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************ 

 

So, how do you protect your clients’ interests and prepare them for the surprises ahead? At the 

same time, how do you prepare yourself for a more rigorous interview and ones that cross the line, 

while also knowing when to withdraw from a case without prejudicing your client and getting 

sued? In this article, we aim to provide you with some useful guidance based on real-life 

experiences of an employment, asylum, family, and deportation practitioner’s perspective. We 

hope that our suggested solutions help prepare you for the tough road ahead. 

 

It’s a brave new world in immigration interviews since President Trump took the helm. Adjustment 

interviews for employment cases, last in/first out asylum interviews coming down the pipeline, 

potential implementation of the new 90-day U.S. Department of State (DOS) fraud rule, increased 

scrutiny of cases across the board, and anxious clients influenced by what they are hearing on the 

news and fear of doing the wrong thing in this new atmosphere are making the immigration 

lawyer’s job more challenging than ever. Saying immigration lawyers need to extensively prep 
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their clients prior to interviews is an understatement with the twists and turns they could expect to 

encounter while in the field at some of these interviews. 
 

BEST PRACTICES FOR ATTORNEY/CLIENT INTERVIEW FROM INTAKE TO 

PREPARATION 

 

The initial client intake is when you are likely meeting a potential client for the first time. What 

happens during this meeting can set the tone for the entire relationship. This time should not be 

used just to obtain a new client, but also to see if they have a legitimate case you want to take. 

When meeting a couple intent on filing a marriage case it is best to temporarily put on your 

“examiner’s cap” to see if they seem like a legitimate couple.  
 

▪ Pay attention to not only the information prospective clients provide, but also their body 

language and interaction with each other. If you are not 100 percent convinced they’re 

a couple and they vehemently maintain they are you can even separate them and 

conduct a mini Stokes interview to see how they stand up to the questioning that may 

come.  

 

If after meeting a couple you are willing to represent them, the next step is to review the entire 

process in detail, including all steps involved and potential timeframes. It is important to do this 

up front to best manage expectations concerning the timing of filing, interview scheduling and 

potential approval. It is also important at this time to determine if they will likely be an immediate 

relative or conditional resident upon interview in order to best gauge timeframes.  

 

After reviewing the process with the couple, the next step before finalizing the attorney client 

relationship and setting the fees is to problem spot any potential issue and how it may affect the 

application and work involved. This is not the time to sugarcoat these matters as the U.S. 

Citizenship and Immigration Services (USCIS) examiner who will interview them certainly will 

not. During initial intake of a marriage, case, for example, it’s crucial to question prospective 

clients in detail, covering issues including any:  

 

▪ Arrests or outstanding legal issues 

▪ Prior immigration violations including if they have been in deportation or in front of 

an Immigration Judge 

▪ Prior marriages and if any prior marriages resulted in the filing of an earlier petition; 

▪ Entry dates (ALL) and how exactly they entered (don’t just take “illegally” as an 

answer without more; often clients don’t know what that can mean—e.g., Quilantan 

cases, using fake documents but procedurally inspected, etc.)  

▪ Financial issues that would necessitate a co-sponsor for the I-864 Affidavit of Support; 

▪ Prior unauthorized work history (and how they got that job: false claim to citizenship 

involved?)  

▪ Obvious large age and/or cultural differences that may be raised at the interview  

 

Once these potential problematic issues have been determined, it is time to discuss fees and upon 

acceptance, memorialize everything in writing. What’s best practice to follow in client preparation 
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can also be best for the attorney, considering the ethical standards we must adhere to and the bar 

licenses at risk if we fail in those duties.  

 

While working with clients in the preparation of their case from intake to interview before USCIS, 

an attorney must act with competence,1 take direction from their client,2 proceed with diligence,3 

and maintain communication with the client.4 It is incumbent on the immigration lawyer to learn 

her client’s objectives, explain the process and legal landscape to her client, and thoroughly elicit 

the client’s history. To accomplish these goals, the lawyer must form a relationship with the client, 

clearly communicate with their client, and be flexible in receiving new information throughout the 

process.  

 

But it can be difficult to figure out how to meet these ethical obligations while not running your 

business into the ground from repetitive, exhaustive efforts to keep the client informed, especially 

in the flat fee setting. So, what at minimum can you do to meet your obligations and best prepare 

your client for what’s ahead?  

 

SET CLIENT EXPECTATIONS FROM THE BEGINNING OF THE CASE  

 

▪ Create a Recurring List of Documentation to Give to the Client That You Can Use 

for Particular Types of Cases So the Client Has a Clear Roadmap of What to Do 

Next. This also helps you, so you don’t reinvent the wheel with every new client. 

Obviously, you will need to amend this in parts to reflect your particular client’s facts 

but have this prepared as soon as they retain or shortly after to keep the momentum of 

their cooperation and to assuage buyer’s remorse. This package should include copies 

of the following: all passports, drivers licenses / State ID, Birth Certificates, Marriage 

Certificates, previous Divorce Decrees, Annulments, Death Certificates as applicable, 

children’s Birth Certificates and the U.S. citizen spouse’s Naturalization Certificate or 

Certificate of Citizenship, if applicable.  

 

You may also want to gather evidence to establish the bona fides of the marriage at this time, 

including but not limited to leases, deeds, mortgages, health/life/car insurance, bank account, credit 

cards, tax returns, travel together, life event photographs, etc. Please advise your clients that any 

document in another language will need a certified English translation and that they will need to 

have the original of each document at the ultimate interview. The individuals should also use this 

time to provide financial documentation such as recent tax returns, job letters and paystubs. The 

document checklist should include information on obtaining the I-693 Medical Exam from a 

USCIS certified civil surgeon, which can be provided after the initial filing if you are worried 

about timing and its potential expiration as they are only valid for one year from receipt by USCIS. 

Finally, depending on one’s own style, the clients may provide additional joint documents 

evidencing their marriage at this time to include with the filing. 

 
1 Rule 1.1 Competence. 
2 Rule 1.2 Scope of Representation And Allocation Of Authority Between Client and Lawyer. 
3 Rule 1.3 Diligence. 
4 Rule 1.4 Communications. 
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▪ Create Written Guidance Explaining the Overall Typical Process Involved in a Short, 

Easy to Read One-Page Sheet. You should, of course, orally explain this when you are 

retaining the case but when sending the client a start package with the list of documents 

to provide for their case, also attach this or send it as a follow up once the case is filed. 

This can deter a client from repetitively calling and emailing about status updates and 

wasting your and your staff’s time. Similarly, this one sheet can list how the client signs 

up for status updates automatically from USCIS to be delivered through their email 

which they can utilize with the receipt notices they will receive directly from USCIS;  

 

▪ Don’t Wait Until the Prep to Start Preparing the Client. Once the case is filed, notify 

the client in writing of what paper trail they will need to show at their interview down 

the line. If a client is notified about the need to show commingled assets and joint 

financial obligations and payments, for instance, in a marriage case, only at a phone 

preparation session a few weeks before the interview, any new account they open at 

that point will look mightily contrived and they will face skepticism as to the validity 

of the marriage. Similarly, if filing an asylum case, as the initial interviews are coming 

faster now with the reorganization of the queue – last in/first interviewed5 – just filing 

an I-589 and not preparing the client for additional document submission on country 

reports, witness statements, and other supporting evidence until the last minute instead 

of right after the filing, will risk your client’s chance of approval. Your job is not over 

when you file the case. Prepare your clients early. 

 

PREVENTING SURPRISES AND WHAT TO DO IF BLINDSIDED 

 

You have an obligation to prepare your client for what’s to come, from the worst case scenario so 

they are prepared for any curve-balls at the interview. You should also thoroughly prepare your 

client so any surprises that could have been prevented that arise because of the client’s actions or 

words at the interview are addressed before you ever set foot into that USCIS interview. Part of 

surprise prevention in a prep should include:  

 

▪ Approach the Case from the Devil’s Advocate Perspective and Explain This to Your 

Client. The attorney must ensure that the client understands how his case will be 

perceived by the adjudicator and why certain questions are asked. Your client will be 

less defensive if you explain how USCIS could view their facts and their evidence. 

Clients may be more willing to cooperate with you and listen to what you are telling 

them to do. Keep in mind, some clients get upset with knowing that USCIS could 

potentially see their case in a certain light. But at least you’re getting out that hostility 

now during the prep session, instead of in front of the officer, which could implode the 

entire case. You must be willing to put yourself in that uncomfortable position with 

your client if you want to serve them well.  

 

 
5 AILA FAQs on Changes to the Asylum Office Affirmative Scheduling System, AILA Doc. No. 18020233 (Posted 

2/2/18) 
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▪ Resolve Any Issues That Could Affect the Outcome with the Agency or Court Before 

You File. There are a number of timing issues to review before filing an I-130/I-485. 

In the marriage context, the first one to consider would be whether the applicant will 

likely be an Immediate Relative or a Conditional Resident upon approval, thereby 

requiring the filing of an I-751 Petition to Remove Conditions within two years. If the 

timing is close after consulting local CIS office average processing times and if the 

applicant’s immigration situation can otherwise wait a short period, it is important to 

review the possibility of delaying the current initial filing to avoid a second one.  

 

The applicant’s most recent entry and the effect it may have on the filing can be crucial. 

In most circumstances, apart from 245(i), TPS in limited circumstances, and other 

exceptions, the applicant must have proof of legal entry and inspection by an officer, 

as will be evidenced in the I-94. Next is whether the expiration date on the I-94 has 

passed, as being a visa overstay has its own set of issues, not to mention it may cause 

the examiner to look more closely at the marriage at the interview as it may be the only 

legal means for the individual to remain in the U.S. If so, prep your clients to eventually 

have a large amount of marriage documents gathered for the interview as it may be 

tougher than for someone who also has the potential to gain residence through 

employment. And ensure your immigrant client maintained their NIV status if married 

to a lawful permanent resident up until the filing of the I-485 and you can prove this.  

 

▪ Resolve Your Client’s Timing Issues Before You File. How long the case could 

actually take once filed to get to interview and the potential delays after interview, is 

an essential conversation you need to have with your clients from the start. The 

immigrant client’s work and travel plans need to be addressed from the start, especially 

with the backlog on EAD and Advance Parole issuance and the extreme difficulty in 

obtaining emergency issuance of either of these documents by the Service Center or 

local CIS office. 

 

▪ Role-Play. Prior to the interview being held at a local USCIS District Office, it is highly 

advisable to schedule a pre-interview prep session with the client(s) about two weeks 

before the interview. Most attorneys find conducting a “mock interview” to be an 

excellent way to prepare their clients so they can see what the actual process may be 

like. This will allow them to articulate responses to the possible questions that may be 

asked, often for the first time. Ask the client who is subject to the interview questions 

as if you are the officer; see how they do and what questions they don’t know how to 

answer or can’t answer to your satisfaction, given the legal issues that you feel could 

arise in the hearing or interview. In marriage cases, for instance, don’t let a couple help 

each other with answers to questions; make this is a real setting. Run through a mock 

anti-fraud interview or interview the petitioner and beneficiary separately and see how 

they do. This should open their eyes as to the homework they have ahead to prepare 

when they leave your office. By providing clients with as much information in advance 

about the interview, this should also help alleviate some of the stress of the interview 

itself. 
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▪ Know Your Client’s Limitations and Anxiety Before the Interview. Throughout the 

prep session an attorney should be respectfully educating her client and thoroughly 

listening to him; while listening the attorney must pay attention to the way the client 

expresses himself, his or her mannerisms, what words they use, and strive to understand 

the client’s history and perspective to guide him through the process. Build that rapport 

so the client trusts your judgment. Don’t put words in your client’s mouth – i.e., how 

“best” to answer a question but help them explain the truth more succinctly, in the least, 

so the officer is more likely to keep the interview questioning on point. For example, 

clients typically use the words “I entered illegally” when describing their entry history 

but an officer will want to know more. The attorney should avoid using legal terms of 

art or imprecise language when discussing manner of entry with the client. The attorney 

should explain the reason why such detail is important and that the different ways an 

entry is categorized can be meaningful to the case, and then elicit the precise facts from 

the client without making assumptions or failing to clarify details.  

 

▪ The Type of Case Involved Determines the Method and Extent of Client Preparation 

Necessary. An asylum case could mean multiple sessions with the client over the 

course of the case to prepare and assemble facts and supporting documentation and 

witness testimony, as the client is usually more traumatized and is much more difficult 

to coax helpful facts and documentation out of as a result in one setting. Furthermore, 

country conditions change, threats change, family dynamics change over the often 

lengthy waits for asylum merits hearings in some immigration courts and rescheduled 

affirmative asylum interviews before USCIS. A marriage or employment-based 

adjustment, on the other hand, could have one detailed prep session a few weeks before 

the interview and that’s it. How much preparation needed obviously depends on the 

client’s needs, their background, and the complexity of the case.  

 

YOUR CLIENT SAID WHAT AT THE INTERVIEW? THE DIMINISHED CAPACITY 

SURPRISE 

 

So, you’ve done everything you can to prepare your client before their big day before USCIS or 

the court. Then, they seem to evolve into a different person in front of you that day or a mental 

illness emerges that could sabotage your chances of approval, a fair adjudication, or your ability 

to zealously represent and communicate with your client. Be prepared for the client with 

diminished capacity. But, just because you may think your client has “lost it” does not mean that 

you can back out of the interview or withdraw from the relationship. The assumption that the client 

with diminished capacity cannot participate in the attorney-client relationship must be overcome 

first. The Board of Immigration Appeals has recognized that “mental competency is not a static 

condition” and “it varies in degree. It can vary over time. It interferes with an individual’s 

functioning at different times in different ways.’”6 Your client can go in and out of lucidity, for 

example, and you still have an ethical obligation to represent the client “as far as reasonably 

 
6 In re M-A-M-, 25 IN Dec. 474, 480 (BIA 2011) (quoting Indiana v. Edwards, 554 U.S. 164, 175 (2008). In the 

immigration court context, there is a three-part test to determine mental competence laid out in Matter of M-A-M-, 25 

I&N Dec. 474 (BIA 2011). Franco-Gonzalez v. Holder, No. 2013 WL 3674492 (C.D. Cal. 2013) established the 

appointment of counsel for certain detained respondents who lacked capacity in Arizona, California, and Washington.  
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possible, maintain a normal client-lawyer relationship.”7 The ABA model rule 1.4 explains that “a 

client with diminished capacity often has the ability to understand, deliberate upon, and reach 

conclusions about matters affecting the client's own well-being.” The attorney must presume 

capacity of the client with diminished capacity to participate in their own representation until 

evidence shows there is none.8 

 

Diminished capacity takes many forms - including being a minor child or having a mental 

impairment as a result of advanced age, mental illness, past trauma, or addiction. Representing a 

child or a person with a mental impairment is challenging. Even so, the client with diminished 

capacity is entitled to the same representation as any client. So what should the attorney faced with 

a client with diminished capacity do? How can she assess when and if her client can participate 

meaningfully in his representation? Here are tips that all client relationships can benefit from: 

 

▪ Ask the client to reflect back what you have said to show understanding 

▪ Confirm client’s goals and repeat periodically 

▪ Slow down, spend time 

▪ Meet in person to better explain and interpret client’s reaction (or determine their most 

comfortable method, e.g. regular e-mail communication or short phone calls) 

▪ If a client is having a difficult day, be flexible and reschedule 

▪ Find out if meeting at a certain time of day is better for the client’s ability to 

communicate 

▪ Be encouraging and express appreciation for their participation 

▪ Take breaks 

▪ Have multiple shorter meetings 

 

In a normal client-lawyer relationship, a lawyer cannot take action in the case without the 

authorization of the client (ABA Rule 1.2). But what if during an interview the client with 

diminished capacity is making statements or taking actions that the attorney believes will harm the 

client’s interests? An attorney is allowed to take protective action when the attorney reasonably 

believes that a client with diminished capacity is at risk of “substantial physical, financial or other 

harm” and is incapable of acting in his own interest (Rule 1.14b and (c)). Protective action could 

mean stopping the interview, asking to speak to a supervisor, cutting the client off, asking for a 

break, and more. The severity of the situation dictates the type of intervention that can but does 

not have to be taken. Indeed Rule 1.14(b) allows, but does not mandate, an attorney to take 

protective action in such circumstances. If the attorney does take action, though, the attorney is 

still in a tricky spot. The attorney is allowed to only reveal as much information as is necessary to 

protect the client’s interest to a supervisor or the interviewing officer, for instance, even though it 

would normally be a violation of confidentiality. See Rule 1.6(a). If the lack of capacity is so 

severe that the client interferes with your ability to intervene, the attorney must seek to terminate 

representation. Rule 1.16.  

 
7 Rule 1.14: Client with Diminished Capacity. 
8 Although there is no regulation like Rule 1.14, regulations track the ABA Model Rules in allowing sanctions for 

failing to provide competent representation, 8 C.F.R. 1003.102(o), failing to act with diligence 1003.102(q), and 

failing to maintain communication with the client 1003.102(r).  
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INTERVIEW NOT GOING WELL? THE “CLIENT” IS LYING SURPRISE AND 

WITHDRAWAL 

 

There are two typical surprises in an affirmative asylum case: what happens before and what 

happens during the interview. A client’s prior statement at the border or mischaracterization of 

what they said by a U.S. Customs and Border Protection (CBP) officer will be fodder for their 

impeachment during an interview or merits hearing later. Prepare for something you can see 

coming and prepare for that challenge to your client’s credibility: 

 

▪ Diligently compare the notes of the asylum officer from the credible fear interview. 

What did your client state? Is it consistent with what they are telling you now or what 

they wrote in their I-589?  

 

Asylum cases can be challenging if you inherit the case after the credible fear interview or even 

when filing an affirmative case with the client initially when you realize that the story seems off 

or the evidence is questionable. When the attorney is preparing an asylum client for interview and 

realizes that evidence or content on the forms—such as the underlying story about fear of harm—

that has already been presented to the asylum office may be fraudulent, what should and can the 

attorney do? 

 

▪ Tell client up front that you have a duty of candor to the tribunal. 

▪ If you suspect that evidence is false, make reasonably diligent inquiry to determine if 

it is false.  

▪ If you have knowledge that the evidence is false (not mere suspicion), this triggers the 

duty of candor under Model Rule 3.3(a)(3). A lawyer must take remedial measures 

when she knows false evidence has been submitted.  

 

If you know there was false evidence submitted, what are the remedial measures to take? The ABA 

Model Rule 3.3, Comment 10 states. 

 

▪ Speak to the client to make clear your ethical obligation of candor to the tribunal. 

▪ Explain the negative consequences to the client of furthering the false testimony. 

▪ Try to get the client to agree to withdraw or correct the false evidence. 

▪ If you do not succeed in convincing client, the attorney should withdraw. 

▪ If withdrawal does not cure the problem of the previously submitted false evidence, the 

ABA Model Rule 3.3(a)(3) requires disclosure.9 However, you need to be very sure on 

this one. States have different confidentiality rules for members of its bar. In California, 

for instance, there is no exception that would allow an Attorney to inform the agency 

of a fraudulent document. In California, the duty of confidentiality to the client 

outweighs the duty of candor to the tribunal unless disclosure is necessary to prevent a 

criminal act that the member reasonably believes is likely to result in death of, or 

 
9 Rule 3.3(c) favors candor over confidentiality when it prevents false evidence or fraud on the tribunal, but some state 

rules of professional conduct do not allow disclosure of the false evidence itself in the remedial measures. Each state’s 

rules must be consulted. 



Preparing and Ethically Advocating for Your Clients at Interviews  23 
 

 

Copyright © 2018, American Immigration Lawyers Association (AILA). 

 

substantial bodily harm to, an individual.10 Consult the bar rules in the state where you 

are licensed and where you are practicing, if different, to determine your obligations 

and limitations. Know this ahead of time before you are ever put in this situation.  

 

What if your client’s story starts changing while you’re at the interview? The client could make a 

new statement that includes unfamiliar information to you during the interview or during their 

direct or cross examination in court. An asylum officer, for example, might have access to 

information that is new to the attorney as well. If new information emerges that is a red flag for 

fraud, it is unlikely that the attorney can complete a reasonably diligent inquiry to determine actual 

fraud during the interview so an attorney should be cautious about intervening unless the attorney 

knows the information to be false. If the attorney has knowledge of fraud that is beyond a red flag 

or suspicion, he or she should follow the remedial measures outlined above and dictated by their 

local bar rules. Intervention in the middle of questioning is especially difficult to do without 

causing suspicion to the officer about your client’s testimony and especially in the asylum 

interview setting where officers usually do not let attorneys seek clarification from their client 

mid-questioning. But letting your client continue down a path you know to be false could do more 

harm than cutting the interview short:  

 

▪ Ask to take a short break and speak to your client in private. 

▪ Offer to provide a legal framework for new evidence that is introduced by the asylum 

officer. 
 

The Officer Said What? Working with Issues that Cross the Line  

 

The attorney is a witness to the proceeding but is not just there to watch it unfold. Perfectly 

assembled cases can unravel at an interview, and, in addition to the nervousness and verbose 

reaction of clients in such a setting, an attorney needs to be prepared for the personality and qualms 

of the officer sitting on the other side of the desk. This is where zealous representation and thinking 

on your feet is crucial for an immigration attorney.  

 

If the attorney believes the questioning is inappropriate or abusive, s/he may ask for a supervisor 

or take other measures to protect the client. 

 

In the affirmative asylum interview context, often clients and attorneys are facing an officer hiding 

behind two computer screens spouting off questions for the client and dictating that the attorney 

has to wait to ask questions until the end of the often three-hour interview. There is nothing in the 

INA11 or the regulations that state you have to be silent. Asylum interviews are long, arduous, and 

can make or break whether a client gets referred to removal proceedings or becomes a permanent 

 
10 Rule 3-100 Confidential Information of a Client, Rules of Professional Conduct, State Bar of California, available 

at www.calbar.ca.gov/Attorneys/Conduct-Discipline/Rules/Rules-of-Professional-Conduct/Current-Rules/Rule-3-

100 

 
11 Immigration and Nationality Act of 1952 (INA), Pub. L. No. 82-414, 66 Stat. 163 (codified as amended at 8 USC 

§§1101 et seq.). 
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resident. There’s a lot on the line. Even if the officer tells you that you have no role or right to 

speak, it is your duty to do so to zealously represent your client: 

 

▪ Be familiar with complicated family constellations and fact patterns so you can 

recognize if the asylum officer makes an assumption or misses a fact. 

▪ Interrupt if you perceive an error in translation (by the translator or the monitor) or a 

misunderstanding by the asylum officer. 

▪ Consider asking for a supervisor or a new interview date if the officer keeps going off 

on tangents or is needlessly re-traumatizing your client for nothing to do with the claim 

(this can occur with newer officers who are trying to find a Special Immigrant Juvenile 

Status (SIJS) claim, for instance, instead of granting asylum, so they ask about abuse 

in the family ad nauseam.) The officer is not the attorney; you are. Don’t let an officer 

hijack your case. And demand a break if the officer is traumatizing your client or your 

client appears fatigued (even if the officer says they have a full schedule and doesn’t 

want to). This lack of accommodation is important information to bring up in a motion 

to reopen later or to a supervisor. Your client is not a quota number for the officer to 

meet. Protect your client.  
  

Don’t lose your chance to have the last word. Use the end of the interview to assuage the officer’s 

misgivings and correct their assumptions: 

  

▪ In the asylum context, promote the resolution of outstanding questions the asylum 

officer might have by asking them of your client to address any at the end of the 

interview or suggest to the officer that you could follow up with more evidence. 

▪ Offer to brief any legal issues, especially for a newer officer. 

▪ In the family or employment adjustment interview, for example, offer any documents 

that a disorganized or chatty officer forgot to ask for, since they likely won’t remember 

not asking for these documents later when they revisit the file alone or with a 

supervisor. Present at the end of the interview now what you feel will deter the issuance 

of an RFE later if the officer continues the case to look at the file. You never know the 

habits of a particular officer—could they be revisiting the file a week from now, a 

month from now, longer? Don’t count on their memory of your dazzling clients to be 

the same at a later stage. Use the end of the interview to offer up joint documentation 

in a marriage case, offer up certified criminal dispositions, offer up those documents 

that you know the officer needs to see to approve the case. Do this while, of course, 

keeping your judgment about what not to offer. There may be documents that are not 

necessary to disclose or provide for an approval that could harm your client’s interests 

or paint your client in a negative light without a right to explain it in person to the 

officer, keeping your state bar’s ethical rules close to heart while remembering that 

adjustment cases are granted in an exercise of discretion. 

 

CONCLUSION 

 

Preparing your client for the process and their interview or merits hearing testimony may seem 

like a simple concept but it can have a very important lasting impression that will dictate how the 

client will conduct themselves, avoid any unwanted surprises and what type of follow up work 
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may be required. In the USCIS or consulate interview context, if a client is not properly prepared, 

is not in possession of all of the required documentation, and the examiner is unable to close out 

their case that day, serious delays may result. With the volume of cases most officers have, if the 

USCIS officer has to issue a Request for Evidence or the consulate officer has to contact the client 

for more documentation, this may prolong adjudication by months or more, resulting in unhappy 

clients and additional unnecessary work not originally anticipated by the attorney. The more 

prepared your client is, the least amount of surprises you should encounter as well, which will help 

both you and your clients sleep better at night. 
 

 


