
made some mistakes. The witnesses explained what they would have done 
di�erently in hindsight. Putting the focus on role and on the humanity 
of the people involved convinced the jury of Zurich’s good faith.

Take us back. When did you first know you wanted to be a trial lawyer? 

When I realized I lacked the size and athleticism to quarterback the New York Giants.

I was young when Martin Luther King Jr. was killed. I did not fully comprehend his 
importance, but I felt the profound impact his death had on so many. Months 
later, my mother took me to a theater performance about his life. In a courtroom 
scene after MLK was arrested, two large men spoke for him. I asked why only the 
other men argued to the judge, not Dr. King. My mother told me that only lawyers 
can speak to the judge. From that moment, I wanted to be a lawyer.

I never take for granted the privilege of speaking in court. It is even better than 
throwing touchdown passes.

What are the major keys to winning over a jury or a judge? 

In the first minutes, explain why justice requires finding for your client. The law 
or the facts can be with you, but if the jury or judge does not believe your cause 
is just, you will have a steep uphill climb.

Speak directly and concisely. Talk to a jury as you would a friend you were trying 
to persuade.

Humor helps. Especially when it is self-deprecating. People never expect that 
from lawyers.

What is the best advice you give young trial lawyers?

A law license is a precious gift. Use it to dedicate yourself to your clients’ cause, 
give back to your community, and speak for those who cannot speak for 
themselves, and you will feel like you have not worked a day in your life.

You served as Zurich’s lead trial counsel in Fluor Corp. v. Zurich 
American Insurance Company. Engineering and construction 
company Fluor, which paid $300 million to resolve lead-exposure 
lawsuits, alleged that its insurer Zurich engaged in a bad-faith 
refusal to settle them and sought over $2 billion in damages. The 
first trial ended in May 2025 in a hung jury. After a two-week retrial, 
a jury in Missouri federal court returned a complete defense verdict 
in November 2025. Tell us about your trial strategy.

Zurich faced a bet-the-company claim that it engaged in a bad-faith 
refusal to settle lead poisoning suits brought on behalf of 58 children 
near a St. Louis lead smelter. After Fluor paid roughly $300 million to 
resolve those cases, it sued Zurich to recover that amount plus a decade 
of pre-judgment interest and punitive damages, exceeding $2 billion. 
Previously, bad-faith insurance cases in Missouri had overwhelmingly 
favored policyholders.

The evidence showed that the insureds, not Zurich, directly negotiated 
with counsel for a large group of children and made settlement decisions 
for those claims. Fluor faced both covered and uncovered claims, and 
Zurich never prevented it from negotiating or settling any of them. There 
was no evidence of an open settlement o�er that Zurich could have refused 
in the first place, and Missouri law does not require Zurich to step in and 
make an o�er itself.

In the retrial, rather than resist jurors’ inherent skepticism toward insurers, we 
acknowledged that, in hindsight, the claims process could have been better. 
However, Missouri law does not punish imperfection; it punishes dishonesty 
and disloyalty. We demonstrated through specific decisions over a decade 
that Zurich consistently placed Fluor’s interests ahead of its own.

Tell us about some of the challenges you faced in Fluor Corp. v. 
Zurich American Insurance Company and how you overcame them

Our challenge was to explain Zurich’s role, which was not to negotiate 
or o�er money. But that is not jurors’ common experience with an insurer. 
(For instance, with a car accident, the insurance company controls 
everything.) We focused on what Zurich did, not what it didn’t do. We 
called the claims handlers so the jury could see real people—not a faceless 
insurance company—who worked hard to do everything their insured 
wanted, within their role. We candidly admitted that, like all people, they 
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Zurich faced a bet-the-company claim that it engaged in a bad-faith 
refusal to settle lead poisoning suits brought on behalf of 58 children 
near a St. Louis lead smelter. After Fluor paid roughly $300 million to 
resolve those cases, it sued Zurich to recover that amount plus a decade 
of pre-judgment interest and punitive damages, exceeding $2 billion. 
Previously, bad-faith insurance cases in Missouri had overwhelmingly 
favored policyholders.

The evidence showed that the insureds, not Zurich, directly negotiated 
with counsel for a large group of children and made settlement decisions 
for those claims. Fluor faced both covered and uncovered claims, and 
Zurich never prevented it from negotiating or settling any of them. There 
was no evidence of an open settlement o�er that Zurich could have refused 
in the first place, and Missouri law does not require Zurich to step in and 
make an o�er itself.

In the retrial, rather than resist jurors’ inherent skepticism toward insurers, we 
acknowledged that, in hindsight, the claims process could have been better. 
However, Missouri law does not punish imperfection; it punishes dishonesty 
and disloyalty. We demonstrated through specific decisions over a decade 
that Zurich consistently placed Fluor’s interests ahead of its own.

Tell us about some of the challenges you faced in Fluor Corp. v. 
Zurich American Insurance Company and how you overcame them

Our challenge was to explain Zurich’s role, which was not to negotiate 
or o�er money. But that is not jurors’ common experience with an insurer. 
(For instance, with a car accident, the insurance company controls 
everything.) We focused on what Zurich did, not what it didn’t do. We 
called the claims handlers so the jury could see real people—not a faceless 
insurance company—who worked hard to do everything their insured 
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Bloomberg Law 
24/7 Support

888.560.2529
help@bloomberglaw.com

pro.bloomberglaw.com

© 2026 Bloomberg Industry Group, Inc. All rights reserved.

HONOREEHONOREE


