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SURVEY OVERVIEW

With heightened client expectations, law firms continue to examine opportunities to 

reduce operating expenses, increase productivity and mitigate risk in order to remain 

competitive. To support these goals, law firm procurement is becoming a growing 

trend in law firms and is being established to enable expense reduction and allow 

other functions within the firm to focus on core competencies and increase value 

delivered to clients. 

To provide visibility into the current state of the procurement landscape in law firms, 

HBR Consulting (HBR) conducted its second annual Law Firm Procurement Survey    

(the Survey). The results of the Survey equip procurement leaders with:

 A point of reference for advancing and elevating the role of procurement

 An industry-focused baseline to benchmark against peers

 Visibility into emerging trends through year-over-year survey data analysis

The Survey included participants representing 17 Global 100 firms with an average of 

$80M in spend under management and $1.2B in firm revenue. In parallel with the 

Survey, HBR conducted a Law Firm Executives Survey (Executive Survey) to gather 

intelligence on how law firm procurement functions are viewed by c-level firm 

executives. The Executive Survey results provide visibility into highly valued services 

and equips procurement leaders with insights on where firm executives view 

opportunities for improvement in procurement.

Both surveys were conducted in advance of HBR’s annual Law Firm Procurement 

Roundtable that was held in October, 2016. The annual event is a unique opportunity 

for legal procurement leaders to network and discuss key procurement trends.  

supported by HBR survey data.

1

ROUNDTABLE KEY TAKEAWAYS 

 Increasing importance of third-party risk management

 Benefits of performance metrics

 Improvement opportunities through adoption of technology

 Benefits of becoming a trusted advisor  



Accounting 

Automotive

Defense Contracting

Financial Services

Insurance

Manufacturing

Pharmaceutical

Professional Services

Public Sector Health

Retail

Telecommunications

PARTICIPANT PROFILE

EXECUTIVE SUMMARY

2

Firm Revenue Firm Attorneys
Global 100 

Representation

Spend Under 

Management

Contracts Under 

Management

2016 (average) $1.2B 1,400 17 $80M 690

2016 (median) $990M 1,050 N/A $65M 650

85% of 2016 Survey participants have 7+ years of legal

industry experience compared to 65% in 2015

PARTICIPANTS' PRIOR BACKGROUND
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PROCUREMENT DEPARTMENT SIZE*

1-3 18%

4-6 35%

7-10 29%

11+ 18%

17%

17%

17%

17%

33%

*No direct correlation between firm and department 

size was observed, however, we expect this to 

evolve over time. 



INCREASING IMPORTANCE OF THIRD-PARTY RISK 

MANAGEMENT

Current third-party risk management initiatives are in their infancy stage 

and seem to primarily be driven by client requests during information 

security audits. This highlights a significant opportunity for procurement 

departments to add value to their organizations by implementing effective 

third-party processes and procedures to mitigate risk. As evidenced by the 

Survey results and roundtable discussions, most law firms are struggling to 

navigate this area, and are seeking guidance and expertise when 

developing third-party risk management policies.  

As clients are increasingly requiring that law firms have governance 

processes and policies in place, third-party risk management is becoming a 

high priority area for firms. According to the Survey, 80% of firms have 

been requested by a client to provide documentation on their formal third-

party risk management policy, however, only 30% of firms currently have a 

formal policy in place, and 55% of firms are currently working to develop a 

policy. The Survey showed that 60% of firms have a procurement 

department that supports client audit requests, which further demonstrates 

the opportunity for procurement to add value in this area. 

The biggest challenges of implementing a policy vary across firms and 

include: people (35%), process (30%) and strategy (25%). The need for 

third-party risk management is expected to continue to increase in the near 

future, with the prediction that the trend is going to expand from financial 

services and healthcare clients into other sectors. Law firm procurement 

can benefit from examining how other industries, such as financial services 

and healthcare, have established client trust by implementing 

comprehensive third-party risk governance programs.
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BENEFITS OF PERFORMANCE METRICS

According to the Survey, the most important key performance indicators 

(KPIs) are related to savings achieved, contracts under management and 

spend under management – being tracked by 70%, 60% and 50% of firms, 

respectively. While spend under management is considered important by 

only half of survey participants, 80% of responding executives feel it is an 

important KPI. Furthermore, firm executives agree that savings achieved 

(70%) and contracts under management (50%) are KPIs that should be 

tracked and reported to management on a regular basis. 

According to the Survey, 50% of procurement leaders actively monitor and 

report back to management on less than three KPIs. It is vital, as a leader, to 

align with stakeholders to measure (i) what firm executives value and (ii) the 

value procurement is adding to the organization. Defining a structure and 

strategy of how and when to report preferred KPIs to executives should be a 

key consideration for all procurement departments. 
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IMPROVED EFFICIENCIES THROUGH THE ADOPTION OF 

TECHNOLOGY
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It can be challenging to be on the forefront of process efficiencies 

when procurement budgets are limited in law firms – 50% of 

executives reported their procurement budget will remain flat for 2017. 

Thus, there is a growing need for the adoption of the right technologies 

to support automation and provide more accurate, timely and robust 

operational results. The Survey reported that firms currently use the 

following procurement technology: contract management (60%), 

invoice automation / processing (45%), request to pay / purchasing 

(40%) and spend analysis (25%). 

Leading firms have adopted systems that provide visibility into third-

party spend, allowing firms to run reports across a multitude of

vendors and providers. Additionally, leading firms have implemented 

contract management systems for all third-party contracts, which 

allows firms to fully understand all counterparty obligations. The 

Survey results show that more firms plan to adopt this approach in 

2017, including those firms with limited budgets. 
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BENEFITS OF BECOMING A TRUSTED ADVISOR

According to the Survey, 55% of procurement leaders and 60% of executives, believe that the 

most important aspect of becoming a trusted advisor is the ability to identify key trends in critical 

supply markets that can be leveraged for the benefit of the firm. According to executives, the two 

key qualities of a trusted advisor are (i) an alignment with stakeholder interests and objectives and 

(ii) flexibility to address evolving stakeholder needs. Achieving a trusted advisor status will further 

help the business case for procurement’s increased involvement across an organization.

An opportunity exists for procurement to realign resources with more strategic categories – areas 

where current procurement involvement is very limited.  By focusing on higher valued areas of the 

firm, procurement will better positioned to demonstrate the benefits and impact that the function 

can have on all strategic sourcing decisions.

There are always opportunities to refine traditional habits and improve processes. Having a strong 

understanding of peers in the market will help firms benchmark their organizations and measure 

the evolution of their procurement department. More than half of respondents stated that they 

currently play a role in executive management’s decision, strategic discussions and business 

planning. Becoming a trusted advisor in additional areas will only strengthen procurement’s role 

and provide more value to leadership.
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CONCLUDING REMARKS
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The Surveys and the Roundtable provided insights into current trends, opportunities and 

challenges that are unique to law firm procurement. With international participation (US, 

Canada and UK), we were able to develop an industry baseline of metrics and 

demographic information. By adding the Executive Survey in 2016, we gained insight into 

what firm leaders value the most and where they see opportunities for procurement to 

improve. The key roundtable discussion points included third-party risk management, the 

importance of demonstrating value through metrics, technology in procurement and the 

benefits of becoming a trusted advisor. 

The importance of third-party risk management is apparent as 80% of firms have received 

client requests, however, only 30% of firms currently have a formal policy in place and 55% 

are working to develop. The use of performance metrics is challenging as leaders and 

executives have many different views on the need and approach; maintaining alignment 

with stakeholders is key to the success of metrics in procurement. The need for technology 

solutions is continuing to grow as procurement budgets and investments remain limited. It 

is vital for leaders to continue to demonstrate the importance of procurement to firm 

executives, allowing for more growth and opportunities to become a trusted advisor.
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Connect with HBR to learn more about the Survey or outcomes 

from the annual Procurement Roundtable



HBR Consulting delivers advisory, software and managed services solutions that increase productivity and profitability for 

corporations, professional services and law firms. Thought leaders with decades of experience, we deliver value to our 

clients. HBR has long-term relationships working with 90 percent of Am Law 200 law firms and 35 percent of Fortune 500 

corporate law departments.
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