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LNP 253 

How to Grow Your LNC Business 

Inaction is the death of any business. Without taking regular action every 
single day to grow your LNC business, inaction will cause your business to 
become stagnant. Clients will disappear, your sales funnel will be empty, 
and your revenue will dip to zero in a heartbeat. This is Pat Iyer with the 
latest Iyer’s Insights.  

Let’s avoid this scenario!  Here are five action tasks that will lead to 
increased income and LNC business growth. 

1. Email Your Customers Regularly  

Contrary to popular belief, email marketing is NOT dead. Email is the 
easiest way to stay in touch with customers and prospects to let them know 
about your new services. If you are blogging on a regular basis, you can use 
blog content to reconnect with your attorney clients.  

2. Focus on Customer Service 

You will never please every attorney, but you may as well try your best. 
Inevitably customers will contact you with questions or refund requests so 
be prepared to answer these requests in a timely manner. Stick to your 
rules about refunds but never disregard or disrespect a customer. Negative 
online reviews are easier to find than positive ones. 

3. Raise Your Rates 

When was your last rate increase? Are your prices competitive with the 
current market of legal nurse consultants of your caliber? Can your ideal 
client still afford your new rates? Be confident that your expertise is worth 
that new rate and break the new carefully to your current clientele, so they 
don’t jump ship. The beginning of the year is an ideal time to raise rates. 

4. Offer Additional Services 

Don’t reinvent the wheel. Think about how you can combine ways to help 
the attorney. For example, you can combine screening a case for merit with 



Copyright 2019 The Pat Iyer Group podcast.legalnursebusiness.com 2 
 

supplying an expert witness. You can combine a chronology with a separate 
analysis letter. You can combine supplying an expert with creating 
demonstrative evidence.  

5. Create a New Offering for Old Clients 

People buy from those they know, like, and trust, so open up that old client 
list and create an exclusive offer just for them. Make the offer exclusive, and 
time-sensitive to get quick action results. 

How Do I Know What to Offer? 

This is an age-old question of many legal nurse consultants, and it boils 
down to knowing your target audience. How do they want their information 
presented? What are the hot topics in the legal industry? What struggles do 
they have every day? The simplest way to know what they want is to simply 
ask them. 

Another reason legal nurse consultants don’t know what to offer is because 
they don’t have a plan, either for their business or who they want to help. 
This is the time to create an annual plan, broken into quarters.  

 Are you frustrated because you know 
you should have business goals, but you 
never really write them down? 

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? 
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 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.tips/mygoalsplanner and 
begin today. 

Business owners everywhere incorporate marketing tactics every week and 
every month to tell the world about their mission and their services. 
Without marketing, not a single attorney would know you have a legal 
nurse consulting business, never mind want to make a purchase with you. 

Why? Because people purchase from those who they know, like, and trust. 
They want to know that you’re a real person with real feelings instead of 
someone who only cares about pulling money out of the attorney’s wallet. 
They want to know you’re not a scam artist who will steal their last dollar 
without providing a quality service. They want to hear recommendations 
from others who have hired you to be sure your services are delivered what 
it promised. 

Attorneys with purchase power want a relationship with you before they 
buy. 

Relationship-based marketing gives you: 

1. Visibility 

In order to have a relationship with a single person or large audience, you 
need to interact with them.  Get to know THEIR likes and dislikes, know 
what problems they are experiencing, and think about how you can help 
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them solve their problem. In order to learn this information, be inquisitive, 
whether on social media or in real life, naturally giving you more visibility.  

2. Authority 

Do you share your knowledge with your audience, or do you save that only 
for paying customers? Sharing your knowledge, practical experience, and 
even case studies for free will position you as a knowledgeable authority 
figure and an expert who cares about helping others. Platforms such as 
social media, podcasts, YouTube videos, or books or ebooks or short reports 
are all ways to both increase your authority rank and your visibility. 

3. A Stellar Reputation 

Can you see how Visibility and Authority build on each other and lead to a 
Stellar Reputation? As you interact with attorneys and become an authority 
figure, your audience will naturally form an opinion about you. If you over-
deliver with your services, your reputation will continue to shine. Overall, a 
stellar reputation will shorten the length of time it takes you to earn the 
trust of your audience or new followers.  

4. Happy and Enthusiastic Fans 

You’ll know you’ve made it when fans are clamoring for your help and tell 
all their friends how wonderful you are! Attorneys DO talk to each other 
and offer recommendations of LNCs.  

This is the ultimate result of relationship marketing and worth all the time 
and effort it takes to reach this destination. 

One key to remember is to never stop the process of building relationships. 
Like gears in a clock, you must find a way to consistently interact, show 
your authority, improve your reputation and take care of your happy fans. 
Keep these gears working to consistently grow your business for years to 
come. 
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Relationship marketing should be a win-win situation for both parties 
involved. You should gain visibility, authority, and happy fans, and your 
audience should be thrilled with the value that you deliver to them.  

Join us next week for another Iyer’s Insights. We love having you listen to 
Legal Nurse Podcast.  

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.  

 


