months we were on the home page, 
and a couple of more months we had multiple listings on the home 
page.  

 SEO is about basically the right content, the right words and hundreds 
of other things that we don't have time to get into. Basically, if you 
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put useful content out there that people are consuming, if you create 
content for real people and help them find that content that's your 
social media and they start beating a trail to that content then you're 
doing well with the SEO challenge.  

Kelly: Now forgive me, but the tech world intimidates me. Do you have to 
hire someone to assist you with the SEO or when you're creating your 
blog are you inadvertently creating your own SEO? 

 Sorry Audience, if I'm way below you with this question.  

Jeff: You are. It does take some work, but there are just some absolute 
basics like the headline. I guess you would have to know that the 
important words need to be close to the front of the headline. In my 
mind I'm starting to think of all the little tricks that I've learned like 
when you use a podcast you have a short headline because only so 
much of that get viewed on the screen of a mobile device. Basically, 
the headline is a promise. You got to have a great headline. You got to 
have a great title. It's like the right book cover in the old days and 
that's your promise.  

 Okay, what follows that? Well it better be something pretty darn good 
in that first paragraph. That first paragraph has got to hook people. Its 
got to get their attention. Most people skim, so the subheadings, short 
paragraphs, hopefully at least one good image and you get the idea. 
It's basically just using common sense, to be perfectly honest.  

 People waste thousands and thousands of dollars chasing all the 
wrong stuff. Build a solid foundation and keep doing it consistently, 
that's the main thing. If you're random, it's not going to work. You 
must literally make an appointment with your audience that says every 
Monday I'll be publishing this content on my website or I will be 
publishing a newsletter. Typically, you're doing both to direct them to 
the website. You can't show up when you feel like it otherwise they're 
not going to show up. They do show up when they feel like it, which 
is not all the time, so you must be there whether they're there or not.  

Kelly: Great points. Audience, you hear Jeff, we got to be consistent and we 
got to use words for our audience, the attorneys. We can educate 
them. There was a third point that you had made that I thought I must 
do this. Consistency and educate them.  
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Jeff: Consistency is huge. Educate them. 

Kelly: Make it short to the point to get their attention.  

Jeff: The headlines yes. A lot of people have appropriate content, but they 
do a lousy job with headlines. Someone asked me this in a webinar I 
did I think last week, "What's better, clever or…" and I forget what 
the other choice was. Clever is rarely cute or I guess rarely works. 
Sometimes if you can do that and make a statement of authority I 
guess. You want your content to be authoritative. I don't mean that 
like a principal of a school. I'm meaning that from an expert, that I've 
been there, I've done that, and you can trust me. That's one big 
component.  

 The other component is being likeable. I just spoke to a bunch of 
hospitality folks this weekend and I really emphasized to forget about 
being original. Everybody is beating themselves up trying to come up 
with new, fresh ideas. The fresh part of that is you. It's your 
perspective. It's your angle. It's your voice. It's your tone. It's who you 
are. Put that personality into your content. Figure out how to be you, 
which is not as easy as it sounds, especially if you're writing. Just let 
that authority come through and that is vital.  

Kelly: You're giving us all a to-do list here. Now is there a better day of the 
week or just when you have time, if you are consistent?   

Jeff: I don't think there is. I've asked my audience and I've surveyed them. 
"Is Friday better than Monday or Sunday?" I've tried them all. It 
doesn't matter as much as used to. It used to be a significant 
difference, but not any more.    

Kelly: All right. I’m trying to think what else. You can tell that I've been 
thinking about this and now I'm really starting to think that I can do 
this. I interviewed someone last week about video podcasting, so that 
I'm starting to take seriously as well. Now I'm going to start blogging. 
It's like "Oh my gosh, when am I going to have time to do all my trials 
and all this. I'm going to be marketing like a mad woman here." 

 I sit down to blog, so how long should a blog take to write? What 
should I do? 
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Jeff: I'm one of the slowest writers because it's just the way I do it. Let's 
back up a little bit. I write the script for a 10-minute podcast that I 
read as audio. I then take that content and I repurpose it as a blog post 
then it goes on and on. After 88 episodes, I've got enough for two 
books if I just take that content, hire an editor and get it done. It then 
becomes presentations and then I send that out on my newsletter, not 
everything. I lead them to it by a very short (segment) less than 100 
words, but those are different words.  

 A couple of week ago Facebook made massive changes to the content 
that we're going to be seeing in our feeds. I don't think we're seeing 
the changes yet, but what they have said is likes don't matter and a lot 
of things don't matter. Clickbait and all these things are going to get 
your content demoted.  

What they're looking for basically is a lot of comments. They want 
you to engage the audience and they're strongly suggesting that video, 
especially live video, will get priority so this is another component 
that I'm adding to my way of doing things. I'll take those 100 words or 
so that I used in my newsletter and basically just create a quick live 
video as opposed to the old way of plunking my blog post into that 
Facebook page.  

 We're down to a 1% reach for Facebook pages now, so think about 
that. That's without advertising and advertising is getting more 
expensive, so you need to start asking yourself, "Where is the best 
place to be?" I would think for your audience it might be LinkedIn. 
LinkedIn is looking a lot like the old Facebook and of course it's a 
very professional platform that also is getting friendlier. Instagram 
might be a possibility, but I would say LinkedIn and YouTube are 
probably two good places to be.   

Kelly: All right, we will do that. I'm thinking of investing in a selfie stick so 
that the phone can be far enough away for the videos. I don't know.  

Jeff: I'm looking at one. I've got a little tripod that I just sit on my desk. Get 
a mic that goes to your cell phone so that you have better quality 
audio. Most of the hardware is inexpensive.  

Kelly: I just don't want too much of a close up is what I'm thinking. I know 
the ladies know exactly what I'm thinking of.  
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 All right so what else do we need to know? How can we follow you? 

Jeff: Good question. I'm in a couple of places. I doubt that anybody is 
interested in my landscape site, but I will say that there is a lot of 
content in there and it's searchable. It's where I've been working a lot 
lately. It's www.LandscapeDigitalInstitute.com. You will never 
remember that, so I've got another URL. It's www.Landscape.digital 
and if you scroll down to the photo there's a search box in there. You 
can search for all the content and find it very easily, but my true home 
base is a little out of shape because I've been working on that business 
that I just started last year. It's my name, www.JeffKorhan.com.  

Kelly: Okay, well thank you. You truly helped me, and I hope I didn't dumb-
down our conversation too much for the audience because I really 
learned a lot on search engine optimization SEO and content. This is a 
whole new world for me, so I appreciate learning on content 
marketing.    

Jeff:  I think you did an excellent job. I mean this is not that complicated 
and that's where people get into trouble. It's when they over 
complicate things. Keep it simple, commit to what you can do and 
stay with it. Another thing is that this is a process. It's like anything 
else in business, you know like paying your taxes, balancing your 
checkbook or whatever you do to handle the financial end of the 
business. You must be in this for the long haul or it's not going to 
work plain and simple.  

Kelly: Thanks so much, I enjoyed our conversation. Listeners, tune in next 
week. Thank you. Bye-bye.  

Be sure to watch our free training, Get More Business with Blogging at the link 
http://LNC.tips/blogging4biz to get more insight into the value of how to share 
content with your audience.  

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 
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$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. 

 


