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L aw firms operate within a highly competitive mar-
ket, where the rules of the game have changed. As 
clients become more informed about process, 

value, and alternative services, long-term relationships 
are being challenged. New client demands bring new 
challenges for law firms as they look to drive growth, 
maintain profitability, and compete in this changing 
environment. 

While law firms have always kept a keen eye on client 
outcomes, today’s environment requires them to place 
greater emphasis on it than in the past. 

In today’s client-empowered era, client success, rather 
than back-office processes, is the main driver that will 
enable growth. Combined with people and process ini-
tiatives, innovative technologies such as intelligent auto-
mation and artificial intelligence are a foundation for 
accelerating growth. These technologies are powering a 
new age of ‘augmented intelligence’ for lawyers. 

Lawyers are still making key legal judgments, but now 
have powerful tools to draw new insights and make  
better-informed decisions. 

Mind the gap
New global research conducted by Intapp and The 
Lawyer finds that while firms say data-driven strategies 
are highly important in all areas of the client lifecycle, 
there is a significant gap as to where they are deploying 
enabling technologies: 

●● Ninety-seven per cent of firms deem intelligent auto-
mation to be important for conflicts, yet only 42 per 
cent are taking advantage of technology in this area.

●● Ninety per cent of respondents confirm using intel-
ligent automation for opportunity identification and 
cross-selling is important, yet only 16 per cent report 
they are utilising data-driven insight for this 
purpose.

●● While 90 per cent of firms believe that using data-
driven insight to manage client terms is important, 
only 16 per cent are using technology solutions for 
this purpose.

●● Eighty-seven per cent of firms feel intelligent auto-
mation is important for resource allocation, yet only 
14 per cent have invested in this area.  

●● Although 86 per cent of law firms agree that auto-
mation is important to deliver insight and analytics 
to clients, just 18 per cent have made the necessary 
investments.

Investment barriers may be due to unique challenges 
that arise from the law firm partnership model 

– challenges a traditional corporation does not have to 
face. Deploying additional technology across the law firm 
requires dedicating a larger percentage of revenue to the 
IT budget. It may be difficult for firms to reach consen-
sus across administration, lawyers, fee earners, and part-
ners for these increased costs, and the resulting process 
changes that come with new technology. 

However, new market dynamics necessitate a new out-
look; the technology investment strategy that got firms 
to their levels of success today will not necessarily drive 
success in the client-empowered era. To compete and win 
in the long term, firms need to move away from thinking 
of technology as a back-office expense, and towards har-
nessing its true value as a driver of front-office growth, 
profitability, and client experience. 

The AI advantage
Some firms are further ahead in the technology journey.  
In our research, we found that firms with £700m-£1bn 
in revenue plan to make the most significant investments 
in intelligent automation, with 81 per cent planning to 
invest slightly or significantly in client development, 74 
per cent planning to invest in business acceptance, and 
70 per cent aiming to invest in client delivery.  These 
firms also happen to have higher levels of revenue growth, 
at 14.5 per cent versus the UK 200 at 9.5 per cent. 

Forward-thinking law firms will embrace AI technol-
ogy as a critical part of their strategies to drive both top- 
and bottom-line growth. 

Our research shows that firms are most interested in 
implementing AI technologies to identify target oppor-
tunities through relationship mapping, pricing of mat-
ters, and time recording.

The legal industry is at an inflection point, where 
astute, forward-thinking firms will develop operating and 
service models that foster innovation in organisational 
design, business process, people collaboration, and the 
application of technology. 

Winning firms will develop a business strategy that 
includes a unified technology approach across the entire 
client lifecycle, from first touch to final outcome.

To explore the survey results in more detail, visit  
www.intapp.com/insights/global-report/.
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