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I. Mirror, Mirror, on the Wall 

a. Definition (psychological) 

“Mental disorder characterized by extreme self-absorption, an exaggerated sense 
of self-importance, and a need for attention and admiration from others. First 
identified by HAVELOCK ELLIS in 1898, the disorder is named for the mythological 
NARCISSUS, who fell in love with his own reflection. In addition to an inflated self-
image and addiction to fantasy, narcissism is characterized by an unusual coolness 
and composure, which is shaken only when the narcissistic confidence is 
threatened, and by the tendency to take others for granted or to exploit them.” 

In layperson’s terms, “narcissism” means an actual disorder: “Narcissistic 
Personality Disorder” (“NPD”). 

Narcissistic Personality Disorder is a Cluster B personality disorder.  People 
suffering from these types of disorders have difficulty regulating their emotions, 
experience difficulty in relationships, both personal and professional, and, behave 
in a way that others perceive as overly emotional, dramatic or erratic. 

There are four types of Cluster B personality disorders:  (1)  borderline personality 
disorder, (2) antisocial personality disorder, (3) histrionic personality disorder and 
(4) narcissistic personality disorder.



NOTE:  A certain amount of self-esteem and absorption, aka “normal” narcissism, 
is acceptable and can be actually productive. NPD is extreme self-absorption.
Accordingly, those with NPD often appear to have great self-esteem but, in reality 
they really do not.  They are hiding their massive insecurities at every turn. 

b. Signs that your Partner, Opposing Counsel, Client, or Witness has NPD 

1. Has a grandiose sense of self-importance, exaggerates achievements and 
talents and expects to be recognized as superior without commensurate 
achievements

2. Is preoccupied with fantasies of unlimited success, power, brilliance, 
beauty, or ideal love 

3. Believes that he or she is special and unique

4. Requires excessive admiration 

5. Has a very strong sense of entitlement  

6. Is exploitative of others

7. Lacks empathy

8. Is often envious of others or believes others are envious of him  

9. Regularly shows arrogant, haughty behaviors or attitudes

  (a)  Grandiosity:

  Grandiose Narcissism is a flamboyant, assertive, and interpersonally 
 dominant style. Like all narcissists, grandiose narcissists are more likely to attain 
 leadership positions, they have an inflated sense of self, are overconfident in 
 making decisions, and don’t seem to learn from their mistakes. 

  (b)  Arrogance and Haughtiness: 

  A haughty or arrogant person can be defined as one who acts as if they are  
 superior, more valuable or important than others and underestimates them. At the 
 same time, however, the arrogant person longs to be admired and respected for 
 their special qualities and great accomplishments. Arrogance implies a desire to 
 dominate and excessive confidence in one’s abilities, as well as seeing oneself as 
 worthy of success. 



  (c)  Preoccupation with Fantasies: 

  He is such a megalomaniac, that whatever he talks about, (whether it be
 work, family, possessions, health, achievements, etc.) he is always the one who is
 being celebrated, for he is the shining star within all of his, or anybody else’s 
 stories.  Any success another person has in his story is attributed to him; he is the 
 one who takes the responsibility for the success of his family, his home, his 
 company, his career because everybody else is undependable, incompetent, or 
 uncooperative.  

(d)  Lack of Empathy: 

They are cold, contemptuous, inconsiderate and tactless. 
 This lack of empathy is the base of many of their characteristics—pathological 
 lying, shallow emotions, chilling violence, shamelessness, egocentricity, lack of 
 remorse, deceitfulness, manipulation, etc.  Without the ability to experience real 
 emotional attachments, they have no sense of moral duty to anyone beyond their 
 own self-interests. Extraordinarily dangerous as the narcissist may not be 
 empathetic but completely understands that he must appear empathetic to achieve 
 his goals. 

(e)  Belief in Uniqueness: 

 All of us are unique individuals. Our physical characteristics,  our likes and 
 dislikes, our personal beliefs, whether we are spiritual  or not, our creativity, our 
 goals, our level of intelligence, etc.  The  narcissist believes that he is the only 
 person who is truly different. Narcissists believe they are unique or “special” and 
 can only be understood by other special people. What’s more, they are too good 
 for anything average or ordinary. They only want to associate and be 
 associated with other high-status people, places, and things. 

(f)  Sense of Entitlement: 

  Because they consider themselves special, narcissists expect favorable 
 treatment as their due. They truly believe that whatever they want, they should get. 
 They also expect the people around them to automatically comply with their every 
 wish and whim. That is the only value of other people. If you don’t anticipate and 
 meet their every need, then you’re useless. And if you have the nerve to defy their 
 will or “selfishly” ask for something in return, prepare yourself for aggression, 
 outrage, or the cold shoulder. 

  (g)  Exploitative: 

  Narcissists never develop the ability to identify with the feelings of others—
 to put themselves in other people’s shoes. In other words, they lack empathy. In 
 many ways, they view the people in their lives as objects—there to serve their 
 needs. As a consequence, they don’t think twice about taking advantage of others 



 to achieve their own ends. Sometimes this interpersonal exploitation is malicious, 
 but often it is simply oblivious. Narcissists simply don’t think about how their 
 behavior affects others. And if you point it out, they still won’t truly get it. The only 
 thing they understand is their own needs. 

(h)  Envy: 

  A narcissist’s pathological envy arises from their need to be the best, their 
 excessive sense of entitlement to being the center of attention at all times, with the 
 most fame, wealth, and status. Any threat to their grandiose delusions of grandeur 
 will result in a narcissistic injury, and inevitably, narcissistic rage. This is why 
 narcissists tend to be pompous critics, usually incapable of the same efforts they 
 criticize in others. The success of others evokes their pathological envy, reminding 
 them of what they lack and could never achieve themselves. As a result, they will 
 do anything and everything possible to minimize the accomplishments of those 
 who threaten their false sense of grandiosity and superiority. 

Narcissistic Injury:  “... vulnerability in self-esteem which   
  makes narcissistic people very sensitive to ‘injury’ from criticism   
  or defeat. Although they may not show it outwardly, criticism may haunt  
  these individuals and may leave them feeling humiliated, degraded, hollow 
  and empty. They react with disdain, rage, or defiant counterattack.”
  (Psychology  Today, 8/1/16) 

   Narcissistic Rage:   When admiration is blocked, for example by
  questioning a decision made by the narcissist, narcissistic rage can set in.
  Symptoms of rage may be mild and non-violent, such as displaying visible  
  irritation, vocal disagreement with the situation or head-shaking.  More  
  severe symptoms of narcissistic rage include outburst of physical violence,  
  directed at both objects and people, and vocal outrage.  (Psychologia.com) 

(i)  Excessive Need for Admiration:

  Being around a narcissist can be exhausting.  You must constantly feed their 
 ego and reassure their fragile sense of self-worth.  Narcissists will try to elicit 
 admiration from those around them by exuding a sense of superiority and an air of 
 being special, unique, and powerful.  And they can get quite upset when that feeling 
 of admiration is not forthcoming. Achieving high goals, being particularly 
 successful and powerful, is an attempt to feel better about themselves. The 
 admiration that comes with being superior, powerful and unique, is also a way of 
 getting validation from the outside world, of chasing away that lingering inner 
 sense of worthlessness that is so torturous for the narcissist. 

 c.  What the Narcissist Thinks of Himself/Herself: 



 Blameless, victorious, superior, right, harmed, victimized, intelligent, exemplary, 
perfect, balanced, peacemaker, truthful, happy, hard worker, popular and lucid
                 

 d.  What the Narcissist Thinks of You: 

 Guilty, defeated, inferior, wrong, hurtful, attacked, stupid, unworthy, flawed,                
psycho, instigator, liar, angry, lazy, hated and delusional 

Projection:  

 Whatever the narcissist thinks about himself he believes the exact opposite about 
you.  She will blame you for the very things that she is most guilty of doing to others. 

 e.  Categories of Narcissists: 

  (1)  CLASSIC  (a/k/a Grandiose, High-Functioning, Exhibitionist) 

  -- This is the “typical” narcissist most of us think of when we hear that word.  
They are attention seeking people who constantly brag about their accomplishments 
and are bored when hearing about yours.  They expect constant flattery and believe 
that they are entitled to special treatment because of their uniqueness.  These 
narcissists do not share the spotlight with others and get easily bored when the 
conversation is not about them.  Classic narcissists feel superior to others but, at the 
same time, are desperate to feel important. 

  (2)  VULNERABLE (a/k/a Fragile, Compensatory, Closet) 

  -- The vulnerable narcissist believes in his own superiority.  He actually 
despises the spotlight.  Instead of seeking special treatment, she will attach herself to 
“special” people.  These narcissists may seek pity from others in order to garner 
attention and will ingratiate others through excessive generosity to receive attention 
and admiration they need.  Like the Classic Narcissist, they are desperate to feel 
important while, at the same time, already perceive themselves as superior to others. 

  (3)  MALIGNANT (a/k/a/ Toxic) 

  -- This narcissist is often dangerous to others.  Commonly confused with 
sociopaths or psychopaths, the malignant narcissist is extraordinarily manipulative 
and exploitative.  They will use deceit and aggression to achieve their goals of control 
and domination.  This narcissist lacks remorse and may even enjoy watching others 
suffer.

 f.  Sub-Categories: 



  (1)  Covert v. Overt 
  (2)  Cerebral v. Somatic 
  (3)  Inverted 

 Covert v. Overt:

  Ask yourself, is the narcissist more out in the open with his methods or, is 
 she stealthy and secretive? 

Both covert and overt narcissists tend to put down those around them.  They 
continually brag about what they perceive as their achievements, real or otherwise.  
These narcissists constantly look for opportunities to take advantage of others or 
opportunities to get what they want.  The difference is that OVERT narcissists are open 
and obvious in their methods while COVERT narcissists are more passive-aggressive, 
tending to work behind the scenes. 

NOTE:  CLASSIC narcissists are always OVERT narcissists; VULNERABLE 
narcissists are always COVERT while MALIGNANT narcissists may be 
either  OVERT or COVERT

Cerebral v. Somatic:

 This sub-classification of narcissist defines what he/she values most in themselves 
and in others.  Neither the cerebral or somatic narcissist wants their partner to 
outshine them; because of this, they tend to chose partners who they believe make 
others jealous and may enhance their own status.  The cerebral and somatic narcissist 
are obsessed with having the world see what they possess, whether their beautiful 
spouse, flashy car or opulent house.  They see their partners as extensions of who they 
are and cannot tolerate coming in “second.” 

Cerebral narcissists are those types of individuals who claim to know everything.  
They honestly believe that they are the most intelligent person that they know.  This 
type of narcissist constantly takes over the conversation with stories of their 
accomplishments, power, status and possessions. 

Somatic narcissists are OBSESSED with outward appearance.  They may spend 
hours in the gym or in front of mirrors fixated by their bodies.  This type of narcissist 
values their outward look and youthful appearance.  

NOTE:  CLASSIC, VULNERABLE or MALIGNANT narcissists can be either 
somatic or cerebral narcissists

Inverted:



 This sub-classification describes a specific type of covert, vulnerable narcissist.  
Researchers have indicated that they are codependent as they are only satisfied when 
they are in relationships with other narcissists.  They latch onto other narcissists to 
feel special and often have suffered from abandonment issues in their childhood.  The 
inverted narcissist views himself as the victim of others.  Inverted narcissists feel 
unhappy and empty if they are not in relationships with other narcissists. 

 g.  Possible Causes of Narcissism 

 Nature and Heredity: 

Inherited characteristics may contribute to the formation of a narcissist 
(Excellent articles via the Mayoclininc.com and Psychologytoday.com) 

Nurture equals Parenting: 

(a)  THE PERFECTIIONIST/OVER-AUTHORITARIAN PARENT 

 Parenting styles that are overly authoritarian and perfectionist. This can damage a 
child’s self-esteem, putting them under constant pressure to meet unrealistic 
standards for performance. When this happens, the child may eventually retreat into 
narcissism, supporting his or her fragile ego with assumptions of infallibility and 
superiority.

  (b)  THE INCONSISTENT PARENT 

 Inconsistent parenting that veers back and forth between neglectful or critical and 
overly indulgent. Immersion in such an unpredictable environment can cause 
confusion and insecurity in a child. To bring clarity, they may don a cloak of narcissism 
to create a grand and important self-image. 

NOTE: Exposure to any type of physical, emotional, or sexual abuse in 
childhood from any source. This can include actions by parents or other adult 
caregivers, or excessive bullying or teasing by peers. If no therapeutic intervention to 
deal with the abuse is offered, the victim may adopt narcissistic attitudes to help 
suppress the traumatic memories and counteract their devastating effects. 

 g.  Ordinary People: 

 Everyday, ordinary people may be narcissistic and, by studying them, we can learn 
even more.



Narcissistic Personality Quiz 

Are you a narcissist?? If you are, then you do not care about taking an online test such 
as: www.psychcentral.com/quizzes/narcissistic-personality-quiz.com

Statistically, 6.2% of the general U.S. population has NPD. Lawyers bump that 
number up much more (approximately 10%).  

We’re #2! The following lists the professions with the most narcissists: 

1. CEOs

2. Lawyers

3. TV/Media personalities 

4. Salespersons

5. Surgeons

6. Journalists

7. Police officers 

8. Clergy

9. Chefs

10. Civil servants 

Dutton, Kevin. “The Wisdom of Psychopaths, What Saints, Spies and Serial 
Killers can Teach Us about Success.” 

Top infamous or famous narcissists (arguably), at differing levels, include: 

Adolf Hitler, Joseph Stalin, Joseph Mengele, O.J. Simpson, Ted Bundy, Pablo 
Picasso, Marilyn Manson, Edward Snowden, Paris Hilton, Steve Jobs, Elvis 
Presley, Barbara Streisand, Kurt Cobain, Donald Trump, Madonna, John Hinkley 
(attempted to assassinate President Ronald Reagan) and Brian Mitchell 
(kidnapper of Elizabeth Smart). 



Real-world examples (Lisa’s and Tina’s) 

One ex-spouse, two distant family members, Tina’s former dentist and a terrifying 
number of members of our esteemed profession. 

What Narcissists Think 

Very grandiose–very high sense of importance 

They are smarter than anyone else 

They can explain any discrepancy (provide a plausible alternative 
explanation) 

What Narcissists Need 

Attention

Control

Adulation

More attention 

To be forever right 

More attention 



How to Spot a Narcissist (6 Basic Characteristics) 

(1) The Blame Game 

He/she rarely takes responsibility for problems even when it is obvious 
that he/she is the cause. Instead, the narcissist will blame everyone else for 
all shortcomings, big or small. 

(2) Knock, Knock…Is Anyone Home? 

The narcissist expresses very little, if any, emotion, particularly during 
conflict with you. When you do express emotion, he “blames” you. Think 
of the qualified apology (“I’m sorry you feel that way, but…”) 

(3) The “Gone With the Wind” Syndrome

He or she drains you but, at the same time, thrives on your energy. You 
spend all of your time trying to understand where you went wrong, 
planning on how to “make it right,” rehearsing the apology you must make 
so as to keep the peace and, generally, making all the effort to keep the 
relationship alive. Think of poor Rhett Butler–so smitten with the fiery 
Scarlett O’Hara–he spends the entire Civil War chasing this Southern belle 
only to find he should have been careful for what he wished for! 

(4) Cha-Cha-Cha, The “Latin Lover” 

We all know the type:  This person is charming, flirtatious, a braggart, 
irresistible and thinks very highly of himself. Just ask him!  Think Don 
Juan and you know you are on to something! 

(5) Two and Half Men, aka It’s Time for Rehab… Again! 

This person is irresponsible with his finances, career, drinking, and/or 
keeping his home in order.  Charlie Sheen, anyone? 

(6) Dr. Jekyll & Mr. Hyde 

Incredibly endearing, infinitely charismatic until you say the “wrong” 
thing…the switch is pulled, the demon is loose, and you find yourself 
desperately trying to re-group. Walking on eggshells becomes a way of life. 

–Does this sound like anyone you know in the legal profession? 



II. “A Civil Action”– Narcissism Outside the Courtroom

The Narcissistic Lawyer 

(1) The need for the affirmation of success is so strong that the idea of losing 
is unbearable. They will therefore use the psychological defenses of 
“rationalization” and “denial.” 

Example:  the lawyer that intentionally misleads (even lies) if she 
believes that is the only way to win 

Narcissist lawyers truly do not believe they have done anything wrong. 
They are “justified” as they are working towards a higher purpose 
(serving their client, changing law, etc.) 

Machiavellian: “The End Justifies the Means” 

(2) Strategies to defeat 

Call them on the misrepresentations/lies with dispassion 

Document each and every communication with the opponent 

If in Court (or deposition) and the misrepresentation continues, be 
diligent in repeatedly correcting the record

Be suspicious! If he is being nice to you, he has a reason that you won’t 
like

Anticipate a flood of correspondence, pleadings, and confusing case 
strategies. Be ready with your responsive, previously written templates 
that you composed when you were calm

Do NOT lose your cool! It empowers the narcissist and deflates your 
effectiveness. Adhere to the 24-hour rule:  do not respond for 24 hours 

(3) Where narcissistic lawyers show their true personality disorder: taking a 
deposition 

The skill of defending a deposition involves, in part, learning the art of 
active listening, i.e., concentrating on the question and the answer 
thereby showing the witness and opposing lawyer that you are paying 



attention, that you know the rules, and that you are ready to step in if a 
question is objectionable or if the opposing lawyer acts contrary to the 
rules that govern conduct. It is crucial to be prepared for inappropriate 
and counterproductive behavior by the narcissistic lawyer, by knowing 
how to defend the deposition, including anticipating the most common 
objections that must be made when the lawyer misbehaves. Even if the 
narcissistic lawyer is subject to a protective order, he or she will most 
likely try to violate it, because, after all, the lawyer is much smarter than 
the judge who entered the order. 

Most of the time, defending a deposition involves knowing when, if, and 
how to make an objection. Objections must be made in a non-
suggestive, non-argumentative form. (FRCP 30). Objections must 
succinctly state the legal reason for the objection. For example, 
“Objection, vague,” “Objection, ambiguous,” “Objection, 
argumentative,” are proper objections. In some jurisdictions, objections 
must be made by merely saying “Objection, form.”

Objections that can assist the questioner in correcting a defect in the 
question must be made at the deposition or those objections are waived. 
The FRCP provide that all objections other than objections that must be 
made to correct a defect in the question are reserved until the deposition 
is sought to be used at a trial or hearing. Consequently, most of the time, 
you will be objecting to questions that are objectionable because of their 
form or objections to document foundation questions (which must also 
be made at the deposition.) In summary, objections that can assist the 
questioner in curing a defect in the question must be made at the 
deposition; otherwise they are waived. The following list, although not 
exhaustive, includes the most common objections. With the narcissistic 
lawyer on the other side, you will most likely invoke the bolded ones: 

1. Question is compound 

2. Question is complex 

3. Question contains vague terms 

4. Question contains ambiguous terms 

5. Question calls for speculation (guessing) 

6. Question asks for information beyond the qualifications of the 
witness (lack of foundation)

7. Question contains unfair characterization 



8. Question is argumentative 

9. Question asks for a legal conclusion 

10. Question asks for information protected by the doctrine of 
attorney work product.  Witness is requested not to answer

11. Question is duplicative and repetitious (asked and 
answered)

12. Question is misstating prior testimony 

13. Question assumes facts not in evidence 

14. Question is leading (if not an adverse or hostile witness) 

15. Question is an unfair characterization 

16. There is no showing of personal knowledge

17. Question contains improper standard of probability for expert 
opinion 

18. Question asks for unrelated information, which is 
privileged.

19. Expert witness is requested not to answer. 

20. Answer is not responsive (followed by a motion to strike by the 
interrogator)

21. (if a 30(b)(6) deposition):  Question is outside the scope of 
subject matter listed in the Notice 

Defending lawyers are permitted to instruct a witness not to answer a 
question only if the question calls for the witness to violate a valid 
privilege (generally the attorney-client and work-product privileges,) or if 
the question requires a witness to violate an order of a court. Other 
reasons why a witness should not answer a question, e.g., the question 
calls for confidential or proprietary information must be handled in 
advance of the deposition or counsel must agree that such questions will 
be answered subject to a Protective Order. 

Unfortunately, you must also anticipate that the narcissistic lawyer will 



attempt to play games with your client before the deposition even starts. 
In other words, you must protect the comfort of your client. The following 
provides a checklist of the narcissistic lawyer’s possible attempts to create 
an uncomfortable environment: 

1. Is the chair comfortable? Is it set too low to make the witness 
feel intimidated?

2. Has the lawyer provided refreshments? 

3. Is it too hot or cold? 

4. Is it noisy? 

5. Are there any other distractions, such as remodeling in the next 
room, people walking by, staring through the glass at the 
nervous witness, or the witness is facing the blinding sun 
through a window?

6. If the lawyer is videotaping the deposition: 

a. Is it a suitable background? 

b. Is there any problem with the lighting, including whether the 
lawyer attempted to make the lighting unflattering for the witness? 
Check the camera – actually look at the monitor. 

The questioning lawyer may not argue with, harass, embarrass or
oppress the witness. If such conduct occurs, you or even the witness 
herself may halt the deposition to seek judicial assistance or even leave. 
Even in the best circumstances, ending a deposition will likely lead to a 
motion for sanctions unless you make the record extremely clear. When 
you are dealing with a narcissistic lawyer, you must make the record 
excruciatingly clear. It also matters how you do it. You need to be 
CONFIDENT of your position. 

Be the voice of reason. Be brief, and think beforehand about what you will 
say, such as the following: 

1. I will not argue with you. 

2. You have our position.  It is not going to change. 

3. We’re here, I want to give you the opportunity to question this witness 
as is fair and appropriate.



4. I don’t want to end the deposition, but as noted, our position isn’t 
going to change.

5. You’ve made your record, I respectfully ask that you move on. 

6. If you persist in asking the same question over and over, you will leave 
me no choice but to adjourn.

7. We can avoid that if you will simply move on. 

8. (if a 30(b)(6) deposition):  You have continued to ask the following 
questions six times: … In the Notice, the subject matter of that question 
is not listed. My client therefore is not prepared to answer that 
question, nor is she required too. If you persist in asking that same 
question again, you will leave me no choice but to adjourn. 

The Narcissistic Client 

Statistically, 9% of the American population is afflicted with personality disorders 
as described in the DSM-V and rising. Chances are very good that you will come 
across such a client. These people are dangerous clients. They usually have 
completely unrealistic expectations about the value of their claims. For instance, 
in an employment wrongful discharge claim, the client may expect 
$5,000.000.00 in compensatory damages when she made $55,000.00 per year. 
(true story.) 

When seeking assistance from you, they will be cooperative and engaged- 
initially. Inevitably, things do not go well, and they will be the first to blame you, 
the judge, opposing counsel, the court clerk, the bailiff, and the other party. They 
“flip a switch” and will attack in a harsh and punitive way. They will NEVER take 
responsibility for their role in any problems or issues. If you simply point out 
their role in contributing to the problem, narcissistic clients will most likely 
respond angrily and then storm out of your office. You cannot quantify how much 
they despise criticism. It is unbearable to them. 

Your client, although he acts like he is superior to you, fears being exposed as 
unworthy and inferior. He wants–no, he needs–you to recognize him as someone 
who was forced into this lawsuit, because after all, he is so accomplished that he 
did absolutely nothing wrong to create the problem. 



1. Here’s what to look for: 

He is completely in the right and will refuse to see ANY negative aspects 
of his case.

If she has done something “wrong,” it is someone else’s fault. 

He will try desperately to convince you that he is in the right and, if that 
fails, will become extremely angry.

She will go to extremes to justify her actions. 

When he first explains his legal issue, it will sound confusing and 
complicated.  Something will just not sound right.

He will be very dramatic. 

She will be extremely demanding; after all, her case is of the highest 
priority.

He will appear to be educated in legalese and convince you he is on the 
same level as you. (“I was fired because my boss thought he was in loco 
parentis.” What?)

She will be supremely confident that she simply cannot lose – the trier of 
fact will, undoubtedly, see things completely from her perspective. 

–Unfortunately, this generally describes 99% of all clients, but the true 
narcissist will be easy to spot because, no matter what, you will be unable 
to convince him that his position is unreasonable. 



2. Here’s what to do: 

(1) DO NOT TAKE THIS CLIENT! NO MONEY WILL BE WORTH THE 
GUARANTEED HASSLE, ANXIETY, STRESS, AND INEVITABLE BAR 
COMPLAINT! BUT IF HE GETS PAST YOUR INTERVIEW, THEN:

(2) Be gentle. Understand that you cannot change the landscape so be 
supportive and win the client’s trust (as best as can be done). Even if you 
want to scream at him, you must treat him with the utmost courtesy and 
respect. These clients will not tolerate being unable to reach you quickly. 
He will extend his feelings of “specialness” to you. You must acquiesce to 
his view of your worthiness and high status, just don’t get caught up in his 
view. Discuss your successes with other, similar cases. He chose you, 
because you are “the best.” But remember, you are NOT better than he, but 
just as great. 

(3) Try and “put yourself in his shoes,” a.k.a. find common ground. Find 
common , his golf handicap exceeds yours). 

(4) The narcissistic client wants to elicit admiration from you. No doubt, he 
will regale you with tales of who he knows, how much money he makes, 
where he received his education and the like. Like a strong wind, this, too, 
shall blow over so let him chat away until he is satisfied that you are “truly” 
impressed. Most likely, you will feel irritated and resent being forced to be 
his audience. You will most likely become bored listening to his endless 
tales of accomplishment. You will want to dress him down a little. DON’T. 
He needs your approval. Once he gets it, he will most likely calm down and 
stop being so demanding. 

(5) “Involve” the narcissist in the “major” strategic decisions and, when 
appropriate, credit him/her for her “brilliant” idea. 

(6) The trap to avoid with this client is becoming demoralized. When trying to 
work with this person, you will most likely end up feeling incompetent and 
unworthy. No matter how skillful you are, you will fall short in the eyes of 
this client. Your feelings will most likely result from having to deal with the 
client, not from your actual work. Once you look at your work objectively, 
you will see that “it really is him, not you.”

(7) Go to extremes with documentation. Visualize every correspondence as a 
potential exhibit in a malpractice claim. 



THE ETHICAL TRIDENT 

3. Here’s what not to do: 

Narcissistic clients can make a lawyer’s determination to remain ethical a 
challenge. Because the narcissist will insist that her version of events is the 
correct one, the righteous one, she will not concede she may be wrong even 
when confronted with cold, hard facts. 

(a) It goes without saying:  despite the absolute insistence of the client, 
never, EVER misrepresent anything to the Court or opposing 
counsel.  Lawyers tend to forget that our first loyalty is to the Court. 
Give the client a copy of the Rules of Professional Responsibility to 
shift the “blame” for doing the right thing to another entity. 

(b) Despite her protestations, do NOT proceed with a strategy or a 
position which you know is wrong and is not in the best interest of 
your client. 

(c) Do not give in to the temptation of “forgetting” to include 
discoverable documents which are damaging to your client’s position. 
.



III. “Liar, Liar Featuring Jim Carrey” –Narcissism Inside the 
Courtroom

The Narcissistic Opposing Party (During a Trial) 

What to do (Strategies):  The goal here is to unravel/enrage the Narcissist so that 
he exposes himself for what he really is – out of control. 

A Narcissist cannot resist the attention he will get when testifying. The key 
here is to downplay his importance. It is inapposite to what you would think. 
Erode his “grandiosity:” 

Do not look him in the eye; rather, be dismissive – narcissists need to be 
validated. By not making direct (and, let’s face it, intimidating, eye contact), you 
are being dismissive of what they are saying and, most importantly, ignoring 
their very existence. Eventually, a true narcissist will “fight” for your attention 
and say and/or reveal something that he does not wish to and/or which goes 
against his interest. We call this the “Gotcha!” moment. Work hard to give the 
impression that whatever he is saying is unimportant and just plain boring. 

Imply or, if you can, state directly, that she is “normal” and not any better than 
anyone else.  For example, if you are dealing with a self-employed individual in a 
divorce matter and trying to uncover hidden income/assets, downplay his 
successfulness. Strongly suggest that, like everyone else in his particular 
business, he is are mediocre, average.  

Narcissists love to brag about how successful they are. Many times they own 
expensive cars (not Hondas), boats, toys of all shapes and sizes and take 
extravagant vacations. Be personable—if, for example, he drives a Mercedes C 
Class, ask him where he services his as your E Class is due for service soon. 

If a true narcissist is being challenged on his lack of income (in a support 
matter, for example), he will find it very difficult to keep up with his lies (i.e., I 
have no money to pay because business is bad). AGREE with him that his 
business IS bad—he will translate this as:  “She is saying that I’m not special; I’m 
like everyone else.” Casually mention a well-known competitor who is doing
well, then sit back and try to keep up with the sudden switch in gears when he 
starts bragging about how successful he really is, how much “better” he is at 
what he does and all the “toys” he can still buy. 

Prepare, prepare, prepare. It is not enough to suggest that a Narcissist is, in fact, 
a Narcissist—translation, that he is a class-A liar. You have to PROVE it with 



documents and inconsistencies with his testimony/ documents. This requires 
extensive Interrogatories and Requests for Production of Documents…then, an 
exhaustive cross-referencing which will reveal the “holes” in what has been 
provided, followed by two, three, maybe four Motions to Compel/Sanctions for 
failure to produce, more cross-referencing of subsequently provided documents 
for more “holes,” tons of migraine medication or yoga sessions so that your true 
frustration does not get the better of you, and, finally, that epic moment when 
you realize that you will NEVER have everything that you are entitled to but that 
you DO have enough to trip up his narcissistic butt!! 

Look for the things that don’t make sense. Challenge him. Confuse him with facts 
and indisputable documentation. Listen carefully to his “alternative 
explanations” as to why he is right–inevitably, this leads to even more important 
information. 

Remember, ALL narcissists expect that THEY will prevail as the world will always 
see things their way. Use this to your advantage as it is impossible for the 
Narcissist to say he is wrong. 

The Narcissistic Opposing Party (During a Deposition) 

It is essential that a lawyer understand the purposes of a deposition and some 
insider information that will help in taking (and defending) a successful 
deposition, especially when you are deposing a clever narcissist. Before you tackle 
seven, exhausting hours with a narcissist, you will need to understand the basic 
principles, reasons, and strategies of taking depositions. Otherwise, you will just 
be chasing your own tail. 

In every case, there are facts that you “do not know,” facts that you “do know”
and facts that you “think you know.” Assuming you have formulated a trial 
story and have developed a trial theme, you will need to gather facts that support 
the story and theme. The first purpose of a deposition is therefore to gather
information, that is, to accumulate facts that you do not know that support the 
trial story. Put another way, a primary purpose of a discovery deposition is to 
gather the facts that a witness (or party) has that are material to the case. You 
will use the facts that support your trial story and theme and deal with those that 
do not. Gathering ACCURATE information is the most difficult part of a 
deposition when dealing with a narcissist. 

It is essential to gather all of the facts a witness has, despite the narcissist’s game 
playing. Consider a witness’ knowledge as water going down a funnel. A funnel 
has a wide top and a narrow bottom. The questions at the top must be directed 
and wide enough to headline the topic for the witness and to invite the witness to 
reveal all he/she knows. As the funnel narrows, narrow the questions to address 



particular topics. Keep the witness talking with questions that invite the witness 
to talk. Those questions begin with the words “Who, What, When, Where, Why, 
Describe, Explain, How, Tell me…”

As you reach the bottom of the funnel, use the language of closure to exhaust 
the witness’ knowledge, to make sure you have squeezed every fact from the 
witness. Questions such as “Have you told me everything?” “Is that all there is?” 
“What else do you know?” “Is there anything else you…” force a witness to close 
the funnel, that is, to tell you that you have gathered all of the facts the witness 
possesses. 

The second purpose of a deposition is to make a record, that is, to have the 
witness confirm facts that you know to be true from other sources. Making a 
record requires a mastery of asking focused leading questions. All deposition 
questions must be short (five words or less) simple sentence questions. Short, 
simple sentence leading questions are the most powerful tools to make a record. 
Effective leading questions force a “yes” or “no” answer, contain one fact per 
question and include no “quibble words” (no adjectives or adverbs). For example, 
“You told the police officer you saw the accident?” is a leading question that 
contains only one fact, does not use a “quibble word” and demands a “yes”
answer. Deliver a series of leading questions to compel the witness to agree to the 
facts known to you that support your case. 

The third purpose of a deposition is to theory test, that is, to test the facts 
behind the trial story and theory. In other words, test what you think you 
know. Again, leading, simple sentence questions work most effectively. For 
example, if you think a witness saw not only the stop light change, but also saw 
the accident, you will ask, “You saw the light change?” Answer: “yes.” “And you 
also saw the Cadillac go through that red light?” Answer: “yes.” You have, 
therefore, tested (and proven) facts that you believed were true and have made a 
record of those facts with the deposition. 

Finally, there are two more purposes of a deposition. One is to test and evaluate
the witness as an effective (or weak) witness. The other is to test and evaluate 
your opponent as an effective (or weak) opponent. It is the middle part of the 
funnel that reveals a true narcissist. Those leading questions will enrage him. He 
wants to be the one in control, so when you ask him those leading questions, you
are the one in control, doing 90% of the talking, and he will not tolerate the lack 
of control and, from his perspective, lack of respect. 

Depositions can be used for many purposes, including trial testimony (if the 
witness becomes unavailable), can be used to impeach a witness with a prior 
inconsistent statement contained in the deposition if the witness changes the 
testimony at a trial or hearing, can be used to refresh recollection, can be offers of 
proof and as admissions of a party. Focusing on the five distinct purposes of 
depositions forces you to focus on the case in a more meaningful way, including 



controlling the narcissistic witness. 

The Narcissistic Witness: Using Witness 
Admonishments and Commitments for Control 

A. Admonitions:

With a “normal” witness, admonitions serve as a way to explain the deposition 
process, get the witness talking, and in some cases, setting up the witness for 
impeachment. In the case of a narcissistic witness, you will definitely be setting 
her up for impeachment. 

Admonitions are those questions that lawyers ask at the beginning of depositions 
such as:  “If you need to take a break, please let us know. I would just ask that you 
answer my question first, if such a question is pending.” Often, lawyers race 
through this laundry list of questions, turning the witness into a “Bobble head” 
doll. The witness, looking nervous and unsure, simply nods or answers yes to 
every single question. Later at trial, when the lawyer tries to impeach the witness 
with conflicting testimony from the deposition, the witness can credibly respond: 
“Well, I did say that at the deposition. But you were firing so many questions at 
me, I became confused and just answered “yes” to everything. I was very nervous. 
No one could remember to follow all of those instructions.” 

The following list presents common admonition questions: 

1. Have you ever been deposed before? What do you understand about your 
deposition? 

2. Please make sure that you speak up. Speaking up helps the reporter, but it 
also helps all of us get complete answers. 

3. The court reporter can only transcribe what you say, not what you do. That 
means that if you answer my question while nodding or shaking your 
head, she cannot take that information down. 

4. The court reporter can also not take down “uh-huhs” or “nuh-uhs,” so 
please answer “yes” or “no.” 

5. Please give full and complete information. 

6. If you don’t understand my question, please tell me, and I will rephrase 
the question. 



7. If you need to take a break, please tell us. 

8. If you need to take a break, please answer my question before you do so. 

9. Unless a matter is privileged, you may not confer with your counsel when a 
question is pending. I would ask you to answer the question first before 
speaking with her. 

10. If you remember something later after I have asked a question, feel free to 
tell me. 

11. If you think of any documents that will help you answer the question, 
please let me know, and I will make it accessible. If you have not provided 
the document, please tell your attorney, so she can supplement my 
discovery requests. 

12. Is there any reason why you could not give full, accurate, and complete 
answers to my questions? For instance, are there existing circumstances 
that are causing you to be unable to focus, such as family issues? 

13. While we are on the subject, I must ask you if you are taking any 
medications that will prevent you from giving full, accurate, and complete 
answers to my questions. 

14. I must also ask if you have consumed any alcohol since last night. 

B. Commitments:

When dealing with a narcissistic witness, you must take those admonitions 
further by using commitments. By committing the witness to his own testimony, 
you will increase your chances of impeaching the narcissist on the stand. 
Essentially, commitments result from the use of direct examination questions 
and “parroting.” In other words, instead of just asking the laundry list of 
questions above which are cross-examination questions, you make the statement, 
and then, using a direct examination question, you force the witness to “parrot 
back” what you said: 

“I ask that if you do not understand my question, please tell 
me, so that I may rephrase it.” “What will you do if you do 
not understand my question?”
“I will tell you so that you can rephrase it.” 

The narcissistic witness is not getting his answers from you. You are therefore not 
setting the rules, he is. He cannot simply agree with your statements. You 



therefore get a stronger commitment from the witness when he is making his 
own rules. When the witness sets out the terms, impeachment becomes easier 
because the jury will see that the witness broke his own rule. Jurors are more 
likely to find it fair to impeach a witness who set the terms by which he will be 
judged.  But if you dictate the terms, jurors are more likely to give the witness the 
benefit of the doubt. 

Your impeachment would be something like this: 

Do you remember being asked “What will you do if you don’t 
understand my question?” and didn’t you tell me “I’ll tell you 
I didn’t understand it and to rephrase it”? And then didn’t 
you say, and I quote from page 9 of the transcript, “If I am 
confused I’ll let you know”? 
Yes.

Using direct examination questions at the beginning of a deposition is an 
effective way to get the narcissistic witness talking, as well as to further commit 
him to potential impeachment. He will think that he is in control and will want to 
impress you with his great legal skills and will want to “teach you” how to take his 
deposition correctly: 

1. What do you think this deposition is about? 

2. Why do you think there is a court reporter here to record everything you 
and I and your lawyer say? 

3. What will you do if you don’t hear a question? 

4. What will you do if you don’t understand a question or are confused by it? 

5. Will you do your best to answer loud enough for everyone in the room to 
hear?

6. Is there anything on your mind that might make it difficult to concentrate 
on what you are being asked? 

7. Are you on any drugs or medications or alcohol that you think will 
interfere with your ability to answer my questions? 

8. Is there anything else you are aware of that would keep you from giving 
full, complete, and accurate answers to the questions here today? 

9. What will you do if I cut you off or interrupt your answer? 



10. What will you do if you need to look at a document to answer a question? 

11. What will you do if you realize an answer that you’ve given was wrong or 
inaccurate? Will you let us know right away? 

12. Here is a copy of the subpoena duces tecum for your deposition. It’s the 
request we made for documents and records related to your testimony. We 
will have it marked as an exhibit. Have you seen this before? What did you 
do to respond to it? 

13. Can you think of any reason why your testimony at trial would be different 
at trial than today? 

14. What have you done to help yourself remember what you are going to be 
testifying about today? 

15. Do you understand everything I’ve gone over so far? 

16. Do you have any questions before we get started?  

17. Finally, how long would you like to go before we take our first break? 

18. Would an hour and a half be okay with you? 

19. If you need to take one sooner than that, will you let me know? 

20.If you need something to drink or if you need to stretch while you are 
testifying, will you let us know? 

21. When the deposition is over, it may be typed up by the reporter into a 
transcript. If so, and you review it, will you let us know of any changes or 
corrections you would like to make to your testimony, along with your 
reasons for them? Do you have any questions about what I have just 
covered? 

Lay Witnesses 

As with the narcissistic client, they know what they saw, they know they are right, 
they know they are superior. 

The narcissist witness will NOT budge. 

If he is your witness, this could be problematic. Trying to “educate” a narcissist 
on the importance of demeanor is nearly impossible. 

BEST ADVICE:  Weigh the options of whether your case is really in need of such 



a witness. After all, many cases have been lost due to the “smugness” of one 
such as he. 

If she is your opponent’s witness, keep challenging her perceptions and/or 
memory. This will enrage a narcissist who will “dig her heels in” and, if all goes 
well, lose all credibility due to the strong appearance of arrogance. 

One of the toughest witnesses of all is the narcissistic Shakespearean actor. 
Instead of appearing smug, he looks distressed, sad, betrayed, hurt. He may 
even weep softly. Don’t hand him a tissue! He is acting. You must use the 
methods above to get him to lose control and show his coldness. 

Expert Witnesses 

If he is your witness, find another! You need to be able to elicit the testimony 
that you need without the blustering that many of these types of experts do. 

If she is the opponent’s witness, because of pre-trial discovery, dealing with her 
becomes a much easier endeavor. 

Be very attentive to the CV and check everything out thoroughly. No doubt, there 
will be instances of exaggeration which can be exploited. 

Be a junkyard dog:  tear into each line, each paragraph of their report and find 
inconsistencies–big or small, it doesn’t matter. Because the narcissist is pure 
perfection; any blemish you expose becomes a personal attack which she cannot 
tolerate.

The Narcissistic Juror 

Developing a strong emotional intelligence for voir dire, or jury de-selection, is 
the most important component. You must use your emotional component of your 
brain to converse with jurors in order to obtain information about their attitudes 
which are important to the case. The words “voir dire” mean “to speak the truth.” 
The successful trial lawyer develops a juror profile that profiles the good jurors 
and bad ones for liability and damages. The advocate analyzes the kinds of people 
who would, based upon the theme and theory of the case, make good jurors. This 
lawyer, after talking with, not interrogating, members of the jury panel, removes, 
or de-selects, those jurors who are not good jurors from the perspective of 
attitude.

The most important part of trial preparation is to analyze the attitudes that help 
and hurt your case. The advocate knows the attitudes that are helpful and those 
that are harmful. Those attitudes are then compared with the attitudes of the jury 
panel. Therefore, in an automobile accident case, the attitude “left turning drivers 



should always be extra careful and yield to oncoming traffic” is a good attitude for 
a plaintiff who was hurt by a left turning, non-yielding defendant. The attitude 
“people should never sue for money” is, however, not a good attitude for a 
personal injury plaintiff. This task can be challenging enough without facing the 
reality that at least 6.2% of your jury panel is composed of narcissists who can 
hide it and manipulate, charm, and generally present a persona quite different 
from their actual attitudes. 

The secret to a successful voir dire lies in persuading these potential jurors to 
share their attitudes. You must start by creating a comfortable atmosphere which 
encourages spontaneous expression. People do not share their innermost 
thoughts with strangers in public, unless they appear on Dr. Phil. Instead, people 
answer questions in the way they believe should be answered, not in ways that 
are necessarily 100% truthful. For example, asking “can you be fair and 
impartial” is guaranteed to get the answer “yes, I can be fair and impartial.” The 
honest answer to that question is actually “no, I cannot be fair and impartial 
because everyone has biases.” Potential jurors must therefore be encouraged, 
persuaded, and made comfortable enough to give to you their honest feelings. 
The following represents a checklist of what to do before the questioning: 

1. Appear at ease in the courtroom 

2. Avoid any social interactions with your opponents 

3. Be aware of the materials on your table 

4. Avoid displaying any negative social habits 

5. Be attentive to the judge’s ritualistic opening remarks 

6. Use a method comfortable to you to manage the names of jurors and the 
information you receive during the voir dire. Preparing forms for each 
individual usually works best. 

7. Begin with a mini opening statement. The opening statement will give the 
panel what they need to know. This is not the time for oratory or 
showmanship. Your introductory voir dire comments should send at least 
five messages to the jury: 1) you have confidence in your case and expect to 
win; 2) you believe your side is the true and just side; 3) you and your 
client want this trial;  4) you and your client are a team and the outcome 
matters deeply to both of you; and, 5) you are sensitive to each juror’s 
desire for privacy and you will respect and honor the individuals’ concerns 
during your questioning. 

Start asking them real questions about their interests. If possible, 
compliment them and establish a rapport. It is essential that you show 



friendliness and interest, because those people are also using their 
emotional IQ to assess you. Use the appropriate words. For example, talk 
from the perspective of “you,” not using the words “I and me.” Use simple 
words, not the legalese that they expect. The parties did not execute a 
document, they signed it, for example. Do not use “red flag” words such as 
“housewife.” Rise above shyness and fatigue by maintaining eye contact 
and a dynamic energy level. Realize that trust cannot be forced; rather, you 
must earn it. For instance, people do not respond well to cross-
examination. You must therefore ask open-ended questions. By also 
observing the jurors’ nonverbal communication, you can use an 
empathetic approach to get your answers. For example:  

“I sense some hesitation in your answer. It is absolutely okay to have some 
hesitations or reservations; I just need to know.” 

“Have you ever held a different view on this issue?” 

“How do you feel about people who sue other people?” 

Normally, we approach the voir dire as if everyone wants to be fair and 
open-minded; however, as we noted, at least 6.2% of your panel will be 
narcissists who only care about control, manipulation, self-
aggrandizement, and their own needs. So while you are conducting the 
voir dire, you must listen intently to the answers. Are there particular 
individuals who keep talking about themselves? Do they continue to relate 
what is being said to their own lives? Do they seem impatient? Do they 
seem excessively judgmental? Do they seem more annoyed then the usual 
jury panel members? Are they particularly loquacious and charming? 

On the other hand, as with any jury panel members, you must get the 
silent ones talking as well. The silent narcissists can be the real case killers. 
They may not reveal themselves; and if they get on that jury, they will not 
care about the attorneys, the parties, the case, or the judge. They will only 
focus on self-centered motives. For instance, if you represent the State and 
are prosecuting one of those serial killers, that juror may not want to 
convict him, because the killer will get all the attention that juror craves! 

If you cannot get them talking to reveal themselves, then you must intently 
watch their body language and eye contact. Ask the silent ones the most 
pressing questions to see if they will perhaps lose a little of their control 
and reveal their true selves. 



IV.  “Neutralizing the Narcissist” –Negotiation/Mediation 

Mediation and negotiation are useful tools that every lawyer can use to resolve 
conflicts.  Benefits of mediation for the client include less costly resolution to 
conflict as compared to the courtroom as well as the opportunity to present 
arguments without being handcuffed by the Rules of Evidence.  Successful 
mediation requires the attorney to master negotiation skills that can be 
challenging under normal conditions.  When parties and/or their attorneys suffer 
from NPD or any other personality disorder, the challenges facing the “sane” 
member of the group may seem insurmountable.

It is important to understand the basics of what is actually in motion when 
litigants and their attorneys are engaging in mediation and when attorneys are 
striving to resolve a conflict between their respective clients by negotiating a 
settlement.  All individuals are driven by ego.  Experts will tell you that a healthy 
ego is a good thing.  Our egos drive us to perform well and to feel an appropriate 
level of self-worth.  A less noble motivation we all have is to save face.  According 
to Anita Brill in Psychology Today, saving face is the desire or the strategy to 
avoid humiliation or embarrassment, to maintain dignity and/or to preserve 
reputation. Put simply, most people take the conflict personally and the outcome 
of the mediation as a reflection of who they are. 

How it Works:  Successful mediation begins with what has been called I.D.R. by 
Elizabeth Bader in an article on the website, Mediate.com.   

IDR Cycle:  “I” is for Inflation:  inflating the ego of the narcissist to garner trust 
and to permit the narcissist to feel important and valued.  As we all know by now, 
soothing the savage beast by making him feel comfortable is the way to open the 
door for success. 

“D” is for Deflation (like “Deflate-gate”):  carefully deflating the ego of the 
narcissist and guiding him to start re-thinking his position.  This is when she will 
start to understand that her goals may not all be attainable during mediation 

Realistic Resolution:  the idea that, once the narcissist is deflated, he/she is more 
open to realistic resolution of the problem(s).  This is the ultimate goal of 
mediation and negotiation—a resolution that is reasonable and can be 
realistically obtained 

A simple overview of the I.D.R. cycle is as follows.  

Parties enter  negotiations full of overconfident dreams and expectations, and 
these dreams and hopes are linked in their minds with the sense of who they are. 
Unfortunately, their expectations rarely coincide with what is actually possible. 



After all, the other side also has an agenda. As a result, there is inevitably a 
period of disappointment and deflation once negotiations begin in earnest.

Realistic resolution of the dispute, then, often coincides with parties’ recovering 
from their sense of injured pride and disappointment. Along the way, they must 
let go of their identification with their preferred resolution of the conflict and, 
implicitly, their sense of who they are in relationship to it.

Inflation:

An open effort to project a sense of confidence both in their cases and in 
themselves (“I am a winner!”; “I am tough,” etc.),
Completely overestimate the strength of their case,
Unwilling or unable to face adverse facts or law, or
Deny their own vulnerability, including their vulnerability in the litigation. 

Deflation:

TYPICALLY BEGINS WITH THE FIRST OFFER OR COUNTEROFFER 

Importance of Spotting Deflation:

Most critical part of negotiations and mediations—this is the “make it or 
break it” moment 

 B.  Each  is testing the other’s resolve: 

• Who will walk away first?  

• How locked into their position are they really?



• Can I change his/her mind?   

• Am I overplaying my position and risking it all? 

Strategies

When deflation is spotted there are things that you can try to keep the 
negotiations moving forward: 

1. Above all, be respectful. Do not be tempted to call out the other side when 
you see your opponent’s vulnerability.  This is a sure-fire way to sabotage 
any possible resolution 

2. Encourage objectivity.  Try to get the other side to recognize that we all 
need to look at things as objectively as possible.  Do not threaten or try to 
intimidate; focus on staying calm and rational 

3. Encourage reality.  Calmly remind the opponent that you/your client are 
willing to resolve the issues and remain open to discussions that are 
grounded in reality 

Evaluate everyone’s opinions and positi some of 
your demands which may be unreal opponent.  
Open up the possibility of re-evaluatin final and 
fair resolution



V. “The Good Wife”– Narcissism in the Workplace 

The Narcissistic Employer/Employee 

A. Recognize that it “ain’t gonna change” 

B. There are things you can do: 

1. As to the Employee (Co-worker): 

Narcissists like to be associated with higher status people. Make sure that 
you keep your distance but stay alert for “back stabbing.” 

Quietly demonstrate them that you, too, are wired into people at the top by 
communicating to the narcissist that your actions are directly supported 
by your boss and identify the boss/partner by name. 

Protect your other attorneys and support staff. Narcissists often step 
forward to claim the glory when things go well so make sure that you know 
who really deserves credit. As part of this, design incentives that reward 
teamwork and cooperation rather than individual work. 

Manage the Narcissist’s emotional blind spot. Egomaniacs lack empathy. 
They are so caught up in their own world that it doesn’t occur to them to 
consider your feelings or viewpoints. It’s a huge blind spot. You must put 
your own feelings on the table, if you choose to do so. Just be smart about 
sharing feelings with a narcissist. Brace yourself for the guilt trips and 
disparaging criticism that narcissists often dole out when others explain 
how they feel. 

Document, document, document…enough said. 

2. As to the Employer: 

Before assuming that your Employer is a narcissist, remember the office 
dynamics:  she is your boss. Dealing with people is difficult. Your work 
reflects upon her, not just upon you. Right away, that means that criticism 
goes with the business of being a boss. You may think that she is a jerk, but 
that does not make her a narcissist. If her opinion makes you better at 
what you do, then it can be a good thing. A “normal” boss wants you to 
succeed. She will encourage and guide you by giving you useful feedback. 
She “critiques,” meaning she will be constructive.  She does not “criticize.” 



On the other hand, narcissistic bosses frequently rise to the top (remember 
our #1 slot – CEOs). They get there by intense self-promotion. And once 
they are there, they will charm you. You will feel like the only person in the 
room, only to be annihilated or ignored if you do something “wrong.” 
There is the difference:  the “normal” boss critiques you to make YOU 
better at what you do. The narcissistic boss does so to do what is good for 
HIM. A true narcissistic boss is emotionally ruthless, will never admit 
wrongdoing, and will destroy you, if he ever thinks that you are better than 
he.

You must protect yourself. 

(a) Accept that narcissists are generally not good team players. This is 
because, in their minds, there are few people, if any, whom they 
consider their equals. If you do have to put them on a team, place 
them on one with people whom they admire and consider high 
status. 

(b) Stick to the rules. Narcissists are likely to push you for special 
favors and to ask you to bend the rules for them. Make sure you do 
not cave in to their demands. 

(c) Give them options. Beneath their bluster, narcissistic people fear 
being left out of the loop. They crave control. It is far better to offer 
them options to choose from, rather than feeding them ready-made 
decisions. They will tear other people’s decisions to shreds. Giving 
them options helps them feel respected and in control. It also 
prevents nasty hissy fits. 

(d) Again, documentation is KEY. Be sure that each and every 
transgression is documented in accordance with your company’s 
disciplinary procedures/handbooks. Do NOT skip a single step or, 
down the road, you may never shake this parasite! 



VI. “They Aren’t All Bad” – What We Can Take From Them

The narcissist’s main view of life is: “I am a winner! You are lucky to have me!” 
Clients will often “buy into” his own description of his intelligence and abilities, 
because they respect his confidence. Since he has an expensive car, speaks with 
such authority, and wears beautiful suits, he must be very skilled and successful. 
Instead of dismissing his inauthenticity and super ego, though, we could consider 
softening some of the tools in the narcissist’s kit to enable our own success: 
fearlessness, mindfulness, charm, focus, tenacity, mental toughness, and even 
ruthlessness. We need to ask ourselves the questions that narcissists never have 
to answer: 

1. Do we value what we have to offer to our clients and to the practice of law? 

2. Are we teaching clients to respect our skills and our time? 



VII. Examples of Criminal and Civil Cases that Discuss 
Narcissism 

United States v. Mitchell, 706 F.Supp.2d 1148 (D. Utah 2010)(kidnapped 
Elizabeth Smart) 

United States v. Hinkley, 407 F.Supp.2d 248 (D.D.C. 2005) (tried to 
assassinate President Ronald Reagan) 

Disciplinary Counsel v. Parker, 876 N.E.2d 556 (Ohio 2007) 

W.G. v. New York City Dept. of Educ., 801 F.Supp.2d 142 (S.D.N.Y. 2011) 

State ex rel. C.M.M. v. T.P.M., 957 So.2d 330 (La. App. 2nd Cir. 2007) 

Zink v. State, 278 S.W.3d 170 (Mo. 2009) 

State v. Ross, 873 A.2d 131 (Conn. 2005) 

In re Care and Treatment of Franklin, 247 P.3d 234 (Kan. App. 2011) 

State v. Tucker, 160 P.3d 177 (Ariz. 2007) 

In re Doe, 2005 WL 2358355 (Conn. Super. 2005) 



VIII. “…But He’s Got a Killer Personality” – Your Neighborhood 
Serial Killer Narcissists

9 traits of Narcissism (need at least 5 to be considered a narcissist): 

1. Grandiosity
2. Arrogant and domineering 
3. Preoccupation with success and power 
4. Lacks empathy 
5. Belief in uniqueness 
6. Sense of entitlement 
7. Exploitative 
8. Envious of others 
9. Excessive need for admiration 

~~~~~~~~~~~~~~~

1. JOHN EMIL LIST 

In the fall of 1971, John Emil List lived with his wife, three children and his 
mother in a 19-room Victorian Mansion in Westfield, New Jersey, a small affluent 
community 15 miles from New York City. A mediocre accountant, List struggled 
to maintain steady employment and preserve the prosperous lifestyle that his 
wife expected. As the bills mounted, so did List’s determination to free himself 
from those who had “ruined” his life and caused him such great distress over his 
financial situation. 

On November 9, 1971, List ate breakfast with his children (Patricia–16; John, 
Jr.–15 and Frederick–13), told them good-bye and watched his children leave for 
the school bus.  His wife came downstairs for her morning coffee and, as she 
stood in the kitchen with her back to her husband, List fired one bullet into the 
back of his wife’s head.  He then calmly walked upstairs to the third floor 
apartment where his mother, 85-year-old Alma, lived and murdered his mother.
List brought the bodies into the formal living room, carefully cleaned up the 
blood and calmly sat down for lunch. He then wrote letters to his children’s 
schools indicating that the family would be out-of-state for an extended period of 
time, dropped off the notes, went to the bank to withdraw money then returned 
home to wait for his children. Patricia arrived first and, as she turned her back, 
List fired a single bullet into her head. He repeated his actions that morning by 
cleaning up and laying his daughter in the living room near her mother. The next 
to arrive was young Fredrick who suffered a similar fate as his sister. The last to 
arrive was 15 -year-old John Jr. who, as later indicated by the coroner, 



unsuccessfully fought for his life. After List was satisfied that he had cleaned the 
area completely, he retired for the night later telling the police that he had slept 
better that night than ever before. List escaped to Colorado where he assumed 
another name, remarried until he was featured on “America’s Most Wanted” in 
1989. Eleven days later he was arrested and subsequently convicted of all five 
murders.

This is what John E. List said to the Court on the day of his sentencing: 

I am truly sorry for the tragedy that happened in 1971. And 
I feel that due to the mental state I was in at the time I was 
unaccountable.

Indication of his narcissistic characteristics: 

1. Arrogance
2. Preoccupation with success 
3. Lack of empathy 
4. Sense of entitlement 
5. Exploitative 

Tidbits:

1. Frank Bender and statue 

2. After the murders, investigators determined that the grand glass ceiling in 
the living room where List laid the bodies was made by Tiffany’s and worth 
thousands of dollars. 

2. ARTHUR MORGAN, III 

Also from New Jersey, Morgan was found guilty of murdering his two-year-old 
daughter, Tierra, in 2011. After drowning his little girl, Morgan drove to a friend’s 
house where he had a few drinks and, the next day, boarded a train for San Diego, 
California. He was later captured, tried and convicted. 

At his May 28, 2014, sentencing hearing, he apologized to Tierra’s mother for the 
breakdown of their relationship. Morgan did NOT apologize for killing their 
daughter.  He stated: 

I want to say I’m sorry for the deterioration of what I 
thought was a beautiful friendship between the two of us 
that blossomed into a daughter. For anybody that was truly 
affected by this, I hope we can all heal from the situation, 



knowing that Tierra is in a better place. 

Not to waste too much time on the heinous act he had committed, Morgan 
continued by voicing his complaints about the media coverage of the crime.  The 
newspaper pictures did not capture the “real him”. Instead, he was depicted as 
angry or inappropriately happy during the trial. 

He then expressed regret at wearing his designer label clothes instead of more 
modest attire to court as reporters made numerous, ongoing negative comments 
about the murderer. 

He completed his offensive diatribe by boldly noting that, before he murdered his 
daughter, he had been an excellent father! To sum up, he was the victim in this 
story and not his poor child who was tossed over a bridge strapped to her car 
seat.

Indication of his narcissistic characteristics: 

1. Grandiosity 
2. Arrogance
3. Lack of empathy 
4. Sense of entitlement 
5. Exploitative 

3. JEFFREY MacDONALD 

Captain Jeffrey MacDonald, a gifted doctor, was stationed at Fort Bragg where he 
resided on base with his pregnant wife, Colette, and two young daughters, Kimmy 
and Kristen. By all accounts a doting husband and father, MacDonald alleged to 
have fallen victim to a home invasion in the early morning hours of February 17, 
1970. According to the young doctor, he was asleep on his couch when abruptly 
awoken by three men and a blonde-haired woman who was wearing a “floppy 
hat.” holding a lit candle and chanting, “Acid is groovy. Kill the pigs.” Although 
his entire family–five-year-old, Kimberly, two-year-old Kristin and his pregnant 
wife, Colette—were savagely stabbed and beaten to death, MacDonald suffered 
relatively minor injuries. 

Investigators quickly determined that MacDonald had murdered his family. 
Several factors (too many to mention) contributed to their conclusion, including 
the powerful similarity between the MacDonald murders and those committed at 
the direction of Charles Manson six months earlier. As with the slaughter of 
movie actress, Sharon Tate, and coffee heiress, Abigail Folger, by the Manson 
family, the word “Pig” was written in Colette’s blood in the MacDonald residence. 
Both murders were committed by “hippies” and appeared to have no apparent 



motive. In short, they were the result of pure evil. 

MacDonald’s initial interview with investigators further solidified their belief in 
MacDonald’s guilt. Taken from the interview transcripts which are available on 
line, he said: 

MacDonald: When I woke up, the first thing I thought of 
was -- you know, I’m ashamed to say -- myself-- I mean, 
when I woke up, I said, “I’m going into shock” … I went into 
the bedroom and then I saw my wife. I remember as I got 
up -- I was lying there and I was thinking, “Christ, I’m 
going into shock.” And -- see, that’s the first thing that hits -- 
hits me when I was chilling. 

You know, my teeth were actually -- literally chattering. 

Investigators continued pressing MacDonald for details and, upon confronting 
MacDonald with their suspicions that he had staged the crime scene and he the 
real killer, MacDonald’s veneer begins to wear off quickly. 

Investigator: …This whole thing here was staged. 

MacDonald: That’s a pretty powerful statement. Changes 
things around, doesn’t it? 

MacDonald’s arrogance and sarcasm (1) 

MacDonald: And you’d like to help me. Right?  

Investigator: No, I’m not going to tell you I want to help 
you.

MacDonald: You have the soft approach and he has the 
hard. Basic intelligence. 

Investigator:  Basic intelligence, okay. You don’t want to 
hear what have to say?

MacDonald: Sure, I am very interested. 

MacDonald’s arrogance and sarcasm (2) 

MacDonald: How was I supposed to have gotten these 
wounds? 

Investigator: You could get these wounds, at least the 
ones you had -- the puncture -- you could have done it 



yourself. 

MacDonald: A couple of blows on the head and a lot of little 
puncture wounds, and a little cut on the abdomen and a 
couple of stab marks in the arm and -- and a puncture wound 
in the lung. 

Investigator: That’s the one. 

MacDonald: That’s reasonable, or I paid someone. That’s 
the other one. Well, I don’t know what you men want me to 
say. I don’t have much to lose, do I? I lost everything else. 
You men are making an awful lot out of this on circumstan-
tial evidence. It can probably be explained, I can tell you 
that.

(MacDonald’s Arrogance/Exploitation/Manipulation) 

Investigator:  What kind of a man are you, Captain? You 
say we don’t know much about you, what kind of a man are 
you?

MacDonald:  Well, I’m bright, aggressive. I work hard, 
and I had a terrific family, and I loved my wife very much, 
and this is the most asinine thing I’ve ever heard in my 
whole life. Seems almost as bad as the next morning, 
thinking about this and thinking it was a dream. Jesus 
Christ!

You can ask any patient I’ve ever treated. I go way out of 
my way. I’ve spent my whole, you know, my whole medical 
career -- it isn’t that long -- but to date I’ve never had a 
problem with a patient. Always gone out of my way; 
always worked extra hours; always helped people. 

I loved my wife more than any couple I know. I’ve never 
known a couple that was as happy as our family, and you 
come up with this shit.

Goddamn it. (Crying) 

You couldn’t have asked one friend. You didn’t even talk to 
some of them. You made appointments and never showed 
up.

Goddamn it, how do you come up with this that? 



We even had plans for a farm in Connecticut.  

(Pause)

(Crying.) Well, that’s load of bullshit, I tell you. Goddamn it. 

Investigator:  During an investigation, we have to look at 
the circumstantial evidence, the real evidence. 

MacDonald:  What -- what -- no one ever had as good a 
life as I had. What the hell would I try to wreck it for? 
Christ, I was a doctor. 

Jesus, I had a beautiful wife who loved me and two kids 
who were great. We were just over all the hard things. It 
just doesn’t -- it just doesn’t make any sense. (Crying.) 

(Pause)

Well, what do we do now? 

Indication of his narcissistic characteristics: 

1. Grandiosity 
2. Arrogance
3. Preoccupation with success and power 
4. Lack of empathy 
5. Sense of entitlement 
6. Exploitative 
7. Excessive need for admiration 

Tidbits: 

1. The author, Joe McGinnis, was hired by Jeffrey MacDonald to tell 
MacDonald’s side of the story. After researching and interviewing all 
involved with this case, McGinnis ended up writing the book, “Fatal 
Vision,” a New York Bestseller and movie. McGinnis ultimately concluded 
that MacDonald was guilty. 

2. The Army refused to court martial MacDonald. Colette’s stepfather, 
initially supported MacDonald but after reading the transcript from the 
investigation, later believed that his son-in-law was guilty. He fought for 
over a decade to have MacDonald prosecuted. 



4. THOMAS J. CAPANO 

On June 27, 1996, in Wilmington, Delaware, a beautiful young woman named 
Anne Marie Fahey went missing. Scheduling secretary to former Governor 
Thomas Carper, Anne Marie had been dating the former Deputy Attorney 
General of the State of Delaware, Thomas J. Capano. 

Capano, a respected and powerful attorney, was the eldest of four brothers from 
an extremely prominent and wealthy family. The Capanos were real estate 
developers and operated one of the largest building companies on the eastern 
seaboard. Multimillionaires, they traveled in social circles most of us could never 
imagine. In short, Thomas J. Capano had it all. 

After she was reported missing, investigators quickly discovered that Capano was 
the last person to see Anne Marie alive. Upon searching her apartment, a journal 
was discovered whereby she had described him as controlling, manipulative and 
arrogant; her last entry indicated that she had broken off her relationship with 
Capano. Police detectives immediately arrived at Capano’s residence where, upon 
being questioned, he admitted that he had seen Anne Marie earlier but insisted 
that he had driven her home after their dinner date. Yet, something did not sit 
right with the experienced investigators. They quietly began interviewing those 
who were close to him. Police soon learned from Capano’s maid who had not 
been in his home for over a week that upon her return to the residence, merely 
two days after Anne Marie went missing, Capano had replaced carpeting in the 
living room and disposed of the living room couch. Armed with a search warrant, 
investigators found two tiny blood spots in Capano’s home and a receipt for a 
large cooler – the type often used by fishermen. However, the blood spots were 
unable to be matched to Anne Marie as no one knew where she was. Not enough 
evidence to indict Capano, he remained free and continued with his lavish 
lifestyle.

A year later, it was discovered that Anne Marie had donated blood to a local blood 
bank approximately one month before her death. 

Investigators were unable to retrieve her blood as, after it had been separated 
into plasma and red blood cells, the plasma had already been shipped to Europe. 
Fortunately, police were able to intercept the plasma and, upon being tested by 
the FBI lab, a positive match was made. Still not satisfied, the prosecutors 
refused to file charges. Only upon arresting one of Capano’s brothers and striking 
a plea deal, did police learn what had happened. 

Following dinner the night before she disappeared, Capano’s brother, Gerry, was 
ordered by Capano to help him move the large cooler into a truck and drive to the 
New Jersey shore. They loaded the cooler onto a boat, drove 50 miles out to sea 
and, after weighing it with anchors, dropped the cooler into the Atlantic Ocean.
Because it would not sink, after shooting the cooler with a rifle without any 



further luck, Capano removed the body from the cooler, wrapped a body with the 
anchor chains and threw it into the ocean. His brother did not see the body but 
did see a woman’s foot and calf as it sank into the water. Following Capano’s 
arrest, a fisherman contacted police and, after showing them a cooler he had 
found, investigators determined that the serial number on the receipt they had 
found in Capano’s house matched the cooler found by the fisherman. Capano was 
found guilty and sentenced to death. At his sentencing hearing, Capano rambled 
for 45 minutes about the injustice done to him. (He died in 2008 of a sudden 
heart attack). 

Indication of his narcissistic characteristics: 

1. Grandiosity 
2. Arrogance
3. Preoccupation with success and power 
4. Lack of empathy 
5. Sense of entitlement 
6. Exploitative 
7. Excessive need for admiration 

Tidbits: 

1. Blood bank donation of Anne (1) month prior to her murder 
(parents deceased; sibling match not good enough 

2. First time in Delaware state history that a murder conviction was 
obtained without a body 

5. DREW PETERSON 

A retired Bolingbrook, Illinois, police sergeant, Peterson was convicted in 2012 of 
killing his third wife, Kathleen Savio. Initially determined by the coroner to be an 
accidental drowning, Peterson escaped responsibility until his fourth wife, Stacy 
Peterson, suddenly went missing on October 28, 2007. Claiming that Stacy had 
called him and suddenly announced that she was leaving with another man, 
police became immediately suspicious of Peterson after family members and 
neighbors were interviewed. All stated that Stacy, who was a stay-at-home mom, 
would never have left her two young children behind. Adding to their suspicions 
was the neighbor who witnessed Peterson and another man carrying a large, blue 
metal drum from the home. Stacy’s disappearance prompted authorities to 
exhume the body of Kathleen Savio. 

By mid-November of 2007, just two weeks after Stacy’s disappearance, Peterson 
was gaining national attention due to his love for the media and what most 



people considered to be his inappropriate comments and general jolly demeanor. 
On November 14, 2007, Peterson was interviewed by Matt Lauer of the Today
Show.  When questioned about his constant contact with the media, Peterson 
said:

I think dealing with them, in such a manner of humor, was 
the way I was able to cope with it all, he admitted. It’s kind 
of comical. I have fun with it. I’ll go out somewhere and I’ll 
be recognized and it’s just like, I think my, my personality’s 
gone from sinister to celebrity. 

When asked about the death of wife three (Kathleen Savio): His first concern, he 
said, was for their children. 

I got them out of there as quickly as possible after it 
happened. They went back for their things and it was kind 
of emotional but it was kind of like, what can you do?  Life 
goes on. 

As for whether he was surprised that a mother would consider abandoning her 
children, he said, 

“Stuff happens. Mothers kill their kids. Mothers kill their 
spouses. Mothers do strange things.” 

Indication of narcissistic characteristics: 

1. Grandiosity 
2. Arrogance
3. Lack of empathy 
4. Sense of entitlement 
5. Excessive need for admiration 

Tidbits:

1. Stacey Peterson (Wife #4) remains missing. 

2. The Bolingbrook Police Pension Board met on April 24, 2015, to decide if 
Peterson should lose his pension ($79,000.00) for killing Kathleen Savio 
(Wife #3). The narrow standard to be applied is:  whether Peterson used 
his law enforcement skills or powers when murdering his estranged wife. 
According to Peterson’s attorney, drowning victims is not a skill taught at 
the Academy.



3. In February 2015, Peterson was charged with hiring a hit man to kill the 
prosecutor who successfully obtained his conviction in the Savio case. 
According to the Pension Board, hiring a hit man to murder your nemesis 
is not a consideration as to whether Peterson should lose his pension. 

4. Peterson’s trial attorneys became embroiled in litigation following 
Peterson’s conviction. Peterson’s lead counsel, Joel Brodsky, filed a 
defamation action against co-counsel. As both aired their dirty laundry, 
questions arose regarding whether Brodsky was more interested in 
publicity than in presenting a vigorous defense. Jurors interviewed after 
Peterson’s conviction indicated that, until Brodsky called the victim’s 
former divorce attorney to the stand, they would have acquitted Peterson. 
The suit was eventually dropped by Brodsky. 

Narcissistic Personality Disorder is, by no means, one that is attributed solely to 
men (although 90% of those with NPD are male). The following are two well-
known cases involving women who, because of narcissism and other underlying 
mental disorders, committed the most heinous crimes. 

6. BETTY BRODERICK 

“Hell hath no fury as a woman scorned”, English poet William Congreve wrote in 
the 16th century. Perhaps no other case illustrates this better than that of 
Elisabeth “Betty” Broderick. 



Married to Dan Broderick in 1969 following their college graduation, Betty 
worked hard so that her husband could attend medical school. After obtaining his 
degree, he was enrolled at Harvard Law School. The children kept coming as 
Betty continued to support her husband’s new law practice. The payoff came in 
the early 1980s when Dan became an extremely successful medical malpractice 
attorney in Southern California. Sixteen years into their marriage, the Brodericks 
were now living the good life–a huge home, two country club memberships, a 
condo in California and vacations in Europe, just to name a few. 

Dan soon hired a legal assistant, Linda Kolkena, a young, former airline 
attendant for Delta. Betty soon suspected that Dan was having an affair with 
Linda, which he continually denied. The evidence kept mounting, however, with 
friends reporting that Dan was being seen all over town with a “cute blonde.” The 
parties soon separated with Betty moving into a beautiful home by the ocean with 
their four children.  As time passed, Betty decided to send the children to live 
with their father in an attempt to “teach him a lesson.” However, when this back-
fired, her rage grew. 

Dan and Linda quickly became open with their relationship further enraging 
Betty. Linda moved into the Broderick home, Dan filed for divorce and things 
quickly escalated. Betty admitted to entering the former marital residence and 
spraying black paint all over the walls. She left foul messages on his answering 
machine accusing Dan of various transgressions. When her actions failed to 
satisfy her need to punish Dan, Betty drove her truck into the front of his home. 
As expected, Dan filed for divorce causing Betty to spiral even more downward 
and resort to tormenting her soon-to-be-ex-husband. She accused Dan of using 
his power as an attorney to keep her from obtaining competent counsel. The 
telephone messages and irrational behavior escalated as she convinced herself 
that $ 9,000 per month in support payments (which subsequently increased to 
$16,000 per month) was insufficient to maintain the lifestyle she had earned 
through her marriage to Dan. Following the divorce, Betty became extremely 
depressed–most especially after learning that Dan and Linda were to be married. 
In the early morning hours of November 5, 1989, using her daughter’s house key, 
Betty entered the Broderick residence, climbed quietly up the stairs and entered 
the master bedroom. Finding Dan and Linda asleep, she fired two bullets into 
Linda and then shot Dan multiple times. When Dan tried to reach for the 
telephone by his bedside to call 911, she ripped the telephone cord out of the wall 
and calmly walked out of the home. 

As with Drew Peterson, she courted the media claiming that Dan Broderick had 
literally driven her into a rage. At trial, Betty maintained that she had been the 
victim. She alleged that Dan would penalize her for her outbursts sometimes 
deducting hundreds of dollars from her support payments. Following two trials 
(the first ended in a hung jury), Betty Broderick was convicted of two counts of 
second degree murder and sentenced to consecutive sentences of 15 years to life.  
Although the mental health expert for the defense indicated that she was 
“depressed,” the prosecution’s expert labeled Betty Broderick as a narcissist. 



Broderick has been denied parole as she continues to portray herself as being the 
victim and has not expressed any remorse. 

Indication of narcissistic characteristics: 

1. Grandiosity 
2. Arrogance
3. Preoccupation with success and power 
4. Lack of empathy 
5. Sense of entitlement 
6. Exploitative 
7. Envious of others 

Tidbits: 

1. Using an inflation calculator, $ 16,000 in 1990 would be approximately 
$ 30,000 in 2017. 

2. At Broderick’s parole hearing in 2010, her four children were divided 
2/2 as to whether they should support her request for parole. 

3. Several books and TV dramas have been made regarding this story; 
Meredith Baxter Birney (mother in “Family Ties”) played Broderick in 
“A Woman Scorned” 

7. SUSAN SMITH 

On October 25, 1994, police in Union, South Carolina (approximately 40 miles 
from Columbia, South Carolina), received a frantic telephone call from Smith. 
She stated that while stopped at an intersection she was accosted by an African-
American male and held at knifepoint. Her two sons, Michael (age 3) and Alex 
(age 14 months) were in her vehicle when the alleged perpetrator drove away. 

For the next ten days, Smith and her estranged husband appeared on local and 
national news as Smith pleaded for the safe return of her children. However, local 
authorities and the FBI were not convinced of Smith’s story. During that time 
they grilled her on her story, exposing the numerous inconsistencies. She failed a 
polygraph but steadfastly maintained that the non-descript man she described 
had kidnapped her children. Finally, worn down by authorities and their 
relentless pursuit for a confession, Smith admitted on November 3, 1994, that she 
had strapped her children to their car seats, drove down an access road and, after 
exiting her vehicle, allowed her car to travel down the boat ramp into John D. 
Long Lake with her children–helpless–still in their car seats. 



Smith was immediately arrested and quickly became a national pariah as the true 
story of her sons’ demise became public. 

Prosecutors claimed that Smith murdered her children as her very wealthy 
boyfriend had indicated their relationship had to end as she had children. Smith’s 
attorneys argued that she had suffered abuse at the hands of her step-father, was 
depressed and had intended to commit suicide on the day her children were 
drowned. She was convicted and sentenced to life imprisonment. 

Indication of narcissistic characteristics: 

1. Grandiosity 
2. Arrogant and domineering 
3. Lacks empathy 
4. Sense of entitlement 
5. Exploitative 
6. Preoccupation with success and power 

Tidbits: 

1. Smith’s exploits incited racial tension. 

2. Since being imprisoned, Smith is less than a model prisoner. 

Twice she has been caught having sexual relations with two separate 
correctional officers and has unsuccessfully attempted suicide on one 
occasion. 

3. In 1996, only two years after the murders, a family came to John D. Long 
Lake to pay their respects to Michael and Alex at a shrine that had been 
erected after Smith’s arrest. They were driving a van that had transmission 
problems.  Sadly, the van rolled down the same boat ramp into the water 
causing the deaths of four children and two adults. 
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NARCISSISTS AMONG US
Unveiling the Psychopaths



DEFINITION



CLUSTER B PERSONALITY DISORDER

FOUR TYPES OF CLUSTER B 
PERSONALITY DISORDERS

BORDERLINE PERSONALITY DISORDER

ANTISOCIAL PERSONALITY DISORDER

HISTRIONIC PERSONALITY DISORDER

NARCISSITIC PERSONALITY DISORDER 



--Grandiose sense of self-importance
--Arrogant, haughty behavior or attitudes
--Preoccupation with fantasies of unlimited 
success/power/brilliance/beauty/ideal love
--Lack of empathy
--Belief in uniqueness
--Sense of entitlement (to special treatment) 
--Exploitative of others
--Envious of others/belief that one is the object of 
envy
--Excessive need for admiration



GRANDIOSITY

ARROGANCE, HAUGHTINESS



PREOCCUPATION WITH FANTASIES

LACK OF EMPATHY



BELIEF IN UNIQUENESS

SENSE OF ENTITLEMENT



EXPLOITATIVE

ENVY





EXCESSIVE NEED FOR ADMIRATION







CLASSIC







OVERT
vs.

COVERT



SOMATIC
vs.

CEREBRAL

INVERTED



NATURE = 
HEREDITY

Inherited 
characteristics may 
render one prone to 
becoming a narcissist



NURTURE = PARENTS

Exposure to any type of physical, emotional, or
sexual abuse in childhood from any source. This
can include actions by parents or other adult
caregivers, or excessive bullying or teasing by
peers. If no therapeutic intervention to deal
with the abuse is offered, the victim may adopt
narcissistic attitudes to help suppress the
traumatic memories and counteract their
devastating effects.







WHAT ABOUT
THE 

CHILDREN?



JOHN LIST LETTER



THE GREAT ESCAPE

LIST 
WANTED 
POSTER 



BENDER’S STATUE



TOGETHER, 
SIDE-BY-
SIDE



Convicted of all five murders, List said the following at
his sentencing hearing:

“I am truly sorry for the tragedy that happened in 
1971.  And I feel that, due to the mental state I was in at 

the time, I was unaccountable.”



Indication of Narcissism

ARROGANCE

PREOCCUPATION WITH SUCCESS/POWER

LACK OF EMPATHY

SENSE OF ENTITLEMENT

EXPLOITATIVE



Type of Narcissist

VULNERABLE

COVERT

CEREBRAL

VULNERABLE

COVERT

CEREBRAL



AREN’T I SOMETHING



“IF NARCISSISTS WERE 
RELIGIOUS, THEY 
WOULD WORSHIP 
THEMSELVES.” 

G
R
A
N
D
I
O
S
E

NO EMPATHY

EXPLOITATIVE



TAKE THE TEST!!

www.psychcentral.com/quizzes/narcissistic-personality-quiz.com





WE’RE NUMBER TWO!!!  
WE’RE NUMBER TWO!!!



QUERY….

WHO SHOULD BE NUMBER 11??



PICK A NUMBER…

FROM 1 45…





THE BLAME GAME

ALSO KNOWN AS… 

I’LL TAKE “It’s not MY 
fault” for $ 200, Alex



HELL HATH NO FURY



THE STORY…





Indication of Narcissism
GRANDIOSITY

ARROGANCE

PREOCCUPATION WITH SUCCESS/POWER

LACK OF EMPATHY

SENSE OF ENTITLEMENT

EXPLOITATIVE

ENVIOUS 0F OTHERS



Type of Narcissist

VULNERABLE

COVERT

CEREBRAL

CLASSIC 
(GRANDIOSE)

OVERT

CEREBRAL





1939 Oscar Winner: “Gone With the Wind”









MEET 
THOMAS 

J. 
CAPANO, 
ESQUIRE



June 27, 1996

Anne Marie Fahey

Evidence 
Surfaces



A Juror Speaks…

His opportunity to redeem himself…



Indication of Narcissism
GRANDIOSITY

ARROGANCE

PREOCCUPATION WITH SUCCESS/POWER

LACK OF EMPATHY

SENSE OF ENTITLEMENT

EXPLOITATIVE

EXCESSIVE NEED FOR ADMIRATION

Type of Narcissist

VULNERABLE

COVERT

CEREBRAL

CLASSIC 
(GRANDIOSE)

OVERT

CEREBRAL





BEWARE!!

LAWYER IN THE HOUSE 

THE ENDS JUSTIFY THE MEANS



Intentionally misleading
and justified in doing so



DERAILMENT



WHEN YOU 
(I) SCREW UP



DEFENDING 

A 

DEPOSITION

BEFORE IT STARTS: 
COMFORT AND SAFETY



O.C.G.A. § 9-11-309(a)
Depositions may be taken, without special permission of the
court, after the commencement of an action, if taken within
the period of discovery provided by the Uniform Rules or
otherwise allowed by the court.

CAVEAT: TThe Uniform Rules provide that discovery, including
depositions, may be pursued only during the "discovery
period," which begins upon the filing of an answer by the
Defendant, and continues for a period of six months



O.C.G.A. § 9-11-309(b)(1)  (Notice)
A party who desires to take a deposition of any person, including a party, upon
oral examination, is required to give reasonable notice in writing to every other
party to the action.
If a notice of deposition is deficient or defective in some respect, the opposing
party must promptly notify the party giving the notice of such defect or the
defect or error is deemed waived. All errors and irregularities in the notice for
taking a deposition are waived unless written objection is promptly served upon
the party giving the notice.

CAVEAT: Absent a waiver by the witness, a deposition is inadmissible unless
the officer before whom the deposition was taken notifies the witness that the
transcript or recording is available for examination and signature.

O.C.G.A. § 9-11-30(b)(6)
(Organization)

A party may, in the party's notice, name as the deponent a public or private
corporation or a partnership or association or a governmental agency and
designate with reasonable particularity the matters on which examination is
requested. The organization so named must designate one or more officers,
directors, or managing agents, or other persons who consent to testify on its
behalf, and may set forth, for each person designated, the matters on which the
person will testify. The persons so designated must testify as to matters known
or reasonably available to the organization.



O.C.G.A. § 9-11-26(b)(1)
(Objections)

Generally, discovery may be had regarding any matter, not
privileged, which is relevant to the subject matter involved in the
pending action, whether it relates to the claim or defense of the
party seeking the discovery or to the claim or defense of any other
party. It is not objectionable that the information sought will be
inadmissible at trial if the information sought appears reasonably
calculated to lead to the discovery of other evidence which is
admissible. Thus, discovery of information within this proper scope
may be compelled, even though such evidence might be
inadmissible at trial.

O.C.G.A. § 9-11-26(b)(3)
(Objections)

Objections to the competency of a witness or to the competency, relevancy, or
materiality of testimony are not waived by failing to make them before or during
the taking of the deposition, unless the ground of the objection is one which
might have been alleviated or removed if presented at that time.

Objections to errors or irregularities occurring at the oral examination as to the
manner of taking the deposition, the form of questions or answers, the oath or
affirmation of the witness, or the conduct of the parties, or any other errors which
might be obviated, removed, or cured if promptly presented are waived unless
seasonably made at the taking of the deposition.





3 LITTLE WORDS:

WHAT TO DO?

O.C.G.A. § 9-11-30(d)
Motion to Terminate or Limit Deposition:

Must show the examination is being conducted in bad faith in
such manner as to unreasonably annoy, embarrass, or oppress
the deponent or party.



Calm and Sure
I WILL NOT ARGUE WITH YOU.

YOU HAVE OUR POSITION.  NOT CHANGING.

WE’RE HERE, I WANT TO GIVE YOU A CHANCE.

I DON’T WANT TO END THE DEPOSITION, BUT…

YOU’VE MADE YOUR RECORD, I ASK YOU TO….

IF YOU PERSIST ASKING THE SAME QUESTION OVER…

30(b)(6): IN THE NOTICE, THIS MATTER ISN’T LISTED…



VIDEOTAPED DEPOSITIONS

1. Question is compound

2. Question is complex

3. Question contains vague terms

4. Question contains ambiguous terms

5. Question calls for speculation (guessing)

6. Question asks for information beyond the qualifications of the
witness (lack of foundation)

7. Question contains unfair characterization

8. Question is argumentative

9. Question asks for a legal conclusion

10.Question asks for information protected by the doctrine of
attorney work product. Witness is requested not to answer



11.Question is duplicative and repetitious (asked and answered)

12.Question is misstating prior testimony

13.Question assumes facts not in evidence

14.Question is leading (if not an adverse or hostile witness)

15.Question is an unfair characterization

16.There is no showing of personal knowledge

17.Question contains improper standard of probability for expert opinion

18.Question asks for unrelated information, which is privileged. Expert
witness is requested not to answer.

19.Answer is not responsive (followed by a motion to strike by the interrogator)

20.(if a 30(b)(b) deposition: Question is outside the scope of subject matter
listed in the Notice.)

THE 
NARCISSISTIC

CLIENT



WHAT TO LOOK FOR…







STRATEGIES

THE ETHICAL TRIDENT



FORGET

PROCEED WITH
STRATEGY

DREW PETERSON



THE STORY…



AS FOR WIFE NUMBER 3…

THE INTERVIEW CONTINUES…



BUT, THERE’S MORE…



VICTIM?  YOU DECIDE.

NARCISSIST HIRES NARCISSISTS



EXHIBITS A,B, AND C
(CHECK OUT “D”)



Indication of Narcissism
GRANDIOSITY

ARROGANCE

PREOCCUPATION WITH SUCCESS/POWER

LACK OF EMPATHY

SENSE OF ENTITLEMENT

EXPLOITATIVE

EXCESSIVE NEED FOR ADMIRATION

Type of Narcissist

VULNERABLE

COVERT

CEREBRAL

CLASSIC 
(GRANDIOSE)

OVERT

CEREBRAL



MEDIATION, 
NEGOTIATION and 

the DIFFICULT 
OPPONENT

CAN IT BE DONE EFFECTIVELY?

WHAT MAKES THEM TICK?



HOW IT WORKS…

I. D. R.    CYCLE



REALISTIC RESOLUTION

THE CYCLE BEGINS





INFLATION = OVERCONFIDENCE

THE SIGNS:
An open effort to project a sense of confidence both in their 
cases and in themselves (“I am a winner!”; “I am tough,” etc.), 
Completely overestimate the strength of their case, 
Unwilling or unable to face adverse facts or law, or 
Deny their own vulnerability, including their vulnerability in the 
litigation. 

EXAMPLES OF INFLATION



DEFLATION

EAR PULLING AS A STRATEGY



DEFLATION



COOKING AS A STRATEGY



IMPORTANCE 
OF SPOTTING 
DEFLATION

Most critical part 
of negotiations 
and mediations
Each side is 

testing the other’s 
resolve 

EXAMPLE OF DEFLATION



How DEFLATION is Used

WHEN IT WORKS



WHEN IT DOESN’T



STRATEGIES



THE 
NARCISSTIC
OPPONENT



CROSS-EXAMINATION

WHAT TO EXPECT FROM THE 
NARCISSISTIC OPPONENT



BASIC STRATEGIES

BE DISMISSIVE—
Do NOT look him in the eye and validate his testimony. This

drives the narcissist crazy as they will continue to fight for your
attention and your approval

IMPLY/STATE THAT THE OPPONENT IS “NORMAL”—
Downplay his success, strongly suggest that he is mediocre and 

just like everyone else

PREPARE, PREPARE, PREPARE!

CROSS-EXAMINATION



INTELLIGENCE DOES NOT MATTER

CROSS-EXAMINATION



PRE-TRIAL IS KEY

Extensive discovery

Exhaustive cross-referencing

Facts vs. Documentation (Challenge him!)

Listen to the “new” explanations and be prepared to 
address

Know that you will NEVER catch everything

OVER PREPARATION



GRANDIOSITY

STRATEGIES



STRATEGIES

Preparation



TRUST IN YOUR JURORS

IMPORTANCE OF DEPOSITIONS FOR 
TRIAL

THINGS YOU KNOW
THINGS YOU DO NOT KNOW
THINGS YOU THINK YOU KNOW 

GATHER ALL FACTS POSSIBLE



PURPOSES OF DEPOSITIONS

GATHER ALL FACTS NO MATTER HOW SMALL

MAKE A SOLID RECORD
--Leading questions are most effective
--Make questions short and to the point

TEST AND EVALUATE
--Is the witness weak or effective?
--Is opposing counsel on her toes?

ADMONITIONS   and 
COMMITMENTS



ADMONITIONS

Questions/instructions at the beginning of the 
deposition

Many lawyers rip through these—BAD IDEA

Must always lock witness in, especially the narcissist

COMMON ADMONITIONS



COMMITMENTS
These are a MUST when dealing with the narcissist so that he may not 
take advantage later

This is when admonitions are taken a step further,…

HOW IT’S DONE

You use direct examination questions and parroting

Example:

“If I ask you a question and you do not understand me, 
please tell me so that I may rephrase my question until you 
do understand. What will you do if you do not understand 
my question?”



TOP OF THE FUNNEL = BROAD/WIDE

BOTTOM OF THE FUNNEL = NARROW

WHO, WHAT, WHEN, WHERE, WHY…
DESCRIBE, EXPLAIN TO ME, TELL ME HOW…



IM“PEACH”MENT OF THE NARC

LAY WITNESSES



THE EXPERT…



EXPERTS

THE OPPONENT’S EXPERT

DISCOVERY EXPERT REPORT



NARCISSISM IN THE WORKPLACE

WE ARE FAMILY







STRATEGIES



GUESS WHAT??







TEAM PLAYERS??



STRATEGIES





ON THE FLIP SIDE…



WHAT WE CAN 
LEARN…

WHAT WE CAN 
LEARN…



WHAT WE CAN 
LEARN…





Examples of Narcissism
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