What are law firms doing to support their pricing

strategy?
More Price Competition Overwhelming majorities

of law firm leaders agree

2014 94% that greater price

2013 96% competition is a permanent
trend in the post-recession

2012 92% legal market.

2011 90%
So what are firms doing to

2010 89% become more competitive

in the pricing arena?

Developing data on cost of services sold:

58% 77% 83% 91% 89%
_ _ 50-99 100-249 250-499 500-999 1000+
all firm sizes lawyers lawyers lawyers lawyers lawyers

Training lawyers to talk with clients about pricing:

49%

34% 50% 61% 72% 100%
_ _ 50-99 100-249 250-499 500-999 1000+
all firm sizes lawyers lawyers lawyers lawyers lawyers
" 2014 Law Firms in Transition Survey
%Altma’n Weﬂ’ Inc. HIGHLIGHT ON PRICING | 1



What are law firms doing to support their pricing

strategy?

Identifying each client’s unique pricing preferences:

39% 46% 42% 63% 56%
50-99 100-249 250-499 500-999 1000+
all firm sizes lawyers lawyers lawyers lawyers lawyers
Incorporating pricing in all planning efforts:
25% 27% 42% 53% 56%
_ _ 50-99 100-249 250-499 500-999 1000+
all firm sizes lawyers lawyers lawyers lawyers lawyers

Setting margin goals in firm and practice group plans:

31% 44% 56%

22% 29%
50-99 100-249
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Pricing Tactics 2014

Ninety-four percent of US law firm leaders surveyed in spring 2014 believe that more price
competition is a permanent change in the legal market, according to Altman Weil’s 2014 Law
Firms in Transition Survey. However, only 30% of firms said they are making changing their
strategic approach to pricing. The charts featured in this Survey Highlight show the level of law
firm involvement in specific tactical activities that support pricing strategy. Results are shown for
all firms that participated in the survey, and are then broken out into five law firm size categories.

The survey shows larger firms clearly doing more than their smaller-firm colleagues. In a series of
questions about activities related to pricing, the survey found that larger firms are more likely to
be engaged in each of the five specified activities.

Seventy-three percent of law firms surveyed report they are developing data on the cost of
services sold. Forty-nine percent are training their lawyers to talk with clients about pricing, and
45% are identifying each of their client’s unique pricing preferences. Each of these should be a
relatively simple undertaking for firms and should be universally embraced.

Only 32% of firm leaders say their firms are incorporating pricing into all of their planning efforts.
And 29% are setting margin goals in firm and practice group plans.

About the 2014 Law Firms in Transition Survey

Conducted by Altman Weil in March and April 2014, the Law Firms in Transition Survey polled
Managing Partners and Chairs at 803 US law firms with 50 or more lawyers. Completed surveys
were received from 304 firms (38%), including 42% of the 350 largest US law firms. The full
survey is available online at: www.altmanweil.com/LFiT2014.
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