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COST AVOIDANCE & SAVINGS
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AVERAGE NUMBER OF 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?

65

185 213 226
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Over $25B$1.8B-4B $4.1B-25B

Average Number of Traditional Law Firms Used Annually, by Company Revenue

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

Average Number of Ancillary Legal Services Providers Used Annually, by Company Revenue

$501M-1.7B
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Average Number Alternative/New Law Firms Used Annually, by Company Revenue

$501M-1.7B

Note: Companies with less than $500M in annual revenue did not provide utilization data
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PROCUREMENT GOALS
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6.57

7.03

7.84

8.32

8.23

8.11

6.89

6.93

7.42

7.95

8.02

8.13

Reducing the number of firms or
legal providers

Improving relationships with the
legal department

Implementing formal strategies
and processes

Better capturing and analysis of
spending data

Reducing legal spending

Better managing legal work

2019 2018MOPI PRESENTATION

Average Importance (10=most important)

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?

2020: Measure & Save



MOST COMMONLY USED PROCUREMENT 
TOOLS
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29%

38%

61%

62%

64%

77%

78%

79%

80%

83%

85%

87%

88%

26%

49%

32%

19%

31%

18%

15%

11%

10%

15%

10%

11%

3%

0% 100%

Use Tactic Plan to Use Tactic No Plan to Use Tactic

Negotiate Discounts

Issue RFPs

Develop Sourcing and Purchasing Strategies

Issue and Enforce OC Billing Guidelines

Establish a Panel/Preferred List of Vendors

Require eBilling

Negotiate AFAs

Conduct Data Analytics

Freeze Rates

Pre-matter Scoping of Work

Apply Legal Project Management

Run eAuctions

Conduct Invoice Audits

Percent of Respondents

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?
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MOST COMMONLY USED PRICING MODELS
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VALUE-ADDS

MOPI PRESENTATION



MOST FREQUENTLY OFFERED VALUE-ADDS

(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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IN CONCLUSION
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BECOME A FRIEND
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EDUCATE YOURSELF!
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info@buyinglegal.com

Per il survey completto: 
www.buyinglegal.com

MOPI PRESENTATION


