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LNP 259 
9 Brand-spreading Techniques 

 
How do you get the word to potential clients that you are offering legal nurse 
consulting services? How do you share your brand and expertise with the attorneys 
you want to attract? This is Pat Iyer with Iyer’s Insights. In this podcast I share 
ideas on reaching attorneys and building your client base. 
 

1. Use postcards. Postcards are cheaper to produce and mail than full-blown 
direct mail packages or sales letters, and they are great for generating leads. 
Like classified ads, a free report or free gift often works well here.  
 
Postcards are also a great way to stay in touch with your clients and 
prospects, and they also work well as part of a sequence of mailings. You 
can purchase small quantities of postcards on http://www.usps.com (the US 
Postal Service website). These have postage printed on them. I use 
Vistaprint.com for my printing needs. They are flexible and offer a wide 
array of printed postcards. You can create your own designs and order in 
bulk.  

 
2. Networking – Your local Chamber of Commerce, trade shows, seminars, 

and anywhere your prospects hang out are all good opportunities for 
networking. In many cases, the hotel bar the night before the seminar is the 
best opportunity for making contacts. It’s usually more effective to try to 
capture contacts and leads than to try to close a sale on the spot, so get your 
elevator speech ready and have plenty of business cards on hand. 

 
3. A Trade Show Booth is a great place to capture leads. Again, a free report 

or gift does wonders. When you get a long line waiting at your booth, many 
people will stop by just to see what the fuss is about. Emphasize the benefits 
of working with you as a legal nurse consultant. Remember what your 
prospects are thinking: “What’s in it for me?” 
 

4. Gift Certificates can be useful. You can offer a free hour of legal nurse 
consulting. Attorneys will send you a case that will take more than an hour 
of time. You’ll deduct the hour from the invoice. 
 
Here’s a great way to use gift certificates to get referrals: Send a letter to 
your clients with three gift certificates. One they can use for themselves, and 
the other two they can give away to friends. Gift certificates keep your 



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

clients happy (and happy clients are more likely to speak highly of you to 
others) and they compound that fact by letting your clients give the 
certificates to others, to whom they will sing your praises. It’s like a tell-a-
friend script on steroids! 

 
5. Contests – When you are exhibiting at an attorney conference, always offer 

a gift to entice attorneys to leave their business cards with you. (Be sure to 
have blank cards to hand to those who don’t have business cards with them.) 
Contests are a great way to get leads and generate sales. Here’s a tip: always 
include an unadvertised “second place” that everyone who didn’t win will 
get. If the attorneys are local to you, make appointments to deliver their 
second-place prize.  

 
Before we continue with the show, let me introduce myself. I am Pat Iyer. I’ve got 
a question for you. Is your brand effective in representing your LNC business? Or 
is it hurting you? 

Branding is the true foundation of any legal 
nurse consulting business. You need a clear 
brand that shines. (This is not just a logo or 
marketing strategy, but a BRAND). 
Without a brand that shines, then your legal 
nurse consulting marketing efforts and 
sales efforts are not as efficient. You must 
have a brand that shines to stand out from 
competition and to build IMMEDIATE 

trust, likability, value, and confidence for your prospects. 

 Do you question whether your brand is strong enough? 
 OR do you even have a brand? 
 Do you have a brand that shines? Is it clear and consistent? 
 Do you feel disconnected from your brand? 
 Do you reluctantly hand out your business card because it just isn’t YOU? 
 Do you wish you had a step-by-step guide to creating a brand that can 

compete with the best of the best? 

I’ve got online training for you called Discover, Define, and Deliver a Brand 
That Shines. Get the details about this online training by Jena Rodriquez at this 
link: http://lnc.tips/brandshines and use the code Listened to get a 25% discount.  
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Let’s return to the show. 
 

6. Send thank you letters – Whether you send gift certificates, a free gift, or 
just a friendly thank you letter to stay on your customer’s radar screen, these 
types of letters are memorable and encourage your customers to send you 
referrals. As always, these letters should be personalized. 

 
Example: 
 
Dear Mr. Smith, 
 
I hope you are very pleased with the report I sent you on the Johnson versus 
Memorial Hospital case. May it help you in analysing the merits of this claim.  
 
As an independent legal nurse consultant, I truly appreciate your business! I want 
to personally thank you! 
 
I want you as a client for life. Most of my clients come back again and again, 
because they love my services. 
 
What other cases do you have in your practice right now that would benefit from 
my services? 
 
Call me today at (555) 555-5555 to discuss your needs. 
 
Very Truly Yours, 
 
Your name here 
 
P.S. Remember, help is only a phone call away.  
 

7. Word of Mouth / Viral Marketing – Do such a great job for your attorney 
clients that they will want to spread the word to their colleagues. Attorneys 
talk to each other – a lot- and share recommendations of vendors.  
 
Be sure to ask a new client how he or she found out about you. And if it was 
as a result of a referral, send the referring person a gift and a handwritten 
thank you note.  
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One of the keys to making this work (and any sort of lead generation device) is to 
know your attorney client’s lifetime value. In other words, what does your average 
client (using the type of lead generation you are doing) bring you in revenue over 
their entire lifetime? Let’s say you typically earn $3000 on a case and based on 
repeat business, you can expect to earn $3000 on 10 cases. And let’s say your 
method of gathering leads converts 10% of leads into clients. Do you think it’s 
wise to spend $100 per lead of that type in your efforts? Seems like a no-brainer to 
me. 
 
8. Be a Speaker – Besides getting great fees to appear and speak (which 
sometimes happens in the attorney market, but not always), you establish yourself 
as the expert.  
 
9. Dimensional Mail – Or “lumpy mail,” as it’s known, is a great way to get your 
letter opened! We covered this topic in depth in LNP 256 with Travis Lee. The 
recipients of your mail can’t resist the lumpy package. After it’s opened, however, 
your sales letter should do its job. If you have a successful sales letter, adding a 
dimensional object to it will almost always bump response.  
 
Now you have 9 ways to spread your LNC brand. Give them a try.  
 
 
Here is a bonus tip – write a book. Highlight your expertise and how you work 
with attorneys to help them understand the medical issues in a case, have well-
qualified experts, or recognize the pitfalls in a case before their adversary surprises 
them.  
 
Go to this link and complete the form– I’ll notify you when I am ready to unveil a 
new way to create a book. The link is http://LNC.tips/bookauthoring 
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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.  
 

 
 


