
Transforming  
Legal Value

To focus on the stuff 
that matters

Free your lawyers to have 
the impact they deserve
Through transformation and 
technology



Era of Engagement Era of Cost Containment Era of Risk Management Era of Transformation

Expectations of Legal

Legal Resources

of legal tasks  
go unsupported

Gartner GCR Research Transforming
Legal Value

We are operating a new paradigm

85% 

1990 2000 2010 Today
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In the last 3 years GC turnover has 
increased 65%…because CEOs are 
demanding change
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n=1463  General Counsel Roundtable & Plexus Thought Leaders research

Resulting Legal being tied 
for the title of greatest 
blocker of execution…

Leading to enormous 
dissatisfaction with Legal 
value

“Our legal function delivers 
sufficient value to justify the 
time and money we spend” 

Disagree

The business is asking 
for more support…

For less…

people say they don’t get the 
Legal support they need to 
adequately manage risk 
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38%Legal & Compliance

35%Finance

30%Marketing, R&D & Sales

27%Audit

26%HR

22%Procurement

38%IT
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53%
only 3% of GCs forecast they will 
increase headcount by more 
than 5% a year in the next 3 
years 



‘Though almost 40% of GC gave their team top 
marks for contributing to the commercial value of 
the company, only 14% of CEOs did so.’  

- Bain & Company
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Four key challenges top GCs are 
focusing on
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Doing more-for-less Scaling legal risk management 
across the business and the 

end-to-end lifecycle

Matching volatile demand for 
with more dynamic and cost 

effective support options

3 41

Client Demands

Legal Resources
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Unsupported 
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Execution 
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The core challenge: It is impossible for a 
legal team of any size to reach the +80% 
of employees who make decisions that 
impact legal risk every day.
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We are operating a new paradigm

98% of GCs rate 
Transformation as critical to 
their future success.  Yet 
few are implementing a 
strategy.

n=97 General Counsel Roundtable & Plexus Thought Leaders research  7

Which stage of the transformation journey 
best describes your legal function

72.4%

27.6%
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GC’s appear to have divergent views on their key 
challenge

What is your greatest challenge?

n = 97 General Counsel

17.0%
18.0%

11.0%

19.6%

10.9%

25.0%

Inability to scale risk
management

Management of the
contract life-cycle

Inability to effectively
manage work

Demonstrating legal
value

Lawyer productivity
and efficiency

Overburdened by
'churn'



n = 97 Plexus Thought Leaders Research
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GCs are pursuing three strategies

The Legal Managers 
30.6% of GCs are trying to better 

manage legal work and 
demonstrate it’s value

The Transformers 
35.9% of GCs are trying to free 

their lawyers up to have greater 
impact

The Risk Managers 
35% of GCs are focused on 

improving risk and governance

1 2 3
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The Triple Threat

Progressive GC

Business Facilitation Technical Expertise Decision support

Transformational GC’s pursue the concurrent, yet opposing, objectives. Requiring a 
rethink of structure, performance management, operations & talent.  

Level of
Strategic Risk Low Medium High

Pre-Trans
Budget (%) 60% 20% 20%

Post-Trans
Budget (%) 30% 20% 50%

Activities:
Contract Management, 

Marketing Approval, 
Negotiation, Trademarks. 

Litigation, IP, IR, Tax, Corporate 
Governance. 

Business Partnering, Regulatory Analysis, 
Preventative Lawyering, Strategic Advice.

Core Mission: Reduce legal drag & cost. Risk Reduction Generate Competitive Advantage 

Locus of 
activity:

Automated, centralised & 
functionally aligned Siloed & Centralised or Outsourced Decentralised & BU aligned 

Core Skills:
Process – optimisation, 

technology, literate, contract 
lifecycle management. 

Deep ‘Black Letter’ Law Critical thinking, business acumen & 
influencing 
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1 2 3

The Three Pronged Attack 
Progressive GCs must pursue three concurrent, yet opposing objectives.  Requiring them to rethink who, what, and how 

they create value.  Requiring a rethink of structure, talent, performance management and operating methodology. 



Now progressive functions build the 
organization’s capacity to make better 

decisions.

Legal focused on delivering value by 
building the legal departments capacity to 

support more decisions. 

The Function of The Past The Function of The Future
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Lawyer Client Lawyer

Clients



Key Questions:

In this new paradigm: Legal Functions need to build the 
capability to answer a new set of questions
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‣ Law firm management 
‣ Technical knowledge 
‣ Governance 
‣ Board advice

‣ Commerciality 
‣ Solutions orientation 
‣ Compliance with new regulations 
‣ Legal department management

‣ Scalable service delivery 
‣ Client self-service 
‣ Performance measurement 
‣ Regulatory sensing 
‣ Advancing strategic objectives 
‣ Generating competitive advantage

Era of Risk Management

• What is technically the right answer? 

• Which law firm should we use?

Era of Scalable Legal ServicesEra of the company lawyer

?
• How do I prioritise client work? 

• How do we get budget for more 
lawyers? 

• How do I respond faster to client 
needs?

?
• How do we increase the organisations 

capacity to make legally informed 
decisions? 

• How do we scale legal guidance? 

• How do we identify new vendors to 
scale our impact?

?



The Legal Transformation Playbook
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Resource allocation in an 
inefficient Legal Function

Value

Ri
sk

50% 20%

20% 10%
Law firm overspend Unsupported strategy

Trapped capacity Execution bottleneck

Resource allocation at a 
modern Legal Function

Value

Ri
sk

Alternate resourcing
Legal System of 

Record

Automated  
self service

Productivity tools



Harder has failed.  It’s time to work 
smarter.   

The only way to deliver more 
value is to change how legal risk 
gets managed.
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Anatomy of low 
Legal Productivity

 15

25%–40% of a lawyer’s time is spent on tasks 
that don’t require a lawyer resulting in $2.7 
million in lost productivity* 

* 2019 Gartner Research 



“The average lawyer spends 25-40% 
of their time on activities that don’t 
require a lawyer” —  General Counsel Roundtable
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Those functions who report the greatest Transformation 
maturity also report the highest (%) spend on technology

Transformation maturity Vs Technology Spend
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Request Legal  
Support App

Automated 
Triage

Standardised 
Briefing

Legal 
Automation

Contract 
Automation

Negotiation 
portal

eSignatures
Contract Life-

cycle 
management

Advanced 
search and 

analytics

Adopting the tools lawyers 
should have always had

Low Productivity

High Productivity

Problems

Solutions

Functions who have adopted automation report a 65% 
increase in productivity. 



“I know I should be leveraging 
technology…but I don’t know 
what I should be doing about 
it.”   - ASX 50 GC
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Under resourcing 
Failing to ‘ring fence’ the capacity 
and budget required

Risk aversion 
Treating the project like a 
contract - attempting to 
eradicate all risk

Legal Centred  
Business Case 
Anchoring the business case on 
what legal wants not what the 
business needs

Prioritising urgent 
over important 
Allowing the urgency of BAU 
work to consistently trump the 
importance of functional 
improvement

Isolated adoption 
Buying ‘point solutions’ with 
limited connectivity

Over-reliance on 
traditional vendors 
Hoping law firms will solve the 
problem for you ‘as part of the 
relationship’

The Tomorrow Fallacy 
The belief that you will have 
more time to make a start later

Adopting ‘generalist’ 
tools 
Believing other functions tools 
(e.g. Ariba) or generalist solutions 
(e.g. Sharepoint) will address 
legal needs

Adopting Law Firm 
technology 
Believing tools designed to 
improve law firm profitability 
will boost Legal productivity

Analysis paralysis 
Weighting perfection over 
progress

Falling for ‘integrations’ 
fools gold 
Believing that integration with 
other systems (e.g. CRM, ERP) will 
deliver material ROI

Stakeholder ‘sign-off’ 
Allowing other functions the right 
to veto your technology strategy - 
by ‘seeking buy in’

Abdication instead  
of delegation 
Delegating to a team member 
who is ill-equipped to get it done

Under focus on adoption 
Failing to ‘sell’ and ‘tell’ to 
mandate adoption

Letting others drive 
the agenda 
Abdication of technology strategy 
to more powerful or experienced 
functions

1 2 3 4

5

10 9 8 7 6

11 12 13 14 15

The Transformation Doom Loop



The greatest roadblocks to implementation
%

 R
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po
nd
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Knowing where 
to start

Finding the time Securing team 
‘buy in’

Securing 
business 
‘buy in’

Securing budget/
resourcing

Vendor selection
Change 

management & 
deployment
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14.6%

7.6%

4%

30.1%

15.2%

5.0%

17.5%

% of respondents rating greatest implementation challenge



Almost half of legal functions 
have no technology….yet 
average spend will increase 
111% over the next two 
years.
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50%

22%

13%
6% 9%

17% 15%

31%

14%

24%

>1% 2% 4% 6% 8%

Current 2 Years Linear (2 Years)

% Legal Budget Spent on 
Technology now and two years



Source:  Corporate Executive Board
 23

Tracking & Reporting Legal Trends Identifying and Delivering Cost
Efficiencies

Efficiency Providing Effective Self Service

Not Established Established

35% 48% 52% 64%

% increase in Legal output as a result of initiative

GCs report the greatest impact from investments in 
Self-Service



63.3%

46.9%

37.8%

33.7%

29.6%
26.5% 25.5%

21.4%
19.4%

12.2% 11.2%

30.6%

76.1%

54.1%
51.5%

55.2%

61.5%

36.0%

57.1%

42.1%

27.3%

45.5%

Document Storage eSignatures Legal Task/Matter
Management

Contract Automation Contract
Approvals/Delegations

of Authority

Legal Workflow Contract Lifecycle
Management

eBil ling (or other Law
Firm Management

Tools)

Legal Intake/Triage Automated Contract
Review

Contract Negotiations

Adoption Satisfaction

Zone of satisfaction

While GCs report reasonable satisfaction levels with 
some technology solutions - adoption still remains 
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Functions that report high to very high satisfaction Vs adoption



The data clearly shows that many functions are adopting 
outdated or ineffective solutions - leading to poor 
satisfaction.  
  
Satisfaction increases considerably with those who have 
adopted integrated solutions.  These functions report an 
average Customer Satisfaction of 86%. 
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• Improved risk management 

• Increased client satisfaction 

• Increased productivity 

• Improved employee 
engagement

Productivity Tools

Automation Apps

Operating System

Plexus Gateway — one modular 
platform to magnify your impact

Contract Automation Delegations Automated Advice

Intake Triage Workflow Approvals Negotiation

Contract Management Matter Management Analytics



The evolution of automation



“What used to take us 
multiple days is streamlined 
down to about 12 minutes”

Marissa Corda: EVP, Global Head of 
Legal & Compliance, Sonnedix

Free your time
To have strategic impact
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Makes small investments 

Automates some templates 
Changes their supplier mix 
Adopts some productivity tools

Gains business buy in 

Collects ROI and tracks impact 
Seeks investment from other functions 

Reinvests additional capacity in further 
transformation 

Invests further in Automation 
Adopts a sophisticated System of Record 
Establish Legal Operations Capability 

GC Makes Capacity to Make a 
Start 

Frees some budget capacity 

Brings in some additional resources 

Stops doing some churn work

The Hamster Wheel or the Flywheel?

While most functions are stuck in 
a hamster wheel

Progressive GCs are investing in a 
Transformation Fly Wheel
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Transforming
Legal Value

1. Implement productivity tools 
2. Automate legal tasks 
3. Adopt a legal system of record 
4. Gain additional support through 

alternate resourcing

We challenge you to make a start

Resource allocation at a 
modern Legal Function

Value

Ri
sk

Alternate resourcing
Legal System of 

Record

Automated  
self service

Productivity tools
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Transforming
Legal Value

Playbooks 
eBooks 

How-to videos  
Case studies 

ROI calculators 
Business case templates 

Or email 
insights@plxs.com.au 

To make a start go to our Transformation Toolkit @ 
www.plxs.com.au/insights

mailto:insights@plxs.com.au
http://www.plxs.com.au/insights

