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SPENDING ON LAW FIRMS DWAREFS SPENDING ON OTHER PROVIDERS:
SPENDING BENCHMARKS BY COMPANY REVENUE BRACKETS

On average, how much does your organization spend annually (worldwide) on outside legal services (in USD)?
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Average Annual Spending with Traditional Law Firms (Millions), by Company Revenue
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S $501M-1.7B. $1.88-48 $4.1B-258 Over$258
Average Annual Spending with Ancillary Legal Services Providers (Millions), by Company Revenue
$11.60
$5.05 $3.85 $3.59
- $501M-1.7B. . $1.88-48 $4.1B-258 Over$258
Average Annual Spending with Alternative/New Law Firms (Millions), by Company Revenue
$11.20
A — I |
S$501M-1.7B $1.8B-4B $4.1B-258B Over $25B

Note: Companies with less than S500M in annual revenue did not provide spending data



SAVINGS REALIZED THROUGH PROCUREMENT INCREASES—FOR NOW

How much, as a percent of total spending with legal services providers, do you believe your efforts have helped save the organization in the last year?
What will be your goal, in terms of cost savings as a percent of total spending with legal services providers, for next year?

60% 60% Percent Savings through Procurement
(0 (0 2

High
Average
Median

Low

17.1% <
14.6%

0% 0% Le---me S
Percent Savings through Procurement 2016 2017 2018 2019

(Projected)
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NUMBER OF PROVIDERS BY COMPANY REVENUE BRACKETS

How many firms and service providers do you use in any given year?

Average Number of Traditional Law Firms Used Annually, by Company Revenue
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Note: Companies with less than S500M in annual revenue did not provide utilization data Page 7



STAFFING BENCHMARKS BY COMPANY REVENUE BRACKETS

In your organization, how many FTEs (full-time equivalents) are tasked with legal procurement? In legal operations?

Legal Procurement FTEs, by Company Revenue
2 S

$501M-1.7B $1.8B-4B $4.1B-258B Over $25B

Legal Operations FTEs, by Company Revenue
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12.0

S$501M-1.7B $1.8B-4B $4.1B-25B Over $25B

Note: Companies with less than S500M in annual revenue did not provide staffing data
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BETTER MANAGING LEGAL WORK OVERCOMES
REDUCING LEGAL SPEND AS NEW TOP GOAL

On a scale of 1 to 10, with 10 being the most important, how important are each of the following goals to you in 2019?

Average Importance (10=most important)

- P a3
Better managing legal work

Reducing legal spending

Better capturing and analysis of [ 7.95

spending data 8.32

implementing formal strategies | 7.42

and processes 7.84

improving relationships with the [ 6.93
legal department 7.03
Reducing the number of firms or [ 6.89
legal providers 6.57
w2019 @ 2018
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ONE-THIRD OF PROCUREMENT DEPARTMENTS INFLUENCE ALL
LEGAL SERVICE PURCHASES AT THEIR COMPANY

What type of legal services purchases does procurement influence in your organization?

Influence Purchases of Influence NO Purchases
ALL Legal Services — ] of Legal Services

40% of respondents 5% of respondents

Influence Purchases of
SOME Legal Services

55% of respondents
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SUCCESS OF PROCUREMENT IN DRIVING VALUE IS ON THE RISE

How successful do you believe your company is at using legal procurement to drive and receive value from law firms and legal services suppliers?

(MosT
SUCCESSFUL)

(LEAST
SUCCESSFUL)

6.8 ‘ High

Average
Median
Low

Success of Procurement in Driving Value

2017 2018 2019
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MOST PROCUREMENT TACTICS UNIVERSALLY ADOPTED

Which of the following tactics or approaches does your organization use as a procurement tool to drive and receive value from legal services providers?

Negotiate Discounts

Issue and Enforce OC Billing Guidelines
Issue RFPs

Negotiate AFAs

Freeze Rates

Require eBilling

Establish a Panel/Preferred List of Vendors
Develop Sourcing and Purchasing Strategies
Pre-matter Scoping of Work

Conduct Invoice Audits

Conduct Data Analytics

Apply Legal Project Management

Run eAuctions

Percent of Respondents

O_
X

M Use Tactic

" Plan to Use Tactic

 No Plan to Use Tactic

100%
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NOT ALL TACTICS CONSIDERED EFFECTIVE ARE HIGHLY ADOPTED

Which of the following tactics or approaches does your organization use as a procurement tool to drive and receive value from legal services providers?

Negotiate Discounts

Issue and Enforce OC Billing Guidelines
Issue RFPs

Negotiate AFAs

Freeze Rates

Require eBilling

Establish a Panel/Preferred List of Vendors
Develop Sourcing and Purchasing Strategies
Pre-matter Scoping of Work

Conduct Invoice Audits

Conduct Data Analytics

Apply Legal Project Management

Run eAuctions

Percent of Respondents

Average Effectiveness
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100%

Page 15



BUYING LEGAL

COUNCIL

PROCUREMENT’S FAVORED
VALUE-ADDS



MORE PROVIDERS OFFERING HOTLINES AND PRE-PLANNING

MEbEEF/IiN\GcSactivities are your legal services providers providing to you as a value-added (and free) service?

Hotlines or access to experts for
quick questions

Conducting pre-matter
planning sessions

Seminars and
business-level training

Secondments

Provider's participation on
internal call

Percent of Respondents

63%

59.2%
40%

55.1%
56%

55.1%
50%

46.9%
33%

w2019 @ 2018

Chart adds up to more than 100%, multiple responses allowed.

69.4%
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Legal procurement continues to have strong
iImpact on the legal industry.

It steadily wields more influence over all aspects
of buying legal services.

Virtually all procurement tools see a rise in
adoption rates.
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Legal procurement has achieved significant
savings in terms of total amount of money.

However, legal spending is on the rise as a result
of a spike in complexity and number of legal
ISSUes.

The bulk of this new spending is directed to law
firms as clients may tend to rely on more
traditional outside legal providers under such
circumstances.
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This spike in legal spending has not caused legal
procurement to move into a cost-cutting frenzy:

Controlling, not slashing, legal spending is the
core goal although procurement’s success and
percent of savings are higher than ever.
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The key drivers of legal procurement success
include:

Tenure and skill in legal procurement as well as
partnership with the legal department and legal
operations.

COUNCIL



Legal procurement continues to be an emerging
field where the best companies innovate, ask
and answer complex questions and earn a very
high return for their employers.

The story of how legal procurement brings
discipline, rigor, intelligence to buying legal
services continues.
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