anniversary and the journey
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A Letter from Attorney Michael T. Gibson

In April, our firm celebrated our fifteenth year of being in business. Honestly, it truly
feels like we just celebrated the ten-year anniversary. Maybe that is because life and the
entire world took a strange detour in the Covid pandemic years. Regardless, the last five
years have flown by. But fifteen years is a pretty significant milestone for any business.
And it is certainly a great time to pause and reflect on everything that got us to this point,
and to contemplate where we are going.

When I think back to the formative, early years, there are two things that I think made this place
work. The first was hustle. If someone sent us a case, we were all over it. The minute that referral
was made, four people were battling each other to jump on the phone, and get that client. My
- initial staff understood that there was nothing more important than getting that case signed. The
second thing is that we were not afraid to take difficult, and sometimes even impossible cases. In fact, most of our early
work was the cases that other firms were rejecting. We took those cases and worked them like they were the biggest
cases in the office. No matter how bad the facts were, or even if two or three other firms had tried and failed, we took
that case, and in the vast majority of them, we found a way to get that client a recovery. Almost every day during that
time, I would have other attorneys comment or tell me how crazy I was for taking on some of these cases. But I knew
that if we could find ways to make recoveries in those difficult cases, people would come to see that we could handle
just about any personal injury case there was, and they would trust us with more valuable cases down the road.

One of the other traits that built this place was brutal honesty. I cannot tell you how many times my life would have
been a lot easier if I just told every client in every case that their case was the best case ever, and we were going to get
them a bunch of money. But that is just not my style. You see my family was once one of those cases in someone’s law

firm. And [ watched that lawyer tell my mother for four years how great her case was. Ironically, most of these conver-
sations occurred when he was trying to get her to pay his bill. Four years later, after she had spent every dime she had, he
told her there was nothing he could get her. Even writing this out, it still makes me angry and disappointed in that attorney.

I was never going to do that to my clients. From day one of this firm in 2009, everyone here has understood my rule on
this. We are going to tell it to you straight. The good parts of the case, and the bad. And we will always give you a realistic
and reasonable evaluation of your case, even if that is disappointing. I have lost clients because of this, and it sure has cost
me a number of folks who would have been clients, if T just told them I was going to get them a bunch of money. But for me, I would rather
be honest and forthright, even if it disappoints someone, than to mislead them. Over the years, I have had a number of clients fire me over
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this. And you know what? About fifty percent of them have reached back out to me, within a year or two, and begged me to come back. 1
always believe that honesty is the best policy. I live my life telling people exactly how I feel. I have run my practice and firm, the same way.

Probably the biggest challenge I faced over the fifteen years was in building the team around me. In the beginning, I was the CEOQ,
CFO, head litigation attorney, head presuit attorney, lead marketing guy, HR, and probably twenty other titles. But I also had a pretty
important new title at home — Dad, and I wanted to really be good at that one. I worked twelve and thirteen hour days for almost five
years. I worked on the weekends. I worked on vacations. That entire five-year timeframe is just filled with one memory — My office
and my desk. When I look back today, I am amazed that my health survived, and that my marriage survived.

But around year five was when I started realizing that if this firm was going to make it long-term, I could not be all of these things. And
I started recruiting and assembling a team around me, and a management structure, that would allow me to not have to be everything.
It started by hiring another full-time attorney to manage and oversee our growing caseload. Then it was a marketing director, to help
grow the firm. Then another attorney. Another litigation staff member. In 2014, after serving as the Head Litigation Attorney through
the firm’s first five years, I decided that I would bring on a seasoned trial lawyer, and I would move out of litigation. I did so because
the firm was just beginning its largest growth spurt. I remember one of my last trials, I was going to make an objection to a question,
and a line from my marketing budget started to come out. And at that moment, I knew it was time. My whole career up to that point
had been centered around being a trial lawyer and trying to be a great one. But in opening the firm, and getting it past those first five
years, I realized that my calling was to lead the firm and to grow it. To be the best at that job, I had to admit that it was time to give up
litigating and focus solely on the office. While this was a difficult transition at first, it is probably one of the best decisions I have made.

From that year, and on through 2020, the firm took off and completely changed. We organized what we call POD teams and split the
office into the same. We had the capability to litigate and take to take to trial any case we needed to. I hired Juan Jose Rodriguez to be
my Marketing Director, and combining his vision and my own, our community marketing program began. We grew from an office of
fourteen employees to an office of thirty employees over the next five years. And our revenue tripled. In 2017, our then chief litigator
retired, and I hired a young lawyer by the name of Todd Curtin to replace him. Within a year of that decision, our litigation department
had doubled. In Todd, I had finally found the perfect replacement for myself as a litigator. He had boundless energy and enthusiasm. [
focused on making sure he got all the support and resources he needed to make our litigation team successful.

If you ask me, my favorite years in the history of the firm were 2018 and 2019. In those two years, I saw everything the firm could be.
Some of our biggest and best cases were during these two years. And with all the resources and personnel we had amassed, we were
able to max out recoveries in those cases. It was a real turning point for us, and it felt like we had finally entered the big leagues. We
were growing at such a rapid pace in that timeframe, that I was looking at more office space in our building and beyond. For some
reason, in the middle of 2019, and while looking at that office space, I decided I wasn’t going to take the space, and that I would make
our existing space work. Little did I know that within the next year, that would be a very wise decision.

When the Covid pandemic hit, everything that we had achieved from 2014 up and through that time came to a sudden halt. When the
stay-at-home orders came out, it was pretty devasting to our business. With almost no cars on the road, our new case intakes went
down by over 70% in the span of just thirty days. There were days where it was so bad, I was calling the phone company to see if the
phone still worked. On top of the massive drop in business, we had to take our entire operations and make them completely remote.
Everything changed, from how we handle new client intakes, to how we handle accounting. We changed it all. For intakes, we went
to virtual and phone meetings, and we installed docusign, so clients could sign without having to meet in person. We developed a staff
rotation system, to rotate team members in and out of the office, and to minimize how many people were in the office at a given time.
All of our management and team meetings went virtual and onto Zoom as well. Covid forced us to change almost every single aspect
of our then current operations, just to continue operating at all.

My greatest fear during this time, was how long would it take to get our intake levels back to where they were before, and could I
sustain all the current staff during that process. I quickly figured out that the pandemic was not going to go away overnight. This was a
two to three year deal, and it would affect us for at least that period of time. So, after ten years of building this firm from scratch, I was
again forced to decide if I was going all in. And I did. I probably spent over $2 million dollars between 2020, and 2022, to keep this
firm going. I chose not to make dramatic reductions in staff or in advertising. In fact, I doubled the advertising. Some thought it was
crazy. But I made this decision after reading about Kellogg’s and Post cereals during the Great Depression. I forget which one had the
monopoly, but the long and short is one brand cut their marketing and lost half their market share, while the other doubled theirs and
gained 50% of the market. If we were ever getting back to our pre-pandemic market position, I had to double down. I hired an agency
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worked almost non-stop when I was a kid. And I always felt that most of my childhood memories did not include him.
It was something I wish I had more of as I became an adult.

Jen and I started the firm so that we could support and be there for our children. And while in the early years, it seemed
almost counterintuitive, due to how much we worked, I can tell you that the payoff is the time we have now. I have been

able to spend countless hours on the ice with Brady, being there as he has developed his love for the game of hockey.
I have been to almost every game he has ever played, and for the last three years, I have been able to help coach his
team, and travel with him. Jen is at every dance practice and dance competition with Emery. We both attend all school
functions. And we are able to take two family vacations a year. And by vacations, I mean a real vacation, where we are
not plugged in or answering calls or emails all day (although I still make time for these on these trips). As I write this,
Brady is finishing his freshman year in high school, and Emery is getting ready to enter middle school. The time has
really flown. It really hit me a couple of Saturdays back, when I watched both of them come to the kitchen, and toast their
own bagels. I spent like ten years making their breakfast. Now, they don’t need either one of us to do the same.

As challenging, scary and difficult as it was building the firm, it pails in comparison to raising our kids. And doing both
tasks simultaneously, every day, for fifteen years, these challenges became second nature. But to be able to enjoy our re-
maining years with our kids at home, it makes every single challenge we faced worth it. The firm also gives Jen and I a
living example to show our kids the value of hard work and perseverance. They can walk into our building and see what
Mom and Dad worked so hard to build. I am often asked if we want the kids to succeed us, and to enter the family busi-
ness. The truth is I just want them to be happy and to be able to support themselves and their families. I don’t really push
either of them towards it. If one or both of them decide they want to do it, I will support them and teach them everything.
But the firm was my dream, and I am blessed that I got to live it. All I want for them is the chance to live their own dreams.

In closing, Jen and I want to take this opportunity to thank each and every one of you for your support and trust over the
years. When a client chooses us to help them in their time of need, it still means as much to us today, as it did back in those
early years. We will always do our best to make this firm feel more like a family, than a law firm. And we will always strive
to make this a place that clients can be proud of. We are both honored and blessed to have the opportunity to support and help
this community, and our commitment to continuing those efforts are unwavering. Thank you for every thought and prayer you
have directed our way, and thank you for believing in us and supporting us. With your continued support and God’s blessing,
we will continue on through the next fifteen years, and write many more chapters in the history of this firm.

[ ]

STi1Cce 9
b 8

4
B B

4 4 ~ some s wr e 4
1TrTOoOrnev Ccom -
‘\‘452.*’ T‘\:j ’{«‘; ‘\'*ilr !‘!‘JV I“fl‘,@‘ .0_‘]. ‘_n_'s. I@s.« ;i”{ ® E‘&;f' | ) J J!_”_D.j_l

o

nitoju

o

Disclaimer: Content of this newsletter may not be used or reproduced without written permission of the author. This newsletter is not intended to replace the
services of an attorney. No expressed or implied guarantees have been made or are made by the author or publisher. Information in this newsletter is for
informational purposes only and is not a substitute for professional legal advice.
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