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Law Firm Landscape 

Finance Marketing 

Library 

• Annual Rate Increases 

• Firm Expansion 

• Respond to RFP’s 

• Proactive Competitive Intelligence 

Research 



 

Current Challenges 

• Data from multiple sources 

• Dated information 

• Difficult to assimilate all the data 

• Self-Reported information 

 



 

Law Firm Market Needs 

Current information regardless 

when accessed 

Up-to-date insight provides more relevant 

market perspective 

Running a profitable, competitive practice requires detailed and current 

information on how the market is valuing law firm services.   

Dynamic billing information by 

industry, matter, state, region 

and timekeeper 

Competitive markets require informed 

perspectives to enable intelligent decision 

making regardless of billing model 

Comprehensive market 

information 

Ensure decisions are based on quantitative 

market data and not anomalies 



 

About Serengeti 

5 

• $4+ billion billings over the last 12 

months from 1,000+ LMLF firms 

• 100% utilization by AmLaw 200, Global 100 and 

NLJ 250 law firms 

• Customers include  

– American Express 

– Amazon 

– Delta 

– Disney  

– Thomson Reuters 

• High customer retention—over 96% 

• Most favored solution among law firms by a 

margin of 4:1 

Competitors 

Serengeti is the most comprehensive data source for billings from over 

400 companies and 15,000 law firms.   

Source:  2010 ALM Law Firm E-billing Survey Report 



 

WestlawNext Matter Benchmark Reports 

Powered by Serengeti, WestlawNext Matter Benchmark Reports provides 

unparalleled insights into billing rates, staffing ratios and trending analysis 

that allows firms to instantly understand how they compare to their peers. 

• Benchmark rates comparing firms of 

all sizes whether down the street or 

across the country in order to compete 

effectively 

• Perform rate trending analysis to 

determine where there are 

opportunities to capture more value 

from client 

• Identify geographic and legal subject-

matter practice areas best suited for 

expansion and growth 
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Questions 

Alison Drier, Esq. 

National Firm Profitability Specialist 

651-244-2360 

alison.drier@thomsonreuters.com  

mailto:alison.drier@thomsonreuters.com

