


- We are forced to create partnerships from the get-go in unbundling, and this is 

central to all of our practices. 

- We should always be focused on building capacity in our clients to resolve 

their own conflicts. 

- Some clients need extra encouragement to take on some aspects of their 

legal case themselves. They have capacity - but they don’t realize it yet.

- Important to break down aspects of the legal case for clients and offer 

practical solutions. 





- Clients will come into your office with their own perceptions about who a 

lawyer is, what a lawyer does, and what the lawyer-client relationship looks 

like. 

- Important to reframe the lawyer-client relationship from the start, in all matters, 

but especially with unbundled services.

- Client is a partner in resolving the problem/dispute, but first and foremost, this 

is the client’s life, and we are here to assist. 



- Lawyers are not the only ones who have expertise - clients are experts in their 

own lives. Get clients to tap into their own knowledge about their own lives. 

- Ask client when they want to tell their spouse they have a lawyer. 

- Make it clear that you’re not asking people to become lawyers

- Make it clear that even lawyers who go through divorce need a lawyer



- Clients will not always have the benefit of counsel to assist them with their 

problems - they need to develop skills and knowledge to face their own 

problems as they arise in the future.



- We make a serious error when we subjugate client’s wisdom and knowledge 

to official views.

- We best serve clients when  collaborating with them.

- A collaborative stance may make us less vulnerable to pitfalls such as 

paternalism, victim-blaming (or victim-creating) and preemption of client’s 

views.

- Getting the stories and views of clients out to those who need to hear them is 

part of the role of advocacy.

- We do not view ourselves as expert at scientifically assessing client problems 

and then intervening. 

- Instead, we strive to be expert at exploring clients’ frames of reference and 

identifying those perceptions that clients can use to create more satisfying 

lives. 

- By drawing on clients’ frames of reference in these ways, client resistance 

may cease to be a concern.







- Important to set a good foundation, so that the matters the client is dealing 

with don’t fall apart

- Reframe: The IC can change the client’s perception of the lawyer-client 

relationship

- Ask the client what their fears are with unbundling. Name them and address 

them. 

- Ask the client about their hopes as well. What do they want? What is their 

ideal situation? Ask: If you didn’t have this problem, what would your life look 

like?

- Find out what your client’s worldview/values are, and gently challenge them 

with the realities of the law. The alternative are these misperceptions coming 

out at a discovery and trial. 

- Take time - spend at least an hour and a half. 



- Make sure people realize unbundled services are not always a flat fee. 

- Ask people how much they can afford, and work within that. Ask: What is your 

budget for legal services?

- Be honest with the client about how long resolution can take, what steps are 

involved, and how much it will cost. 

- This is more empowering than telling clients what they want to hear. 



- Credibility is difficult to build up, but can be lost very easily and quickly. 

- Self-Sabotage

- Expressing anger under the guise of being “honest” - “she’s crazy”, 

and “she was never a good mother”

- Unwillingness to give up control of financial assets - “I don’t owe her 

anything”

- Giving up too easily - “you can give him all the money” - educate on 

what client is entitled to. Tell people they can hire someone to manage 

their finances, or take a course on it. 

- Exaggeration - this blows up in your face and can make you lose all 

credibility. 

- Impress upon clients the importance of credibility. Judges often don’t have all 

the facts and will have to decide whose version of events to accept based on 

credibility. 

- Tell clients about the best interests of the children. 

- List all of the legal issues we know today, with the understanding that more 

may arise later as we gather additional facts and documents.





- Encourage clients to speak directly to their spouse, rather than through 

lawyers (unless court order). 

- Tailor your communication tips to whether clients are in a high conflict 

relationship or not.

- If low-conflict, in-person meetings between parties may be more 

effective.

- If high conflict, in writing communication may be best. 





























I added some more resources here




