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now go through your prepared questions:
family relationships, school career, favorite
sports, TV shows, movies, music. Do they
have a hero? Growing up, what job did
they want to eventually have? Ask those
questions which mold for you a person out
of a defendant.

You just created the means to now
connect with your client’s “ego lawyer.” It's
not just our egos in this defense battle —
our client’s ego can be the representation’s
traitor. And, sometimes, we have to let it.
Meanwhile, let’s try to minimize that
damage by suppressing our own €gos.
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