
From Chambers to Counsel Table: Mastering the Transition from Law Clerk to 
Practicing Attorney 

This panel will address the unique challenges and opportunities faced by law clerks as they 
transition from judicial chambers to practicing law. While clerkships develop excellent 
research, writing, and analytical skills, the shift to advocacy, client counseling, and firm or 
courtroom practice requires a distinct set of competencies. Attendees will walk away with 
practical guidance on how to leverage clerkship experience, build client relationships, 
develop litigation and transactional skills, and navigate professional expectations in law 
firms, government, and public interest practice. 
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From Chambers to Counsel 

Table

What No One Tells You 
About Becoming a 
Lawyer.
A live panel for early-career attorneys navigating the most important transition of 

their legal careers.

LIVE PANEL DISCUSSION INTERACTIVE FORMAT
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LET'S START HERE

Before We Begin 

No wrong answers. Raise your hand, be honest. This room is judgment-free.

Raise Your Hand If...

You feel fully prepared to practice law 

right now.

Raise Your Hand If...

You still catch yourself thinking like a 

clerk.

Raise Your Hand If...

You've already second-guessed a 

decision at work this week.
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YOUR MODERATOR

Alessandro Amato

Cornerstone Legal LLC

COO and Mediator 

Cara N. Anan, Esq.

Managing Attorney

Cornerstone Legal LLC
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MEET THE PANEL

Today's Panelists

Four attorneys. Four firms. Four distinct paths from the bench to practice.

Ariel S. Berkowitz, Esq.

O'Toole Scrivo, LLC

Dwayne A. Amos, Esq.

Kasowitz LLP

Jacob Kenter, Esq.

Waters, McPherson, McNeill, 

P.C.

Sean Pryzbylkowski, Esq.

Leonard Legal Group
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PANEL CREDENTIALS

From Chambers to Practice: Where We Started

Cara N. Anan

Hon. Richard W. English, P.J.F.P. (Ret.) — Monmouth County Superior Court

Ariel S. Berkowitz
Hon. Ellen Torregrossa-O'Connor, P.J.F.P. — Monmouth County Superior Court, Family Division

Hon. Ellen Torregrossa-O'Connor, J.A.D. — New Jersey Appellate Division

Dwayne A. Amos

Justice Anne M. Patterson — Associate Justice, Supreme Court of New Jersey

Hon. Ellen Torregrossa-O'Connor, J.S.C. — Monmouth County Superior Court, Criminal Division

Jacob Kenter

Hon. Jonathan A. Orsen, J.T.C. — New Jersey Tax Court

Sean Pryzbylkowski

Hon. Owen C. McCarthy, P.J.Cv. — Monmouth County Superior Court, Civil Division 
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SESSION FORMAT

How This Session Works

Practical 

Takeaways

Panel 

Reaction

Your 

Response

This isn't a lecture. You're not passive observers — you're participants. Every 

scenario starts with you, so come ready to engage, disagree, and think out loud.
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RAPID FIRE

30 Seconds Each: What Was the Hardest Part?

"What was the single hardest part of your transition from law clerk to practicing attorney?"

Cara Ariel Dwayne

Jacob Sean
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INTERACTIVE SCENARIO 1

Scenario 1: "Should I Settle?"

Your client calls in a panic. Trial is in two weeks. The other side just offered a number. They look at you and ask: "Should I settle?" What 

do you say — right now, in this moment?

Audience First

Raise your hand if you'd give a direct yes or no.

Raise your hand if you'd redirect to the facts.

Raise your hand if you'd say, "it depends."

Then the Panel

What did you actually do the first time this happened? Did you 

hedge? Did you lead? What do you wish you'd said?
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INTERACTIVE SCENARIO 2

Scenario 2: "What's Our Argument?"

You're in a partner's office. They've just finished briefing you on a case. They turn to you and say: "Okay — what's our argument?" The 

room goes quiet. They're waiting.

Audience First

Do you answer immediately with your best theory?

Do you ask clarifying questions first?

Do you say you need more time to research?

Then the Panel

What's the right move — and more importantly, what's the wrong

move that new attorneys make in this exact moment?
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INTERACTIVE SCENARIO 3

Scenario 3: "Am I Going to Win?"

Your client has been pouring money into this case for months. They sit across from you and ask directly: "Am I going to win?" They're 

emotional. They need an answer.

Audience First

Do you give a probability?

Do you explain the risks?

Do you say you can't know?

Then the Panel

How do you balance honesty with confidence? How do you protect 

the client relationship and set realistic expectations at the same 

time?
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THE CORE SHIFT

Clerk Thinking vs. Lawyer 

Thinking

Law Clerk

Neutral — you serve the court

Analyze — what does the law say?

Both sides — present all arguments

Perfectionism — research is never done

Time is flexible — opinions take weeks

Practicing Attorney

Advocate — you serve your client

Decide — what should we do?

Your side — win the argument

Good enough — clients need answers

Time is money — decisions happen now
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REAL TALK

What Shocked Us When We Got to Practice

No one warned us about these. Now we're warning you.

The Billing Pressure

Time is currency. Every six minutes counts, and clients notice — and 

push back — on every line item. It's relentless, and it starts Day One.

Client Expectations

Clients want certainty in an uncertain world. Managing emotions, 

timelines, and expectations is often harder than the legal work itself.

Deciding Without Certainty

You will never have all the information. You will make calls with 

incomplete facts — and that discomfort never fully goes away.

Time Pressure

Deadlines are hard. Court won't wait. Partners won't wait. Learning 

to think fast — not just think well — is the real skill.
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Q&A FOCUS

The Questions We Hear Most From New Attorneys

If you've asked any of these — you're in good company. The panel will tackle each one head-on.

How do I build confidence quickly?

Confidence isn't given — it's earned through reps. But there are shortcuts.

When should I ask for help?

Earlier than you think. The mistake most new attorneys make is waiting too long.

How do I stop overthinking?

Perfectionism was an asset as a clerk. In practice, it can be a liability.

How do I handle difficult clients?

Structure the relationship early. Most problems are set-up problems.

How do I become valuable quickly?

Be reliable, be decisive, and make your supervising attorney's life easier.
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LIGHTNING ROUND

Lightning Round: Fast Answers Only

First Time You Felt 
Unprepared

The moment the training wheels came 

off — what happened?

Biggest Early Mistake

The one you learned the most from. 

What was it?

When You First Felt 
Confident

The moment you realized — I actually 

know what I'm doing.
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TAKE THIS WITH YOU

The Practical Cheat Sheet

Strategy Over Perfection

A good plan executed now beats a perfect plan executed never. Move.

Think Like Your Client

They don't care about legal nuance. They care about outcomes, costs, and peace of mind.

Be Clear

Say what you mean. Use plain language. Ambiguity erodes trust — in every direction.

Don't Hide Behind "It Depends"

"It depends" is the beginning of the answer, not the answer. Finish the sentence.

Be Decisive

Clients hired a counselor, not a researcher. When they ask what to do — tell them.
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Clerkships teach you how 

judges think.

Your job now is to act 
on it.
You sat behind the bench long enough to understand what persuades, what falls 

flat, and what judges actually care about. That insight is your edge. Now go use 

it — at the counsel table, in the conference room, and in every conversation with 

a client who needs you to lead.

FROM CHAMBERS TO COUNSEL TABLE
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Questions?








