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Tips for Optimal Quality

Sound Quality
If you are listening via your computer speakers, please note that the quality 
of your sound will vary depending on the speed and quality of your internet 
connection.

If the sound quality is not satisfactory, you may listen via the phone: dial 
1-877-447-0294 and enter your Conference ID and PIN when prompted. 
Otherwise, please send us a chat or e-mail sound@straffordpub.com immediately 
so we can address the problem.

If you dialed in and have any difficulties during the call, press *0 for assistance.

Viewing Quality
To maximize your screen, press the ‘Full Screen’ symbol located on the bottom 
right of the slides. To exit full screen, press the Esc button.
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Continuing Education Credits

In order for us to process your continuing education credit, you must confirm your 
participation in this webinar by completing and submitting the Attendance 
Affirmation/Evaluation after the webinar. 

A link to the Attendance Affirmation/Evaluation will be in the thank you email 
that you will receive immediately following the program.

For additional information about continuing education, call us at 1-800-926-7926 
ext. 2.

FOR LIVE EVENT ONLY



If you have not printed the conference materials for this program, please 
complete the following steps:

• Click on the link to the PDF of the slides for today’s program, which is located 
to the right of the slides, just above the Q&A box.

• The PDF will open a separate tab/window.  Print the slides by clicking on the 
printer icon.

Recording our programs is not permitted. However, today's participants can 
order a recorded version of this event at a special attendee price. Please call 
Customer Service at 800-926-7926 ext.1 or visit Strafford’s website 
at www.straffordpub.com.
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● To establish emotional rapport
● Elicit pain strategy
● Convey that your unique identity is a truth-

seeker (wherever it leads)
● Form agreements  
● Hold the deponent to those agreements with 

compassion and, when appropriate, 
confrontation

OUTCOME OF A DEPOSITION



UNBLINDED Results Formula

SELF MASTERY

1) Why?

2) Physiology

3) Focus

4) Meaning

5) Limiting / Empowering Beliefs

6) Music

7) Content

8) 6 Human Needs, Values & Rules

9) Diet

10) Journaling

PROCESS MASTERY

1) Modeling

2) Time Blocking

3) The 3 Ms: Managing Through Measuring 
and Monitoring

4) Innovation and Optimization

INFLUENCE MASTERY





Who Is Sean Callagy?

● Two top 100 national 
jury verdict winner;

● Founder and owner of 
multi-million, 125 person 
law firm with offices in 
multiple states;

● Formed a 40 person law 
firm at the age of 28;

● Entrepreneur;
● National Speaker.





Who Is Michael Smikun?

● Relentless guardian with over a decade 
of litigation experience;

● co-created two of ALM’s TOP 100 
national jury verdicts; 

● Managing partner and leader of the the 
Business Litigation and National Trial 
group at Callagy Law;

● Co-managing  partner of the Innovation 
and Transaction group at Callagy Law.



THE ANATOMY OF A DEPOSITION

● Introduction and Instructions

● Why Are You Here?

● Exploration and establishing context

● Determining a baseline for truth-telling

● Confrontation



INTRODUCTION AND INSTRUCTIONS

This is your opportunity to set the ground rules for the 
deposition and begin the influence process.

Indispensable Elements of Influence Mastery:
Love with Boundaries, Congruence, Emotional Energetic 

Transportation

Energies:
Zeus and Aspirational



THE FOUR ENERGIES

●Zeus: Powerful/energetic. Primary Use: to decide, to choose, 
to disrupt, and to formulate agreement. 

●Goddess: Loving/compassionate/connected. Primary Use: to 
create and share love, to empathize, and to show your Level 
5 Listening.

●Aspirational: Emotional/ inspirational/ appealing. Primary 
Use: to inspire, create possibility, to appeal to a higher 
vibrational energy. 

●Fun: Light/humorous. Primary Use: to make others smile, 
create memories, and get a good laugh with people.



WHY ARE YOU HERE?

People will tell you what they want (and not want) to talk 
about if you ask them the right questions

Why questions are the most powerful questions

Indispensable Elements of Influence Mastery:
Power of Asking Questions, Level 5 Listening, 

Acknowledgement and Validation

Energies:
Goddess, Aspirational, and Fun



LEVEL 5 LISTENING

LEVEL 0, 1 and 2: (0) Abruptly changing the subject; (1) Hearing the words but 
taking it back to yourself in the same subject; (2) hearing the words and parroting 
back what they say.
LEVEL 3: Inferential Listening. Use all senses to gather information from verbal 
and non-verbal including the actual words; tone of voice; the inflection of the 
words, pauses, volume, and speed; and body positioning to infer what the speaker 
is actually communicating. Words used are only 7% of a message (e.g., I’m fine!).
LEVEL 4: Emotional Listening. Inferential Listening while inviting speaker to go 
deeper into their emotion to explore why they are saying it.
LEVEL 5: Transformational Listening. Inferential and Emotional Listening while 
also (1) understanding them better than they understand themselves and (2) 
having them feel seen, heard, and understood.



Take control of the conversation and begin asking 
questions that lead the deponent to the outcomes you set.

Know your outcomes and do not have prepared arranged 
questions. 

Having a list of questions shuts down your listening and 
causes you to focus on “the next question” rather than 
listening to what is being said (and what is not benign said).

Exploration and Establishing Context



DETERMINE A BASELINE FOR TRUTH-TELLING

If the deponent has a high base-line for truth-telling, 
acknowledge and validate their candor. 

If they do not, confront their lack of truth-telling 
directly with zeus energy. Then reward them (and 
condition truth-telling) when they begin to tell the 
truth by changing your energy to goddess, fun or 
aspirational.



● Confrontation. Confrontation is: (1) getting to truth (2) 
with integrity; (3) directly and without avoidance; and (4) to 
get to your outcome.

● Why do we confront? Achieve our outcomes, rapport 
building, apathy breaking, and truth.

● State Management. Change your physiology; change 
your state. For example, stand when speaking, clap 
hands, flex muscles, music, affirmations and incantations.

CONFRONTATION



● Know the outcome of the confront 
● Establish Emotional Rapport
● Be caring, empathetic and direct
● Set expectations clearly 
● Form clear agreement
● Focus on desired result
● do not focus on fear or discomfort
● Ask questions, especially “Why” questions

CONFRONTATION



● It is open-ended, and not closed-ended. 
● Simple and Direct. 
● Be Curious. Go deep and probe.
● Based on Level 5 Listening. The most powerful question 

should not be planned. 
● Get to Your Set Outcome. While planning your question 

is not effective, you should (read: must) set an outcome of 
getting to the answer or answers you desire. 

● Create Pain/Pleasure Dynamics. Pain when you breach 
our agreement – pleasure when you comply.

POWERFUL QUESTIONS/EXAMINATION



DEPOSITIONS: WHICH TOOL

Is it to get to truth? Use the Compassionate Cross. This 
takes into account that the person is a human being 
that faced a dilemma, reacted humanly, and it is 
alright to answer truthfully. Energy: Goddess/Fun.

Is it to lock-in testimony and avoid deviations? Use 
the Controlled Cross. Close-ended leading to a pre-
planned outcome. Energy: Zeus/Aspirational.



TIPS/DO’S/DON’TS

● Have outcomes.
● Level 5 Listen to everything that is being said (and what is 

not being said).
● Confront with Zeus/Aspirational. 
● Show compassion with Goddess/Fun.
● Ask Why Questions.



CONTACT INFORMATION

CALLAGY LAW
Michael J. Smikun, Esq.
Litigation Partner
Callagy Law, P.C.,
650 From Road, Suite 565
Paramus, NJ 07652
Tele: 201-261-1700, ext. 120
Email: msmikun@callagylaw.com

UNBLINDED
Sean Callagy
Web: www.unblindedmastery.com
Tele: 863-862-5463
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