
How do you successfully compete on value rather than on rates?

 Did not set out to be a lawyer

 Successful at selecting companies that survive and thrive (and 
helping them to do so)

 From the great state of New Jersey
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LegalZoom supports a large number of SMEs, integrating a network of provider 
firms into a technology platform

@EddieRHartman .
5P presentation | Value Selling | November 10th 2020 2



LegalZoom’s presence is increasingly outside the United States
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Simon -Kucher & Partners at a glance

@EddieRHartman .
Source: https://www.bizjournals.com/sanjose/news/2020/01/29/most -valuable-best-known -unicorns -airbnb -redditt.html

Simon -Kucher profile

Globally renowned consultancy for top -line improvement 

Facts and figures

1985 1990 1995 2000 2005 2010 2015 2020 2025

Global locations: 
39 offices  in 25 countries , 
>1,400 employees

1990 1995 2000 2005 2010 2015 2019

Avg. annual growth : +18%  
Revenue in 2019: 
€358m/$401m

Number of 
p rojects  per year >1,300

What others say about us

Capital
Marketing , 
Sales, Pricing

brand eins/Statista 
Marketing , 
Sales, Pricing

Financial Times
Marketing , 
Brand , Pricing

MT Magazine
Strategy 
Consulting

Forbes
Marketing , Brand , 
Pricing, Sales

Bilanz
Marketing, 
Sales

2019

2018 2016 , 2018 (conducted every two years )2014 to 2019

2016 , 2018 (conducted every two years )2018

This  is  what Simon-Kucher is  a ll about. We boos t our clients ' 
revenue  and  profits  by optimizing the ir p ricing, sa les , 
marke ting, and  s tra tegy.

We advise  clients  on how to improve  the ir top  lines  with 
d igita l technologies , from big data  analytics , machine  
learning, and  artificia l inte lligence  to ta ilor-made  pricing and  
sa les  tools .

Simon-Kucher 
Digita l

We have  worked  for over 30 unicorns , such as  Asana, Stripe , 
and  Uber.

TopLine  
Power®

THE unicorn 
advisors

Pricing strategy specialists.
The Wall Street Journal

Simon-Kucher was a great 
partner during our research 
phase. We appreciated their 
support , expertise, and partnership 
throughout the process of developing 
Uber Rewards.

Barney Harford , former COO, Uber

No one knows more about pricing 
than Simon-Kucher.

Philip  Kotle r, marke ting guru

Simon-Kucher is a down-to-earth 
consultancy, highly committed and 
trustworthy. They deliver what they 
promise. 

Member of the  executive  board ,
Bank Julius  Baer & Co. Ltd .

5P presenta tion |  Value  Selling |  November 10th 2020 4



Price is fundamentally a measure of value
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Source: Thomson Reuters Peer Monitor / Georgetown 2019 Report on the State of the Legal Market

This directly translates into law firm rates, where higher fees stand in for quality
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Source: Thomson Reuters Peer Monitor / Georgetown 2019 Report on the State of the Legal Market

In our research, we  found  multip le  forms of d iscounting, only two of which are  captured  by the  George town s tudy, be low

The "rack rate" is not what most clients actually pay – although it does drive up 
tuition and affect expectations
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Economists generally recognize three categories of goods

Commodity – Search Good Experience Good Credence Good

…credence goods put the "price story" in boldface
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Source: Ariely, 2010

Participants  of an experiment were  asked  to judge  the  pain re lie f e ffect of a  pain-killing tab le t afte r they were  trea ted  with (soft) e lectric  shocks. 

With Credence Goods, the fee becomes a convincing stand in for actual quality

Group 1 $2.50

Group 2 $0.10

Communicated 
price per tablet

Pain relief 
confirmed by…

~ 100%

~ 50%

Particularly with credence goods, price becomes a statement about quality
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Distribution of margins

Source: Simon -Kucher & Partners

Massive uncertainty about how to set discounts, particularly among junior 
partners

No. of clients/opportunities

Planned margins (in %)

Minimum margin 
Public Sector

Minimum margin 
Family business

Minimum margin 
Corporates/Inbound

Minimum margin Banking
Target margin Corporates/Inbound

Minimum/target margin 
Investmt. Mgmt.

Ultimate price generated based on internal ‘rules’ with no consideration of HOW or WHY
willingness to pay (and therefore target margin) should differ between clients
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Ratings for law firms the respondent already has a 
relationship with

* Small sample each for individual firms selected from AmLaw 100: indicative results only
Source: Simon -Kucher Survey of Purchasers of Legal Time

…yet measured elasticity was low, particularly in a relationship context 

1% 4% 0% 0% 0% 0%
10% 9%

0% 0% 0% 0%

39% 35%

14% 17%

0% 0%

30% 37%

57%

33%

33%
22%

20% 15%
29%

50%

67%
78%

AM LAW Firm A
(n = 70)

AM LAW Firm B
(n = 68)

AM LAW Firm C*
(n = 7)

AM LAW Firm D*
(n = 6)

AM LAW Firm E*
(n = 6)

AM LAW Firm F*
(n = 9)

Extremely
dissatisfied

Neither satisfied
nor dissatisfied

Extremely
satisfied

Respondents are strongly likely to 
accept premium fees from firms they 
currently have a relationship with

Response to a 10% premium over expected median fees from AM LAW 100 clients 
Q: For a typical matter in [chosen area], if the total fee for the engagement was [10% over reported median fee], how satisfi ed would you be 

in engaging each of the firms below?.

Over 90% of respondents are satisfied paying 10% premium for firms they currently engage
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Q: Below are listed a set of possible criteria for evaluating a law firm in a given matter. Please estimate the importance of each factor for the  majority of matte rs  you handle .
Source : Simon-Kucher Survey of Purchasers  of Legal Time

…and purchasers of legal time showed a strong "value" profile, ranking quality 
drivers over price
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Importance of specified factors in fee -setting decisions 
Q: Below are listed a set of possible criteria for evaluating a law firm in a given matter. Please estimate the importance of each factor for the majority of matters 

you handle.

Price is one of the 
lowest -priority factors 
for decision -makers on 
purchase of legal time

Ind icates  possib ility of 
se tting and  rea lizing 
premium-prices , coupled  
with e ffective  value-
communication
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Source: Simon -Kucher Survey of Purchasers  of Legal Time

While firms are historically resistant to AFA adoption, in most practice areas, 
"stair step" AFA approaches may be more acceptable
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30%

35%
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45%
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Top priority response to all
inquiries to partners

Choice of senior partners to work
with

A fixed number of counseling and
advising hours from senior partners

Proprietary knowledge briefs on
the legal market as relevant for

your current/past matters

Preference among non-adopters
Preference among adopters

Adoption likelihood of Membership
Imagine a “membership program”, where for a fixed annual fee, you obtain legal 
services over the year at strongly discounted hourly rates. How likely are you to 

join such a subscription?

Preferred Membership Features/Perks
What non-financial benefits would 

[you also prefer to have / make you consider joining] 
as a part of this subscription?

Relationship factors, particularly access to partners, dominated over other non -monetary factors tested
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“Five Forces” Analysis: Isolating the forces exerting pressure on the current legal economy
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Analyzing the forces exerting pressure on the delivery of legal services

@EddieRHartman .

Porter’s
Five

Forces

• It has never been 
easier to start a law 
firm

• Dissatisfaction with 
existing firm / firm life

• New sources of 
entrants
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Analyzing the forces exerting pressure on the delivery of legal services

@EddieRHartman .

• Technology is 
changing the game

• The rise of legal 
procurement / legal 
ops raises the bar
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Technology is now being used to scrutinize lawyers' every move

@EddieRHartman .

Customer Bargaining Power
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Your new counterparty cares less about the relationship, and worries more about 
the expense

@EddieRHartman .

Customer Bargaining Power

Participation in the legal engagement

C
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Budgetary 
Outcome

Legal 
Outcome

Low / 
None

High

General Counsel
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Enterprise - and mid -sized firms will increasingly put two layers of negotiation 
between you and the decision maker

@EddieRHartman .

Customer Bargaining Power

Source:Bloomberg , https:// news.bloomberglaw.com/bloomberg -law-analysis/analysis-legal-procurement -teamwork -makes-the-dream-work-better; LegalExecutive Institute, 
http://www.legalexecutiveinstitute.com/wp -content/uploads/2017/10/1045 -am-CLOC-Reshaping-the-Corporate-Legal-Services-Industry.pdf
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Analyzing the forces exerting pressure on the delivery of legal services

@EddieRHartman .

• Bigger, better funded 
companies are 
entering the 
“Alternative Legal 
Service Provider” 
(ALSP) Market

• Regulatory change is 
adding fuel to the fire
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Analyzing the forces exerting pressure on the delivery of legal services

@EddieRHartman .

• With geographic 
barriers falling, 
competition will only 
grow from here
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Our Excellent Panel
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Source: Simon -Kucher & Partners

Thank you!
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