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n a recent article, we examined how law 

firms stand to win a lot more business if 

they shift to a proactive, strategic approach to 

using technology. Some technologies, like 

eDiscovery and virtual data rooms, are already 

table stakes. Clients continue to demand 

greater efficiency that is tailored to their needs, 

and increasingly, they expect law firms to 

bring new tools to the table. In this market, law 

firms that use workflow automation tools to 

meet these 

demands will 

outperform firms 

that don’t. 

As children we are 

told that slow and 

steady wins the 

race; indeed, we 
see many firms 
that appear to be 

succeeding by continuing to work in large part 

as they always have.  Our view is that firms are 

still in the early stages of the technology 

adoption lifecycle for workflow automation, and 

there are well established pros and cons of 

being a ‘First Mover’ for any technology. How 

does this apply here? 

Early adopters are shifting to strategic buying, 

understanding how a platform generates value 

across a portfolio of internal and external facing  

use cases. They have a head start on capturing 

low-hanging fruit and gaining the critical 

experience required to position themselves as 

best-in-class, with the tools, case studies and 

teams to prove it. These firms are already winning 

new clients and deepening existing relationships 

by embedding long-term, workflow-driven 

services in their client operations. This matches 

other industries such as insurance who have been 

through the same evolution, resulting in 5-10 year 

services contracts 

fully integrated 

into customers 

with process and 

technology. 

This isn’t just 

about embedding 

efficiency gains. 

Workflow 

automation also 

unlocks a way to gather structured data across 

entire processes to better serve clients. Much of 

that today goes uncaptured or at best sits in a 

binder on a partner’s bookshelf. If firms shift, 

however, and use underpinning technology to 

deliver and capture relevant data, they can 

leverage this information to become more 

proactive, strategic advisors: across all our clients, 

what business problems arise? How does our 

advisory work impact and drive value in these 

businesses? 

Early adopters are already 
winning new clients and 

deepening existing relationships 
by embedding long-term, 

workflow-driven services in their 
client operations.

https://www.thelawyer.com/knowledge-bank/white-paper/why-your-firm-isnt-winning-business-in-2021/
https://en.wikipedia.org/wiki/Technology_adoption_life_cycle
https://en.wikipedia.org/wiki/Technology_adoption_life_cycle


“ “
For firms that aren’t culturally ready, steps such 
as optimising existing technology or documenting 
current processes can still be taken to 
future-proof the business.

www.autologyx.com

This also capitalises on the value of centralised 

knowledge and processes over individual 

efforts: firms need to provide continuity and 

management of service regardless of which 

lawyers are instructed over time. Learning how 

to capture and use this knowledge is in itself an 

evolving core business capability in Legal – think 

of how a company like Netflix generates usage 

data to choose what services to push or drop 

and manage its’ offering over time. 

So where are the early adopters starting? Some 

focus on time-consuming internal processes, 

removing low value (often non-billable) tasks 

and activities from their teams’ plates. Others 

start with a cornerstone client, improving 

service delivery while keeping the cost to the 

client low. Such firms have reduced client 

response times by 50 to 60 percent, allowing 

them to offer fixed or capped fee arrangements 

with the certainty that they can deliver to the 

right margins. While some will see this is as a 

risk to billable hours, others recognise the 

long-term win: clients will be more willing to 

tap the innovative firm for additional work 

because they trust that the delivery will always 

use the best available mix of people, process 

and technology – once that trust is established 

the price is almost secondary.  

For those with the appetite, there is still time to 

become an early adopter, setting the firm apart 

from the competition and reaping significant 

financial savings. For firms that aren’t culturally 

ready, steps such as optimising existing 

technology or documenting current processes 

can still be taken to future-proof the business. 

A great deal of competitive advantage awaits; 

Aesop’s fable only contemplated a hare that 

was cheeky, overly confident, and not willing to 

put in the work. Firms that move quickly on 

workflow automation and actually use it will 

rewrite the moral of the story.

  




