
You have prepared to speak at trial by taking all the steps outlined
in principle 37, so what can you do when speaking to ensure that

you are communicating for maximum impact?

TEN WAYS TO COMMUNICATE CONFIDENTLY

DURING A TRIAL

All of your trial preparation must be encapsulated in several short, pow-
erful presentations, and you must make your moment on stage dynamic.
Set forth below are several suggestions for accomplishing that.

1. ACT CONFIDENT

It is imperative that you act confident every time you speak (prin-
ciple 26). Visualize your success in the courtroom as you speak with
authority (principle 3). Do not act surprised, indecisive, or confused
during the trial. The jurors are watching and reacting to you, so always
send the message, “Nothing surprises me.” You can exhale and collapse
into your chair, having deftly averted a crisis, after the jury retires to
deliberate.

PRINCIPLE 38

PROJECT POWER

Of all the discoveries which men need to make, 

the most important, at the present moment, is that 

of the self-forming power treasured up in themselves.

—WILLIAM ELLERY CHANNING
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2 LEGALLY SPEAKING

6. FOCUS ON THE LISTENER

When you are speaking to the witnesses, the judge, or the jurors,
focus on them (principle 25). Never speak while staring at your notes
or your visual aid. Maintain eye contact and talk directly to the listen-
ers (principle 32). If your eyes dart about the courtroom instead of con-
necting with the person you are addressing, you will not only be seen as
untrustworthy and uncomfortable, but you will also miss invaluable
nonverbal clues that are swirling all around you, such as a witness ner-
vously shifting, jurors nodding their heads in agreement, or the judge
becoming unusually attentive.

When you are speaking to a jury, look at each of the jurors several
times during your presentation as if you are having a one-on-one con-
versation with him or her. Do not stare so intently at the jurors that you
make them uncomfortable, but do establish a connection.

A jury consists of twelve persons chosen to decide who has the better lawyer.

ROBERT FROST

7. RELAX

Use the mental and physical exercises discussed in principles 2 and
3 to dissipate nervous energy. If you appear tense, if your movements
are jerky, if your rate of speaking is rapid, or if your voice is strained,
you are informing the jury and the judge that you are anxious. Breathe,
stretch, visualize—do anything that helps you stay relaxed and poised.

8. ANTICIPATE

Know the weaknesses in your case, such as an incriminating piece
of evidence, a shaky witness, or compelling circumstantial evidence, and
mentally prepare to handle these problems when they surface. Rehearse
how you will respond to an anticipated objection to the introduction of



an exhibit, for example. When a problem occurs, do not frown, wince,
or act petulant; this undermines your image of confidence. Your stom-
ach may be wildly churning, but you must convey unflappable calm.

9. ESTABLISH RAPPORT WITH THE JURY

Just as it is important for a speaker to establish rapport with an
audience, an attorney in the courtroom should seem friendly, reason-
able, and approachable. Too often, attorneys are so focused on their
arguments and examinations that they appear detached and indifferent
to the jurors. In cross-examination, they often seem angry. If they han-
dle a hostile witness in an overly aggressive manner, they may elicit the
incriminating testimony at the cost of alienating the jury and creating
sympathy for the witness.

If you are overly aggressive or inflexible, it may backfire. Jurors may
resent your behavior. You should seem firm but never petty or argu-
mentative; evenhanded, never unreasonable; likeable, not unapproach-
able; and knowledgeable, not arrogant. A jury is much more likely to be
receptive to your message if you conduct yourself in this manner.

The fellow who thinks he knows it all is 

especially annoying to those of us who do.

HAROLD COFFIN

10. GESTURE WITH CONVICTION

Attorneys who cling to the lectern, a table, or their visual aid con-
vey a lack of conviction to the jury. They are not using their gestures to
accentuate their messages. Review the gesturing suggestions discussed
in principle 22, and use them to gesture with impact.

Communicating with conviction in a courtroom requires greater
preparation than a noncourtroom presentation, but that preparation 
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