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You are receiving this free report because you have 
distinguished yourself from the vast majority of the other 
lawyers around you. You may not even realize it yet. Or even 
why or how you’ve done so. But you have. Because you’re 
searching for a better way, clarity. And because you had the 
courage to ask for help.

Perhaps this indicates you have an open mind. Because you 
will need to have an open mind if you are going to come to 
know the secrets of the million dollar solo law firm. And with 
that open mind you will come to see they’ve been hiding in 
plain sight all along. The first secret you will have to learn to 
accept and perhaps this is the most challenging secret of 
the lot, is that they’re not really secrets at all. As lawyers we 
have just been trained, indoctrinated and we live in our own 
little bubble, surrounded by our friends who are lawyers, our 
peers who were trained like we were to think like lawyers, our 
referral sources who send us business because we act like 
lawyers and even some of our most respected judges. We are 
all practiced at the art of ignoring these secrets.

But the lives of so many lawyers could be better if only they 
could stop ignoring and begin to think openly and with a new 
and a fresh perspective about these so-called secrets which 
some lawyers have been profiting from for many hundreds of 
years. I urge you to keep an open mind while you listen to this 
talk.

Yes, these secrets are proven to work. When applied to a solo 
or a small law firm they always work. Like gravity always works. 
Even if you don’t understand it. Even if you don’t like it. Even if 
you are not aware it even exists, gravity can still be allowed to 
work for you or else it’s going to work against you every time.

And also like gravity, these secrets of how to build a sustainably-
profitable small law firm, they hold no grudges. They will begin 
to work for you just as soon as you begin to open your mind 
and let them work for you. Even if you’ve ignored them until 
now.

But as I said before you are receiving this free report because 
you have distinguished yourself from the vast majority of the 
other lawyers around you. Because you’re searching for a 
better way. And you had the courage to ask for help when 
you answered the advertisement for a program being offered 
entitled “How To Build Your Million Dollar Solo or Small Law 
Firm In 36 Months Or Less...Using proven practices to create 
a highly-ethical, and a sustainably profitable small law firm that 
doesn’t eat you alive.”

Don’t worry, this brief talk isn’t going to be about all the good 
reasons why you should make plans to attend that program. If 
this talk doesn’t resonate with you the first or even the second 
time you play the recording it may mean you’re not yet ready 
for that program. And that’s ok too. We each have to follow our 
own path.

Introduction
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My name is RJon Robins. I’m an attorney too. And I believe 
that clarity is the key to being a happy lawyer. Because clarity 
enables us to make more objective, more confident and more 
profitable decisions about our business and our life. Without 
clarity, every decision is an agony, a gamble and a risk. If you 
believe what I believe...that finding clarity makes your law firm 
and your life better...if you believe what I believe about this 
connection between clarity and being a happier lawyer and 
having a more profitable law firm...then I expect the rest of this 
talk will be very rewarding, perhaps even enlightening for you.

So sit back and relax. You can let your guard down and open 
your mind to some new ideas. This is a safe place. Because 
my goal in this talk is not to convince you of anything or to 
change your mind. My goal is simply to help you gain some 
clarity about why you think the way you do about the business 
of marketing, managing and delivering legal services for a 
profit to your clients. The rest will be up to you.

Like you I learned how to think like a lawyer by being exposed 
to the Socratic Method. The professors would ask a question 
and the class would answer. No matter what we would answer 
though, there was always another question. The strategy of 
the professor was to help us internalize the notion that there’s 
never just one answer. Never just one argument. Never just 
one position that can be taken. And never enough information. 
Of course the strategy of the class is to avoid being humiliated 
in front of our friends and to get a good grade. And so the 
pattern was set that we would use for the rest of our lives without 
even realizing it. Even if we entered law school originally as 
healthy clear-thinkers who were previously capable of making 
confident decisions without fear of humiliation. We all left law 
school thinking like lawyers and a little bit broken by the process.

So one of my goals with this short talk is to help you think 
about and identify where your law school education and your 
subsequent experiences as a lawyer may have broken you 

a bit. So that with some clarity you may begin the healing 
process and see dramatic improvements in the performance 
of your solo or small law firm too. No matter if you’ve been out 
of law school for a little or a long time, I like to think it’s never 
too soon and it’s never too late to have a better life.
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The firsT secreT of The million dollar solo law firm I already 
told you is that none of these are really secrets at all. Lawyers 
have been starting, marketing, managing buying and even 
selling successful solo law firms for more than one thousand 
years. So take comfort, these so-called secrets have been 
known to owners of successful law firms for generations.

The second secreT is ThaT noT everyone wanTs or needs to have 
their own million dollar solo law firm. Don’t get me wrong, anyone 
can. And it doesn’t require you to sacrifice your personal life, 
your values, your ethics or your professional standards either. 
But not everyone has a good enough reason to want or to 
need to build their own million dollar solo law firm. In fact, in 
the last ten-plus years I have been helping lawyers build more 
successful solo law firms, I can say anecdotally at least that 
the vast majority never reach the million dollar mark because 
they don’t actually want to reach that milestone. Those who 
are prepared to do the mental and emotional work to prepare 
for it can grow their law firm to about a million dollars in about 
36 months. And then go beyond that number quite easily. But 
not everyone is willing to do the emotional work to prepare for 
that kind of growth because not everyone has a good-enough 
reason to want it.

I don’t want you to feel discouraged. It may be that your 
first stop along the way will be to simply double your current 
revenue. The world will look much different and you will be 

The First
Secret

The Second
Secret
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able to see many more possibilities from that vantage point 
which are invisible to you today.

So if a million dollars of revenue is too fantastical of an idea for 
you today, just know it doesn’t have to continue to be that way 
tomorrow. Regardless of whatever your number is today that 
you have a strong desire or an imminent need to reach the first 
step is the same.

You must adjust your life and the relationship you have with 
your law firm to be in line with this second so-called-secret 
and form a clear and definite purpose, as explained by author 
Napoleon Hill in his famous 1936 book “Think and Grow Rich”. 
You must form in your mind a clear and definite purpose for 
what that level of income will do for you in your life. And you 
must allow yourself to become obsessed with that image so 
that each day that you wake up without being in that life, it feels 
like you are in the wrong house, driving the wrong car, going 
into the wrong office, meeting with the wrong clients, etc., etc., 
etc. Of course it’s not just about the money or the tangible 
things but that is the easiest place to start. So the second 
secret is that the owner of the most successful law firms create 
those law firms in their minds long before they make them real 
in ways that other people around them can see too.

The Third secreT of mosT of The million dollar solo and small 
law firms is that the lawyers who run them don’t have all the 
information. Instead they learn to make calculated decisions 
and plenty of them. Because building and sustaining a 
successful law firm is mostly about the quantity of decisions 
you will make. Show me a lawyer who is prepared to make twice 
as many decisions about the marketing and management of 
his or her law firm and I’ll show you a lawyer who will make a lot 
more mistakes, of course... but in the process of making those 
mistakes that lawyer will also make enough correct decisions- 
even if only by accident – such that their law firm will dramatically 
out-perform the other law firms around them whose owners 
take false-pride in never making a mistake. So secret number 
three is that building and sustaining a successful law firm is 
mostly about making decisions. Like the decision you made to 
request this report and to learn more about the live program 
we have coming up.

In the law we have certain concepts we believe in. Things 
like corporations and ideas like the status quo and making 

The Third
Secret
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the parties whole. Fortunes are made or lost on the skillful 
application of these figments of our collective imagination. 
They are not natural things like gravity.

Study your history and think clearly about all the ways you have 
ordered your life, based on some of these fictions that were 
taught to us in law school. For example, corporations. Today 
no-one even questions the existence of corporations. In fact 
entities which carried on business and were the subjects of 
legal rights were found a thousand years ago in ancient Rome 
and in ancient India. The oldest commercial corporation in the 
world, the Stora Kopparberg mining community in Sweden, 
obtained a charter from the King in 1347. And of course we’re 
all familiar with the Dutch East India Company and Hudson’s 
Bay Company, which were chartered corporations created to 
lead colonial ventures.

Corporations are a useful idea that help commerce. So my 
point is not to try and undermine the way our legal system 
operates but merely to help you gain clarity so you can decide 
for yourself if you are going to accept, without critical thought, 
the way you were taught that things “have to be” when it comes 
to the marketing and management and which such ideas may 
limit the profit potential you imagine for your law firm.

The fourTh secreT of The million dollar solo law firm is the 
power of association. The lawyers who build highly-successful 
solo law firms actively-seek out free thinkers like themselves 
with whom to associate. And together they join groups and 
form associations for support and to search for a better way. 
They may not discuss it in polite company but the owners 
of highly successful solo and small law firms don’t think the 
same way about their businesses that other lawyers think, 
whose law firms struggle. We don’t necessarily want to talk 
about our ideas with too many other lawyers who haven’t yet 
opened their minds to the possibilities, because until those 
lawyers change the way they think, all the best marketing and 
management advice in the world isn’t going to do them much 
good. And it gets old very fast trying to help another lawyer 
spot the possibilities when all he or she wants to look for are 
the problems.

Napoleon Bonaparte, came from nothing and with virtually no 
resources, conquered the world. Twice. Bonaparte knew this 
fourth secret and he said “If I only see the solutions, then the 

The Fourth
Secret



12 13

obstacles must all give way.” So the fourth secret is that there 
really is a difference between the lawyers who build successful 
law firms and those who cannot. But it’s a difference you can 
decide today to make for yourself. And as soon as you begin 
seeing solutions instead of looking for problems this fourth 
secret will begin to work for you instead of against you. Today 
can be the day you stop looking for reasons why you cannot 
build your own million dollar solo or small law firm and start 
looking for all the ways that you can.

The fifTh secreT has To do wiTh anoTher of the legal fictions we 
just considered: And we talk about it so often in the law that 
we sometimes forget it doesn’t really exist in the real world. 
As lawyers we go around saying we’re going to “preserve the 
status quo.” I even catch myself saying this sometimes too.

But it’s important for you to know that lawyers who build 
successful law firms, we may argue about preserving the 
status quo in a court of law for a TRO hearing, but we don’t 
pretend such a thing is actually possible when it comes to the 
marketing or the management of a law firm. In case it’s been 
awhile I’ll refresh your recollection. The 6th edition of Black’s 
Law Dictionary published in 1990 defines the “Status Quo” as 
the “last actual, peaceable, uncontested status preceding the 
pending controversy.”

The problem that we encounter when we try to apply this bit of 
legal fiction to the management or the marketing of a law firm 
is that while you’re busy telling yourself that you’re preserving 
the status quo, the rest of the natural world is moving on merrily 

The Fifth
Secret
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without you or your law firm. So the fifth secret of building and 
sustaining a successful law firm is that there is no such thing 
as the status quo. You’re either making deliberate-forward-
progress, or you can beat a strategic retreat. But there is no 
such thing as just standing still, because the minute you cease 
acting of your own volition, the rest of the market begins to act 
upon you and pass you by.

i wanT To read a shorT passage from one of my favorite books to 
help me illustrate the sixth and the seventh secret of the million 
dollar small law firm... It’s a true story.

“I’m sitting in a quiet room at the Millcroft Inn, a peaceful little 
place hidden back among the pine trees about an hour out 
of Toronto. It’s just past noon late July and I’m listening to the 
desperate sounds of a life or death struggle going on a few 
feet away. There’s a small fly burning out the last of its short 
life’s energies in a futile attempt to fly through the glass of the 
windowpane. The whining wings tell the poignant story of the 
fly’s strategy: Try harder. But it’s not working. The frenzied ef-
fort offers no hope for survival. Ironically, the struggle is part 
of the trap. It is impossible for the fly to try hard enough to 
succeed at breaking through the glass. Nevertheless, this little 
insect has staked its life on reaching its goal through raw effort 
and determination. The fly is doomed. It will die there on the 
windowsill. 

A True Story
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“Across the room, ten steps away, the door is open. Ten 
seconds of flying time and the small creature could reach the 
outside world it seeks. With only a fraction of the effort now 
being wasted, it could free itself of this self-imposed trap. The 
breakthrough possibility is there. It would be so easy. Why 
doesn’t the fly try another approach, something dramatically 
different? How did it get so locked in on this idea that this 
particular route and determined effort offer the most promise 
for success? What logic is there in continuing until death to 
seek a breakthrough with more of the same? No doubt this 
approach makes sense to the fly. Regrettably, it’s an idea that 
will kill. 

“Trying harder isn’t necessarily the solution to achieving more. 
It may not offer any real promise for getting what you want out 
of life. Sometimes, in fact, it’s a big part of the problem. If you 
stake your hopes for breakthrough on trying harder than ever, 
you may kill your chances for success.”

That passage is from Price Pritchett’s You2. 

The sixTh secreT ThaT lawyers who build and sustain highly 
successful law firms know consciously or intuitively is that trying 
harder is rarely the best and it’s hardly ever the only answer. In 
that short story, Pritchett tells us about the open door just ten 
steps away. But he doesn’t say there aren’t other options for 
the fly to save itself. Perhaps there are two open doors. Maybe 
there’s even another window in the room that is open instead of 
closed. Lawyers who build successful law firms don’t go looking 
for the best way. Because we know there is no best way. There’s 
only the best way for you. And it has to be based on who you are, 
where you are, what are your strengths and weaknesses, your 
likes and your dislikes, how much capital you have available to 
you today and how much capital your efforts will make available 
to you tomorrow. We don’t make the excuse of looking for “the” 
best way to justify an impossible attempt to preserve the status 
quo so that we can avoid making a decision, because we don’t 
yet have all of the facts. The sixth secret of the million dollar law 
firm is to stop trying hard to find the best way possible and allow 
the best way available to get you from where you are today to 
where you want to be tomorrow. Because when you get there, 
more possibilities are sure to present themselves.

The Sixth
Secret
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i shared ThaT sTory from priTcheTT To help me illustrate the 
seventh secret too, which is that none of us built a successful 
business and certainly none of us can sustain a successful 
business all on our own. Lawyers who build highly-successful 
law firms – and we have to make a distinction here between 
lawyers who would like you to believe they have a successful 
law firm vs. lawyers who actually do have a successful law 
firm...the not-so-secret secret is that no one does it on his or her 
own. We all depend on mentors and coaches and consultants 
and any family or social connections we’re lucky enough to 
have, too.

The image of the lone Malboro Man sitting out there on 
the range by himself was dreamed up by Madison Avenue 
advertising executives to sell you cigarettes. Who do you think 
made the clothes our supposed hero is wearing? Where did 
he get the horse? And who taught him to handle that gun? 
Or do you suppose he ended up on the range and able to 
take care of himself with all ten digits still intact by learning 
how to handle a loaded weapon without anyone’s deliberate 

guidance, caring instruction or consistent assistance? When 
we stop to think about what this idea of doing it all on our own 
really means, it becomes quite clear why so many otherwise 
talented lawyers never come close to building a million dollar 
firm. If you are smart enough to have made it through law 
school you are certainly smart enough to learn how to enlist 
the help of competent professionals and staff to help you be 
your best.The Seventh

Secret
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secreT number eighT is someThing you are probably already 
aware of. But you may not have thought about it in the same 
way that owners of million dollar solo law firms think about 
it. Secret number eight is all about the relationship between 
causes and their effects. You already know that causes create 
effects. You know it doesn’t work the other way around. You 
already know that effects don’t just pop into existence without 
there being some cause.

We even have case law dating back more than one hundred 
years that says the same thing. You may remember the case 
of Byrne vs. Boadle which was decided all the way back in 
1863. Most lawyers remember Byrne vs. Boadle because 
that’s where most of us first learned about “res ipsa loquiter,” 
the thing speaks for itself. But the lesson we must pay special 
attention to for the purpose of this talk is the lesson from that 
case on the law of falling objects. In that case a barrel of flour 
rolled out of a second story warehouse and hit the plaintiff on 
the head. He sued for negligence. The defense argued he had 
to prove negligence and the court disagreed. When a barrel 

falls out of the second story of a warehouse, the court said, 
that’s an effect. And since effects do not exist in this universe 
without there being a cause we can assume negligence as the 
cause when a barrel falls out a window and hits a passerby on 
the head.

Lawyers who build and sustain highly successful law firms 
never allow the effects to distract them. Positive cash flow is 
an effect. Profits are an effect. A calendar full of appointments 
with potential clients, repeat business, and a cheerful and 
cooperative legal staff that help you make a profit instead 
of being a burden on you, these are all effects we must take 
responsibility for creating by the causes we choose to focus on.

Happy lawyers who make more money know that the money 
is an effect of being a happy lawyer. And even being a happy 
lawyer is an effect of some solo and small law firm “best 
practices” which are quite well known, not terribly complicated 
and they are relatively fast-acting when put to work for you. 
A lot like gravity. Except these causes are not taught in law 
school, and they are only addressed in passing, if ever, at 
most of the CLE programs I have ever seen.

So, not-so-secret number eight is two-fold. First part is that 
to enjoy the effects of a highly successful law firm you must 
focus on the causes. The second part is that it wasn’t just YOU 
who missed all those classes in law school about how to start, 
market and manage a successful law firm. They simply didn’t 
exist.

And by “successful” I should mention we’re not only talking 
about the money. For a law firm to be successful it has to 
generate enough profit for you to live the way you want to be 
living. It has to serve your personal needs without requiring you 
to work a hundred hours a week. And it must help you achieve 
your professional ambitions too with the sort of marketing 
and management policies, system, operating controls and 

The Eighth
Secret
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procedures so that the business doesn’t depend on your 
sweat for its source of fuel.

The only difference between the small minority of lawyers who 
go on to build highly-successful law firms vs. the rest who go 
through life seeing only problems and obstacles instead of 
opportunities and solutions is that one group takes personal 
responsibility to supplement their legal education with additional 
self-study pertaining to the business of making a law firm work 
for them, instead of going their whole lives complaining about 
the effects they’re experiencing in their business.

The ninTh secreT of growing a successful law firm is that we’re 
all outside of our comfort zone. Growing up there was a quote 
framed on our living room wall. It said “A ship in a harbor is 
safe, but that is not what ships are for.” If you’re experiencing 
no anxiety or discomfort, the risk you’re taking probably isn’t 
worthy of you. A high comfort level provides solid evidence 
that you’re playing it safe, not growing and not really testing 
your limits. That’s not what we lawyers are made for. The good 
news is that with some practice you can get comfortable being 
uncomfortable. Owners of the most successful solo and small 
law firms are always testing new ideas, new ways of doing 
things, new approaches to an ever-changing market. They 
take risks. They know not all of the risks they take are going 
to pan-out. But some of them will. And they know that the 
biggest risk of all is to waste time searching for the perfect idea 
while others in your market are busy testing and improving on 
ways to make their imperfect ideas work well enough to take 
your breakfast. Mike Tyson the former heavyweight boxing 
champion once said “Everyone has a great plan until they 
get punched in the face.” Your best plan for growing your law 

The Ninth
Secret
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firm is going to begin to fall apart the minute you take it out 
and test it in the real world. So don’t waste too much time 
preparing, when what you need to be doing is get out there 
and start testing. And so secret number nine is that if you’re a 
little scared, you’re in great company.

The TenTh secreT is The awesome power of decision. Yes, what 
you want to accomplish with your practice is more important 
than what you know about how to accomplish it. Most of the 
most successful owners of the most successful small law firms 
had absolutely no idea how they were going to do what they 
did when they started doing it. But they knew what they wanted 
to accomplish and they had a powerful reason for wanting to 
accomplish it so they made a conscious decision to do whatever 
it took to accomplish those goals. There is an awesome power 
that comes from making a decision. Disappointment and failure 
are always nearby the lawyers who lack the courage to make a 
decision about what they truly want. Because disappointment 
and failure thrive on indecision. It’s true. Those people who 
are interested, they do what’s convenient, while those of us 
who are committed and have the courage to make a decision, 
we do whatever it takes. The good news is that there seems 
to be an almost magical power of attraction that comes from 
the making of and the commitment to a decision. I do not 
presume to be able to explain all the inner workings of how or 
even why this works. But it cannot be mere coincidence that 

The Tenth
Secret
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of the thousands of owners of solo and small law firms I have 
had the opportunity to coach, consult with, advise, mentor and 
even learn from, the one common denominator governing their 
success has been the presence-of, and the degree of clarity 
surrounding their decisions. The mere act of deciding seems 
to serve as a magnet that attracts all of the resources needed. 
So decide how much profit your law firm must generate for 
you to live the way you want to live. Decide how you really 
want to be living. Decide how many hours you want to give 
the business in an average week. Decide what kinds of cases 
and what sort of clients you would most prefer your firm to do 
business with. But have the courage to decide based on what 
you really want. And don’t settle or compromise based only on 
what you think you can accomplish.

I’m going to conclude this talk with a summary of all of these 
secrets and I’m going to let you know how you can learn more. 
But first I thought you might like to hear one more “bonus” 
secret that can make it much easier, quicker and less of a scary 
experience for you to build your own million dollar law firm.
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secreT number eleven is ThaT mosT lawyers made the same 
common, costly and usually these are frustrating and 
embarrassing mistakes when they started their law firms. 
Mostly it’s because they ask the wrong questions. And to make 
matters worse, for too many of those not-so-successful law 
firms, the pride or ego of the owner prevents them from later 
asking or acting upon the answers to the correct questions. 
So they keep making the same mistakes over & over again, 
week after week, month by month and year into year and they 
mistakenly believe that a better effect is not possible simply 
because they’ve never tried to apply a different set of causes. 
Put another way, the secret is that if they’d have just asked the 
right questions, and focused on different causes most lawyers 
would today have much more successful law firms.

The good news is that it’s never too late to ask the right 
questions and the better news is it’s never too late to reinvent 
your law firm based on the answers.

The wrong question the owners of the most successful law 
firms seem to avoid asking is “How did you do it?” Instead 
they ask “Knowing what you now know, if you had to do it all 
over again, how would you have done it?” Because how I did it 
might be interesting to anyone who ever reads my memoir but 
if you’re looking to avoid making all the same mistakes I made 
along the way what you probably want to know is how I would 
do it if I had it to do all over again.

And while we’re on the subject of asking other lawyers for law 
firm management advice be sure to first know:

a. How do they measure success? If it’s only by the money, run.

b. Do they have a conscious understanding of how they made 
their law firm business the success that it is today? There’s 
a lot we can learn from the prolonged observed actions of 
unconscious competents but don’t go asking them to explain 
why or how they do what they do.

c. If your would-be advisor is in fact successful and consciously 
aware of how they would build a successful law firm if they 
had to do it all over again, you have to know whether or not 
they have a system or a series of best practices that can be 
reliably replicated outside of or independent from their unique 
personality. In other words, if they have a system, can their 
system be comfortably adapted or does it basically all boil 
down to a cloning system that will turn you into them? Unless 
you want to be turned into them.

d. And last but not least, are they really ready, willing, and able 
to share their system with you? There’s nothing worse than 
getting just enough advice to learn how to fly but then your 
mentor bails on you before getting around to teaching you how 
to land too.

The Eleventh
Secret
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Here’s a summary of the eleven secrets of the 
successful million dollar solo or small law firm.

1. There are no secrets.

2. Not everyone wants or needs to have a million dollar law firm, and 
you shouldn’t feel bad if you’re one of them.

3. You are going to have to make a lot of decisions, and most of them 
will be the wrong decisions, but it’s the right decisions that win or 
lose the game.

4. The secret of positive association. Beware of you hang around with.

5. Everything is always in motion. The market is going forward, or 
back. There is no status quo. 

6. Trying harder usually is not the answer.

7. No one does it alone.

8. Causes lead to effects. Effects do not exist without causes, focus 
on the effects and you’re standing still while the rest of the market is 
moving forward. instead, focus on the causes to make things better.

9. We are all outside of our comfort zone.

10. The awesome power of making a decision.

11. Be sure to ask the right questions.

My name is Rjon Robins, I hope to see you in one 
of our seminars, you can visit our website at 

www.HowToMANAGEaSmallLawFirm.com

I hope this talk has given you hope that you can have a better 
life by building a better law firm by focusing on the causes 
instead of allowing yourself to be distracted or discouraged by 
the effects.

I hope this talk has made you feel better about the effects you 
may be experiencing today because it’s not your fault no-one 
ever shared these secrets with you sooner.

And last but not least I hope this talk about the secrets of 
the million dollar solo law firm gives you the courage and 
encouragement you need to take action today.

I hope this talk has 
helped you in at least 

three ways.
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more than 100% each year and making the Inc. 5000 list of 
fastest growing privately held companies in the USA. 

Thousands of business owners have invested in RJon’s self-study 
audio programs and monthly membership-style coaching 
programs, to start and grow a “successful” law firm business. 
Because of these programs, HTM has created a community of 
entrepreneurial attorneys, who’s law firms gross nearly $50 
million, employ more than 250 attorneys and staff and services 
an estimated 2,000 clients per year in a wide range of consumer 
and business related issues. 

RJon is an avid boater, sculpts in metal and lives in Coral Gables, 
FL with his family, pets, crocodile, peacocks and a few wild 
iguanas that live in their yard.

About the author...
In 2008, Attorney RJon Robins 
founded How To MANAGE a Small 
Law Firm. He was determined to 
expose and crush the doctrine of 
sacrifice that has spread through 
out the legal industry. As CEO, he 
has developed HTM into the world’s 
largest provider of outsourced CEO, 
CFO & COO services to small law 
firms, growing his own company 
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