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			“Women are notoriously great advocates for others—now learn how to be your own best advocate. This deceptively simple yet incredibly powerful book will teach you how to respond rather than react, to use words as tools rather than weapons, and to focus on facts not just feelings.” 

			—Lois P. Frankel, Ph.D., author of Nice Girls Don’t Get the Corner Office and Nice Girls Don’t Speak Up or Stand Out

			 

			“As an advocate for excellence, I am an advocate of this book! Heather’s advice steers you onto the right path to actually ask for what you want, and how to actually get it. It’s readable, it’s actionable, and it’s pure gold!” 

			—Alisa Cohn, #1 Startup Coach in the World, Thinkers50 Marshall Goldsmith Leading Coaches Awards; Top 30 Global Guru in Startups

			 

			“This book shares how you can use the tools of a trial lawyer to persuade your Inner Jury to make the best choices and then persuade your Outer Jury to give you what you need to get exactly what you desire. The verdict is in—this book is a must read!” 

			—Sandy Abrams, author of Breathe to Succeed

			 

			“Inside this book are ten tools that will allow you to become your own best advocate. Heather applies each tool to your Inner Jury (the part of you that chooses) and your Outer Jury (your friends, family, clients, and customers). The result is a primer on how to choose what you want—and get it. This book is a catalyst for your best future life.” 

			—Petra Kolber, author of The Perfection Detox

			 

			“This book provides the essential tools to advocate for whatever you want in order to get the life you deserve.” 

			—Nir Eyal, bestselling author of Hooked and Indistractable

			 

			“We all have a reason to advocate—for advancing our situations or for advancing those of others, for causes we champion or for voicing concerns of inequity, for our own needs and for the needs of others. If you want to understand how to ask more effectively and impactfully, this book provides you the tools you need—and the stories to understand how to use these tools—so that you can be successful in your attempts to advocate.” 

			—Jill Schiefelbein, President, The Dynamic Communicator, Inc.
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Introduction: You Are Your Best Advocate

			Life has so much to offer. Some of us go after it and get it. But for the vast majority of us—we just dream about what we want. Or worse, we’re afraid to even admit we want anything beyond what we have. We just shuffle through the status quo, knowing there’s more out there, but not knowing how to ask for it, get it, or even define it.

			I’m not talking about big things either—like mansions or Ferraris. I’m talking about a new job or a raise. I’m talking about love or help at home or more time dedicated to taking care of oneself.

			Is it wrong to admit we want those things? When we seem to have it all, is it wrong to want more? Maybe you want to start your own business or to finally go after a promotion. Maybe you want better relationships, more self-confidence, more opportunity, or more support. Whatever you want, it’s perfectly normal to want it, and it’s perfectly legitimate to ask for it. Not saying it out loud doesn’t stop the wanting, either. It only makes it worse.

			I know all about that. I know because I work with clients every day, helping them own what they want and then ask for it in a way that allows them to get it. I’m an advocacy coach. But I also know the struggle because…I’ve lived it, too. For years I didn’t ask for what I wanted. I didn’t own my choices, and as a result I didn’t advocate for myself.

			But when I finally began making better choices and advocating for those choices, my whole world changed.

			I’m here to tell you that yours will, too.

			For more than twenty years I advocated for other people as a trial attorney. I represented doctors, nurses, and hospitals in medical malpractice cases. It was my job to advocate for my clients, and I was good at it. When the list of the top fifty female attorneys in Pennsylvania came out every year, I was usually named on it. I was inducted as a fellow in the American College of Trial Lawyers. And I won most of my cases. Advocating for others was definitely one of my superpowers. But what I discovered was that I had an even greater superpower—teaching others how to advocate for themselves. I realized that when I coached witnesses on how to have the confidence and clarity to ask for what they wanted from the jury, we won.

			That’s why I became a coach. My coaching practice is built upon a collection of ten simple tools—the ten tools a trial lawyer uses to win. To win is to receive something positive because you’ve earned it. In the courtroom we won verdicts, but now my clients win support, attention, loyalty, and joy. They win money, love, time, and self-confidence. You can win, too. Once you start asking for what you want and getting it, your life will change. Once you advocate for yourself, your world will open up and you’ll start collecting your wins.

			Proof that this advocacy system works revealed itself over and over again when I worked in the courtroom. In court, the jury didn’t really want to hear from me. The jury wanted to hear from the person who did the thing at issue. That meant I could advocate my little heart out for my doctors and nurses, but if they couldn’t get up into the witness stand, turn to the jury, and advocate for themselves, we wouldn’t win. The problem was that my witnesses weren’t trained advocates. They were surgeons, nurses, scrub techs, schedulers, obstetricians, and primary care doctors. Stepping into the witness stand and asking the jury for a win often terrified them. But together, we turned each of them into an advocate and helped them overcome their fear and trepidation. They learned to advocate for themselves, with strength, grace, and charisma. And the wins poured in.

			You might not think of yourself as an advocate either. But you are. An advocate is simply someone who publicly supports something. Have you ever asked your child to eat their vegetables? You’re advocating for vegetables. Ever recommended a restaurant or a TV show? You’re advocating for that restaurant or TV show. I bet you advocate for your children, your team, your employees, and your friends. I hope you advocate for yourself, your ideas, and the things you want. But if you don’t, now you will. Because I’m going to give you the tools to do it so well that you’ll get what you want, every time. I know these tools work. I’ve used them to help hundreds of witnesses advocate for themselves when the stakes are high and the pressure is on.

			Too many people want someone else to do their advocating for them. My coaching clients struggle with this every day. When we first begin working together, they often say, “I wish you could do it for me.” And if I could, I would. I love to advocate for others. It was my life’s purpose for twenty years. But when you ask someone else to advocate for you, something is missing. No one else has your heart, your passion, your experience, your talent, your brain, your interest, or your charisma. No one else can advocate for you better than you can. And the sooner you recognize that you are your own best advocate, the sooner you can start using these tools to win.

			An Ironic Epiphany

			It took a perfect storm for me to finally realize that I, too, needed to learn to advocate for myself. I had to make some different choices and then advocate for what I needed to get what I chose. Before I realized that I could use these ten tools to ask for the things I wanted, and get them, I reached a dark place. It was 2015, and I had just finished a two-week trial outside Philadelphia. We’d won, but there wasn’t much time for celebration. My car was packed with trial binders, exhibits, and suits for another trial, this one scheduled to be three weeks long and two hours away. I was sitting in my Toyota RAV4 outside the Good Day Philadelphia studios on Market Street, about to go in and do a television piece on a legal story in the news. Then I was to drive north, get settled in my hotel, and start advocating for my next client.

			But I didn’t want to.

			And I was afraid to admit that, to myself or to anyone else. To the outside world, it may have seemed like I had it all. I often felt like I did! But I wanted to make different choices for my life and my future. I had a lot, but somehow I wanted something else, something more. And sitting there thinking that made me feel selfish and greedy. My life was full of gifts. I had a great legal practice, a fabulous condo in Philadelphia, a share in a shore house, and a charismatic boyfriend. Not only was I a successful trial attorney, but I’d also built a speaking practice and was doing multiple media hits. I’d traveled to Los Cabos, Ireland, and all across the United States speaking to doctors about how to advocate for themselves and their patients.

			Despite all of this, I was unhappy. Trials are a zero-sum game. Someone wins, someone loses, and the results are public. I was tired of that. And I was tired of fighting. Trial lawyers fight for a living, and many lawyers enjoy the fight. That was never me. I have my psychology degree, and I enjoyed counseling my clients. I loved teaching them to advocate for themselves. And I knew that the counseling I provided and the tools I gave them to advocate changed them forever. But that was no longer enough. I wanted something different. I wanted more. And I was afraid to admit that, to myself or anyone else.

			Specifically, I wanted to do more television. I’d recently started doing legal analysis for CNN, Fox News Channel, NBC, CBS, and Fox 29. I loved it. The first time I did live television, one of the producers said, “This is one of the scariest things you’ll ever do.” He was so wrong. When you’re advocating for a doctor who has spent her whole life dedicated to helping people and now someone said she was careless when she wasn’t—that’s scary. Her emotions, her faith in herself, and even her reputation were on the line. And that scared me. But TV was pure, unadulterated fun. And the timing was great. There happened to be a ton of legal cases in the news in 2015 (anyone remember Jodi Arias?), so I had lots of opportunities to pursue this new love. But not when I was in the middle of a trial. I’d just missed two weeks of TV for the trial I’d just won, had a three-week trial ahead of me, and then another looming right after that. TV was on hold. I wasn’t getting what I wanted. But I wasn’t even asking.

			My relationship was suffering from all these trials. My boyfriend lived in Connecticut, and he had his own career and a son. I usually went to see him on weekends because that was what he wanted. But I wanted more support when I was on trial. I wanted someone who was able and willing to come to me on those weekends. I wasn’t getting what I wanted. But I wasn’t even asking.

			Then there was New York City. I’d wanted to live there since I was a little girl. Cities had always called to me, and I loved living in Philadelphia for many years. But I wanted the experience of living in Manhattan. I wasn’t getting what I wanted. But I wasn’t. Even. Asking.

			Because I wouldn’t admit what I wanted, I wasn’t asking for it. And if I wasn’t advocating for it, I couldn’t get it. I was stuck in a mess of my own making. And those messes seem to hurt most. As I sat in my car that day, excited for the television hit and dreading the trial that would follow, it struck me that I didn’t want to do this anymore. I didn’t want to try cases back to back, with no break in between. I didn’t want to win arguments for a living. I didn’t want to be in a long-distance relationship with someone who couldn’t be with me even when I was going through tough times. I had to choose something different. I had to believe I could choose to want more, whether I felt I deserved it or not.

			That was the first step. Once I realized I could choose what I wanted, then I had to start asking for it. My life was made up of my choices. I had to make them. And then I had to advocate for the choices I had made.

			I had an epiphany—I needed to advocate! My legal clients would come to me, tell me what they wanted (usually a win), and I’d ask for it. Most of the time, I’d get it. I needed someone to advocate for me and what I wanted. And that someone could only be me. I had to start advocating for myself.

			The good news: I knew how. The tools I’d been using to earn so many wins in the courtroom could work outside the courtroom as well. Elegance, Words, Perspective, Questions, Credibility, Evidence, Reception, Presentation, Negotiation, and Argument. These were the tools that had allowed me to advocate for my clients so successfully. They were also the tools that my clients used to advocate for themselves and win. Now I’d use those tools to advocate for my choices…and for myself. I’d use those tools to win.

			And I did. I started advocating for myself. Some of it was easy. I finally asked my law partners for help, and they gave it. I advocated my way to a lighter case load, which allowed me to do more television. In fact, I decided I wanted to be an anchor on television. Once I knew what I wanted, I found an opportunity that fit. Dan Abrams was starting a new network—the Law & Crime Network. I advocated my way into being an anchor on that network for a year. Then I realized that wasn’t exactly what I wanted. I loved television but not talking about murder and rape all day. My wants changed. But I learned from that. I realized that I wanted to change people’s lives by sharing the ten tools of an advocate. I wanted to reach as many people as possible, so I started a keynote speaker practice and advocated my way onto stages across the globe, sharing these tools with thousands through my speeches.

			I wanted to write a book. So I did. I wrote The Elegant Warrior: How to Win Life’s Trials Without Losing Yourself, and it became an Amazon bestseller. I wanted a podcast—so I started The Elegant Warrior podcast. Then, when the pandemic hit, I admitted to myself that after coaching my legal clients through trials for all those years, I wanted to be an advocacy coach. It took a pandemic for me to admit to myself that that was what I truly wanted. Quarantine helped me decide it was time to go for it full-time—not holding on to the security blanket of my legal career. Now I have a thriving self-advocacy coaching business where I help my clients admit what they want to themselves and then ask for it from others. It’s the most rewarding work I’ve ever done.

			But it didn’t stop there. I wanted to end my relationship but also to remain friends with my boyfriend. That took some Perspective, Argument, Negotiation, and Elegance. That relationship ended, yet the friendship has survived. I wanted to move to New York, so I did—first part-time and then, in 2018, full-time.

			My wants have changed. They’ve evolved with me and with our changing world. But I’m not worried. I have the tools of an advocate, and with these tools I know how to ask for what I want and get it in any situation. I know how to advocate for myself—with elegance. I know how to win. And that’s what I want for you, too. I want you to want what you want and then go out and get it. The first step to getting what you want is being willing to want it. Then I want you to ask for it in a way that allows you to get it. The ten tools you’ll learn in this book will help you do just that. You will become your own best advocate. And you will win.

			Your Courtroom Cheat Sheet

			In this book I’m going to use terms that are normally used to describe trials and apply them to your work advocating for yourself. The Jury is central to successful advocating. In the courtroom, my jury is the twelve men and women I need to influence and persuade. Then, at the end of presenting my case, I’ll ask them for what I want, and they decide whether I get it.

			In life, you have a jury as well. In fact, you have two. You have your Inner Jury and your Outer Jury. They decide your wins.

			Let’s start with your Outer Jury, because they’re easier to understand and often easier to persuade. Your Outer Jury is the person or people you want to influence. They’re the people who ultimately decide whether you’ll get what you’re asking for. That means your jury changes with whatever it is you’re advocating for. If you’re asking for a promotion, your jury is your manager or your boss. If you want a new job, your jury is the person who decides whether to hire you. If you want to get a deal on your credit card interest, your jury is the woman from the credit card company that you’re talking to on the phone. When you want better boundaries with a new boyfriend or his family, your jury is your boyfriend or his family. Every day you face an Outer Jury, and some days you face more than one. You need to know your Outer Jury before you can make them believe. Every time you have to depend on someone else to get something you want, that someone else is your Outer Jury. Throughout this book when I’m referring to your Outer Jury, that’s who I’m referring to.

			Your Inner Jury is a little tougher to imagine. It’s the part of you that decides. We will dive deeper into the Inner Jury, and how you help her decide, in great detail in the Elegance chapter. Because knowing and persuading your Inner Jury is the key to advocating. You can’t advocate until you believe, so you’ve got to influence your Inner Jury to believe first. And for many of my coaching clients, this is by far their hardest work. I give a workshop titled When Your Toughest Jury Is You, and it sells out. Women especially know that they often judge themselves and come up lacking. When you’re advocating, that won’t work. Your Outer Jury will never believe you, or believe in you, until you have persuaded your Inner Jury to do so. It’s the first work you’ll do in this book.

			Every single one of the tools you use in this book has to be used with your Inner Jury first. As we go through the book, I’ll describe how each tool applies to that jury. But you have to remember that until you have the jury inside your head persuaded, you can’t persuade anyone else.

			Once you know and understand the jury, you are on the road to winning.

			Important Note: Advocates Win

			There are, however, a lot of definitions of winning. In trials it’s my job not only to win, but also to make sure my opponent loses. Trials are war. They’re a zero-sum game, with a public winner and a public loser. As with politics and sports, someone always loses. That’s hard. Fortunately for most of you, the things you’re advocating for aren’t binary. In life outside a trial, oftentimes, everyone can win. The definition of win that we’re talking about in this book is from the Cambridge Dictionary: “to receive something positive…because you have earned it.” The “something positive” is opportunity, money, respect, leverage, boundaries, joy, confidence…the list goes on and on. You earn it by advocating. You earn it by being your own best advocate.

			Facts tell. Stories sell. Advocates win.

			Many of my clients come to me for help with telling their stories. They know that storytelling is compelling, and they want to compel their bosses to give them a raise, their investors to further their investments, their partners to give them some help, or their Inner Jury to give them a break. While we work together to tell their stories, it’s often not enough. Because what happens when there is a competing story? (And there’s almost always a competing story.) You want a raise, but someone else at your office may be vying for a raise as well. You’re telling your partner the story of how you need more of his time, but he’s telling himself the story that he needs to work more. Your story reveals that you should get the investment into your start-up, but another start-up wants the investment, too. When there are two competing stories, the story that wins is the story that has an advocate. That person advocates with the right words and the right evidence. She works to gain perspective, ask the right questions, and build credibility over and over again. She listens and receives the information that she needs, and then works on her body language, tone of voice, and facial expressions to be sure she resonates as she advocates. This advocate believes in herself and her story.

			She advocates like a trial lawyer. She wins.

			The other reason that advocates win is that when you’re an extraordinary advocate you always leave an advocate behind. That’s someone who advocates for you and your “case” when you’re not around. So, you will be using the tools in this book to advocate so skillfully that the people around you become your advocates as well. An easy example might be that you want to have a party for your anniversary and your partner wants to take a trip. If you advocate for the party to your friends and family effectively, they can tell your partner they want to party. You’ve turned the people around you into your advocates.

			At work you can turn your colleagues into your advocates. If you want a promotion, you can be such a good teammate, such a good leader, and so effective at your job that your coworkers will urge your managers to give you that promotion. You can also turn clients and customers into your advocates. When you’ve advocated for yourself effectively, building credibility, using evidence, receiving as well as presenting, your clients and customers will sing your praises from the rooftops. They’ll be advocating for you, and you’ll have established the best kind of referral business.

			You can even become so good at advocating for yourself that you turn your adversaries into advocates. I’ve done so. As I mentioned above, I’m a fellow of the American College of Trial Lawyers. It’s made up of the top echelon of trial attorneys in the country. One cannot apply to be a fellow. Instead, someone has to recommend you, and then, unbeknownst to you, the attorneys and judges you’ve tried cases with or in front of are interviewed to determine if you’d make a good fellow. The very people you advocate against in the courtroom have to be willing to advocate for you to the College in order for you to become a fellow. In that case, the very people I’ve battled in court with advocated for me. I turned adversaries into advocates.

			Here’s a more practical example—a team effort that unfolded in the course of a case. I was representing an orthopedic surgeon who had performed a hip replacement on a patient who, afterward, had a leg-length discrepancy—her legs were two different lengths. That’s a recognized risk of the operation. It happens even in the best of hands and when everyone has done everything perfectly. But here the patient said the doctor had made a mistake. We disagreed, so the case was going to trial. That meant the patient, who had moved to Colorado after the surgery, had to come back to Philadelphia and stay in a hotel for the two weeks that we’d be on trial. It also meant the doctor had to cancel all his other patients and all his surgeries to try this case.

			We tried the case in the smallest courtroom in City Hall. I was seated at the far end of the counsel table, as close as possible to the evidence I needed to establish our case. Next to me, so close that our legs were touching the entire trial, was my client, the doctor. Next to him, at the opposing counsel’s table but so close that their legs were practically touching, was the patient who had sued him. Next to her was her attorney, also as close as possible to his evidence.

			On the first day of trial I walked down the long corridor of City Hall, pulling my trial bag behind me and practicing my opening statement in my head. As I turned to walk into the courtroom, I saw my client seated at the counsel table, chewing on a chocolate chip muffin and chatting with the patient who had sued him.

			I scurried over and tapped him on the shoulder.

			“Can I talk to you for a minute?”

			We stepped into a quiet corner in the hallway.

			“What are you doing?!”

			He looked at me, confused and still chewing.

			“I was asking her where she and her husband were staying,” he said. “I recommended a few new restaurants they might want to try. And she was telling me about her grandchild’s birthday party they’re missing.”

			He was asking questions, seeing things from her perspective, and receiving information and evidence.

			Over the course of the trial we advocated. I cross-examined the other side’s witnesses, asking questions to challenge as well as to prove. I took the patient’s story without taking her dignity. We built our credibility by keeping promises we made to the jury and meeting expectations we’d set. And when we couldn’t, we owned it. We used evidence to support our case. My client and I used our body language, our tone of voice, and our energy to tell our story.

			And every morning I’d find my client chewing his muffin and chatting with the patient who had sued him.

			At the end of the two-week trial, the jury went to deliberate and very quickly returned a verdict for my client. We got what we’d asked for, and we’d won the case. As I was packing up my trial bag, I looked up to find the doctor once again chatting with the patient. At this point, we’d won, so I wasn’t concerned. But I noted that the doctor had written something on a piece of paper and given it to the patient. As the doctor and I walked down the hallway one last time, my trial bag rolling along behind me, I had to ask.

			“Doctor, what was it that you were writing on that piece of paper you gave to the patient?”

			He answered, nonchalant as could be.

			“Oh, it was my cell number. She asked if she could refer her friend and her sister to me for hip replacement surgery.”

			The doctor had advocated for himself. He won the case, and more importantly, he’d won her confidence. He’d done it with words, perspective, and questions. He’d built his credibility and used his evidence; he’d received and presented. In the midst of the war of trial, he’d turned an adversary into an advocate. Imagine what you can do.

			With the tools in this book, you’ll have the power to leave an advocate behind no matter where you go. You will get more of what you want because you will have more people advocating for you. Even your adversaries will jump on board.

			What Would You Ask for if You Knew the Answer Was Yes?

			Consider this: advocating is asking, but with superpowers. This book will teach you how to access and effectively use those superpowers. I find that my coaching clients have two different, but equally problematic, hurdles they have to overcome in order to advocate. One group is reluctant to advocate for themselves at all. They want someone else to do it for them. If this is you, the Elegance chapter and the Hire Yourself exercise are going to be especially helpful as you begin. But the other group asks for what they want. They just don’t get it. And the reason for that is usually because they aren’t asking well. They’re demanding, whining, or implying. For those of you who can relate, the chapters on Perspective and Questions will be especially helpful.

			No matter what your hurdle, I’m here to help you leap over it. It’s time for you to start asking for what you want, and hearing “Yes,” over and over again.

			In this book I will share the ten tools of an advocate so that you can become your own best advocate. They are:
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			(Some of you may be wondering where Objections are. Objections are definitely one of the tools of an advocate, but they’re covered by the others. Words are one way to object and handle objections. Perspective and Questions are others. You need Credibility and Evidence to object and to overcome objections, and Argument is for handling objections when all else fails. But for those who want to go deeper into Objections, there’re three chapters on Objections in my first book, The Elegant Warrior. You can find those chapters and more on Objections at https://advocatetowin.com/.)

			You will learn how to use these tools with your Inner Jury and how to use them with your Outer Jury. Then you will discover that no matter what you ask for, the answer will be “Yes.”

			Do you want more money?

			Do you want better relationships?

			Do you want better boundaries, more respect, greater opportunities, better health, more magic?

			You can get all of this and more by advocating for it. Though, there is one more caveat. You’ve got to actually advocate. Many of the clients I coach think the answer to getting everything they want is manifesting. They create their vision boards and do their visualizations. They ask the Universe to have their back and give them what they want. But they don’t ask the person who can actually give it to them—their boss, their family members, their friends. It reminds me of a story.

			It’s the story of the man who is drowning in the ocean. He calls out to God.

			“Please help me! Save me from this storm!”

			Along comes a man in a rowboat, fighting the waves to get to him. When it finally reaches him, he turns to the rower.

			“No! I’m waiting for God to save me!”

			After fighting the waves for another hour, a motorboat appears in the distance. It approaches the man, and the woman driving urges him to hop in.

			“Nope! I’m manifesting being saved by God!”

			He continues to struggle and is losing strength and faith with each passing moment.

			Finally, along comes a helicopter, with a ladder hanging down to scoop him out of the salty water.

			“No! I know that God is going to save me.”

			The man dies. When he reaches heaven, he asks God why he wasn’t saved. And God responds,

			“I sent a rowboat, a motorboat, and a helicopter, you silly man!”

			Same goes for the Universe.

			If you’re asking for a raise, you won’t get it by asking the Universe. You’ve got to ask your boss. Looking for more respect or better boundaries with your partner? The Universe sent your partner for you to ask him/her. No matter what it is on your vision board, there’s probably a person who can give it to you. Chances are the Universe has set you up for success, with your jury ready and willing to give it to you. You’re on the brink of getting everything you want. But you’ve got to advocate for it.

			Hire Yourself

			If you’re uncomfortable with this idea, with asking a person instead of the Universe, try referring to yourself in the third person. That’s called an illeism, and it is powerful for advocating.

			When you look outside yourself for someone else to advocate for you, you’re giving away your power. But it’s completely normal to want the outside help. At some point every one of my legal clients has said to me, “I wish you could testify for me.” They know I have the training, the talent, and the experience to be an advocate, and they think I could do it better than them.

			Many of the people I coach do the same thing. They look outside themselves for an advocate every day.

			•“If I only had the right salesperson, my business would be booming.”

			•“When I find the right coach to tell me what to say and do, I’ll get the opportunities.”

			•“I need a partner to help me get investors and then I’ll be off to the races.”

			•“If my wife/husband would just know (fill in the need), our relationship would be better.”

			•“If
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