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Trends 
in the legal market
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0.2 %

Approximate numbers and rounded
for presentation purposes
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Global law firms

Source: JUVE Rechtsmarkt 10/2016

Law Firm Revenue global
(in Mrd. USD)

Lawyers
global

PPP
(in Mio USD)

Baker & McKenzie 2,62 6045 1,3

DLA Piper 2,54 3762 1,57

Dentons 2,12 6900

Hogan Lovells 1,82 2514 1,25

Norton Rose Fulbright 1,73 3800

King & Wood Mallesons 1,02 2700
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USA
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Strategy development process
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Trends

Demography

LAWYER

Liberalisation

Market

Efficiency

Customer

Law Firm
Profitability

Mascello 2015
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Core Trends – Legal Market

1. Liberalisation
– Monopolies for litigation vs. Consulting
– e.g. UK Legal Services Act: Alternative Business Structures (ABS), 

Multidisciplinary Partnerships (MDP), management by non-lawyers, ownership
by non-lawyers (IPO?)

– partnerships/companies,

2. Globalisation
– Growth of economy, markets and customers complexity growth  regulation

growth  requires lawyers to grow as well (know your customer)  competition

3. Technology
– More than Email and correspondence smartphone, social media, do-it-

yourself?
– E-billing
– Disaggregation
– AI
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New design for the legal service delivery process

Bespoke

Standardized

Systematized

Packaged

Commoditized

Source: Susskind 2008 / 2012

Complexity - Risk    - Need for Attorney    – Time    – Cost - Quality
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Core Trends – Lawyers (HR)

1. Demography
– Baby Boomer run out
– Law students?
– Women?

2. War for Talents
– High-end services
– Migration difficult
– New roles and expertise

3. Generation Y
– Individualization, optionalization, no tradition
– Growing percentage of work force
– Work-life-balance, retention of talent
– Up-or-out career model
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Traditional associate model in decline?

Hildebrandt / Citi Bank 2014 
Client Advisory
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Core Trends – Law Firms

1. Competition
– Demand: reduced (legal department do insourcing)
– NewLaw, alternative legal services providers

2. Profitability
– New normal after financial crisis
– Customer have new demand model and purchase process
– Supply: professional operations, reorganisation, management, processes, 

alternative pricing models

3. Business Model
– Pyramid, leverage, up-or-out
– Number of lawyers growth
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The «golden» formula for partner profit

Profit/Partner =

Today? 0.4           x        300               x           1‘500               x            2.4

Tomorrow? 0.5           x        400               x           1‘800               x            3.0

Margin x Rate x Utilization x     Gearing
(Leverage)
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Alternative Fee Arrangements

Hildebrandt / Citi Bank 2013 
Client Advisory, p. 6
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Core Trends – Customers

1. Legal Risks
– Increasing number of laws and regulations
– New topics (compliance, governance, regulation in non-financial areas, legal 

risk management)
– Changed role of the General Counsel («place at the table»)

2. Efficiency
– Cost pressure and cost-effective management
– Make or/and buy
– KPI
– More for less; better, faster cheaper

3. Operations
– Professional backoffice operations (COO)
– Procurement of legal services
– Knowledge management
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Digitalization
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730 b 
3 x

490 b
0.2 %Approximate numbers and rounded

for presentation purposes
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Legal Departments

Law Firms

Customer

Law 
Firms

Differen-
tiator

(«better»)

Price 
Leader

(«cheaper»)

Sweet 
Spot

Wave 1

Wave 2

Theory of Waves

Source: Mascello 2018

Knowledge about
company and industry

Legal subject-
matter expertise

Process-related and 
technical know-how
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LegalTech Startups – US/2016

https://blogs.thomsonreuters.com/legal-uk/wp-content/uploads/sites/14/2016/11/Legal-Tech-Ecosystem.pdf
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Standford –
List of Legal Tech 
10.2.2018

Source: tech.law.stanford.edu/
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Procurement
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Make
(Insourcing/

Captive)

Buy
(Outsourcing/
Resourcing)

Onshoring 
(Relocating, 

Northshoring/
Southshoring)

Nearshoring Offshoring

Multisourcing
Rightsourcing
Smartsourcing

Legal Sourcing of the Customer

Source: Mascello, 2015/2017
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dsourcing
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Client

Law 
Firm

Third 
Party

Provider

1 2

4

3

Make
(Insourcing)

Buy
(Outsourcing)

Right-/Multi-
sourcing

White-Labelling

Options of service production

Source: Mascello 2015
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Initiation

Demand analysis
(internal)

Supply analysis
(external)

Procurement strategy

Request for 
proposal

Selection

Agreement and 
implementation

Assignment, instruction, 
monitoring and management

Fees and invoices

Controlling and 
evaluation

Professional procurement process in 10 steps

Source: Mascello 2015
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Customer

Law Firms

Option 1: Customer 
assigns entire mandate to
one law firm (e.g. which
may be part of a panel)

Option 2: Customer splits
mandate and assigns single
pieces to different law firms 
(in or outside of a panel)

Options of cooperation (I)

Source: Mascello 2015
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Option 3: A panel is
understood as a pool of 
resources from which a 
customer pulls teams and 
lawyers as required forming
new virtual teams.

Option 4: Customer assigns
a law firm as a lead law firm 
which will mandate and 
coordinate other law firms 
acting as subcontractors. 

Customer

Law Firms

Options of cooperation (II)

Source: Mascello 2015
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Positioning of a Legal Project Manager

Legal departement

Business Unit 
of customer

Law firms
(domestic)

Boutiques and 
specialized law firms

Law firms
(abroad)

Alternative service
provider (e.g. LPO)

Field of activity of a Legal Project Manager

Company / Customer
General Counsel

Lawyers on demand Alternative legal 
services providers

Source: Mascello 2015
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Process of establishing a panel

Preparation

Invitation to Tender/ 
Request for Information

1st 
assessement

Request for Proposal

2nd 
assessment

Contract negotiation
and signing

3rd 
assessement

Presentation

Source: Mascello 2015
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Initiation

Internal 
analysis

External 
analysis

Procurement
strategy

External 
procurement

Customer-internal process steps of procurement
Contact to external providers (touch points) (text in bold)

1. Prepare RFP
2. Conduct RFP
3. Analyse and assess 

responses to RFP
4. Negotiation
5. Selection of 

providers
6. Agreement
7. Implementation

Partial 
interaction 
possible

Touch points for external providers with customers

Source: Mascello 2015
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Innovation
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Terms

Change

Optimization
(Improvement, 
Renovation)

Idea
(Invention)

Innovation
(Disruptive 
Innovation)
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New Legal 
Services 
Entrants

AM Law 
100/200
firms

Today

TIME

5-10 years
from now

PE
R

FO
R

M
AN

C
E

The Innovator’s Dilemma (adapted from Christiansen)
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Allen & Overy

5 Business Units:
- Legal Services: International Law Firm
- Shared Services Center (Belfast)
- Peerpoint: Lawyer-on-Demand-Service*
- A&O Consulting (e.g. for legal departm’t)
- Online services/E-Commerce for 

Derivative Services

Strategy
At the heart of our strategy is a 
clear ambition: to become the 
world’s most advanced law firm.
That means being at the 
forefront of legal thinking and 
building on our reputation for 
pioneering
ideas on how we serve our 
clients and run our business. 
Allen & Overy’s strategy has 
three key dimensions: global 
reach, local depth; lasting 
relationships,
market leadership; and high 
performance culture.
(Annual Report 30.4.2014)

* We have launched ‘Peerpoint’, a flexible resourcing business 
providing our firm with access to experienced, high-calibre
contract lawyers who can cover peaks in demand, and shortly 
to provide a similar service to clients with interim resourcing 
needs.
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Innovation 
is key



© Mascello 2018

Customer orientation



«I am sorry to stand here like that.»

https://www.youtube.com/watch?v=Zhy6tEP9WMo
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«What can I do for you?»
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Terminology

Mandator Client Customer
(Consumer)

Business 
partner

Profession Business
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Legal 
Expertise

Facts

Customer

Lawyer

KYC

Free 
lunch?

Source: Mascello, 2015

Understanding customers’ needs 
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What does customer satisfaction mean ? 

Minimum performance
• expected by the client
• “penalty points” for insufficient performance

Expectations are not met: 
Customer dissatisfied!

Expectations met: 
Customer not dissatisfied!

Profiling service
• not necessarily expected by the client
• “bonus points“ for good performance

If not provided: 
Customer not dissatisfied!

If provided: 
Customer very satisfied!

Core legal service 
(= legally accurate 

advice /representation)

Non-legal service
(= availability, 
response time, 
empathy, etc.)

Source: Schögel 2008
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6 steps towards an integrated attorney marketing approach

1. Understan-
ding clients’ 

needs

2. Client 
segmentation

3. 
Customized 

problem 
solutions

4. Positioning 
in the 

market 
(competitors)

5. Communi-
cation

6. Growing 
and 

strengthening 
client 

relationships

Integrated 
attorney marketing

Source: Schögel 2008
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Clients’ trust (USA 2014)

Source: Fiske S.T./Dupree C, Princeton University, Gaining trust as well as 
respect in communicating to motivated audiences about science topics, 2014

Warmth–competence ratings of commonly mentioned jobs. 

Lawyers: 
No one likes them, 
no one trusts them!



© Mascello 2018

Thank you!
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