
Transforming  
Legal Value

To focus on the stuff 
that matters

Free your lawyers to have 
the impact they deserve
Through transformation and 
technology
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Plexus:  Creating the 
Future of The Law

2010

2011

2012

2013

2015

2016

2018

Plexus Gateway 
profiled by Gartner as 
a Best Practice in 
Legal Automation

Plexus founders 
recognise that Law 
Firm client 
satisfaction was only 
16%

Launched 
Australia’s first ‘New 
Law’ Firm

August 2016
Plexus opens offices 
in London & 
Washington D.C.

At 82% Plexus 
achieves the legal 
industry’s highest NPS 
(customer satisfaction 
score)

Plexus profiled by 
HBR & INSEAD as a 
disruptor in the 
professional services 
industry

Begins investing in 
Legal Automation.  
Launches first ‘App’ 
Promotion Wizard

Plexus begins 
applying Lean Six 
Sigma process re-
engineering to legal 
tasks

Rated as one of 
Australia’s fastest 
growing companies

2017

2019

Launch of Plexus 
Gateway - world’s first 
Legal Operating 

Largest capital raise in 
Australian legal history 
- participation and 
strategic partnership 
with KPMG



Value creation and value destruction is accelerating‘Creative destruction’ is accelerating
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What got you here - won’t get you there

‣ Law firm management 
‣ Technical knowledge 
‣ Governance 
‣ Contract Management

‣ Commerciality 
‣ Solutions orientation 
‣ Compliance with new regulations 
‣ Legal department management

‣ Scalable service delivery 
‣ Evolving supplier mix 
‣ Regulatory sensing 
‣ Advancing strategic objectives

The Era of ‘Engagement’ The Era of ‘The Scalable Legal FunctionEra of ‘The Company Lawyer’

2000 2010 Today
Expectations 

of Legal

Resources of 
Legal

Key priorities

3 in 5 Legal 
Tasks are 

unsupported



The core challenge: It is impossible for a 
legal team of any size to reach the +80% 
of employees who make decisions that 
impact legal risk every day.
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85% of legal tasks go 
unsupported

9
n=1463  Gartner General Counsel Roundtable & Plexus Thought Leaders research

Which leads to very low 
client satisfaction…

of clients who feel they get 
value from Legal

3

Leading to CEOs 
demanding a different 
kind of Legal leader…

4

increase in GC turnover in 
last 3 years

Yet.  Headcount budgets 
aren’t increasing…

1

of GCs increasing 
headcount

Resulting in legal being 
seen the greatest blocker of 
execution…

2

38%Legal & Compliance

35%Finance

30%Marketing, R&D & Sales

26%HR

22%Procurement

38%IT

Ranking of blockers of execution



‘Though almost 40% of General Counsel gave their 
team top marks for contributing to the commercial 
value of the company, only 14% of CEOs did so.’  

- Bain & Company
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Anatomy of low Legal 
Productivity
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25%–40% of a lawyer’s time is spent on tasks 
that don’t require a lawyer resulting in $2.7 
million in lost productivity*

* Gartner General Counsel Roundtable Research



“The business values our input…..When they can access 
it,  in the timeframe that they need it…. 

If not - they would prefer us to not be involved.” 

- ASX 50 GC



The Legal Transformation Playbook
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Resource allocation in an 
inefficient Legal Function

Value

Ri
sk

50% 20%

20% 10%
Law firm overspend Unsupported strategy

Trapped capacity Execution bottleneck

Resource allocation at a 
modern Legal Function

Value

Ri
sk

Alternate resourcing
Legal System of 

Record

Automated  
self service

Productivity tools



Harder has failed.  It’s time to 
work smarter.   

The only way to deliver more 
value is to change how legal risk 
gets managed.
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Focused on building the organization’s 
capacity to make better legal decisions.

Focused building the legal departments 
capacity to support more legal 

decisions. 

The Function of The Past The Function of The Future
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Lawyer Client Lawyer

Clients

The BIG Idea
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Request Legal  
Support App

Automated 
Triage

Standardised 
Briefing

Advice 
Automation

Task 
Management

Negotiation 
Portal

eSignatures, 
Workflow and 
Delegations

Contract  
Life-cycle 

management

Advanced 
search and 

analytics

Adopting the tools lawyers 
should have always had

Pr
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m

s
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Functions who have adopted automated self 
service report a 65% increase in Legal Productivity. 

Automated Workflow Management Contract Lifecycle Management

Automated Self-Service1

2 3



“85% of routine legal work is now 
Automated - freeing the team up to 
run with the business.”

Anna Lozynski: General Counsel ANZ,  L’Oréal

Free your team. 
To drive strategic impact



Those functions who report the greatest Transformation 
maturity also report the highest (%) spend on technology

Transformation maturity Vs Technology Spend
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Almost half of legal functions 
have no technology….yet 
average spend will increase 
111% over the next two 
years.
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50%

22%

13%
6% 9%

17% 15%

31%

14%

24%

>1% 2% 4% 6% 8%

Current 2 Years Linear (2 Years)

% Legal Budget Spent on 
Technology now and two years



“I know I should be leveraging 
technology…but I don’t know 
what I should be doing about 
it.”   - ASX 50 GC
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But there’s a problem



98% of GCs rate 
Transformation as critical to 
their future success.  Yet 
few are implementing a 
strategy.

n=97 General Counsel Roundtable & Plexus Thought Leaders research 22

Which stage of the transformation journey 
best describes your legal function

72.4%

27.6%

0%

10%

20%

30%

40%

50%

60%

70%

80%

Not implementing yet Implementation Stage

We are operating a new paradigm
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Under resourcing 
Failing to ‘ring fence’ the capacity 
and budget required

Risk aversion 
Treating the project like a 
contract - attempting to 
eradicate all risk

Legal Centred  
Business Case 
Anchoring the business case on 
what legal wants not what the 
business needs

Prioritising urgent 
over important 
Allowing the urgency of BAU 
work to consistently trump the 
importance of functional 
improvement

Isolated adoption 
Buying ‘point solutions’ with 
limited connectivity

Over-reliance on 
traditional vendors 
Hoping law firms will solve the 
problem for you ‘as part of the 
relationship’

The Tomorrow Fallacy 
The belief that you will have 
more time to make a start later

Adopting ‘generalist’ 
tools 
Believing other functions tools 
(e.g. Ariba) or generalist solutions 
(e.g. Sharepoint) will address 
legal needs

Adopting Law Firm 
technology 
Believing tools designed to 
improve law firm profitability 
will boost Legal productivity

Analysis paralysis 
Weighting perfection over 
progress

Falling for ‘integrations’ 
fools gold 
Believing that integration with 
other systems (e.g. CRM, ERP) will 
deliver material ROI

Stakeholder ‘sign-off’ 
Allowing other functions the right 
to veto your technology strategy - 
by ‘seeking buy in’

Abdication instead 
of delegation 
Delegating to a team member 
who is ill-equipped to get it done

Under focus on adoption 
Failing to ‘sell’ and ‘tell’ to 
mandate adoption

Letting others drive 
the agenda 
Abdication of technology strategy 
to more powerful or experienced 
functions

1 2 3 4

5

10 9 8 7 6

11 12 13 14 15

The Transformation Doom Loop

plexus.co/insights | The Legal Transformation Doom Loop 



The greatest roadblocks to adopting technology
%

 R
es

po
nd

en
ts

Knowing where 
to start

Finding the time Securing team 
‘buy in’

Securing 
business 
‘buy in’

Securing budget/
resourcing Vendor selection

Change 
management & 

deployment
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0%

5%

10%

15%

20%

25%

30%

35%

14.6%

7.6%

4%

30.1%

15.2%

5.0%

17.5%

% of respondents rating greatest challenge



The Tomorrow Fallacy 
The belief that you will have 

more time to make a start later

1

plexus.co/insights | Why Legal Transformation Fails



Makes small investments 

Automates some templates 
Changes their supplier mix 
Adopts some productivity tools

Gains business buy in 

Collects ROI and tracks impact 
Seeks investment from other functions

Reinvests additional capacity in further 
transformation 

Invests further in Automation 
Adopts a sophisticated System of Record 

GC Makes Capacity to Make a 
Start 

Frees some budget capacity 

Brings in some additional resources 

The Hamster Wheel or the Flywheel?

While most functions are stuck in 
a hamster wheel

Progressive GCs are investing in a 
Transformation Fly Wheel



Abdication instead of delegation 
Delegating to someone who is ill-

equipped to get it done.

2

plexus.co/insights | Navigating Legal Automation - 6 factors to consider



RACI chart definition guide

Responsible

Accountable

Consulted

Informed

Does the work to complete the task

Delegates work and is the last one 
to review the task or deliverable 
before it’s deemed complete

No max or minimum

Provides input based on either how 
it will impact their future project 
work or their domain of expertise on 
the deliverable itself

Needs to be kept in the loop on 
project progress, rather than roped 
into the details of every deliverable

No max or minimum

Limit to 1 per task

At least 1 per task

Definition Number of team  
Members to assign



General Counsel Project leader Vendor Legal Team IT
Business 

Stakeholders

Problem Definition
Responsible & 
Accountable Responsible Consulted Informed

Business Case 
Development

Accountable Responsible Responsible Consulted Informed

Vendor Selection Accountable Responsible Consulted Informed

Funding Accountable/
Responsible

Consulted Consulted Informed Consulted

Solution Design Responsible Responsible Accountable Informed

IT Security Informed Informed
Responsible/
Accountable

Deployment Responsible Responsible Accountable Informed Consulted Informed

User Adoption Accountable Responsible Responsible Informed Informed

Legal Transformation RACI



The Legal centred business case 
Anchoring the business case on 

what Legal wants NOT on what the 
business needs.

3

plexus.co/insights | ROI Calculator
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6 Tips to increase your chance of 
getting funding



1.  Just because your budget is currently titled ‘law 
firm spend’ - doesn’t mean it’s for law firms.  

Rename it the ‘getting sh*t done budget’.

plexus.co/insights | How to secure budget for legal tech 
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2.  Buying technology feels unfamiliar…but you buy from service 
providers every day 

1. Are you clear on the problem you are trying to solve? 

2. Have you determined the most credible soluton to that 
problem? 

3. Do you have a plan to realise value the value

plexus.co/insights | Legal Tech shopping list



Reality

Hope

Number of stakeholders involved
Pr
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3. Probability of getting live 
reduces exponentially with 

number of stakeholders involved



35

4. If you have to “sell” to get resources. Centre the 
business case on the business outcome - not the 

legal need…

plexus.co/insights | How to measure the performance of your legal function
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Shorten cycle-time

1

Increase revenue

2

Reduce cost

3

Increases productivity

4

Reduce risk/improve 
governance

5

Advance a strategic priority

6

What’s the business problem you are solving?

‘In god we trust.  For everyone else - bring data’  
- Bloomberg

plexus.co/insights | How do you know if you need Legal Technology?
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  6. Good vendors will not only help you establish a 
business case. They will help you sell it to get 

funding. 

…Let them. They have done it more times than you.

plexus.co/insights | How to secure budget for legal tech 



Poor Vendor Selection 
Adopting Old, New, Generalist or 
Law Firm technology almost always 
leads to failure.

3

plexus.co/insights | The risks of thinking too small when adopting Legal Technology 



63.3%

46.9%

37.8%

33.7%

29.6%
26.5% 25.5%

21.4%
19.4%

12.2% 11.2%

30.6%

76.1%

54.1%
51.5%

55.2%

61.5%

36.0%

57.1%

42.1%

27.3%

45.5%

Document Storage eSignatures Legal Task/Matter
Management

Contract Automation Contract
Approvals/Delegations

of Authority

Legal Workflow Contract Lifecycle
Management

eBil ling (or other Law
Firm Management

Tools)

Legal Intake/Triage Automated Contract
Review

Contract Negotiations

Adoption Satisfaction

Zone of satisfaction

While GCs report reasonable satisfaction levels with some 
technology solutions…while adoption still remains incredibly low
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Satisfaction Vs Adoption



Start Up 1-3 years: 
High Risk:  Product 

not Enterprise Grade

Scale Up 4-9 years:  
The Sweet spot, 

growth brings capital 
and innovation

Mature 9-14 years: 
Stable - but limited 

innovations

Declining 14+ years: 
High Risk:  Product 

obsolescent

The Life-Cycle of a Technology Company



Never be the first.  The last.  Or the only.  User of technology. 

The worst.  Being the only. 



The evolution of automation



“What used to take us 
multiple days is streamlined 
down to about 12 minutes”

Marissa Corda: EVP, Global Head of 
Legal & Compliance, Sonnedix

Free your time
To have strategic impact
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Transforming
Legal Value

Playbooks 
eBooks 

How-to videos  
Case studies 

ROI calculators 
Business case templates 

Or email 
insights@plexus.co 

To make a start go to our Transformation Toolkit @ 
www.plexus.co

mailto:insights@plexus.co
http://www.plxs.com.au/insights
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Legal Value

To create your future

The Future is Here
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It’s just not evenly distributed

The Future is here

Questions?


