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CONNECTING YOU WITH LAW 
FIRM DECISION-MAKERS
Briefing magazine gets your brand and message in front of 
decision-makers in legal business management, and it influences 
their decisions. Briefing readers use your content to build buying 
shortlists and business cases, and in training and conversation

42%
39%

25%
15%

of Briefing readers have 
used the magazine’s content 
to create or back up a 
business case

Briefing readers have 
used the magazine’s 
content when 
researching a product 
or service their firm is 
considering buying, or 
in assembling a buying 
shortlist

of Briefing readers 
have added a company 
to a research or buying 
shortlist after reading 
about them in the 
magazine

of Briefing readers have 
contacted a company as a 
result of seeing them in the 
magazine

53%
of readers  
have used the 
content in 
Briefing to 
explain 
something to 
someone in 
their firm or 
provide training

80%
of readers say they’ve  
raised a topic or subject 
they’ve read about in Briefing 
later in a meeting with peers  
or the firm’s board

WHY CHOOSE BRIEFING
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34%

30%
of readers ‘often’ or 
‘always’ read some 
sponsored editorial

of readers ‘always’ 
or ‘often’ read all 
sponsored editorial

BRIEFING IN NUMBERS – 
CIRCULATION, READERSHIP, 
REACH AND ROLES

Print 
readership 
(incl pass on) >3,200

>1,900
>4,200 

Print 
circulation

Digital 
subscribers

70% 100%
of readers are 
director or C-level

of top-100 law firms 
reached in print

WHO READS BRIEFING?

ADMINISTRATION AND 
OPERATIONS 18%

RISK 6%

 
KNOWLEDGE 6%

OTHER 7%

IT 13%

HR 11%BUSINESS 
DEVELOPMENT 6%

MANAGEMENT 8% MARKETING 10%

 
FINANCE 15%

WHY CHOOSE BRIEFING
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GETTING INVOLVED WITH BRIEFING

COMMERCIAL 
PARTNERSHIPS 
WITH BRIEFING

ISSUE LEADERSHIP

THOUGHT LEADERSHIP ARTICLES

BRAND VISIBILITY AND MESSAGING

GOLD ISSUE SPONSOR
• Four-page ‘Interview with’ article 
• Photoshoot organised for the 
article by Briefing
• Full-page display ad
• Placed in front of other advertorial 
£5,250

 SILVER ISSUE SPONSOR 
• Four-page case study article 
• Photoshoot organised for the 
article by Briefing
• Full-page display ad
• Placed in front of other advertorial
£4,500 

BRONZE ISSUE SPONSOR
• Four-page industry analysis article
• Full-page display ad
• Placed in front of other advertorial 
£4,000 

INTERVIEW WITH BRIEFING 
• Showcase your people
• Two-page placement 
£3,250 

 

CASE STUDY 
• Demonstrate your ability
• Two-page placement 
£2,500 

INDUSTRY ANALYSIS 
• Deliver your ideas
• Two-page placement 
£2,250

DISPLAY ADVERTISING

INSIDE FRONT COVER OR BACK COVER 
£1,250 

FULL-PAGE ROP
£1,000 

HALF-PAGE £800 ROP

STRIP £500 ROP
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INDUSTRY ANALYSIS S P O N S O R E D  E D I T O R I A L INDUSTRY ANALYSIS

Sam Nicholls, director at Intelligent Office UK, explores how a trio of people, process and policy 
is essential to true and lasting transition to digital working

T    he way law firms deliver their 
services has never been under more 
scrutiny – all in the name of 
increasing revenue, growing market 

share and improving profitability. From re-
engineering process to pricing strategies, from 
captives to outsourcing, the one constant is change. 

Firms clearly see the need to change the way 
they support their fee earners and clients. The 
reasons are many and varied – but one imperative 
is to free up fee earners to focus on generating 
income or winning new business.

A lawyer spending time on non-chargeable 
‘admin’ is a double cost to the business. Not only is 
the firm paying a high price for completing an 
administrative task, it's also losing out on time the 

lawyer could be recording. 
Let’s do the maths: 200 fee earners at an average 

charge-out rate of £200 an hour. Converting just 
one hour a week per fee earner from admin to 
chargeable time would add at least £2m of 
additional revenue.

The same’s true of secretarial time – where 
salaries are on average 25% higher than general 
administrative resource. The secretarial time-
recording data we’ve collected and analysed from a 
number of UK 200 firms consistently shows that 
around two-thirds of all secretarial time is spent on 
document production, file management and 
general administration. These activities could be 
delivered at the same quality, or even better, often 
more flexibly – and at lower cost.

Change for  
the better

Put the right support structure in place, and fee 
earners are free to focus on what they do best, 
knowing that administrative and secretarial tasks 
will be performed by the right people, at the right 
time and in the right way. The service the fee 
earner receives will be better. The end result for 
clients is improved. And the firm can focus on 
growing revenue and profitability.

Driving digital
The introduction of a new structure for legal 
support services can also serve as a Trojan horse 
for other process changes, often in areas the firm 
may have wanted to address before, but failed to 
get sufficient traction. Reducing paper is one 
example. It’s a goal for most firms – although, as 
yet, one few have managed successfully.

The benefits of ‘paper-lite’ working are 
compelling. Cost is an obvious one. Less paper 
means less storage on- and offsite, which in turn 
frees up valuable office space. There are also 
significant hidden costs associated with a paper-
dependant way of working. The ability to work 
flexibly is also driving firms to develop agile 
working strategies. They rely not on bundles of 
paper but on systems and processes. And finally, 
there’s a risk and compliance benefit to moving 
away from paper. A single electronic file is easier to 
find. It's an improvement on its paper equivalent. 

Law firms have a cultural attachment to paper. 
In order to move lawyers from paper to electronic 
files, we help address the reasons not to change 
and make it easier for them to change. 

Piloting change
Hard-copy filing was still very much the norm 
when Intelligent Office started working with 
Capsticks, for example. Average storage space per 
fee earner stood at 14 metres. The firm had already 
outsourced document production, reprographics, 
general administration and mail services (to 
Intelligent Office). Its challenge was now to make 
the e-file the audit file.

The first task was to identify the barriers to 
change and the potential early adopters in a 
practice team. With a pilot group of fee earners in 

place, the IT team helped to identify the 
technology requirements. 

Process improvements were mapped out to help 
bring about change, scanning post as it arrives each 
day – and filing it straight into the case 
management system. Our local administrative 
floor support team then notifies the fee earner that 
newly scanned mail is in the system.

The pilot provided proof of concept and enabled 
roll out of these processes to all fee earners in the 
department. Then began a pilot with the next 
practice team, and so it went on. 

The audit file was the e-file within two years. 
The firm no longer opens any new client or matter 
files in hard copy. Files are easy to access – and 
onsite storage space has been cut to just two 
metres per fee earner.

Since then the firm has also implemented a 
clear-desk policy. The onsite floor support team 
monitors desks every night to ensure the policy is 
being followed – something that would have been 
impossible to enforce before the firm’s support 
services were outsourced.

Since Intelligent Office started working with 
Capsticks, the firm has grown to around 280 fee 
earners and annual revenue of almost £40m. The 
firm has also seen financial benefits, such as a 60% 
reduction in the cost of our service per fee earner. 
Reducing the amount of paper the firm needs to 
use is just one operational improvement the 
partnership has achieved.

Change is hard to bring about, but when firms 
grasp the nettle and pursue operational 
improvements and efficiencies, they may put 
themselves one step ahead of the competition.  

"The ability to work flexibly is 
driving firms to develop agile 
working strategies. They rely 
not on bundles of paper, but on 
systems and processes."

For more information, visit:  
www.intelligentofficeuk.com
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INDUSTRY INTERVIEW S P O N S O R E D  E D I T O R I A L INDUSTRY INTERVIEW

T    he latest plans for a new EU General 
Data Protection Regulation – 
negotiations taking place in 
December last year – see the prospect 

of a fine equating to 4% of global turnover for 
infringements that affect “the rights of data 
subjects”.

“Clearly, clients are very, very sensitive to how 
professional services firms handle their data in any 
case,” says Neil Araujo, CEO of iManage. “But in 
the current landscape, this is also one of those 
things with the potential to bite firms badly when 
it’s already too late – if they haven’t made plans 
proactively.

“There are huge cost implications to how firms 
safeguard client information – not just the storage 
cost, but also the risk that it might get breached. 
You simply can’t keep things safe forever – and you 
need some strong governance around how you 

A new centre in Northern Ireland is backing up 
iManage’s mission to provide law firms with a holistic 
approach to the data governance of huge volumes of 
sensitive client documents and emails, says Neil Araujo

Resetting 
storage

deal with that. Governance means applying the 
right policies for the circumstances – whether 
that’s security surrounding what’s kept, where 
data is archived, or whether it’s returned to the 
client or safely disposed of.”

Efficiency gain
This is the background to iManage’s very recent 
investment in a new R&D and support centre in 
Belfast, dedicated to the evolution of the business’s 
iManage Govern software. Including iManage 
Records Manager and iManage Archive Manager 
products, the team will focus on how processes 
can be further enhanced, such as Record Man-
ager’s addition of a new feature that manages 
disposition workflow, return to clients or transfer 
to other firms by adding notes that reflect specific 
circumstances.

“It’s very important that we’re resourcing all 
our activities of this type appropriately,” says 
Araujo. "You need sufficient firepower – and of the 
right quality – to approach governance holistically. 
Personally, I’ve always wanted a stronger 
development presence in Europe, and we’re very 
excited by the potential of a big new talent pool.”

The top priorities they’ll be working on? First, 
providing the tools to enable firms to track where 
client data is located across myriad systems so that 
it can be governed, he says. "Second is enabling 
firms to track what they’re signing up for when 

data-handling rules are agreed with clients. They 
need a better way of tracking these to enforce 
them.”

Number three, says Araujo, is a focus on 
operationalising data policy choices most 
efficiently – improving workflow for archiving, for 
example, or reducing the cost of long-term storage.

“On top of that, we’re very focused on 
leveraging reporting and analytics to monitor 
access to documents. Despite all the security to 
protect documents residing on servers using 
encryption technologies, most security breaches 
occur when end user credentials are compromised 
and the ‘bad guys’ enter the system looking like a 
valid user,” says Araujo. “The only way to identify 
something amiss may be to detect activity patterns 
at odds with how a user commonly works."

iManage Govern is available on-premises or as a 
cloud solution – and in February the business 
announced a series of enhancements to its cloud 
version. As well as faster performance through 
hyper-converged infrastructure and new 
technology, there are new tools for monitoring and 
alerting security events and failures – and data is 
encrypted at rest and in transit using customer-
unique encryption keys.

“Professionals are very heavy information 
creators and consumers, so performance and 
bandwidth are a very big deal – and desktop 
integration is also key,” says Araujo.

“But I also think you need the flexibility of a 
hybrid model. No firm really wants to be in a 
position where they must turn clients away 
because the client isn’t comfortable with having 
data in the cloud. With iManage you can easily 
have some data on-premises and other data in the 
cloud. Decisions can be based on the individual 
needs of the business – they can move as little or 
as much as they wish.

"As with the governance processes surrounding 
storage, transfer and removal of information, it is 
an area where the need for tight control and 
oversight needn’t be at the cost of flexibility to fit 
the specific circumstances.”  

“There are huge cost implications 
to how firms safeguard client 
information – not just the storage 
cost, but also the risk that it might 
get breached. You simply can't keep 
things forever – and you need some 
strong governance around how you 
deal with that.”

To find out more, visit:  
www.imanage.com
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I N D U S T R Y  V I E W S I N D U S T R Y  V I E W SS P O N S O R E D  E D I T O R I A L

A     law firm’s people are essentially 
incentivised to perform for their firm 
through changes in numbers.

There are the numbers that are 
ideally nudging skyward at the bottom of their pay 
slips, of course. But sadly managing performance 
isn’t quite that simple. Even the best lawyers won’t 
just perform at a constant hum. 

Moreover, the work is never really done. Like 
many other professionals, lawyers, and those 
managing or supporting them, need to prioritise 
the tasks that really do need to be done today – the 
contract to be completed, bill to be sent, or client 
needing a catch up – without delay. They need to 
know the numbers they most need to know this 
week, they need to know when those numbers 

change by a critical amount, and they may well 
need to know what to do about it this minute 
before it’s too late.

That’s not an easy dynamic for any business to 
manage. Not only will the priorities not be the 
same for every firm – each linked to a different 
strategy. The goals themselves will change with 
external factors – and today’s specific numbers are, 
of course, changing all the time as the world 
unfolds. Global firms, moreover, are increasingly 
finding ever more sophisticated ways to divvy 
work up across convenient time zones to keep 
things going around the clock.

Going for growth
It’s the role of business intelligence (BI) to make 

Reporting 
for duty

The reputation of business intelligence for delivering both 
deeper and more actionable data is driving DW Reporting, a 
specialist in the field, to diversify and expand operations 
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 I N D U S T R Y  I N T E R V I E W

some sense of all this – to work out the datasets 
the firm needs to prioritise for particular roles, 
teams or individuals, and plan how to get them to 
do what they need to do with that data.

DW Reporting’s proposition is that the law firm 
can leave all of this to them. And with over 250% 
growth in 2015, says the team, firms would appear 
to agree. Commercial director Jon Roscow says 
the business won 26 new clients in 2015 alone, 
taking it from 25 to over 50. Turnover is now more 
than £1m a year – and the business has just opened 
an office in Canada with the hire of Rob Stote, 
formerly product manager at Thomson Reuters 
Elite.

“It’s a huge coup for us – and we expect to turn 
this from a European to an international business 

within three years,” says Roscow.
Managing director Dan Wales adds: “Demand 

has grown very rapidly here in the UK – so the 
word is out. We were starting to grow a client base 
on the other side of the Atlantic. The next logical 
step is to have local specialists there to service that 
demand.

“We have already essentially taken business 
intelligence from being something of a mystery 
into the mainstream. It’s very clear that firms 
today need more effective insights into business 
operations to be ever more competitive. 

“Historically, I think BI work has been viewed 
as quite time-consuming, expensive and even 
high-risk. But this capability is now a ‘must have’ 
– the opposite of all three of those perceptions.”

I S S U E 
S P O N S O R

BriefingApril2016 - AOD - for page move.indd   26-27 14/04/2016   11:10

3130 Briefing APRIL 2016 Briefing APRIL 2016  Tweet us @Briefingmag

I N D U S T R Y  V I E W S S P O N S O R E D  E D I T O R I A L I N D U S T R Y  V I E W S

Elisabet Hardy and Patrick Hurley, Thomson Reuters Elite, say 
that standardisation is the new king of law firm technology

T    here was a time that standardisation 
was almost a dirty word when 
discussing the provision of legal 
technology solutions. Standardised, 

out-of-the-box software was to be avoided at all 
costs, deemed relevant only for unambitious law 
firms whose work required the most rudimentary 
form of technological support.

Customisation was king. Every law firm knew its 
work was so uniquely complex and distinctive that 
only the most tailored solutions could possibly 
meet the firm’s needs. Customisations, alterations, 
adaptations and modifications were the order of 
the day. Dashboards were there to be tailored, and 
specific requests were there to be met, no matter 
how idiosyncratic. Consideration of budgets, 
efficiency and software compatibility issues were 
secondary concerns. 

New normal
How times change. The legal services landscape 
has evolved enormously in recent years, with law 
firms across the globe now facing new market 
pressures that are driving changes across the 
industry. Against the backdrop of new market 
entrants, escalating customer demands and 
increasingly constrained budgets, law firms are 
being forced to re-examine their business practices 
and refocus their value proposition.

Amidst this unsettled landscape, attitudes 
towards legal technology provision have also 

started to shift, as 
firms seek new ways 
to strengthen their 
competitive position. 
Increasing numbers of 
firms are beginning to 
realise that, despite 
certain received 
wisdom, standardised 
software offers 
numerous benefits. In 
short, firms are 
starting to embrace 
standardisation. The 
shift in thinking might 
not yet be seismic, but 
the shift is happening.

Customised 
technology solutions are expensive and 
time-consuming. Delivering tailor-made products 
that seek to incorporate distinctive, often untested 
software elements leads not only to heightened 
costs, but also increases time to value. As 
competition within the legal marketplace 
continues to grow, firms need to empower their 
lawyers to deliver value to clients quicker than 
ever. This, in turn, requires them to build and 
leverage their technological assets at scale and 
speeds previously unheard of. Slower to 
implement, comparatively expensive and a drain 
on resources, highly customised solutions no 

Strength  
as standard

"Standardised technology 
solutions provide a 
level of performance, 
reliability, scalability and 
cost-effectiveness that 
customised solutions 
can’t match."

 I N D U S T R Y  A N A LY S I S

I S S U E 
S P O N S O R
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longer make good business sense.

The test of time
But the improved standing of standardised 
technology in the legal sector isn’t just driven by 
the pressures of tighter budgets. Firms are increas-
ingly becoming aware of the improved perfor-
mance that out-of-the-box solutions offer. Stand-
ardised software isn’t only highly reliable. 
Crucially, it has the accumulated insight and 
principles of best practice built firmly into its 
functionality. In developing standardised solu-
tions, technology providers like Thomson Reuters 
Elite are able to draw upon enormous experience 
of working with many hundreds of firms of all 
shapes and sizes, analysing innumerable work-
flows and essential business processes, assessing 
core requirements and optimising solutions to 
meet needs. The resulting standardised technol-
ogy, far from being the ‘basic’ package, represents 
the distillation of innumerable best practice 
insights into one highly efficient solution.

Standardised technology solutions provide a 
level of performance, reliability, scalability and 
cost-effectiveness that customised solutions can’t 
match. Firms are slowly beginning to realise this. 
There is therefore a responsibility incumbent on 
technology providers to not only guide law firm 
clients in selecting the appropriate technology 
(occasionally having to push back strongly against 
demands for customisation that we know aren’t 
advisable), but also in communicating with the 
law firm market more widely, to create a greater 
understanding of the opportunities to be found via 
standardised approaches. 

In many respects, the legal sector is playing 
catch up with the changes that have been 
occurring elsewhere, in technology and software 
development, for some years now. The principles 
of agile development, rapid iteration and 

continuous delivery – cornerstones of 
contemporary software delivery – perhaps don’t 
come naturally to lawyers. Nevertheless, it is these 
principles that underpin the real value that 
standardisation offers in the legal sector. 

In this regard, our message to law firm clients is 
clear. Take the standardised, out-of-the box-
solution. Use it for six months. If, after this initial 
period, you decide additional customisations are 
still needed, we can work together to identify and 
implement them. This agile process ensures 
clients benefit from the best of both worlds. The 
standardised technology, based on accumulated 
best practice insights, offers the strongest possible 
technological ‘starting point’, while the follow-up 
customisation process is based on direct 
experience and user feedback generated over six 
months of daily use. This approach is the essence 
of agile development.

Standard for staff
However, the real power of standardised technol-
ogy is revealed by the fact that few firms opt to 
make iterations after the initial six-month period 
is completed. More often than not clients embrace 
standardised solutions, adapting to new systems 
and structures far more quickly and easily than 
they would perhaps have themselves predicted. 
The overwhelming feedback we receive is that 
clients are doubly satisfied – not only with the 
performance of their standardised technology, but 
also with the cost savings they have made by not 
taking the customisation route.

The temptation to demand unnecessary, 
cumbersome customisations is ever present. We 
often encounter firms seeking to take the wrong 
approach, requesting customisations in order to 
preserve certain elements of their existing 
technology infrastructure, such as particular 
dashboard configurations. Firms will often go to 

great effort and expense to recreate 
these old (and often outdated) models 
within their new software systems, 
only to find that the new, standardised 
elements of their package prove far more 
popular with staff.

In assessing whether or not to embrace 
such technology and thinking, firms need 
only look to the example of competitor 
consultancy firms, whose relatively recent 
entrance into the legal market has created 
much of the new competition they must now 
respond to. 

Consulting firms have technology-driven 
operational efficiency embedded in their DNA, 
with lean, prescriptive and highly scalable business 
processes underpinning every corner of their value 
offering. As more and more consulting firms seek 
to enter the legal sector, the threat to law firms’ 
business models is clear and necessitates new 
thinking around how they can leverage technology 
to boost their value delivery.

The question of value delivery is an important 
one in assessing standardisation. In a complex 
marketplace, law firms need to focus resources on 
those points of competitive differentiation that will 
set them apart from rival providers of legal 
services. In this context, expending invaluable 
time and financial resources on developing highly 
customised technology makes less and less 
business sense. Day-to-day functional business 
processes, such as new business tracking, billing 
processes and accounts payable processes, 
although vitally important, should not be regarded 
as major sources of potential competitive 
advantage.

That’s not to say these functions are not 
important. They’re vital. If key daily workflows 
aren’t functioning efficiently due to inappropriate 
technology, firms will suffer the consequences. 

Efficient, reliable technology is a prerequisite, a 
critical hygiene factor that law firms must address 
or risk undermining the work of fee earners and 
other key personnel.

This is yet another reason why standardised 
solutions offer such value. Highly reliable, scalable 
and intuitively-designed technology, field tested 
and implemented in a condensed timeframe offers 
firms a powerful route to quickly establishing a 
strong platform on which to operate.

Customisation is no longer king. Law firms have 
begun to discover the enormous potential of 
standardised technology in supporting and driving 
enterprise value. The battle for market share in 
this deregulated and increasingly competitive 
landscape is firmly underway, and firms are 
working hard to respond. As the nature of 
competition changes, so does the law firm mindset 
in relation to technology. Choosing complex 
customisations over out of the box can seem 
attractive, but law firms must understand the 
pitfalls. As a result, Thomson Reuters Elite will 
keep banging the drum for standardisation – the 
new king of law firm technology.  

Learn more at: www.elite.com

“The real power of standardised 
technology is revealed by the fact 
that few firms opt to make iterations 
after the initial six-month period 
is completed. More often than 
not clients embrace standarised 
solutions.”
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INDUSTRY CASE STUDY

Collections management is a cornerstone of a firm’s growth – and with an upgrade from Minisoft, 
DLA Piper can make some big differences, explains Ashley Hamblin

A    strategy of international expansion 
has clearly served DLA Piper rather 
well – securing the firm steady and 
balanced growth by globally meeting 

diverse client needs. But it also comes at a perhaps 
surprising cost. With so many time zones covered, 
there is just no night time anymore – and that 
means backroom processes run the risk of eating 
into productivity.

“The firm has offices all the way from the UK to 
Australia – and very few gaps between them. 
There’s a maximum of a couple of hours of 
'overnight',” explains Ashley Hamblin, head of 
finance systems development. 

DLA wants, he says, to create batches of 
automatic tasks, statements and letters for 
accounts receivable when people aren’t using the 
system – when they’re asleep. “It’s perfectly 
possible to run things during the work day – but it’s 
more efficient for everyone involved if you don’t.”

That, in a nutshell, is why the firm decided to 
upgrade collections management to Minisoft’s 
ARCS 2G system. Since the switch, Hamblin says, 
the time to complete a UK monthly statement run 
has been quartered – from four hours to just one.

Nothing to lose
Another advantage is that Minisoft collaborated 
closely with DLA to develop a solution specifically 
better suited to phased international rollout. 
Different regions can be moved to the new system 
as necessary without causing any confusion. 
Currently the UK, Belgium and the Middle East are 
enjoying the benefit – with Germany and Australia 
soon set to follow.

“Each of our regions has its own credit control 
department but, of course they also need to work 
together,” explains Hamblin. 

“They need visibility of one another’s work. We 
couldn’t allow a situation where we don’t have a 

S P O N S O R E D  E D I T O R I A L

truly global system.” And Minisoft’s development 
of a dual-extract system bespoke to this 
requirement means the firm can temporarily have 
two systems simultaneously performing one global 
function, he says.

“This 'mirroring' allows people on the new 
system to see work any other jurisdiction is still 
doing on the legacy one. Work never needs to be 
reconverted when a jurisdiction gets the switch. It 
has been constantly flowing into the new system 
all along.”

Meanwhile, once a jurisdiction has moved 
across, the system has the flexibility to tailor credit 
control processes such as escalation rules.

“We can redistribute work from one set of 
people in a team to another based on the age of 
debt, for example,” Hamblin says. “It may be 
preferable for a different part of the workforce to 
be chasing notably old debt – perhaps a specialist 
in that area.”

The legacy system (6.8) has managers assessing 
and reassigning such things manually. In future, it 
could be automatic. “We’ll be alerted to changing 
scenarios faster and there’s a smaller margin for 
error, as well as the efficiency gains.”

Production of reports for partners can also be 
improved, because auto-burst functionality will 
send out automatic emails with separate slices of 
the full report.

Even before those changes are implemented, 
there’s no need for credit controllers to run and 
save multiple reports to compare versions of the 

same job. “Previously, there was no 
back button – no tabs at all,” says 
Hamblin. “Now controllers can flip 
back and forth and never need to lose 
sight of anything. The content of each 
tab is also completely interactive. If there are too 
many fields, or they need to add a new one, such as 
the matter number, they can just drag and drop 
and the screen reshapes itself before the eyes.”

The latter functionality aids client 
responsiveness as well as internal efficiency, he 
explains. Client questions about the current 
picture of outstanding debt don’t need a new 
report – new sums can be totted up whenever they 
come in.

With so many potential impacts on the working 
day, Hamblin says focused training for both system 
testers and credit control teams was essential. 
Minisoft was happy to provide this as part of the 
package – and indeed twice flew a specialist from 
the US to the UK for the purpose.

“He was highly knowledgeable, as well as 
understanding how our firm works, and has now 
trained our own trainer to move it out 
internationally.

“We also had project team training earlier in the 
process. Minisoft understands our unique needs as 
a business very well, which was extremely useful.”

Revamped, the business-critical cash collection 
department should keep DLA happily growing for 
many years to come – even when it briefly gets the 
chance to sleep.  
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Credit where 
credit’s due

"We couldn’t allow a 
situation where we  
don’t have a truly  
global system."

INDUSTRY CASE STUDY

Find out more about Minisoft: 
www.minisoftinc.com

ROP stands for  ‘run of paper’ 
and for adverts it means your 
advert will appear wherever we 
choose, allowing for editorial 
decisions. If you’d like a 
particular placement, this is 
extra – please speak to our 
client services people.
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SPONSOR 
• Four-page case study or 
interview article 
• Photoshoot by Briefing
• Full-page display ad
• Prominent cover and 
inside branding plus 
branding and mentions in 
all promotion
£6,500 

GOLD SPONSOR
• Four-page industry 
analysis article
• Full-page display ad
• Prominent cover and 
inside branding plus 
branding and mentions in 
all promotion
£5,500 

SILVER SPONSOR
• As Platinum but with 
two-page article
• Full-page display ad
• Branding in supplement 
and promotion
£5,000
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• As Gold but with  
two-page industry analysis 
article
• Full-page display ad 
• Branding in supplement 
and promotion
£4,000 

BRIEFING SUPPLEMENTS

APRIL 2020: ECOSYSTEM FRIENDLY?
Technology isn’t the be-all-and-end-all. We know. Innovation isn’t all about 
technology. For sure. But legal still relies on IT, right? Where’s it working for 
them, and where does it drive them up the wall? From nurturing new 
software suppliers themselves, to the latest in big-system thinking, where’s 
the legal IT ecosystem headed and what’s at stake?

MAY 2020: GETTING WARMER
As momentum builds behind the idea of flexible-working options 
becoming the norm rather than an exception, would law firms really be 
ready for such a move?

JUNE 2020: COMPANY BENEFITS
Briefing turns 10 in the year marking five since the first UK law firm 
floating. Speculation about the next has rarely been far away – but how has 
legal business strategy changed as a result?

JULY/AUGUST 2020: KEY MARGINALS
Legal was late to convert to the world of continuous improvement. How 
do firms’ legal process improvement (LPI) teams and initiatives tap into 
thinking around making the most of marginal gains?

SEPTEMBER 2020: LISTEN VERY CAREFULLY
‘Client listening’ isn’t a new concept by any stretch, but the clients’ needs 
are growing more complex – how are firms fighting to position themselves 
as the best listeners, and leveraging that for more business?

OCTOBER 2020: THE BIG INTERVIEW
In the Briefing spotlight – we press a leading legal business figure of the 
year (even harder than usual) to reveal the top pressures and pitfalls, with 
perhaps a few handy pointers, in their particular sphere of influence

NOVEMBER 2020: A CUNNING SCAN
Brexit? Who knows (at the time of writing)? Still, the work of horizon-
scanning is certainly key to keeping on top of business risks as they keep on 
coming. How are technology and other management interventions 
helping to deal with the most unpredictable events that may impact client 
outcomes and profitability?

DECEMBER/JANUARY 2021: NEW LAW’S FOR OLD
Does the legal future look like lying in the worlds of ‘old’ and NewLaw 
joining forces to take on serving clients as one? What would this mean for 
the way everyone involved in the equation is managed? 

BRIEFING SUPPLEMENTS

APRIL 2020 – Resourceful thinking: Work allocation and human capital 
management

JULY 2020 – Systems of collaboration: Empowering project planning

SEPTEMBER 2020 – Intel tales: Insights from AI

DECEMBER 2020 – Legal IT landscapes 2021: Briefing’s flagship
annual in-depth research for a full-length portrait of legal’s technology 
priorities

MARCH 2021 – Contract risk: Elevating enterprise risk management

Supplements can be ‘internal’, like a pull-out, or a separate book. This is usually 
decided by the team based on pagination and revenue, unless pre-agreed.

GETTING INVOLVED WITH BRIEFING
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BRIEFING RESEARCH AND REPORTS

BRIEFING MARKET 
RESEARCH AND  
REPORTS

REAL THOUGHT LEADERSHIP

Briefing’s research and reports work includes non-published, client-only market research, research and 
roundtable projects, advice and insight from research for your sales and marketing teams, publication-level 
reports big and small. All are bound to the Briefing brand to ensure your target market sees the results of 
your marketing spend. Plus the Briefing staff can bring our analysis to internal sessions with the client, as 
well as helping facilitate roundtable or similar sessions based on the research.
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A   nother activity (and form of 
collaboration) that generates ‘innovation 
value’ is a workshop-style exercise 

– which large firms are increasingly offering, and 
clients increasingly say they highly value. It’s one 
of a wide range of offerings that can loosely be 
grouped together as ‘complementary services’.

Jamie Ng at Ashurst says the firm has used a 
“design game” format to help clients come up with 
new solutions, not only to internal business 
challenges, but also that might assist with clients’ 
own customer service innovation. Those games 
could facilitate introductions between the law 
firm’s clients as well, potentially unlocking more 
value still.

“We’ll get a bunch of clients in and run 
something like a mini hackathon, using different 
techniques, including design thinking,” says Ng.  
“A typical topic would re-engineering the legal 
function – you’d expect a firm to know something 
about that – but it could be something as 
comparatively simple as improved  
matter reporting.”

In some cases, this game-based approach has 
also led to automation opportunities (much more 
on which, as another innovation category, later).

Carla Swansburg, director, practice 
innovation, pricing and knowledge at Canada’s 
Blake, Cassels & Graydon, says her firm also 

provides such supplementary ‘consulting’ services. 
Drawing on its strength in IT in particular, the 
service line has even led to new forms of deal.

“One global client came to us because we’d run 
some workshops on change management – but 
they wanted us to test three different technologies 
as part of that deal. It was a condition the 
technology be integrated into the M&A process, 
and the testing became part of our deliverables. As 
well as the traditional legal work we produced a 
plan, plus summary – with ‘key lessons learned’ – 
for the technology.”

Blakes also offers clients “basic training on 
process mapping and legal process improvement,” 
says Swansburg. “And we take that one step 
further, to current-state mapping of internal 

3. To legal services, 
and beyond!  
New offerings, new value

processes. That also helps by giving us real insight 
into how the department works.”

This detailed analysis of the in-house function’s 
processes is a pretty common offering in one form 
or another – but some firms have gone so far as to 
launch a formal consulting arm, offering it as a 
standalone service. And in addition to streamlining 
legal processes, this may also assist the client’s 
legal team to work with the other parts of its 
business more productively.

AG Consulting is a prime example. “The legal 
team needs to consult with its wider business too,” 
says Greg Bott. “We’ll work with in-house teams 
to help them have better conversations about the 
perception of their value in the business. To do 
that, you really need to demonstrate you 
understand the commercial objectives – and invest 
time with the various stakeholders to understand 
their priorities. However, we have proactively 
come up with new ways to manage things more 
efficiently, including portals and playbooks that 

enable parts of the client business to self-serve 
better in key categories.”

If anyone were in any doubt that in-house work 
and management processes need more assessing, 
BT has gone through the process for itself – 
resulting in an outsourcing arrangement that 
better separates low- from high-value work, and so 
gets better value from the core team’s skills.

Project management

Technology services

Systems/IT for in-house teams

Process mapping

Legal spend optimisation

Business consulting/strategy

Human capital/resources consulting

Business/technology accelerator service

Investment/funding

Which of the following new non-legal revenue streams/
offerings has your firm added to its mix?

53% 

44% 

39% 

31% 

25% 

22% 

14% 

11% 

8%

“One global client came to us because we’d run 
some workshops on change management – but 
they wanted us to test three different technologies 
as part of that deal. It was a condition the 
technology be integrated into the M&A process, 
and the testing became part of our deliverables.”

“We’ll work with in-house teams to 
help them have better conversations 
about the perception of their value 
in the business. To do that, you really 
need to demonstrate you understand 
the commercial objectives – and 
invest time with the various 
stakeholders to understand  
their priorities.”

Carla Swansburg, director, practice innovation, pricing and knowledge, 
Blake, Cassels & Graydon

Greg Bott, AG Consulting, Addleshaw Goddard

Respondents could choose 
multiple answers
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Blockchain/
smart contracts

Collaboration (inc 
portals)

Data analytics/
BI/MI

Document 
automation/assembly

Automation (process, 
other)

Mobility/agile

This quarter is the 
big hitter - maximum 
votes for both 
competitiveness and 
efficiency. Only AI hits 
these numbers

Don’t be fooled into thinking 
techs in the lowest quartile 
aren’t important – to get 
mentioned in free text at all 
means they’re important to 
law firms

In this quartile, data 
analytics scores best in 
regards to being equally 
about competitiveness and 
efficiency, while pricing/
LPM techs sit more in 
efficiency – which we think 
is to misread its advantages

Mobility/agile working and 
automation techs both 
scored very high for both 
qualities, but automation 
is seen much more as an 
efficiency gain

Machine learning/AI
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IT’S A QUADRANT CHART JIM, BUT NOT AS WE KNOW IT COMPETITIVENESS, MEET EFFICIENCY

APPLYING A LITTLE FREUD

To best represent how many respondents 
mentioned which kinds of technology when we 
asked them which techs will have the biggest 
impact on their firms over the next five years in 

terms of either competitiveness or efficiency, we 
built this fancy chart. Top for both categories 
combined lie towards the top right. As you can 
see, three techs are miles ahead of the others.

We set a lot of store in what people say first, or mention as 
‘most important’ when we survey. If we discount all 
technologies respondents mentioned after the ‘top’ answer 
box, these will be the most impactful technologies in legal 
over the next five years. Circle size equals prominence. 

VOTES FOR A TECHNOLOGY'S IMPACT ON FIRM COMPETITIVENESS
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We asked the Legal IT Landscapes 
respondents to name (free text) up to five 
technologies they thought will have the 
biggest impact on how competitive  
and efficient their firm is over the next five 

years – and the outcome couldn’t have been 
clearer. When we combined the data to find 
which technologies ‘won’ across both 
categories, AI and related technologies 
wiped the floor. Mobility/agile and 

automation came close to AI, while  
pricing/legal project management and 
document automation also scored high in 
terms of ‘competitiveness plus efficiency’. 
This word cloud shows the biggest IT hits.

SECURITY
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Mobility fitness test
You might have mobile-enabled IT, but if it’s a chore to use you might as well be tied to a desk

None – we can’t 
do this via mobile

Poor – people 
would rather seek 
out their laptop/
PC

Needs work – isn’t 
as good as the 
desktop version in 
most areas

Acceptable – can 
use most 
important 
elements of 
system fully

Good – can use 
most elements as 
well as desktop

Excellent – full 
capability across 
the board

Time recording

Dictation

Document editing/
drafting

Researching/
knowledge systems

Budgeting/matter 
management

Matter inception/due 
diligence

Task/project 
management

Expense 
management 

reporting

Practice management

Case management

Document 
management

Customer/client 
relationship 

management

 38% 4% 2% 25% 21% 8%

14% 9% 23% 36% 18%

     21% 25% 27% 6% 10% 10%

 33% 12% 23% 15% 12% 4%

 60% 11% 13% 9% 4% 2%

 60% 15% 11% 11% 4%

                      61% 13% 13% 11% 2%

 52% 13% 11% 9% 9% 6%

                              67% 18% 4% 7% 4%

 63% 15% 11% 6% 4%

 40% 23% 8% 12% 10% 6%

 50% 6% 13% 11% 13% 6%

0% 10% 20%  30% 40% 50% 60% 70% 80%  90% 100%

Time recording is a core activity for legal professionals, 
and one that is capable of being heavily automated. There 
are also good solutions in the market for mobile time 
recording – but it scores surprisingly poorly considering all 
those facts. There’s still plenty of room for innovation here.

Client/matter inception is surely 
an area that can, and should be, 
automated and mobile-friendly – yet 
the experience our respondents 
report on mobile devices is dire. 
Being able to on-board work 
whenever, wherever, is surely a 
no-brainer – and the upside of this 
result is that innovative firms that  
can deliver this functionality 
anywhere, any time, are simply  
more competitive.

Dictation is the only area that scored well for mobile 
experience. We think this indicates how well dictation has 
been matched to how users work, and legal business 
leaders and IT companies alike should use this as a 
benchmark for mobile capability.

If Salesforce can do it ... legal CRM systems should surely 
be better to use on mobile devices than our research 
suggests – and it’s not like there aren’t examples in the 
world to copy. Innovative firms take note.

It seems crazy, considering they’re fundamentally digital, 
or at least informational in nature, that researching and 
knowledge systems aren’t better to use on mobiles.  
This area is ripe for innovation.

The core areas of law firm IT, practice and case management, score the worst for 
mobile experience. This represents a significant opportunity to enterprise legal IT 
businesses to innovate around mobile for their core systems.  Some of course are 
leading the way – some firms have pushed the boundaries of their core systems, and 
some legal IT vendors are doing the same – but the vital takeaway here is that those 
few firms who are embracing mobile for the core systems are light years ahead of 
the bulk of the legal market, and will reap the benefits of that sophistication.

Getting document management onto mobile 
devices doesn’t just mean putting it in the cloud, 
but it’s related to that world and it’s just as fraught 
with risk. This is probably why so few people 
reported that their mobile DM experience is 
acceptable or better. However, documents are 
‘what law firms do’ – so firms getting this right 
have a foothold on the culture.

Can you rate the experience your fee earners/attorneys or support 
staff get when using the following services on a mobile device?
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job of delivering secure platforms.
“But there are other practical concerns, 

particularly keeping up with the rate of 
change that cloud imposes. Of course it’s 
agile – and that’s great – but can it really 
ensure complete compatibility, and how 
well will change management teams be 
able to keep pace with a rapidly changing 
user experience?”

Nick Galt at Boodle Hatfield agrees. 
“People cite security as a concern, but you 
really can’t match the resources of those 
providers, so their security is definitely 
higher. But it can be difficult to co-
ordinate cloud, as there’s so much 
interdependency between a firm’s 
systems.” 

And David Bullock at Ward Hadaway 
brings it back to the issue of client 
acceptability. “For new clients it could be 
as simple as giving them an opt-out, but I 
think existing clients should have the right 
to opt in or out,” he says. “There’s no 
question it’s a viable choice, but you do 
need to manage to take clients with you on 
the journey.”

Desk dilemma
There’s no disagreement, however, when 
it comes to what is possibly Briefing’s 
biggest topic of the year – the growing 
appetite, among both firms and employees, 
to work away from their desks – as it's just 
more efficient that way. In 2016, office 
moves have been the catalyst for new agile 
working policies – more flexible than 
‘flexible’ – in some cases even forcing 
people to work more from home (or, of 
course, the coffee shop, taxi and etc) on 
cost grounds. There simply isn’t the space 
for them at work every day – it would be 
too expensive. True hotdesking arrange-
ments have picked up the pace, with 
several large firms investing in new 
technologies (devices and headsets) that 
allow them to drift around the office’s 
desks and break-out environments, 
docking to work – or dial in – as they go.

“Does working from home mean we’re 
less productive?” says Bullock. “Far from 
it. We can get much more done.

“The only annoying thing is that I have 

to make my own tea – but I should really do 
that anyway," he laughs.

There's a clear consensus in this research 
that “mobility technologies are now 
fundamental to making law firm people 
more productive” (58% strongly agree, 42% 
agree).

Patterson at DWF is one. “Anecdotal 
research shows productivity is higher – and 
it would have been impossible for us to 
grow as quickly as we have, cost-effectively, 
without adopting agile quite early on,” he 
says.

“One group of our people work 100% 
virtually. We have a scheme for remote 
workers in which they can buy portable 
office space on a salary-sacrifice basis. We 
also have a defined population of agile 
workers, who use an intranet app to view 
and book possible desk space, with some 
areas left non-bookable for extra flexibility.”

And it follows that ‘unified’ 
communications solutions are also very 
much ‘in’ to ensure that where the fee 
earner goes, consistent client service 
follows. Two years ago we asked whether 
firms were piloting desktop-to-desktop 
video communications – or at least 

People cite security as a concern, but 
you really can’t match the resources 
of those providers, so their security is 
definitely higher.  
 NICK GALT, IT DIRECTOR, BOODLE HATFIELD

Is your firm currently using ‘presence’ to allow users in teams to set their 
availability/visibility and see others’ availability?

Is your firm currently using ‘presence’ to manage and monitor the availability of 
fee earners?
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21 Is your firm currently using  
‘presence’ to allow users in teams  

to set their availability/visibility and see 
others’ availability?43%
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42%
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How much are areas of your firm's work affected by the quality of 
its data? (0=not at all affected, 5=highly affected) Averaged
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Is your firm fully ready to treat personal/individual data in the 
‘correct’ way in line with the GDPR or a close equivalent?

Page 15

Are your firm’s clients affecting where you physically store data?Page 16

Does your firm start matters or introduce clients via the firm’s 
customer relationship management system, or your PMS/CMS?
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Mobility technologies are now fundamental to
making law firm people more productive
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Can most people in your firm use desktop-todesktop
video communications for INTERNAL comms?

Can most people in your firm use desktop-todesktop video communications for 
EXTERNAL comms, including with clients about work in progress?

Page 23

Yes
No
Don’t know

Yes
No
Don’t know

3%

48%

49%

5%

27%

68%

20%

40%

60%

50%

30%

58%

42%

STRONGLY DISAGREE STRONGLY AGREE

A
G

R
E

E

NEUTRAL

D
IS

A
G

RE
E

22 Mobility technologies are now more 
fundamental to making law firm people 

more productive ...
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however, almost a third have clients who 
ask for data to be disposed of in line with 
their own data lifecycle policies.  
But only a third of those are obliging “in 
every case” – and nearly half have no idea 
whether they are complying with such 
client requests or not. This could be a 
further sign that firms need to get their own 
houses in order when it comes to confident 
information security.

David Bullock, IT director at Ward 
Hadaway, says: “Certifications, such as the 
government's Cyber Essentials programme, 
help us with client data management. But 
the most important thing is to reinforce 
messages about ‘click risk’ constantly. 

“We have the systems in place for 
protection. It comes down to people. 
Encouragingly, here we're actually seeing an 
increase in people being more savvy and 
referring things that seem like a scam.”

although half of respondents view legal 
IT – for example, the case management 
system – as suited to a cloud environment 
come 2020, there’s another peak of 
people saying that this will “never” 
happen (we didn’t provide that as an 
option last time). It’s notable that as many 
people think their firm will never move 
their PMS to the cloud as think it’ll be 
there in five years. The market is divided.

Aird at DAC Beachcroft says: “Our risk 

team has carefully considered proposals 
for cloud use, which included discussions 
with our clients.  Our board is keen for us 
to investigate all the available options for 
data storage needs, working alongside 
clients, and the cloud is firmly on our 
agenda.”

But James Mead at Stewarts Law says: 
‘cybersecurity’ isn’t the most significant 
cloud barrier in his firm. He accepts that 
“providers are generally able to do a fine 

Clouding the issue?
If clients need to decide whether they 
trust their firms with sensitive data, 
firms need to decide whether they 
trust the cloud – which may well be 
informed by those clients’ preconcep-
tions of what is and isn’t secure. When 
we asked – two years ago – whether 
firms would migrate “significant” 
systems (such as finance, practice 
management or CRM) to the cloud, a 
third said they expected to do so 
within two years. So that means by 
now! This time we broke that question 
down by specific system – and 
responses peak at the five-year mark. 
Law firms seem to see the cloud as a 
secure prospect – but they also seem 
to be moving the goalposts for when 
to make their big move.

And the other big finding is that 

Is your firm being asked by any clients to delete/dispose of data in line with 
their information lifecycle/data destruction policies?

Page 17

What timescale will your firm move the following systems to the cloud?
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18 Over what timescale will your firm move 
the following systems to the cloud?  

Respondents could only pick one response.

• Practice management
• Other finance systems
• CMS
• DMS
• CRM
• Matter management
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Presence functionality on these 
systems is even more widespread in firms 
than video. Two-thirds say their firm uses 
it to help teams “set and see availability.” 
Interestingly, however, only around 10% 
already use this capability to  
proactively manage or monitor fee 
earners’ availability.

Finally for this section, just how agile 
will agile working eventually be? 
Currently, fewer than 10% of respondents 
say their firms have “significantly” more 
people than desks at work for them to sit 
at. But two-thirds believe this will be the 
case in between two and five years’ time. 
The aim is to increase productivity –  
but that’s an awful lot of changed 
behaviour for business services teams to 
manage efficiently.

 “It’s great that people are focusing 
more on outcomes than presenteeism – 
and this is one trend that definitely has 
the potential to be a game-changer,” says 
Aird at DACB.  

Mitchell says Pinsent Masons will be 
aiming for 120% occupancy within the 
next five-years. “We’re currently in the 
middle of one office move, and we’ll have 
fewer desks than people in the new space 

from day one. We’ll be encouraging our 
people to take advantage of working in a 
more agile manner.”

Patterson says DWF is on 20% and 
targeting 30%. But as the opportunities 
for mobile working increase to satisfy 
both clients and employees, so do the 
opportunities for that mobilised data to 
go astray. “Security is still something to 
think about,” he says. “For example, we 
have muli-level log-in, which will evolve 
further with innovation such as 
fingerprint technology.”

Does the AI have it?
Finally, we couldn’t possibly run a survey 
of legal IT at the end of 2016 without 
asking about automation’s tipped ascend-
ance to the realm of artificial intelligence. 
Just how soon will the more productive, 
more accurate – and quite possibly, nicer 

seriously considering it – and three-
quarters were. This time we just wanted 
to know what was actually happening, 
and found that half of respondents now 
use video for internal communications.

On the other hand, just a quarter of 
respondents said that most people at the 
firm use desktop video communications 
for external comms – specifically, of 
course, with clients. 

“People sometimes need a period of 
‘warming up’ to new technology, even if 
it’s available and useful,” suggests 
DACB’s Aird. “It’s a question of learned 
behaviours – probably generational in 
part, and certainly cultural.”

Is your firm currently using ‘presence’ to allow users in teams to set their 
availability/visibility and see others’ availability?

Is your firm currently using ‘presence’ to manage and monitor the availability of 
fee earners?

Page 24

Does your firm currently have significantly (>10%) more people than it has 
desks for them all to sit in?
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Over what timescale might your firm move to a point when it employs 
significantly (>10%) more People than it has desks for them all to sit in? %
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Within 12 months Inside two years Inside five years Inside 10 years

25 Is your firm currently using 
‘presence’ to manage and 

monitor the availability of fee earners?

One group of our people work 
100% virtually. We have a 
scheme for remote workers in 
which they can buy portable 
office space on a salary-
sacrifice basis. 
 JONATHAN PATTERSON, 
DEVELOPMENT DIRECTOR, DWF

We’re currently in the middle of one office move, and 
we’ll have fewer desks than people in the new space 
from day one. We’ll be encouraging our people to take 
advantage of working in a more agile manner.
 ALASTAIR MITCHELL, CHIEF OPERATING OFFICER, PINSENT MASONS
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26 Cognitive computing/AI systems, whether in-house or third 
party such as Watson, will result in a significant reduction in 

the number of fee-earning staff in law firms like mine ...

Within five years Within 10 years Within 20 years
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Is your firm fully ready to treat personal/individual data in the 
‘correct’ way in line with the GDPR or a close equivalent?
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Does your firm start matters or introduce clients via the firm’s 
customer relationship management system, or your PMS/CMS?
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Mobility technologies are now fundamental to
making law firm people more productive
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Can most people in your firm use desktop-todesktop
video communications for INTERNAL comms?

Can most people in your firm use desktop-todesktop video communications for 
EXTERNAL comms, including with clients about work in progress?
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RETHINKING 
LEGAL BUSINESS
How and why decision 

makers in top-tier  
law firms, corporate  

in-house teams, 
NewLaw businesses 

and others are 
innovating legal 

services delivery, and 
where innovation in 
legal will take them  

in the future
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Briefing Aderant Supplement COVER FINAL.indd   1 31/05/2017   12:26

Please contact the team if you 
want to be sent an example 

pack of our reports

Our flagship annual research into  
the world of legal IT

AUTO 
NATION?

Leaders in the UK’s 
top firms know their 
businesses could get  
great benefits from 

automation, but partners 
and fee earners have yet 

to see the light
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SOLVING 
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AUTOMATION 
PUZZLE
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Major client work with 40 interviews and 
online polling, for Aderant

Client projects, including our 
automation research for  

Thomson Reuters

BESPOKE PROJECTS
• In-depth interviews plus online 
surveys to produce detailed insight
• Data and transcripts for internal use
• Explanation session from the 
Briefing team for your staff
• Internal and publication reports
• Facilitation at your events around 
the data by Briefing staff
• Market-leading output
POA

RESEARCH REPORTS
• Online survey-based research 
with some interviews for narrative 
creation
• Internal and published reports 
distributed with Briefing
• Market research conducted and 

results passed back to client
£12,000 – £20,000 

RESEARCH PLUS CONTENT
• Market research conducted and 
results passed back to client
• Four-page interview article in 
Briefing based on research results
• Placed in front of all other 
advertorial, plus display advertising
£7,000 – £10,000 

MARKET INSIGHT
• Ideal for new market entrants to 
understand the market, and new 
product launch market testing
• Market research carried out online 
or as a mix of online/interviews
• Internal report produced, including 

transcripts where included, plus data
• Analysis session with client
£4,000 – £10,000 

LEGAL IT LANDSCAPES
• Our annual IT research, published 
alongside Briefing in December 
• Includes report sponsorship and 
analysis visit from Briefing, option to 
add on sponsorship of the Briefing 
Frontiers event after publication
• Featuring your commentary on the 
research plus display advertising 
• Book early to influence the survey 

£5,000 (from £8,000 with 
event) 
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CONFERENCES

Briefing Strategic Leaders is the only event 
designed to engage and inspire forward-
thinking strategy and business-focused solutions 
for senior leaders in top-tier law firms.

 
BRIEFING STRATEGIC LEADERS 
CONFERENCE IN NUMBERS

Briefing 5P focuses on how law firms can break 
down silos to improve business performance in a 
challenging market. It will explore how to get your 
people to understand and use the flow of data across 
the business to improve pricing, up your pitching 
game and meet client expectations, and how to 
make the most project management and process 
improvement by utilising new technology. 

Hear from experts inside and outside of the legal 
sector about how to be at the cutting-edge and drive 
profitability.

CONFERENCES

WHO ATTENDS BRIEFING STRATEGIC 
LEADERS?

• COOs 
• �CFOs/finance directors
• �Directors of administration
• �Managing partners
• �Senior partners
• �Global people leaders
• �Practice area/sector COOs
• �Heads of strategy, process improvement, legal 

project management

90+

100+

senior-level  
attendees

senior-level  
attendees

50+

33+

law firms

top-tier law firms 
represented in 2017

BRIEFING 5P IN NUMBERS

WHO ATTENDS BRIEFING 5P? 
Business services leaders with unique titles, plus:
• BD experts
• Marketing specialists
• Finance and pricing experts
• Project managers
• Heads (ops, IT, finance, transformation)
• Directors (ops, IT, finance, transformation) 
• HR experts
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Market pressures on law firms – from new 
entrants to legal businesses with completely 
reformed cost bases and structures and 
from client and cost pressure – have created 
a need to radically transform the way legal 
businesses go to market, carry out their 
work and even structure their businesses.  

Briefing TEI delivers focused and thought-
provoking topics that give delegates access 
to fresh and innovative ideas from high-
calibre speakers both inside and outside the 
legal market. 

WHO ATTENDS BRIEFING TRANSFORMATION? 
Business services leaders with unique titles, plus:
COOs / CFOs / CEOs / CIOs, directors (ops, IT, finance, transformation), 
heads of innovation and strategy, business transformation specialists, change 
management experts and HR professionals.

SOME OF OUR 
EVENT SPONSOR 
PARTNERS

80+
senior-level  
attendees

36+
top 100 law firms 
represented in 2017

CONFERENCES

BRIEFING TEI IN NUMBERS

Briefing Knowledge Leaders is an event designed to build a new community 
that will provide people in knowledge with the strategic information they need to 
navigate the increasingly significant role their function occupies in the world of 
legal business.

WHO ATTENDS BRIEFING KNOWLEDGE LEADERS?
This event is specifically designed for heads and above.

52+
senior-level  
attendees

30+
top 100 law firms 
represented in 2018

BRIEFING KNOWLEDGE LEADERS IN NUMBERS
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EVENTS RATE CARDS

• Two sponsor passes to attend the entire event
• Branding on exhibition stand (supplied by Briefing)
• Attendance at networking lunch
• Delegate pack profile with logo
• Sponsor mention in event welcome speech
• Access to delegate list for sales and marketing after the event

• Sponsor’s logo/name to feature in all online (including event website 
and Briefing), print and email (including LSN.co.uk newsletter) event 
marketing/ad campaigns
• Sponsor’s logo to feature on event materials, signage and 
presentation header slide (where possible/applicable)

SPONSORSHIP 
OPPORTUNITIES

CORE SPONSORSHIP OPPORTUNITIES   £10,000 + VAT	

OPTION 1 – VIP SPEAKER
Opportunity to speak/put forward a case study client (subject to 
approval from Briefing) in the plenary session

OPTION 2 – EVENT REPORT SPONSOR
Branding throughout event, audience polling and on audience 
engagement technology on the day, and branding and advertising and 
comment in the post-event conference pull-out report supplement 
published to the whole Briefing magazine audience

OPTION 3 – EXECUTIVE LUNCH
Exclusivity of a private sit-down lunch for 8 – 10 hand-picked delegates

All headline sponsor packages include the following: 
• Two additional sponsor passes to attend the entire event
• Premium placement full-page delegate pack display advert
• One pass for a law firm client of the sponsor to attend the entire 
event (must be a new booking and not a previously registered 
booking)
• Opportunity to distribute sponsor-branded pens or mints or similar 
(sponsor to supply) with delegate packs

HEADLINE SPONSORSHIP   £15,000 + VAT	

ADDITIONAL SPONSOR ATTENDEE PASS (Subject to availability)

FULL-PAGE ADVERT IN THE DELEGATE PACK

SPEAKING ON THE AGENDA
• Panel speaker – opportunity to join one of the panel discussions 
• Stream session – put forward a client case study/workshop for a select group of the audience
• Table leader – opportunity to be one of the limited number of table/session facilitators in our interactive 
sessions

CHAMPAGNE BREAKFAST
An exclusive breakfast before the conference begins for 8 – 10 delegates, hand-picked in advance by you

PHONE CHARGING POINT AND WIFI PROVIDER
Includes a branded charging point in the main networking room for delegates to use, plus your company 
name as the WiFi password 

EXCLUSIVE LANYARD/BADGE SPONSOR 
Have everyone in the room looking at you

CHAMPAGNE RECEPTION 
Celebrate the success of the day and cement relationships made during the conference over a glass of 
bubbles

UPGRADED BRAND AWARENESS 
Bring your own coffee station, sweet stall or food truck for a more exciting break experience

£1,500+VAT

£500+VAT

£2,000+VAT

£6,000+VAT

£3,000+VAT

£2,500+VAT 

£2,000+VAT

£1,500+VAT

  SEE BELOW PRICING	SPONSORSHIP ADD-ON OPTIONS
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ADDITIONAL SPONSOR ATTENDEE PASS (Subject to availability)

FULL-PAGE ADVERT IN THE DELEGATE PACK

SPEAKING ON THE AGENDA
• Panel speaker – opportunity to join one of the panel discussions 
• Stream session – put forward a client case study/workshop for a select group of the audience
• Table leader – opportunity to be one of the limited number of table/session facilitators in our interactive 
sessions

CHAMPAGNE BREAKFAST
An exclusive breakfast before the conference begins for 8 – 10 delegates, hand-picked in advance by you

PHONE CHARGING POINT AND WIFI PROVIDER
Includes a branded charging point in the main networking room for delegates to use, plus your company 
name as the WiFi password 

EXCLUSIVE LANYARD/BADGE SPONSOR 
Have everyone in the room looking at you

CHAMPAGNE RECEPTION 
Celebrate the success of the day and cement relationships made during the conference over a glass of 
bubbles

UPGRADED BRAND AWARENESS 
Bring your own coffee station, sweet stall or food truck for a more exciting break experience

£1,500+VAT

£500+VAT

£2,000+VAT

£6,000+VAT

£3,000+VAT

£2,500+VAT 

£2,000+VAT

£1,500+VAT

EVENTS RATE CARDS

• Two sponsor passes to attend the entire event
• Branding on exhibition stand (supplied by Briefing)
• Attendance at networking lunch
• Delegate pack profile with logo
• Sponsor mention in event welcome speech
• Access to delegate list for sales and marketing after the event

• Sponsor’s logo/name to feature in all online (including event website 
and Briefing), print and email (including LSN.co.uk newsletter) event 
marketing/ad campaigns
• Sponsor’s logo to feature on event materials, signage and 
presentation header slide (where possible/applicable)

SPONSORSHIP OPPORTUNITIES

CORE SPONSORSHIP OPPORTUNITIES   £8,000 + VAT	

OPTION 1 – VIP SPEAKER
Opportunity to speak/put forward a case study client (subject to 
approval from Briefing) in the plenary session

OPTION 2 – EXCLUSIVE EVENT REPORT SPONSOR
Branding throughout event, audience polling and on audience 
engagement technology on the day, and branding and advertising and 
comment in the post-event conference pull-out report supplement 
published to the whole Briefing magazine audience

OPTION 3 – EXECUTIVE LUNCH
Exclusivity of a private sit-down lunch for 8 – 10 hand-picked delegates. 

All headline sponsor packages include the following: 
• Two additional sponsor passes to attend the entire event
• Premium placement full-page delegate pack display advert
• One pass for a law firm client of the sponsor to attend the entire 
event (must be a new booking and not a previously registered 
booking)
• Opportunity to distribute sponsor-branded pens or mints or similar 
(sponsor to supply) with delegate packs

  SEE BELOW PRICING	SPONSORSHIP ADD-ON OPTIONS

HEADLINE SPONSORSHIP   £15,000 + VAT	
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MICRO EVENTS

We’re not just about conferences at Briefing. We revel in creating fascinating micro 
events, delivering content-led roundtables and helping clients by presenting at or 
facilitating client-delivered dinners, small events and training. 

BRIEFING SPECIALIST EVENTS

FRONTIERS
Our half-day micro event strand Briefing 
Frontiers deals in bleeding-edge 
technology thinking for legal business. 

Frontiers unpacks and explores the 
technologies and innovations that legal 
businesses can exploit to become more 
capable and competitive. Events are free to 
attend for our law firm audience, but open 
only to senior decision-makers in top-tier 
firms.

We can leverage our engaged audience 
of senior management in legal business 
to produce intimate knowledge-sharing 
experiences for our audience and our 
clients. 

We always prefer to put on roundtable 
events with a content ‘hook’, such as a 
piece of research, because we know that 
this legitimises the event and provides a 
reason for everyone to get involved.  
We also facilitate and engage in client-led 
roundtable events as industry experts  
and experienced conversation-wranglers.

ROUNDTABLES
Briefing
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FRONTIERS
Our half-day micro events focus on key 
areas and topics, from artificial intelligence 
to automation, from information security to 
smart contracts.

Specific focus areas for Frontiers include:
- Analytical futures: Making data more available, more visible 
and more actionable

- Legal IT landscapes 2020

- Closer to clients: How innovation in IT can improve your 
communication with clients

- Information security, privacy and protection

- Modern workplace: people, places and technology

Two sponsor passes to the entire event
Delegate badge sponsor (only available to the first sponsor who books on)
Pop-up stand in refreshment room
Full-page company profile included as part of the delegate pack
Access to delegate list for sales and marketing after the event
Sponsor’s logo/name to feature in all digital marketing (including website, email, Twitter, LinkedIn)

Opportunity to speak (subject to collaboration with Briefing conference producers)
Three sponsor passes to the whole event (including your speaker)
Refreshment sponsor (breakfast and first break)
Pop-up stand in main room
Full-page company profile included as part of the delegate pack
Access to delegate list for sales and marketing after the event
Sponsor branded pens / promotional item for the delegate packs (provided by the sponsor)
Sponsor’s logo/name to feature in all digital marketing (including website, email, Twitter, LinkedIn)
Sponsor’s logo to feature on event materials, signage and presentation header slide (where possible/applicable)

TIER 1

TIER 2

  £8,000 + VAT	

  £6,000 + VAT	

MICRO EVENTS
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SMARTER LEGAL BUSINESS MANAGEMENT
Briefing is the only legal business management magazine, 
focused exclusively on improving the work and worlds of law firm 
management leaders. Every issue is packed with relevant insight 
and lessons from our readers’ peers and pros.

WHO 
WE ARE
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I     n May, Eversheds Sutherland 
(International) came out with its � rst set 
of full-year � nancials since the merger 
between Eversheds and Sutherland 

Asbil & Brennan in Februray 2017. The two 
partners in this union opted to stay � nanically 
independent, so US revenues aren’t factored in.

And? Revenue is up 8% to £438.6m, whereas 
net pro� t fell 4%, to £84.1m. The � rm’s new chief 
executive, Lee Ranson – he started his four-year 
term in May – said: “Continued strategic 
investment in people, recruitment and, most 
notably, our US combination led to an anticipated 
slight dip in pro� tability.”

He added: “To have turned in this kind of result 
against the backdrop of Brexit and continued 
political and economic uncertainty in many of our 
key markets speaks to the strength and resilience 
of our business.”

The � rm has also just unveiled ES/Locate, a 
new e-discovery platform it created in partnership 
with OpenText – and hired Enzo Lisciotto as 
head of litigation technology from Norton Rose 
Fulbright to lead its implementation.

Meanwhile, another merger is quickly born. 
Management-focused employment law giant 
Littler Mendelson has spied an opportunity for 
further European expansion by launching in 
London with a little help from boutique
 GQ Employment Law (founded in 2010). 

In a joint statement, Littler’s co-managing 
directors Tom Bender and Jeremy Roth said: 

“With our recent expansion into France and 
Germany, we now have more than 200 lawyers in 
major markets in Europe, reinforcing our position 
as the leading provider of employment law counsel 
to multinational companies.”

GQ founding partner Jon Gilligan added: “We 
will immediately begin sharing client 
representation, knowledge management tools and 
technology resources.”

And the latest report from MarketLine 
suggests we can expect – and should hope for – 
more merger activity as Brexit negotiations begin. 
The global legal services market slowed in 2016, 
and North America accounts for 49.6% of its value. 
And the US is a whopping 94% of the North 
American market.

An analyst at the company Christopher 
Leyman-Nicholls explained: “Given the 
dominance of this market, its decelerating growth 
harms the sector’s global value, encourging 
large-scale mergers around the world.

“MarketLine expects the US to be the main 
driver behind future growth, depsite failing to 
grow in 2016. The US occupies nearly half of the 
global market, denying any 
other single country an 
in� uencing role. Were the 
current trend for mergers and 
acquisitions in the US to stop or 
slow down without the return 
of sustainable growth, the global 
market would likely decline in 
value.”

Or ... perhaps millennials will 
come to the rescue. A new 
report commissioned by LOD 
declares: “Millennials are going 
to rewrite the DNA of law 
� rms.” Let’s hope that means 
they’ll also grow stronger.  

US and them
 R O U N D U P

2.2%
Compound annual growth rate for global legal services 
between 2012 and 2016, says analyst MarketLine

U P F R O N T

“MarketLine expects 
the US to be the 
main driver behind 
future growth, 
depsite failing to 
grow in 2016. The US 
occupies nearly half 
of the global market, 
denying any other 
single country an 
influencing role.”
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F E A T U R E S F E A T U R E S

 T H E  B I G  I D E A

Can legal business learn from business process in manufacturing and retail – or 
even actual rocket science – when it comes to learning to make the daily grind of 
law firms smoother and smoother?

B  ack in January 2014, Clifford 
Chance published a white paper 
Applying Continuous 
Improvement to High-end Legal 
Services. Authored by the firm’s 

then global head of business transformation, Oliver 
Campbell, it said the guide drew on around five 
years of investment and training in continuous 
improvement techniques – and Campbell outlined 
key changes that had materialised by adopting a 
more structured approach to refining process. 

These included, for example, adjusting fixed 
communication points between the more 
experienced and junior lawyers (including 
paralegals) who made up document review teams. 
Queries from teams to ‘superiors’ were now dealt 
with daily – and this swifter feedback apparently 
meant fewer documents tagged incorrectly. 

In another case study, the whole team compiling 
end-of-matter bound volumes of such documents, 
“from partner to print room”, were brought 
together to brainstorm. It was found that the 
binding process began too late in the overall 
transaction timetable – so there was unnecessary 
printing. Now a tech-heavier process reduces both 
duplication and paper (and costs, by 60%, and 
time, by 80%, the firm says).

Clifford Chance has even set up joint 

continuous improvement workshops with clients 
to see where both sides may be going wrong – 
causing unnecessary delays, for example. Process 
changes prove beneficial to both parties – in an 
area where efficiency and value of work is, after all, 
particularly closely intertwined.

Of course, the importance of law firms being 
more efficient – and working more closely with 
clients – has itself changed. Firms may now be 
working to any number of alternative fee 
structures, where efficiency’s rewarded and its 
opposite inevitably punished. They’ve invested in 
project management professionals and technology 
to help. But it’s the job of ‘continuous 
improvement’ to make these gains consistent and 
predictable. Improving processes is a process itself. 
It needs management, monitoring and 
measurement. “Put simply," said Campbell, "it 
involves applying scientific rigour to determine the 
best approach to carrying out a piece of work."

Leaner times
In that case, firms could perhaps also take a look at 
other organisations where such rigour  has been 
embedded for rather longer.

Sarah Lethbridge, director of executive 
education at Cardiff Business School, agrees. Her 
area of expertise is the Lean model of process 

Better 
behaviours
Words Richard Brent

improvement that hails from manufacturing. The 
Machine That Changed the World, first published 
in 1990, identifies how certain principles helped 
Japanese car manufacturer Toyota to improve 
quality and reduce cost, suggesting they were 
transferable to other areas of mass production. 
Lethbridge was recruited by Cardiff’s Lean 
Enterprise Research Centre to apply such ideas to 
the services sector. She has worked for the Lean 
Academy at the Ministry of Justice, as well as 
implementing projects for hospitals and tailoring 
the key principles to the business needs of 
particular companies, including Legal & General 
and Nestle.

“The primary thing we’re always trying to 
achieve is economies of flow,” she says. “We want 
to create competitive advantage through our speed 
at delivering customer value – and one of the ways 
we do that is through the elimination of waste.”

But in order to identify where time is most 
wasted, she says a key part of a Lean approach is to 
describe the chain of steps that constitute 
customer value – known as the 'value stream'.

“We have to assemble a cross-functional team 
to analyse exactly what currently happens. The 
idea of a value stream is quite mature now – but 
when we started, people were so used to working 
in their little bubbles. They just didn’t really think 
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INDUSTRY ANALYSIS S P O N S O R E D  E D I T O R I A L INDUSTRY ANALYSIS

Intapp's Mark Bilson, vice president of workflow and integration practice, and Milan Bobde, senior 
product manager, outline the move from back-office to business-wide process management

Business 
process 
in power

P    rocess management technology – 
once the domain of lengthy, complex 
projects involving extensive manual 
configuration and coding – is 

undergoing a seachange. With the availability of 
business applications that help to standardise 
processes within an organisation, projects that 
once consumed months can now take only days.

For law firms, this has put more control in the 
hands of the IT department and the business users 
– no longer so beholden to external consultants. It 
has also opened new possibilities for automating 
and expediting processes and workflows on a 
broader scale, and with greater impact.

Back-office to business process
When Intapp first released Intapp Flow in 2014, we 
found that many firms wanted simpler ways to 
automate their back-office processes. Workflows 
related to IT, finance and HR requests topped the 
list of the typical use cases that firms tackled first. 

Moreover, adoption has been enthusiastic. 
Long-time users of Intapp Integrate (formerly 
known as Integration Builder), the leading 
integration platform for law firms, quickly 
embraced the intuitive front end of Intapp Flow. Its 

interface makes it easy for business analysts to 
create, visualise and update workflows – and then 
for lawyers and staff to adopt them. 

Other early adopters were firms already using 
Intapp Open for business intake. They wanted to 
extend that workflow solution to additional 
business processes.

Over time, Intapp has found firms applying the 
product to a much broader range of use cases than  
could have been imagined. This highlights how 
business process management (BPM) practices are 
now starting to take hold across firms more 
broadly. Clearly, legal businesses are pursuing ways 
to make internal operations – and the external 
delivery of client service – more efficient and 
effective.

Adoption options
Here are a handful of key areas – beyond internal 
IT, finance and HR operations – where law firms 
seem to be optimising their processes. 

1 Complex matters, involving a large number of 
parties, such as insolvencies, tend to generate a 
large amount of associated data – and this needs to 
be entered, tracked and updated. But firms can 

now automatically update information in a central 
repository, creating a single source of truth for 
matter information and eliminating the need to 
update multiple spreadsheets.
2 Document services centres Many firms are 
taking advantage of document services centres 
that allow a dedicated group of specialists to focus 
on document preparation and editing tasks. 
Workflow software can now help to manage 
requests from dispersed fee earners, assign tasks 
to production specialists, track progress and send 
notifications. The process can also be integrated 
with the firm’s document management system.
3 IP practice automation Workflows integrated 
with docketing systems and DMS are enabling IP 
law firms and practice groups to streamline a 
variety of processes – allowing them to manage 
incoming correspondence, patent documents and 
deadlines, and to automate assignment and 
routing of tasks.
4 Electronic supply chain management In the 
insurance industry, businesses such as Guidewire 
and ediTRACK have helped to transform how 

insurers manage their core business processes and 
link systems with suppliers electronically, for 
more control, visibility and significant efficiency 
gains. 

And law firms working with insurers can now 
also connect their systems to those of their clients, 
allowing them to receive instructions 
electronically.

Higher standards
There are many workflow providers offering 
proprietary solutions for specific types of business 
processes – but standardising on a single platform 
helps to ensure consistency of approach, mini-
mises the need to train and re-train users, and 
makes it easier and more efficient for IT to 
accelerate, scale and support changing business 
and legal process management needs over time.

So, combining application-specific expertise 
with the benefits of a standard workflow platform, 
Intapp has now unveiled Intapp Marketplace, 
showcasing over 80 solutions across a diverse 
range of categories from service partners. 

It has been pleasing to see this new resource 
gain momentum, and additional innovative use 
cases should certainly develop as the ecosystem 
explores ever more ways to apply BPM 
methodologies to law firm operations, legal 
practice management, and client relationship 
management. 

Find out more about Intapp: 
www.intapp.com/marketplace

“Many firms are taking advantage of 
document services centres that allow 
a dedicated group of specialists to 
focus on document preparation and 
editing tasks.”
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T    he latest plans for a new EU General 
Data Protection Regulation – 
negotiations taking place in 
December last year – see the prospect 

of a fine equating to 4% of global turnover for 
infringements that affect “the rights of data 
subjects”.

“Clearly, clients are very, very sensitive to how 
professional services firms handle their data in any 
case,” says Neil Araujo, CEO of iManage. “But in 
the current landscape, this is also one of those 
things with the potential to bite firms badly when 
it’s already too late – if they haven’t made plans 
proactively.

“There are huge cost implications to how firms 
safeguard client information – not just the storage 
cost, but also the risk that it might get breached. 
You simply can’t keep things safe forever – and you 
need some strong governance around how you 

A new centre in Northern Ireland is backing up 
iManage’s mission to provide law firms with a holistic 
approach to the data governance of huge volumes of 
sensitive client documents and emails, says Neil Araujo

Resetting 
storage

deal with that. Governance means applying the 
right policies for the circumstances – whether 
that’s security surrounding what’s kept, where 
data is archived, or whether it’s returned to the 
client or safely disposed of.”

Efficiency gain
This is the background to iManage’s very recent 
investment in a new R&D and support centre in 
Belfast, dedicated to the evolution of the business’s 
iManage Govern software. Including iManage 
Records Manager and iManage Archive Manager 
products, the team will focus on how processes 
can be further enhanced, such as Record Man-
ager’s addition of a new feature that manages 
disposition workflow, return to clients or transfer 
to other firms by adding notes that reflect specific 
circumstances.

“It’s very important that we’re resourcing all 
our activities of this type appropriately,” says 
Araujo. "You need sufficient firepower – and of the 
right quality – to approach governance holistically. 
Personally, I’ve always wanted a stronger 
development presence in Europe, and we’re very 
excited by the potential of a big new talent pool.”

The top priorities they’ll be working on? First, 
providing the tools to enable firms to track where 
client data is located across myriad systems so that 
it can be governed, he says. "Second is enabling 
firms to track what they’re signing up for when 

data-handling rules are agreed with clients. They 
need a better way of tracking these to enforce 
them.”

Number three, says Araujo, is a focus on 
operationalising data policy choices most 
efficiently – improving workflow for archiving, for 
example, or reducing the cost of long-term storage.

“On top of that, we’re very focused on 
leveraging reporting and analytics to monitor 
access to documents. Despite all the security to 
protect documents residing on servers using 
encryption technologies, most security breaches 
occur when end user credentials are compromised 
and the ‘bad guys’ enter the system looking like a 
valid user,” says Araujo. “The only way to identify 
something amiss may be to detect activity patterns 
at odds with how a user commonly works."

iManage Govern is available on-premises or as a 
cloud solution – and in February the business 
announced a series of enhancements to its cloud 
version. As well as faster performance through 
hyper-converged infrastructure and new 
technology, there are new tools for monitoring and 
alerting security events and failures – and data is 
encrypted at rest and in transit using customer-
unique encryption keys.

“Professionals are very heavy information 
creators and consumers, so performance and 
bandwidth are a very big deal – and desktop 
integration is also key,” says Araujo.

“But I also think you need the flexibility of a 
hybrid model. No firm really wants to be in a 
position where they must turn clients away 
because the client isn’t comfortable with having 
data in the cloud. With iManage you can easily 
have some data on-premises and other data in the 
cloud. Decisions can be based on the individual 
needs of the business – they can move as little or 
as much as they wish.

"As with the governance processes surrounding 
storage, transfer and removal of information, it is 
an area where the need for tight control and 
oversight needn’t be at the cost of flexibility to fit 
the specific circumstances.”  

“There are huge cost implications 
to how firms safeguard client 
information – not just the storage 
cost, but also the risk that it might 
get breached. You simply can't keep 
things forever – and you need some 
strong governance around how you 
deal with that.”

To find out more, visit:  
www.imanage.com
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46%        

Average office working hours per partner 
per week in 2015/2016

More partner hours in the office every 
year, compared to two years ago

Of lawyers said long hours are essential 
to rising through the ranks 

How do litigation partners 
prefer to get paid?

The most 
critical dispute 
management issues 
for in-house legal 
and compliance 
departments

Where would people be likely to 
stay with their business longer if it 
provided more support to charities 
and local community?   

Source: Laurence Simons, Attitudes toward long hours survey

Environment and agriculture  75.68% 

Charity and voluntary work  75%

Energy and utilities 69.62%

Law 48.89% 

Manufacturing, engineering and construction 43.51%

Accounting, banking and finance 43.14%

Business, consulting and management 40.91%

Leisure and hospitality 38.68%

Media, marketing and advertising 36.36%

Retail 35.59%

Educational services 29.95%

Public sector 24.57%

Stephen Allen, director of service delivery and quality at DLA Piper, 
asks why legal businesses are reticent to let anyone else near their work

We see co-contracting 
or subcontracting as 
standard models in 
other industries. What 
makes it so difficult 
for legal to do the 
same?

Learning to  
let it go

T     here's quite a lot of mud-
slinging by wannabe gurus in 
legal, telling lawyers that they 
don’t know what they're doing 

or, even worse, they're unfit for purpose.  
Being a recovered lawyer myself, and 
having delivered real change from within 
firms over a number of years, I can tell you 
that most of the criticism comes from 
ill-informed consultants looking to grab a 
gig (a curious marketing technique, I’ve 
always thought).

There is one thing however, that our 
gurus really mention, if at all. Many firms 
are guilty of NIH syndrome (not invented 
here). Driven by false pride, superior 
solutions are generally overlooked in 
favour of inferior self-produced ones. 
How many law firms have bespoke IT or 
reporting solutions that were built 
in-house, always at a far greater cost than 
originally budgeted and invariably more 
expensive than the solution that already 
exists in the market and works perfectly?

When we look at the legal work firms 
do, this issue is even tougher to tackle. For 
example, poor uptake of legal process 
outsourcers (LPOs) to assist firms in work 
such as running discovery exercises has 
led some clients to create their own panels 
of LPOs and attempt to force their panel 
law firms to use them.

Why is it so difficult? We see co-
contracting or subcontracting as standard 
models in other industries. What makes it 
so difficult for legal to do the same?

Recently, we announced a partnership 
with Lawyers on Demand (LOD) for a 

solution that, until now, every other law 
firm had built their own version of. In a 
previous life, I built, for Thames Water, a 
successful single-source solution where 
BLP partnered with Pannone and Ashford 
to deliver all Thames Water’s legal needs.  

It is possible – so why don’t we see 
more of it? These are my observations:

Revenue
Firms reward revenue over profit, so 
partners will try to keep all the work they 
can, even if they lose money.  Once you 
look at profit as your core driver, you're 
forced to look for smarter solutions.

Brand
Yes, this old chestnut − the fear that 
allowing anyone else to work on matters 
leads to an inevitable problem and will 
damage your reputation. But if we ask 
clients, being inflexible and uncommercial 
is far more damaging to brand.

Culture
We don’t like letting go. Partly because of 
the fear of the brand damage, but also 
because we don’t trust what we haven’t 
seen with our own eyes. This is where 
good sourcing, contracting and project 
management pays. You retain control, you 
ensure good people work on your matters,  
and you protect that brand.

Co-operating is a step into the 
unknown. We are, genuinely, damned if 
we don’t, but with better metrics, and 
properly managed change − we don’t have 
to be damned if we do.  

EARLY CASE 
ASSESSMENT

57%

PROACTIVE RISK 
MANAGEMENT

66%

DATA 
SECURITY

66%

CONTROLLING 
COSTS

73%

Source: AlixPartners survey of US and European companies 
with annual revenues of US$250m or more

Source: Give as you Live survey of employees on attitudes to 
charitable giving and workplace engagement
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I S S U E 
S P O N S O R

Justin Farmer, senior director of product management at Thomson Reuters 
Elite, says data is supporting firms to improve project management and 
productivity – and he’s committed to ensuring both can stretch further in future

Reassuringly 
extensive

U    nder pressure to produce 
work for clients in a more 
predictable fashion, law firms 
have introduced – at least on 

the surface – a level of project 
management discipline to the unwieldy 
world of legal matters.

Some have appointed project-trained 
businesspeople from a range of other 
industries to teach, nurture and monitor 
this new working environment. Some 
brave business services leaders have even 
decided to train up the firm’s lawyers to 
find the time to project-manage their own 
work. But one thing’s for certain – there’s 
a role for the technology specialist in 
ensuring firm-wide success. Project 
management in any organisation depends 
on the timely flow of the right amount of 
accurate information to the next stage of 
the process.

Justin Farmer, senior director of 
product management at Thomson 
Reuters Elite, agrees the landscape has 
changed since he was last interviewed for 
Briefing in 2012: “I see a lot more 
organisational focus on the process of 
putting together a plan for how any legal 
matter will be managed – and also on the 
transparency of that process. Firms are 
focused on delivering value to the client, 

but they know they need to demonstrate 
that value as well. Where possible, what 
the client really wants to know is what 
will be delivered upfront.”

Portal power
For example, Thomson Reuters Elite has 
seen a significant increase in adoption of 
client portals that promise this level of 
insight, and therefore predictability. To 
different extents, these enable a firm’s 
clients to track matter progress at any 
time – and in their own time, says Farmer.

“But proactive communication like that 
with a client is increasingly ‘table stakes’. 
Customers are now telling us it’s 
essential,” he says. “It’s no longer a 
differentiator to deliver information about 
specifically what you’ve achieved 
effectively, or how far through a project 
you are. It’s just expected.

“It isn’t necessarily that their clients 
were in the dark before – but now they 
need to know more detail, and more 
regularly. They need to be more 
accurately predictive – particularly of 
costs – in their own internal management, 
and that demands clearer information 
about what’s being delivered.”

Farmer has a tasty analogy for such 
reporting – ordering a pizza online. “First 
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Richard Brent is the editor of 
Briefing. He likes to get out 
and meet as many of you as 
possible, so contact him at 
richardb@briefing.co.uk

Sarah Cox is Burlington 
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purpose is to make sure your design or image reaches 
right to the very edge, leaving no unsightly white edges.

LIVE AREA This is an area inside the ‘trim’. The safe 
area is kept well away from the blade and so this is where 
you should place your most important information or 
sections of your design. Anything outside of this area 
runs a risk of being cut off! 

FULL PAGE
TRIM SIZE 210 X 297

HALF PAGE
VERTICAL 105 X 297

HALF PAGE
HORIZONTAL 210 X 148.5

STRIP
HORIZONTAL 187 X 50

YOUR 
BRILLIANT 

IDEA 
GOES 
HERE

ADVERTISING SPECIFICATIONS
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