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Average Savings When
Procurement is Involved in

Buying Legal Services

The most successful Legal Procurement professionals save their
employers an average of 25%.
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Of Clients have both Savings
and Cost Avoidance Targets

33% of organizations in our 2020 Legal Procurement Survey
only had Savings Targets; 19% had No Target.
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Average
Number

168 27 6 of
Law Firms Ancillary Legal ALSPs/Law

- Providers
Services Companies Providers VI

Providers
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NUMBER OF PROVIDERS BY COMPANY REVENUE BRACKETS

How many firms and service providers do you use in any given year?
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Average Number of Traditional Law Firms Used Annually, by Company Revenue

$501M-1.7B $1.8B-4B $4.1B-25B Over $25B

Average Number of Ancillary Legal Services Providers Used Annually, by Company Revenue
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$501M-1.7B $1.8B-4B $4.1B-25B Over $25B
Average Number Alternative/New Law Firms Used Annually, by Company Revenue
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Note: Companies with less than S500M in annual revenue did not provide utilization data
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BETTER MANAGING LEGAL WORK OVERCOMES
REDUCING LEGAL SPEND AS NEW TOP GOAL

On a scale of 1 to 10, with 10 being the most important, how important are each of the following goals to you in 2019?

Average Importance (10=most important)

Better managing legal work Y 813

8.11
- T X
Reducing legal spending 3.23
Better capturing and analysis of - [ 7.95
spending data 8.32
implementing formal strategies [ 7.42
and processes 7.84
Improving relationships with the - [ 6.93
legal department 7.03
Reducing the number of firms or  [EEE ] 6.89
legal providers 6.57

MOPI PRESENTATION w2019 2018 2020: Measure & Save
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, 'R, DISCOUNTS: The Most Commonly
- Used Procurement Tool

Also commonly used are: Negotiating Alternative Fee
Arrangements (AFAs); Using eBilling; and Issuing and
enforcing Outside Counsel Billing Guidelines
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MOST PROCUREMENT TACTICS UNIVERSALLY ADOPTED

Which of the following tactics or approaches does your organization use as a procurement tool to drive and receive value from legal services providers?

Percent of Respondents

Negotiate Discounts

Issue and Enforce OC Billing Guidelines 879 g

Issue RFPs

Negotiate AFAs

Freeze Rates

Require eBilling

Establish a Panel/Preferred List of Vendors

Develop Sourcing and Purchasing Strategies

Pre-matter Scoping of Work

Conduct Invoice Audits

Conduct Data Analytics

Apply Legal Project Management

Run eAuctions

0% 100%
MOPI PRESENTATION = Use Tactic  ® Plan to Use Tactic = No Plan to Use Tactic Page 13
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Straight discounts 95%

Fixed fees 95%
Volume discounts
Blended rates
Capped fees

Flat fees

Secondments

Subscriptions or retainers

Collared fees or risk collared
arrangements

Outcome-dependent
holdbacks

Contingency fee arrangements
Bundling arrangements
Value-based fees

Portfolio fixed fees

0% 25% 50% 75% 100%
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(1) Secondments

(2)  Seminars and business-level training

(3) Hotline/access to experts for quick questions

(4) Conducting pre-matter planning sessions

(5) Outside counsel/providers participation on internal calls
(6) Use of provider’s/firm’s meeting rooms

(7) Business insight/root cause analysis

(8) Use of (innovative) technology

(9) Use of project managers
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Use of (Innovative) Technology:
Clients' Most Preferred Value-Add

Clients also really appreciate firms offering Pre-Matter
Planning Sessions and Business Insights/Root Cause
Analysis. They don't want generic Seminars.

MOPI PRESENTATION



BUYING LEGAL

COUNCIL

MOPI PRESENTATION



MOPI PRESENTATION

100

80

70

T e .

TIPS TERW TR WE W W e

How does your organization handle COVID-19?

®
E
Hire law
Extension of companies/ .
payment terms (e.g. | Ask for (additional) | Bring more work in- alternative " ?::::::ga\:ﬁth Push non-urgent | Cut all non-essential “Reac:u:: I:rtte::':t]
from 30 days to 60 discounts house providers or LPOs to € . work to a later date costs 8 P
firms and suppliers head count
or 90 days) do more of our
work
April 53 47 26 21 47 58 68 32
©June 47 53 60 33 53 87 80 27
¥ August 40 44 36 40 32 68 44 20
October 37 47 33 47 77 67 47 27
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BECOME A FRIEND
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COUNCIL

2020 Market Intelligence Report:
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Why Join Us?
Access the largest knowledge base on buying legal services best practices.
Benefit from the insights and experience, and be a part of the community!

Onboarding Fast & Easy Continued Education Access Best Practices




EDUCATE YOURSELF!

Look inside ¥ Look inside ¥

WINNING PROPOSALS

The Essential Guide for La F s
and Legal Services Pro cers

LEGAL
PROCUREMENT
HANDBOOK

Ected by Or Sitvia Hodges Sitversten
# e Ty Pt Saaiten ey & Yors S
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