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			Advance praise for Your Lovable Lawyer’s Guide to Legal Wellness

			 

			“Danny Karon capably delivers as promised in his new book Your Lovable Lawyer’s Guide to Legal Wellness. They say laughter is the best medicine, and he uses humor to ease the challenge of conveying practical legal information that will help people through many common and serious situations to the benefit of themselves and their families. Easy and informative, Your Lovable Lawyer’s Guide to Legal Wellness is a highly worthwhile read!”

			—Richard A. Cordray, former director of the Consumer Financial Protection Bureau of the United States

			“In Your Loveable Lawyer’s Guide to Legal Wellness, Danny Karon has drawn on his extensive experience as a successful lawyer and dedicated advocate to create a comprehensive resource that provides invaluable information for anyone navigating real-life, day-to-day legal challenges. He has the unique knack for presenting information in an understandable and entertaining way that will capture your attention and stay with you long after you finish reading his wonderful book.”

			—Stuart T. Rossman, former director of litigation for the National Consumer Law Center

			“Danny Karon believes you are getting legally screwed, and he is likely right. His new book offers legal first aid with the goal of helping you achieve a state of “legal wellness.” His book is such great fun to read that he belongs on late-night TV alongside Stephen Colbert and Jimmy Fallon. Read it and see!”

			—Professor John C. Coffee, Jr.,  Adolf A. Berle Professor of Law and director of the Center on Corporate Governance at Columbia Law School

			“Danny Karon is the Suze Orman of the law—a popular, accessible, and respected sage for every man, woman, and child. But there is one difference: He is also entertaining as hell. Not only will you be unable to put this book down, but you will also want to read it again and again, then share it with your family and friends.”

			—Professor Brian T. Fitzpatrick, Milton R. Underwood Chair in Free Enterprise and professor of law at Vanderbilt Law School

			“Lawyers are people, too. Who knew? Danny Karon proves this point in Your Lovable Lawyer’s Guide to Legal Wellness, where he provides us with tools to become better problem solvers and better people, to boot—all with an extra helping of fun in the process.” 

			—Elizabeth J. Cabraser, Lieff Cabraser Heimann & Bernstein, LLP
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			Chapter 1

			Legal wellness and why it’s so essential

			When the airline cancels your flight and won’t rebook you, what can you do?

			When your cell phone provider slips a secret charge into your bill yet won’t credit you, what can you do?

			When someone says something defamatory about you online, what can you do?

			When companies big or small screw you over or when you get caught up in everyday situations that could have legal consequences, you don’t have to roll over. I’m going to help you.

			If you don’t know how the law applies to these everyday situations, it’s probably just a matter of time before you get stepped on or worse. And that’s where this book comes in. Importantly, this book is not legal advice. Without an attorney-client relationship with you, I lack the ability to apply my knowledge to your situation, meaning I can’t know how the law affects your legal rights and give you legal advice. Instead, this book is legal information—information that’s essential to preserving or restoring your legal wellness.

			Because of this, I won’t tell you what to do. Instead, I’ll identify and explain what’s happening to you and around you, so you can suitably deal with it. My goal is to help keep you from getting into trouble, help get you out of trouble the next time you find yourself in it, or both.

			Let’s face it, troubles like the three examples at the start of this chapter cost you time and money. They can also take an emotional toll. After all, when you’re in dire legal straits, often you’re also in dire financial and emotional straits. That’s because when you have a legal problem, you’re spending time and money, and you’re probably freaking out. But with some aptitude for the law, you can hopefully avoid troubling legal situations.

			What’s more, legal troubles can also affect the people around you. For instance, when an airline screws you, you complain to your partner or friends, right? Why let this happen when you can learn how to avoid legal pitfalls in the first place? Yes, it’s possible—and easy—to take your legal wellness into your hands!

			Knowing your rights is essential because the law affects so much of our lives at a subtextual level that’s often difficult to see, realize, and understand. But when you’re done reading this book, you’ll feel empowered. You’ll have confidence in, and an aptitude for, the law that you didn’t think you could get short of going to law school. You don’t need to be a lawyer to promote your legal rights.

			Think of this book and its mission this way: We all have cars, but we don’t know how to fix them, right? We all have bodies, but we don’t know how to treat them. We all have furnaces, but we don’t know how to service them. The list is endless.

			As it concerns what I call your legal self, all of us are affected by product sellers, other drivers, medical professionals, etc. That list is endless, too. But often, we don’t know how to take care of our legal selves. We don’t know how to spot many of the legal issues that affect us, we don’t know what rights and remedies we have, and we don’t know how to resolve the legal issues that eventually plague most of us. In addition to all this, we often don’t know where to turn for legal help.

			But what if I told you that sometimes you needn’t turn anywhere, which also means you needn’t spend money on a lawyer? What if I shared a few legal guidelines for you to navigate that empowered you to identify legal pitfalls and avoid legal issues before they happened? That’s the point of this book: to raise your legal awareness, so you either can avoid legal issues from the get-go or know how to deal with them suitably if you can’t. Indeed, as far as the law goes, an ounce of prevention is worth a pound of cure.

			For over three decades, I’ve worked tirelessly for consumers, recovering over $10 billion for hundreds of millions of people and small businesses. My hard work has brought me considerable media exposure. I appear frequently on Fox News, NewsNation, and Scripps News. Also, I’ve appeared on CNN and CBS News and in USA Today, The New York Post, Bloomberg, MarketWatch, and more. I’ve received several industry awards, including America’s Most Honored Lawyers, National Trial Lawyers—Top 100, and America’s Top 100 High Stakes Litigators, among others.

			And because I’ve long believed teaching—meaning, paying forward what we know and have experienced—is my profession’s highest calling, I’ve also taught law school for years.

			I began by teaching complex litigation at Columbia Law School in New York City. But when the weekly commute from Cleveland became a bit more than I could manage, I knew I needed something within driving distance from home. So I began alternating between the University of Michigan Law School and The Ohio State University Moritz College of Law, where I teach consumer class actions and complex litigation. Sure, the pay is peanuts but ask any law professor who practices why they do it, and they’ll tell you the same thing: It ain’t the money.

			How ’bout this: Instead of telling you that I’ve gone to the mat to protect your rights, I’ll show you precisely how I have. A few years ago, enforcement officials from across the globe busted the leading manufacturers of flat-panel screens for computer monitors, TVs, and laptops. Products you own—and likely lots of them. Turned out that for over a decade, these companies were operating a global scheme to fix prices on the screens we buy and use every day.

			The manufacturers’ goal? To line their pockets and fleece you, of course. This was a problem that required fixing. I needed to figure out how to get buyers their money back for having overpaid for electronic devices that utilized these flat panels.

			And never mind that these companies cooked up their worldwide money-making scheme in Taiwan, Korea, and Japan. I was bent on getting American consumers their money back from these companies. But where in the world—literally—was I going to start?

			Because these cases are big and expensive and involve some of the most well-heeled defense firms in the world, I got together with some like-minded, consumer-attorney friends and, as they say, made a federal case of it. And after almost a decade of expensive and risky hard-fought litigation against these price fixers, we finally resolved the case for nearly $2 billion—money that went back into the pockets of consumers like you. Perhaps you even remember getting your check!

			Now, here’s some inside baseball. Despite massive amounts of evidence of the manufacturers’ guilt, this case took as long as it did because they simply didn’t want to own up to what they’d done. Shameless, don’t you think?

			I mean, you would never teach your kids to evade responsibility like that, so why was it okay for the flat-panel manufacturers to do so for almost a decade? Because, sad to say, that’s how big business operates. It’s how corporate America works. And without legal aptitude, you’re often helpless to hold big business accountable. You may not even recognize when you’ve been victimized in the first place.

			This is why you need to push and fight. If you believe you’re right, pursue your cause. Sure, it might take some time, but keep pushing, asking questions, and standing up for yourself. That’s the only way to end up on top. And when that happens, you won’t mind the time and effort it took; you’ll just relish your victory.

			Here’s the deal: I hate seeing people get screwed over. But unlike other lawyers, I speak your language. Our language. I couldn’t teach this stuff at our country’s top law schools if I didn’t. As I do with my law students, I’ll help you to understand what you need to know, and I’ll deliver my message in plain English—not ugly legalese. After all, if I’m not delivering a supportive, sensible, and helpful message, I’m wasting your time and mine.

			So if you’ve ever felt helpless and ignored and didn’t know what to do when you got screwed over (or if you could use some help figuring out whether you’ve been screwed over), this book is for you. And even if you work for the man, you’re still a consumer. That means, sorry to say, you, too, are susceptible to being screwed—even by your own employer.

			Now, a whole lot of material follows—notably, letters I’ve written for myself, friends, and clients—but I certainly don’t expect you to rigorously scour the chapters or commit them to memory. That would be far too much work. Instead, I intend for my legal information to provide tools for your rapidly growing legal self-help toolbox—tools you can begin using when addressing your unique situations.

			So, for instance, let’s say you have a problem with your landlord, as my son’s friends did in Chapter 14. You’d go to that chapter to learn first that just because you’re the tenant, you needn’t take what your landlord is dishing out. Instead, leases often include language useful to you; language you can use to fight back. You’d then read my letter and extract from it those nuggets and concepts that are useful to you—tidbits that either resemble your situation (“Hey, my landlord is also accusing me of having pet when I don’t!”) or from which you can extrapolate to fit your situation (“Hey, my landlord is accusing me of having neglected my property, and Danny’s letter describes how he handled the landlord’s accusation of his son’s friends having destroyed their property.”).

			You see, by treating my book as a living document, you’ll have a catalog of information you can draw from when misfortune comes your way, as it routinely does mine and my clients’.

			So if you’re beginning to understand that all of us are at risk, you’re right—just look at who the flat-panel manufacturers targeted. This means it’s not a matter of whether you’ll get screwed over; it’s a matter of when. And while plenty of people don’t do anything because they don’t know they can, you don’t have to fall into that category. With the proper mindset and a few tools, you can stand up and start protecting your legal wellness.

		

	
		
			Chapter 2

			Who is Your Lovable Lawyer?

			I didn’t become a lawyer for the money. Far from it. Had I wanted only to make money, I could have done plenty of other things. I became a lawyer because I wanted to make a difference. I wanted to solve problems. I wanted to help people.

			The work I do for consumers is called contingent-fee work, meaning, if I don’t win for my clients, I don’t get paid. Talk about taking your work home with you! So when I talk about caring and doing well by folks, I’m right there with you, walking the walk.

			This might beg the question, “Why would you put yourself and your family at such risk?” Most people get up, go to work, and get paid no matter what. I suppose you can blame (or thank) my dad. Like me, he’s a plaintiff’s lawyer, meaning he works for injured people, not big corporations. I grew up seeing people get the short end of the stick, but I also saw how it looked and felt to help them. When I heard about my dad’s cases and causes, I knew I wanted to help people, too.

			Considering this, I didn’t want to work for the “dark side”—the companies who shamelessly count beans and calculate how many people they can afford to cheat, hurt, or kill before it’s no longer profitable for their shareholders. There would be nothing satisfying or commendable about helping those clients. I knew that wouldn’t make me proud, the way helping real people would. (For the record, I doubt there are any books on the market that teach legal wellness from the corporate perspective—complete with chapters on how to screw consumers and feel good about it.)

			The way I see it, there’s a reason John Grisham writes books and Hollywood produces movies about what I do instead of what corporate defense lawyers do. Readers want a story with high stakes. They want a hero who could lose everything fighting for something bigger than themselves. There’s no grit, romance, fear, uncertainty, terror, or risk in getting paid per hour as defense lawyers do. But there’s a whole lot of those things in getting paid perhaps, as I do.

			What’s more, in my thirty-four years of practice, I’ve observed a societal bias against access to justice where people who need it the most tend to get it the least. This means people often don’t know they have a legal problem that deserves attention. Or if they do, they don’t know how to solve it or how to find a lawyer to help them. This kind of discrimination and disenfranchisement is not okay.

			We’re living in an age where people crave wellness. Just look at Dr. Phil’s audience, eager to obtain emotional wellness. Jim Cramer’s viewers crave financial wellness. But when it comes to the legal wellness bucket, which when it tips, it spills into the previous two because you freak out and go broke, the only content available is those ginned-up courtroom shows that are more exploitative than helpful; the cameras show up after it’s too late and the victims’ problems have already occurred.

			My goal is to turn back the dial and discuss how to prevent legal problems in the first place, the way an annual physical helps to keep you from getting sick. That’s what legal aptitude, awareness, and wellness are all about. I’ll show you how to give yourself a legal physical, so you can hopefully stay out of legal trouble entirely or address it effectively should it occur. And by doing so, I hope you’ll avoid steep out-of-pocket costs, including an attorney’s.

			These are the reasons I started my brand, Your Lovable Lawyer, which began with writing, taping, and producing videos in my basement with a green screen and costumes I ordered on (and promptly returned to) Amazon. I grew comfortable taping my YouTube and TikTok videos after thirteen years of chairing our nation’s largest, most prominent, and most respected class-action litigation educational program for lawyers, federal judges, and professors—the American Bar Association National Institute on Class Action. (After thirteen years, my wife convinced me nobody at the Institute needed to hear anything more from me!)

			While running the Institute, instead of offering vapid, soulless, and antiseptic panel discussions and text-dense PowerPoint presentations that quickly chased attendees to their iPhones, I wrote three-act plays, produced talk shows and game shows, and crafted mock hearings, mock mediations, and other original and memorable content. Why? Because it’s all about entertaining people. If you don’t do that, it’s impossible for learning to occur. I’ve baked that style and vibe into this book. I took my best and most engaging legal content and wrote it for nonlawyers in a way that entertains while it teaches.

			As I hope you’re already appreciating, I’m enthusiastic about delivering the law in a fun and friendly way that empowers people and makes them comfortable with and confident about their legal rights. I do this because I know it will improve people’s outcomes after companies such as airlines, credit card issuers, and cell phone providers have taken advantage of them.

			Simply put, the law is like air—it affects us and permeates everything. There’s nothing we can do to avoid it. And because we can’t ignore the law, we must learn how to use it to our advantage. This book will give you that power. And to demonstrate how relatable and accessible the legal information I’ll share is, I’ll channel pretty much all of it through my personal experiences—situations that happened to or involved me, friends, or clients (anonymized as appropriate to protect privilege). Because if these things could happen to us, they could happen to you. And if I was able to get out of them, armed with the legal information I’ll share, you can too. Simply put, this book’s goal is to add immediate value to your life by cutting out the middle person—the lawyer—and teaching you the importance of standing up for yourself.

		

	
		
			Chapter 3

			How big business is out to screw you

			People will do anything to make money. The drive to make as much of it as possible will never go out of style. If it did, lawyers would be out of business.

			But often, making money unjustly comes at the expense of people who can least afford it. People and companies will keep taking and taking and taking until somebody pushes back. And the people pushing back are usually lawyers—often class-action lawyers.

			Make no mistake about it, over the past several decades, consumer schemes have proliferated. This is a direct result of technology that has spawned a massive increase in the number of promotional and marketing strategies aimed at consumers. This has led to innumerable discount offers, loyalty programs, email ads, and other incentives that create overwhelming choices for consumers, often resulting in confusion. This avalanche of product offerings (often obliquely via the Internet or mobile apps) has exponentially increased the ways you can get screwed.

			Many companies offer multiple variations of a product or a variety of loyalty tiers, coupon types, or promotional channels that require consumers to navigate a complex maze of choices. Fitting this profile are airlines and the way they offer various pricing structures and add-ons, which is made more difficult when booking online or via mobile app, because they charge you to book with a live representative.

			Added to this, technology, interconnectivity, 24/7 communication, and increased accessibility have made competition more intense. This pressure-filled landscape has forced companies to differentiate themselves, sometimes insincerely, and peddle various schemes to attract customers.

			These new realities often result in unfairness to consumers. We end up confused, unable to understand the deals companies are offering us. I mean, how many times have we been forced to click through pop-up windows to complete a transaction, not knowing what we agreed to or whether we got the best deal?

			These relentless marketing ploys and sales tactics lead to “decision fatigue”—a state of mental exhaustion that often leads to poor decision-making. These sales methods can also cause reduced value perception, where consumers perceive a product or service to have less value than it actually does.

			Scams and exploitation are a lot more sophisticated than they used to be. They’re tougher to detect, tougher to trace, and tougher to prove. They’re more prevalent too. Just look at the incoming call feed on your cell phone. You probably get several robocalls per day; this is easily the most popular scam around. (In fact, I got one as I was writing this paragraph!) But as ridiculous as robocalls sound—whether you’re being offered a timeshare, a Vegas vacation, or something related to Medicare Part D—if they weren’t effective, robocallers wouldn’t keep making them.

			Robocallers prey on vulnerable people, often the elderly, uneducated, and financially desperate. And their schemes have become a lot more systematized because there’s now a lot more money to be made. No longer is a snake oil salesperson steering their wagon through town; these are widescale, often global, schemes.

			Sadly, the consequences of falling prey to a robocall scheme are more severe than ever. Victims sometimes provide access to their checking or credit card accounts, or they purchase gift cards and give up the PINs. If you don’t recognize the risks, it’s only a matter of time before you’re the victim of identity theft, credit card fraud, or a drained bank account.

			It’s because of all the science, analytics, and effort that companies put into maximizing the dollars they squeeze from you that I decided to write this book. It’s simply not fair what rich, lawyered-up companies can and will do if left to their own devices. It’s time we leveled the playing field. The only way to do that is to become empowered, so you can detect wrongdoing, keep tabs on your legal health, and put a dent into big companies bent on screwing you over. That way, these companies will no longer be able to prey on the vulnerable; instead, they’ll find only informed people who are unwilling to be abused anymore.

		

	
		
			Chapter 4

			The importance of avoiding a victim mentality

			Fighting back begins with your state of mind. That means not having a victim mentality. Take, for instance, a friend who recently visited the dentist for a crown. Half an hour after he got home, the crown fell off. Worse yet, not much of his tooth remained.

			Out of sorts, he called me because he’d charged this debacle on his credit card—$2,400! He knew he needed to see another dentist and didn’t want to double-pay, but he was terrified about calling Visa to contest the first dentist’s charge. “What if the dentist sues me?” he pleaded. “What if Visa sides with him? I don’t want to cause more trouble.” He had a victim mentality.

			I tried to reframe the situation for him. “You’re concerned about the dentist suing you? He oughta be concerned about your suing him!” I added, “You have the right to contest a charge with Visa. So hit the dentist where it hurts most—in his wallet.” I told my friend he needed to stand up for himself because he was right, and his dentist was wrong. Heck, for all he knew, the dentist would offer to fix his tooth for free or refund his money.

			I was confident his dentist would neither contest his credit card reversal nor send his case to collections. Few lawyers would agree to pursue such a small-value claim. I told him that at the end of the day, his dentist just wanted to get paid and—above all—didn’t want to get sued in a medical malpractice case. That’s the worst thing a doctor can have on their record. Who, I asked him, had the upper hand now?

			So my friend did two things: He contested the charge with Visa, and he wrote a professional and factually accurate email (that I tweaked) to the dentist’s office, explaining what happened and why he believed it was the dentist’s fault. He’d never have taken this tack had he continued to think like a victim instead of like a powerful, enabled, self-aware consumer who knew how to stand up for his legal rights.

			After this cognitive shift, my friend told me the skies parted, angels sang, and harps played because he saw his legal health and entitlement to justice in a whole new, glorious way. Ultimately, the dentist’s office wrote off the $2,400. And for good measure, another dentist fixed my friend’s tooth a few days later for $800 less!

			Because the examples are as endless as they are real, here’s another. This one involves two friends who’d ordered a leather couch and chair from a major nationwide furniture retailer. When their order arrived, it was all messed up in the manner described in my letter below.

			My friends didn’t tell me about all this for a couple of weeks. But when they did, I sprang into action. “Your retailer screwed you! You can do something about it, or you can let them get the best of you.”

			After some modest cajoling—as well as explaining their legal rights and why they had every reason to exert them—my friends accepted my offer to write a letter for them. Here’s what it said:

			Certified Mail, Return Receipt Requested

			Charles Montgomery Burns

			Springfield Nuclear Power Plant—Retail Furniture Division

			3469 Nuclear Drive

			Springfield, OH 45501

			RE: Order #60969045349

			Dear Mr. Burns [Burns is SNPP’s CEO; I sent the same letter to SNPP’s general counsel, meaning its chief in-house lawyer],

			I represent Marge and Homer Simpson with respect to order #60969045349, placed on October 9, 2021, for a four-piece couch and swivel leather chair. Exhibit 1 (SNPP order confirmation).

			The Simpsons are long-time SNPP customers who are generally exceptionally pleased with your products. But on June 3, 2022, that changed. After waiting several months for their order, they were disappointed to discover that one of their modular couch sections was the wrong color, and their swivel leather chair was scuffed in three places. Exhibit 2 (photos of the furniture defects).

			On June 8, 2022, my clients’ decorator spoke with Mr. Millhouse at SNPP’s East Springfield store—the store from which they purchased their furniture. Their decorator described the problems, and Millhouse ordered a replacement couch section. He also offered my clients $300, which he described as a “discount” on the scuffed chair and suggested they put the $300 toward fixing it.

			Alternatively, Mr. Millhouse advised that SNPP would offer no discount and would instead remake the chair, which would take several more months. My clients opted for Mr. Millhouse to reorder the chair.

			On June 14, 2022, SNPP advised my clients that, due to the global supply-chain disruption, their couch order would be delayed until late December 2022. Exhibit 3 (SNPP order update).

			Throughout this process, Ms. Simpson called Mr. Millhouse repeatedly, but he never returned her calls.

			All told, SNPP never offered my clients any pricing relief on their couch, and it merely offered $300 off the price of their chair, which they refused in favor of a replacement chair.

			SNPP’s actions subject it to liability under Ohio and federal law. First, “[a] cause of action for breach of contract requires the claimant to establish the existence of a contract, the failure without legal excuse of the other party to perform when performance is due, and damages or loss resulting from the breach.” Lucarell v. Nationwide Mut. Ins. Co., 152 Ohio St. 3d 453, 469 (2018).

			My clients contracted for a single-color modular couch and an unscuffed leather chair, but they received neither. They performed their contract with SNPP but have not received the benefit of their bargain.

			Additionally, under O.R.C. § 1302.27(A), “a warranty that the goods shall be merchantable is implied in a contract for their sale if the seller is a merchant with respect to goods of that kind.” To be merchantable, they “must be at least such as [to] pass without objection in the trade under the contract description.…” Id. at (B)(1). By any measure, a multicolor couch and scuffed chair do not satisfy this standard.

			Finally, the Magnuson-Moss Warranty Act provides that “a consumer who is damaged by the failure of a supplier, warrantor, or service contractor to comply with any obligation under this title, or under a written warranty, implied warranty, or service contract, may bring suit for damages and other legal and equitable relief.…” 15 U.S.C. § 2310(d)(1). Similar to the reasons involving my clients’ warranty claim, SNPP is liable to them under Magnuson-Moss.

			The total price of my clients’ contract with SNPP is $6,274.57. To avoid litigation, they demand the following relief:

			1.SNPP provide them with a new leather chair, as ordered; they will keep the damaged chair in the meantime. For their inconvenience, SNPP will provide a twenty-five percent refund of the chair’s price.

			2.SNPP provide them with a twenty-five percent discount toward the total price of the couch and remove the nonconforming section when the conforming section arrives.

			Taken together, my clients demand payment of $1,568.64 as full compensation for SNPP malfeasance. I’m happy to discuss their situation, and you can reach me at the above-listed number. If I don’t hear from you by July 15, 2022, my clients have instructed me to file suit. But considering their relationship with your company and its reputation for standing behind its products, I’m confident that won’t be necessary.

			I look forward to your cooperation.

			Best personal regards.

			Very truly yours,

			s/Daniel R. Karon

			Daniel R. Karon

			As you can see, there was a lot more here than, “I guess we just have to take it.” No more than a week after I sent my letter, I received a call from one of the company’s associate general counsel. She was just shy of frantic.

			“I’m so sorry for what happened to your clients,” she said. “We never want anything to escalate to the level where we receive a letter, especially from a lawyer. I’m so sorry your clients’ salesperson didn’t connect with them. Just tell me what we can do to make this right.”

			I smiled, knowing my letter had done its job. I explained that the relief my clients sought was right there in the letter. By the time our short conversation ended, the associate general counsel had agreed to provide my clients with everything I demanded. Granted, this incident involved, in part, unavoidable supply-chain issues, but that was neither my clients’ concern nor fault. The issue was the wrong-colored couch section and the scuffed chair, the replacement of which would take an extra-long time because of the supply-chain issues.

			By the time all this ended, the company not only delivered my friends a correctly colored couch section and replacement chair, but it also let them keep the first chair and sent them a check for $1,568.64! It was a win in every sense and for little more than my friends standing up for themselves and channeling their grievances through the law.

			That’s why I reproduced my entire letter for you. Indeed, I’m going to include lots of letters I wrote for myself and others. These letters demonstrate and address situations we all experience. If you can lift and implement pieces and concepts from my solutions to help solve your own, I’ll have done my job.

			That said, I’m certainly not suggesting that what I wrote will fit the bill when you have a problem with a retailer or other business. But my ideas and approach could help when you find yourself in a comparable situation, whether with a furniture retailer, car dealership, medical practitioner, or anyone else.

			When a company does you dirty, you needn’t simply take it. Think critically about whether what happened to you is wrong. If it truly is, the law usually provides a remedy. After all, the law is rooted in the pursuit of fairness and justice.

			Companies are made up of people like us. People who get screwed, and people who are just as intimidated by the law as we are. So try to remember who you’re talking to. It’s not the Wizard of Oz. It’s some little guy behind the curtain. If you make a sensible ask based on the facts, often you’ll end up getting what you want. This is how you need to look at yourself and the commerce you conduct. You don’t want to get steamrolled; you want to be the steamroller.

			In law, as in life, the
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