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Authors note:
This ebook has been written for procurement professionals and
individuals who are not intimately acquainted with the legal
profession or to whom legal procurement is an entirely new concept.

Legal services: Procurement’s final frontier

When you think about ‘procurement’, the sourcing of
professional legal services is probably the last thing that
springs to mind.
However, over the past decade procurement has
transitioned beyond the purchasing of goods, machinery
and ingredients, to sourcing across entire organisations.
Although the legal department was initially off limits,
changes in the United States and Europe have spurred the
growth of ‘legal procurement’, ushering in procurement’s
final frontier.
This ebook explores the concept of legal procurement and
its position within broader legal operations, and identifies
strategies modern legal departments can adopt for the
strategic sourcing of legal services.

Legal procurement: The new kid on the block
The inception and growth of legal procurement in the United
States can in part be attributed to the USA division of
GlaxoSmithKline (GSK).

At GSK at least, this is no longer the case.
That said, the transition was not without its challenges.
However, despite encountering internal resistance,
procurement persevered and began analysing legal
purchase decisions with a goal towards better
understanding pricing and why particular law firms were
engaged. Before long, legal procurement’s negotiations and
improved service had saved GSK $23 million in its ancillary
litigation services alone.
This heralded the beginning of an exciting new collaboration
between GSK’s procurement and in-house legal departments
and has led to an innovative approach to the procurement of
external legal services. Now, instead of a relationship-based
selection process and traditional law firm hourly billing, GSK
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enjoys a more strategic, data-driven approach.
GSK’s example is just one of many. In 2011, only large banks
and pharmaceutical companies in the USA and Europe were
using legal procurement. “Now, many companies involve
procurement in buying legal services”, observes Ergler. 1

According to Justin Ergler, Director, Alternative Fee
Intelligence and Analytics at GSK, “Legal services used to be
the final frontier for procurement officers because the
conventional wisdom was that you needed to be a lawyer to
understand what the legal department is sourcing.” 1
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Legal services used to be the final
frontier for procurement because the
conventional wisdom was that you
needed to be a lawyer to understand
what the legal department is sourcing.
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Why is legal the last frontier?
By its very nature the legal department
is complex, highly sophisticated and
involves real risk. For this reason, it has
long been off limits for procurement.
Perhaps the most significant barrier to
the procurement/legal department
relationship is the tradition of strong,
established relationships between inhouse counsel and their law firm
counterparts. Having often studied or
worked together, their relationships
have long exerted influence over legal
sourcing, selection and decision-making
processes. Over time, this has given law
firms significantly more power than
suppliers enjoy in other categories.
The Buying Legal Council, the
international trade organisation for
professionals tasked with sourcing legal
services and managing legal services,
highlights this very point, stating that in
legal, engagements may be based on
“who do I know, who did I go to school
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with”.
However, procurement’s influence is
beginning to change the nature of this
relationship, encouraging a more
business-oriented approach. While
relationships with law firms will always
be important, this new approach
highlights the importance of basing
selection and engagement decisions
around skills and metrics, as opposed to
relationships alone.

Money talks
As procurement’s influence grows,
many organisations are realising
significant savings can be made when
they are involved.
“Procurement may still be a four-letter
word in the legal industry, but the
legal landscape is clearly changing,”
says Tom Sager, former General
4
Counsel at DuPont in the USA.

According to Dr. Silvia Hodges
Silverstein, Executive Director of the
Buying Legal Council, the opportunity to
save on legal costs is compelling.
“As an industry rule of thumb, involving
procurement typically reduces outside
counsel spend by 15-20%.” 1
Aon’s legal department is a case in
point. Having incorporated legal
procurement practices and processes,
in 2015 their Chicago based team was
able to reduce spend on legal matters by
30%. 5
As the pressure to ‘do more with less’
continues to build, companies and
Government organisations across
Australasia will find procurement best
practices can assist with implementing
cost saving initiatives and process
improvements across the legal function.

The role of legal procurement
According to Dr. Silvia Hodges
Silverstein, the focus of legal
procurement is to make the buying of
legal services more transparent, while
helping the legal department make the
best informed decision. 6
While procurement professionals have
many roles and deliverables within an
organisation, one of their main
deliverables is achieving savings. When
it comes to buying external legal
services, the focus is on four key areas:
Pay less
Use less
Alternatively source
Eliminate 7

Some of the approaches legal
procurement commonly uses include:
Pay less
Demand more discounts
Implement a competitive RFP
process
Hold law firms accountable for the
fixed fees they quote (this is easier
said than done, but is achievable with
the right procurement processes)
Use less
Re-direct more work back in-house
Use risk assessments to strategically
determine what legal work is
necessary
Improve process efficiency
Automate routine tasks
Institute legal project management
Alternatively source
Use legal process outsourcing for
routine aspects of legal matters
Hire contract lawyers for specific
matters
Eliminate
Implement strategies to eliminate
existing matters (e.g. successfully
getting a litigation matter dismissed)
Assist in-house teams to identify
existing practices across the
organisation that require
improvement or change to reduce the
future need for legal services
Institute training, compliance, risk
evaluation and process changes to
eliminate the need for external legal
services

However, as important as these four
deliverables are, they must never
compromise the quality of legal advice.
For that reason, procurement must
carefully consider the strategies used to
achieve them.
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The growing influence of legal procurement

Having introduced the topic of legal procurement, let’s take
a deeper dive and explore the driving forces behind its
steady growth.

Consequently, it’s fair to say the current legal industry does
little to provide transparency over costs and rewards
inefficient practices.

A legal overview

Clients however, are beginning to push back. In search of
greater price certainty and cost control, they’re increasingly
demanding fixed fees, capped fees or other alternative fee
arrangements. However, in isolation, changes to fees don’t
resolve the issues of certainty or control. This is largely due
to firms being unable to accurately estimate fees and a lack
of solutions to control scope on both the law firm and client
side.

To truly appreciate the growth and growing impact of legal
procurement, it’s important to understand the legal industry
in which it operates.
In terms of its business model and approach to clients, the
legal industry has barely changed in the last 100 years.
Most law firms are built on a traditional partnership model
emphasising medium term returns to partners while longer
term investments in technology and innovation are largely
discouraged.
From a business model perspective, law firms’ entire
remuneration, financial structure and metrics are still built
around the billable hour, with tiered hourly rates based on
individual lawyers’ experience. Under this structure, there is
no incentive to create efficient processes and clients
struggle to determine whether they’re receiving value for
money.
Over time, this model has fostered behaviours like
inaccurate time reporting, poor time management, overengineering of legal documents and advice, scope-creep and
inappropriate allocation of resources.

To further illustrate the point, when a fixed fee is agreed, law
firms commonly find matters run over cost and time
allowances (remember they’re based on billable hours).
Scope also changes and is not managed or controlled. Over
time and cost, the law firm then throws the fixed fee out the
window and reverts to hourly billing.
Thankfully, with the rise of pricing directors and specialists
in law firms, we’ve begun to see more sophisticated and
accurate price estimates and alternative fee arrangements.
Scope control however, is more complex. Although some
legal teams and legal procurement specialists have
developed their own approaches to management, it is an
issue that must be addressed across the industry.
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Pressure to change
Every company and Government organisation has felt the
downward pressure on costs. Across the Asia-Pacific,
procurement has acted in response, offering savings
initiatives and process improvements to which the legal
department has not been immune.
In the past, CEOs and CFOs have viewed the legal budget as
a black hole. An unknown, complex area impossible to
budget for, it has been a necessary evil in a risk averse and
compliance focused environment.
However, times have changed. No longer viewed as
‘separate’, legal departments are no longer protected from
corporate cost-cutting and must follow transparent
processes when selecting and engaging suppliers. In fact,
they are proactively striving to adopt a cost savvy and
sophisticated approach to managing the legal function.
As a representative of the Association of Corporate Counsel
Australia puts it;
“In-house counsel are looking to demonstrate their
value back to the organisation, and part of that is how
they effectively manage and deliver commercially savvy
and responsive legal services” 8
This is echoed in a 2016 report, which stated that many
legal teams are shifting work in-house as well as “turning to
process redesign, legal project management and use of
technology to improve in-house legal team productivity”. 3

Demand is down, yet prices are up
In a trend that is unlikely to change, the demand for legal
services has decreased every year since 2012. In an attempt
to claw back their profitability, law firms have continued to
raise their hourly rates. However, this increase in billing
rates has correlated with a significant decrease in
realisation, which is down to 79% against the standard rate.
If more proof were needed, this illustrates clients’
unwillingness to pay standard rates and firms’ increasing
willingness to offer higher discounts to win work. 9

On one side are the law firms - resistant to change and
constrained by their business model. On the other - in-house
legal teams who know they need to change the way they
buy and manage external legal services but have limited
tools and knowledge with which to do so.
In the absence of procurement, in-house teams have
adopted a few common buying tactics including; reducing
the number of legal services suppliers, creating panels of
preferred suppliers and using RFPs and tenders for larger
3
matters.
However, despite these initiatives, in-house teams still lack
sufficient transparency and accountability, frustrating many
General Counsel.

Procurement enters the legal industry
The Australasian legal industry is prime for disruption, and
as more organisations explore transforming their buying
practices, the in-house/procurement relationship is
beginning to take shape.
According to the Buying Legal Council’s 2015 research,
companies involve procurement to:
Better manage legal spend
Negotiate more effectively
Manage procurement processes more efficiently
Measure best value
Objectively compare legal service providers 10
And as more in-house teams change their buying
processes, they’re finding that rather than being a
hindrance, procurement can assist and support them. As
Dr. Silvia Hodges Silverstein puts it, “Procurement brings
skills, processes, discipline and focus to complement the
service-specific knowledge and experience of the internal
users, the in-house legal department”. 11
Despite this mindset shift, for many in-house teams,
defining the value of legal procurement is still a challenge.
It’s this topic we dive into next.

Power shifts to the client
Historically, law firms have held the power in their
relationships with corporate clients. However, this is now
shifting to the buyer, introducing an interesting new
dynamic.
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Defining the value of legal procurement

Improving value is a major KPI for
procurement. However, measuring the
success of procurement strategies in
the legal department can be difficult.
Thankfully, with the right strategies in
place, these challenges can be
overcome. Let’s explore this in more
detail.

How long is a piece of string?
Traditionally, the legal department’s
goal has been to deliver quality legal
advice and manage risk. However, as
their remit has grown, less familiar
objectives like improving quality,
reducing costs and measuring process
improvements have been thrown into
the mix. Thankfully, this is where
procurement excels.
In the legal category, “Procurement’s
skills are sought to manage cost and
negotiate price, measure best value,
manage the purchasing process
efficiently, [and] compare law firms
more objectively.” 11
However, as legal procurement itself is
still a relatively new area, there are no
established ways to approach this, so
we look to history for help.

Lessons learnt – The good, the
bad and the ugly
There is no single approach to
measuring value. For many
organisations, identifying the right one
involves considerable time and effort,
along with equal measures of success
and failure.

"

One of the most spectacular
documented failures is the concept of
cataloguing legal work.
Across the spectrum of legal work in
any given organisation, there is low risk,
low cost, routine work that can, to a
certain extent, be categorised. However,
the remainder requires complex,
specialist advice which can’t be neatly
packaged, priced and/or compared. This
is a lesson one procurement team learnt
to its detriment, having spent years
cataloguing legal work, yet finding itself
still unable to meaningfully compare or
predict future legal spend.
Another unsuccessful strategy is using
price alone to evaluate selection. As
legal procurement consultant Jason
Winmill observes, when price is the
driver, law firms can behave in ways that
are less than ideal. This includes the
development of “counter measures to
protect and advance their economic
self-interests. These responses increase
the difficulty (and reduce transparency)
for sourcing professionals in this
space”. 12
Such behaviour includes law firms under
cutting on price to win the deal, then
ratcheting up fees and blaming scope
creep. Other firms have allocated juniors
to tasks that a senior associate should
be managing, potentially compromising
the quality of advice.

As one General Counsel said, law firms
are like the game ‘whack-a-mole’ – when
you squeeze them on price, they will
always find a way to claw back their
profit margin.
For these reasons, law firm supplier
relationship management must be
strategic. Bad behaviours must be
minimised, while good behaviours like
acting with integrity, providing accurate,
transparent pricing and delivering
excellent service and good advice
should be rewarded and incentivised.

Understanding the difference
between cost and value
Procurement can be invaluable in
helping General Counsels get the best
value. However, cost is only one
dimension.
Legal procurement and pricing
consultant Steph Hogg points out that
the outcome of the legal work rests on
the GC. It is their neck on the line, and
for this reason, it is imperative legal has
the ultimate say. “Procurement is there
to ensure good value for money, but it is
not necessary to direct where that
money is spent.” 13
Instead, it is the in-house lawyer who is
best placed to make these decisions as
they know what they want and are the
best judge of quality advice

Procurement is there to ensure
good value for money, but it is
not necessary to direct where
that money is spent.
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Attaching a number to ‘Better value for money’
When it comes to enumerating the savings derived from
procurement initiatives, there are several approaches legal
teams can use. These fit under the four key procurement
deliverables we discussed earlier – pay less, use less,
alternatively source and eliminate.
Legal procurement negotiations often focus on % discount
off hourly rates, however this is a flawed metric unless it
results in a net reduction in total legal costs for a matter.
1. Pay less
This deliverable focuses on negotiating a reduced fee for
the same scope of work. In its simplest form, a reduction
from the initial fee quoted is negotiated, enabling savings
to be easily measured. It may involve a competitive open
tender process, or an RFP issued to the organisation’s law
firm panel. Savings can be identified through a reduced fee
quote that is apparent when compared to either the highest
or the average of the total quotes received.
2. Use less
When submitting RFPs for legal matters, it is imperative
that in-house teams provide a detailed scope and law firms
provide an outline of anticipated out-of-scope work in
response. Once the in-house team has a thorough
understanding of what scope is included in quotes
received, they have an opportunity to reduce the scope and
in turn, reduce their costs.
For example, a law firm may indicate that five witness
statements are required for a litigation matter when three
will do. By changing the number of deliverables, the inhouse team can reduce the scope, along with their matter
costs.

To measure the potential savings, simply compare the cost
that would have been incurred had the law firm undertaken
the work with that of the LPO. This approach has been
particularly successful for organisations undertaking
discovery during litigation and corporate due diligence.
4. Eliminate
For some matters, it may be appropriate to eliminate some
known costs altogether. For example, if a company can
accurately determine legal costs for a litigation matter in
advance and those costs are high, they may decide to
settle or have the matter dismissed pre-trial, saving them
anticipated or known costs.
Successful elimination also involves developing proactive
systems and programs that reduce the potential need for
legal services in the future. Compliance training, risk
evaluation and process improvements all fall within this
area and, although they can be difficult to measure, can
save organisations millions in legal spend.
Using these metrics, organisations can calculate the overall
savings achieved by implementing legal procurement
processes. GSK is a case in point, having saved US$23
million through negotiation and improved service in their
2
ancillary litigation services alone.
Aon’s Chicago based legal department is another example,
having spent 30% less in 2015 on legal matters as a result
of incorporating legal procurement practices and
5
processes.

$ is not the only metric
When it comes to measuring the value of procurement,
using cost savings as a metric is just one approach. Let’s
explore some of the other options on offer.

3. Alternatively source
Not all work has to be carried out by law firms. Outsourcing some aspects of a matter to a quality legal
process out-source (LPO) provider can result in significant
savings.
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Metrics and evaluation in legal procurement
Tracking, measurement and control are essential tasks for
almost every category and business unit, yet they’re
completely new territory for many legal departments.
According to the Buying Legal Council’s 2016 Legal
Procurement Survey “legal services used to be unpredictable
and immeasurable. This is no longer the case.” 3
However, while some legal teams are beginning to use data
and metrics to inform decision making, the industry should
proceed with caution.
“I find that the data available to make dependable or truly
informed decisions is very weak in the legal market,” says
Fredrich Blasé, Global Director of Pangea3, a Thompson
Reuter legal out-sourcing company based in New York. 14
For legal teams new to procurement, it’s important to note
that defining what to measure is one thing, ensuring rigour
and validity over the data used to do it is another. It’s this we
explore next.

Legal procurement: What sophisticated
companies measure
Thanks to research undertaken by the Buying Legal Council,
we know that legal procurement specialists in large
organisations use a range of measurements and metrics to
assess supplier value. These include everything from matter
and law firm management, to metrics that may indicate
excessive billing, law firm staffing issues and law firm billing
3
issues. Let’s examine each of these in turn.

Matter cost
Internal client satisfaction
Average blended rate (if fees are based on hourly rates)
Outcome
Matter duration
3
Phase length
As noted by the Buying Legal Council, we’re still in the early
days of legal procurement, so as more robust data becomes
available on a matter by matter basis, more sophisticated
analysis will emerge.

Law firm measurements
All the legal procurement professionals surveyed by the
Buying Legal Council measured their total spend per firm,
but there are other layers to examine, including:
1

Satisfaction with the law firm (as opposed to
outcome)

2

Availability of the law firm and ease of
communication with the lawyers

3

Quality of the working relationship

4

Volume of active matters

5

Average blended rate

6

Matter cost vs benchmark/estimate

Matter level measurements

7 Matter duration vs benchmark/estimate

As they say, ‘the devil is in the detail’, so it’s not enough to
examine the legal category at a top level. For accurate
measurement, it’s important legal procurement drill down to
an individual matter level to measure:

8

Timekeepers per matter (billable lawyers
working on the matter)

9

Average years of experience per partner

"

3

Legal services used to be
unpredictable and immeasurable.
This is no longer the case.
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Metrics to measure billing
issues
The Buying Legal Council were
surprised to learn not many legal
procurement professionals use metrics
to identify potential billing issues.
However, this information can be
valuable. Red flags to look out for
include:
1

Individual lawyers billing
significant amounts over a year

2

Lawyers billing in excess of 40
hours per week

3

Individual lawyers billing more
than 8-12 hours per day 3

Metrics for numbers one and two in
particular can help organisations
identify when it would be of greater
value to recruit and expand their inhouse team, or alternatively, to contract
in an experienced in-house lawyer.
Number three is often over looked but
has obvious important implications –
do you really want overworked,
exhausted lawyers providing business
critical advice?

Metrics in-house counsel sit up
for
Many of the metrics mentioned above
are critical for procurement
professionals. However, for seasoned,
in-house counsel, there are other
metrics that are particularly helpful.
The first of these is work-in-progress
(WIP) estimates. Law firms generally
won’t provide WIP estimates of their
own accord, and few in-house counsel
demand them. However, if the in-house
team receives and compiles accurate
WIP estimates on a monthly basis, they
can proactively manage and control
their spend in a more strategic and
targeted way.

The second metric is about scope
control, i.e. what is the current
anticipated cost of out-of-scope work
for a specific matter. As above, this
information allows for tracking,
measurement and control. More
importantly, it places the onus on law
firms to proactively manage out-ofscope work when it arrives, rather than
at the point of billing (which is what
happens now).

Post-matter evaluation
Although evaluating law firms on pricing
accuracy and service delivery upon
matter completion is a key aspect of
supplier relationship management, it’s
very rarely done. However, law firms
crave this kind of information and pay
good money to professional research
consultants to find out what their
clients think of them.
Despite this, many lawyers argue
strongly that it’s impossible to assess
law firms accurately – they’re not a
hotel or restaurant after all. Legal
procurement experts disagree with this
stance for four specific reasons:
1

2

Law firms will be judged and
evaluated informally whether they
like it or not, it’s simply human
nature
Formal evaluations allow law firms
to enhance their knowledge and
improve their performance.
However, this is only useful when
done on a matter by matter basis
across the board, or at the very
least, on a consistent, standard
basis

3

Evaluation is a key component of
the legal procurement lifecycle and
legal teams can use this
information for continuous learning
and future engagements

4

Lawyers, like other professional
service providers, can and should
be evaluated

Additionally, knowing they’ll be rated at
the end of a matter incentivises lead
lawyers to provide great service and
accurate, transparent pricing. An
evaluation tool like a scorecard or
ratings system is a mechanism clients
can use to hold law firms accountable
for their pricing and service delivery.
According to 2015 research, legal heavyweight Lexis Nexis found that eight-in10 lawyers think they deliver above
average service and value. However,
only 40% of clients believe that’s what
they get.15 This is evidence of a clear
disparity between what lawyers think
they’re delivering versus the client
experience. Law firms and their lawyers
would benefit greatly from consistent
feedback as it would enable them to
understand and appreciate the big
picture.

The upshot
Measuring and using data in the legal
category is new, unchartered territory,
but with the growth of technology and
digital applications, increased
transparency and greater accountability
are not far away.
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Moving from conflict to collaboration

The relationship between in-house legal and procurement
isn’t an easy one. And with some legal departments refusing
to engage with procurement or having them kicked out of
meetings, it seems there’s still some way to go. 13
However, as Tom Sager, former General Counsel at DuPont
in the USA states; “Procurement may still be a four-letter
word in the legal industry, but the legal landscape is clearly
4
changing.”
In this last section, we examine ways legal and procurement
can work together for mutual benefit.

Getting buy-in
According to Aaron Katzel, Global Head of the legal
operations centre at AIG in the UK, the best way to approach
legal procurement is to “find someone to champion the
work, someone who will support the implementation of
change in areas unaccustomed to change.”
And for AIG, it’s an approach that has worked. Thanks to
perseverance and support from the top, the US insurance
giant has managed to save around $1 billion in costs by
implementing procurement practices that were
16
commonplace in business functions other than legal.
Thanks to one executive taking the lead and challenging the
business to take a fresh look at how it consumed and
managed legal services, the organisation has become more
data-driven and able to leverage their buying power and
internal expertise.
According to Katzel, “this top-down challenge led to the
legal department partnering with procurement to find ways
to get the most advanced and technologically-driven
techniques to managing procurement for AIG’s legal
counsel”. 16
However, it is important to note that getting buy-in at the
senior level is not enough for success. The entire legal team
must be on board and aligned with new legal procurement
processes and initiatives.

As Justin Ergler, Director, Alternative Fee Intelligence and
Analytics at GSK cautions, “to win over legal, you will need a
‘two-pronged’ approach: sponsorship from the top up is
important, but you also need well-thought out approaches to
get buy-in from the bottom up”. 17

Listening and learning
Steph Hogg, legal procurement expert and legal pricing
consultant in the UK, says the most effective thing
procurement professionals looking to get involved in the
legal category can do is to listen to the General Counsel and
the legal team.
According to Hogg, “It is a personality-driven relationship;
you have to get to know the GC, understand what is
important and what isn’t, and what role they need you to
take.”
She goes on to reinforce the importance of being sensitive
and mindful of how you relate and interact with the legal
team: “You have to know when to stay quiet and let legal
take the lead. You need emotional intelligence; these are
highly intelligent people, good negotiators in their own right,
and if you don’t get them onside, it is difficult to get their
13
trust and deliver what they need.”
To be effective in legal, procurement managers must have
specialised knowledge of legal services as a category.
Knowing the exact specifics of legal matters however, is not
essential. If a procurement specialist doesn’t already have
some prior knowledge of the legal market, it’s important
they quickly learn so they understand both the language of
the law and the legal marketplace.18

"

The entire legal team
must be on board and
aligned with new legal
procurement processes
and initiatives.
9

However, establishing and building credibility can present a
steep learning curve for those new to legal procurement,
particularly when they’re also balancing short-term saving
expectations.
As legal procurement consultant Jason Winmill observes,
“Taking shortcuts (such as not understanding key legal
concepts or proceeding without robust benchmarking
data)
34
is a common mistake – one that often jeopardizes legal
sourcing initiatives.” 12

Playing good cop / bad cop
According to 2016 research by the Buying Legal Council,
negotiating price is one of procurement’s primary
responsibilities. This makes perfect sense as procurement
professionals are often highly skilled in tough negotiations
and data analysis.
Having procurement fill this role of tough negotiator or ‘bad
cop’, allows in-house counsel to assume the role of ‘good
cop’, a role Dr. Silvia Hodges Silverstein says works very
well. “As in-house counsel, if you have to deal with your
counterparts every day, it is much better to have
procurement people be the tough negotiators/bad cops. It
doesn’t destroy your working relationship with your outside
counsel.” 11

Moving forward
As legal procurement expert, Steph Hogg, says: “There is an
incorrect perception that procurement is there just to batter
down the price…sophisticated procurement is not all about
price, rather about careful selection and getting the right
value for money.” 13

"

If procurement focus overly on price, they may get in-house
counsel off-side, because their necks are on the line if key
legal matters are not successfully completed.
Depending on the type of matter, risk assessment and
business critical nature of the matter, quality may be more
important than price, so procurement and legal need to
collaborate when setting objectives in this area.
One way of doing this is to provide the legal department
with viable options, rather than pushing for a single
resolution. In-house counsel will often be more comfortable
if they’re in control.12

In conclusion
As procurement and legal work more closely together, the
benefits of this potentially powerful relationship are
becoming more apparent.
As the Buying Legal Council says: “While it may be
uncomfortable for legal departments to give up some of
their independence, many of the tasks procurement takes
on are outside the typical skillset and training of a lawyer,
such as complex data analysis. What’s more, procurement’s
involvement relieves in-house counsel from a range of
unpleasant tasks, such as negotiating rates with the outside
3
counsel, conducting billing audits, and issuing RFPs.”
Legal and procurement can indeed be friends, partners and
collaborators, and the more they align and recognise the
benefits each brings to the table, the greater the rewards
their organisations, and the legal industry as a whole, will
reap.

Sophisticated procurement is
not all about price, rather about
careful selection and getting
the right value for money.
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Resources & recommended reading

Whether you are new to legal procurement, need new ideas for
taking sourcing legal services to the next level, or need to
understand what procurement wants. The Legal Procurement
Handbook is for you.
The Legal Procurement Handbook was published by the Buying
Legal Council®, edited by Dr. Silvia Hodges Silverstein with
forewords by Prof. Stephen Mayson & Tom Sager. It includes
27 articles by 27 legal procurement experts. Order online here.
The Buying Legal Council is the international trade organisation
for legal procurement. Their members are professionals tasked
with sourcing legal services and managing relationships
through advocacy, networking, education, research and
information. Their Member Resources cover a wide range of
peer-to-peer learning materials on Legal Procurement best
practices. Members can currently access 54 Conference slides,
45 Conference call slides, 35 Cheat Sheets on Legal
Procurement, 26 Recordings of legal procurement conference
calls, 8 Vendor showcase recordings, 4 Primers, 2 Videos, and 2
Podcasts.
Visit buyinglegal.com for more information on becoming a
member.

Subscribe to Lawcadia’s newsletters and receive access to our
library of resources, publications and articles on legal
procurement, legal technology, data security and digital
transformation.
In collaboration with the Buying Legal Council we also host the
Legal Procurement Conference Asia-Pacific, an excellent event
for networking, dialogue and learning.

To find out more about Lawcadia and how we work with corporate
and government organisations and their law firms please visit
lawcadia.com or contact us at enquiries@lawcadia.com

®

Lawcadia is a legal technology company headquartered in Australia. We help
legal departments and their law firms collaborate, exchange information and
streamline their legal operations via a secure, two-sided cloud-based Platform.
Digitizing legal procurement processes is a core aspect of Lawcadia's
Platform, and as such we are global leaders in this area of legal technology.
We work with enterprise clients in the Government, financial services, not-forprofit, infrastructure and building and construction industries and have a
global reach spanning Australia, the Asia-Pacific, USA and Europe.
You can learn more about us at www.lawcadia.com.
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