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John’s new book, Win Today, 
will be available in hard copy 
on June 13, 2023. “Win Today” 
contains the lessons in life that 
John wants to memorialize 
for his children. If you’d like 
an advance copy in digital 
format, send your request to 
jfisherlawyer@gmail.com with 
the subject line, “I want Win 
Today”.

John will speak about law 
firm marketing and management 
for the Wyoming Trial Lawyers Association at their annual 
convention in Cheyenne, Wyoming on June 22-23, 2023.

John will speak about the impact of artificial intelligence on 
small law firms and legal technology for the Suffolk University 
Law School in Boston, Massachusetts on March 21, 2023.

One of the most successful disability lawyers in the country shared 
a secret to his success. When he was starting his firm, he set a 
vision for his firm, namely, that he wanted to have a nationwide 
disability law firm. The vision for the nationwide disability law 
firm would consist of more than 100 employees and the client 
base would extend from coast to coast.

There was just one problem. The law firm only consisted of this 
lawyer and his secretary and he had no idea how to turn his vision 
into a reality. What should the lawyer do first? This lawyer created 
a vision for his firm’s future that might have seemed unrealistic, 
but that is what it takes to turn the dream into a reality.

It’s 30 years later, and what happened with this lawyer’s vision? 
The lawyer runs a thriving nationwide disability law firm with 
over 100 employees and picks and chooses only the best cases. 
Simply put, this would not have been possible without the 
lawyer’s vision. Greatness begins with a plan.

The Road Map of Your Law Firm’s Future
Most lawyers give little thought of where they want to be in 
the future. As Cameron Herold points out, “There is no point in 
making plans for the future if you don’t know what the future 
looks like.” Having a vision for your law firm’s next 3 years is 
essential to your success. The Vivid Vision is a script that maps 
out where you want to go. 3 years is the magic number.

“This is not the time to think about how you will get there, 
only that you will get there. Aim high.”

Cameron Herold, Vivid Vision

You need to clearly articulate the big, hairy, audacious goals 
(“BHAG” is a phrase coined by Jim Collins) for your law firm. 
Be precise; vague won’t work. Every sentence in your Vivid 
Vision is a goal. 

Remember, “[a]part from you, no one in your company knows 
with any certainty what it is you intend to make of the company 
you lead.” Cameron Herold, “Vivid Vision”.

How to Create Your Law Firm’s Vivid Vision
As the owner of your law firm, it’s your job to describe the vision 
for your law firm. Look out over the next 3 years and describe 
the details of every area of your law firm and keep listing your 
goals until you have none left. Try to keep the vivid vision to 4 
pages and keep in mind, everyone is going to see this document. 
Describe your firm’s culture and what your employees and the 
media are saying about you.

“When creating the vivid vision, don’t worry about 
how it is going to happen, only that it’s going to happen.”

Cameron Herold, Vivid Vision

The focus is on where you want to be in 3 years regardless of where 
you are now. Do not go beyond 3 years. If you create a vision 
that is too far into the future, the goals will seem unrealistic and 
(continued on page 2)
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too far off. Your goals should be bold and 
inspiring, but also realistic so your team 
members can help make them happen. 
Your big, hairy, audacious goal (“BHAG”) 
may require that you stretch your mind to a 
point that others think you’re crazy.

The Vivid Vision of 
John H. Fisher, P.C.

This is what our law firm is going to look 
like in the near future. The following is 
what our law firm will look like, feel like 
and act like by March 13, 2026.

Our Law Firm’s Name: The New York 
Injury & Malpractice Law Firm, P.C. 
(Powered by John H. Fisher, P.C.)

Our Core Values: Our core values are the 
code of conduct that we live by, namely:

 • Our practice is limited to catastrophic  
  injury cases.
 • We do not accept cases that have  
  questionable merit.
 • We are brutally honest with our  
  clients.
 • We never agree to confidential  
  settlements.

Our Purpose: Our purpose is the north 
star that governs every decision we make, 
namely, “Stopping Medical Injustice”.

Why we do what we do is clear: our goal 
is to have a profound impact on the lives 
of severely disabled persons. Success is 
based upon the impact that we have upon 
the lives of severely disabled persons.

Our Mission: 1,000 referral partners 
by October 19, 2026. A referral 
partner is a lawyer or paralegal who 
refers at least 1 case to our law firm 
in the previous 5 years.

New Practice Areas: We have new 
practice areas for truck wrecks and 
construction accidents.

Our Brand: We are a trial law firm. 
We do not try to settle cases, but rather 

to win every case at trial. We cannot 
provide maximum compensation for 

our clients through settlements. We love 
challenging and complex cases involving 
catastrophic injuries.

Our Code of Conduct: Every team 
member is equal. We do not       tolerate 
egos and we have zero tolerance for 
dishonesty. We are brutally honest with 
each other.

Our Partners: We have 1,000 referral 
partners, e.g., lawyers who refer cases to us.

Google Reviews: Our firm has more 5-star 
Google reviews (in excess of 1,000) than 
any law firm in New York State.

Our YouTube Channel: We add new videos 
to our YouTube channel and website, www.
ProtectingPatientRights.com every. We have 
over 25,000 subscribers to our YouTube 
channel (www.Lawyer-Alert.com).

Planning: We have daily huddles, monthly 
accountability meetings and quarterly 
strategic planning meetings.

Our Practice Areas: Catastrophic 
medical malpractice, construction 
accidents and truck wrecks involving 
death, brain damage, paralysis, loss of 
limb or blindness.

Operations: We are a small law firm by 
design. Our goal is to have low overhead 
and high profit.

Our Second-in-Command runs the day-
to-day operations of the firm and turns 
our Vivid Vision into a reality. My only 
direct report is our Second-in-Command. 
Our paralegals and secretaries are experts 

in client intake and onboarding, case 
management and deposition scheduling.

I have weekly check-ins on Fridays at 3 p.m. 
with our Second-in-Command to discuss 
operations and marketing campaigns, find 
out what’s working and what’s not working. 
Our non-medical malpractice case inventory 
continues growing.

Our trial lawyers handle the depositions and 
case management and I handle the trials.

Our People: We have an intake specialist/
legal secretary, 2 litigation paralegals, an 
onboarding specialist for new clients, an 
accountability manager, 2 trial lawyers and 
our second-in-command (a/k/a, our Chief 
Operating Officer).

Our Dream Manager Program: We set 
aside $ from every settlement into our 
firm’s Dream Manager Program to help 
finance the personal dreams of our team 
members.

Our Culture: We work only with true 
believers, namely, those who are 
passionate about the rights of the disabled. 
We do not work with people who need 
a job or a paycheck. Our team members 
love working here and are passionately 
committed to the cause of our clients.

We hire amazing people and let them do 
their thing. I do not micro-manage the 
work of our team members. 

Our Client Communication: We over 
communicate with our clients and referral 
partners. Too much communication is 
better than too little. 

We have automated systems to communi- 
cate with clients, including:

 • A sequence of emails following the  
  initial intake phone call and client  
  surveys.
 • A sequence of email updates about  
  the status of their potential case.
  • A sequence of email updates about  
  the status of their lawsuit.
 • A sequence of email follow-up with  
  former clients.

We practice brutal honesty with our clients, 
vendors and each other.

Our Systems: Our firm’s systems and 
policies for everything we do are set forth

During the first week that our law firm 
opened in March, 2013, I attended a 
marketing seminar in Arizona. During the 
morning of the first day of the seminar, I 
met a friend who I had not seen in a long 
time and he inquired about our new law 
firm. I told my friend that, “Today is the 
first day of the opening of our law firm.” 
My friend could not believe my answer 
and delicately asked if a marketing seminar 
was the right place to be on the first day 
that our law firm was open. I responded, 
“There is no better place for me to be.”

Why would a marketing seminar be the 
best place for me on the first day that 
our law firm was opening? Simply put, 
nothing is more important than mastering 
marketing. If you don’t get the clients, you 
will have no business. Very few lawyers 
accept this reality.

Since opening our law firm 10 years ago, 
I’ve invested most of our resources into 
business development. This consists of 
internet marketing, referral-based marketing 
with lawyers, community projects and 
media relations. Most of what we do fails 
miserably, and that’s okay. Doing something 
is a lot better than doing nothing.

Over the last 10 years, there has been 
defense verdicts, sleepless nights and the 
occasional victory. I now realize that you 
have to be a little crazy to run your own 

business. Your family is depending on you 
to pay the bills and there is no safety net. 

These are my reflections from 10 years of 
running a plaintiff’s law firm:

#1: Struggle Builds Character: Running 
a law firm is a lot harder and expensive 
than I thought it would be. We began with 
$205k in our operating account and it 
wasn’t nearly enough.

Struggle, challenges and defeat make us 
who we are. By going through fire and 
surviving, we become stronger and almost 
invincible. You should embrace struggle 
and challenge.

#2: The Best Team Wins: It’s all about 
the people. Surround yourself with team 
members who believe in the cause that 
you’re fighting for and excel at what they 
do. When you have a team of true believers 
on your side, you can’t fail.

#3: Never Give Up: During our first 
year, our law firm lost $72k and we took 
3 consecutive defense verdicts. Many 
lawyers would have given up, but that was 
not an option for us. 

I told our team, “We don’t have a Plan B or 
Plan C, this is it—either we succeed or fail. 
And I am going to give everything I’ve got 
to make sure we succeed.” Your team needs 

to know that failure is not an option.

#4: Culture Matters Most: Refuse to 
work with employees who work for a 
paycheck. You must insist on working only 
with team members who believe in your 
mission. Executive management guru, Bill 
Biggs, calls them, “true believers”. 

When you work with true believers, you 
can overcome almost any obstacle. You 
and your team are not working for money; 
you are working for a cause.

#5: Be a Unicorn: You must be different 
from every other law firm. You must have 
a niche practice area, e.g., birth injury, that 
tells the world that you are a specialist and 
you are the best at what you do. Otherwise, 
you will be just another law firm for 
consumers and you will spend your career 
chasing clients (rather than having clients 
chase you).

Even 10 years after opening our law firm, 
I have to admit that running a law firm 
is still very hard. The challenges and 
struggles haven’t gone away. But it feels 
damn good to work for my family (rather 
than an employer), and I wouldn’t have it 
any other way.

Thank you for staying on this journey with 
us over the next 10 years.

Reflections on the 
         Anniversary of Our Law Firm10th

A special time with amazing lawyers at the 
Hawaii Mastermind. Missing the Aloha State.
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in www.Fisherpedia.com and are updated 
weekly with new policies, best legal forms 
and video tutorials.

Our Brand: We specialize in birth injury 
in medical malpractice litigation and are 
known nationwide for birth injury.

Finances: We generate at least 50% of 
our firm’s revenue from non-medical 
malpractice cases and have a minimum net 
income of $2 M/year. Our firm has no debt.

Marketing: My books, The Power of a 
System and The Law Firm of Your Dreams, 
and our monthly print newsletters, are 
the backbone of our marketing with our 
referral partners. My books have helped 
create a personal brand. My books are part 
of the curriculum at every law school in 
New York State.

I wrote the definitive book about medical 
malpractice law, The Malpractice Book 
and the book is used to generate lawyer 
referrals (who realize how challenging this 
area of law is).

My book, Win Today, generates requests 
for speaking engagements from national 
lawyer organizations.

Our referral partners refer new cases on a 
daily basis and we over communicate with 
them. We invite our referral partners to 
our annual client appreciation parties and 
stay top of mind with our monthly print 
newsletter.

Our firm’s full time digital marketer 
attracts new leads for truck wrecks 
and construction accidents. We target 
labor unions in New York for leads of 
construction accident cases.

Our websites, www.ProtectingPatient-
Rights.com, www.TrucksWreck.com and 
www.ConstructionFalls.com, generate new 
leads of medical malpractice, truck wrecks 
and construction accidents. Our website for 
lawyers, www.UltimateInjuryLaw.com, is 
an ongoing source for lawyer referrals.

Our Programs & Board of Advisors: We 
run the best mastermind for lawyers in the 
country. (www.MastermindExperience.
com). Our team members are invited 
to every mastermind. The masterminds 
are a great opportunity to collaborate, 
brainstorm and meet amazing lawyers 
from across the country.

Our Case Inventory: 40-50 active 
lawsuits.

Our Case Criteria: A new case must 
have catastrophic injuries, and meet the 
following criteria: death, brain damage, 
paralysis, loss of limb or blindness. We 
only accept cases for litigation that have 
a minimum settlement value of $750,000.

Community Projects: We sponsor the 
creation of a well in Africa through the 
organization, Charity Water.

We sponsor rescue dogs of the week in the 
daily newspaper to promote adoption of 
dogs and cats that do not have a family.

We sponsor backpacks for kids to make 
sure students in our local schools have 
school supplies at the beginning of the 
school year.

Operation Manual for John Fisher: I 
work when I want to and focus only on my 
Unique Ability (e.g., strategic planning 
for our law firm, masterminding, writing 
books and trial practice).

I hate working with negative people. I 
spend time with people who are positive 
and I disassociate with the negative people 
in my life.

I dislike interruptions and distractions 
(unless it is an emergency). I need quiet 
time for uninterrupted work. Even 
momentary interruptions make productive 
work difficult for me. 

All outside communications with me (e.g., 
phone calls from clients or defense counsel) 
should be scheduled between 4 p.m. and 5 
p.m. and the purpose of the call should be 

identified in advance. I do not accept sales 
calls unless I approve them in advance.

My Personal Life: I love travel, my faith, 
fitness, health and self-improvement. I do 
them as often as I want. 

Our Big, Hairy, Audacious Goal 
(“BHAG”): A SELF MANAGING LAW 
FIRM. Our law firm runs without me for 6 
months and I live 6 months out of the year 
in Florida.

Share Your Vivid Vision 
with Your Team Members

Share your vivid vision with everyone 
in your law firm. Begin by handing out a 
physical copy of the vivid vision and ask 
your team members for their thoughts 
and to circle any thoughts or phrases that 
excite or inspire them. The more people 
you share your Vivid Vision with, the more 
that the Vivid Vision will come true.

“The best way to ensure that dreams 
become a reality is to take the vision from 

our mind and share it with people.”
Cameron Herold, Vivid Vision

Ask your team members to re-read your 
Vivid Vision throughout the year. You 
might ask your team members to choose 
1-2 sentences/phrases in the Vivid Vision 
and recite them at the beginning of every 
meeting. Reciting inspirational phrases 
from your Vivid Vision is a great way to 
start a quarterly strategic planning meeting.

Go a step further by posting snippets from 
your Vivid Vision on a wall at your law firm. 
Cameron Herold calls this, the “Can You 
Imagine Wall?” The wall will be a continual 
reminder of your firm’s vision and it will be 
exciting as your team members cross things 
off the wall that they achieve.

You might create a Powerpoint slideshow 
with audio of your Vivid Vision that is played 
in your law office’s lobby or conference 
room. This will show the world that you are 
“maniacal about staying focused on [your] 
vision.” Cameron Herold, “Double. Double: 
How to Double Your Revenue and Profit in 
3 Years or Less”.

Share Your Vivid Vision 
with the World

Sharing your Vivid Vision helps everyone 
understand your law firm’s direction. This is 
done by email blasts, a post on your website, 
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print newsletters and press conferences. 
As Cameron Herold emphasizes, “It’s 
imperative that you always try to remind 
people of what that future looks like.”

“What ends up happening is these 
outside parties play a role in your 

vision, as they contribute and conspire 
to make it come true.”

Cameron Herold, Vivid Vision

Share the video of your Vivid Vision 
on your website and YouTube channel. 
The media, both professional and social, 
is another source to leverage in sharing 
your vivid vision. 

“By sharing your Vivid Vision with your 
friends and followers, they will know 
where you’re going and want to help 

get you there. This will be indispensable 
to your success.  And everyone you do 

business with—everyone who touches or 
is touched by your business—will feel 

the same passion about the future you’re 
building toward that you do.” 

Cameron Herold, Vivid Vision

Our Challenge for You
So, here’s the challenge for you. Set aside 
a couple of hours and write the Vivid 
Vision for your law firm. Share the Vivid 
Vision with your team members and let 

them add and subtract from it. And once 
it’s finished, share your Vivid Vision with 
the world and let them help turn your 
vision into a reality.

If you create your Vivid Vision and share 
it with me (jfisherlawyer@gmail.com), I 
will send you signed copies of my books, 
The Power of a System and The Law Firm 
of Your Dreams. I don’t think you will do 
this, and I want you to prove me wrong. 

Let’s work together to build the law firm 
of your dreams.

The Greatest (Law Firm) Story Ever Told
It was the turning point in their law firm’s history.

The Mike Morse Law Firm (a plaintiff’s law firm in Michigan) 
was thriving, but something was missing. The firm’s owner, Mike 
Morse, Esq., had always been the one to do the legal work, including 
depositions and trials, and he thought no one could do it better. 
Then, Mike Morse, Esq. was introduced to what would become 
employee #28, his future Chief Operating Officer, John Nachazel.

Mike Morse, Esq. did not want to have the headache that can come 
with having a large law firm and he had explicit instructions for his 
first Chief Operating Officer, namely, “If I ever have more than 50 
employees, you’re fired.” That’s when the magic happened.

The Power of a Second-in-Command
The structure of the Mike Morse Law Firm changed overnight.  
Mike Morse, Esq. stopped doing the work and had only one direct 
report, John Nachazel. John Nachazel re-engineered the structure 
of the Mike Morse Law Firm based upon metrics, scoreboarding 
(measuring key performance indicators with scoreboards) and 
building legal teams within the law firm. Every lawyer had their 
own team and performance metrics to gauge their success and the 
law firm’s compensation system incentivized results. 

And the end results have been nothing short of stunning. The 
Mike Morse Law Firm is now the largest plaintiff’s law firm in 
the Midwest, and Mike Morse, Esq. will be the first to tell you that 
it would not have been possible without his amazing Second-in-
Command, John Nachazel.

The Problem that We All Face
You do work that you know you should not be doing (I’m guilty 
too).  You think you can do the work better and faster than anyone 
else, but this type of thinking will only hold you back. You should 
only do work that you love doing and that you are better at doing 
than anyone else. Dan Sullivan of Strategic Coach calls this your 
“Unique Ability”.

The goal is simple: to spend as much of your time as possible
doing the tasks that are within your Unique Ability.  I love strategic 

planning for our law firm, networking with referral partners, trial 
work, writing newsletters and books and masterminding with 
lawyers. That’s it—everything else can and should be done by 
someone else.

“Having someone else take work off your plate is a 
privilege, not a hardship.”

Cameron Herold, The Second in Command

Easier written than done. So, how can you spend more time doing 
the tasks within your Unique Ability? Just think, who else could 
do what you’re doing? The greatest gift you will ever give your 
law firm: a Second-in-Command or Chief Operating Officer.

The Greatest Gift to Your Law Firm
The Second in Command (a/k/a, Chief Operating Officer) is 
responsible for figuring out how to turn your dream into a reality.  
The job of your Second-in-Command will be to take tasks off 
your plate that you should not be doing, so your time is freed up 
to perform the tasks that you love doing.  

“The essence of their purpose is to make your dreams for the 
business a reality.”

Cameron Herold, The Second in Command

You will have weekly meetings with Second-in-Command to 
“bounce ideas, talk about what the [chief operating officer] was 
working on to make sure [you’re] aligned, ask for coaching 
or support and check in on the rest of the business.” Cameron 
Herold, The Second in Command.

Set Goals and Key Performance Indicators
Ask your Second-in-Command to rank, in priority, the highest 
value goals in your firm. Now, the Second-in-Command must 
execute these goals and insulate you from distractions, so that 
you spend 85% of your time doing the tasks that are within your 
Unique Ability.

Establish metrics to assess the performance of your Second-in-
Command.  Show the Second-in-Command how you will measure 
their success and hold them accountable.



www.MastermindExperience.com

F

www.MastermindExperience.com

C (continued on page 3)

(continued from cover)

too far off. Your goals should be bold and 
inspiring, but also realistic so your team 
members can help make them happen. 
Your big, hairy, audacious goal (“BHAG”) 
may require that you stretch your mind to a 
point that others think you’re crazy.

The Vivid Vision of 
John H. Fisher, P.C.

This is what our law firm is going to look 
like in the near future. The following is 
what our law firm will look like, feel like 
and act like by March 13, 2026.

Our Law Firm’s Name: The New York 
Injury & Malpractice Law Firm, P.C. 
(Powered by John H. Fisher, P.C.)

Our Core Values: Our core values are the 
code of conduct that we live by, namely:

 • Our practice is limited to catastrophic  
  injury cases.
 • We do not accept cases that have  
  questionable merit.
 • We are brutally honest with our  
  clients.
 • We never agree to confidential  
  settlements.

Our Purpose: Our purpose is the north 
star that governs every decision we make, 
namely, “Stopping Medical Injustice”.

Why we do what we do is clear: our goal 
is to have a profound impact on the lives 
of severely disabled persons. Success is 
based upon the impact that we have upon 
the lives of severely disabled persons.

Our Mission: 1,000 referral partners 
by October 19, 2026. A referral 
partner is a lawyer or paralegal who 
refers at least 1 case to our law firm 
in the previous 5 years.

New Practice Areas: We have new 
practice areas for truck wrecks and 
construction accidents.

Our Brand: We are a trial law firm. 
We do not try to settle cases, but rather 

to win every case at trial. We cannot 
provide maximum compensation for 

our clients through settlements. We love 
challenging and complex cases involving 
catastrophic injuries.

Our Code of Conduct: Every team 
member is equal. We do not       tolerate 
egos and we have zero tolerance for 
dishonesty. We are brutally honest with 
each other.

Our Partners: We have 1,000 referral 
partners, e.g., lawyers who refer cases to us.

Google Reviews: Our firm has more 5-star 
Google reviews (in excess of 1,000) than 
any law firm in New York State.

Our YouTube Channel: We add new videos 
to our YouTube channel and website, www.
ProtectingPatientRights.com every. We have 
over 25,000 subscribers to our YouTube 
channel (www.Lawyer-Alert.com).

Planning: We have daily huddles, monthly 
accountability meetings and quarterly 
strategic planning meetings.

Our Practice Areas: Catastrophic 
medical malpractice, construction 
accidents and truck wrecks involving 
death, brain damage, paralysis, loss of 
limb or blindness.

Operations: We are a small law firm by 
design. Our goal is to have low overhead 
and high profit.

Our Second-in-Command runs the day-
to-day operations of the firm and turns 
our Vivid Vision into a reality. My only 
direct report is our Second-in-Command. 
Our paralegals and secretaries are experts 

in client intake and onboarding, case 
management and deposition scheduling.

I have weekly check-ins on Fridays at 3 p.m. 
with our Second-in-Command to discuss 
operations and marketing campaigns, find 
out what’s working and what’s not working. 
Our non-medical malpractice case inventory 
continues growing.

Our trial lawyers handle the depositions and 
case management and I handle the trials.

Our People: We have an intake specialist/
legal secretary, 2 litigation paralegals, an 
onboarding specialist for new clients, an 
accountability manager, 2 trial lawyers and 
our second-in-command (a/k/a, our Chief 
Operating Officer).

Our Dream Manager Program: We set 
aside $ from every settlement into our 
firm’s Dream Manager Program to help 
finance the personal dreams of our team 
members.

Our Culture: We work only with true 
believers, namely, those who are 
passionate about the rights of the disabled. 
We do not work with people who need 
a job or a paycheck. Our team members 
love working here and are passionately 
committed to the cause of our clients.

We hire amazing people and let them do 
their thing. I do not micro-manage the 
work of our team members. 

Our Client Communication: We over 
communicate with our clients and referral 
partners. Too much communication is 
better than too little. 

We have automated systems to communi- 
cate with clients, including:

 • A sequence of emails following the  
  initial intake phone call and client  
  surveys.
 • A sequence of email updates about  
  the status of their potential case.
  • A sequence of email updates about  
  the status of their lawsuit.
 • A sequence of email follow-up with  
  former clients.

We practice brutal honesty with our clients, 
vendors and each other.

Our Systems: Our firm’s systems and 
policies for everything we do are set forth

During the first week that our law firm 
opened in March, 2013, I attended a 
marketing seminar in Arizona. During the 
morning of the first day of the seminar, I 
met a friend who I had not seen in a long 
time and he inquired about our new law 
firm. I told my friend that, “Today is the 
first day of the opening of our law firm.” 
My friend could not believe my answer 
and delicately asked if a marketing seminar 
was the right place to be on the first day 
that our law firm was open. I responded, 
“There is no better place for me to be.”

Why would a marketing seminar be the 
best place for me on the first day that 
our law firm was opening? Simply put, 
nothing is more important than mastering 
marketing. If you don’t get the clients, you 
will have no business. Very few lawyers 
accept this reality.

Since opening our law firm 10 years ago, 
I’ve invested most of our resources into 
business development. This consists of 
internet marketing, referral-based marketing 
with lawyers, community projects and 
media relations. Most of what we do fails 
miserably, and that’s okay. Doing something 
is a lot better than doing nothing.

Over the last 10 years, there has been 
defense verdicts, sleepless nights and the 
occasional victory. I now realize that you 
have to be a little crazy to run your own 

business. Your family is depending on you 
to pay the bills and there is no safety net. 

These are my reflections from 10 years of 
running a plaintiff’s law firm:

#1: Struggle Builds Character: Running 
a law firm is a lot harder and expensive 
than I thought it would be. We began with 
$205k in our operating account and it 
wasn’t nearly enough.

Struggle, challenges and defeat make us 
who we are. By going through fire and 
surviving, we become stronger and almost 
invincible. You should embrace struggle 
and challenge.

#2: The Best Team Wins: It’s all about 
the people. Surround yourself with team 
members who believe in the cause that 
you’re fighting for and excel at what they 
do. When you have a team of true believers 
on your side, you can’t fail.

#3: Never Give Up: During our first 
year, our law firm lost $72k and we took 
3 consecutive defense verdicts. Many 
lawyers would have given up, but that was 
not an option for us. 

I told our team, “We don’t have a Plan B or 
Plan C, this is it—either we succeed or fail. 
And I am going to give everything I’ve got 
to make sure we succeed.” Your team needs 

to know that failure is not an option.

#4: Culture Matters Most: Refuse to 
work with employees who work for a 
paycheck. You must insist on working only 
with team members who believe in your 
mission. Executive management guru, Bill 
Biggs, calls them, “true believers”. 

When you work with true believers, you 
can overcome almost any obstacle. You 
and your team are not working for money; 
you are working for a cause.

#5: Be a Unicorn: You must be different 
from every other law firm. You must have 
a niche practice area, e.g., birth injury, that 
tells the world that you are a specialist and 
you are the best at what you do. Otherwise, 
you will be just another law firm for 
consumers and you will spend your career 
chasing clients (rather than having clients 
chase you).

Even 10 years after opening our law firm, 
I have to admit that running a law firm 
is still very hard. The challenges and 
struggles haven’t gone away. But it feels 
damn good to work for my family (rather 
than an employer), and I wouldn’t have it 
any other way.

Thank you for staying on this journey with 
us over the next 10 years.

Reflections on the 
         Anniversary of Our Law Firm10th

A special time with amazing lawyers at the 
Hawaii Mastermind. Missing the Aloha State.
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(above) The newest addition to our team: Lila.

(top to bottom) Fun in Florida with our son, Alek, and my mom.
Boys night at the Florida Panthers hockey game with our son, Alek.
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John’s new book, Win Today, 
will be available in hard copy 
on June 13, 2023. “Win Today” 
contains the lessons in life that 
John wants to memorialize 
for his children. If you’d like 
an advance copy in digital 
format, send your request to 
jfisherlawyer@gmail.com with 
the subject line, “I want Win 
Today”.

John will speak about law 
firm marketing and management 
for the Wyoming Trial Lawyers Association at their annual 
convention in Cheyenne, Wyoming on June 22-23, 2023.

John will speak about the impact of artificial intelligence on 
small law firms and legal technology for the Suffolk University 
Law School in Boston, Massachusetts on March 21, 2023.

One of the most successful disability lawyers in the country shared 
a secret to his success. When he was starting his firm, he set a 
vision for his firm, namely, that he wanted to have a nationwide 
disability law firm. The vision for the nationwide disability law 
firm would consist of more than 100 employees and the client 
base would extend from coast to coast.

There was just one problem. The law firm only consisted of this 
lawyer and his secretary and he had no idea how to turn his vision 
into a reality. What should the lawyer do first? This lawyer created 
a vision for his firm’s future that might have seemed unrealistic, 
but that is what it takes to turn the dream into a reality.

It’s 30 years later, and what happened with this lawyer’s vision? 
The lawyer runs a thriving nationwide disability law firm with 
over 100 employees and picks and chooses only the best cases. 
Simply put, this would not have been possible without the 
lawyer’s vision. Greatness begins with a plan.

The Road Map of Your Law Firm’s Future
Most lawyers give little thought of where they want to be in 
the future. As Cameron Herold points out, “There is no point in 
making plans for the future if you don’t know what the future 
looks like.” Having a vision for your law firm’s next 3 years is 
essential to your success. The Vivid Vision is a script that maps 
out where you want to go. 3 years is the magic number.

“This is not the time to think about how you will get there, 
only that you will get there. Aim high.”

Cameron Herold, Vivid Vision

You need to clearly articulate the big, hairy, audacious goals 
(“BHAG” is a phrase coined by Jim Collins) for your law firm. 
Be precise; vague won’t work. Every sentence in your Vivid 
Vision is a goal. 

Remember, “[a]part from you, no one in your company knows 
with any certainty what it is you intend to make of the company 
you lead.” Cameron Herold, “Vivid Vision”.

How to Create Your Law Firm’s Vivid Vision
As the owner of your law firm, it’s your job to describe the vision 
for your law firm. Look out over the next 3 years and describe 
the details of every area of your law firm and keep listing your 
goals until you have none left. Try to keep the vivid vision to 4 
pages and keep in mind, everyone is going to see this document. 
Describe your firm’s culture and what your employees and the 
media are saying about you.

“When creating the vivid vision, don’t worry about 
how it is going to happen, only that it’s going to happen.”

Cameron Herold, Vivid Vision

The focus is on where you want to be in 3 years regardless of where 
you are now. Do not go beyond 3 years. If you create a vision 
that is too far into the future, the goals will seem unrealistic and 
(continued on page 2)


