Choosing a personal injury lawyer is not like hiring someone to handle a routine contract or close on a house.
The stakes are sharper. Medical bills may already be arriving. You may be missing work. An insurance adjuster
may sound friendly while quietly building a file designed to lower the value of your claim. In that setting, people

often make a rushed decision based on a billboard, a TV ad, or the first firm that answers the phone.
That is understandable, but it is rarely the best way to hire counsel.

A strong personal injury case is built on facts, timing, judgment, and persistence. The lawyer matters, but so does
the system behind that lawyer. How a firm investigates a crash, values pain and suffering, handles medical liens,
negotiates with insurers, and prepares for trial can change the result dramatically. Two attorneys can look similar

in an ad and operate very differently once your file is opened.

The right questions help you see that difference early. They also help you avoid a mismatch, especially if your

injuries are serious, your treatment will be ongoing, or liability is contested.

Start with the question most people avoid

Who will actually handle my case?

Many people think they are hiring the lawyer they meet at the consultation. Sometimes that is true. Often it is

not.



At many firms, especially larger volume practices, the person who signs you up may not be the person who
returns your calls, gathers records, negotiates the claim, or appears in court. There is nothing inherently wrong
with a team model. In fact, a well-run team can be excellent. The problem comes when the client assumes one

thing and the firm delivers another.

Ask plainly who will be your day-to-day contact, who will make strategy decisions, and whether the attorney you
meet will stay involved after intake. Ask whether paralegals handle most communication and when you can

expect to speak directly with your attorney. A good firm will answer without defensiveness.

This matters more than clients realize. If your case involves a disputed liability crash, a commercial defendant, a
dog bite with insurance coverage issues, or a permanent injury, you want to know whether a seasoned attorney is
steering the file or whether it will sit in a queue until settlement talks begin. | have seen cases become harder

simply because no one pushed for the right evidence in the first thirty days.

Experience is not a generic concept

How much of your practice is devoted to personal injury cases like mine?

A lawyer can be licensed for years and still have limited relevant experience. Someone who handles divorces,
wills, criminal defense, and a handful of injury claims each year is practicing law, but not necessarily practicing

your kind of law at a high level.

Ask what portion of the firm’'s work is personal injury and, more specifically, whether they regularly handle cases
like yours. A rear-end collision with short-term soft tissue treatment is different from a trucking collision, medical
malpractice case, premises liability fall, traumatic brain injury claim, or wrongful death matter. The law may

overlap, but the medicine, valuation issues, expert needs, and defense tactics can be very different.

You do not need a rehearsed speech about being aggressive. You need specifics. Has the lawyer handled cases
involving delayed symptoms? Cases where the insurer argued the injuries were preexisting? Cases with multiple
defendants? Cases where the client needed surgery months after the incident? Those details tell you more than a

slogan ever will.

A capable personal injury lawyer should be able to explain similarities and differences without overstating
certainty. Be cautious if every answer sounds like a guaranteed win. Serious injury work requires confidence, but

also honesty.

Trial experience deserves a direct question

How often do you take cases to trial, and how often do you settle?

Most personal injury cases settle. That is normal. Settlement is not a sign of weakness. In many situations, it is the

right result. The issue is whether the defense believes your lawyer is prepared to try the case if the offer is unfair.

Insurance companies track lawyers. Adjusters and defense counsel learn which firms prepare every case
thoroughly and which firms avoid court whenever possible. That reputation can influence negotiations long

before a trial date appears on the calendar.

Ask for a practical answer. How many cases has the lawyer tried in recent years? How many reached verdict? How
many were resolved in mediation or settlement after litigation was filed? If the lawyer says, “We settle almost
everything,” that may simply reflect the reality of the field. Follow up by asking how they decide when to file suit

and what happens if the insurer refuses to move.



You are not looking for a brawler who insists on trial for ego. You are looking for someone who can credibly go
the distance if necessary. Some of the best settlement results happen because the other side knows the file has

been built for court from the start.

Fees should be transparent, not mysterious

How do your contingency fee and case expenses work?

Most personal injury lawyers work on a contingency fee, meaning they are paid a percentage of the recovery
rather than billing by the hour. That arrangement helps injured clients get representation without paying upfront

legal fees. It is a sensible model, but the details matter.

Ask what percentage the firm charges before suit is filed and whether that percentage changes if litigation
begins, if the case goes to trial, or if an appeal becomes necessary. Ask how case expenses are handled. Expenses
can include filing fees, medical record charges, deposition transcripts, expert witness costs, investigators, accident

reconstruction, and mediation fees. In a substantial case, those costs can add up quickly.

Just as important, ask whether expenses are deducted before or after the attorney’s fee is calculated, and
whether you owe those expenses if there is no recovery. The answer may vary by jurisdiction and firm policy, so

do not assume. Get clarity in writing.

A straightforward lawyer will not treat these questions like an irritation. They know fee confusion destroys trust. If

someone glosses over the financial terms or rushes you toward signature pages, slow down.

Case value is the wrong first question, but it still matters

How do you evaluate what my case may be worth?

Clients understandably want a number. They want to know whether the claim is worth $10,000, $100,000, or
more. Early in a case, though, any exact figure is often unreliable. A careful lawyer should explain that value
depends on liability, medical treatment, prognosis, lost income, available insurance, witness credibility, venue,

and Personal Injury Lawyer how well damages can be documented.

That does not mean the lawyer should dodge the question entirely. A strong answer often sounds more like an
explanation than a quote. They may tell you what information is missing, what categories of damages need

development, and what facts could raise or lower the range.

Be wary of two extremes. One is the lawyer who names a very large number almost immediately, before
obtaining records or understanding your treatment path. The other is the lawyer who refuses to discuss valuation
at all, even in broad terms, as the case develops. Good counsel knows how to talk about case value responsibly

without making promises.

A practical example helps here. A person with a fractured wrist, documented wage loss, and a clean liability case
may have a very different claim from someone with neck pain after a low-impact collision and no objective
findings on imaging. That does not mean the second case lacks merit. It means proving damages may require
more careful presentation, and the settlement range may be harder to predict. You want a lawyer who can explain

that distinction clearly.

Timing affects leverage


http://www.thefreedictionary.com/Personal%20Injury%20Lawyer

What is your strategy for the first 90 days of my case?

This is one of the best questions a prospective client can ask, and very few do.

Early case handling often determines later leverage. In the first few weeks, a lawyer may need to preserve video
footage before it is erased, photograph vehicle damage, inspect a dangerous property condition, locate
witnesses, secure a crash report, notify insurers, and make sure the client is documenting treatment properly. In

some cases, they may also need to identify all possible defendants and all available insurance policies.

If the answer sounds vague, that is revealing. You want to hear something concrete about investigation,
communication with insurers, record collection, and treatment monitoring. The exact plan should fit the facts. A
trucking case may require immediate preservation letters and electronic data issues. A slip-and-fall in a grocery
store may turn on incident reports, cleaning logs, and surveillance video. A dog bite case may depend on prior

complaints, local ordinances, and homeowner’s coverage.

The first 90 days are also when bad habits can damage a claim. Missing medical appointments, posting carelessly
on social media, giving a recorded statement without guidance, or waiting too long to seek specialized treatment
can all create problems later. A good personal injury lawyer will flag those risks early, without turning your life

into a script.

Communication style can make a long case bearable or miserable

How often will | receive updates, and how quickly do you return calls?

Personal injury cases can move slowly. Treatment takes time. Records take time. Negotiations take time. Court

schedules take time. Silence, however, should not be mistaken for patience.

Ask how the firm handles updates. Do they call monthly? Only when something significant happens? Will they
answer emails? Can you text the office? Who explains settlement offers, medical liens, and litigation deadlines? If

your condition worsens, how should you report that?

This is not a trivial customer service issue. Communication problems often hide deeper case management
problems. When clients cannot reach anyone for weeks, deadlines are more likely to be missed, records may go
unreviewed, and misunderstandings multiply. | have heard from many people who changed lawyers not because

of a bad legal theory, but because they felt completely shut out of their own case.

You do not need constant hand-holding, and most lawyers cannot provide same-day legal analysis on every
message. But you should know the ground rules. Reasonable expectations on both sides prevent a great deal of

friction.

Medical issues and legal issues are intertwined

How do you work with my medical treatment without interfering with it?

A lawyer should never direct your medical care as if they were your doctor. That said, a skilled injury attorney
understands that treatment records are often the backbone of the case. The timing of complaints, the

consistency of symptoms, the type of providers seen, and the long-term prognosis all affect damages.

Ask how the lawyer approaches treatment-related issues. Will they help you obtain records and bills? Can they

explain how gaps in treatment may be viewed by an insurer? Do they understand liens from health insurers,



Medicare, Medicaid, or medical providers? If you lack health insurance, do they have experience working with

providers who treat on a lien basis, where allowed?

This is an area where experience shows quickly. A lawyer who has handled many injury claims will know that a
clean set of records can be more persuasive than an eloquent demand letter. They will also know when to wait
before serious settlement talks begin. Settling before your condition stabilizes can be a costly mistake, especially

if surgery becomes likely later.

Insurance coverage often determines the practical ceiling

What insurance coverage is available, and how will you find out?

People focus on fault. Lawyers also have to focus on collectability. A perfect liability case can still be limited by
low policy limits, excluded coverage, or a defendant with few assets. On the other hand, a case that seems

modest at first can become more viable if multiple policies apply.

Ask whether the firm will investigate all sources of recovery. That can include the at-fault driver's liability policy,
your own uninsured or underinsured motorist coverage, umbrella policies, employer policies in work-related
incidents, commercial coverage, premises liability insurance, or homeowner's insurance. In some cases there may

be a rideshare policy, a product liability angle, or a third-party claim separate from workers’ compensation.

This question matters because coverage issues Personal Injury Lawyer cghlawfirm.com are often missed by
inexperienced counsel. A lawyer who knows where to look can uncover value that changes the direction of the

case. A lawyer who assumes the first policy is the only policy may leave money on the table.

Not every good case should be settled quickly

When would you recommend filing a lawsuit?

A surprising number of clients assume filing suit means the case is spiraling out of control. It does not.
Sometimes it simply means the insurer is undervaluing the claim, disputing fault unfairly, or stalling. In other

cases, filing is strategically premature and negotiation should continue while treatment develops.

Ask the lawyer how they decide when to sue. Their answer should reflect judgment, not reflex. Some firms file
almost immediately as part of standard practice. Others wait too long because they are overloaded or reluctant

to litigate. Neither extreme is ideal.

A nuanced answer often includes several factors: whether your medical picture is clear, whether liability evidence
is secured, how the insurer has responded so far, the statute of limitations, and whether litigation pressure is
likely to increase the offer or simply increase costs without much gain. A lawyer who can explain those trade-offs

is usually thinking like a strategist rather than a salesperson.

Past results matter, but context matters more

Can you share examples of cases similar to mine and how they were resolved?

This question helps you evaluate experience, but only if you listen carefully to the framing. Past results do not
guarantee future outcomes. Any responsible attorney should make that clear. Still, examples can reveal how the
lawyer thinks, what kinds of problems they have solved, and whether they understand the medical and practical

issues your case presents.


https://maps.app.goo.gl/YSXApeasgfqxNKpf8

Look for stories with detail rather than chest-thumping. Maybe they handled a case where the client had a prior
back injury and the defense tried to blame everything on degenerative changes. Maybe they took over a claim
from another firm that had done almost no investigation. Maybe they resolved a case for policy limits because

they moved quickly to document wage loss and permanent restrictions.

Specifics show competence. Vague references to “millions recovered” do not tell you much unless your case

actually resembles those matters in scope and complexity.

Reputation counts, but not in the way people think

How are you viewed by judges, defense lawyers, and former clients?

You may not ask that question in exactly those words, but you should find ways to get at it. Online reviews can
help, though they are imperfect. Referrals from doctors, former clients, or other lawyers can be valuable if they
are based on direct experience rather than marketing relationships. Bar complaints and disciplinary history, where

publicly available, are also worth checking.

Still, reputation is deeper than internet ratings. In courthouse communities, people know which lawyers prepare
thoroughly, which ones posture, which ones miss deadlines, and which ones can be trusted in negotiation. A
lawyer with a calm, credible reputation often has more leverage than one who advertises relentlessly but cuts

corners behind the scenes.

If you speak with more than one firm, notice who asks the smartest questions about your case. Often that is a

better predictor of quality than a flashy office or a polished intake script.

A short checklist for the consultation
Bring these points into the meeting so you can compare lawyers on substance rather than first impressions alone:

¢ who will personally handle the file and communicate with you
* whether the lawyer regularly handles your type of injury case
* how fees, costs, and liens are explained

* what the early case strategy looks like

whether the firm is prepared to litigate if needed

That short list may sound basic, but it covers most of the hidden fault lines that later cause disappointment.

Red flags are often subtle

Not every warning sign is dramatic. Sometimes the concerns are ordinary enough that clients talk themselves out
of noticing them. The consultation feels rushed. The lawyer interrupts when you describe your injuries. No one
asks for basic documents. The firm seems more interested in signing you than understanding the facts. Someone

promises a quick payout before they know whether you are still treating. Those are not minor issues.

Another red flag is pressure to settle your expectations around convenience rather than value. A good lawyer
may tell you hard truths, including that your case has weaknesses. That is different from indifference. You should

feel that the attorney is evaluating the claim critically, not brushing it toward the easiest exit.

It is also worth paying attention to how the lawyer discusses opposing parties and insurers. A seasoned

professional can be tough without sounding theatrical. If every sentence is about being a “fighter” but very little



is said about records, evidence, experts, or coverage, the marketing may be doing more work than the legal

analysis.

The best hire is often the clearest communicator

When people describe why they were glad they hired a particular personal injury lawyer, they rarely talk only
about a settlement number. They talk about being prepared. They talk about someone explaining the process in
plain language, returning calls, setting realistic expectations, and moving the file forward at the right moments.

They talk about feeling that their case was taken seriously.

That is what you are really trying to identify in the consultation. Not the loudest promise, not the fanciest office,
not the lawyer with the most dramatic ad, but the one who combines technical competence with disciplined

judgment.

If you ask thoughtful questions before signing, you give yourself a much better chance of finding that person.
And when your health, time, and financial recovery are all on the line, that extra hour of careful screening is time
well spent.
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FAQ About Personal Injury Lawyer

Is it worth suing for personal injury?

Whether suing is worth it depends on your medical bills, lost wages, and clear proof of fault. It is usually worth it

if you have severe injuries, expensive treatments, or uncooperative insurance. It is rarely worth it for minor bumps



and bruises where costs and time outweigh the payout.

How hard is it to win a personal injury lawsuit?

Winning a personal injury claim is generally favorable if you have strong proof. About 95% of cases settle out of
court, and plaintiffs win roughly 50% of the cases that actually go to a trial. However, success depends heavily on

clear facts, the type of accident, and insurance company resistance.

What not to say to a personal injury lawyer?

When talking to your personal injury lawyer, the biggest mistake is hiding facts or minimizing your pain. You
should never lie, omit prior injuries, downplay your symptoms, or guess about details you do not know. Absolute
honesty is required because your attorney needs to know the bad facts to defend your case against the insurance

company.



