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How are Australasian 
Law Firms Preparing 
for a Digital, Divergent, 
Differentiated Future?

For the 3rd year, ALPMA has joined forces with LexisNexis® to carry out  
ground breaking research into what Australasian firms are doing to respond 
to the changing legal landscape and how they are transforming their business 
strategy accordingly. In July 2015, respondents from 147 law practices across 
Australia and New Zealand participated in the research conducted via an 
online survey. 

To get the full survey results, download the report at 
www.lexisnexis.com.au/alpmasurvey

#1
Finding 
(and winning)
new customers #2

Improving 
operational 
efficiency #3 

Staying 
ahead of 
technology

#4 
Differentiating 
themselves 
from other 
firms

#5 
Growing 
firm 
profits

Law firms are focusing 
on expanding their service 
offerings and target markets in order to attract 
new clients whilst investing in technology to help 
deliver the productivity and efficiency gains that 
they need in order to stay competitive.“

“

James Parker 
Executive Director - Practice Management 
LexisNexis Asia Pacific

to address these challenges, law firms plan for the future.

                    of law firms have a strategic plan. 
Those that don’t are mostly small firms.
2/3rds

                 think their strategic plan is 
effective or very effective.
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35+35+30 70+30+A70%

top 8 strategies implemented by law firms to prepare 
for a digital, divergent and differentiated future

Law Firm Strategic Plans 
2015-2018

67% plan to invest in workfl ow/ process management system
s | 63%

 plan to change precent m
anagem

ent | 50%
 plan to improve document management

IMPROVE 
SYSTEMS & 
PROCESSES

45% will increase adoption of fl exible working practices

45% will offer more services on a fixed fee basis | 23 %
 will offer m

ore services based on value-pricings

ADOPT 
FLEXIBLE 
WORKING

59% will increase investment in online presence & social m
edia | 32%

 w
ill increase di gital lead generation investm

ent

54%
 will increase the number of target markets addressed | 44% will increase their geographic fo

otprin
t

39% plan to offer new legal services | 32% will offer new on-line services

EXPAND 
SERVICE 

OFFERINGS

48%
 w

ill expand their referral program | 41%
 will improve sales training for lawyers | 35% will invest in professional BD resources

50%
 will increase collaboration with professional services fi rms | 41% will increase collaboration with other businesses

EXTEND 
STRATEGIC 

RELATIONSHIPS

IMPLEMENT 
NEW PRICING 

MODELS

RAMP-UP 
DIGITAL 

INVESTMENT  

GROW 
TARGET 

MARKETS

FOCUS ON 
BUSINESS 

DEVELOPMENT

Most firms have just 
started to prepare for a digital, 
divergent, differentiated future. 

To get the full survey results, download the report at 			 
www.lexisnexis.com.au/alpmasurvey 

Learn how to successfully prepare your firm for the future by attending 
the 2015 ALPMA Summit and by discovering how LexisNexis’ wide range of 
trusted technology solutions will fully prepare your firm to thrive in a digital, 
divergent and differentiated world.

Find out more at www.lexisnexis.com.au/practicemanagement

More than 30% 
are well-prepared 
or fully prepared. 

54%  are 
beginning to 
prepare their firm.

12% are 
unprepared.


