
ment and developing business. Some  
do it better than others, but we believe 
that every attorney in our firm is capa-
ble of mastering these skills, all of  
which make them more valuable than 
just being very good practitioners. We 
expose all of our attorneys to these 
needs, so they can increase their skills 
through actual experience. When I first 
joined the firm, I tried cases and closed 
deals, and while we still give all of  
our attorneys that experience, we also 
encourage them to participate in man-
aging, growing their practices and lead-
ing others through a formal mentorship 
program. We recognize the need to 
ensure that the next generation of  
firm leaders is gaining that exper- 
ience today. 
 

Herbert Law Group LLC 
By John T. Herbert, Esq., 
Managing Attorney 

Mutual respect, civility, 
appreciation and open 

communications are critical to starting, 
growing and maintaining a successful 
organization, along with providing a 
needed product or service for clients. 
Everyone associated with our law firm 
plays a critical role in client develop-
ment, retention and serving the needs 
of our clients in a timely and highly pro-
fessional manner. This is our expectation 
of all, without exception. Creating a 
work environment that expects creativi-
ty from each person involved in our 
business promotes continued improve-
ment in how we operate and serve 

clients. In other words, 10 ideas to get 
things done more effectively is better 
than one or two ideas. It has been our 
experience that each of our valued per-
sonnel has helped to incrementally 
improve how we professionally serve 
our clients and to respectfully work with 
our adversaries to find reasonable solu-
tions to the legal disputes that arise 
between us. Accordingly, all of our 
employees are empowered to become 
sales leaders, innovators and rainmakers, 
along with becoming business and 
process improvement contributors.   

 
McCarter & English, LLP 
By Joseph T. Boccassini, 
Esq., Firmwide Managing 
Partner  

Our firm’s management 
works hard to strike a balance that 
ensures well-represented clients, a prof-
itable partnership and empowered, chal-
lenged and professionally satisfied attor-
neys and staff. Our attorneys reflect the 
entrepreneurial, collaborative and inno-
vative character of our clients; not con-
tent simply to be experts in their areas 
of practice, but driving themselves to 
excel in cutting-edge growth areas such 
as blockchain, solar energy storage, 
smart contracts, artificial intelligence 
and crypto-currency. So as a firm, we 
stay dynamic. Our leadership recognizes 
that the world is evolving, and we rou-
tinely encourage our attorneys to be 
creative and responsive to the changing 
market for legal services. It’s relatively 
recent that our firm embraced commer-

cial property tax appeals on contingency 
when that wasn’t fashionable—now we 
have a nationally prominent practice. 

 
Norris McLaughlin  
& Marcus, P.A. 
By John Vanarthos, Esq., 
Chairman 

Every attorney at Norris 
McLaughlin completes a personal devel-
opment plan wherein they define their 
goals and objectives for the coming 
year. These plans don’t simply sit on  
the corner of a desk. Each attorney 
meets with his or her practice group 
leader to identify how to reach the 
goals and objectives outlined in the 
plan. From there, the practice group 
leader, with assistance from the firm’s 
marketing department, figures out  
what financial, technology, etc. support 
is needed to achieve success. Addition-
ally, our young attorneys are given  
business development training sessions 
on a bi-monthly basis by our marketing 
department. The sessions range from 
pop quizzes on the capabilities of  
the firm’s attorneys to educate our 
“salesforce” to creating time to “mar-
ket” themselves, to Shark Tank-style  
sessions where they come prepared to 
“sell” ideas to the marketing deparment 
with the goal of implementing the idea.   
 

NPZ Law Group, P.C. 
By David H. Nachman, Esq., 
Managing U.S. Attorney  

Our immigration and 
nationality law firm uses a 

multi-faceted approach to empower 
individuals to become team players, 
ambassadors and innovators. Our cus-
tomer service representative, who ordi-
narily answers our phone and greets 
clients, also learns entry-level paralegal 
skills as part of the legal team. On the 
other end of the spectrum, two of our 
managing attorneys regularly travel to 
their respective native countries to meet 
with representatives of local businesses 
and to host information seminars. As 
ambassadors of the law firm, the attor-
neys develop valuable professional rela-
tionships, gain a deeper understanding 
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