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Executive Summary
Much has been written about the pace of change facing the legal industry
– how certain law firm functions are being replaced by artificial intelligence and new types of service providers, how accounting firms are
looking to absorb and replace law firms, and how merging into worldwide mega firms of 3,000 to 10,000 lawyers is the only way to survive.
Steve Jobs and others have called this evolution “creative destruction”.
Richard Susskind referred to it years ago as “the end of lawyers”.
It is true that the legal market is facing massive change. Technology,
new ways of working, alternative methods of billing, and highly disruptive new entrants have all made their mark on the traditional legal
business model. The Future of Law Firm Business Models takes a look at all
these trends and more, horizon-scanning for future developments, and
the ways in which these issues will fundamentally change the market.
Beginning with the legal ecosystem, the first few chapters look at
structure and skills.
The book begins with an overview by Michael Roster, formerly
managing partner of Morrison & Foerster’s Los Angeles office, and
co-chair of the firm’s financial services practice group worldwide,
who believes that it is inevitable that lawyers and their law firms will
be (in the main) replaced by highly efficient multi-disciplinary practices (MDPs) that offer bundled services and yield measurably better
outcomes at a fraction of current costs. If done right, he argues, MDPs
will be far more satisfying places to work, although lawyers may find
they play significantly different roles. The question for leaders at law and
accounting firms, he maintains, as well as for general counsel and other
corporate executives, is whether they get ahead of the curve or find that
these changes eventually are thrust upon them.
In the future world of work, lawyers can no longer be just lawyers,
regardless of whether they work in private practice or a corporate legal
department. Much, much more is required. A lawyer needs to be an efficiency expert, trained in the worlds of lean and Six Sigma to drive waste
out of processes designed by lawyers over the ages to be waste-filled.
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A lawyer needs to be skilled in after action assessments, penetrating
examinations of how problems arose, what could have prevented the
mistake, the problem, the root cause of an adverse event. A lawyer needs
to be a skilled change management agent, helping business operators
change in ways that will improve operations and decrease demand for
legal services. As corporations become more global and the scope of a
general counsel’s responsibilities grow faster than the law department
budget, radically new demands are being imposed on general counsel.
Chapter 2 by Patrick Lamb of Elevate Next explores those demands in
more depth, identifying emerging solutions, and discussing the growing
role of law companies, the Big Four, tech companies and others in the
delivery of legal solutions.
While the Big Four are becoming newly involved in legal services
in the US, this trend has already been present in the UK market for a
number of years. Chapter 3 looks at how the legal market is changing
in direct response to the arrival of the Big Four into the legal sector,
focusing specifically on EY Law, one of the forerunners of this trend.
Matthew Kellett explains how EY is expanding its legal services offering,
and why he believes there is room for everybody in the market.
In chapter 4, Rachel Khiara of Khiara Law considers the practical
challenges for a multi-disciplinary practice from a regulatory perspective. The chapter explores the UK’s Solicitors Regulatory Authority
(SRA) jurisdiction, regulatory conflicts, and the complex position of
lawyers and non-lawyers delivering client services jointly as part of a
team. Her chapter considers the differences between providing legal and
non-legal services within an MDP, and looks at the difficult issue of legal
professional privilege to the extent that it is available under the UK’s
Legal Services Act 2007. Finally, the chapter provides some practical
advice for the MDP’s compliance officers, their scope of responsibilities,
working alongside other regulators and some hidden traps for client
monies. Legal businesses globally can expect to learn…
The legal profession is experiencing rapid and meaningful transformation in both the practice and business of law. Disruption is
being driven by new business models, technology, data and analytics,
globalization and the evolution of in-house groups. Litigation finance is
enabling law firms and clients to leverage capital to overcome obstacles
to gaining access to justice, reallocate expenses reserved for legal fees
on their P&Ls to investments in their products and employees, and to
drive expansion and growth. Law firms are also leveraging litigation
finance to better differentiate themselves while in-house clients use it
to position themselves as strategic assets rather than solely as service
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groups. Chapter 5, by Scott Mozarsky of Vannin Capital, focuses on the
challenges and opportunities that gave rise to litigation finance, as well
as the impact it is having in making the legal market function in a more
efficient and logical manner. It also focuses on key trends and how the
litigation finance market will evolve moving forward.
Moving on to the theme of clients, in chapter 6, Tony Young of BDO
explores the changing nature of client relationships. Utilizing the findings from original research carried out by the firm, he explains how
clients increasingly want lawyers to be more like business partners
– to bring ideas to the table that can help them in their businesses,
and present more creative ways to add value. The managing partners
consulted for the research referred to connectivity, integration, collaboration, new ways of delivery and closer relationships/partnerships. This
all points to firms considering new client relationships where being an
integral part of the team and not just a service provider will be key
to future success and survival. For some there is great opportunity to
prosper and this is already part of the strategy for growth. Other firms
predicted a move towards “strategic partnerships” and a shift away from
purely transactional engagements with clients. This means lawyers and
other experts within the firm will provide more advice and support to
their clients outside specific matters and often outside technical legal
issues, dramatically changing the business model dynamic.
In chapter 7, Chris Howe of Raedbora Consulting discusses how the
pressures for new business models mean alternative fee arrangements
(AFAs) are finally coming of age. Fixed fees are now quite commonplace
in some markets but more radical change has been limited. However,
the relentless pressure for value, new entrants to the market, and the
greater leverage clients hold – not just on price but on legal quality and
process – mean that law firms are building different business models
to meet these needs and as a result AFAs become not just necessary,
but a logical component of the new landscape. As a result, the next ten
years are likely to see more change for more firms than the last 60. The
successful firms will ride this wave and come to dominate the market.
Chapter 8, by Robert Millard of Cambridge Strategy Group, steers the
book towards technological trends. AI, Blockchain, big data, the IOT,
advanced wireless networks and perhaps even quantum computing –
acting together in dynamic, complex concert – seem poised to transform
commerce, industry, and society itself. If that proves to be so, the legal
profession will need to remodel itself on a scale unprecedented in a
century if it is to adequately serve the needs of clients and society in the
new world that results.
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The rise of the law company as a business in legal services has potential to be a Blue Ocean category, separate and apart from lawyer centric
and law firm partner models. This emerging category places emphasis
on outputs rather than inputs – with less deference to lawyer “stars” as
the main service delivery. With no legacy cultures of adoption resistance, those starting today can have continuous process improvement
and investment in technology as strategic advantages along with multidisciplinary approaches to client identified (business) challenges. The
services may be merely tangentially, rather than wholly, tied to those
providing legal advice. Companies such as Atrium, Elevate and previously Clearspire are all geared toward a new offering, backed by capital
and corporate structures and “full stack supply chain” rather than legal
exclusive solutions. Success is not measured by profit per partner and
there is potential for greater and new forms of value creation.
Atrium is a full-service corporate law firm that uses modern technology to give startups a legal experience that is fast, transparent,
and price-predictable. Founded by Twitch founder and Y Combinator
partner, Justin Kan, along with Augie Rakow, a corporate partner at a
major Silicon Valley law firm, the company came into being in order
to solve Justin’s own problem as a founder: making legal faster and
more transparent, with upfront pricing. In chapter 9, Jason Moyse, who
describes himself as working at the intersection of the business of law,
legal innovation and technology, interviews Justin Kan, discovering
insights into the future direction of legal services from the customer’s
point of view.
“Welcome to Aim. Where ideas take off.” So says the London Stock
Exchange of the UK’s Alternative Investment Market (AIM). In chapter
10, Rachel Khiara of Khiara Law considers the future of the legal services
market as firms start to dip their toe into the public domain and a new
group of the “Public Circle” firms emerges alongside the Magic Circle
and Silver Circle in the UK market. Should this be on the Partners’
agenda for every ambitious mid-tier firm? In this chapter she considers
the reasons for, and implications of, becoming a plc, the process of
listing, and working with the SRA to meet regulatory challenges. What
does this mean globally?
In order to keep pace with the changing workforce demographic,
law firms of the future will have to adapt their business models to suit
the needs of multiple generations. Chapter 11, by Rachel Brushfield of
EnergiseLegal, explores generational differences and their impact on the
employer of the future, including motivations and career drivers. Topics
explored include managing the ageing population and how to attract,
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develop and retain millennials. Incorrect myths about the millennial
generation are dispelled, implications on traditional workforce management practices are shared, and practical tips and self-reflective questions
are provided to begin introducing change.
Finally, in chapter 12, Jae Um of Six parsecs reviews the changing
landscape of the legal sector, pointing at trends to watch in the future.
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As a partner in BDO Brisbane’s Business Services division, Tony Young
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retailers. Tony works with clients from a wide range of backgrounds,
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