
ometimes the facts are indeed 
stranger than fiction. The story told 
in a Houston financier’s lawsuit 

against the law firm of AkinMears is 
not only strange, but also eye-opening. 
By exposing in fascinating detail how a 
small law firm of five attorneys allegedly 
finances, purchases, sells, and profits from 
thousands of mass-tort cases, the complaint 
(available at the office of the Harris County, 
Texas District Clerk) also lifts the curtain 
on the normally secret world of third-party 
litigation financing. 

Houston financier Amir Shenaq filed 
suit against AkinMears in September 
2015, alleging that the firm owed him 
$4.2 million in unpaid commission on 
thousands of mass-tort cases that Shenaq 
helped the firm finance, purchase, and sell. 

In his lawsuit, Shenaq claims to spell 
out the process by which AkinMears 
conducted its business. AkinMears did not 
“do the types of things that regular trial 
lawyers do,” Shenaq alleges. He describes 
two ways a plaintiff’s firm can operate in 
“the swashbuckling world of mass torts. 
One is to acquire clients through adver-
tising. The second is to acquire cases (or 
an interest in cases) directly from another 
law firm that has already retained the 
clients — in essence, buying the claims.” 
AkinMears initially adopted the former 
model. According to the complaint, the 
firm’s lawyers did not “meet their clients, 
get to know their clients, file pleadings/
motions, attend depositions/hearings, or, 
heavens forbid, try a lawsuit.” Instead, 
the firm used generic television advertise-
ments and a 1-800 call center to sign up 
tens of thousands of clients. The firm then 
bundled the cases like mortgages, assigned 
them en masse to other lawyers to settle 
them, and divided a 40-percent contin-
gency fee upon settlement with the lawyers 
settling the claims. 

In 2014, however, Shenaq says the 
firm was having trouble maintaining a 
steady incoming cash flow under this 
model. Through a mutual acquaintance, an 
AkinMears partner learned about Shenaq’s 

background in investment banking and 
debt financing. Shenaq says he met several 
times with the partner to discuss financial 
strategies and the ways that Shenaq could 
help AkinMears. After several rounds of 
discussions, AkinMears hired Shenaq as its 
chief business development officer. 

In Shenaq’s employment contract, 
AkinMears and Shenaq said they intended 
to raise $40 million dollars. In addition 
to securing loans for the law firm, Shenaq 
would be paid for originating and closing 
deals, which involved buying existing 
inventories of cases from other lawyers for 
later assignment en masse to a lawyer who 
would settle the claims and who would, 
in turn, exact a percentage of the paid 
settlements. This would allow the firm to 
reduce investments in television advertise-
ments and call centers and instead “cut to 
the chase, buying existing claims in bulk 
at what would hopefully turn out to be a 
discount.”  

According to the employment contract, 
Shenaq would receive commission fees 
ranging from 3 to 7.5 percent on each deal 
that he made. Shenaq said the commission 
was designed to motivate him to “bring 
to AkinMears as much cash and as many 
cases as possible.” If all went well, Shenaq 
figured he “could be in for a substantial 
payday. In fact . . . [AkinMears] suggested 
to Shenaq that the [f]irm hold in reserve 
up to $10 million to pay for things like 
Shenaq’s commissions.”

During his first few weeks at AkinMears, 
Shenaq claims he began securing loans 
and buying claims. He asserts that he 
secured $100 million from Gerchen Keller 
Capital, a large litigation hedge fund 
based in Chicago. Shenaq says that with 
the Gerchen capital and his assistance, 
AkinMears began negotiating with a group 
of four law firms in Dallas who called 
themselves “Alpha Law” and who had an 
inventory of cases to assign. According 
to Shenaq, AkinMears eventually bought 
nearly 14,000 cases from Alpha Law in 
which they owned an 80 percent or greater 
fee interest. The cases mostly involved 

allegedly defective transvaginal mesh 
implants, medical devices designed to treat 
pelvic organ prolapse in women. Shenaq 
also alleges that AkinMears bought 160 
additional mesh cases for $500,000 from 
another attorney’s docket with Shenaq’s 
help and Gerchen funds.

AkinMears allegedly paid Shenaq 
$1,430,765 as up-front commission. 
Shenaq was expecting much more to come. 
According to the complaint, he calculated 
an expected ultimate return of $14,000-
$16,000 in attorney’s fees per case. With 
its share of the 40 percent contingency 
fees, AkinMears stood to make $130 
million to $200 million in profit.  

Then things went south for Shenaq. 
After about four months working with 
AkinMears, Shenaq went on vacation 
with his family. When he returned, Akin 
allegedly began telling Shenaq “with all 
the fervor of a first-time actor at a commu-
nity playhouse” that the deal with Alpha 
Law had originated from another attorney. 
Shenaq also maintains that Akin claimed 
that the $100 million from Gerchen 
Keller Capital was not capital. Later that 
weekend, Shenaq’s health insurance was 
terminated. Shenaq was fired. AkinMears 
did not pay his commission. 

Shenaq’s lawsuit sought $4.2 million in 
unpaid commission. By mid-November, 
Texas media were reporting that a settle-
ment was at hand. 
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