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Background/Context:

My business provides full-time employment for more than 50 amazing people, and 

myself.  Together we support more than 400 other small businesses around the 

Country by providing outside, fractional “time share” CEO, COO & CFO services.  

Many of those small businesses, in-turn support hundreds of other small businesses 

which employ countless tens-of-thousands of people across the Country and in at 

least half a dozen other countries around the world that I know of.   

On Thursday March 12th I returned on the redeye from Los Angeles where I had 

the opportunity to elevate, expand and clarify my thinking by having the privilege 

of meeting for several hours with Jay Abraham for several uninterrupted hours 

in his office.  Upon my return, it became immediately clear that the media had 

grabbed-hold of the Coronavirus Pandemic with both hands, and their teeth too, 

and weren’t going to let-go until everyone was completely out of their mind, out of 

business and we were all out of toilet paper.  

This talk was delivered with minimal notes, mostly from the heart, to approximately 

25 members of my team who all work from the same office in Miami, Florida.  I 

am grateful that someone had the presence of mind to suggest “let’s record this!” 

just before I started you can see the full 44 minute presentation if you click HERE, 

OR VISIT https://howtomanageasmalllawfirm.com/mindset-during-crisis/.  

Unfortunately, I can’t recall with confidence which member from my team had that 

great idea.  But I am confident that at least some of the following was inspired by 

my “exposure” to Jay.  

And while it is true that I have technically copyrighted this work and reserved all 

rights to it, all entrepreneurs are free, welcomed and encouraged to be inspired 

by this presentation to deliver a similar presentation to your own staff or team.  

All I ask is that if you borrow too much from it, please at least attribute the source 

(me).

https://howtomanageasmalllawfirm.com/mindset-during-crisis/


www.HowToMANAGEaSmallLawFirm.com

Page 2Copyright 2020 RJon Robins, All Rights Reserved

RJon Robins:

Okay, so today is Friday, March 13th, 2020 and I’m sure the whole coronavirus thing is on your mind. 

It’s on my mind too. It’s on everyone’s mind. So we decided to host this meeting for the 25 of us who 

breathe the same air here in the Miami office.  And just so you know, we’re going to be having separate 

meetings with the Canada office. And separate meetings with all of the outside fractional CEOs, COOs, 

and CFOs. We’re now up to about 30 who provide CEO, COO & CFO services supporting our 400 

members all around the United States.  And I think we’re into at least four or five different countries.  

Plus, our time-share C-Suite professionals work from home, so that’s another reason why they aren’t 

participating by Zoom in this meeting with all of us here today. 

So let me just begin by saying that I personally am planning to make a lot more money because 

of what’s going on. I think this is going to be a really great opportunity for our business.  Because I 

think this is going to be a really great opportunity for the businesses of the 400-plus law firms that we 

manage.  Because the business they’re in is solving problems, right?

This is creating nothing but problems.  Which is creating nothing but opportunities for law firms that 

are in the business of solving problems.  Which is going to do nothing but help all of us.  Because it 

will create opportunities for us. 

The reason why we decided to do this presentation here is two reasons. One, I wanted a whiteboard 

because I have sketches to draw, and second is because I think it’s apropos that we have this 

conversation in front of our dashboard because this dashboard is a measurement of all the good 

stuff that we do. When these numbers look good, it’s because we’re doing good for our members, 

and when these numbers look good it is because our members’ businesses are growing too.  If our 

members’ businesses don’t grow, these numbers can’t possibly look good. So there’s that. 

OK changing gears, I just want to put everyone’s mind at ease that I think we’re all going to have a lot 

of opportunities coming out of this. Everyone’s jobs are safe. No one’s getting furloughed. No one’s 

getting laid off. No one should be worrying about what’s going to happen to your hours getting cut 

back for anyone who might be hourly. I don’t know if anyone is. All good.  So you can all take a breath. 
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And now lean in and let me take you on a little ride here. 

Okay. Most people do not actually understand how the economy works. And a lot of people who 

think they understand how the economy works, they don’t act like they understand how the economy 

works. And I want to share this with all of you, not because I’m trying to turn you into econ majors, but 

because each of us have interactions with our members in different ways, shapes, and forms. And I 

think that if we in every interaction with our members bring this mindset and bring this perspective, we 

will help them in a lot of different ways. 

Obviously, their CEOs, their COOs, their CFOs are going to be driving these messages and driving 

these lessons really deep with them, directly. But even indirectly, every time you have an interaction 

with them on an AR issue, on a billing issue, on a scheduling issue, anytime you’re interacting with any 

of our members, I just feel like if you’ve got this in your mind, if you understand this, if you’re coming 

from the right place, it cannot help but benefit them, which will benefit all of us. Okay.

I apologize if this is a little bit boring or esoteric. I think it’s very relevant.  First of all, it’s important to 

understand the difference between assets and goods & services. Goods & services are things that 

people consume. Goods and services, I’m sticking them all together. Goods and services are things 

that people consume. And people consume commodities too, like oil.   But the to keep in mind here 

is that anything that gets consumed is goods and services, right? Things that don’t get consumed are 

assets. 

This is why it’s better to lease a car than to buy a car, because a car is not an asset. A car is a category 

of goods which gets consumed and wears out. Things that go up in value are assets. Things that get 

consumed, wear out, and then eventually you dispose of them, they are goods or services.
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Now here’s the main thing you have to keep in mind in order to understand what it seems like most 

people out there right now, don’t understand.  The economy is not driven by assets. The economy is 

driven by goods & services. The economy is driven by how much people are consuming, how much 

food they’re consuming, how much entertainment they’re consuming, how much professional services 

they’re consuming, how much toilet paper they’re consuming. And apparently, there’s a lot of toilet 

paper being consumed, right now.  

But there are people walking around treating toilet paper like it’s an asset, right? It’s not an asset. It’s 

goods. The key to goods is that they don’t do you any good, no pun intended, unless they get consumed.  

A gallon of fuel doesn’t do you any good unless you consume the gallon of fuel to accomplish work. 

Get the idea? All right. Goods and services.

Now, let’s talk about the stock market. If you look at the history of the stock market from as far back as 

we have any data or information, the stock market always, always, always goes up and to the right.  

Always up and to the right. It never goes to the left because no one has invented time travel.  And it 

never goes down. It always goes up into the right. 

The stock market might not go up into the right every single day, every single week, or every single 

month, but it always ends up going up and to the right. Why does it always go up and the right? It goes 

up and the right because the majority of the companies that drive the stock market are all companies 

that produce or deliver goods and services.  And goods and services are driven by consumer behavior. 

A thousand years ago, Marcus Aurelius wrote a book. In the introduction to his book, he wrote a 

dedication. And someone could have written the same dedication to a book, today. He thanked his 

parents for being great parents. He thanked his friends for being loyal friends. He thanked one friend 

in particular for always being there for him. This is a guy who wrote his book a thousand years ago.

For better or for worse, and I would argue not for the better, human behavior, sadly, unfortunately, 

tragically has not really changed that much in a thousand years, right?   Assholes were assholes a 

thousand years ago. Good people were good people a thousand years ago. A thousand years ago, 

people were eating. A thousand years ago, people were sleeping. A thousand years ago, people were 
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trying to figure out how to have sex with each other. A thousand years ago, people were looking for 

entertainment. 

A thousand years ago, people were looking for conveniences and status. This has not changed. And 

if it hasn’t changed for the last thousand years, I don’t imagine it’s probably likely to change in our 

lifetimes either. People are people, are people, are people. They do what they do, right? 

And one of the things that people do is they consume goods and services in very predictable and very 

reliable ways, which is why the stock market always keeps going up and to the right. Make sense? 

Okay.

Now, how are people behaving today? If you look at the media, you would perhaps believe that we are 

experiencing something of unprecedented proportions and that is true.  But it might not be what you 

think that’s unprecedented. All right. Coronavirus. I need people to help me out with this. SARS.  I need 

you to help me out with this.

Team:

Swine flu.  

Zika.  

Ebola.  

E coli.  

H1N1.  

HIV.  

Dengue fever.  

Malaria.

RJon Robins:

How far back do you want to go? Here’s what I’m getting at. Every time that one of these big scares 

happens, the media tries to blow it out of proportion because the media makes money when we watch 

the media. If we don’t watch the media, the media doesn’t make money. So they’ve got to find a way 

to get us to watch the media and they grab our attention with whatever they can. And right now, we’re 

all watching Coronavirus, right?   So I said this was unprecedented, but not in the way that you might 

think. So there is a graphic that I will share with you, but it roughly goes like this.
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Can you all see this? So, this is the amount of media attention that things like the swine flu, dengue 

fever, and H1N1 got. This lower box, this gigantic lower box, is actually how much media attention the 

coronavirus is currently receiving. The only unprecedented part of this whole thing is that it’s getting 

literally 500% more media attention than any other previous outbreak. That’s it. So people are extra 

hyped up. 

Now, we in south Florida, we’re used to the hurricanes, right? We’re used to it when every time there’s 

a hurricane, the media’s telling you, “This is the big one. It’s all over. Run out and grab as much toilet 

paper as you can.” Right? We’re used to that. You’ve got to understand, most places in the country 

aren’t used to that. No one predicts a tornado. No one predicts a forest fire. No one predicts an 

earthquake. 

There’s not that many places in the country where people actually have the experience of having large, 

early-predicted, large-scale events. We’re used to that, so we’re not completely losing our shit and 

freaking out. Shit, get it? Toilet paper. I keep making those references. There is a five-year-old little boy 

inside of me, I’m telling you. 
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So, you’re going to see us doing a lot of communication with our members because we’ve got members 

in 38 or 39 different states and a few different foreign countries and the people in other parts of the 

country aren’t used to the kind of media attention that we’re getting here locally. 

Alright, changing gears again...Now, our business, the success of our business, depends on the 

success of our members’ businesses. This is us. This is our members. The success of our members’ 

businesses depends on the success of their clients’ businesses or lives, careers if they’re doing 

consumer work. 

So we are beginning to develop programming for our members to help our members help their clients. 

So you’re going to start seeing programming like that coming out of us to show our members how to 

actually help their own clients not only mitigate, but actually benefit from everything that’s going on 

right now and all the things that we can reasonably predict are going to happen next and then next 

and then next and then next and then next.  

Because we’ve seen this kind of thing before.  So really, we must stay focused on making sure that our 

members’ law firms are profitable and making sure that our members’ law firms are successful. 

Now here’s why this is such a phenomenal opportunity. 

When something is times two, that’s called cubed.[correction,] That’s called squared.

When it’s times itself three times, that’s-

Team:

Cubed.

RJon Robins:

Cubed. When it’s itself four times, what’s that called?
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Team:

To the fourth power.

RJon Robins:

It’s to the fourth power. Okay? This opportunity is ginormous. This is a mind-blowing, staggering 

opportunity that we haven’t seen in like 20 years. Ironically, it’s precisely because the media is making 

such a gigantic, blowing this out of proportion, that the opportunity is equally as gigantic on the other 

side. It’s like the law of polarity. You can’t have something ... you can’t have a left without what?  There 

being a right. You can’t have an up without there being ...

Team:

A down.

RJon Robins:

You can’t have a top without there being a front or a back, right? So, as big as a mess as the media 

is making this out to be right now, there’s an equally ginormous opportunity coming on the other end 

of it for people who are planning ahead, thinking ahead, and not self-immolating for whatever reason 

they do. 

You’ve got to keep in mind that a very big percentage of people ... this is just a social commentary...

they really are walking around without a whole lot of purpose in their lives. They don’t really have a lot 

going on. They don’t have big goals. They don’t have big dreams. They don’t have big plans. They 

don’t have a whole lot of real hopes or aspirations for a better future because they don’t really believe 

they themselves can have a better future. 

And so, they’re always looking for something to distract themselves with. They’re always looking for 

something to escape into, to hide out behind. And this current situation, whatever you want to call it, 

it’s the perfect thing for someone to hide in. It’s the perfect thing  to help someone to escape from their 

daily lives. “Oh, I don’t have to think about the job that I hate. I don’t have to think about the unhappy 

relationship that I’m in. I can just obsess over this.” You get what I’m saying?
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So, this is to the fourth power. 

The first is the existing opportunities for legal services. Remember, people are people are people. 

It’s not like the person who’s in an unhappy marriage is going to suddenly decide, based on the 

coronavirus, I’ve now decided never to get divorced. They’re going to get divorced eventually. 

The person who needs to file bankruptcy needs to file bankruptcy, eventually. 

The person who wants to immigrate to this country is going to want to immigrate to this country, 

eventually. 

The person who needs to file an intellectual property trademark or patent needs to file the intellectual 

property patent or ... the idea didn’t just go out of their head because of the coronavirus. 

I’m trying to cover all of the different practice areas to illustrate the point, but one practice area that 

I’m not going to address is bankruptcy, because if any bankruptcy lawyer can’t figure out how to make 

this into a gigantic opportunity, they deserve what they get, right?

But there will be a dynamic to this that has to be planned for and anticipated so it doesn’t go sideways 

for our members. Now, the way this is going to go sideways is let’s just say, in any given quarter ... one, 

two, three. Yes. In any given quarter, let’s just say, to keep the math simple, that a law firm will get one 

case per quarter. 

Obviously that’s not true, but just to keep the math simple and to illustrate the point let’s just say the 

firm will get just three cases per quarter.  One per month. That means at the end of the quarter, they’re 

going to get three cases, yes?

Now if the media freaks everyone out and all the prospective clients are busy rushing their local Costco 

for toilet paper and the firm gets no cases this first month of the quarter, it just means that they’re going 

to get two the next month. Yeah?
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‘I didn’t file divorce this month. I’ll file divorce next month. I didn’t file bankruptcy this month. I’ll file 

bankruptcy next month. I didn’t file my patent this month. I’ll file my patent next month’. Right? 

Of course if the media drags this out too long, then they won’t get the case this month, they won’t 

get the case in the second month. It just means they’ll get three cases in the third month. They’re still 

getting the three cases.  Because consumers consume what they consume.  Because people are 

people. It’s just a question of timing. 

So the dynamic, the dimension that our members have to be prepared for is the fact that there’s going 

to be a surge of new business. They’ll have a slack tide and then they’ll have an extra high tide. They’ll 

have a surge.  But they need to be prepared for it.  This surge that will happen is the opportunity 

ahead, to the first power.  In & of itself, not so exciting.

Now let’s talk about this opportunity for law firms to be of service and to grow to the second power.  

This obvious opportunity (when you stop and think rationally) is the fact that the stress, the anxiety, the 

pressure, the challenges, all the issues that are going to get caused by this situation sadly, tragically, 

unfortunately, it’s going to cause marriages that might not otherwise fail to fail. It’s going to cause 

businesses that might not otherwise fail to fail. 

It’s going to cause people who might not otherwise go out and commit crimes to start committing 

crimes. It’s going to cause people who are thinking, “Maybe I’ll relocate to the United States, maybe 

I won’t relocate to the United States,” to suddenly realize how good they have it in this country and 

suddenly decide “Now I definitely want to do my citizenship papers and file and hire an immigration 

lawyer.” 

Are you getting the idea? It’s going to cause business partners who might not otherwise sue each 

other to start suing each other. It’s going to cause people who might not otherwise sell a property 

to suddenly sell a property, and people who might not otherwise buy a property to suddenly realize 

they’re going to buy a property because they made such a killing in the stock market because the next 

...Let’s not even get into what an opportunity it would be to put money in the stock market right now. 
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So the opportunity squared is that all of the business for these law firms, not only is it going to start to 

surge, but it’s also going to square because there will be a lot of  people who might not otherwise hire 

a lawyer who suddenly are going to need to hire a law firm. Opportunity squared.  You get the idea?

Now let’s talk about why it’s cubed. There will be new opportunities that will come out of nowhere. 

There will be brand new opportunities that didn’t exist before. Lawyers are already beginning to figure 

out that insurance policies never anticipated this stuff, right? So, there’s insurance, there’s business 

interruption insurance policies. There’s event insurance policies. There’s travel insurance policies. 

The entire insurance industry, as just one industry example, is now realizing that they never anticipated 

a pandemic at this level, and so there’s going to be all kinds of brand new cases and brand new causes 

of action and brand new transactions and brand new insurance policies that will get invented and all 

the insurance policies are going to have to get rewritten and they’re going to be a ton of transactional 

work for transactional attorneys.  That’s just using insurance as an example. In all the different areas of 

law, there’s going to be all kinds of new needs for lawyers that are going to grow out of this opportunity. 

That’s going to cube the opportunity. 

Okay. Now let’s take it to the fourth power and this is the part where things just get like spectacularly 

mind-blowingly, amazingly exciting and this is not just for law firms. This is for all business owners 

who we study our history and we don’t panic like Chicken Little.   Like I said, it really does help to be 

rational.

This surge is going to actually create this fourth power of opportunity because there’s a lot of businesses 

out there that are badly run. There’s a lot of businesses out there where they don’t have a written 

business plan.  They don’t have a marketing plan.  They don’t have a formal sales process.  They don’t 

actually use any kind of financial controls, they don’t have budgets and cashflow projections, where 

they don’t have a CFO, where they settle for some shitty bookkeeper who gives them crap data.  

So many businesses that don’t have dashboards to help owners or managers know at a glance what’s 
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really going on in the business so they can respond quickly.  So instead, they’re all playing catch-up.  

They’re operating in reaction mode.  They’re driving by looking in the rearview mirror. 

So in the weeks or month leading up to the surge, they’re going to go out of business. They won’t be 

able to handle the surge And at the very moment there’s a surge of new business there will be extra-

pressure for people who might not otherwise hire a lawyer to suddenly hire a lawyer.  And at the very 

moment that there is more demand because there’s all kinds of new causes of action and needs there 

will be a shortage of supply because there are so many law firms that are run so-badly that the ones 

that are run well are going to be last man standing and they are going to be having an amazing next 

few years. 

Not just an amazing next few months.  This advantage will give them years of forward, upward 

momentum.  And because our members have us providing all these services, support and clarity, our 

members are positioned to do phenomenally-well.  And when our members do phenomenally-well, we 

do phenomenally-well.

 

All right. Now, let me tell you the other side of this jaded, pessimistic, mercenary, politically-incorrect, 

but also-true answer in terms of why this, for us at least, we could even take this to the fifth power in 

terms of the opportunities that exist for all of us, all right? 

Because owners of law firms come to us in one state of mind or the other, never in the middle. They 

come to us in a state of mind where they’re very inspired because they see the possibilities, they see 

the potential. They’ve had a taste of success. They want more of it. We love working with people like 

that, right?  But people also come to us when they’re desperate. 

We serve people who come to us in a state of inspiration and a state of desperation. Our members, 

the people we currently have as members are going to be operating from a place of inspiration.  But 

there will also be a ton of small law firms out there who survive the surge and begin to experience the 

boom-time ahead. 
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They’ll feel like, “…there’s so many opportunities. Now I need help to finally get my business under 

control”.   And they’re going to come looking for people like us to help them with outside, CEO, COO, 

CFO, bookkeeping, financial controls, all the things we do to make the law firm work better. That’s all 

good. That’s happy times. That’s rainbows and unicorns and it isn’t that wonderful?

 

Tragically, sadly, unfortunately there’s going to be tens of thousands, hundreds of thousands of law 

firm owners who don’t have a written business plan, who don’t have a marketing plan, who don’t have 

a sales plan, who don’t have documented processes or systems or procedures, who don’t have any 

kind of financial controls, who don’t have good bookkeeping, and they are going to get crushed by 

this.  And they will need our help too. 

Are you getting the idea here? 

So we’re like, we’re going to be getting business coming at us, from both sides.  All we need to do is 

help our members recognize and take advantage of this opportunity and help them keep their head 

straight and we’re going to be doing all kinds of programs around that. All right.

Now let’s talk about things here in the office. Schools are probably going to close. We’re going to talk 

to all of you about what to do if your kids get put out of school. We are open to a variety of different 

ideas.  I think one of the reasons why you like working here, I hope one of the things you really like 

about working here is that this is like an entrepreneurial startup environment where you know, we don’t 

have tons of bureaucracy and rules are not carved in stone and all that kind of stuff. We’re fast, we’re 

loose, we’re agile, right? Well the good news is…we don’t have a formal policy around this. Instead, 

we will talk to you and we will come up with a policy that works for everyone. All right?

 

We’re open to the following ideas. We don’t know what we’re going to do. We’re going to talk to you 

individually, but here are just some thoughts. We’re open to the idea of letting you bring your kids here. 

We’re open to the idea of turning the front area into a playroom for the kids and bringing in all kinds of 

toys and fun stuff and hiring someone to come in and supervise and run programs for your kids and 

basically turning it into like a kid’s club if we need to. We’re open to that. We’re open to allowing you to 
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work from home. We’re open to that, too. 

Financial security.  We understand that some of you share a household with a spouse or a significant 

other, or maybe even parents who may work for a company whose owner is right now at this moment 

at the Costco stocking up on toilet paper and that person is not looking after his or her business or his 

or her team.  

If your spouse, significant other, someone you share a household with starts having a problem, they 

get laid off, they get furloughed, their hours get cut back or some other thing like that, we have some 

opportunities here. We have vendors who probably will be having opportunities. 

We have members locally, who will probably have opportunities. Bring this to your supervisor’s attention 

and we will try to figure something out to help you or help your household. Don’t suffer in silence. Let 

us know. We’ll talk about it. We’ll figure it out. I mean there’s no promises, there’s no guarantees, but 

we’ll try to figure something out. 

Okay. If anyone gets sick…so let me just say this right now, I would never fire a person for getting sick, 

right? Because that would be a really shitty thing to do.   But I will fire you if you go and get tested, find 

out that you’re sick and then come back to the office to tell us that you’re sick. I will fire you on the spot.

 

[Team laughing] Right? You’re laughing. You shouldn’t be laughing because that’s exactly what 

happened in Oscar’s daughter’s office. Someone got sick, went and got tested, came back to the 

office and said, “Well, I got it.” They literally had to evacuate the office and quarantine the whole staff 

for 14 days. Don’t do that. Okay.. They had to evacuate 4,000 people because this idiot came and 

decided to break the news in person that he was sick.

[the reason being] He wanted them to believe him, that he was really sick, that he wasn’t faking it. So, 

he came and infected the whole office. Okay. Don’t do that.
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All right, so seriously, if you feel like you’re going to get sick, obviously go get tested. If you don’t have 

a doctor, let us know. We will help you find a doctor. If, for whatever reason, you don’t have money to 

pay for the doctor, you all have health insurance, but if you need money to pay for a doctor, we will help 

you get the money to pay for a doctor. 

There’s no reason not to go get tested other than the fact that, in addition to the rush on toilet paper, 

apparently there’s a rush on testing kits. But that’s a political problem that I’m not in charge of. All right. 

But seriously, if you feel like it, get tested, don’t make a big fuss of it. Don’t pretend like you got to hide 

it, just let us know. And then, if you find out that you are positive, let us know by phone, by phone, by 

email.

We are not planning to go virtual. We are planning to all continue working from here. We have 

contingency plans if we have to go virtual. I’m not going to get into those contingency plans right now 

because I’m hoping that we don’t need them. But we have contingency plans regarding technology. 

We have contingency plans in terms of hours. We have contingency plans in terms of workflow, so 

that we can feel like we’re all working together even if we don’t get the opportunity to physically be in 

the office together working. 

And that’s it. That’s everything that I wanted to share with you. Thank you for being here. Thank you for 

your attention, and I’m happy to answer any questions. 


