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New LNCs: 
How to Sound Hire-Ready 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

© 2026 Katy Jones. All rights reserved. LNCtips® Resource Guide — 2026 
 

NEW LNCS: HOW TO SOUND HIRE-READY 

Breaking into legal nurse consulting can feel like walking a tightrope - eager to learn, but unsure 
how to present yourself. Many of us start by asking for opportunities, but those messages can 
unintentionally blur the line between learning and contracting. 

This is what I  often see on social media posts: 

“Hello! I’m a new LNC with Stepdown (complex cardiac patients) and OB experience. I just 
completed an LNC course and want to subcontract to get experience with cases. I’m looking for 
another LNC willing to train me. I’m a fast learner. Give me a chance, and I won’t disappoint you!” 

The enthusiasm is real, but the messaging is mixed. 

This LNC is essentially asking for two different roles at the same time: 

• A mentor (where the new LNC often pays the mentor), and 

• A subcontractor position (where the contractor pays the LNC) 

Those roles are not interchangeable. And when they’re blended together, the message becomes: 
“I’m new, I’m unsure, and I’m hoping someone will take a chance on me.” 

The problem? The message centers on the LNC’s needs, not the employer’s needs. When an 
introduction focuses mainly on what the new LNC needs, it can unintentionally come across as 
uncertain — even when the person is fully capable. 

Those who hire LNCs aren’t looking for someone to reassure or train. They’re looking for 
someone who can contribute value, handle overflow, meet deadlines, and communicate clearly. 
Confidence and professionalism matter just as much as clinical expertise. 

A more effective approach shifts the focus: 

• What problems can you help a firm solve? 

• What strengths from your clinical background translate into litigation support? 

• What sample work products demonstrate your readiness? 

• How do you support accuracy, timeliness, and case strategy? 

Here’s how to reframe your introduction so it speaks the language of employers: clarity, 
confidence, and value.  

“I’m an experienced RN transitioning into LNC work with a strong background in complex 
Stepdown Cardiac and OB care. I provide organized, timely medical record review and case 
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analysis, and I have sample work products available to demonstrate my workflow. If your firm 
needs dependable overflow support, I’d be glad to discuss how I can help.” 

Same person. Same experience. Completely different impression. 

New LNCs don’t need to sound perfect. They just need to communicate from the employer’s 
perspective. Every consultant starts somewhere and learning how to present your value is part 
of that growth. 

When you shift your message from “I need experience” to “Here’s how I can help your firm,” you’re 
not just changing words. You’re changing how employers see you. That’s the moment you stop asking 

for an opportunity and start offering value. 

 

 

 

 

 


