


http://www.lexisnexis.co.uk/en-uk/home.page
http://www.lexisnexis.co.uk/inhouseblog


http://www.lawsociety.org.uk


http://research@acritas.com
https://twitter.com/acritas
https://twitter.com/acritas




6 The Law Society of England and Wales

The GC350

EXECUTIVE SUMMARY

The 2015 GC350 study 
has revealed that overall, 
general counsel feel that their 
departments are high profile and 
influential. Over half of general 
counsel report to the CEO and a 
further 17% report to the CFO. 
More than two thirds sit on the 
board. This is considered key to 
being an effective general  
counsel (GC), in order to influence 
direction and decisions at the 
optimum time.

The tremendous pressures legal departments 
are under suggests an increasing need for legal 
departments to re-engineer the way they work. 
Workload is continuing to increase and become 
more complex as general counsel navigate changing 
regulations and market conditions which present 
serious business challenges. At the same time, 
resources are stretched as budgets come under 
increasing pressure and in-house productivity, from a 
retention and motivation perspective, is hindered by 
work pressure and private practice salaries. If these 
conflicting tensions continue to intensify, something 
will have to change before serious mistakes are made.

Most legal departments have a broad range of 
responsibilities and most general counsel feel there is 
an expectation to also be proactive in safeguarding 
the organisation as well as handling the day-to-day 
legal business. Responsibilities are more often than 
not multi-jurisdictional. Half of general counsel are 
able to set the budget which is required in order 
to deliver on what is expected. If the range of 
responsibilities cannot be reduced and clearly defined 
to match a lower budget, general counsel will have to 
be creative when it comes to driving more work from 
the budget they have.

Despite the fact most general counsel consider 
internal resource to be cheaper, on average 58% 
of budget is spent externally. How can legal 
departments drive more value from external 
providers?

• Two thirds of legal departments utilise panels, half 
formal and half informal, whilst the remaining 
third prefer to go out afresh for each piece of work. 
The former approach is considered to offer better 
cost control and result in stronger relationships 
where firms really understand the business. The 
latter approach is considered to keep firms more 
on their toes, more price competitive, as no work is 
guaranteed.

• Few general counsel are spending significant 
sums on the new alternatives to law firms, which 
account for just 5% of overall spend. There is a 
reluctance to take advice from a non-traditional 
firm structure. Lawyers are by nature risk averse 
and quite rightly value the training and controls 
the traditional law firm structure puts in place.

• General counsel generally pay their advisors 
discounted hourly rates. There is a reluctance to 
use fixed fees all the time for fear of law firms 
‘padding’ to protect themselves. There is even 
less appetite for other types of pricing models. 
More rigour around analysing law firm pricing 
propositions and in-house procurement expertise 
is likely to secure leaner pricing options from 
suppliers.

From an internal perspective, there must be scope for 
driving more value. 57% have already restructured 
their department in the last year or plan to in the 
next year. 40% are rationalising or consolidating 
systems over the same time period. 

• Internally, few departments are utilising non-
legally qualified staff. Despite over half the work 
being low-level or day-to-day work, there is an 
emphasis on experienced, qualified, inevitably 
‘higher-cost’ lawyers rather than paralegals 
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Overall it would appear that in-house teams are 
reliant on qualified staff with only half of UK legal 
departments containing paralegals, usually between 
one and five. Business-focused service organisations 
appear to be more likely to be reliant on paralegals 
than primary production or consumer-focused 
businesses. 

Four fifths of UK legal teams include support staff; 
between one and five is again the norm.

Example breakdowns

‘Small’ UK legal team (up to 9 team members in 
total):  
Average three qualified solicitors/barristers and one 
or two other individuals – either a paralegal, other 
professional or support staff.
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Definitions 

Day-to-day legal work also tends to be carried out 
in-house, particularly in the case of medium-sized 
(£1-£5bn turnover) organisations. However, there is 
little variation by size of legal department – larger 
departments carry out a similar proportion of day-to-
day work as smaller departments.

Around a quarter of high level strategic work is 
outsourced, although larger organisations and those 
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Significant results 46

GC350 Questions
What is the minimum number of years of  47 
post-qualification experience you typically  
ask for when recruiting new qualified solicitors  
to the legal team?

What proportion of your in-house work is  48 
low level legal process work, day-to-day  
legal work, high level strategic and specialist  
advice? 

Which best describes how legal work is  49 
allocated to members of the legal team?  

What proportion of your total legal budget is  50 
internal and what proportion is external?

For each of the following types of work  51 
please state whether it is mainly dealt with  
internally, outsourced or not undertaken by  
your organisation. 

Approximately what proportion of the  54 
following types of work are outsourced?

What proportion of the volume of your  55 
external work do you outsource with each  
of the following? 

For work in the UK, do you work with a  56 
formal panel of law firms, an informal or  
ad hoc panel or do you not have a panel?

How often do you use each of the following  57 
fee arrangements?

Do general counsel sit on the board/ 58 
executive board?

Which position in your business has  59 
responsibility for setting the legal budget  
and which has responsibility for decisions  
about spend?

To what extent does your legal team play  60 
a role in influencing the following areas  
across the business?  

Do you think your team should have more  62 
influence in any of these areas?

Overall, do you feel that your business wants  63 
the legal department to take a proactive  
approach to protecting the organisation or  
a reactive approach to legal needs?

Do other business teams procure legal services? 64

Within the whole organisation, how would  65 
you describe the profile of the legal function?

In what ways does the legal team  66 
communicate the work that it is doing?

Do you measure the value delivered to  67 
the business by the legal department?

Do you seek formal feedback on  68 
performance, from the business in any  
of the following areas?

Which of the following have you  69 
implemented in the last 12 months or plan  
to implement in the next 12 months?
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Which best describes how legal work is allocated to members of 
the legal team?

   Base The Availability/ Other,  The area The 
    business expertise please of law jurisdiction 
    line of staff specify  of the 
      below  issue

 Total 100 29% 28% 22% 13% 8%

 Global vs UK focus
 Global 67 28% 24% 28% 8% 12%

 UK 33 30% 36% 9% 24% 0%

 Industry ddh934 Tw /Span<<4elr009>>> BDC 
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6.67537%)T318%

  283



50 The Law Society of England and Wales

The GC350

   Base Internal External 
    Mean  Mean

 Total 74 42 58

 Global vs UK focus
 Global 45 43 57

 UK 29 40 60

 Industry
 Primary production 24 42 58

 Consumer services 26 35 65

 Business services 24 50 50

 Company size (by turnover)
 <1bn 28 39 61

 £1bn - £5bn 21 48 52

 >£5bn 21 41 59

 Legal budget

 Up to £5m 35 48 52

 Over £5m 29 32 68

 In-house team size
 From 1 to 9 26 38 62

 From 10 to 29 26 38 62

 >30 21 53 47

What proportion of your total legal budget is internal and what proportion 
is external?
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For each of the following types of work please state whether it is mainly dealt with 
internally, outsourced or not undertaken by your organisation.
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Banking/
Corporate 

Finance

Bribery/
Corruption/
Compliance

Capital 
Markets

Dispute 
Resolution

Competition/
Anti-Trust

 Total 90 16% 19% 66% 95 4% 87% 8% 93 36% 9% 56% 90 12% 33% 54% 80 4% 41% 55%

 Global vs  
 UK focus
 Global 59 14% 20% 66% 63 2% 91% 8% 61 31% 12% 57% 59 7% 37% 56% 55 2% 38% 60%

 UK 31 19% 16% 65% 32 9% 81% 9% 32 44% 3% 53% 31 23% 26% 52% 25 8% 48% 44%

 Industry
 Primary  30 10% 13% 77% 31 3% 87% 10% 31 26% 13% 61% 29 14% 31% 55% 27 0% 44% 56% 
 production
 Consumer  29 14% 17% 69% 30 3% 97% 0% 28 39% 4% 57% 27 4% 37% 59% 24 0% 38% 63% 
 services
 Business  31 23% 26% 52% 34 6% 79% 15% 34 41% 9% 50% 34 18% 32% 50% 29 10% 41% 48% 
 services

 Company  
 size (by  
 turnover)
 <1bn 42 21% 21% 57% 44 9% 82% 9% 45 47% 13% 40% 43 26% 28% 47% 38 5% 45% 50%

 £1bn - £5bn 19 11% 11% 79% 20 0% 95% 5% 19 16% 0% 84% 19 0% 32% 68% 15 0% 40% 60%

 >£5bn 24 8% 21% 71% 26 0% 89% 12% 24 25% 8% 67% 23 0% 44% 57% 23 4% 39% 57%

 Legal  
 budget
 Up to £5m 40 20% 20% 60% 40 8% 88% 5% 40 53% 5% 43% 38 24% 24% 53% 36 6% 44% 50%

 Over £5m 29 10% 17% 72% 31 0% 87% 13% 30 20% 10% 70% 29 0% 31% 69% 26 4% 27% 69%

 In-house  
 team size
 From 1 to 9 33 6% 21% 73% 34 3% 88% 9% 35 40% 9% 51% 34 18% 35% 47% 29 3% 41% 55%

 From 10 30 17% 13% 70% 32 0% 94% 6% 31 32% 3% 65% 28 4% 32% 64% 24 0% 33% 67% 
 to 29
 >30 26 27% 23% 50% 28 11% 82% 7% 26 35% 15% 50% 27 15% 33% 52% 26 8% 50% 42%

Continued overleaf
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For each of the following types of work please state whether it is mainly dealt with 
internally, outsourced or not undertaken by your organisation. 

Ba
se
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Approximately what proportion of the following types of work 
are outsourced?

   Low level legal  Day-to-day High level Specialist 
   process legal strategic advice

   Base
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For work in the UK, do you work with a formal panel of law firms, an informal or 
ad hoc panel or do you not have a panel? 

   Base Informal/ Formal panel No panel 
    ad hoc panel  in place

 Total 100 41% 33% 26%

 Global vs UK focus
 Global 67 43% 27% 30%

 UK 33 36% 46% 18%

 Industry
 Primary production 33 46% 24% 30%

 Consumer services 31 39% 39% 23%

 Business services 36 39% 36% 25%

 Company size (by turnover)
 <1bn 46 44% 26% 30%

 £1bn - £5bn 22 55% 14% 32%

 >£5bn 27 26% 59% 15%

 Legal budget

 Up to £5m 41 46% 24% 29%

 Over £5m 31 36% 42% 23%

 In-house team size
 From 1 to 9 37 49% 14% 38%

 From 10 to 29 32 50% 28% 22%

 >30 29 24% 62% 14%
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How often do you use each of the following fee arrangements?
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Hourly 
rates

Fixed fees 
by project

Annual  
fixed fee/ 
retainer

Blended 
rates

Success/ 
contingency 

fee

Discounted 
rates

 Total 71 68% 28% 4% 71 54% 45% 1% 70 9% 34% 57% 71 83% 11% 6% 70 7% 64% 29% 71 21% 58% 21%

 Global vs  
 UK focus
 Global 42 69% 29% 2% 42 55% 45% 0% 41 10% 42% 49% 42 91% 7% 2% 41 7% 66% 27% 42 24% 55% 21%

 UK 29 66% 28% 7% 29 52% 45% 3% 29 7% 24% 69% 29 72% 17% 10% 29 7% 62% 31% 29 17% 62% 21%

 Industry
 Primary  24 58% 42% 0% 24 58% 42% 0% 23 9% 30% 61% 24 83% 13% 4% 23 9% 52% 39% 24 29% 50% 21% 
 production
 Consumer  24 75% 25% 0% 24 50% 50% 0% 24 13% 38% 50% 24 92% 4% 4% 24 4% 67% 29% 24 21% 67% 13% 
 services
 Business  23 70% 17% 13% 23 52% 44% 4% 23 4% 35% 61% 23 74% 17% 9% 23 9% 74% 17% 23 13% 57% 30% 
 services

 Company  
 size (by  
 turnover)
 <1bn 31 74% 26% 0% 31 52% 48% 0% 31 3% 29% 68% 31 90% 10% 0% 31 3% 74% 23% 31 10% 68% 23%

 £1bn - £5bn 16 63% 25% 13% 16 44% 56% 0% 16 13% 44% 44% 16 69% 19% 13% 16 6% 63% 31% 16 19% 50% 31%

 >£5bn 20 55% 40% 5% 20 75% 20% 5% 19 16% 42% 42% 20 85% 5% 10% 19 11% 53% 37% 20 35% 55% 10%

 Legal  
 Budget
 Up to £5m 36 72% 22% 6% 36 39% 58% 3% 36 3% 22% 75% 36 78% 17% 6% 36 6% 69% 25% 36 14% 53% 33%

 Over £5m 26 54% 42% 4% 26 69% 31% 0% 26 19% 39% 42% 26 85% 8% 8% 26 12% 62% 27% 26 35% 54% 12%

 In-house  
 team size
 From 1 to 9 26 58% 42% 0% 26 50% 50% 0% 25 8% 28% 64% 26 85% 12% 4% 25 0% 76% 24% 26 12% 65% 23%

 From 10 26 81% 12% 8% 26 54% 46% 0% 26 12% 39% 50% 26 89% 8% 4% 26 15% 62% 23% 26 15% 58% 27% 
 to 29
 >30 18 67% 28% 6% 18 56% 39% 6% 18 6% 39% 56% 18 78% 17% 6% 18 6% 56% 39% 18 44% 44% 11%
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Do general counsel sit on the board/executive board?

   Base Yes No

 Total 100 69% 31%

 Global vs UK focus
 Global 67 70% 30%

 UK 33 67% 33%

 Industry
 Primary production 33 76% 24%

 Consumer services 31 65% 36%

 Business services 36 67% 33%

 Company size (by turnover)
 <1bn 46 59% 41%

 £1bn - £5bn 22 86% 14%

 >£5bn 27 74% 26%

 Legal budget

 Up to £5m 41 61% 39%

 Over £5m 31 77% 23%

 In-house team size
 From 1 to 9 37 57% 43%

 From 10 to 29 32 72% 28%

 >30 29 79% 21%
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To what extent does your legal team play a role in influencing the following areas 
across the business? 
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The conscience of  
the business  

i.e. wrongdoing

Identifying risk Risk  
management

 Total 100 3% 1% 18% 77% 1% 100 1% 1% 22% 76% 0% 100 2% 0% 41% 56% 1%

 Global vs  
 UK focus
 Global 67 2% 2% 15% 81% 2% 67 0% 0% 18% 82% 0% 67 2% 0% 36% 63% 0%

 UK 33 6% 0% 24% 70% 0% 33 3% 3% 30% 64% 0% 33 3% 0% 52% 42% 3%

 Industry
 Primary  33 9% 0% 12% 79% 0% 33 3% 0% 12% 85% 0% 33 3% 0% 21% 76% 0% 
 production
 Consumer  31 0% 0% 23% 77% 0% 31 0% 3% 29% 68% 0% 31 3% 0% 42% 52% 3% 
 services
 Business  36 0% 3% 19% 75% 3% 36 0% 0% 25% 75% 0% 36 0% 0% 58% 42% 0% 
 services

 Company  
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To what extent does your legal team play a role in influencing the following areas 
across the business? 
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Crisis planning and 
management

Business strategy Strategic 
direction

 Total 100 3% 10% 54% 33% 0% 100 3% 28% 60% 8% 1% 100 4% 33% 53% 10% 0%

 Global vs  
 UK focus
 Global 67 2% 8% 60% 31% 0% 67 2% 24% 63% 10% 2% 67 2% 31% 55% 12% 0%

 UK 33 6% 15% 42% 36% 0% 33 6% 36% 55% 3% 0% 33 9% 36% 49% 6% 0%

 Industry
 Primary  33 9% 12% 39% 39% 0% 33 9% 24% 61% 6% 0% 33 9% 30% 49% 12% 0% 
 production
 Consumer  31 0% 10% 58% 32% 0% 31 0% 26% 65% 10% 0% 31 3% 36% 48% 13% 0% 
 services
 Business  36 0% 8% 64% 28% 0% 36 0% 33% 56% 8% 3% 36 0% 33% 61% 6% 0% 
 services

 Company  
 size (by  
 turnover)
 <1bn 46 2% 11% 52% 35% 0% 46 4% 26% 61% 7% 2% 46 4% 30% 54% 11% 0%

 £1bn - £5bn 22 0% 9% 55% 36% 0% 22 0% 27% 68% 5% 0% 22 0% 27% 64% 9% 0%

 >£5bn 27 7% 7% 52% 33% 0% 27 4% 26% 56% 15% 0% 27 7% 33% 48% 11% 0%

 Legal  
 budget
 Up to £5m 41 5% 15% 54% 27% 0% 41 5% 34% 54% 7% 0% 41 5% 39% 49% 7% 0%

 Over £5m 31 3% 10% 55% 32% 0% 31 3% 26% 65% 7% 0% 31 7% 32% 48% 13% 0%

 In-house  
 team size
 From 1 to 9 37 0% 8% 57% 35% 0% 37 0% 32% 62% 5% 0% 37 0% 41% 49% 11% 0%

 From 10 32 3% 9% 63% 25% 0% 32 3% 31% 56% 6% 3% 32 6% 38% 50% 6% 0% 
 to 29
 >30 29 3% 14% 45% 38% 0% 29 3% 21% 66% 10% 0% 29 3% 21% 66% 10% 0%
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Do you think your team should have more influence in any of these areas? 
Select all that apply.

   Base Not Strategic Business Risk Identifying Crisis Conscience 
    answered direction strategy management risk planning/ of the 
         management business

 Total 100 61% 20% 18% 16% 8% 8% 8%

 Global vs 
 UK focus
 Global 67 66% 19% 18% 10% 8% 6% 6%
 UK 33 52% 21% 18% 27% 9% 12% 12%

 Industry
 Primary 
 production 33 73% 18% 12% 9% 3% 9% 6%
 Consumer 
 services 31 61% 19% 13% 16% 10% 7% 3%
 Business 
 services 36 50% 22% 28% 22% 11% 8% 14%

 Company 
 size (by  
 turnover)
 <1bn 46 59% 22% 13% 20% 9% 13% 9%
 £1bn - £5bn 22 64% 14% 27% 14% 5% 5% 5%
 >£5bn 27 70% 19% 15% 7% 7% 4% 7%

 Legal  9% 13%
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Overall, do you feel that your business wants the legal department to take a proactive 
approach to protecting the organisation or a reactive approach to legal needs?

   Base Proactive Depends Reactive

  Total 99 77% 15% 8%

 Global vs UK focus
 Global 66 77% 14% 9%

 UK 33 76% 18% 6%

 Industry
 Primary production 33 76% 18% 6%

 Consumer services 30 87% 10% 3%

 Business services 36 69% 17% 14%

 Company size (by turnover)
 <1bn 45 76% 18% 7%

 £1bn - £5bn 22 77% 14% 9%

 >£5bn 27 82% 11% 7%

 Legal budget

 Up to £5m 40 73% 18% 10%

 Over £5m 31 81% 13% 7%

 In-house team size
 From 1 to 9 36 78% 19% 3%

 From 10 to 29 32 78% 13% 9%

 >30 29 79% 7% 14%
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Do other business teams procure legal services?

   Base Yes Yes, but rarely No, never Don’t know

 Total 100 41% 31% 28% 0%

 Global vs UK focus
 Global 67 37% 33% 30% 0%

 UK 33 49% 27% 24% 0%

 Industry
 Primary production 33 55% 21% 24% 0%

 Consumer services 31 42% 32% 26% 0%

 Business services 36 28% 39% 33% 0%

 Company size 
 (by turnover)
 <1bn 46 48% 26% 26% 0%

 £1bn - £5bn 22 32% 46% 23% 0%

 >£5bn 27 37% 30% 33% 0%

 Legal budget

 Up to £5m 41 44% 27% 29% 0%

 Over £5m 31 45% 26% 29% 0%

 In-house team size
 From 1 to 9 37 49% 32% 19% 0%

 From 10 to 29 32 41% 38% 22% 0%

 >30 29 31% 21% 48% 0%
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In what ways does the legal team communicate the work that it is doing?

   Base Attend Run Intranet Regular Run Other No formal 
    other team’s training pages news updates networking  mechanisms 
    meetings  courses etc   events

 Total 100 71% 63% 55% 39% 32% 24% 13%

 Global vs 
 UK focus
 Global 67 73% 67% 61% 45% 31% 21% 12%
 UK 33 67% 55% 42% 27% 33% 30% 15%

 Industry
 Primary 
 production 33 88% 67% 58% 36% 27% 24% 3%
 Consumer 
 services 31 61% 55% 52% 36% 36% 36% 16%
 Business 
 services 36 64% 67% 56% 44% 33% 14% 19%

 Company 
 size (by  
 turnover)
 <1bn 46 72% 59% 63% 37% 33% 24% 9%
 £1bn - £5bn 22 77% 73% 55% 36% 32% 14% 18%
 >£5bn 27 63% 63% 48% 48% 30% 26% 19%

 Legal 
 budget
 Up to £5m 41 68% 54% 54% 29% 29% 27% 12%

 Over £5m 31 68% 71% 52% 32% 36% 29% 13%

 In-house 
 team size
 From 1 to 9 37 62% 46% 46% 38% 22% 22% 16%
 From 10 
 to 29 32 69% 69% 50% 25% 31% 31% 16%
 >30 29 86% 79% 72% 55% 45% 17% 7%
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Do you measure the value delivered to the business by the legal department?

   Base No Yes

 Total 99 73% 27%

 Global vs UK focus
 Global 66 77% 23%

 UK 33 64% 36%

 Industry
 Primary production 32 75% 25%

 Consumer services 31 71% 29%

 Business services 36 72% 28%

 Company size (by turnover)
 <1bn 46 76% 24%

 £1bn - £5bn 22 73% 27%

 >£5bn 26 62% 39%

 Legal budget

 Up to £5m 41 83% 17%

 Over £5m 31 55% 45%

 In-house team size
 From 1 to 9 36 83% 17%

 From 10 to 29 32 78% 22%

 >30 29 55% 45%
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Do you seek formal feedback on performance, from the business in any of the 
following areas? 
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Speed of 
response

Risk based 
decision 
making

Focus on 
finding 

solutions

General 
satisfaction

Commerciality

 Total 27 70% 26% 4% 27 56% 37% 7% 27 74% 15% 11% 27 78% 19% 4% 27 85% 7% 7%

 Global vs  
 UK focus
 Global 15 60% 33% 7% 15 53% 33% 13% 15 73% 13% 13% 15 80% 13% 7% 15 87% 0% 13%

 UK 12 83% 17% 0% 12 58% 42% 0% 12 75% 17% 8% 12 75% 25% 0% 12 83% 17% 0%

 Industry 
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Which of the following have you implemented in the last 12 months or plan to 
implement in the next 12 months?
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Rationalising 
or consolidating  

co-existing 
business  
systems

Restructuring 
the 

department

Bringing in 
procurement 

specialists

Introduce 
e-billing

Reducing 
number  
of office  
locations

 Total 99 25% 15% 60% 97 38% 19% 43% 97 17% 5% 78% 97 20% 10% 70% 97 11% 6% 83%

 Global vs  
 UK focus
 Global 66 21% 18% 61% 64 39% 23% 38% 64 19% 8% 73% 64 20% 14% 66% 64 17% 6% 77%

 UK 33 33% 9% 58% 33 36% 9% 55% 33 12% 0% 88% 33 18% 3% 79% 33 0% 6% 94%

 Industry
 Primary  32 31% 16% 53% 32 25% 25% 50% 32 16% 3% 81% 32 16% 9% 75% 33 12% 0% 88% 
 production
 Consumer  31 16% 19% 65% 31 45% 13% 42% 30 20% 3% 77% 31 10% 16% 74% 30 13% 10% 77% 
 services
 Business  36 28% 11% 61% 34 44% 18% 38% 35 14% 9% 77% 34 32% 6% 62% 34 9% 9% 82% 
 services

 Company  
 size (by  
 turnover)
 <1bn 46 26% 15% 59% 45 33% 20% 47% 44 18% 7% 75% 45 18% 9% 73% 45 0% 4% 96%

 £1bn - £5bn 21 19% 10% 71% 21 33% 14% 52% 21 14% 0% 86% 21 19% 14% 67% 21 24% 10% 67%

 >£5bn 27 22% 22% 56% 26 39% 23% 39% 27 15% 7% 78% 27 22% 11% 67% 26 23% 8% 69%

 Legal  
 budget
 Up to £5m 41 32% 12% 56% 41 34% 15% 51% 39 8% 5% 87% 40 10% 13% 78% 41 2% 2% 95%

 Over £5m 31 23% 23% 55% 31 36% 29% 36% 31 29% 10% 61% 31 32% 13% 55% 31 16% 10% 74%

 In-house  
 team size
 From 1 to 9 36 17% 19% 64% 36 22% 17% 61% 36 11% 6% 83% 37 11% 14% 76% 37 8% 0% 92%

 From 10 to 29 32 19% 13% 69% 31 32% 26% 42% 31 19% 3% 77% 30 17% 7% 77% 30 10% 10% 80%

 >30 29 45% 10% 45% 27/ActualTm BDC 
( )Tj
EMC 
(19%)TjMC 
/T1_1 1 Tf
0 Tw 7.243 0 Td
(36)Tj
/T1_0 1 Tf
0.31 Tw6%13%42%
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