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Barrier Description Suggested solution

Lack of time In-house lawyers are 
frequently too busy  
fire-fighting to step back and 



Barrier Description Suggested solution

Lack of business 
understanding

Frequently business 
colleagues see the practice 
of law as a mysterious art 
beyond the comprehension of 
the uninitiated. 

A consequence can be 
that while there is certainly 
pressure to cut costs 
or increase efficiency, 
sometimes the business does 
not truly challenge the legal 
team to innovate and think 
creatively. 

http://www.lexislegalintelligence.co.uk/lexis_uploads/intelligence/pdfs/Inhouse/LN_IAB_-_Measuring_the_in-house_team.pdf
http://www.lexislegalintelligence.co.uk/intelligence/measuring-in-house-team


Some ways in which law �rms and in-house teams have recently innovated to 
deliver more value:

Tying ef�ciency outcomes 
to law �rm remuneration

In 2010, the legal team at shoe manufacturer Wolverine 
Worldwide inspired US firm Seyfarth Shaw to adopt six sigma 
management processes.  

This arrangement ties the firm’s remuneration to outcomes it 
delivers for the business. 

The firm subsequently revamped its business using the six sigma 
management process. The new client service model focuses on 
creating “value-based” relationships that incorporate six sigma 
techniques, process improvement strategies, alternative fee 
approaches and technology. In some cases, the firm has been 
able to reduce fees by 30 per cent. 

Innovative fee structures 
for litigation

Valorem Law Group is a US litigation practice that offers a new way 
of pricing litigation work. 

It promotes the use of non-hourly fee structures, co-ordination 
with LPOs or contract lawyers, joint-venturing with other firms 
and the implementation of project management tools to handle 
lawsuits or portfolios of litigation. 

The firm also gives clients the choice of a ‘value adjustment’ on 
all invoices; allowing the client to reduce the fees if they are not 
happy with the service they receive. 

Will this become more commonplace?

Customised value-add  
in �nancial services

US firm Cleary Gottlieb, Steen & Hamilton has introduced a 
customised interactive database that tracks financial regulatory 
reform for clients. 

The database is customisable and meets a pressing business 
need that many in-house teams struggle to stay on top of. 

In the UK, Allen & Overy has introduced a similar tool for financial 
services clients called ‘Global View’.

Creating ef�ciency in 
commercial transactions



Deriving maximum value 
from panels 

In 2009, Pfizer implemented the Pfizer Legal Alliance, which 
covers about 75% of its worldwide spend. The alliance includes 19 
law firms, all with relationships structured on a value basis; and an 
annual fixed fee for each firm set in advance and paid monthly. 

Fees cover all matters within broad buckets of work; firms provide 
secondees; and a Pfizer Roundtable provides joint governance of 
the Alliance for each region and promotes collaboration among 
the firms. 

The firms’ and Pfizer’s performance is measured and ranked 
through a balanced score card and regular online evaluations. 

Reinventing the in-house 
function

IBM reinvented itself as a global function over a three year period. 
It created global centres of expertise which enhance integration 
and provide junior lawyers with leadership opportunities in virtual 
teams. 

A major account programme builds direct relationships between 
lawyers and IBM’s biggest customers. Graduates are recruited 
straight from law school and trained through IBM’s own facilities.

Alignment of legal targets 
with the business

Anheuser Busch inBev lawyers share sales and reputation targets 
with the business in a way that aligns the two.

Mutually pro�table law �rm 
relationships

FMC Technologies introduced the Alliance Counsel Engagement 
system, designed to build service relationships based on 
partnering and shared risks and rewards. 

The goal was to enable firms to make more money per hour 
but also to reduce the number of hours that were bought. This 
was achieved through a performance based report card and 
pay model which rewards success and efficiency. For example, 
the model includes an initial 20% hold back which is used as 
an incentive bonus, and can be tripled if other performance 
measures are achieved (for example, billing under budget, not 
using the litigation reserve, or early resolution of cases). 

In a period that saw the business experience 50% growth over 
10 years, external costs remained flat, case cycle times were 
reduced, disputes were resolved below expected values, law firm 
performance scores increased, and customer service improved. 
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