The first meeting with a personal injury lawyer is usually happening at a difficult moment. You may be in pain, out
of work, worried about medical bills, or trying to make sense of an insurance claim that already feels more
complicated than it should. Most people do not walk into that meeting calm and fully prepared. They show up

carrying a folder of paperwork, a phone full of photos, and a lot of unanswered questions.
That is normal.

A good first meeting is not a sales pitch and it is not a courtroom drama. It is a working conversation. The lawyer
is trying to understand what happened, what harm you suffered, who may be legally responsible, whether
insurance coverage exists, and whether the case is worth pursuing. You are trying to find out something just as
important: whether this is someone you trust to guide a serious claim that may affect your finances, your health,

and your peace of mind for months or even years.

If you know what that first meeting is meant to accomplish, the whole process becomes much less intimidating.

The meeting is about facts first, feelings second, strategy third

Most clients expect the first conversation to start with legal advice. In practice, it usually starts with the story. Not
a polished story, and not the version your insurance adjuster may already have heard, but a detailed,

chronological account of what happened.

A personal injury lawyer will want to know the date, time, and location of the incident. They will ask who was
involved, whether police or emergency responders came to the scene, where you received treatment, whether
anyone witnessed the event, and whether photographs or video exist. If the injury came from a car crash, they will
likely ask about vehicle positions, road conditions, traffic signals, seatbelt use, and whether any citations were
issued. If it involved a fall, they will want details about the condition of the property, how long the hazard may

have been there, and whether there were warning signs.

That focus on facts can feel surprisingly clinical when you are dealing with something painful and personal. There
is a reason for it. Injury claims rise or fall on evidence and timing. Memory fades quickly. Surveillance footage
gets erased. Vehicles get repaired. Property defects get fixed. Witnesses stop answering calls. A lawyer who has
handled these cases before will start building the timeline almost immediately because small details often decide

whether a claim survives.



That said, your experience matters too. The lawyer also needs to understand how the injury changed your daily
life. If you can no longer lift your child, finish a work shift, sleep through the night, drive comfortably, or keep up
with physical therapy because of lost income, those are not side issues. They are central to the value and
credibility of the claim. A broken wrist on paper may look straightforward. A broken wrist in the life of a self-

employed electrician or a dental hygienist can have very different consequences.

Expect a lot of questions, some of them uncomfortable

People are often surprised by how personal the questions can get. A lawyer may ask about prior injuries, old
claims, preexisting medical conditions, medications, criminal history, bankruptcy, social media use, and even
whether you posted about the accident online. That can feel invasive, especially if you came in expecting the

conversation to stay focused on the other party’s wrongdoing.

The reason is simple. The other side will look for weaknesses, and your lawyer would rather hear the difficult facts
from you than discover them after the case is underway. If you had prior back pain before a rear-end collision,
that does not automatically ruin your claim. It does mean the medical proof needs to separate what was already
there from what the crash made worse. If you were partly at fault, that may reduce recovery in some states, but it
may not eliminate it. If you had a gap in treatment because you lost insurance or could not get an appointment,

that can often be explained. Silence is usually more damaging than the fact itself.
Candor helps your lawyer protect the case. Half-truths make their job harder.

One of the most common examples comes up in auto cases. A client says they felt “fine” at the scene and later
developed neck pain, headaches, or numbness. That is not unusual at all. Adrenaline masks symptoms. Soft tissue
injuries, disc injuries, and concussions do not always present immediately. But if the client insists they were
uninjured and then waits three weeks to see a doctor, the insurance company will use that delay aggressively. A
lawyer needs to know exactly how the symptoms developed so the timeline can be presented honestly and

persuasively.

Bring documents, but do not worry if your file is incomplete

The best first meeting is one where the lawyer has enough paperwork to evaluate the basic claim, but not having
every document should never stop you from scheduling the consultation. Many strong cases begin with only a

crash report number, a few discharge papers, and a handful of photographs.
Still, if you can gather records in advance, it helps. Useful materials often include:

® accident or incident reports

* photographs of injuries, vehicles, property damage, or the hazard
* medical records, discharge instructions, and bills you already have
® insurance information, including your own policy if available

® |etters, emails, or claim numbers from insurance companies

A lawyer does not need everything to be perfectly organized. In fact, many people arrive with paperwork stuffed
into an envelope or saved as screenshots on their phone. That is common. What matters is preserving
information before it disappears. If you have text messages with the property owner, a voicemail from an

adjuster, or photos that show bruising over several days, bring them.

If something is missing, the lawyer can usually help obtain it later. Hospitals, ambulance services, imaging centers,

employers, and insurers all have their own record systems. Part of the lawyer's job is knowing what to request



and when. The first meeting is about identifying the gaps, not punishing you for them.

The lawyer is evaluating more than liability

Clients often think the first question is whether someone else was negligent. That matters, but it is only one part
of the screening process. A viable personal injury claim usually requires a combination of factors: fault, damages,

collectability, and proof.

Fault asks whether another person or business likely caused the harm through carelessness or misconduct.
Damages asks how serious the harm is, including medical expenses, lost wages, pain, limitations, and future
impact. Collectability is the practical issue people rarely consider. Even if someone caused serious harm, there has
to be a source of recovery, usually insurance or reachable assets. Proof ties all of it together through records,

witnesses, photos, experts, and consistency.

This is why two cases that sound similar at first can be treated very differently. A low-speed collision with modest
vehicle damage may still produce a valid injury claim if the treatment is well documented and the symptoms are
credible. On the other hand, a dramatic story with serious pain complaints can be difficult to pursue if there is no

insurance, no medical follow-up, and no evidence showing what actually happened.

An experienced lawyer will be weighing all of that in the first meeting, often without saying every thought out
loud. They are listening for legal issues, but they are also listening for practical ones. Does the client present
clearly? Does the chronology make sense? Are there warning signs of a liability dispute? Is there a treatment

plan? Are there deadlines approaching? These are judgment calls, and seasoned attorneys make them quickly.

You may hear a cautious answer instead of a confident one
Many people want the lawyer to answer one question on the spot: "How much is my case worth?”
A careful lawyer will resist giving you a precise number too early. That is not evasiveness. It is professionalism.

At the first meeting, key facts are often unknown. The client may still be treating. Future medical needs may be
unclear. Liability may be disputed. Insurance limits may not yet be confirmed. Wage loss may need employer
records. A soft tissue injury might resolve in eight weeks, or it might turn out to involve a disc herniation and

months of therapy. Early valuation without sufficient records is little more than a guess.

What you should expect instead is a range of possibilities and a discussion of what drives value up or down. A
lawyer may explain that cases generally become stronger when treatment is prompt and consistent, when
diagnostic imaging supports the complaints, when liability is clear, and when documented daily limitations match
the medical record. They may also explain what weakens claims, such as large treatment gaps, inconsistent
statements, minimal property damage in some motor vehicle cases, or social media posts that undercut the injury

narrative.

That kind of answer is more useful than a flattering number designed to win your business.

Fees and costs should be discussed plainly

Most personal injury lawyers work on a contingency fee. That usually means the lawyer is paid a percentage of
the recovery rather than billing you by the hour. If there is no recovery, there is typically no attorney fee. But

“typically” matters here, because the details can vary.



The first meeting should include a direct explanation of how fees work, who pays litigation expenses, what
happens if the case settles before a lawsuit is filed, what happens if it goes into suit, and whether the percentage
changes at different stages. Filing fees, medical record charges, deposition transcripts, expert witness fees, and
investigation costs can add up. In some firms, those expenses are advanced by the firm and reimbursed from the

recovery. In others, the contract may allocate some responsibility differently.

Do not hesitate to ask for the explanation in plain English. A reputable personal injury lawyer should be able to
walk you through the contract without rushing, hedging, or acting offended by questions. If you leave the

meeting unclear about how the financial arrangement works, that is a problem.

You will probably be told what not to do

One of the most valuable parts of the first meeting is preventive advice. A lawyer is not only looking backward at

what happened. They are trying to prevent avoidable damage to the claim from that day forward.

You may be advised not to give a recorded statement to the other party’s insurer without counsel. You may be
told to keep attending medical appointments, follow treatment recommendations, and report symptoms
accurately rather than bravely minimizing them. You may be warned not to post about the incident, your
activities, or your recovery on social media. You may also hear that private investigators and insurance defense

teams sometimes monitor public posts more closely than clients expect.

This advice can sound routine, but it matters. | have seen cases complicated by a single cheerful vacation photo
that said nothing about pain levels, treatment restrictions, or how long the person rested before and after the
picture was taken. Insurance adjusters love isolated snapshots. A lawyer’s job is to make sure your real life is

documented better than your social feed.

If the case is accepted, the next steps are usually practical and
unglamorous

People sometimes assume that hiring a lawyer means a lawsuit begins immediately. Often it does not. The first

phase is usually quieter and more administrative than most clients expect.

The lawyer may open insurance claims, send letters of representation, request crash reports and medical records,
notify interested parties to preserve evidence, and monitor your treatment. In many cases, especially auto
collisions and straightforward premises cases, there is little point in making a serious settlement demand until the
medical picture is reasonably developed. Settling too early can be a costly mistake, particularly if future treatment

or lingering symptoms emerge later.

If the claim involves disputed liability, severe injuries, a commercial defendant, or a short statute of limitations,
the pace may be different. Evidence may need to be secured quickly. Witnesses may need statements. Expert
analysis may be required early. A trucking case, for example, often demands fast action because electronic data,

driver logs, maintenance records, and company policies may become critical.

A good lawyer should explain where your case appears to fall on that spectrum.

Questions worth asking before you leave

The first meeting is not just the lawyer’s opportunity to assess you. It is your chance to assess the lawyer and the
law firm. Chemistry matters, but clarity matters more. You want to know how the file will actually be handled once

the intake meeting ends.



These are productive questions to ask:

* who will be my main point of contact

* how often should | expect updates

* what concerns do you see in my case right now
® what should | do if an insurer calls me again

* what are the next steps over the next 30 to 60 days

Those questions tend to reveal a lot. Some firms are highly attorney-driven. Others rely heavily on case managers
or paralegals for day-to-day communication. Neither model is automatically bad, but you should know what you
are signing up for. A large, efficient firm may move records and liens faster. A smaller firm may offer more direct

attorney access. The right fit depends on the case and on your expectations.

Not every meeting ends with a lawyer taking the case

This surprises some people, but declining a case is not always a sign that the claim lacks merit. Sometimes the
issue is timing. Sometimes the damages are too limited to justify a contingency representation. Sometimes
liability is too uncertain, or there may be no meaningful source of recovery. Sometimes another type of lawyer is

simply a better fit.

A responsible attorney should tell you that directly. They may suggest small claims court, advise you to continue
treatment and check back later, or recommend another lawyer with more experience in that specific niche, such
as medical malpractice, workers’ compensation, or product liability. That kind of honesty is more valuable than

being told what you want to hear.

There are also cases where the lawyer likes the facts but hesitates because the client has unrealistic expectations.
If someone expects a six-figure settlement after one urgent care visit and no lost wages, the problem may not be

the law. It may be a mismatch between expectation and reality. Good lawyers manage that early.

The emotional side of the meeting matters too

The legal analysis is important, but the emotional tone of the meeting matters more than people sometimes
admit. You do not need a lawyer to become your therapist, but you do need someone who listens carefully, spots

inconsistencies without humiliating you, and explains hard truths without making you feel dismissed.

After an injury, people are often dealing with more than physical pain. They are missing work, arguing with
insurers, borrowing money from family, struggling with sleep, or trying to care for children while attending
medical appointments. A lawyer who has done this work for years understands that injury cases live in ordinary

lives. The best first meetings leave clients better informed and calmer, even when the news is mixed.

One sign of a strong consultation is that the lawyer does not promise certainty where none exists. Another is that
they help you separate what feels urgent from what is legally urgent. A rude adjuster may be irritating, but an
approaching evidence deadline is far more important. A dramatic pain flare may be frightening, but if you have
not followed up with the right specialist, the legal issue is really a medical documentation issue. Good lawyers

help clients see those distinctions.

What you should walk away with



By the end of the first meeting, you should understand the broad shape of your case. You should know whether
the lawyer believes there is a viable claim, what the immediate concerns are, what information is still missing, how
the fee arrangement works, and what your own role Personal Injury Lawyer CGH Injury Lawyers will be going

forward.

You should also have a sense of whether this lawyer communicates in a way that works for you. Injury cases can
last a long time. Some settle in a few months, but many take much longer, especially when treatment continues
or liability is contested. You need a personal injury lawyer who can explain the process without inflating it,

prepare the case without drama, and make practical decisions under pressure.

If the first meeting feels methodical, evidence-driven, and a little less exciting than television suggests, that is
usually a good sign. Serious injury work is built on records, timing, judgment, and trust. The first meeting is where

all four begin.

CGH Injury Lawyers
Address: 2701 Lawrence St Ste 201, Denver, CO 80205
Phone number: +17206698062

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.


https://www.linkedin.com/company/cgh-injury-lawyers

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.



