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I nnovation is not a word readily 
paired with the antiquated, Dick-
enson perception that many have 
of traditional law firms. But it has 

become one of the latest buzzwords 
within firms themselves.

Jeff Wright, director of transfor-
mation and operational change 
at UK law firm TLT, says innova-
tion is “board mandated and di-
rected” with “development and 
evolution front and centre for law  
firm strategies”.

Driven by shifting client demands 
for better value for money and great-
er price certainty, and significant 
changes in the legal landscape 
bringing competition from new 
players moving into the market, 
employing new business structures 
and funding mechanisms, firms 
have been forced to innovate.

Their initial response came in the 
form of legal process outsourcing, 
so-called off-shoring or north-shor-
ing, more flexible working practices 
and alternative fee arrangements.

But advances in technology are 
quickening the rate of change and 
have forced law firms to get to grips 
with a novel and rapidly expanding 
techie lexicon – artificial intelli-
gence (AI), blockchain and ma-
chine-learning, and systems with 
equally alien-sounding names, 
such as RAVN, Kira, Neota Logic 
and Purple Frog. 

Many firms are investing in AI sys-
tems to carry out contract and docu-
ment review, e-discovery and due dil-
igence in a fraction of the time it takes 
junior lawyers or paralegals, and the 
smart machines do not get tired, re-
quire lunch breaks or take time off.

The “next frontier”, says Paul Lew-
is, capital markets partner at inter-
national firm Linklaters, is using 
natural language processing to car-
ry out legal research. 

The changes bring with them a 
growing range of unlawyerlike job 
titles, often belonging to employees 
with non-legal backgrounds who 
bring with them their experience 
from sectors more technologically 
advanced; meet the business ana-
lysts and transformation directors.

Mr Lewis is one of three partners 
on Linklaters’ innovation steering 
group tasked with helping to drive 
change across the firm. They are 
looking at the skills required by 
lawyers of the future and piloting 
a course teaching 40 of its staff, in-
cluding lawyers, how to code.

It is also developing an Ideas Path-
way to encourage staff to come up 
with innovative ideas that will be 

evaluated and could be employed to 
increase efficiency.

As part of its innovation pro-
gramme to reimagine the business 
of law, Baker McKenzie has insti-
tuted an innovation committee 
which reports to the firm’s execu-
tive committee. 

Jason Marty, Baker McKenzie 
global operations director, ex-
plains that as part of its inno-
vation framework, the firm is 
employing “design thinking” to 
“reimage the existing service we 
provide and break it down to look 
at it from the perspective of the 
client’s needs, with technology as 
a key component”.

Some firms are starting to use 
innovation as a key performance 
indicator (KPI) to help them target 
resources on initiatives that make 

a strategic difference. The chal-
lenge in doing so, says TLT’s Mr 
Wright, is to “come up with a KPI 
that is relevant and measurable”. 
TLT decided not to proceed.

All of this change, says a report from 
Deloitte, means the legal profession 
will look radically different in the fu-
ture. Developing legal talent: Stepping 
into the future law firm says technolo-
gy has already contributed to a reduc-
tion of around 31,000 jobs and pre-
dicts automation will cut legal sector 
jobs by 39 per cent (around 114,000) 
over the next two decades.

All is not doom and gloom. The 
same report suggests the legal sec-
tor is growing and, while there may 
be fewer traditional lawyers, it pre-
dicts a bright future for elite lawyers 
who will possess a new mix of skills.

Dismissing suggestions that 

lawyers may innovate themselves 
out of work, Mr Wright insists cli-
ents will always want a lawyer’s 
human touch.  

Mr Lewis concurs: “I don’t sub-
scribe to the notion that law-
yers will be replaced by robots, 
but lawyers will be augmented 
by machines. It will change how 
law firms operate and you will no 
longer have so many humans doing 
the more repetitive and mundane, 
but essential, tasks.”

Which, adds Mr Wright, raises 
the question of how to maintain 
the future pipeline of talent if the 
traditional work of junior lawyers 
becomes increasingly automated.

In recognition of the crucial and 
ever-expanding role of technology 
in law, Ulster University launched 
the UK’s first Legal Innovation Cen-
tre, designed to operate at the inter-
section between legal process inno-
vation, technology, education and 
access to justice.

The Centre, which opened in Feb-
ruary, is a collaboration between 
the School of Law and the School of 
Computing and Intelligent Systems. 
It has received financial backing from 
Invest Northern Ireland and global 
law firms Allen & Overy and Baker 
McKenzie, both of which have estab-
lished legal support centres in Belfast. 

Centre director Catrina Denvir 
says it aims to teach students and 
professionals about the technolog-
ical transformation of legal prac-
tice, including AI applications, 
natural language processing and 
blockchain, and to equip them 
with the skills to be employable in 
the tech-driven legal market.

It will collaborate with the in-
dustry to bring new applications 
to fruition and carry out research 
to understand the implications 
and benefits that arise from inno-
vation, to facilitate legal process 
improvement and promote greater 
economic efficiency.

Another crucial aspect, says Dr Den-
vir, is to examine how technology can 
increase access to justice and public 
engagement with the law. The Visual 
Law project brings together the uni-
versity’s law students, legal advice 
clinic and art students to develop more 
understandable public legal education 
information centred on visual, rather 
than text-based, material.

Dr Denvir says the centre’s focus is 
not only on technology but also the 
pursuit of improvement. She adds: 
“We apply a design-thinking ap-
proach which recognises that tech-
nology is only one potential solution 
to problems. There are other solu-
tions that may not require technolo-
gy at all or for which technology may 
be ill-suited.” 

Judging lawyers in
a new digital age
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Discussions around in-
novation in the legal 
market are often 
sidetracked by talk 
of cyborgs and ar-
tificial intelligence 
agents bent on 
world domination. 

While such talk 
grabs attention, it’s an 
unhelpful distraction that 
makes innovation seem like 
something from an Asimov novel. 

I’d like to cut through the hype to 
propose that we’ve reached an impor-
tant, positive tipping point. 

That’s not to say that technology is 
not playing a significant role in the 
legal industry. It is and will increas-
ingly do so. And while predictions of 
robots replacing lawyers sound a little 
panicked, studies still suggest that be-
tween 13 and 39 per cent of legal jobs 
will be automated within two decades. 

However, the narrative around “ro-
bots dooming lawyers” has been re-
placed by a more constructive debate 
concerning innovation as a powerful 
enabler of better legal services for all.

This proposition finds support in 
the Law Society’s recent Capturing 
technological innovation in legal ser-
vices report. Examples from firms 
and in-house teams paint a picture 
of a dynamic sector embracing inno-
vation right across the way lawyers 
operate, deliver services and engage 
with clients. 

Why now? Most of the changes we see 
are rooted in responding to external 
pressures. For years, powerful forces 
have been driving changes in our in-
dustry and a dynamic response was 
essential for growth or even survival.

Much of the pressure has come 
from the buyers of legal services. As 
corporates tightened their belts after 
the global financial crisis, in-house 
teams were repeatedly asked to do 
more for less. They, in turn, made 
similar demands of external coun-
sel. Part of that solution has been to 
examine carefully how technology 
and innovation more generally can 
reduce the burden. 

For instance, technologies such as 
robotic process automation have been 
deployed to cut the cost of manual 
processes by 20 to 40 per cent and, by 
reducing human error, have signifi-
cantly increased the accuracy of out-
put, cutting time spent on reviewing 
and correcting work.

As lawyers and their 
clients become more 

familiar with tech-
nological and other 
innovations in the 
legal sector, such ac-
tivities are increas-

ingly being viewed 
as prizes to be actively 

pursued, rather than 
just “necessary evils”.

This shift from a reactive to a 
more proactive approach is being man-
ifested in myriad ways. Legal innova-
tion clusters into three main strands: 
service and service delivery; business 
process and resourcing; and strategy 
and pricing.

A 2015 survey by the Enterprise Re-
search Centre at Warwick Business 
School found activity across all three. 
The survey found that 28 per cent were 
innovating by providing new and im-
proved services to clients. Almost 37 
per cent were innovating around mar-
keting strategies or channels. 

Such activity is increasingly be-
coming a firm buyer expectation, 
with evidence of innovation around 
technology use, service delivery and 
operating models, appearing as crite-
ria for panel firm selections.

In response, we are seeing firms 
harness opportunities such as the 
analysis of big data to know and ser-
vice clients better in a way that dif-
ferentiates their offering beyond pure 
legal expertise.

The legal sector’s market size and 
profitability make it an attractive 
target for new entrants. As such, new 
forms of competition have emerged 
from within and outside the profes-
sion, players such as accountants, 
consultancy firms and tech startups 
are now all in this space. 

In summary, I believe that, in 
terms of the adoption curve, in-
novation in legal services now sits 
firmly within the “early-majority” 
category. Legal innovation is finally 
going mainstream.

This offers immense opportunities 
for solicitors, their clients and those 
from outside the legal sector who can 
work with them. We will look to use 
our unique perspective across the sec-
tor to support solicitors to find these 
opportunities and find the technology 
and partners they need to succeed. 

As for robots replacing lawyers, I’ll 
give Asimov the final word: “Do no fear 
computers, fear the lack of them.” 

PETER NUSSEY
Director of innovation and investments

Law Society

OPINION           COLUMN

‘I’d like to cut through 
the hype to propose 

that we’ve reached an 
important, positive 

tipping point’ 

MERGERS AND ACQUISITIONS

Are we about
to see more 
UK-US deals?
International mergers involving high-flying 
UK law firms may set the legal pulse racing, 
but will we witness a new rush to join forces? 

Y ou wait ages for one and 
then, like metaphorical 
London buses, two come 
along at the same time.

The February announcement that 
Norton Rose Fulbright and New 
York-based Chadbourne & Parke 
were to merge came just three weeks 
after Eversheds announced plans to 
join forces with Atlanta’s Sutherland 
Asbill & Brennan.

The alliances will leave Norton Rose 
Fulbright (the Chadbourne name has 

DAN HAYES
been dropped) with 4,000 lawyers 
located in offices in 32 countries and 
Eversheds Sutherland with 2,700 law-
yers in 36 offices worldwide.

So, is this just coincidence or are we 
about to see a whole raft of transatlan-
tic law firm mergers floating into view? 

Tony Williams, principal of legal 
management consultants Jomati, sus-
pects not. “I think we may see a few,” 
he says, “but I’m not expecting a rush.”

History suggests he will be proved 
right. Those with long memories can 
cast their minds back to the excited 
predictions that followed Clifford 
Chance’s merger with New York firm 

Rogers & Wells in 2000. It was a deal 
The Observer newspaper equated to 
The Beatles arriving in New York in 
1964, setting the scene for a British 
invasion. Things didn’t quite turn out 
like that, however. The deal famously 
failed to live up to expectations, with 
issues over remuneration and part-
nership structures to the fore. 

While a successful merger between 
a magic circle firm in the UK and a 
major New York-based firm could be 
a game-changer, it remains decid-
edly unlikely. Such highly profitable 
firms would need to find pressing 
reasons to overcome the inevitable 
issues of conflict and integration.

But the idea of transatlantic alli-
ance might look considerably more 
appealing to those a little further 
down the legal pecking order.

Mr Williams explains: “Quite 
a number of US firms can see the 
benefit of allying with an interna-
tional partner because it widens 
their own client base and attracts 
international clients into the Unit-
ed States. A lot of US firms have 
been in London for quite a long 
time, but have had very little im-
pact. If they can find a suitable 
merger that could be very bene-
ficial, but the number of suitable 
merger candidates is quite small.”

One reason for this dearth is the 
number of firms that have already 
merged, particularly since the fi-
nancial crisis of 2008. According 
to legal consultancy Altman Weil, 
there were 85 deals that involved 
at least one US law firm with two or 
more lawyers in 2016 alone, slightly-
down from the record 91 in 2015. 

Tom Clay, a principal at Altman 
Weil, is another who believes Feb-
ruary’s merger announcements will 
have set law firm partners ponder-
ing on both sides of the Atlantic.

“In the US these mergers may be 
viewed as an accelerator,” he says. 
“Other, similar firms to Suther-
land, for example, will start to look 
around and wonder if they are now 
disadvantaged and whether they 
should be thinking about doing 
something similar. From that per-
spective I think it has generated a 
good deal more strategic thought.

“Sutherland’s competitors may be 
looking on with interest and a little 
envy. That was a really good, old-
line law firm and now all of a sudden 
it’s part of a behemoth. I think we 
will see more people taking a serious 
look at that kind of strategy.”

Partners will be thinking about 
issues such as securing market ac-
cess that they could never achieve 
through organic growth, locking in 
clients by avoiding referrals, and 
adding elusive market share world-
wide. Mr Clay suggests all these fac-
tors would appeal to a tranche of US 
firms that, while they may feel they 
are doing well at the moment, do not 

Quite a number 
of US firms can 
see the benefit 
of allying with 

an international 
partner

want to become complacent. 
They will also be aware that trans-

atlantic tie-ups can flourish; witness 
Hogan Lovells, formed in 2010 by 
Lovells and Washington-based Ho-
gan & Hartson.

Richard Tromans, a London-based 
legal profession analyst, says there’s 
plenty to be learnt from that deal. 
“It was a very carefully put-together 
merger,” he says. “Hogan & Hartson 
was international, but it didn’t have a 
huge collection of international offic-
es. It was a win-win. The deal didn’t 
create any cannibalistic impact be-
tween the two firms. Yes, there were 
some differences in profitability, but 
those have been steadily addressed.

“Both parties understood very 
clearly what the benefits were and 
they fitted together well. They wer-
en’t elite firms, but they were very 
good firms and they had a cultur-
al similarity. They both did a lot of 
litigation and regulatory work, but 
there wasn’t a huge overlap.”

Jomati’s Mr Williams agrees that 
having defined goals is vital to mak-
ing a success of a merger, especially 
one that spans the Atlantic. He con-
cludes: “It can be difficult for those 
involved to understand the differenc-
es, from the approach to clients, to re-
muneration, to culture. All these fac-
tors need to be worked through and 
the firm needs to be very clear about 
what it’s offering to clients that others 
aren’t. More and more firms have de-
veloped US-UK capability, so you have 
to be able to achieve something that  
is compelling.” 

TRANSATLANTIC M&A IN LAW
NOTABLE DEALS INVOLVING UK AND US LAW FIRMS SINCE 2009

Altman Weil 2017
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Quite a number of US firms can 
see the benefit of allying with an 
international partner

COMMERCIAL FEATURECOMMERCIAL FEATURE

For most people, contracts are 
little more than a nuisance, 
hurriedly signed or clicked 
through before completing 

the desired transaction. 
At their best, contracts are dy-

namic and represent everything 
from intellectual property to com-
mitments to clients and employees. 
At their worst, contracts are unman-
aged, outdated and even squander 
resources. Large organisations, on 
average, manage tens of thousands 
of contracts that range from the dy-
namic to the outmoded, but new 
contract intelligence capabilities 
are disrupting the status quo.

This disruption comes at a particu-
larly critical time. Rapidly changing 
legal, political and regulatory frame-
works, including Brexit, place great-
er burdens on organisations to find, 
understand and act upon contracts 
quickly so they remain relevant. 

Managing contracts across the var-
ious activities within the corporation is 
daunting and fraught with risk in the 
worst cases. The business that does 
not know the details of its contracts 
opens itself up to exposure both in 
revenue lost but also costs that could 
be incurred to execute upon contrac-
tual requirements.  

“We see these issues most com-
monly across the highly regulated 
industries such as financial servic-
es and pharmaceuticals as well as 
in multinational corporations,” says 
Kathryn Hardie, senior managing 
director and global contract intelli-
gence (CI) leader of business advi-

Mitigate risk by 
simplifying contract 
management
Organisations can expose themselves to massive risks, costing 
millions of pounds, if they don’t fully grasp the contracts 
they’ve inherited in an acquisition or properly manage the 
auto-renewals of their business contracts

sory firm FTI Consulting. “As an ex-
ample, in merger transactions there 
is a particular urgency for corpora-
tions to understand the nature of the 
targeted company’s contracts to 
assess their obligations. Entering into 
an integrated company requires that 
acquired contractual terms not only 
be understood but adhered to in on-
going business practice.”  

There are numerous pending sit-
uations that currently exist from the 
analysis of leases for compliance 
requirements, change in tax reg-
ulations and looming new compli-
ance requiring stricter adherence to 
changing reporting requirements. 

“A simple example of hidden risk 
could be auto-renewal clauses,” 
says Craig Earnshaw, senior man-
aging director at FTI Consulting. “A 
contract could be written in such a 
way as to be automatically renewed 
and, as a result, a company could 
be facing a huge bill that it wasn’t 
expecting. A lot of companies don’t 
think about this until they actual-
ly have a problem with it. Then they 
have to try and find the relevant de-
tails in a particular contract.”

These issues have prompted a 
growing number of companies to 
turn to FTI Consulting to manage 
their contracts more effectively. FTI 
Consulting’s CI experts use their ex-
perience, combined with advanced 
analytics, to create a more effective 
way of managing contracts. 

“Our service is based on our many 
years of knowledge gained in dispute 
resolution and in identifying informa-

tion within the corporate landscape,” 
says Mr Earnshaw.   “CI gathers intelli-
gence on contracts and helps organ-
isations to take action to avoid prob-
lems or to solve them quickly, easily 
and cost effectively when they occur.”

FTI Consulting has already been 
helping clients to handle difficult 
issues and, with Brexit impending, 
Mr Earnshaw believes this is exact-
ly the sort of situation in which FTI’s 
experts can assist. He says: “Organ-
isations need to be aware of their 
contract terms about geographical 
and territorial issues. For example, 
they could be the sole distributor of 
goods or services in the EU, with a 
potential requirement to renegotiate 
the contract to determine wheth-
er this includes or excludes the UK 
post-Brexit.

“Once the UK is no longer part of 
the EU, there may be new trade bar-
riers or new taxes and levies. Com-
panies therefore need to understand 
whether their current contracts 
provide for these situations as they 
might become uncommercial and 
require renegotiation.”

Ms Hardie is keen to stress that CI is 
an iterative product and part of the 
firm’s managed services. “We work in 
partnership with our clients to make 
sure that their contract manage-
ment processes aren’t just following 
the status quo, but are meeting the 
increasing demands and staying 
ahead of the game,” she says.

For more information please visit
www.ftitechnology.co.uk
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Discussions around in-
novation in the legal 
market are often 
sidetracked by talk 
of cyborgs and ar-
tificial intelligence 
agents bent on 
world domination. 

While such talk 
grabs attention, it’s an 
unhelpful distraction that 
makes innovation seem like 
something from an Asimov novel. 

I’d like to cut through the hype to 
propose that we’ve reached an impor-
tant, positive tipping point. 

That’s not to say that technology is 
not playing a significant role in the 
legal industry. It is and will increas-
ingly do so. And while predictions of 
robots replacing lawyers sound a little 
panicked, studies still suggest that be-
tween 13 and 39 per cent of legal jobs 
will be automated within two decades. 

However, the narrative around “ro-
bots dooming lawyers” has been re-
placed by a more constructive debate 
concerning innovation as a powerful 
enabler of better legal services for all.

This proposition finds support in 
the Law Society’s recent Capturing 
technological innovation in legal ser-
vices report. Examples from firms 
and in-house teams paint a picture 
of a dynamic sector embracing inno-
vation right across the way lawyers 
operate, deliver services and engage 
with clients. 

Why now? Most of the changes we see 
are rooted in responding to external 
pressures. For years, powerful forces 
have been driving changes in our in-
dustry and a dynamic response was 
essential for growth or even survival.

Much of the pressure has come 
from the buyers of legal services. As 
corporates tightened their belts after 
the global financial crisis, in-house 
teams were repeatedly asked to do 
more for less. They, in turn, made 
similar demands of external coun-
sel. Part of that solution has been to 
examine carefully how technology 
and innovation more generally can 
reduce the burden. 

For instance, technologies such as 
robotic process automation have been 
deployed to cut the cost of manual 
processes by 20 to 40 per cent and, by 
reducing human error, have signifi-
cantly increased the accuracy of out-
put, cutting time spent on reviewing 
and correcting work.

As lawyers and their 
clients become more 

familiar with tech-
nological and other 
innovations in the 
legal sector, such ac-
tivities are increas-

ingly being viewed 
as prizes to be actively 

pursued, rather than 
just “necessary evils”.

This shift from a reactive to a 
more proactive approach is being man-
ifested in myriad ways. Legal innova-
tion clusters into three main strands: 
service and service delivery; business 
process and resourcing; and strategy 
and pricing.

A 2015 survey by the Enterprise Re-
search Centre at Warwick Business 
School found activity across all three. 
The survey found that 28 per cent were 
innovating by providing new and im-
proved services to clients. Almost 37 
per cent were innovating around mar-
keting strategies or channels. 

Such activity is increasingly be-
coming a firm buyer expectation, 
with evidence of innovation around 
technology use, service delivery and 
operating models, appearing as crite-
ria for panel firm selections.

In response, we are seeing firms 
harness opportunities such as the 
analysis of big data to know and ser-
vice clients better in a way that dif-
ferentiates their offering beyond pure 
legal expertise.

The legal sector’s market size and 
profitability make it an attractive 
target for new entrants. As such, new 
forms of competition have emerged 
from within and outside the profes-
sion, players such as accountants, 
consultancy firms and tech startups 
are now all in this space. 

In summary, I believe that, in 
terms of the adoption curve, in-
novation in legal services now sits 
firmly within the “early-majority” 
category. Legal innovation is finally 
going mainstream.

This offers immense opportunities 
for solicitors, their clients and those 
from outside the legal sector who can 
work with them. We will look to use 
our unique perspective across the sec-
tor to support solicitors to find these 
opportunities and find the technology 
and partners they need to succeed. 

As for robots replacing lawyers, I’ll 
give Asimov the final word: “Do no fear 
computers, fear the lack of them.” 

PETER NUSSEY
Director of innovation and investments

Law Society
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‘I’d like to cut through 
the hype to propose 

that we’ve reached an 
important, positive 

tipping point’ 

MERGERS AND ACQUISITIONS

Are we about
to see more 
UK-US deals?
International mergers involving high-flying 
UK law firms may set the legal pulse racing, 
but will we witness a new rush to join forces? 

Y ou wait ages for one and 
then, like metaphorical 
London buses, two come 
along at the same time.

The February announcement that 
Norton Rose Fulbright and New 
York-based Chadbourne & Parke 
were to merge came just three weeks 
after Eversheds announced plans to 
join forces with Atlanta’s Sutherland 
Asbill & Brennan.

The alliances will leave Norton Rose 
Fulbright (the Chadbourne name has 

DAN HAYES
been dropped) with 4,000 lawyers 
located in offices in 32 countries and 
Eversheds Sutherland with 2,700 law-
yers in 36 offices worldwide.

So, is this just coincidence or are we 
about to see a whole raft of transatlan-
tic law firm mergers floating into view? 

Tony Williams, principal of legal 
management consultants Jomati, sus-
pects not. “I think we may see a few,” 
he says, “but I’m not expecting a rush.”

History suggests he will be proved 
right. Those with long memories can 
cast their minds back to the excited 
predictions that followed Clifford 
Chance’s merger with New York firm 

Rogers & Wells in 2000. It was a deal 
The Observer newspaper equated to 
The Beatles arriving in New York in 
1964, setting the scene for a British 
invasion. Things didn’t quite turn out 
like that, however. The deal famously 
failed to live up to expectations, with 
issues over remuneration and part-
nership structures to the fore. 

While a successful merger between 
a magic circle firm in the UK and a 
major New York-based firm could be 
a game-changer, it remains decid-
edly unlikely. Such highly profitable 
firms would need to find pressing 
reasons to overcome the inevitable 
issues of conflict and integration.

But the idea of transatlantic alli-
ance might look considerably more 
appealing to those a little further 
down the legal pecking order.

Mr Williams explains: “Quite 
a number of US firms can see the 
benefit of allying with an interna-
tional partner because it widens 
their own client base and attracts 
international clients into the Unit-
ed States. A lot of US firms have 
been in London for quite a long 
time, but have had very little im-
pact. If they can find a suitable 
merger that could be very bene-
ficial, but the number of suitable 
merger candidates is quite small.”

One reason for this dearth is the 
number of firms that have already 
merged, particularly since the fi-
nancial crisis of 2008. According 
to legal consultancy Altman Weil, 
there were 85 deals that involved 
at least one US law firm with two or 
more lawyers in 2016 alone, slightly-
down from the record 91 in 2015. 

Tom Clay, a principal at Altman 
Weil, is another who believes Feb-
ruary’s merger announcements will 
have set law firm partners ponder-
ing on both sides of the Atlantic.

“In the US these mergers may be 
viewed as an accelerator,” he says. 
“Other, similar firms to Suther-
land, for example, will start to look 
around and wonder if they are now 
disadvantaged and whether they 
should be thinking about doing 
something similar. From that per-
spective I think it has generated a 
good deal more strategic thought.

“Sutherland’s competitors may be 
looking on with interest and a little 
envy. That was a really good, old-
line law firm and now all of a sudden 
it’s part of a behemoth. I think we 
will see more people taking a serious 
look at that kind of strategy.”

Partners will be thinking about 
issues such as securing market ac-
cess that they could never achieve 
through organic growth, locking in 
clients by avoiding referrals, and 
adding elusive market share world-
wide. Mr Clay suggests all these fac-
tors would appeal to a tranche of US 
firms that, while they may feel they 
are doing well at the moment, do not 

Quite a number 
of US firms can 
see the benefit 
of allying with 

an international 
partner

want to become complacent. 
They will also be aware that trans-

atlantic tie-ups can flourish; witness 
Hogan Lovells, formed in 2010 by 
Lovells and Washington-based Ho-
gan & Hartson.

Richard Tromans, a London-based 
legal profession analyst, says there’s 
plenty to be learnt from that deal. 
“It was a very carefully put-together 
merger,” he says. “Hogan & Hartson 
was international, but it didn’t have a 
huge collection of international offic-
es. It was a win-win. The deal didn’t 
create any cannibalistic impact be-
tween the two firms. Yes, there were 
some differences in profitability, but 
those have been steadily addressed.

“Both parties understood very 
clearly what the benefits were and 
they fitted together well. They wer-
en’t elite firms, but they were very 
good firms and they had a cultur-
al similarity. They both did a lot of 
litigation and regulatory work, but 
there wasn’t a huge overlap.”

Jomati’s Mr Williams agrees that 
having defined goals is vital to mak-
ing a success of a merger, especially 
one that spans the Atlantic. He con-
cludes: “It can be difficult for those 
involved to understand the differenc-
es, from the approach to clients, to re-
muneration, to culture. All these fac-
tors need to be worked through and 
the firm needs to be very clear about 
what it’s offering to clients that others 
aren’t. More and more firms have de-
veloped US-UK capability, so you have 
to be able to achieve something that  
is compelling.” 

TRANSATLANTIC M&A IN LAW
NOTABLE DEALS INVOLVING UK AND US LAW FIRMS SINCE 2009

Altman Weil 2017
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Quite a number of US firms can 
see the benefit of allying with an 
international partner
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For most people, contracts are 
little more than a nuisance, 
hurriedly signed or clicked 
through before completing 

the desired transaction. 
At their best, contracts are dy-

namic and represent everything 
from intellectual property to com-
mitments to clients and employees. 
At their worst, contracts are unman-
aged, outdated and even squander 
resources. Large organisations, on 
average, manage tens of thousands 
of contracts that range from the dy-
namic to the outmoded, but new 
contract intelligence capabilities 
are disrupting the status quo.

This disruption comes at a particu-
larly critical time. Rapidly changing 
legal, political and regulatory frame-
works, including Brexit, place great-
er burdens on organisations to find, 
understand and act upon contracts 
quickly so they remain relevant. 

Managing contracts across the var-
ious activities within the corporation is 
daunting and fraught with risk in the 
worst cases. The business that does 
not know the details of its contracts 
opens itself up to exposure both in 
revenue lost but also costs that could 
be incurred to execute upon contrac-
tual requirements.  

“We see these issues most com-
monly across the highly regulated 
industries such as financial servic-
es and pharmaceuticals as well as 
in multinational corporations,” says 
Kathryn Hardie, senior managing 
director and global contract intelli-
gence (CI) leader of business advi-

Mitigate risk by 
simplifying contract 
management
Organisations can expose themselves to massive risks, costing 
millions of pounds, if they don’t fully grasp the contracts 
they’ve inherited in an acquisition or properly manage the 
auto-renewals of their business contracts

sory firm FTI Consulting. “As an ex-
ample, in merger transactions there 
is a particular urgency for corpora-
tions to understand the nature of the 
targeted company’s contracts to 
assess their obligations. Entering into 
an integrated company requires that 
acquired contractual terms not only 
be understood but adhered to in on-
going business practice.”  

There are numerous pending sit-
uations that currently exist from the 
analysis of leases for compliance 
requirements, change in tax reg-
ulations and looming new compli-
ance requiring stricter adherence to 
changing reporting requirements. 

“A simple example of hidden risk 
could be auto-renewal clauses,” 
says Craig Earnshaw, senior man-
aging director at FTI Consulting. “A 
contract could be written in such a 
way as to be automatically renewed 
and, as a result, a company could 
be facing a huge bill that it wasn’t 
expecting. A lot of companies don’t 
think about this until they actual-
ly have a problem with it. Then they 
have to try and find the relevant de-
tails in a particular contract.”

These issues have prompted a 
growing number of companies to 
turn to FTI Consulting to manage 
their contracts more effectively. FTI 
Consulting’s CI experts use their ex-
perience, combined with advanced 
analytics, to create a more effective 
way of managing contracts. 

“Our service is based on our many 
years of knowledge gained in dispute 
resolution and in identifying informa-

tion within the corporate landscape,” 
says Mr Earnshaw.   “CI gathers intelli-
gence on contracts and helps organ-
isations to take action to avoid prob-
lems or to solve them quickly, easily 
and cost effectively when they occur.”

FTI Consulting has already been 
helping clients to handle difficult 
issues and, with Brexit impending, 
Mr Earnshaw believes this is exact-
ly the sort of situation in which FTI’s 
experts can assist. He says: “Organ-
isations need to be aware of their 
contract terms about geographical 
and territorial issues. For example, 
they could be the sole distributor of 
goods or services in the EU, with a 
potential requirement to renegotiate 
the contract to determine wheth-
er this includes or excludes the UK 
post-Brexit.

“Once the UK is no longer part of 
the EU, there may be new trade bar-
riers or new taxes and levies. Com-
panies therefore need to understand 
whether their current contracts 
provide for these situations as they 
might become uncommercial and 
require renegotiation.”

Ms Hardie is keen to stress that CI is 
an iterative product and part of the 
firm’s managed services. “We work in 
partnership with our clients to make 
sure that their contract manage-
ment processes aren’t just following 
the status quo, but are meeting the 
increasing demands and staying 
ahead of the game,” she says.

For more information please visit
www.ftitechnology.co.uk
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02 IGNITION LAW
This outfit supports startup and scale-up business-
es. “We are part of the entrepreneurial community 
as well as lawyers,” says founder Alex McPherson. Ig-
nition Law uses technology to provide real-time cost 
transparency and remote advice at fixed fees. The 
London team is supported by specialists who work 
from entrepreneurial hubs across the world. It has 
a joint venture with alternative business structure 
gunnarcooke and an arrangement with an account-
ancy firm to provide an holistic value proposition  
for entrepreneurs.

03 WAVELENGTH LAW
Combining legal advice with “legal engineering”, 
Wavelength Law legal engineers design software solu-
tions to streamline legal service delivery and trouble-
shoot problems. Wavelength product BackLight uses 
search technology, machine-learning and variance 
analysis to display contracts in a way that enables pro-
fessionals to analyse risk, spot issues and reuse impor-
tant information. BackLight was used in an innovative 
project with eBay subsidiary StubHub, which included 
creating “living” negotiation playbooks.

04 DONOTPAY
Stanford University student Joshua Browder’s DoNot-
Pay chatbot has challenged 160,000 parking tickets and 
helped more than 3,000 vulnerable people apply for 
emergency housing. Its latest incarnation, on the Face-
book Messenger platform, is helping refugees with im-
migration applications in the United States and Canada, 
and asylum support applications in the UK. “DoNotPay 
is a pure public service,” says Mr Browder, who is in sep-
arate discussions with companies about developing in-
ternal tools, for example helping to deal with sexual har-
assment in the workplace, and is working with IBM on 
the first application of quantum computing to the law.

10 LUMINANCE
An artificial intelligence platform 
for document analysis, backers of 
Luminance include Dr Mike Lynch’s 
Invoke Capital and magic circle law 
firm Slaughter and May. Luminance 
is a pay-as-you-go service that reads 
multiple documents contemporane-
ously and identifies exceptions and 
anomalies. As chief executive Emily 

Foges explains, where Luminance 
differs from search technology is 
that it actually reads the documents. 
For example, it will detect that a doc-
ument has a page missing, whereas 
search engines focus on content and 
context. Luminance was launched in 
2016 and is being used by law firms in 
seven countries. 

09 JURO
Founded by former lawyer Rich-
ard Mabey, Juro provides contract 
automation software for corporate 
legal departments. With artificial 
intelligence features that are trained 
by user behaviour and feedback, 
including contract analytics, ma-
chine-learning and negotiation 
heatmaps, as well as an e-signature 

tool, Juro offers a one-stop shop for 
contracts that aims to save business-
es 75 per cent of time spent on con-
tract management. It recently raised 
$750,000 from Point Nine Capital, 
the founders of Gumtree and Indeed.
com, and the general counsel of Zo-
opla. High-profile clients include De-
liveroo, Hostmaker and Unbabel.

08 F-LEX
Formed in 2016 by former property 
litigator Mary Bonsor with Legal 
Geek founder and serial entrepre-
neur Jimmy Vestbirk, F-LEX pro-
vides on-demand paralegal services 
for law firms and legal departments, 
and helps students get practical ex-
perience while they learn. F-LEX 
is an online portal which matches 

law students with appropriate and 
available work. It has more than 350 
live profiles on the portal in London 
and 100 in Manchester, and is about 
to launch in Leeds, Birmingham 
and Bristol. Clients include silver  
circle firms, general counsels of 
FTSE 100 companies, boutique 
firms and startups. 

06 FAREWILL
This service, launched in 2015, offers digital tools to han-
dle the legal procedures around death and has given 
will-writing a digital makeover. As co-founder Dan Garrett 
explains, Farewill focuses on usability, enabling people to 
create a digital will, which can also include messages to 
friends and family. It is about affordability. A digital will 
costs £50 up-front and £5 a year thereafter buys the ability 
to amend it. Although the average age of Farewill custom-
ers is 33, generally following significant life events, 20 per 
cent of business is from the over-60s. Farewill works with 
charities and people in palliative care. 

05 LAWBOT
Launched last November by four Cambridge University 
law students, LawBot is a chatbot that provides free advice 
to victims of crime. It covers 26 criminal offences, but is not 
designed to replace a lawyer or take a case forward. Rath-
er, the idea is to help people find out how the law applies 
to their situation, for example whether they have been the 
victim of a crime. Like DoNotPay, LawBot takes the user 
through a series of questions and, if it finds a match for an 
offence, it creates a draft letter. Last month, it launched Di-
vorce Bot, but the site is now offline until June, when the 
plan is to relaunch as a messenger bot and expand to fur-
ther areas of law, says co-founder Rebecca Agliolo. 

07 TRADEMARKNOW
This is an online tool that speeds up trademark review and 
clearance by calculating how close trademarks are to each 
other. It uses artificial intelligence to cut research time by 
immediately identifying anomalies. TrademarkNow was 
one of the first lawtech startups to raise external funding. 
Founded in Helsinki in 2012, angel investor Balderton 
Capital enabled it to expand internationally with offices 
in London, Luxembourg, Ireland and the United States. In 
2016 TrademarkNow almost tripled in size, overhauled its 
core product NameCheck to include additional features 
and launched two new products, trademark research tool 
ExaMatch and image trademark clearance tool LogoCheck. 

TEN TOP LEGAL DISRUPTORS

They’re poised
to take the legal
sector by storm
From next-generation law firms to chatbots  
and tech-powered legal advice, here are ten 
startups transforming legal services

“We have updated the partnership mod-
el for the 21st century,” explains Carbon 
Law Partners co-founder Michael Burne. 
The organisation, which launched in 
2014, is headquartered in Cardiff with 
offices in Bristol and London, and acts 
as an umbrella company for self-em-
ployed lawyers, each of whom forms 

JOANNA GOODMAN

01 CARBON LAW PARTNERS
their own limite company, while Carbon 
Law Partners provides business servic-
es, including billing and cash collection 
for a small percentage of their fees. Al-
though lawyers work independently, 
they also collaborate with each other 
and form teams to pitch for and deliver  
multidisciplinary projects.

COMMERCIAL FEATURE

Cyber attacks on UK law firms 
increased by a fifth be-
tween 2014 and 2016 with 
nearly three quarters (73 per 

cent) of the country’s top 100 targeted 
in 2015, according to PwC’s 25th Annual 
Law Firms’ Survey.

“Law firms are under concerted at-
tack as never before,” says Ian Raine, 
director of product management at 
iManage, the leading provider of work 
product management solutions for law 
firms, corporate legal departments and 
other professional services. 

“Their systems are frequently subject 
to phishing attacks by criminals who 
want to gain useful information about 
a forthcoming merger or acquisition 
they’re working on. The names and 
e-mail addresses of key lawyers in these 
practice groups are posted on the dark 
web along with requests for their securi-
ty details in exchange for money.”

Now a growing number of chief in-
formation officers (CIOs) at law firms 
around the UK are rethinking the way in 
which they organise their online security.  

Segmentation is essential. “Law firms 
often don’t secure information within 

As cyber attacks 
increase, law firms 
must rethink their 
protection technology
Law firms are increasingly under cyber attack, but data 
segmentation and behavioural analytics offer new opportunities 
to rethink the way in which they protect themselves

the firm,” says Mr Raine. “They haven’t 
historically segmented the data so if an 
employee does a search for informa-
tion, that employee can access con-
tent across the firm. The same is true 
if, for instance, you’re a summer intern 
or temporary employee. Naturally firms 
want to ensure that all their employees 
can gain maximum benefit from the in-
formation they hold, but this policy puts 
all their clients’ sensitive information at 
risk from a criminal operating inside the 
traditional security perimeter.”

Against this background, two prod-
ucts launched in January by iManage 
offer law firms’ CIOs complete confi-
dence that their critical work product 
is protected against security threats. 
To ensure that its products meet the 
needs of law firms, iManage is con-
stantly updating its offering with the 
help of a forum of CIOs from leading 
firms in London and New York.

Mr Raine urges law firms to segment 
data and to make it accessible only on 
a need-to-know basis. To help CIOs 
provide this extra level of security, iM-
anage Security Policy Manager ena-
bles professional services firms to easily 
manage their global security policies at 
scale, including need-to-know access 
to sensitive content, ethical walls and 
internal segregation of other material. 
This can minimise the impact of a secu-
rity breach without getting in the way 
of firms’ workflows.

Alongside this, iManage Threat Man-
ager uses behavioural analytics lev-

eraged from historical and contextual 
information gained from the widely 
used iManage Work system to identify 
when a breach has taken place.  

iManage Threat Manager results 
in more accurate and faster identifi-
cation of both external and internal 
threats. It will dramatically reduce 
the number of “false positives” that 
plague many other approaches by 
applying adaptive behavioural mod-
elling and machine-learning. It is 
easily integrated with the broader 
information security stack including 
security information and event man-
agement (SIEM) tools, and can easily 
push alerts and supporting informa-
tion into a SIEM solution to create an 
integrated attack timeline.

Both Security Policy Manager and 
Threat Manager will become general-
ly available in the first half of this year 
for on-premises deployment or via 
the iManage Cloud.

“These two new products go hand 
in hand to protect law firms,” says Mr 
Raine. “One segments access to the 
minimum set while the other checks 
and monitors all staff to ensure that 
their behaviours are not unusual. Be-
tween them they offer greater oppor-
tunities for CIOs to protect their col-
leagues from cyber attack and their 
firms from the reputational damage 
resulting from a breach.” 

For more information please visit
www.imanage.com
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84%
have experienced
a phishing attack 
in the past 
12 months

41%
report they have 
suffered incidents 
as a result of their 
own staff

73%
of all law firms 
report they 
have suffered a 
security incident

28%
increase in 
security incidents 
at law firms in the 
last two years
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02 IGNITION LAW
This outfit supports startup and scale-up business-
es. “We are part of the entrepreneurial community 
as well as lawyers,” says founder Alex McPherson. Ig-
nition Law uses technology to provide real-time cost 
transparency and remote advice at fixed fees. The 
London team is supported by specialists who work 
from entrepreneurial hubs across the world. It has 
a joint venture with alternative business structure 
gunnarcooke and an arrangement with an account-
ancy firm to provide an holistic value proposition  
for entrepreneurs.

03 WAVELENGTH LAW
Combining legal advice with “legal engineering”, 
Wavelength Law legal engineers design software solu-
tions to streamline legal service delivery and trouble-
shoot problems. Wavelength product BackLight uses 
search technology, machine-learning and variance 
analysis to display contracts in a way that enables pro-
fessionals to analyse risk, spot issues and reuse impor-
tant information. BackLight was used in an innovative 
project with eBay subsidiary StubHub, which included 
creating “living” negotiation playbooks.

04 DONOTPAY
Stanford University student Joshua Browder’s DoNot-
Pay chatbot has challenged 160,000 parking tickets and 
helped more than 3,000 vulnerable people apply for 
emergency housing. Its latest incarnation, on the Face-
book Messenger platform, is helping refugees with im-
migration applications in the United States and Canada, 
and asylum support applications in the UK. “DoNotPay 
is a pure public service,” says Mr Browder, who is in sep-
arate discussions with companies about developing in-
ternal tools, for example helping to deal with sexual har-
assment in the workplace, and is working with IBM on 
the first application of quantum computing to the law.

10 LUMINANCE
An artificial intelligence platform 
for document analysis, backers of 
Luminance include Dr Mike Lynch’s 
Invoke Capital and magic circle law 
firm Slaughter and May. Luminance 
is a pay-as-you-go service that reads 
multiple documents contemporane-
ously and identifies exceptions and 
anomalies. As chief executive Emily 

Foges explains, where Luminance 
differs from search technology is 
that it actually reads the documents. 
For example, it will detect that a doc-
ument has a page missing, whereas 
search engines focus on content and 
context. Luminance was launched in 
2016 and is being used by law firms in 
seven countries. 

09 JURO
Founded by former lawyer Rich-
ard Mabey, Juro provides contract 
automation software for corporate 
legal departments. With artificial 
intelligence features that are trained 
by user behaviour and feedback, 
including contract analytics, ma-
chine-learning and negotiation 
heatmaps, as well as an e-signature 

tool, Juro offers a one-stop shop for 
contracts that aims to save business-
es 75 per cent of time spent on con-
tract management. It recently raised 
$750,000 from Point Nine Capital, 
the founders of Gumtree and Indeed.
com, and the general counsel of Zo-
opla. High-profile clients include De-
liveroo, Hostmaker and Unbabel.

08 F-LEX
Formed in 2016 by former property 
litigator Mary Bonsor with Legal 
Geek founder and serial entrepre-
neur Jimmy Vestbirk, F-LEX pro-
vides on-demand paralegal services 
for law firms and legal departments, 
and helps students get practical ex-
perience while they learn. F-LEX 
is an online portal which matches 

law students with appropriate and 
available work. It has more than 350 
live profiles on the portal in London 
and 100 in Manchester, and is about 
to launch in Leeds, Birmingham 
and Bristol. Clients include silver  
circle firms, general counsels of 
FTSE 100 companies, boutique 
firms and startups. 

06 FAREWILL
This service, launched in 2015, offers digital tools to han-
dle the legal procedures around death and has given 
will-writing a digital makeover. As co-founder Dan Garrett 
explains, Farewill focuses on usability, enabling people to 
create a digital will, which can also include messages to 
friends and family. It is about affordability. A digital will 
costs £50 up-front and £5 a year thereafter buys the ability 
to amend it. Although the average age of Farewill custom-
ers is 33, generally following significant life events, 20 per 
cent of business is from the over-60s. Farewill works with 
charities and people in palliative care. 

05 LAWBOT
Launched last November by four Cambridge University 
law students, LawBot is a chatbot that provides free advice 
to victims of crime. It covers 26 criminal offences, but is not 
designed to replace a lawyer or take a case forward. Rath-
er, the idea is to help people find out how the law applies 
to their situation, for example whether they have been the 
victim of a crime. Like DoNotPay, LawBot takes the user 
through a series of questions and, if it finds a match for an 
offence, it creates a draft letter. Last month, it launched Di-
vorce Bot, but the site is now offline until June, when the 
plan is to relaunch as a messenger bot and expand to fur-
ther areas of law, says co-founder Rebecca Agliolo. 

07 TRADEMARKNOW
This is an online tool that speeds up trademark review and 
clearance by calculating how close trademarks are to each 
other. It uses artificial intelligence to cut research time by 
immediately identifying anomalies. TrademarkNow was 
one of the first lawtech startups to raise external funding. 
Founded in Helsinki in 2012, angel investor Balderton 
Capital enabled it to expand internationally with offices 
in London, Luxembourg, Ireland and the United States. In 
2016 TrademarkNow almost tripled in size, overhauled its 
core product NameCheck to include additional features 
and launched two new products, trademark research tool 
ExaMatch and image trademark clearance tool LogoCheck. 

TEN TOP LEGAL DISRUPTORS

They’re poised
to take the legal
sector by storm
From next-generation law firms to chatbots  
and tech-powered legal advice, here are ten 
startups transforming legal services

“We have updated the partnership mod-
el for the 21st century,” explains Carbon 
Law Partners co-founder Michael Burne. 
The organisation, which launched in 
2014, is headquartered in Cardiff with 
offices in Bristol and London, and acts 
as an umbrella company for self-em-
ployed lawyers, each of whom forms 

JOANNA GOODMAN

01 CARBON LAW PARTNERS
their own limite company, while Carbon 
Law Partners provides business servic-
es, including billing and cash collection 
for a small percentage of their fees. Al-
though lawyers work independently, 
they also collaborate with each other 
and form teams to pitch for and deliver  
multidisciplinary projects.
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Cyber attacks on UK law firms 
increased by a fifth be-
tween 2014 and 2016 with 
nearly three quarters (73 per 

cent) of the country’s top 100 targeted 
in 2015, according to PwC’s 25th Annual 
Law Firms’ Survey.

“Law firms are under concerted at-
tack as never before,” says Ian Raine, 
director of product management at 
iManage, the leading provider of work 
product management solutions for law 
firms, corporate legal departments and 
other professional services. 

“Their systems are frequently subject 
to phishing attacks by criminals who 
want to gain useful information about 
a forthcoming merger or acquisition 
they’re working on. The names and 
e-mail addresses of key lawyers in these 
practice groups are posted on the dark 
web along with requests for their securi-
ty details in exchange for money.”

Now a growing number of chief in-
formation officers (CIOs) at law firms 
around the UK are rethinking the way in 
which they organise their online security.  

Segmentation is essential. “Law firms 
often don’t secure information within 

As cyber attacks 
increase, law firms 
must rethink their 
protection technology
Law firms are increasingly under cyber attack, but data 
segmentation and behavioural analytics offer new opportunities 
to rethink the way in which they protect themselves

the firm,” says Mr Raine. “They haven’t 
historically segmented the data so if an 
employee does a search for informa-
tion, that employee can access con-
tent across the firm. The same is true 
if, for instance, you’re a summer intern 
or temporary employee. Naturally firms 
want to ensure that all their employees 
can gain maximum benefit from the in-
formation they hold, but this policy puts 
all their clients’ sensitive information at 
risk from a criminal operating inside the 
traditional security perimeter.”

Against this background, two prod-
ucts launched in January by iManage 
offer law firms’ CIOs complete confi-
dence that their critical work product 
is protected against security threats. 
To ensure that its products meet the 
needs of law firms, iManage is con-
stantly updating its offering with the 
help of a forum of CIOs from leading 
firms in London and New York.

Mr Raine urges law firms to segment 
data and to make it accessible only on 
a need-to-know basis. To help CIOs 
provide this extra level of security, iM-
anage Security Policy Manager ena-
bles professional services firms to easily 
manage their global security policies at 
scale, including need-to-know access 
to sensitive content, ethical walls and 
internal segregation of other material. 
This can minimise the impact of a secu-
rity breach without getting in the way 
of firms’ workflows.

Alongside this, iManage Threat Man-
ager uses behavioural analytics lev-

eraged from historical and contextual 
information gained from the widely 
used iManage Work system to identify 
when a breach has taken place.  

iManage Threat Manager results 
in more accurate and faster identifi-
cation of both external and internal 
threats. It will dramatically reduce 
the number of “false positives” that 
plague many other approaches by 
applying adaptive behavioural mod-
elling and machine-learning. It is 
easily integrated with the broader 
information security stack including 
security information and event man-
agement (SIEM) tools, and can easily 
push alerts and supporting informa-
tion into a SIEM solution to create an 
integrated attack timeline.

Both Security Policy Manager and 
Threat Manager will become general-
ly available in the first half of this year 
for on-premises deployment or via 
the iManage Cloud.

“These two new products go hand 
in hand to protect law firms,” says Mr 
Raine. “One segments access to the 
minimum set while the other checks 
and monitors all staff to ensure that 
their behaviours are not unusual. Be-
tween them they offer greater oppor-
tunities for CIOs to protect their col-
leagues from cyber attack and their 
firms from the reputational damage 
resulting from a breach.” 

For more information please visit
www.imanage.com
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Nordics generally enjoy the best and 
fairest rule of law. Denmark topped 
the list, particularly in terms of an 
absence of corruption. However, there 
were causes for concern last year 
after more than a dozen members of 
parliament withheld information about 
their asset declarations and expenses 
irregularities were discovered at the 
police works council.
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RULE OF LAW INDEX SCORE AND FACTORS 
FOR SELECTED COUNTRIES Top tercile Middle tercile Bottom  tercile
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0.31-0.4
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0.51-0.6

0.61-0.7

0.71-0.8

0.81-0.9

Eighth in the global 
rankings, New Zealand’s 
overall score was shored 
up by an absence of 
corruption and limits on 
government powers by 
the legislature, judiciary 
and independent 
auditing.

NEW ZEALAND

The UK ranked tenth in 
the Rules of Law Index, 
but its weakest score 
was for civil justice, 
which assesses whether 
civil justice systems are 
accessible and affordable, 
free of discrimination 
and corruption. However, 
the UK ranked above 
average for constraints on 
government powers, which 
measures the extent to 
which those who govern 
are bound by law.

UK

Venezuela’s rule of law is ranked as 
the weakest across the 113 nations in 
the survey. With judges often fearing 
prison for unpopular decisions and the 
majority of human rights complaints 
not making it to trial, the deficiencies 
of the judicial system have resulted in 
a climate of insecurity and impunity, 
which many claim threatens democracy 
and violates basic human rights.

VENEZUELA

The Communist Party has openly declared its drive 
to improve the rule of law, though critics say a large 
gap still exists between ideals and reality. China may 
have ranked highly in terms of order and security, but 
well below average on the other seven factors, with 
a particularly low score for fundamental rights. The 
alleged ongoing detention and torture of lawyers and 
government critics only substantiate that score.

CHINA

UAE, ranked 33rd in the global survey, 
has the best and fairest rule of law 
across the Middle East and North 
Africa. The federation enjoys some of 
the lowest violent crime rates in the 
world, affording it above-average 
scores for criminal justice, and order 
and security.

UNITED ARAB EMIRATES

Ranked below average on 
almost all measures of rule 
of law, Afghanistan’s justice 
system has suffered greatly 
from a three-decade-long civil 
war, with customary, informal 
systems overriding a national 
legislative framework.

AFGHANISTAN

Singapore, the only Asian nation in the 
top ten overall, ranked first globally in 
terms of order and security, buffeted 
by relatively low levels of crime and 
civil conflict.
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RULE 
OF LAW
The law should theoretically apply equally to 
all, rulers and ruled alike. World Justice Project’s 
annual Rule of Law Index ranks 113 nations’ 
adherence to eight dimensions of the rule of law, 
measuring factors such as levels of corruption  
and regulatory enforcement of government 
powers and fundamental rights. All countries are 
given an overall score on a scale of zero to one.  
The research, published last October, surveyed 
the general public, and national practitioners and 
academics, with expertise in civil and commercial law, 
criminal justice, labour law and public health.
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well below average on the other seven factors, with 
a particularly low score for fundamental rights. The 
alleged ongoing detention and torture of lawyers and 
government critics only substantiate that score.
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has the best and fairest rule of law 
across the Middle East and North 
Africa. The federation enjoys some of 
the lowest violent crime rates in the 
world, affording it above-average 
scores for criminal justice, and order 
and security.
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almost all measures of rule 
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from a three-decade-long civil 
war, with customary, informal 
systems overriding a national 
legislative framework.

AFGHANISTAN

Singapore, the only Asian nation in the 
top ten overall, ranked first globally in 
terms of order and security, buffeted 
by relatively low levels of crime and 
civil conflict.
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all, rulers and ruled alike. World Justice Project’s 
annual Rule of Law Index ranks 113 nations’ 
adherence to eight dimensions of the rule of law, 
measuring factors such as levels of corruption  
and regulatory enforcement of government 
powers and fundamental rights. All countries are 
given an overall score on a scale of zero to one.  
The research, published last October, surveyed 
the general public, and national practitioners and 
academics, with expertise in civil and commercial law, 
criminal justice, labour law and public health.
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COMMERCIAL FEATURE

‘eBay justice  ’ looks like future
England and Wales 
look set to follow 
trailblazers in rolling 
out value-for-money 
online tribunals which 
sidestep the courts  
to resolve disputes  
via the internet

CATHERINE BAKSI

Beside the courts, law firms 
are increasingly aiming to 
go digital. Multinational 
Gowling WLG is embarking 
on a change programme to 
digitise across its 18 offices in 
Canada, the UK, continental 
Europe, the Middle East, 
China and Singapore.

Derek Southall, partner 
and head of innovation and 
digital, explains: “To be the 
best we can, we are keen 
to do things faster, quicker 
and cheaper. In recent years 
we have concentrated on 
optimising infrastructure. 
Now we are focusing 
more on improving the 
productivity of our lawyers 
and how we work  
with clients.”

Mr Southall says the firm 
has split its focus into three 
areas: digital basics, for 
instance communication 
and document management 
tools; enabling technologies, 
for example optimising use 

of case management and 
litigation support systems, 
document automation 
and workflow tools, and 
mobiles devices; and the 
digital future, such as more 
disruptive technologies, 
like the emerging artificial 
intelligence and robotic 
process automation tools, 
blockchain, and analytics. 

The firm is working to 
implement digital plans 
across all its groups. A core 
first step is to measure the 
“digital fitness” of each 
team. Not, he insists, to 
provide a negative school 
report, but to show people 
how advanced they are 
compared to their peers.

“Our mission is to arm our 
teams to be the best they 
can, to deliver the best 
service to the clients in an 
increasingly digitised world. 
It’s a win-win-win situation 
for the firm, our staff and our 
clients,” says Mr Southall. 

CASE STUDY

GOWLING WLG

ONLINE DISPUTE RESOLUTION

T he digital revolution has 
not escaped the courts. The 
courtroom of tomorrow may 
no longer involve litigants 

and their lawyers pitching up armed 
with reams of papers to do battle be-
fore robed, bewigged judges. In fact, 
for many it may not involve a court 
at all. Judges could be replaced by 
computers and the courtroom with 
the internet to meet the needs of the 
21st-century litigants.

Last month Lord Chancellor and 
Justice Secretary Liz Truss (pic-
tured) unveiled the Prisons and 
Courts Bill. Aside from wide-rang-
ing plans to reform prisons, the Bill 
contained proposals to enable people 
and businesses with claims worth up 
to £25,000 to use an online digital 
process instead of going to court. 

Constrained by a much-dimin-
ished budget, the Ministry of Jus-
tice is keenly aware of the savings 
that can be made by a reduced 
reliance on courts, which are not 
cheap to run. 

And, as the cost of lawyers is in-
creasingly out of reach for many 
ordinary people, it seems like a win-
win situation that will provide swift-
er, simpler, cheaper access to justice 
for more people. 

The moves build on automation 
that already exists for the initial stag-
es of some court processes, includ-
ing bulk automated claims, and the 
money and possession claims online. 

The proposals follow a report 
from the Civil Justice Council, led 
by Professor Richard Susskind, and 
backed and built on by senior judg-
es to deal with cases in three stages 
– starting with a largely automat-
ed, interactive online process to 
identify the issues and lodge doc-
umentary evidence, followed by 
conciliation and case management 
by case offices, before resolution 
by a judge if required.

England and Wales have so far 
lagged behind other jurisdictions 
when it comes to making use of on-
line dispute resolution, dubbed by 
detractors as “eBay justice”.

Since 2007, the Dutch govern-
ment’s legal aid board has operated 
an online platform called Rechtwi-
jzer (Roadmap to justice). It helps 
around 700 separating or divorcing 
couples a year to handle their break-
up, and ancillary issues like custody 
and child-support, themselves. 

And earlier this year British Co-
lombia in Canada set up an online 
civil tribunal to enable citizens to 
deal with small-value property and 
land disputes. Initially voluntary, 
the system will eventually become 
mandatory.

The online legal solutions operate 
in a similar way to eBay’s systems, 
using algorithms to guide users 
through a series of questions and 
explanations to help them reach a 
settlement by themselves, with re-
course to a judge or arbitration for 
those unable to reach agreement.

In England and Wales, the Bar 
Council and the Law Society, 
the groups that represent barris-
ters and solicitors respectively, 
support reforms to increase effi-
ciency and make better use of re-
sources, but they are circumspect 
about the manner and speed of 
change, which appears to be driv-
en by the Justice Ministry’s court  
closure programme.

Law Society president Robert 
Bourns says the online court “can-
not fill the immediate gap created 
by each court closure”. 

The Law Society, he says, agrees 
that a modernised court service and 
efficient use of technology would 
benefit all court users, but states it 
would be better to modernise the 
courts with new technology, assess 
how it is working and then consid-
er savings, rather than the other  
way around. 

In a world where most people are 
used to conducting many aspects of 
their lives online, Mr Bourns accepts 
that digitisation has a central place 
in the modern courts and tribunals 
service. But he insists there must 
also be channels available for those 
who are unable to interact digitally. 

Professor Roger Smith, former di-
rector of Justice and consultant to 
the Legal Education Foundation, 
supports the notion of online courts, 
providing they are done properly. 
But he warns the change must not 
be done too quickly or without prop-
er piloting and evaluation. 

To ensure those potential litigants 
who are not online are not denied 
access to justice, he proposes run-
ning a parallel online and physical 
court system. 

UK PUBLIC SPENDING ON LAW COURTS (£BN)

HM Treasury 2016
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In just over 12 months, the UK will 
undergo the most significant up-
grade to data protection law 
seen in 20 years. 

The General Data Protection Reg-
ulation (GDPR) stipulates new mini-
mum requirements with which any 
documented personal information 
must comply, for the protection of 
all EU citizens.

While Brexit has dominated con-
versations for more than a year now, 
the reality is that companies must 
act now to ensure their data protec-
tion systems and procedures meet 
the GDPR standards in time for the 
May 2018 deadline. 

In any law firm, thousands of doc-
uments exist containing sensitive 
personal information. Should it ever 
wind up in the wrong hands, the out-
come would be at best embarrass-
ing, at worst commercial suicide, or 
an unlawful breach of the GDPR.

Software from DocsCorp ensures 
that the right information gets into 
the right hands, only ever as intended.

Lawyers hold scans of clients’ ID 
documents for various purposes in-
cluding compliance with anti-money 
laundering legislation. These docu-
ments are often scanned, saved as 
image-only files of mixed quality and 
finally stored in the law firm’s chosen 
document management system.

Preparing for an audit is stressful 
enough, but imagine if you had no 
insight into a quarter of your infor-
mation. DocsCorp says some data 
is unsearchable, or “dark”, meaning 
that most companies can’t locate 20 
to 30 per cent of data they possess.

Assuming files are organised by 
client surname, or even ID type, 
there will be thousands with similar 
names through which you have to 
sift to locate a particular file. 

Protect against 
accidental 
data disclosure
With European Commission regulation imminent, it’s time to 
install software to protect sensitive information and ensure it 
doesn’t go astray 

contentCrawler is an integrated 
analysis, processing and reporting 
system from DocsCorp that quickly 
scans image files, “reads” the con-
tent using optical character rec-
ognition and converts the files into 
text-searchable PDF format, which 
makes searches more effective. 
Having illuminated the dark data, 
contentCrawler also has the ability 
to compress these files for more ef-
ficient storage.

Poring over endless unreadable 
files may be inefficient and costly 
and, given the looming GDPR, puts 
firms at risk of being non-com-
pliant. But a bigger risk is if you 
accidentally sent sensitive infor-
mation you didn’t even know you 
were sending. 

As well as sharing “hidden” infor-
mation, such as the original author, 
number of versions and time spent 
on revisions, unintentional data dis-
closure can be much more dam-
aging, says Ben Mitchell, Europe, 
Middle East and Africa vice presi-
dent for DocsCorp.

“We once saw a law firm with an 
incredible spreadsheet logging all 
their clients and their respective 
fees,” he says. “One lawyer thought 
he was only copying selected cells 
into a proposal document, but had 
actually been embedding the entire 
spreadsheet instead. 

“A simple double-click would bring 
up the lawyer’s entire client list and a 
historical rate card showing what they 
all were being charged.”

Beyond commercial sensitivities, 
another area where breach of confi-
dentiality is important is clinical neg-
ligence, where patient health data 
has been released.

Mr Mitchell says: “If a sensitive 
e-mail or attachment contains more 
information than it should and is sent 
to the wrong person, that puts firms 
in very dicey territory. It forces them 
to make declarations to their clients 
about data breaches.” 

cleanDocs is DocsCorp’s meta-
data removal software. It “cleans” 
outbound documents of all hidden 
data, protecting organisations from 
accidental information disclosure 
and metadata leaks.

With GDPR now imminent, the 
brightest legal minds are making ef-
forts to ensure they have the requi-
site storage and retention policies in 
place for sensitive content.

But as Mr Mitchell warns: “You first 
need to be able to isolate where that 
content is and, if you can’t search for 
it, it is invisible. 

“This doesn’t preclude the Informa-
tion Commissioner’s Office from audit-
ing you and issuing fines because you 
cannot adequately isolate where you 
are storing sensitive personal data. 

“Today’s businesses must have safe-
guarding technology tools in place to 
help them comply with GDPR. Now is 
the time to prepare before it’s too late.”

For more information please visit
www.docscorp.com

BEN MITCHELL
EUROPE, MIDDLE EAST AND AFRICA 

VICE PRESIDENT, DOCSCORP

Software from 
DocsCorp ensures that 
the right information gets 
into the right hands
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‘eBay justice  ’ looks like future
England and Wales 
look set to follow 
trailblazers in rolling 
out value-for-money 
online tribunals which 
sidestep the courts  
to resolve disputes  
via the internet

CATHERINE BAKSI

Beside the courts, law firms 
are increasingly aiming to 
go digital. Multinational 
Gowling WLG is embarking 
on a change programme to 
digitise across its 18 offices in 
Canada, the UK, continental 
Europe, the Middle East, 
China and Singapore.

Derek Southall, partner 
and head of innovation and 
digital, explains: “To be the 
best we can, we are keen 
to do things faster, quicker 
and cheaper. In recent years 
we have concentrated on 
optimising infrastructure. 
Now we are focusing 
more on improving the 
productivity of our lawyers 
and how we work  
with clients.”

Mr Southall says the firm 
has split its focus into three 
areas: digital basics, for 
instance communication 
and document management 
tools; enabling technologies, 
for example optimising use 

of case management and 
litigation support systems, 
document automation 
and workflow tools, and 
mobiles devices; and the 
digital future, such as more 
disruptive technologies, 
like the emerging artificial 
intelligence and robotic 
process automation tools, 
blockchain, and analytics. 

The firm is working to 
implement digital plans 
across all its groups. A core 
first step is to measure the 
“digital fitness” of each 
team. Not, he insists, to 
provide a negative school 
report, but to show people 
how advanced they are 
compared to their peers.

“Our mission is to arm our 
teams to be the best they 
can, to deliver the best 
service to the clients in an 
increasingly digitised world. 
It’s a win-win-win situation 
for the firm, our staff and our 
clients,” says Mr Southall. 

CASE STUDY

GOWLING WLG

ONLINE DISPUTE RESOLUTION

T he digital revolution has 
not escaped the courts. The 
courtroom of tomorrow may 
no longer involve litigants 

and their lawyers pitching up armed 
with reams of papers to do battle be-
fore robed, bewigged judges. In fact, 
for many it may not involve a court 
at all. Judges could be replaced by 
computers and the courtroom with 
the internet to meet the needs of the 
21st-century litigants.

Last month Lord Chancellor and 
Justice Secretary Liz Truss (pic-
tured) unveiled the Prisons and 
Courts Bill. Aside from wide-rang-
ing plans to reform prisons, the Bill 
contained proposals to enable people 
and businesses with claims worth up 
to £25,000 to use an online digital 
process instead of going to court. 

Constrained by a much-dimin-
ished budget, the Ministry of Jus-
tice is keenly aware of the savings 
that can be made by a reduced 
reliance on courts, which are not 
cheap to run. 

And, as the cost of lawyers is in-
creasingly out of reach for many 
ordinary people, it seems like a win-
win situation that will provide swift-
er, simpler, cheaper access to justice 
for more people. 

The moves build on automation 
that already exists for the initial stag-
es of some court processes, includ-
ing bulk automated claims, and the 
money and possession claims online. 

The proposals follow a report 
from the Civil Justice Council, led 
by Professor Richard Susskind, and 
backed and built on by senior judg-
es to deal with cases in three stages 
– starting with a largely automat-
ed, interactive online process to 
identify the issues and lodge doc-
umentary evidence, followed by 
conciliation and case management 
by case offices, before resolution 
by a judge if required.

England and Wales have so far 
lagged behind other jurisdictions 
when it comes to making use of on-
line dispute resolution, dubbed by 
detractors as “eBay justice”.

Since 2007, the Dutch govern-
ment’s legal aid board has operated 
an online platform called Rechtwi-
jzer (Roadmap to justice). It helps 
around 700 separating or divorcing 
couples a year to handle their break-
up, and ancillary issues like custody 
and child-support, themselves. 

And earlier this year British Co-
lombia in Canada set up an online 
civil tribunal to enable citizens to 
deal with small-value property and 
land disputes. Initially voluntary, 
the system will eventually become 
mandatory.

The online legal solutions operate 
in a similar way to eBay’s systems, 
using algorithms to guide users 
through a series of questions and 
explanations to help them reach a 
settlement by themselves, with re-
course to a judge or arbitration for 
those unable to reach agreement.

In England and Wales, the Bar 
Council and the Law Society, 
the groups that represent barris-
ters and solicitors respectively, 
support reforms to increase effi-
ciency and make better use of re-
sources, but they are circumspect 
about the manner and speed of 
change, which appears to be driv-
en by the Justice Ministry’s court  
closure programme.

Law Society president Robert 
Bourns says the online court “can-
not fill the immediate gap created 
by each court closure”. 

The Law Society, he says, agrees 
that a modernised court service and 
efficient use of technology would 
benefit all court users, but states it 
would be better to modernise the 
courts with new technology, assess 
how it is working and then consid-
er savings, rather than the other  
way around. 

In a world where most people are 
used to conducting many aspects of 
their lives online, Mr Bourns accepts 
that digitisation has a central place 
in the modern courts and tribunals 
service. But he insists there must 
also be channels available for those 
who are unable to interact digitally. 

Professor Roger Smith, former di-
rector of Justice and consultant to 
the Legal Education Foundation, 
supports the notion of online courts, 
providing they are done properly. 
But he warns the change must not 
be done too quickly or without prop-
er piloting and evaluation. 

To ensure those potential litigants 
who are not online are not denied 
access to justice, he proposes run-
ning a parallel online and physical 
court system. 

UK PUBLIC SPENDING ON LAW COURTS (£BN)

HM Treasury 2016
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In just over 12 months, the UK will 
undergo the most significant up-
grade to data protection law 
seen in 20 years. 

The General Data Protection Reg-
ulation (GDPR) stipulates new mini-
mum requirements with which any 
documented personal information 
must comply, for the protection of 
all EU citizens.

While Brexit has dominated con-
versations for more than a year now, 
the reality is that companies must 
act now to ensure their data protec-
tion systems and procedures meet 
the GDPR standards in time for the 
May 2018 deadline. 

In any law firm, thousands of doc-
uments exist containing sensitive 
personal information. Should it ever 
wind up in the wrong hands, the out-
come would be at best embarrass-
ing, at worst commercial suicide, or 
an unlawful breach of the GDPR.

Software from DocsCorp ensures 
that the right information gets into 
the right hands, only ever as intended.

Lawyers hold scans of clients’ ID 
documents for various purposes in-
cluding compliance with anti-money 
laundering legislation. These docu-
ments are often scanned, saved as 
image-only files of mixed quality and 
finally stored in the law firm’s chosen 
document management system.

Preparing for an audit is stressful 
enough, but imagine if you had no 
insight into a quarter of your infor-
mation. DocsCorp says some data 
is unsearchable, or “dark”, meaning 
that most companies can’t locate 20 
to 30 per cent of data they possess.

Assuming files are organised by 
client surname, or even ID type, 
there will be thousands with similar 
names through which you have to 
sift to locate a particular file. 

Protect against 
accidental 
data disclosure
With European Commission regulation imminent, it’s time to 
install software to protect sensitive information and ensure it 
doesn’t go astray 

contentCrawler is an integrated 
analysis, processing and reporting 
system from DocsCorp that quickly 
scans image files, “reads” the con-
tent using optical character rec-
ognition and converts the files into 
text-searchable PDF format, which 
makes searches more effective. 
Having illuminated the dark data, 
contentCrawler also has the ability 
to compress these files for more ef-
ficient storage.

Poring over endless unreadable 
files may be inefficient and costly 
and, given the looming GDPR, puts 
firms at risk of being non-com-
pliant. But a bigger risk is if you 
accidentally sent sensitive infor-
mation you didn’t even know you 
were sending. 

As well as sharing “hidden” infor-
mation, such as the original author, 
number of versions and time spent 
on revisions, unintentional data dis-
closure can be much more dam-
aging, says Ben Mitchell, Europe, 
Middle East and Africa vice presi-
dent for DocsCorp.

“We once saw a law firm with an 
incredible spreadsheet logging all 
their clients and their respective 
fees,” he says. “One lawyer thought 
he was only copying selected cells 
into a proposal document, but had 
actually been embedding the entire 
spreadsheet instead. 

“A simple double-click would bring 
up the lawyer’s entire client list and a 
historical rate card showing what they 
all were being charged.”

Beyond commercial sensitivities, 
another area where breach of confi-
dentiality is important is clinical neg-
ligence, where patient health data 
has been released.

Mr Mitchell says: “If a sensitive 
e-mail or attachment contains more 
information than it should and is sent 
to the wrong person, that puts firms 
in very dicey territory. It forces them 
to make declarations to their clients 
about data breaches.” 

cleanDocs is DocsCorp’s meta-
data removal software. It “cleans” 
outbound documents of all hidden 
data, protecting organisations from 
accidental information disclosure 
and metadata leaks.

With GDPR now imminent, the 
brightest legal minds are making ef-
forts to ensure they have the requi-
site storage and retention policies in 
place for sensitive content.

But as Mr Mitchell warns: “You first 
need to be able to isolate where that 
content is and, if you can’t search for 
it, it is invisible. 

“This doesn’t preclude the Informa-
tion Commissioner’s Office from audit-
ing you and issuing fines because you 
cannot adequately isolate where you 
are storing sensitive personal data. 

“Today’s businesses must have safe-
guarding technology tools in place to 
help them comply with GDPR. Now is 
the time to prepare before it’s too late.”

For more information please visit
www.docscorp.com

BEN MITCHELL
EUROPE, MIDDLE EAST AND AFRICA 

VICE PRESIDENT, DOCSCORP

Software from 
DocsCorp ensures that 
the right information gets 
into the right hands
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too prevalent in law firms.” He pre-
dicts more fallout for the industry: 
“The real crunch for many may not 
be the implosion we saw at KWM, 
but a growing client revolt. Clients 
know when law firms are reward-
ing lawyers on hours billed or other 
measures that bear no relation to 
the client’s objectives and they see 
the consequences in the invoices 
they’re sent.”

And the verein structure? Views 
vary. Mark Briegal, partner at Aaron 
& Partners, says there are challeng-
es with the structure. “Problems 
can quickly manifest themselves 
around issues such as the sharing 
of costs, profits and shared liability, 
especially if an overarching vision 
of fairness has not been commu-
nicated and mutually accepted by 
all partners. In the case of KWM, it 
seems that some of these issues had 
emerged and were not adequately 
dealt with,” he says.

A lesson is that verein structures 
need to collaborate. Philip Wat-
kins, partner at FRP Advisory, 
which helps restructure law firms, 
says: “It is important that there is 
a one firm culture that encourages 
partners to work together across 
different territories or offices.” Af-
ter the KWM debacle, it’s hard to 
argue with that. 

Size is a final issue. The scale of 
KWM failed to save it. Lawyers at 
mid-sized practices may take com-
fort from this. As Steve Roberts 
of solicitors Richard Nelson says: 
“Perhaps one of the key lessons to 
be learnt is big is not always beau-
tiful and that big is not always safe. 
It is often assumed that the bigger 
the better and that there is safe-
ty in numbers. Clearly, that does 
not appear to have been the case  
with KWM.” 

COMMERCIAL FEATURE

Post mortem: 
why KWM collapsed

LEGAL LESSONS

What lessons can be learnt from the failure of a global 
law firm whose motto was “The power of together”?

T he collapse of the Euro-
pean arm of King & Wood 
Mallesons was one of those 
dramatic moments which 

gripped the entire legal world. Le-
gal Week mused that at one point 
pretty much all its top stories were 
on KWM. The interest was more 
than gossip. There was, and is, gen-
uine interest in why such a huge 
law brand came tumbling down. 

Legal analyst Mark A. Cohen 
wrote in Forbes that the Swiss vere-
in structure was partly to blame. 
KWM’s Chinese and Australian 
units operated as independent le-
gal entities under the system. It is 
the reason why KWM’s other enti-
ties continue to thrive today, de-
spite the loss of KWM Europe and 
Middle East. 

Mr Cohen described vereins as 
“legal networks masquerading as 
unified firms”. He criticised the 
lack of shared interest, reward or 
ethos: “This is not your mom or 
dad’s version of a partnership or a 
law firm.”

The most thorough analysis came 
from The American Lawyer, which 
interviewed 30 current and former 
partners to piece together what hap-
pened. Along with analysis from 
other industry commentators, we 
now have a good idea of what real-
ly went wrong and what other law 
firms can learn.

First up, the root causes ran deep. 
KWM was formed by a merger be-
tween SJ Berwin and KWM in 2013. 
SJ Berwin came to the deal with 
profound problems, the highlight 
of which was the collapse of reve-
nue from private equity and real 
estate work during the financial 

CHARLES ORTON-JONES

crash. SJ Berwin’s revenue fell 14 per 
cent in the year to April 2009 and 
equity partner profits halved from 
£801,000 to £410,000.

The merger was way out. It would 
create a law firm with a powerful 
Chinese and European presence. 
This was achieved, but only super-
ficially. Post-merger work deriving 
from China was accepted at massive 
discounts of up to 80 per cent. 

A former partner disclosed to 
The American Lawyer: “We were 
told that we’d have to do the work 
at knockdown rates because it was 
an important client for the firm 
in China and we couldn’t afford 
to upset them, but we’d then get 
a kicking for not doing the work  
as profitably.”

The firm was badly run. A clas-
sic example is the remuneration 
policy, as this quote from a for-
mer partner makes clear: “If I sent 
work to other [KWM] partners, it 
would be out of my numbers at 
the end of the year. It was better 
for me to send it to another firm 
as I’d then still be the one invoic-

ing the client, so I’d get the credit  
for everything.”

As the management started to 
panic the strategy became erratic. 
The focus moved to capital mar-
kets mergers and acquisitions, yet 
the London office struggled in this 
domain. The operation was stream-
lined from seventeen practice 
groups to three. Around 15 per cent 
of partners were asked to leave. 

The real estate practice was hard-
est hit. More than half the partners 

were forced out or de-equitised. 
When the top private equity team 
in Paris defected, it was curtains. 
The remnants of KWM struggled 
to pay for even the stationery. At-
tempts to raise money via a capital 
call from partners failed, as not 
enough partners bought into the 
scheme. Barclays, which had pa-
tiently funded the turnaround, in 
the end pulled the plug.

What went wrong? Take your 
pick. The de-equitisation is clearly 
an issue which resonates. Rustom 
Tata, chairman of DMH Stallard, 
comments: “De-equitisation is 
a blunt instrument. It can cause 
real dissatisfaction and many 
firms will find a former full-equity 
partner will leave, rather than re-
main in the firm and being seen as 
having failed. The loss to the firm 
of the goodwill and connections 
around that individual partner can 
be considerable.”

The reward system was terrible. 
Richard Burcher, who runs glob-
al pricing consultancy Validatum, 
says: “Perverse incentives are all 

It is important 
that there is a 

one firm culture 
that encourages 
partners to work 
together across 

different territories 
or offices

£30m
rumoured 

debt held by 
KWM Europe 
at the time of 

administration
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‘IT’S HOW WE DELIVER THE BEST SERVICE TO OUR CLIENTS BY BECOMING MORE EFFICIENT’

How the smart law revolution 
is going to transform your fi rm
Companies are demanding a faster, more secure and cost-e� ective service as well as remote working capabilities 
from their legal advisers. Only those fi rms that embrace “smart law” can meet these demands

Companies in virtually all 
industries are faced with 
the challenge of embrac-
ing “digital transforma-

tion” and integrating technology 
into all areas of their business to 
drive fundamental changes in the 
way they operate and deliver value 
to their clients. Law fi rms are not 
immune from this change and cli-
ents are imposing greater require-
ments on their legal advisers than 
ever before. Their increased expec-
tations on lowering costs and faster 
delivery of legal services are forcing 
law fi rms to change fundamentally 
the way they do business.

Fortunately, new technologies are 
enabling professional legal teams 
to collaborate on projects more 
quickly and e�  ciently, irrespective 
of their location, o�  ce or time zone. 
Gone are the days of “chasing fi les” 
or “our expert was unavailable”, 
holding up completion of critical 
documents. This smart law revolu-
tion is prompting more and more of 
the world’s leading law fi rms to turn 
to HighQ, a pioneer in this space, 
whose legal collaboration solutions 
combine cutting-edge technolo-
gy with high-grade security to help 
fi rms collaborate, communicate and 
share information securely.

“The digital transformation is 
giving the legal profession the 
opportunity to engage with con-
sumer grade, intuitive and readi-
ly adaptable software to provide 
better solutions for clients,” says 
Dan Wright, partner for service in-
novation at Osborne Clarke LLP, a 
HighQ client. “The opportunities 
that this poses for law fi rms, working 

with their clients, are really exciting. 
Having tools that allow our people 
to get on with helping solve clients’ 
problems, as well as creating new 
ideas that deliver more value to cli-
ents, is really important.”

HighQ’s platform enables law fi rms 
to satisfy the growing demands of 
their clients for greater speed and 
agility, as well as remote working 
and easier collaboration. “Many 
major law fi rms are benefi ting from 
the solutions we o� er, but there’s 
still much more opportunity for dig-
itisation and transformation of legal 

services than people realise,” says 
Stuart Barr, chief product and strat-
egy o�  cer at HighQ.

By automating processes and 
opening a new world of collabora-
tive working, HighQ can help fi rms to 
provide a better client experience, 
execute transactions faster and 

support clients that expect their 
legal advisers to be ready to move 
when they are. As in every area of 
business, the key personnel of law 
fi rms’ clients are now often based 
in di� erent cities, working from their 
o�  ce, from their home or from an 
airport lounge and they’re using dif-
ferent devices.  

“Clients want to collaborate with 
their lawyers in a way that o� ers 
instant, easy access,” says Mr Barr. 
“But importantly, they also expect 
communication and collabora-
tion to be secure. They’re looking 
for solutions that enable them to 
manage projects better, adopt 
techniques such as agile and lean 
working practices to optimise their 
processes and manage their trans-
actions more e�  ciently. Increasing-
ly, fi rms need to o� er more trans-
parency to their clients so they can 
see what is happening with a deal, 
almost in real time, and that’s why 
so many choose us.”

Mr Barr points to HighQ’s iSheets 
solution that digitises and auto-
mates formerly manual transac-
tional processes to make them more 
e�  cient, consistent and predicta-
ble. The company’s ethos is centred 
on marrying legal knowledge with 
technological expertise. “We talk 
about the ‘legal engineer’,” he says. 
“This is the person who drives inno-
vation and continuous improvement 
within the fi rm by understanding 
legal processes and applying tech-
nology intelligently to improve them. 
Legal engineers need a toolkit of 
solutions that they can combine 
quickly and easily using fl exible o� -
the-shelf tech to deliver a solution 
without needing to build their own 
systems or involve IT. 

“Over the next few years, having 
people with both the legal-do-
main expertise and know-how to 

leverage technology platforms will 
become even more important as 
fi rms look to design and build expert 
systems, train machine-learning al-
gorithms, and create the products 
and services that set some law fi rms 
apart from their competitors.”

Being able to integrate key pieces 
of technology is essential, he ex-
plains. For example, artifi cial in-
telligence (AI) platforms can be 
combined with collaboration and 
project management tools to opti-
mise due diligence and other trans-
actions massively. 

“Technology is becoming more in-
telligent and we’re only just begin-
ning the AI revolution with almost 
everything still to come,” says Mr 
Barr. HighQ is starting to build its 
own AI technology which it will be 
releasing later in the year and into 
next year. We believe our ability to 
develop in-house AI and combine it 
with other AI platforms will be crucial 
to solving di� erent problems. 

“We don’t believe there is going 
to be one AI platform to rule them 
all. The key will be to leverage mul-
tiple AI platforms and apply them 
specifically, according to their 
relative strengths. So that’s what 
we’re focused on – being a hub for 
collaboration, process optimisa-
tion and smart machine-learning 
to transform the way firms deliver 
legal services.

“These automated legal engines 
will make firms more efficient and 
profitable, enabling some law-
yers to focus exclusively on that 
higher-value bespoke work, while 
others build, maintain and update 
the software engines.”

Mr Barr concludes: “This is the key to 
success in the smart law revolution.”

For more infomation please visit
highq.com

Understanding that technology is 
an important factor in the delivery 
of legal services, global law firm 
Addleshaw Goddard started using 
iSheets, part of the HighQ collaborate 

suite of products, to win new work 
and deliver processes in a more 
streamlined way. They did this by 
analysing how best to make use of 
the technology and applying it across 
their practice areas.

The company search iSheet, for 
instance, is set up with pre-defined 
dropdown options and a fixed 
template, so instead of manually 
typing or pasting clauses into a 
template, users select the clauses 
they need and automatically generate 
a correctly formatted report. They 
have also applied this to a large 
business disposal using the iSheets 
functionality to speed up the transfer 
of more than 15,000 properties.

Along with their use of iSheets, 
Addleshaw Goddard continues to use 
the entire HighQ platform including 
secure fi le-sharing and storage, wikis, 
which they use for collaboration, data 
visualisation along with document 
automation tools. 

“There’s increasing pressure from 
clients these days to become more 
e�  cient,” says Mike Potter, partner 
and head of the fi rm’s transaction 
services team. “That requires us to use 
technology to automate more and more 
of the tasks that we do. This frees up 
resource to spend more time with clients 
and to generate more business. It’s 
about how we deliver the best service to 
our clients. HighQ helps us to do that.”

Technology is becoming 
more intelligent and we’re only just 
beginning the AI revolution with 
almost everything still to come
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too prevalent in law firms.” He pre-
dicts more fallout for the industry: 
“The real crunch for many may not 
be the implosion we saw at KWM, 
but a growing client revolt. Clients 
know when law firms are reward-
ing lawyers on hours billed or other 
measures that bear no relation to 
the client’s objectives and they see 
the consequences in the invoices 
they’re sent.”

And the verein structure? Views 
vary. Mark Briegal, partner at Aaron 
& Partners, says there are challeng-
es with the structure. “Problems 
can quickly manifest themselves 
around issues such as the sharing 
of costs, profits and shared liability, 
especially if an overarching vision 
of fairness has not been commu-
nicated and mutually accepted by 
all partners. In the case of KWM, it 
seems that some of these issues had 
emerged and were not adequately 
dealt with,” he says.

A lesson is that verein structures 
need to collaborate. Philip Wat-
kins, partner at FRP Advisory, 
which helps restructure law firms, 
says: “It is important that there is 
a one firm culture that encourages 
partners to work together across 
different territories or offices.” Af-
ter the KWM debacle, it’s hard to 
argue with that. 

Size is a final issue. The scale of 
KWM failed to save it. Lawyers at 
mid-sized practices may take com-
fort from this. As Steve Roberts 
of solicitors Richard Nelson says: 
“Perhaps one of the key lessons to 
be learnt is big is not always beau-
tiful and that big is not always safe. 
It is often assumed that the bigger 
the better and that there is safe-
ty in numbers. Clearly, that does 
not appear to have been the case  
with KWM.” 

COMMERCIAL FEATURE

Post mortem: 
why KWM collapsed

LEGAL LESSONS

What lessons can be learnt from the failure of a global 
law firm whose motto was “The power of together”?

T he collapse of the Euro-
pean arm of King & Wood 
Mallesons was one of those 
dramatic moments which 

gripped the entire legal world. Le-
gal Week mused that at one point 
pretty much all its top stories were 
on KWM. The interest was more 
than gossip. There was, and is, gen-
uine interest in why such a huge 
law brand came tumbling down. 

Legal analyst Mark A. Cohen 
wrote in Forbes that the Swiss vere-
in structure was partly to blame. 
KWM’s Chinese and Australian 
units operated as independent le-
gal entities under the system. It is 
the reason why KWM’s other enti-
ties continue to thrive today, de-
spite the loss of KWM Europe and 
Middle East. 

Mr Cohen described vereins as 
“legal networks masquerading as 
unified firms”. He criticised the 
lack of shared interest, reward or 
ethos: “This is not your mom or 
dad’s version of a partnership or a 
law firm.”

The most thorough analysis came 
from The American Lawyer, which 
interviewed 30 current and former 
partners to piece together what hap-
pened. Along with analysis from 
other industry commentators, we 
now have a good idea of what real-
ly went wrong and what other law 
firms can learn.

First up, the root causes ran deep. 
KWM was formed by a merger be-
tween SJ Berwin and KWM in 2013. 
SJ Berwin came to the deal with 
profound problems, the highlight 
of which was the collapse of reve-
nue from private equity and real 
estate work during the financial 

CHARLES ORTON-JONES

crash. SJ Berwin’s revenue fell 14 per 
cent in the year to April 2009 and 
equity partner profits halved from 
£801,000 to £410,000.

The merger was way out. It would 
create a law firm with a powerful 
Chinese and European presence. 
This was achieved, but only super-
ficially. Post-merger work deriving 
from China was accepted at massive 
discounts of up to 80 per cent. 

A former partner disclosed to 
The American Lawyer: “We were 
told that we’d have to do the work 
at knockdown rates because it was 
an important client for the firm 
in China and we couldn’t afford 
to upset them, but we’d then get 
a kicking for not doing the work  
as profitably.”

The firm was badly run. A clas-
sic example is the remuneration 
policy, as this quote from a for-
mer partner makes clear: “If I sent 
work to other [KWM] partners, it 
would be out of my numbers at 
the end of the year. It was better 
for me to send it to another firm 
as I’d then still be the one invoic-

ing the client, so I’d get the credit  
for everything.”

As the management started to 
panic the strategy became erratic. 
The focus moved to capital mar-
kets mergers and acquisitions, yet 
the London office struggled in this 
domain. The operation was stream-
lined from seventeen practice 
groups to three. Around 15 per cent 
of partners were asked to leave. 

The real estate practice was hard-
est hit. More than half the partners 

were forced out or de-equitised. 
When the top private equity team 
in Paris defected, it was curtains. 
The remnants of KWM struggled 
to pay for even the stationery. At-
tempts to raise money via a capital 
call from partners failed, as not 
enough partners bought into the 
scheme. Barclays, which had pa-
tiently funded the turnaround, in 
the end pulled the plug.

What went wrong? Take your 
pick. The de-equitisation is clearly 
an issue which resonates. Rustom 
Tata, chairman of DMH Stallard, 
comments: “De-equitisation is 
a blunt instrument. It can cause 
real dissatisfaction and many 
firms will find a former full-equity 
partner will leave, rather than re-
main in the firm and being seen as 
having failed. The loss to the firm 
of the goodwill and connections 
around that individual partner can 
be considerable.”

The reward system was terrible. 
Richard Burcher, who runs glob-
al pricing consultancy Validatum, 
says: “Perverse incentives are all 

It is important 
that there is a 

one firm culture 
that encourages 
partners to work 
together across 

different territories 
or offices

£30m
rumoured 

debt held by 
KWM Europe 
at the time of 

administration
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‘IT’S HOW WE DELIVER THE BEST SERVICE TO OUR CLIENTS BY BECOMING MORE EFFICIENT’

How the smart law revolution 
is going to transform your fi rm
Companies are demanding a faster, more secure and cost-e� ective service as well as remote working capabilities 
from their legal advisers. Only those fi rms that embrace “smart law” can meet these demands

Companies in virtually all 
industries are faced with 
the challenge of embrac-
ing “digital transforma-

tion” and integrating technology 
into all areas of their business to 
drive fundamental changes in the 
way they operate and deliver value 
to their clients. Law fi rms are not 
immune from this change and cli-
ents are imposing greater require-
ments on their legal advisers than 
ever before. Their increased expec-
tations on lowering costs and faster 
delivery of legal services are forcing 
law fi rms to change fundamentally 
the way they do business.

Fortunately, new technologies are 
enabling professional legal teams 
to collaborate on projects more 
quickly and e�  ciently, irrespective 
of their location, o�  ce or time zone. 
Gone are the days of “chasing fi les” 
or “our expert was unavailable”, 
holding up completion of critical 
documents. This smart law revolu-
tion is prompting more and more of 
the world’s leading law fi rms to turn 
to HighQ, a pioneer in this space, 
whose legal collaboration solutions 
combine cutting-edge technolo-
gy with high-grade security to help 
fi rms collaborate, communicate and 
share information securely.

“The digital transformation is 
giving the legal profession the 
opportunity to engage with con-
sumer grade, intuitive and readi-
ly adaptable software to provide 
better solutions for clients,” says 
Dan Wright, partner for service in-
novation at Osborne Clarke LLP, a 
HighQ client. “The opportunities 
that this poses for law fi rms, working 

with their clients, are really exciting. 
Having tools that allow our people 
to get on with helping solve clients’ 
problems, as well as creating new 
ideas that deliver more value to cli-
ents, is really important.”

HighQ’s platform enables law fi rms 
to satisfy the growing demands of 
their clients for greater speed and 
agility, as well as remote working 
and easier collaboration. “Many 
major law fi rms are benefi ting from 
the solutions we o� er, but there’s 
still much more opportunity for dig-
itisation and transformation of legal 

services than people realise,” says 
Stuart Barr, chief product and strat-
egy o�  cer at HighQ.

By automating processes and 
opening a new world of collabora-
tive working, HighQ can help fi rms to 
provide a better client experience, 
execute transactions faster and 

support clients that expect their 
legal advisers to be ready to move 
when they are. As in every area of 
business, the key personnel of law 
fi rms’ clients are now often based 
in di� erent cities, working from their 
o�  ce, from their home or from an 
airport lounge and they’re using dif-
ferent devices.  

“Clients want to collaborate with 
their lawyers in a way that o� ers 
instant, easy access,” says Mr Barr. 
“But importantly, they also expect 
communication and collabora-
tion to be secure. They’re looking 
for solutions that enable them to 
manage projects better, adopt 
techniques such as agile and lean 
working practices to optimise their 
processes and manage their trans-
actions more e�  ciently. Increasing-
ly, fi rms need to o� er more trans-
parency to their clients so they can 
see what is happening with a deal, 
almost in real time, and that’s why 
so many choose us.”

Mr Barr points to HighQ’s iSheets 
solution that digitises and auto-
mates formerly manual transac-
tional processes to make them more 
e�  cient, consistent and predicta-
ble. The company’s ethos is centred 
on marrying legal knowledge with 
technological expertise. “We talk 
about the ‘legal engineer’,” he says. 
“This is the person who drives inno-
vation and continuous improvement 
within the fi rm by understanding 
legal processes and applying tech-
nology intelligently to improve them. 
Legal engineers need a toolkit of 
solutions that they can combine 
quickly and easily using fl exible o� -
the-shelf tech to deliver a solution 
without needing to build their own 
systems or involve IT. 

“Over the next few years, having 
people with both the legal-do-
main expertise and know-how to 

leverage technology platforms will 
become even more important as 
fi rms look to design and build expert 
systems, train machine-learning al-
gorithms, and create the products 
and services that set some law fi rms 
apart from their competitors.”

Being able to integrate key pieces 
of technology is essential, he ex-
plains. For example, artifi cial in-
telligence (AI) platforms can be 
combined with collaboration and 
project management tools to opti-
mise due diligence and other trans-
actions massively. 

“Technology is becoming more in-
telligent and we’re only just begin-
ning the AI revolution with almost 
everything still to come,” says Mr 
Barr. HighQ is starting to build its 
own AI technology which it will be 
releasing later in the year and into 
next year. We believe our ability to 
develop in-house AI and combine it 
with other AI platforms will be crucial 
to solving di� erent problems. 

“We don’t believe there is going 
to be one AI platform to rule them 
all. The key will be to leverage mul-
tiple AI platforms and apply them 
specifically, according to their 
relative strengths. So that’s what 
we’re focused on – being a hub for 
collaboration, process optimisa-
tion and smart machine-learning 
to transform the way firms deliver 
legal services.

“These automated legal engines 
will make firms more efficient and 
profitable, enabling some law-
yers to focus exclusively on that 
higher-value bespoke work, while 
others build, maintain and update 
the software engines.”

Mr Barr concludes: “This is the key to 
success in the smart law revolution.”

For more infomation please visit
highq.com

Understanding that technology is 
an important factor in the delivery 
of legal services, global law firm 
Addleshaw Goddard started using 
iSheets, part of the HighQ collaborate 

suite of products, to win new work 
and deliver processes in a more 
streamlined way. They did this by 
analysing how best to make use of 
the technology and applying it across 
their practice areas.

The company search iSheet, for 
instance, is set up with pre-defined 
dropdown options and a fixed 
template, so instead of manually 
typing or pasting clauses into a 
template, users select the clauses 
they need and automatically generate 
a correctly formatted report. They 
have also applied this to a large 
business disposal using the iSheets 
functionality to speed up the transfer 
of more than 15,000 properties.

Along with their use of iSheets, 
Addleshaw Goddard continues to use 
the entire HighQ platform including 
secure fi le-sharing and storage, wikis, 
which they use for collaboration, data 
visualisation along with document 
automation tools. 

“There’s increasing pressure from 
clients these days to become more 
e�  cient,” says Mike Potter, partner 
and head of the fi rm’s transaction 
services team. “That requires us to use 
technology to automate more and more 
of the tasks that we do. This frees up 
resource to spend more time with clients 
and to generate more business. It’s 
about how we deliver the best service to 
our clients. HighQ helps us to do that.”

Technology is becoming 
more intelligent and we’re only just 
beginning the AI revolution with 
almost everything still to come
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Strategic use of artificial intelligence by 
law firms is set to become a deciding factor 
for future success by improving client 
relationships and increasing profitability

Chatbots and
smart tech

ARTIFICIAL INTELLIGENCE

S ince the first “robot lawyer” 
hit the news in late-2015, legal 
artificial intelligence (AI) has 
seen an exponential take-up.

While Berwin Leighton Paisner 
(BLP) was first to deploy RAVN’s ap-
plied cognitive engine (ACE), RAVN’s 
clients now include major law firms 
and legal departments. RAVN recent-
ly hit the news for its role in expediting 
the Serious Fraud Office Rolls-Royce 
investigation and for its latest AI tool, 
which checks compliance with the 
General Data Protection Regulation. 

Popular tools include ROSS In-
telligence, which carries out legal 
research, and Kira Systems, which 
undertakes mergers and acquisitions 
due diligence and contract analysis. 
Like RAVN, both products combine 
natural language processing and ma-
chine-learning. The system responds 
to queries without requiring par-
ticular terminology, and its output 
becomes increasingly accurate as it 
learns from experience and feedback.

More accessible AI offerings re-
quire no up-front investment. 
RAVN’s Extract is a plug-and-play 
version of the ACE product. Due dili-
gence engine Luminance reads large 
volumes of data in different media 
contemporaneously and highlights 
exceptions and anomalies. Lumi-
nance does not require training and 
is deployed out of the box.

As legal AI matures, innovation is key 
to competitive advantage. “Winning 
firms will be able to combine large data 
sets with client and industry expertise 
to generate deep insights and automa-
tion,” says Bruce Braude, head of strate-
gic client technology at BLP. 

Isabel Parker, director of legal 
services innovation at Freshfields 
Bruckhaus Deringer, agrees: “Suc-
cessful firms will be teaching ma-
chine-learning algorithms using 

JOANNA GOODMAN
their own data sets and lawyers, and 
integrating different types of AI tech-
nology to create new products tai-
lored to their clients’ requirements.”  

While some firms, including Pinsent 
Masons and Linklaters, have developed 
AI tools in-house, others are build-
ing bespoke solutions on third-party 
platforms. Clifford Chance uses Kira 
Systems to create its own standard 
documents. Other firms have deployed 
Neota Logic, an AI platform for creat-
ing code-free apps, to provide self-ser-
vice real-time legal advice. Neota also 
powers Robot Lawyer LISA, an online 
non-disclosure agreement generator 
created by legal futurist Chrissie Light-
foot and her team at AI Tech Support. 

LISA works in a similar way to online 
chatbots that provide free access to 
justice. The trailblazer was Stanford 
University student Joshua Browder’s 
DoNotPay which has overturned more 
than 160,000 parking fines and han-
dled over 3,000 emergency housing 
applications. DoNotPay’s latest chat-
bot, which operates on the Facebook 
Messenger platform, helps refugees 
with immigration applications in the 
United States and Canada, and asylum 
support applications in the UK. 

While consumer and commercial 
technology has seen an explosion in 
voice-activated assistants, the legal 
sector is playing catch up. In April, 
business intelligence and analytics 
company Helm360 will launch Termi, 
a chatbot built on Microsoft’s cognitive 
services platform, which interrogates 
Thomson Reuters Elite legal practice 
management system via Skype, Mi-
crosoft Team or a web browser. 

As Bimal Dave, Helm360’s execu-
tive vice president of products and 
services, explains, Termi will enable 
lawyers and managers to request bill-
ing and other management informa-
tion. He says the idea is to “remove 
complexity and give users mobile ac-
cess to relevant information without 
logging into multiple platforms”.  

Litigation funding 
is extending its 
international reach 
and is an industry 
that is only set to 
grow stronger

Jurisdictions around 
the world join in

LITIGATION FUNDING

I n today’s uncertain economic 
times, getting a return on in-
vestments is a lot harder than it 
used to be. With interest rates at 

rock bottom and economic growth 
sluggish, investors need more imag-
inative ways to get a return on their 
money and there is one asset class 
in particular that is catching their 
attention – litigation.

Investing in a third party’s litiga-
tion or arbitration was once banned 
under English law, but these days it 
is a legitimate and thriving indus-
try. When a litigation funder is ap-
proached by a client with a strong 
legal claim, it will invest cash up 
front to pay for the running of the 
case. If the claim fails, the funder 
loses its investment. But if it wins, 
the funder’s gamble is generously 
rewarded and it will often receive 

around three times what it put in, 
paid from the client’s damages. 

So litigation funding can be expen-
sive for clients, but it provides the 
up-front finance that smaller busi-
nesses may need to fight their case. 
Or for deep-pocketed corporates, it 
simply allows them to offload the 
risk element of the litigation. 

Recent statistics published by City 
law firm Reynolds Porter Chamber-
lain put the amount of cash funders 
committed to UK litigation at £723 
million last year, up 25 per cent on 
2015. Meanwhile funders are find-
ing it easier than ever to attract 
investors, with Australian funder 
IMF Bentham launching a new 
$200-million vehicle to fund US cas-
es in February, while UK funder Cal-
unius launched a new £100-million 
fund in November. 

RACHEL ROTHWELL

But it is not just the traditional strong-
holds of the UK, Australia and Unit-
ed States where litigation funding is 
blooming; the industry is now spread-
ing its roots into new parts of the globe. 
In the context of international arbitra-
tion disputes, two key Asian financial 
centres have recently made bold moves 
to welcome the funding industry: Sin-
gapore and Hong Kong.

When it comes to the highly lucra-
tive field of international arbitra-
tion, the fight to be top dog as the 
seat for resolving these disputes is 
scrappy and competitive with Lon-
don, Paris, Geneva, Hong Kong and 
Singapore all in the fray. According 
to Steven Friel, chief executive of 
Woodsford Litigation Funding, hav-
ing clear rules permitting parties 
to use litigation funding is now es-
sential if an arbitration centre is to 
avoid “losing its crown”, putting the 
two Asian centres at risk of lagging 
behind their European competitors.

Elbow to elbow, the Asian rivals 
have been racing to make the legal 
reforms needed to enable parties to 
arbitration to use litigation funders. 
Hong Kong was the first to start the 

process, but Singapore pipped it to 
the post earlier this month. The rel-
evant law came into force there on 
March 1, replete with regulations and 
a change to the lawyers’ professional 
rules. This means that parties to an 
international arbitration being heard 
in Singapore can now seek finance 
from litigation funders, in line with 
the other major arbitration seats. 

Similar steps will follow soon in 
Hong Kong, which is expected to 
come panting across the finish line 
by the end of June.

For Ruth Stackpool-Moore, head of 
the Hong Kong office at Harbour Lit-
igation Funding, the changes will be 
a big plus-point for both Asian juris-
dictions. And she cautions: “In light 
of uncertainties associated with 
the UK’s decision to leave the EU, it 
could be, at least to some extent, at 
London’s expense.” 

Sam Luttrell, counsel at global law 
firm Clifford Chance, adds that now 
the ball has been set rolling: “Either 
out of a desire to harmonise or com-
pete with Hong Kong and Singapore, 
other jurisdictions will change their 
laws to accommodate the growing 
participation of third-party funders 
in international arbitration.”

Indeed, such moves are already afoot 
in Dubai, where the courts are consult-
ing the public on the issue. Ms Stack-
pool-Moore believes it is only a mat-
ter of time before the use of litigation 
funding is extended to other countries 
such as Korea, China and Japan.

Mr Friel highlights Latin Ameri-
ca as particularly fertile ground for 
growth, pointing to the increasing 
popularity of international arbi-
tration on that continent, particu-
larly in Brazil. He says: “As Brazil 
becomes more acquainted with in-
ternational arbitration, so it will be-
come more familiar with litigation 
funding – as night follows day.” 
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Singapore parliament passed 
the Civil Law Act, which allows 
third-party funders to finance 
international commercial 
arbitration on particular terms. 
Previous laws of champerty 
and maintenance prevented 
parties with 
no interest in 
an arbitration 
providing 
funding.

Other jurisdictions 
will change 
their laws to 

accommodate 
the growing 

participation of 
third-party funders 

in international 
arbitration
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The delivery of services 
within the UK legal market 
requires continuous im-
provements to keep up 

with increasing client expecta-
tions, advances in technology and 
the need to reduce delivery costs. 
Firms are looking to improve their 
fee-earner utilisation and increase 
working capacity. Technology pre-
sents the best solution for devising 
innovative ways of working, reduc-
ing costs and building a trustwor-
thy reputation. 

Many firms are yet to revise some 
of their existing working practices 
and technologies. These organisa-
tions are missing opportunities to 
sustain and improve profit margins 
while serving client needs more ef-
fectively. One such working prac-
tice is the documentation process. 
Winscribe, a leading document 
production consultancy firm, has 
created a consultative process for 
firms to identify opportunities 
for improvement.

Winscribe works closely with cli-
ents to identify ways of improving 
resource utilisation, for instance 
increasing the number of charge-
able fee-earning hours and de-
creasing the number of hours 
spent on tasks that do not trans-

Enabling your legal 
sta�  to focus on 
work that counts
Winscribe has long supported fee earners in the challenges 
of maximising chargeable hours and minimising time spent 
on administration. Their consultative approach is helping 
fi rms optimise working processes and make the most of 
best-of-breed hardware from Philips

late to chargeable hours. Win-
scribe prides itself on the ability to 
make time for the work that counts 
for both individual fee earners 
and organisations that employ 
them, by combining best-of-breed 
dedicated dictation devices from 
Philips with best-in-class software.

Legal professionals need to be 
able to create and share docu-
mentation quickly and effectively. 
Creating documents represents 
a significant time investment for 
fee earners, so although changes 
to documentation practices can 
be met with resistance, inevita-
bly economic pressures will trump 
resistance to change. The future 
of law firms is dependent on their 
ability to be flexible and scalable.

There are different technologies 
or tech mixes that help achieve 
these objectives. They include the 
use of speech recognition, mobil-
ity, mobile text return, document 
management system integration 
and outsourcing. At the forefront 
of such offerings in many cases 
stands the requirement for cap-
turing good-quality audio, which 
is best accomplished through spe-
cialist hardware supplied by Philips.

The key to real advance though 
is measuring these improvements 
with objective statistics. Winscribe 
business consultants work exten-
sively with clients to define their 
business objectives and then they 
build the component elements of 
the solution which will best suit 
each individual client. 

From here, baselines are created to 
track key elements which determine 
success as defi ned by the organ-
isation. Projects are implemented 
against key metrics to ensure delivery 
on those success criteria. While the 
latest technology and software fea-
tures are important, in the long run all 
that matters is enabling clients to be 
more e�  cient and cost e� ective.

The growth of mobile and home 
working has exploded across all sec-
tors. Legal has been more cautious in 
its approach, but any fi rm that does 
not have a strategy for supporting 
mobile and home working is falling 
behind. Winscribe’s mobile o� ering 
has received substantial develop-
ment to accommodate these con-
tinuing trends. The software sup-
ports all relevant mobile platforms 
and mobility hardware such as 
Philips’ SpeechAir. 

The ability to work anytime, any-
where can signifi cantly increase the 
capacity of a fi rm and is becoming 
essential to meeting profi t-per-equi-
ty-partner targets.

Winscribe’s consultative services 
are tailored to each client and are 
based on their own strategic road 
map, vision and core improvement 
requirements. Free consultations 
are available throughout England 
on request.

For more information please visit
www.winscribe.com
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The future of law 
fi rms is dependent on 
their ability to be 
fl exible and scalable
Vladimir Teodosiev, head 
of legal and professional 
sales, Winscribe Europe

Say hello to
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Strategic use of artificial intelligence by 
law firms is set to become a deciding factor 
for future success by improving client 
relationships and increasing profitability

Chatbots and
smart tech

ARTIFICIAL INTELLIGENCE

S ince the first “robot lawyer” 
hit the news in late-2015, legal 
artificial intelligence (AI) has 
seen an exponential take-up.

While Berwin Leighton Paisner 
(BLP) was first to deploy RAVN’s ap-
plied cognitive engine (ACE), RAVN’s 
clients now include major law firms 
and legal departments. RAVN recent-
ly hit the news for its role in expediting 
the Serious Fraud Office Rolls-Royce 
investigation and for its latest AI tool, 
which checks compliance with the 
General Data Protection Regulation. 

Popular tools include ROSS In-
telligence, which carries out legal 
research, and Kira Systems, which 
undertakes mergers and acquisitions 
due diligence and contract analysis. 
Like RAVN, both products combine 
natural language processing and ma-
chine-learning. The system responds 
to queries without requiring par-
ticular terminology, and its output 
becomes increasingly accurate as it 
learns from experience and feedback.

More accessible AI offerings re-
quire no up-front investment. 
RAVN’s Extract is a plug-and-play 
version of the ACE product. Due dili-
gence engine Luminance reads large 
volumes of data in different media 
contemporaneously and highlights 
exceptions and anomalies. Lumi-
nance does not require training and 
is deployed out of the box.

As legal AI matures, innovation is key 
to competitive advantage. “Winning 
firms will be able to combine large data 
sets with client and industry expertise 
to generate deep insights and automa-
tion,” says Bruce Braude, head of strate-
gic client technology at BLP. 

Isabel Parker, director of legal 
services innovation at Freshfields 
Bruckhaus Deringer, agrees: “Suc-
cessful firms will be teaching ma-
chine-learning algorithms using 
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their own data sets and lawyers, and 
integrating different types of AI tech-
nology to create new products tai-
lored to their clients’ requirements.”  

While some firms, including Pinsent 
Masons and Linklaters, have developed 
AI tools in-house, others are build-
ing bespoke solutions on third-party 
platforms. Clifford Chance uses Kira 
Systems to create its own standard 
documents. Other firms have deployed 
Neota Logic, an AI platform for creat-
ing code-free apps, to provide self-ser-
vice real-time legal advice. Neota also 
powers Robot Lawyer LISA, an online 
non-disclosure agreement generator 
created by legal futurist Chrissie Light-
foot and her team at AI Tech Support. 

LISA works in a similar way to online 
chatbots that provide free access to 
justice. The trailblazer was Stanford 
University student Joshua Browder’s 
DoNotPay which has overturned more 
than 160,000 parking fines and han-
dled over 3,000 emergency housing 
applications. DoNotPay’s latest chat-
bot, which operates on the Facebook 
Messenger platform, helps refugees 
with immigration applications in the 
United States and Canada, and asylum 
support applications in the UK. 

While consumer and commercial 
technology has seen an explosion in 
voice-activated assistants, the legal 
sector is playing catch up. In April, 
business intelligence and analytics 
company Helm360 will launch Termi, 
a chatbot built on Microsoft’s cognitive 
services platform, which interrogates 
Thomson Reuters Elite legal practice 
management system via Skype, Mi-
crosoft Team or a web browser. 

As Bimal Dave, Helm360’s execu-
tive vice president of products and 
services, explains, Termi will enable 
lawyers and managers to request bill-
ing and other management informa-
tion. He says the idea is to “remove 
complexity and give users mobile ac-
cess to relevant information without 
logging into multiple platforms”.  

Litigation funding 
is extending its 
international reach 
and is an industry 
that is only set to 
grow stronger

Jurisdictions around 
the world join in

LITIGATION FUNDING

I n today’s uncertain economic 
times, getting a return on in-
vestments is a lot harder than it 
used to be. With interest rates at 

rock bottom and economic growth 
sluggish, investors need more imag-
inative ways to get a return on their 
money and there is one asset class 
in particular that is catching their 
attention – litigation.

Investing in a third party’s litiga-
tion or arbitration was once banned 
under English law, but these days it 
is a legitimate and thriving indus-
try. When a litigation funder is ap-
proached by a client with a strong 
legal claim, it will invest cash up 
front to pay for the running of the 
case. If the claim fails, the funder 
loses its investment. But if it wins, 
the funder’s gamble is generously 
rewarded and it will often receive 

around three times what it put in, 
paid from the client’s damages. 

So litigation funding can be expen-
sive for clients, but it provides the 
up-front finance that smaller busi-
nesses may need to fight their case. 
Or for deep-pocketed corporates, it 
simply allows them to offload the 
risk element of the litigation. 

Recent statistics published by City 
law firm Reynolds Porter Chamber-
lain put the amount of cash funders 
committed to UK litigation at £723 
million last year, up 25 per cent on 
2015. Meanwhile funders are find-
ing it easier than ever to attract 
investors, with Australian funder 
IMF Bentham launching a new 
$200-million vehicle to fund US cas-
es in February, while UK funder Cal-
unius launched a new £100-million 
fund in November. 
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But it is not just the traditional strong-
holds of the UK, Australia and Unit-
ed States where litigation funding is 
blooming; the industry is now spread-
ing its roots into new parts of the globe. 
In the context of international arbitra-
tion disputes, two key Asian financial 
centres have recently made bold moves 
to welcome the funding industry: Sin-
gapore and Hong Kong.

When it comes to the highly lucra-
tive field of international arbitra-
tion, the fight to be top dog as the 
seat for resolving these disputes is 
scrappy and competitive with Lon-
don, Paris, Geneva, Hong Kong and 
Singapore all in the fray. According 
to Steven Friel, chief executive of 
Woodsford Litigation Funding, hav-
ing clear rules permitting parties 
to use litigation funding is now es-
sential if an arbitration centre is to 
avoid “losing its crown”, putting the 
two Asian centres at risk of lagging 
behind their European competitors.

Elbow to elbow, the Asian rivals 
have been racing to make the legal 
reforms needed to enable parties to 
arbitration to use litigation funders. 
Hong Kong was the first to start the 

process, but Singapore pipped it to 
the post earlier this month. The rel-
evant law came into force there on 
March 1, replete with regulations and 
a change to the lawyers’ professional 
rules. This means that parties to an 
international arbitration being heard 
in Singapore can now seek finance 
from litigation funders, in line with 
the other major arbitration seats. 

Similar steps will follow soon in 
Hong Kong, which is expected to 
come panting across the finish line 
by the end of June.

For Ruth Stackpool-Moore, head of 
the Hong Kong office at Harbour Lit-
igation Funding, the changes will be 
a big plus-point for both Asian juris-
dictions. And she cautions: “In light 
of uncertainties associated with 
the UK’s decision to leave the EU, it 
could be, at least to some extent, at 
London’s expense.” 

Sam Luttrell, counsel at global law 
firm Clifford Chance, adds that now 
the ball has been set rolling: “Either 
out of a desire to harmonise or com-
pete with Hong Kong and Singapore, 
other jurisdictions will change their 
laws to accommodate the growing 
participation of third-party funders 
in international arbitration.”

Indeed, such moves are already afoot 
in Dubai, where the courts are consult-
ing the public on the issue. Ms Stack-
pool-Moore believes it is only a mat-
ter of time before the use of litigation 
funding is extended to other countries 
such as Korea, China and Japan.

Mr Friel highlights Latin Ameri-
ca as particularly fertile ground for 
growth, pointing to the increasing 
popularity of international arbi-
tration on that continent, particu-
larly in Brazil. He says: “As Brazil 
becomes more acquainted with in-
ternational arbitration, so it will be-
come more familiar with litigation 
funding – as night follows day.” 
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Singapore parliament passed 
the Civil Law Act, which allows 
third-party funders to finance 
international commercial 
arbitration on particular terms. 
Previous laws of champerty 
and maintenance prevented 
parties with 
no interest in 
an arbitration 
providing 
funding.

Other jurisdictions 
will change 
their laws to 

accommodate 
the growing 

participation of 
third-party funders 

in international 
arbitration
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The delivery of services 
within the UK legal market 
requires continuous im-
provements to keep up 

with increasing client expecta-
tions, advances in technology and 
the need to reduce delivery costs. 
Firms are looking to improve their 
fee-earner utilisation and increase 
working capacity. Technology pre-
sents the best solution for devising 
innovative ways of working, reduc-
ing costs and building a trustwor-
thy reputation. 

Many firms are yet to revise some 
of their existing working practices 
and technologies. These organisa-
tions are missing opportunities to 
sustain and improve profit margins 
while serving client needs more ef-
fectively. One such working prac-
tice is the documentation process. 
Winscribe, a leading document 
production consultancy firm, has 
created a consultative process for 
firms to identify opportunities 
for improvement.

Winscribe works closely with cli-
ents to identify ways of improving 
resource utilisation, for instance 
increasing the number of charge-
able fee-earning hours and de-
creasing the number of hours 
spent on tasks that do not trans-

Enabling your legal 
sta�  to focus on 
work that counts
Winscribe has long supported fee earners in the challenges 
of maximising chargeable hours and minimising time spent 
on administration. Their consultative approach is helping 
fi rms optimise working processes and make the most of 
best-of-breed hardware from Philips

late to chargeable hours. Win-
scribe prides itself on the ability to 
make time for the work that counts 
for both individual fee earners 
and organisations that employ 
them, by combining best-of-breed 
dedicated dictation devices from 
Philips with best-in-class software.

Legal professionals need to be 
able to create and share docu-
mentation quickly and effectively. 
Creating documents represents 
a significant time investment for 
fee earners, so although changes 
to documentation practices can 
be met with resistance, inevita-
bly economic pressures will trump 
resistance to change. The future 
of law firms is dependent on their 
ability to be flexible and scalable.

There are different technologies 
or tech mixes that help achieve 
these objectives. They include the 
use of speech recognition, mobil-
ity, mobile text return, document 
management system integration 
and outsourcing. At the forefront 
of such offerings in many cases 
stands the requirement for cap-
turing good-quality audio, which 
is best accomplished through spe-
cialist hardware supplied by Philips.

The key to real advance though 
is measuring these improvements 
with objective statistics. Winscribe 
business consultants work exten-
sively with clients to define their 
business objectives and then they 
build the component elements of 
the solution which will best suit 
each individual client. 

From here, baselines are created to 
track key elements which determine 
success as defi ned by the organ-
isation. Projects are implemented 
against key metrics to ensure delivery 
on those success criteria. While the 
latest technology and software fea-
tures are important, in the long run all 
that matters is enabling clients to be 
more e�  cient and cost e� ective.

The growth of mobile and home 
working has exploded across all sec-
tors. Legal has been more cautious in 
its approach, but any fi rm that does 
not have a strategy for supporting 
mobile and home working is falling 
behind. Winscribe’s mobile o� ering 
has received substantial develop-
ment to accommodate these con-
tinuing trends. The software sup-
ports all relevant mobile platforms 
and mobility hardware such as 
Philips’ SpeechAir. 

The ability to work anytime, any-
where can signifi cantly increase the 
capacity of a fi rm and is becoming 
essential to meeting profi t-per-equi-
ty-partner targets.

Winscribe’s consultative services 
are tailored to each client and are 
based on their own strategic road 
map, vision and core improvement 
requirements. Free consultations 
are available throughout England 
on request.

For more information please visit
www.winscribe.com
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The future of law 
fi rms is dependent on 
their ability to be 
fl exible and scalable
Vladimir Teodosiev, head 
of legal and professional 
sales, Winscribe Europe
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