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Team Offer Promise: The Key to LNC Success 

Joe Pardo 
 
 

Kelly: Hi, welcome back to the Legal Nurse Podcast. This is your co-host 
Kelly Campbell. We're in for a great show today.  

 Today's topic is "The Business Podcast: Sales Won't Save Your 
Business." Our guest today is Joe Pardo. Super Joe Pardo is a New 
Jersey based 6th generation award-winning business owner who 
works with businesses and owners to help them grow by focusing on 
their team, offer and processes. In 2014, Joe left his family's 100-
million-dollar business to start his own, founding the award-winning 
show "The Business Podcast." His platform helps owners pursue the 
business and lifestyle of their dreams. On March 2, 2018, Super Joe 
released the much anticipated "Sales Won't Save Your Business" to 
further help business owners, managers, sales teams and aspiring 
leaders grow their business by focusing on the top process.  

 Welcome Joe and thanks for spending time with us today.  

Joe: Thank you so much Super Kelly. How are you feeling this morning?   

Kelly: I love being called "Super Kelly." Can we do that all through the 
podcast today? 

Joe: Absolutely Super Kelly. I love bringing out the super out every person 
and that's part of the whole Super Joe Pardo moniker, and making 
other people feel as best as they can so they can be their super selves. 
It's not about me being awesome. It's about everybody doing what 
they can to make everybody else feel awesome. 

Kelly: Well I have a confession. I'm drinking my coffee out of a Wonder 
Woman mug this morning, so it fits. 

Joe: I love it. That's awesome. 

Kelly: Okay. Well we have a lot to cover, so after confessions by Super 
Kelly let's get started. There are so many things we need to learn from 
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you, so the first thing because we have so many discussion points. 
Why “TOP” as an acronym? Can you please go over what that means? 

Joe: Yeah, so the TOP formula is team, offer and process. I love acronyms 
and it helps me remember things like that, so coming up with the idea 
that if you focus on your team and you focus on your offer and you 
focus on your process that you're going to be able to grow your 
business. That's really the foundation between those three things that 
the business is founded on and growth is really founded on. When you 
find yourself getting stuck at one because you're like, “We've 
plateaued in this area”, that's when you start to focus on the other.  

 Process can help you reduce your cost or your overhead. It can help 
increase your customers' happiness and willingness to want to deal 
with you and your company. Increasing your offer and finding little 
ways to tweak it here and there to expand your reach, and to really put 
smiles on more faces so that they go and bring more people, so you 
can put more smiles on more faces. 

 With your team, your team gives you the ability to hopefully retain 
people but also make them feel like they're part of the process and part 
of the organization in a way that keeps them there. Part of my mission 
is to save and create jobs for businesses, so while automation is 
awesome and having awesome processes is great the goal there isn't to 
just like if we have these awesome processes and everything's 
automated because you know, “Fire everybody”. The goal there is to 
increase business so that you have more revenue streams and more 
opportunities to hire more people in more positions.  

Kelly: That makes a lot of sense. When you talk about process I think about 
saving time, which is always money and with team we work a lot with 
subcontractors. That's very valuable information. I'm absorbing that 
right now. When I was reading your bio, it says "So why won't sales 
save my business?"   

Joe: Some of the basic roots of that is number one, you can still have the 
sale but if you give them a really crappy experience they're not going 
to want to come back. They're not going to go run out and tell people 
how awesome you are and make them feel like I got to bring five 
more people to this person because I want them to stay in business so 
that when I need them again I'm going to come back. I'm able to come 



 

Copyright 2018 The Pat Iyer group podcast.legalnursebusiness.com 3 
 

back because otherwise if I don't send anybody to them, they can't 
exist and then when I need them again and want to have that awesome 
experience I can't do it because they're not there.  

 The other side of it is if your processes aren't in place to make sure 
that your costs are in place. Say you think your costs are $8 and you're 
like, "I'm charging $10 for this thing, so I'm making a whole $2 or 20 
percent" and in some cases that would be really low obviously. Just 
for the sake of argument, what if your cost actually wasn't $8 and 
you're selling it for $10? What if it's $11.50? Now you're losing a 
$1.50 every time you sell that product, that service or that upsell.  

Now all of a sudden yeah, you're still bringing in revenue but you're 
going to quickly fall behind and having more sales of that is just going 
to increase the problem as you go along. It's one of those things where 
knowing your numbers is super important to be able to know those 
types of things that you're not putting yourself on a path of destruction 
or as they say on Shark Tank, "You're on the path to zero." 

Kelly: Yes, so true. Know your numbers, I couldn't agree more. Another 
discussion point, how do I empower myself as "Super Kelly"? Do you 
have some suggestions? 

Joe: Absolutely. The whole first chapter of my book, "Sales Won't Save 
Your Business", is all about empowering. To me business and life go 
hand-in-hand. Until businesses are owned and operated by robots that 
only care about numbers and the bottom line, there's a human element 
to everything. The sections in my book are: team, offer, process. In 
the first chapter of that first section is about empowering yourself 
because before you can empower other people to go and be super you 
need to be able to empower yourself to have that outlook, to have that 
positivity and maybe even just to ratchet it up another level.  

 There are days I'm not always a super happy, golucky guy. Life takes 
over and life happens and things, and that's just part of life but being 
able to figure out what makes you tick and listening to your inner 
voice. As a runner, I also know quite a bit about listening to your 
body, so being able to listen to yourself and listen to your body and 
being able to be self-aware and be self-evaluating constantly. One 
thing that I might say that I feel comes off confidently and comes out 
like I'm being super positive, but deep down inside it's like yeah, I'm 
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not feeling that great. Or sometimes is my outside face, but my inside 
is like yes, I'm supercharged and I'm super pumped, but I might just 
be tired. I might be physically showing off an exterior that is not what 
is actually going on inside and sometimes its vice-versa.  

 It's figuring out what's your reset button. For me it's like watching 
some comedy, getting me to just laugh and bring about that joy that I 
have inside of me because sometimes it wears off. It's like anything on 
the outside, it gets like tarnished or it gets rusty and things like that. 
Finding out if I take a nap, if I watch something funny, if I go and take 
a walk, if I do some meditation, if I go for a drive, if I get on my 
motorcycle, go for a bike ride or whatever it is I’ve got to go do like 
playing a video game or whatever it is that's going to make you hit 
that reset button and be able to just start all over again for the day or 
for the week. Whatever it is, those are the things that you have got to 
be able to figure out for yourself. Then not only can you show the joy 
that you have inside, you can show it through the outside and then you 
can start to empower your team through that. 

Kelly: Take care of yourself. It's so powerful. 

Joe: Self-care. 

Kelly: It's self-care. That brings us to the next point of empowering your 
team. What suggestions do you have? 

Joe: I always say that the whole TOP formula really is about building 
better relationships. That's at the core of what it is. It's about building 
a better relationship with your team, your process and your business. 
When it comes to the team part of it, it's building a better relationship 
and understanding what makes them tick. It's finding out and 
genuinely caring. Being empathetic instead of just sympathetic like, 
"Oh yeah, that sucks." That's more I guess sympathetic than 
empathetic. Empathetic - we're actually being able to understand what 
the person is feeling. In a lot of cases having that empathy is going to 
take you so much further than being like, "Oh suck it up and just 
move on. It's okay. It's fine." Well no, it might actually not be that 
fine.  

 Having a memory or being able to remember things like what's going 
on in a person's life when you have a conversation and things like that 
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can make all the world a difference when you're trying to make sure 
that your team feels like you're part of it. That you genuinely care and 
every day you're staying on top of those little things. It only takes a 
second to ask somebody, "Hey your mom was sick, how is that going? 
How are things like that?" Then actually pausing to show that you 
care about that topic, instead of just being like, "Yeah, I'm asking, but 
it doesn't really matter. I don't really care." If that's not you and that's 
not something you're able to do genuinely, that's when you got to go 
back to empowering yourself to be able to put yourself in other 
people's shoes so that you can feel empathetic and make them want to 
be more invested in your company, in your business or in your 
organization so that they want to stick around even longer. 

Kelly: So true. Sincerity, it goes a long way. Well we're talking about your 
business and empowering yourself and empowering your team. How 
do you balance that? I do find myself having trouble with balancing 
my lifestyle and my business. What suggestions do you have for that?  

Joe: One of the things I always say that people seem to really like is the 
build your business for your lifestyle, not your lifestyle for your 
business. It's so easy for people to just start building out their business 
and building it out like, "Okay, I got to get this done.  I got to get this 
done." If you don't build in those boundaries for yourself, especially if 
you're working from home, that's when things can start to get really 
hairy and dicey so quickly. Once you move past that and once you 
start talking about we have this team and have to be at the office 17 or 
18 hours a day, so I might as well just sleep there at this point, that's 
when we need to evaluate what we're doing.  

 "Are the things that we're doing, something that we could be 
offloading to somebody else?"  

 "Could we hire somebody else?"  

 Again, it's going back to the mission of hiring more people, creating 
more jobs or saving jobs. You have to really look at if I'm doing X, Y 
and Z do I really need to be doing Z. "I'm really slow at it. I'm okay at 
it, but can I offload that to somebody else?" Okay so then you got to 
be like, "Well can I afford to hire somebody else." I think that a lot of 
times, and I've seen this with a lot of business owners, they don't value 
time. They value their time like, "I don't want to waste my time," but 
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the thing is they put it into the same bucket as "Okay, I'm just 
working. I'm doing my work, but the work that I have to do is just 
continuously getting bigger and bigger. It's never getting smaller, but 
if I hire somebody I will have to pay them. If I have to pay them, then 
I'm making less money and I can't have all the nice things that I 
want."  

 Yeah, I get that, but if you don't have time we only have so much of 
that. The most valuable resource that we have in our lives on the 
planet is time because you can't go buy more of it. You can only 
spend money as a tool to make more to adjust how much we use of 
that time. I urge a lot of business owners and entrepreneurs to go and 
look at that. Maybe sometimes we're not spending enough time doing 
the things we should be doing like I was saying earlier. Maybe we 
need to hire some interns, to pay some interns to do some of these 
lower end things that we're finding ourselves doing. Yeah, you're 
sacrificing some money but what would you give to have an extra 
three, four or five hours of sleep a day, time with your family, time to 
go out on your motorcycle, time to go down to your boat or time to 
just do whatever it is that you want to do.  

 To me, that's the thing I think sometimes people get hung up on. It's 
the money aspect, but money is really just a tool. It's not the end all, 
be all. We can generate more money. We can use that time to invest 
more time into our business so that we can build more revenue 
streams to our existing customers so that we can make even more 
money and hire more people. You have to look at it from the 
perspective of how I can use money as a tool rather than he who has 
the most money wins because Bill Gates and Jeff Bezos have pretty 
much got that on lock.  

Kelly: That's been my favorite key point so far. That's so true, balance, 
balance, balance. Moving on to the next point of discussion, how do 
we build a solid content plan for our business? What are some 
suggestions that you may have? 

Joe: Working as a web developer, I've been building websites since '96 
when I was like 10-years-old. Over the years working with lots of 
different businesses and organizations to build their websites out, it's 
the old adage of everybody starts out with a plan until you get 
punched in the face. Everybody wants to have this big website. They 
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want to create all this content. They want to bring all these people in 
and generate leads from their website. That sounds incredible but if 
you don't plan for it, if you don't want to invest the money in it, then 
you're going to end up investing your time. Everybody is like, "I want 
to have this website. Its got 50 pages and they have titles for 
everything. They have sub menus and all this stuff.  Somebody 
actually has to go and create all that. Somebody has to create a reason 
for people to go to all those pages. Somebody has to create all the 
content that's there. Starting with a blog or an "Our News" section 
where it's not like "Hey, Our News! Welcome to our new website" 
and then it's three years later and there's just no news at that point. 
You don't have a blog. 

 Focus on one key, like social media, at a time. It's no, you don't have 
to have Instagram, Twitter and a Facebook and a Pinterest account 
just because you have a business. Maybe you need to do some 
investigating or pay someone to do the investigating on who is your 
target market, and where are they. Is it millennials? Well then great 
Instagram is great, and Snapchat can be great though they're falling 
out of the sky quickly if you look at their stock. If you're looking for a 
certain demographic, go where they are and focus on that area. You 
can add other social media accounts later on. It's good to register them 
before somebody goes and registers your name for you or for them on 
that different platform. When you put it out there like, "Hey, go to our 
Facebook page and like our page," that's awesome but make sure 
you're constantly posting things to that.  

 The ways that you can do that is to create a content calendar if you're 
going to do it yourself. You create a content calendar and set realistic 
expectations. Maybe it's once a week or maybe it's every two weeks. 
It's okay as long as it's regularly coming out and people can grow to 
expect that. Now I would say the longer you put between each piece 
of content the higher quality it should be, so you're either going to 
write that content or you can hire someone to write that content. Go to 
Upwork.com or to Fiverr.com. There are people who will write 
content for you. Will it be perfect? No, but something is better than 
nothing.  

 I also would say that if you're going to do it yourself set realistic 
expectations, especially if you've never done it before. Like I said, 
everybody wants to have a website with a thousand pages until I got 
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to write something about it and I have very little experience in writing 
this content or putting these pictures together. You can do it, but 
maybe it takes you like five hours when you can pay someone on 
Fiverr.com $10 and it's done in less than an hour.  It's just finding 
what works for you.  

 I've kind of come full circle in this whole idea of should we have 
social media icons on every page of the website. I've actually come 
full circle and said, "You know I don't think I do. I think I just need on 
my contact page" and the reason is because when people click on that 
Facebook link it takes them to your Facebook page. Great and 
hopefully they click that like button before they look at the 
notifications and see, "Oh I've got 20 notifications.  Let me click on 
that and see where I got to catch up at" and then they're not interested. 
As soon as they click that next notification, just right clicking and 
opening a new link you've already lost them. Try to keep them in your 
world. That's the thing and writing content that brings in people 
solving problems for them. 

 We've done quite a bit of different content creation for both me and 
for others. Having that content calendar is super key because then 
you'll know exactly what you're going to write about or you're going 
to create, or a video or pictures. Be very intentional, that's the key. 

Kelly: Such great points, the calendars and the Facebook on just certain 
pages. That was so full of information. I have so many notes here, so 
thank you. 

Joe: You're very welcome. 

This is Pat Iyer. I have a list of 35 things you can outsource in your LNC business. 
It is yours for the asking. Go to this link to ask for the list. It will stimulate your 
thoughts, I am sure. 

The link is http://LNC.tips/outsource.  

Kelly: This has been so great. All right, so getting ready to close I do have 
two more points I'd like to discuss and then we will be letting you go. 
You're obviously very successful. Give us a few personal tips. How 
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do we become successful and how do we figure out what will bring us 
happiness? I know those a very open, broad questions. 

Joe: So how to succeed and how to be happy? 

Kelly: Are they the same?  

Joe: They can be. I wrote a whole book called "How to Dream Big and 
Win". It's actually a coloring book for adults and for kids that don't 
really know what it is that they want to be when they grow up. For 
me, it's about figuring out what does make you happy. That's the 
thing. How would spending more of your time make you happy? 
Would it be having more money? Would it be I wish I could go on a 
boat and just like sail around the world or something, or I wish I was 
more location independent where I could just work from anywhere? 

 There's always an option. There's always another option and there's 
always a way for you to figure it out if you're willing to take the time 
to do so. That's part of the whole success thing. How do you be 
successful? Everybody has a different measuring stick and usually 
money is a good way of measuring that. As I've learned as I've grown 
up and I've talked to tons of people, the not so old adage of "Mo 
money, mo problems" is a thing. It can make life easier, but generally 
that comes at a plateau. There comes to a point where if you don't start 
leveraging the money as a tool rather than as a how many cars can I 
buy and how many things can I get and how much money can I stash, 
it starts to not be a thing that matters so much.  

 At a certain point you also have to look at it like if we're bringing in X 
amount of dollars it comes to the point where it's I'm not talking about 
myself anymore. I'm talking about setting my kids up and my kids' 
kids up and my kids' kids kids up and all that stuff. Understanding 
what makes you happy, how you're going to get there and how that's 
going to be a success, is wildly different. 

 I always look at the 80/20 Rule of if you're doing something and you 
only like 20 percent of what you're doing as the 100 percent and 80 
percent you're just like, “I dread doing every single bit of this”, you 
got to flip it around. You got to figure out how can I be doing 80 
percent of what I love and 20 percent of what I don't. Once you've 
gotten that far, you start to tweak it and hire somebody else. 
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Outsource it to somebody else. Learn to trust somebody else, 
especially if you're a solopreneur or you're doing this the legal nursing 
consulting by yourself.  

 Figure out what are the things that you're really good at like, "I can 
write RFPs. I could write proposals like nobody's business. I can write 
that super quick." Great, don't outsource that part then in the short 
term. Get somebody to do the social media marketing or get someone 
to do the cold calling for you. Find the things that you don't like doing 
and the things that you're slow at doing. You can do them, but you're 
just slow at them. Find somebody else to do them. That's how you're 
going to grow as a person and as a business. There's only so much 
time. You could work 24 hours in a day, but then you're going to have 
to relax at some point. You're going to have to go to sleep at some 
point.  

 The other part is to define what success looks like for you and how 
you're going to get to what success looks like. I appreciate you saying 
Super Kelly that I'm successful. To me there are still so many things 
that I want to do personally, from creating more books to helping 
more people, creating more jobs to just creating more stuff, from 
writing blog posts to creating more creative videos to deejaying, 
which I haven't done in years now. There are so many things I want to 
do and figuring out how I can make more time to do those things is 
generally the best thing that I can do, spending more time with my 
family. To a certain extent it is a mess because I'm working but I'm 
also part of the family and trying to be available. It's a tricky 
balancing act and you got to figure out what works for you and what 
would be successful.  

 In the last latest episode of my show, I just talked about setting 
monthly goals like I think three to five or maybe up to seven goals a 
month. If I can get these five things done, this big project or pieces of 
a big project done in this particular month and then the next month 
and the next month, then you can at least feel successful and you don't 
have to feel guilty all the time. I know for me, I felt guilty a lot over 
the years. I've sacrificed a lot of time and a lot of money to just get to 
this point. I knew for where I came from working in my family's $100 
million company that I wasn't happy. I wasn't happy doing what I was 
doing. The people I was working with, I just had enough. I didn't 
know what it was time for, but it was time for a change. Even just 
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listening to my own bio being read back is incredible to me that I've 
come this far. 

Kelly: Yeah and impressive. Well I am joining and will be a regular listener 
for you. Tell our audience how we can follow you, read your books 
and that sort of thing. Today was so beneficial. 

Joe: Well thank you Super Kelly. I really appreciate that. You can get 
everything about me, my books, my coaching, the consulting and I'm 
doing super retreats now all at www.SuperJoePardo.com. Also, the 
podcast is there, so www.SuperJoePardo.com will take you right 
there. You can learn more about my background story, as well as 
listen to the podcasts. Its got over 344 episodes now as of today. We 
release every Tuesday at 8:00 a.m. Eastern Time. I do a lot of videos 
too. I'm actually going to start slowing those down a little because 
those take a lot of time, energy and effort. In the meantime, I decided 
that I'm going to do more writing. I'll be writing more blog posts 
coming probably pretty soon. 

 The videos are great, but it just takes a lot of effort and time so for a 
little while I'm going to probably only release one every once in a 
while, and really focus in on the podcasts and then also the writing 
aspect. I'm at www.SuperJoePardo.com. If you go to any social media 
outlet and type in "Super Joe Pardo" you will get me I hope. I look 
forward to connecting. If you have any questions and anything I can 
do for any of your listeners, please don't hesitate to hit the contact 
button and send me a message or shoot me a message on one of the 
social media platforms. 

Kelly: Well thanks for joining us today and audience don't forget to tune in 
next week. Thanks, have a great day. Bye-bye. 

Don’t forget to request our list of 35 tasks you can outsource. Get it at 
http://LNC.tips/outsource. It is free. Talk to you next week. 
 
Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 
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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.  
 
 


