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Kelly: Hi and welcome back to the Legal Nurse Podcast. This is your co-host 
Kelly Campbell and we're in for a treat today. We have Jim Karrh as 
our guest today. Today's topic is "Manage Your Message” (I think we 
can all use some advice on that), “Using the Power of Everyday 
Business Conversations to Grow Your Practice."  

 Welcome, Jim. 

Jim: Thank you Kelly, it's a pleasure to be here.    

Kelly: Thanks.  

 Jim serves his clients as a consultant, coach and a speaker. He's also a 
featured blogger for American Marketing Associations Executive 
Circle and author of the fourth coming book "Manage Your Message" 
to be published by Career Press. Jim has a bachelor's, master's and 
doctoral degrees from the University of Florida plus an MBA from 
Duke University School of Business. He knows you don't have to be a 
PhD, an extrovert or a brilliant conversationalist to bring your 
business story to life. It just involves a process he calls "Managing the 
Message" and will teach us today how to manage our message.  

 Thanks for joining us.    

Jim: Again, a pleasure to be here Kelly. I like speaking with you and your 
audience, people who have an expertise and just need better ways to 
express it, help, encourage and equip other people to spread the good 
word as well.  

Kelly: That's so true. Managing the message  - I think my regular listeners 
know I can ramble a bit, so what are some basic tips?  

 I know it and I'll be the first. Women listeners out there, we have to be 
real. We can all have the tendency to ramble, so what are some tips 
for managing our message? 



Jim: We can drill into a few of these specifically during the course of our 
conversation today Kelly. I work with professionals across lots of 
different industries, including solopreneurs, experts and subject matter 
experts all the way to Fortune 500 companies. There are some very 
common patterns that I find and often times its people don't give 
themselves enough credit, frankly, for their capacity to be able to be a 
good messenger for the business.  

 It's not a function of your domain knowledge.  

 It's not a function of training.  

 It's not a function of whether you're an extravert or an introvert, 
 and we can get into that as well.  

 Most people are far better naturally wired to be able to do this in 
everyday conversations than they give themselves credit for. I think 
it's just to take a simple view about it, so whether you're looking at 
yourself as an individual expert or if you have a team or an 
organization around you. It's those who manage their message best. 
Think of it as a three-legged stool. There are really three components 
that just need to work together, not perfectly because perfection is not 
the goal and that's a good thing because we won't get there.  

Kelly: That's true.  

Jim: Exactly. The first part is the "Message" and some people may think of 
it as their story or their value proposition, but what is it that you want 
people to know and understand about you and the value that you 
bring?  

 The second are "Messengers" and we can talk about those. It's really 
the other human beings. They can be current clients. They can be 
friends or colleagues, but people that you would love to be able to 
recommend you or talk about you. It's basically your tribe and 
thinking through what they need to be comfortable, and excited to 
share your story and your value.  

 The final part of it I call "Managing". It's really simple, recurring 
habits. A lot of it just comes down to preparation and practice so that 
when that moment comes, when people ask you, "What do you do for 
a living" or you're speaking to someone who says "Gosh Kelly, I was 



talking to someone the other day and they said you did this really cool 
thing for thing" that you're ready for that. Not in a creepy salesy sort 
of way, but just a way to be interesting and to grow your business 
through the power of everyday conversation.  

Kelly: While you were speaking, I was thinking twofold how this can help 
our business not just in casual conversation but managing your 
message when we do have to sit in the box during trial. Managing 
your message and getting your point across to the jury, that's going to 
be important as well with all the points that you just made.   

Jim: That's right and I would suspect that say you in your business and our 
listeners’ area of expertise is similar to mine. In many ways we're 
translators. We have a deep technical expertise. We know some 
domains and then whether it be to clients or whether it be to a jury or 
a judge to be able to take that and make it clear, concise, 
understandable and in a word conversational so that people get it. 
Often times it's kind of a conundrum Kelly, in that often times we 
know so much and we're trying to cram that knowledge into a short 
attention span that we wind up trying to do too much or maybe using a 
language that's not as accessible for our audience. That's where the 
value of kind of looking at that message and different scenarios where 
we can use it, having done some practice and looking for those right 
words to say, and those right stories to share can be so valuable.  

Kelly: That's so true. Let's repeat not just for myself but for the listeners the 
three-legged stool again? What are the three? 

Jim: The three-legged stool: 

 The first is "Message". We can talk about the characteristics of the 
message itself, so are they the right kinds of words to use, phrases, 
stories and that sort of thing.  

 The second are "Messengers". Think about if you wanted friends, 
colleagues or clients to recommend you. If you wanted them to talk 
about you when you weren't around, what would you like them to say 
and then reverse engineer that a little bit and think about how we can 
equip them to be able to do that.  

Kelly: Let's talk a little bit about that before we go any further. I think we hit 
home with the "Message" just a little bit. Do you mind? 



Jim: Let's go right ahead. It's whatever is going to serve your listeners the 
best.  

Kelly: All right, let's talk about this leg of the stool before we move to the 
third.  

Jim: When you think about "Messengers" and this is not an echo chamber 
but you got to think about one of the areas where people don't 
sometimes appreciate the full value of the opportunity or they hold 
themselves back from some assumptions. The messenger part is one 
of those areas. It's more people than you likely think. It may not 
necessarily just be a client or a former client, although that would 
certainly be a basis for it. You want them to be able to talk about how 
valuable your expertise was in a certain setting. Think in broader 
terms of all the people who either from people they know directly or 
just can give you a little bit more awareness in your own marketplace 
about what it is that you do, the value that you bring.  

 What makes for a good client for you? I think broadly from clients, 
from people who would represent that are not yet clients but they 
would represent ideal clients for you and others who are kind of in 
concentric circles who would go outward from there. Just friends, 
people who have an interest in your success and will be happy to 
share it.  

 You go to a movie that you like, you want to tell other people about it. 
You go to a restaurant, try something new that you like and people are 
taking pictures and they're sharing it. What do they do? They go to 
their friends and say, "You must see this movie." "You must read this 
book or go to this event." They do it because they genuinely want to 
help and they also know it will reflect well on them. If I recommend 
something to you Kelly that you're really going to like, you're going to 
go to it. You will get great enjoyment from it and then our relationship 
will be even stronger for that. Don't assume that others don't want to 
help. In fact, they will be enthusiastic.  

Kelly: That's so important.    

Jim: Yes. That's just kind of a human limiting assumption that I find people 
have to get past. If I have one bit of encouragement, as you think 
through messengers, that leg of the stool, think broadly about people 



who might not know exactly what you do. They might not have your 
level of technical expertise, but they want to see your success. They 
will feel a sense of ownership of your success and they're connected to 
other people.  

Kelly: That is so true. In fact, even think of it from the opposite perspective 
of how you enjoy assisting others so why wouldn't someone enjoy 
helping you?  

Jim: Exactly.  

Kelly: Yeah, that's so true. 

Jim: Give yourself some credit and give them some credit too.  

Kelly: That's right. I love it. Pay it forward and give some help too.  

Jim: Absolutely.  

Kelly: All right, so now the third leg. Let's talk a little bit about that.   

This is Pat Iyer. Before we go on with the show. 
I want to make a point for the expert witnesses 
listening.  

There is a lot at stake in medical malpractice 
cases. You want to do your best. I put together a 
book specifically for LNCs who are expert 
witnesses or considering taking on this 
rewarding role. It is called How to be a 
Successful Expert Witness.  

Use this book to read through, refer to, and 
consult to gain a greater understanding of the 
role of the expert witness. I urge you to 
approach being an expert on a case as a 
tremendous opportunity and a huge 

responsibility. Engage in your work with professionalism and commitment. The 
attorney and his client are counting on you. 

This book draws on my experiences both as an expert witness and one who has 
trained hundreds of experts – nurses, physicians, and a variety of healthcare 



professionals. Order your copy at http://LNC.tips/expertwitness and use the code 
listened to get a 25% discount on this book.   

Jim: The third leg is "Managing". Some of it is managing ourselves, and it 
might be kind of managing that network of others. I think of it as 
much as habits and practices as much as anything else. It's not high- 
level management theory, but I will encourage you to think of this in 
terms of if your practice is important to you, you really want to grow.  

 Here's a data point that really surprised me when I saw it Kelly, and 
for your listeners if you were thinking through where word-of-mouth 
happens these days and you think about the digital or online world, 
social media and on the web, versus more analog world with face-to-
face conversations. . . We know how important the social digital 
world has become, ratings, reviews, sharing and all of that sort of 
thing. I was of the opinion that probably these days at least half of 
word-of-mouth would happen in the digital world as opposed to the 
old-fashioned analog world, but the research is in and it's pretty 
conclusive.  

 It was very surprising to me. It's only 7-percent of word-of-mouth 
happens online. It's 7 and it's not 70. It's seven and that means there's 
another 93-percent that's happening offline. If you want to grow, if 
you want to give yourself more opportunity to be talked about in a 
way that will help your practice, the social digital part is important, 
and we can talk about how that fits in, but don't look in the garden 
where there's 7-percent of the food. Look where there's the 93-percent 
and manage and set your habits and your practices accordingly.  

Kelly: Socialize yourself.  

Jim: Socialize yourself and I think part of it is just managing making it a 
habit so that people in your network and in your relationships know 
what you're doing, know the kinds of clients that you serve. It doesn't 
have to be in a self-important way, but you can say, "Oh I had this 
great project with a certain client and they got a great result from it 
and that represents the kind of person that I help." Frankly your 
client's the hero, but sharing those stories, what you're up to and 
what's new with you is natural and it's going to be healthy.  



 The other part of managing apart from managing those relationships 
and what people know about you is managing yourself, one of the 
things I find often, and I've fallen victim to it too. Every time that I 
don't follow my own good advice I suffer, so I have to keep learning 
the same lessons over-and-over.  

 We talked earlier about how most people get stumped if they're asked, 
"What do you do for a living?" People talk about kind of an elevator 
pitch and I don't like the term, but just that short kind of intro 
conversation of what's your headline, if you will. I don't know why we 
continually get surprised by that and aren't ready for it and later on 
tend to think, "I wish I said so-and-so." 

Kelly: I know. "I wish" or "Oh, I should've." 

Jim: Exactly and that's something that all of us can work on ourselves. We 
don't have to wait for anyone else and start thinking of that, and then 
try it out. Try it out on some friends. It's not like some cheesy script or 
anything like that. I think one of the great practices that people can 
take away is to be able to say, "Maybe you can in a short phrase fill in 
three blanks." It would be "I help (blank)," so it would be the kind of 
client that you serve, the kind of person that you serve.  

 "I help (blank) to do (blank)," so what types of services you provide 
and then "With the result of" or "The benefit to them is (blank)."  

 Now you might not phrase it exactly that way. You don't want to 
come off as canned, but if you want to practice the kinds of language 
that you will use, the types of stories that you can share, fun stories 
that might illustrate what it is that you do, then you will be ahead of 
the game. Manage yourself in terms of crafting that. Test it out and 
see if it seems right. Some things we write down or we type them out 
and it seems fine but if you say it out loud it sounds stale, stilted and 
stiff. We don't want that.  

 The managing piece again is to think lovingly and strategically about 
those relationships and how you can equip other people and stay top 
of mind with them. A lot of it again is just practicing and having your 
conversation ready to go in a way that serves other people.  

Kelly: That is so very true. I was at a networking event just last Wednesday 
and that's why I didn't do last week's podcast. My girlfriend was 



opening her shoe store and a bunch of us were standing around in a 
circle. It just so happened we were all women entrepreneurs and it 
ended up being a circle with everyone saying what they did. Everyone 
was prepared with their elevator pitch and there's me and I'm like 
stuck. I wish we would have had this podcast last week. PAM 
PLEASE CHECK TO SEE IF SOMETHING NEEDS TO BE 
DELETED HERE [16:50-16:53] 

 I'm a repeat learner, do it again one more time.  

Jim: Kelly, don't beat yourself up. We all have those times where we say, 
"I wish I had been more ready for it," but the fact is those 
opportunities will come nearly every day. You will have lots more 
chances to be able to do it.  

 I find a useful framework for anyone and again this is not a verbatim 
or a quote sort of thing, but it will help you think it through the 
elements of a good short pitch or a short story about yourself. It's "I 
help (fill in the blank)." That's the people or the organizations. It's 
"What makes for a good client for you to do (blank) with the benefit 
of or the result of (blank)." It's basically who you serve, what you do 
and what benefit they get from it. 

Kelly: Okay thank you and audience I'm telling you that it will happen to you 
if you're not prepared. I fumbled. I wasn't managing my message 
ladies. This is a very important podcast. I'm going to tell you now that 
we do transcribe these podcasts. I'm going to be transcribing this one. 
Sorry for going off script here but this is an important message here.   

Jim: There is no script and I will say to your listeners that one of the best 
ways to practice this stuff is to have a buddy. It can be someone in 
your own community or it can be someone else you're just connected 
to through your profession, through the podcast, and help one another 
along.  

 I also would like to share Kelly, when we talked about the three-
legged stool of Message, Messengers and Management habits just real 
quickly because of sure that makes sense. You have to have the right 
story. You have to have people to help share it and you have to have 
the right habits to do it. That all makes sense, but I've also observed 
pretty closely about what is that happens when one of those elements 



is lacking, so if one of the legs of the stool is weak. It might help 
everyone to diagnose a bit of if there's one of those elements that's 
most important for me to address first of all to kind of give some 
priority to it. 

 Let's just say, for example, your message. Think about not just your 
pitch but your LinkedIn profile, the things about you that you're 
conveying. If it sounds like everybody else, then that's a commodity 
symptom and that's a message problem. It's very common that people 
in a certain industry over time tend to sound like everyone else in the 
industry. We look to others who are well-accomplished. We want to 
replicate their good habits. We go to the same conferences, and 
symposia and the like, so it's very easy for that language to kind of 
seep in. It makes it difficult though for the rest of the world to figure 
out how we're different. If you take a look at your message or have a 
buddy help you take a look at your message, if it sounds a little 
technical or a little industry-like or if it's hard to find differentiation, 
then we need to spice up the language a little bit. Make it more 
conversational and bring in more storytelling, so that would be the 
first thing. If it's a commodity issue, then you may have a message 
weakness that would be the first thing to address.  

 Sometimes if you're looking for growth and the crickets are chirping, 
as I call it, you're just not finding new clients or you're not getting a 
lot of repeat business, or maybe you have multiple services and your 
clients are only paying you for some of what you can do for them. I 
would say when the crickets are chirping it's probably more of a 
messenger issue, especially if we're finding that in your business. If 
it's just your voice out there trying to connect with potential buyers 
and clients, that's hard. It's hard to take all that so working on growing 
your group of messengers and feeding that system will probably be 
the near-term priority.  

 Finally, if there's inconsistency, what I would call the "Cowboy 
Syndrome". It could be a "Cowgirl Syndrome" but you think of the 
cowboy who kind of does things his or her own way.  

Often times if there's a team of people or a group of people, but 
they're all saying different things or your website versus your 
LinkedIn profile versus the things that people say about you in 
testimonial and referrals. If it seems a little random and there's not a 



lot of consistency there, then that's a management habit issue. You're 
not really reinforcing a few common themes that they can share and 
that serves to undercut your brand or your reputation over time. 
You're not going to be known for 17 different things. You're going to 
be known for a core set of competencies and value that you bring to 
your clients. You want to have as much consistency as possible, so it 
begins to stick in people's brains and they come to associate you with 
an outcome that really only you can do or you're one of a small 
number of people who can really do that for your client.  

 We have the three-legged stool and then if you take a deep breath and 
look at your practice and think "Maybe if I'm sounding too much like 
everyone else, let's work on that message first." If the crickets are 
chirping and growth is really difficult, well let's look at the messenger 
piece first. If you're honest with yourself and things seem inconsistent 
across different media, across different conversations and the like, 
well let's center on that and build some habits that are replicable.  

Kelly: And then after that's all taken care of, stand up on the stool and dance.  

Jim: Then you have three strong legs there. I guess to take the symbolism 
of this up if you're up on top of that stool then you quite literally rise 
above the crowd, don't you?  

Kelly: Yes, you do. I love it. I absolutely love it, so how can we as listeners 
stay in touch and keep learning from you? 

Jim: I have really appreciated the opportunity to come on. I'm an expert in 
my area as well and I will tell you Kelly, my background. You gave 
the brief bio and I'm not going to bore people with a long work 
history, but it's been quite varied. It's not been a smooth path along the 
way. I've been a university professor. I've been a small business owner 
in the radio business. I've been a corporate marketer and I keep 
changing along the way, so I had to struggle with this myself. There's 
a lot that I know, and I was convinced that I could bring to the market, 
but without a consistent conversational message that could be shared 
if people can't get very clearly how I could add value, then I'm 
spinning my wheels. I really appreciate you, Pat and others that are in 
this audience that you have a great niche expertise. I know that you 
deliver a lot of value, so it's just in my heart to want to be able to share 
this.  



Kelly: Well thank you, we appreciate it.  

Jim: It's great to be here. In terms of resources, I have a website. It's the 
best way to be in touch with me. My name is Jim Karrh and it has an 
unusual spelling. It's K-A-R-R-H, that's the part of my brand that I 
cannot control. By the way I bought different domains for some of the 
most common misspellings, but it's www.jimkarrh.com.  

I have a white paper. I have what a lot of people find value from and 
it's I do a weekly, very brief newsletter. It's a couple of hundred words 
and I call it "The Message Manager Memo". You can signup free on 
my website and it will show up in your inbox. It's a quick read. I try to 
be very practical. I have things that people can put into immediate 
application for their business, so I will invite anyone to come in there. 
You will not immediately be pestered to try to buy an online course or 
anything like that because I don't have one. I'm not selling that these 
days but come on in and if I can be of help to you as well.  

 The other thing is that interestingly enough I've been a guest now on 
an increasing number of podcasts and I really love the medium. I'm a 
podcast fan. I listen to a whole bunch of them, so I'm starting a 
podcast. It will probably be launching shortly after this episode comes 
out, but be on the lookout for the "Manage Your Message Podcast".  

Kelly: I'll be a listener for sure.    

Jim: Terrific and maybe we can have you on at some point here as well.  

Kelly: I won't ramble. I'll manage my message.  

Jim: Yeah. I got some really interesting guests lined up and then 
occasionally we'll deep dive on a topic. It's along the same lines of 
how can you craft the right story, how can you grow your network of 
messengers, and what are some good habits and practical tips that you 
can use to grow your business and your practice without having to 
change pricing, your service offerings, your distribution or anything 
else like that just from everyday business conversations.  

Kelly: Great. Thanks for joining us, we really appreciate it. All right 
audience, I think today is one of the days that you definitely need to 
get this podcast transcribed. Tune in next week and don't forget to 
always like us. Thanks for joining, bye-bye.  



Be sure to get a copy of How to be a Successful Expert Witness – perfect for any 
LNC who is an expert or who is thinking of becoming one. Use the link 
http://LNC.tips/expertwitness and use the code listened to get a 25% discount.  

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. 

 


