In January 2009, before the reality of the credit
crunch had really hit home, OMC Partners
surveyed more than 100 managers at law
firms and legal departments in the UK and
the US. The results were instructive. While
there was a hunger for reduced costs, with
over 90% of respondents looking to cut jobs,
fees and support costs, there was less clarity
about where these cuts were going to fall.

Outsourcing was accepted as a solution
to reducing overheads, and it seemed that
support services were the prime candidates for
this, with secretarial work, IT, human resources
and knowledge management being considered
by the majority of respondents. When it came
to actual legal services however, there was
still a resistance to any sort of outsourced or
offshored solution, particularly within law
firms, with more than three-quarters claiming
this would never happen in their firm.

It seemed that, while law firms were ready
to accept that non-core support services could
be managed overseas, the ‘crown jewels’ of
their work — legal services — were inviolable.
Managers simply were not ready to admit that
a change in their core business model might
be desirable or even necessary. However, just a
few short months later, the reality is somewhat
different, as LPO has emerged as a major trend.
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recent months, Allen & Overy LLP, Clifford
Chance LLP, Pinsent Masons LLP and
Slaughter and May have all announced new
or extended LPO initiatives.

And so they should. LPO is no different
from any other alternative sourcing model.
The key is to identify the parts of your
workload where you truly ‘add value’, as
opposed to the ‘routine but necessary’. It’s
the former that you should keep in-house,
while the latter can often be better served
by specialist providers.

From an in-house perspective, our
experience shows that within the past six
months, the scope of what is acceptable for
general counsel to outsource has become
significantly wider. With that recognition
in place, there is now a real opportunity for
firms to generate short-term competitive
advantage and long-term, sustainable
business benefits from using LPO services. ll
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HAVE YOUR SAY

Is there a topic you'd like to discuss

in the next issue of Legal Strategy
Review? If so, write to the editor
at Isreview@cpaglobal.com
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