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Purchasers’ expectations of legal 
services providers are evolving

Expectations are not currently being met in 
a number of crucial areas.

1.	 Integrated, cross-border advice 
beyond legal. Law firms are seen to be 
trailing other professional services firms 
in their ability to offer integrated multi-
disciplinary services. 

2.	 Use of technology. Participants 
are looking for better, more relevant 
technologies, to be used and shared on 
integrated platforms.

3.	 Regulatory and global compliance 
advice. Nearly half (49%) of all 
participants said that their department’s 
legal spend was growing in the area 
of regulatory compliance. Global 
compliance is perceived as a major issue 
for in-house lawyers.

4.	 Fixed fees, value pricing and greater 
transparency. Participants most 
frequently mentioned fixed or capped 
fees (30% of all responses), while over a 
quarter of responses (27%) referred to 
some form of value-based pricing.

Demand for alternative or non-
traditional legal service providers is 
increasing
A majority of participants have or will 
significantly review their legal suppliers. 
More than half are willing to purchase legal 
services from a non-traditional law firm 
that offers a range of professional services.

Future Trends for Legal Services is an 
independent research study commissioned 
by Deloitte Legal. Findings are based on 
243 quantitative survey responses, and 
30 qualitative, in-depth interviews with 
in-house legal services purchasers, mainly 
occupying positions of CEOs, CFOs or 
General/Legal Counsel. 

The market is moving and growing

Major purchasers of legal services are 
changing their approach to buying services 
across the globe. Overall, demand for legal 
services is growing. Every participant said 
that their legal spend was increasing in at 
least one area.

Purchasing patterns are changing

The majority of participants had recently 
taken or were considering a significant 
review of their legal suppliers. Many more 
were involved in an informal or on-going 
process of review.

 
 
The story in brief
In a growing market, purchasing patterns for legal 
services are changing. In-house teams are looking for 
tech savvy, integrated service providers who offer more 
than traditional legal advice.
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Overall, both demand and spend for legal services are growing. Particular areas are 
experiencing faster growth than others. Nearly half (49%) of all participants said that their 
department’s legal spend was growing in the area of regulatory compliance. Other growth 
areas include M&A (42%) and litigation (39%).

The legal services 
market is growing

Regulatory compliance

Major areas where legal services spend is increasing
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Conventional law firms are no longer meeting today’s business needs. The majority (55%) of 
participants in the study (legal counsel, general counsel – or CEOs and CFOs) have taken or 
are considering a significant review of their legal suppliers.

Traditional law firms 
under scrutiny

Participants who have either recently reviewed their legal suppliers or will do so 
within the next 12 months

Yes

Participant responses

55%
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Biggest challenges 
faced in running 
or working in the 
corporate function

Global compliance is perceived as a major issue for in-house lawyers, with over a quarter 
(26%) saying it is the biggest challenge within their department. Doing more with less, 
appropriate use of technology and the speed of business also are among the biggest 
challenges for in-house legal departments today.

Challenges include 
global compliance & 
doing more with less

Participant responses

Doing more with less

The speed of business

Global compliance

Using technology 
approppriately

44%

11%

26%

17%
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The majority of participants said that technology had not replaced the tasks of in-house 
lawyers (77%) – yet. But over half (52%) said that this will happen over the next five years. 
Purchasers want better and more relevant technologies, to be used and shared on 
integrated platforms.

Use of technology is 
increasing

Yes

Participant responses

No

Don't know

Technology is used for in-house legal tasks today

Technology will be used for in-house legal tasks in the next five years

18%

52%

77%

28%

5%

20%
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One in three legal services purchasers surveyed want their legal services provider to bring 
industry, commercial and non-legal expertise, which currently they do not.  They also want 
law firms to be more savvy on global data and cyber security protection issues and more 
pro-active in sharing knowledge across many jurisdictions. Traditional law firms are seen to 
be trailing other professional services firms in this area.

Need for a new 
type of legal service 
provider

Expertise desired by purchasers, but not currently delivered by major law firms

Industry, commercial or non-legal expertise

Digital, data privacy & cyber security

Other

More proactive knowledge sharing

Regulatory & compliance

More integration between legal practice areas

Financial expertise

0%                          5%                         10%                       15%                        20%                       25%                       30%                       35%
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52% of in-house legal departments are considering buying legal services from non-
traditional law firms.

Businesses are 
shifting purchasing 
patterns

Can you imagine a future where you would be happy to buy your legal services 
from a non-traditional law firm entity that provided a range of services?

Yes

Participant responses

No

Don't know

52% 26% 22%
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Approach and timeframe Participants profile

Research consisted of 243 
web-based surveys and 
30 long-form qualitative 
interviews. Data was collected 
between September 2015 
and February 2016.

Position: Participants had 
responsibility or influence in 
the purchasing of legal or any 
other professional services 
in their organisation, holding 
the position of General 
Counsel, Legal Counsel, CEO’s, 
CFO’s, or another executive 
management role.

Organizations: Participants 
were from large multinationals 
and mid-sized companies 
present in five or more 
countries and operating in the 
consumer business, energy & 
resources, financial services, 
life sciences & healthcare, 
manufacturing, real estate, 
technology, and media and 
telecommunications industries. 
Company headquarters were 
split between the UK (27%), 
North America (25%), Asia- 
Pacific (24%), Europe (excluding 
the UK) (21%), and Africa & the 
Middle East (3%).

Geographies: Responses were 
received from participants 
located on 5 continents and in 
33 countries. Participants were 
from developed and emerging 
markets. The largest group 
based on where the participant 
was located was Asia-Pacific 
(31%), followed by the UK (28%), 
North America (21%), Europe 
(excluding the UK) (17%) and 
Africa and the Middle-East (3%).

About this research
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