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Pat: Hi, this is Pat Iyer with Legal Nurse Podcast and today we have 
a guest called Jennifer Covington. She has had the pleasure of 
working with Fortune 500 giants such as Anheuser-Busch, 
MGM Studies, and 20th Century Fox. She spent three years in 
Ecuador teaching small business development as a means of 
livelihood and sustainability to poverty-stricken single mothers 
and orphaned youth.  

 From these experiences, Jennifer has learned that, no matter 
who you are, it takes the ability to create, build and run a 
freedom-based business from the ground up. Her genius lies in 
her ability to help you turn your passion into profit, so you can 
make a positive impact that you were made to make and grow.  

 Jennifer and I met at a Mid-Atlantic Podcast Conference earlier 
this year. I was impressed with her energy, her drive, and what 
she's able to contribute to our audience, you as a legal nurse 
consultant.  

Incidentally, Jennifer, I have a good colleague friend, Sharon 
Frame, who's currently teaching in Ecuador in a college. She 
decided that she really wanted to give back and devote a year of 
her life to living internationally and helping people in that 
country, so I applaud you. You're the second person I've known 
now who has been teaching in Ecuador.   

Jennifer: That's amazing. Yeah, there's nothing like it, to be able to give 
back in that way, so super cool and thanks for having me here 
today.  

Pat: You're welcome. Welcome to the show, and today we wanted to 
talk about some business strategy techniques. The people who 
are listening to our show are legal nurse consultants who are 
functioning in the medical world helping attorneys with cases 
with medical issues, either starting a business, growing, 
building or running a business. I know you have been involved 
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in some coaching and some consulting with business owners. 
Tell me how did you get from the MGM Studio and Anheuser-
Busch over into coaching and consulting with entrepreneurs?  

Jennifer: I'm from St. Louis, Missouri so Anheuser-Busch was just like 
the corporate move. That's what you do after you graduate. I 
graduated from the University of Missouri Columbia, Mizzou. I 
was doing all the supposed to's and should's. You go to college 
and then you get the corporate job, and so that was Anheuser-
Busch. I was studying sales, marketing, and also sociology and 
psychology. I love learning what makes people tick, why do we 
do what we do. As it turns out, marketing is applied psychology, 
which we can talk about later.  

 I was working for Anheuser-Busch, and there were positions 
where you could travel a lot as long as you lived by an 
international airport, so I had moved to Los Angeles doing that 
work. However, I'm always searching for my passion and what 
lights me up, and so corporate was not the way for me. I was 
searching, going to different jobs searching for my passion, 
which resulted in me getting a lot of great training and a lot of 
different varied experiences. That's how I then got into 
consulting where I was able to do my own thing but work kind 
of like in the corporate model but not in the same way. I then 
discovered coaching.  

 I started as a life coach. I think it's part of my corporate training 
and then part of just how I'm wired. I'm a Capricorn, and so I 
like practicality and strategy. I really appreciate that, but then I 
also have a more theoretical and holistic approach to things. I 
was able to really get my life coaching business off the ground. 
What your audience can relate to,  and what business owners 
can relate to, is what happens when you have a skill and you get 
good at it. 

You're like "Hey, I can start my business doing that" so then you 
start your business, and then you realize the skill you do about 
28 percent of the time. As the business owner, you have to be 
the marketer, the salesperson, the janitor, the CEO, the 
visionary, and all the things.  
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 I realized that I was able to do the business side of the life 
coaching, as well as the life coaching. My colleagues in the 
coaching world said, "How are you getting clients, how are you 
knowing to do a blog regularly, and how do you set up a 
website?" I started doing business coaching and taking a lot of 
training on how to be an effective business coach and strategist. 
That's really where we are today.  

 When I was consulting, I was kind of thinking what would I love 
to do? I know I wanted to use my heart and my head for 
something cool and noble, so that's how I got to Ecuador 
teaching business development to single mothers and orphaned 
youth. Going from like these huge million-dollar budgets to 
going to that developmental country where people are using 
business as a means of livelihood, so they don't have to turn to a 
life of crime and that kind of thing, it totally flipped my whole 
paradigm. 

That's what I love now, working with mission-led, soul-centered 
entrepreneurs because I love using my expertise to help you 
take your mission out into the world and do your own brand of 
magic.  

 For sure, Pat, what you and your colleagues do I think is so cool, 
amazing, helpful, and moves the system along in a positive way. 
That's something that I couldn't do, but if I could help your 
audience, then it helps me fulfill my mission of helping heart-
centered entrepreneurs do their thing.  

Pat: That is quite a background. You know where we intersect, and 
this is just a silly little footnote in history, is that Anheuser-
Busch makes Budweiser beer, correct? 

Jennifer: Correct.  

Pat: My maiden name was Weiser and my father's name was Bud. I 
spent most of my childhood introducing my father as Bud 
Weiser to my friends. "Really, is that his name?" 

Jennifer: That's funny. That's so interesting.  
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Pat: Let me back up a little bit on what you shared. You mentioned 
“life coach,” and that's a term that the legal nurse consultants 
listening to this program may not be familiar with. Could you 
define what is a life coach?   

Jennifer: Yes. I got certified as a life coach. I remember when I had my 
first website, a lot of people had the FAQs on their website of 
how a life coach isn't a therapist. They're two different things. A 
therapist or a psychologist will go into your past and try to dig 
up the things that happened in your past that are creating 
whatever you're creating in your life right now., A life coach… I 
think the term coach was used because it's just like a sports 
coach where there's someone who is taking you from where you 
are and helping you get to that next level, helping you up-level. 

There's accountability. There's pushing you out of your comfort 
zone. There's helping you with your future versus kind of 
digging out the past. It's someone who is going to walk along 
beside you and push you. Just again like you think of a sports 
coach, you're a sports coach for life. You're setting goals. You're 
having your coach hold you accountable. 

 Before I went to Ecuador, it was all about FAQ and how life 
coaching isn't therapy. When I got back, I saw that there were a 
lot of life coaches. Now people have really drilled down into 
specialties, and so you're really able to choose what are you 
focused on, what you want help with, or where you want to rise 
in the next level of your life. There's going to be a coach for that. 
There are health coaches.  

 A life coach now, you would want to look at what do they 
specifically help you with, and that's really what I help life 
coaches define. It's how you specifically help people because 
then you are able to spin out your own brand of how you help 
folks. That's how people can find you and are wildly attracted to 
you and will hire you in a minute because they will know you're 
their coach or the coach for them.  

 That's a brief history. When you are in business for yourself, 
you figure out what is your own way or your own brand of 
helping people. It's "What is your approach?"  
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 Even with what your listeners do, Pat, some people may have a 
really analytical approach, or some people might appreciate 
working on cases that have a humanitarian angle. There might 
be just something specific on how you approach things 
naturally. That's the kind of thing you want to play up, so then 
when attorneys are speaking out or you're speaking out to 
certain attorneys, it's like what needs to be present for you to be 
a really great match. 

That's a way to start beginning to get your marketing message 
or even like a niche for how you work, so then certain attorneys 
in a certain sector would be like, "You got to call Pat. She's the 
one for this. She works well with our kind of offices.” 

Pat: That's really applicable to our listeners because many legal 
nurse consultants, in fact I think most, are very contentious. 
They're very analytical. They're very detailed-oriented. If a date 
is wrong or a word is wrong in a medical record, the analytical 
nurse is going to pick that up. Similarly, many attorneys are 
very detail-oriented, analytical, and methodical. They have to 
think through strategy. 

There are some, however, who are very extroverted. They like 
the big picture, and they don't want to get stuck with all the 
details. They have a harder time in the legal system because the 
law is all about the details. "Who did what, when, where and 
how?" There's usually a very good personality match between 
nurses and attorneys because of that focus on the minutiae that 
makes up a case.   

 I know that you mentioned your background in marketing. Can 
you tell us something about your strategies that you would 
suggest for authentically marketing your business and getting in 
front of your target market? 

Jennifer: We have been born in a time where the Internet didn’t exist, 
and then it came to be, so we knew life before it and now life 
after. When we talk about marketing, it seems overwhelming 
because there are so many things. I don't know if people come 
to you saying that there are all these things, and you feel like 
you have to do all the things to be successful in marketing. The 
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first thing is just to let you know that you don't have to do all 
the things because then you're doing a lot, but ineffectively, and 
that doesn't help you.  

 When I was talking about how you have your zone of genius, 
and there are all the other things you have to do to run your 
business. The more you're doing all that other stuff that's 
wearing you out, that takes away from the quality of the work 
you're able to do when it comes to your zone of genius. You 
don't want that, so pick to start one or two ways or one or two 
platforms, or outreach strategies for marketing yourself. That is 
what I suggest starting off with.  

 Choose areas where can you show up and be really consistent. 

 That's what you want to do, and you want to know how you 
approach people or who you're a good match with. Showing up 
in that way is the way you want to do that, but there are three 
things that you want to consider.  

 First, you want to think about where you are already. How do 
you like to play, I'll say, or where do you already show up? Can 
we find you at a networking meeting, are you always on 
Instagram, or are you on LinkedIn? Where do you naturally 
show up?  

 Again, if that's where you gravitate towards, anyway, then that's 
going to help you with that consistency. It's not going to be like 
pulling teeth, and it's not going to zap that energy that you can 
be putting into your zone of genius.  

 Of course, second, you also want to consider where are your 
ideal clients because if you're showing up somewhere and being 
awesome, but they never see you, then that is ineffective. You 
do want to consider where you can find them and where can 
you intersect.  

 The third thing I say is you also want to consider where you 
shine the brightest, which is different than the first one. I'm on 
Instagram, for example. It's fun, and I feel like it's a positive 
space, so I'm there and that's part of my marketing strategy. 
That's where I play also. 



Copyright 2019 The Pat Iyer Group podcast.ledgalnursebusiness.com 7 
 

Where I shine the brightest is actually with speaking, especially 
public speaking. I have the gift for gab clearly. I have these long 
blocks of talking, and so I have a podcast. I have a YouTube 
channel, and I do public speaking. That's where I shine the 
brightest, even though I wasn't the one to be like "Hey look at 
me" or "Hey listen to me." That's not my favorite thing, but if I 
go in front of a room, I do make a conversion of some kind. I 
will get a new client. I will get a podcast interview. I had to 
develop that part because I shine bright when I speak.  

 Consider that because it may not be where you automatically 
love to play, but it's one of those places that people are like, "Oh 
my God, your writing is so amazing" and you're like "Really?" 
You should then be blogging, and you should be guest writing, 
and even submitting articles to newspapers and magazines. 
Think about those three things.  

 "Where do you like to play?" 

 "Where are your people or your ideal clients?" 

 "Where do you shine the brightest?" 

 When you consider those three things and pick two platforms 
where you're going to show up consistently, that's going to help 
your marketing skyrocket. As you're consistent for say six 
months, then you can add another platform, but that's a really 
great place to start. It will feel easy. It will feel fun. You will 
make those conversions. You will get those clients quicker and 
faster, and it won't be as painful. Those are my suggestions for 
that.  

Pat: Those are great ideas and I think you're pointing out the 
differences. Some of the people listening probably enjoy the 
talking part, and other people enjoy the writing part. 

I'm a writer and started blogging to help develop my legal nurse 
consultant business in 2009. I blogged twice a week for years 
and years, which gave me content that I could then repurpose, 
but it also gave me cases because attorneys would be searching 
for information on a particular medical problem. When they 
came across my blog, they would learn that I was a legal nurse 
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consultant. They would call me up and say, "I've got the 
identical case that you just wrote about. Can you help me?" It 
certainly is that client attraction piece.   

 Can you help our listeners differentiate between the push 
marketing where you're constantly reaching out to people 
versus the pull marketing where you're attracting people to you, 
as in the example I gave of blogging? 

Before we continue, let me interject with sharing a product that will help 
you stay on top of your marketing.  

Did you know that people who achieve 
their goals have one big secret? 
Here it is: they set specific and 
challenging written goals broken into 
small steps. 
If I asked you right now, “Do you have 
written specific business goals for your 
LNC business” what would you say? 

 Would you say you have a system 
that works? 

 Would you say you keep all of your 
goals and tasks in one place? 

 
 
 

 Or would you say, “Sure, I know in general what I want to accomplish. 
But I don’t have them written down.” 

It is so easy to lose sight of the goals and tasks of building a successful legal 
nurse consulting practice. 
 
My Goals Planner is a digital download in Word format. You get a 379-
page Word file you can easily modify.  And best of all, you can start getting 
the benefits of planning by starting this today.   
 
Order here for instant download: http://LNC.tipsmygoalsplanner and 
begin today. 
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Jennifer: You took the words right out of my mouth. I was going to put 
that little nugget to say this: "Pat has just given us an example 
of authentic marketing." That's the authentic part because all 
you have to do is kind of be in your zone and just blossom, then 
the bees come to the flower naturally.  

 Usually us heart-centered entrepreneurs, we don't want to have 
to cold call, or we don't want to bang people over the head like 
"Hire me! Hire me! This is why I'm so great." What we like 
instead is to do our thing, and our people to come to us. We 
want them to self-select and say, "Oh my gosh, you're my coach. 
You're my personal trainer. You're the mentor for me. You're 
the nurse who just did this identical case." 

That’s why I repeat, "Where do you shine bright? Where are 
people attracted to you? Where do you get people coming to 
you?" That is what you want to put out there, and that's the 
authentic part where you just get to be yourself. 

There are certain ways to do it right. You would want to 
educate. You also want to inspire, and then you also do want to 
invite. Sometimes we shine bright like "Hey, I'm so great," and 
you want people to understand how they can hire you. 

There is that invitation and enrolling part, where whatever 
you're doing, if you're speaking in front of a group you do want 
to make the invitation, too, of, “What's the next step, and how 
do I hire you?” 

If you're doing a blog, at some point you do want to educate, 
and you do want to inspire, but then you also want to invite 
people. "Hey, I got spots open on my calendar, and September 
is open if you have a case you want me to work on. I will be free 
then," or "This is how you book a call with me to have a 
conversation."  

 That is the pull. That is what the consistency is. You're not only 
hitting people up when you want something and when you need 
to make a sale. You're figuring out where do you show up 
consistently, where can you inspire, where can you educate. The 
education piece is displaying your expertise because then 
someone saw that you just gave an example of a case, so then 
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they're confident that you can help them with their case. It's 
"How can you do that in your marketing?" 

 Marketing isn't just social media. Like you just said, there are 
blogs, there's in-person, there's networking where you're just 
speaking with someone one-on-one, and there's public 
speaking. 

Business has been done for centuries before the Internet, so I 
don't want people to get discouraged where they feel like if 
they're not on Instagram, they're not going to be successful. 
There are so many different ways to market, so just again pick 
your two, be there consistently, inspire, educate and invite 
people on occasion to how they can hire you. That's really going 
to be how you don't have to cold call when you're desperate for 
clients.  

Pat: You mentioned social media and I know that it can be a little bit 
overwhelming when you think about all of the platforms that 
exist. From a business perspective, since that's the objective of 
our listeners, do you have any recommendations on which 
platforms you think are most effective?  

Jennifer: I would say again it's where you show up, or when we're talking 
about your gifts and your zone of genius, when you examine 
your talents and skills, what platform lends itself to your talent 
or would highlight your talent? The bad news about social 
media is there are so many platforms it's overwhelming, but the 
good news about that is that there is a platform for you. There is 
a social media platform for you.  

 Twitter is really fast-moving. It's really quippy. It’s limited 
characters, so meme as gift of gab is not the space for me. I can't 
get any point across in 280 characters. It’s for somebody else 
who's very into current events or very fast moving. I'm sure 
there are attorneys on there who are on Twitter. If you can be 
there and communicating with them, retweeting, and liking, 
then that's the space for you.  

 Instagram to me has a world peace vibe, but it's also a visual 
platform. If you have got great images, you have that artistic 
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eye, and you have that good vibes feeling, then Instagram is 
great for you.  

 LinkedIn is very professional. It’s people trying to do real 
business, so think about what you have a propensity for, and 
that's really going to be where you want to show up. You fit the 
culture and the vibe of that platform. That's how you will really 
choose and decide.  

 There's really no one to say this is the one that you want to be 
on, especially if you consider those three points that I gave 
before. I would imagine that attorneys are likely showing up on 
some specific ones, so that would be the thing to know, but 
beyond that, you pick the one that you would be consistent on, 
shine the brightest, and where your folks are showing up.  

Pat: You know from what I've observed being connected with 
attorneys, they typically, in my experience, use Facebook to 
share information about their child's graduation, their child's 
accomplishments, or an event, or maybe a big case that they 
won. I see people on LinkedIn, attorneys and legal nurse 
consultants, connecting more as a platform. That seems to be 
quite valuable in terms of being able to find their connections, 
being able to post information that demonstrates expertise. I 
know that people come to my blog on my website and read my 
blogs, but when my blogs are posted on LinkedIn, I get far more 
people who are seeing the information and coming to me.    

Jennifer: A really good point because, of course, we have accounts on all 
the platforms. It's such a good point that the attorneys are there 
talking about their 5-year-old's birthday, but on LinkedIn 
they're doing business. 

 In my industry people aren't on Facebook necessarily buying, 
but people do go, for example, to Pinterest to buy, if you sell 
dresses or something. I will get an email saying, "This pin you 
pinned a week ago is now on sale." I think, "Why did you tell me 
that, I'm going to go get it." 

 It is important to know what the behavior is. If people are on 
Facebook being social and casual, sometimes you can throw in a 
checklist or a gift. You could market in a way that is very 
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relational that could work on Facebook, but it is knowing what 
people are doing and why are they there. They don't want to see 
that you're saying 'hire me' for your next case on Facebook, but 
on LinkedIn people are doing business, so you can speak in that 
language. It's again knowing what the culture is and what's the 
vibe of that platform. That's such an important point that you 
brought up.  

Pat: We've talked about strategy, we've talked about social media, 
and we've talked about some marketing tips. What are the other 
things that we have to consider as an entrepreneur in terms of 
effectively launching or running our businesses? 

Jennifer: I would say that the first thing you really want to consider is 
your “why” and I call it your "Soul-Centered Vision", but it's 
really what's up for you and why you want to have your own 
business. As we know, there are ups and downs. Trends change, 
algorithms change, and it can feel really frustrating. The first 
thing you want to do or if you have already started is definitely 
go back and journal on this, or just think about it.  

 "Why is it important that your business is successful?" 

 "What's the juice?"  

 "What gets you juiced up personally?" 

That's the thing that's going to get you out of bed, or that's going 
to be the thing that inspires you to take the time to learn the 
next new platform, because there's always a new one.  

 It's really getting centered on your personal “why” first and then 
letting that kind of seep through everything else you do. That's 
really going to anchor you to your mission and message, 
especially in today's world, where we're used to transparency 
and authenticity. That's really going to inform how you 
authentically market and how you authentically connect your 
ideal clients.  

 People are starting to care more about the person and the 
mission behind whatever business it is, and so when you know 
that, you're going to connect heart-to-heart with the people who 
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you do business with. Yes, there is a money exchange, but there 
is an energetic exchange, and there could be a heart exchange. 
It's a question of how you can really make doing business less 
transactional and a thing that's really fulfilling, and lights you 
up.  

 For example, I just unfortunately had an uncle pass away, and 
people asked, "Are you going to go back to work?" I took a week 
of downtime, but I was also excited to get back talking to my 
clients, leading my group call, and then have one-on-one calls. 

I designed my business in a way that I work with women who 
really inspire me, and my work is part of my mission, so it 
actually was serving as a lifeline. It was something that filled me 
up emotionally. Old school is where you got to go to work 
because that's a place where it drained you. It's the place that 
you're uninspired, but since I'm connected to my “why,” it was 
actually a lifeline for me. I couldn't wait to get back into my 
business. 

That's what I want for you. That is where the longevity really 
lies. If you can land on that, you will be in business forever and 
happy about it.  

Pat: You have brought up several good points. I think it is important 
to understand the kind of work that you really enjoy. A lot of 
legal nurse consultants come from a clinical background where 
they're on their feet interacting with people all day, working on 
highly technical aspects of care. That's very different than 
sitting at a table with medical records and reading documents 
for hours at a time.  

 My husband is a stock market investor, and we have a neighbor 
who runs a construction company. He said to my husband, 
"What do you do during the day" and he said, "Well, I sit at my 
desk, I use my mouse, and I'm on the Internet." Our neighbor 
said, "I could tolerate that for about 30 minutes and no more 
than that." It made me realize something that a patient told me 
quite a while ago. There are people who are inside people, and 
there are people who are outside people, and the outside people 
don't want to work on the inside.  
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 Being clear about what you enjoy when you're running a 
business is important, and then being able to delegate to other 
people the things that you're not good at or you don't want to 
do. I always delegated the billing in my business, the invoicing 
and the collections, because I'm not good with numbers. I'm 
great with words. I'm terrible with numbers, but I found a way 
to get around that because somebody had to be in charge of 
sending out those invoices and making those collection calls 
when the payment didn't come in quickly enough.  

Jennifer: Yep, the first thing I delegated too was my bookkeeping and 
accounting. The IRS doesn't care if you say, "Well, I didn't 
know." I said, "Let's get a team member on that.” I think that's 
such a great point too because when you strike out on your own. 

Again, I’m talking about that person who has a zone of genius. 
They are good at what they do, and then they go into business 
for themselves. We tend to think in a lone-wolf way. I'm still 
always trying to just work on that "I can do it myself" concept. 
Just because you're a solopreneur doesn't mean that you can't 
have team members. A team member could be your accountant 
and bookkeeper. It doesn't mean that you have five full-time 
staff.  

 Just as you were saying, the more you can delegate for people to 
help you with the things that aren’t in your zone of genius, the 
things that do need to happen for your business to run, the 
more you do get to focus on what you're really great at. We also 
have limited bandwidth, which I feel sometimes we forget. You 
only have so much energy. You only have so much decision-
making ability in the day. You do want to protect your time, 
your energy and your bandwidth. It's a service to your clients to 
be able to delegate those things that you don't necessarily need 
to do or that aren’t your zone of genius. If you're doing all your 
bills and collection calls, then you're not able to really lend your 
genius to a case, and so that's a perfect example of that.  

Pat: Well our time has flown by today Jennifer. Tell our listeners 
how they can find out more about what you do and what you 
offer? 
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Jennifer: You can find me at www.jennifercovington.com. I have several 
free resources. Also since you're a friend of Pat's, you can always 
email at hello@jennifercovington.com for any quick questions, 
if it's like "Should I do this or this?" or "What did you mean 
about that?" I've linked my business really with my mission and 
so it is my pleasure to help when I can. I'm an "Inbox Zero" girl, 
so I like to get my inbox down. I will get your email and I will 
respond, so do feel free to reach out as a friend of Pat's and you 
can contact me that way.  

Pat: One final question. What is "Inbox Zero"? I don't understand 
the concept.  

Jennifer: Inbox Zero is a concept of getting your inbox down to zero. You 
don't let a thousand emails pile up. There are people who are 
Inbox Zero folks and folks who are like "Let it pile up and 
archive everything." The idea is that you do process your emails. 
It doesn't necessarily mean that you read everything, but you 
process it. 

"Does it get archived? Does it get put in this folder for my 
hello@ inbox?" My virtual assistant reads them first and then 
filters what is personally to me, and then I go through my inbox. 
Because I want people to be seen and heard, so it is important 
to me that I do respond to folks. I don't let emails sit for months 
and months and get overwhelmed in my work emails. I get 
down to Inbox Zero.  

Pat: That's an inspiration. If you're listening to this, and you get 
nothing else from Jennifer's talk, the concept that you can 
reduce your inbox down to zero is astounding. I did finally 
tackle this when I got to 10,000 emails in my inbox, but now 
there are probably about 1,500 so I've lost. I saw Inbox Zero for 
about 30 seconds one time.  

Jennifer: Email is a time suck though, so I do have a way of approaching 
it where I will give myself a certain amount of time. I'm not 
refreshing my email all the time. There are certain times where 
I look at my email, I process and then I go back to what I'm 
doing.  
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 We will read an email, mark as unread, and then go back to it. 
We are very sloppy with our email habits. Email can be an 
energy drain and when I see a lot of emails, it becomes, "What 
do they want? What is it? I don't know." It's your highest desire, 
and some people act like it doesn't matter, and I don't care. 
There's an ideal that your inbox is a bunch of people making 
requests of you. When you open your inbox, people are asking 
things of you, which is why I don't think you should check your 
email right away.  

Pat: This has been Legal Nurse Podcast. I'm Pat Iyer the co-host of 
the show. Please stay tuned. We'll have a new show next week 
and thank you so much for being part of the show.  

Jennifer: Thank you for having me, until next time.  

Plan your marketing for the year by getting your digital copy of My Goals 
Planner. There is no better time to start than today. You’ll feel organized, 
in control and on target. Planning makes your business grow and reminds 
you of the important tasks you should be undertaking every day. Get your 
copy at http://LNC.tips/mygoalsplanner and use the code Listened to get a 
25% discount on the product. 
 
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 LNCEU.com for 2 webinars each month 
designed to deepen your knowledge and skills.  

 


