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Ready to use as 22 
Powerpoint slides 
which you can cut 

& paste as 
required. 

Really useful facts 
and benchmarks 

for the legal 
technology 

industry. 
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All the core 
strategic 
facts and 

figures  are 
here to 

ensure you   
understand 
where the 
market’s 
been and 
where it 
could go. 
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Market Definition 
Over 70 firms with combined sales of over £140m pa are focused on 
providing lawyers in practice, government, commerce & industry: 

 

Practice Management Software: 

 - time & fees; time recording; cashiers; billing; general 
 ledgers; accounts; calendar management, conflicts and 
 prompts; CRM/contact management; payroll, performance 
 metrics/reporting; budgeting… 

Case & Matter Management Software   

 - company secretarial administration, conveyancing, 
 debt collection, probate/trusts administration, personal injury, 
 family law, litigation/case management, transactional 
 law/workflow, commercial law, contract administration/ 
 management, banking/financial services, pensions 
 administration… 
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Industry boundaries  

Defined. 
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Financial Fundamentals (2) 
Relevance: 

 
A truly strategic view  
needs long term data  
– we go back over 3 

business cycles. 

Precision: Brick built data based on real results from all the real 
competitors gives unrivalled accuracy. 

Brilliance: 
 

Only RBP show you 
where the market 
should be now and 

could be in the future to 
give you what you need 

to plan ahead. 



Net New Business 
The market can grow at +£19m in a good 
year and contract by -£9 in a bad one. 

Historically new sales correlated closely 
with profitability through client 
acquisition premiums – this is much less 
likely going forward. 

Profitability is under pressure now but 
predictions below assume increasing 
uptake of SaaS business models to 2015. 
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Historic Top Growers £

Tikit

ICSA Software

Civica

Business Integrity

Eclipse: Proclaim

Current Top Growers £

Eclipse: Proclaim

Business Integrity

SOS Connect

Thomson Elite

Bar Squared

Watch List

Business Integrity

Eclipse: Proclaim

ICSA Software

Bar Squared

Iken Business

Acquirers are not usually buying big 
market share takers but simply stacking 
past achievers in one block. The large 
groups are notably absent as share 
takers. 

In-company specialists are doing best 
currently and are likely to continue to 
do so. 

Relevance: 
Key benchmark 

ratios are 
explained and 

quantified. 
Brilliance: 

Past leaders, current winners 
and ones to watch are 

highlighted. 

Precision:  
 

Detailed benchmark data from all the suppliers  
is mapped and plotted over time to give you  

real data for strategic planning  
and competitive positioning. 



Payroll as % of Sales 
Software is a people business – and typically firms here spend 
around 45% of sales on staff costs. 

Being either very low or very high is not the issue – it is a strategic 
choice. Mature/declining markets will see levels of 20-25%, new 
entrants can see 80-100%+, but service businesses usually see 50-
60% ratios, people being their key asset. 

High service and bespoke development businesses often see higher 
than 60% ratios here, while mature, multi-national and more 
standardised business can see ratios below 40%. 

 

©RBP Ltd 2011    Relevance  Brilliance  Precision    01280 843900 6 

Payroll as % Sales

71.7% Top Decile Average

68.3% Median Top Decile

62.7% Median Top Quartile

44.7% Median Overall

45.9% Average Overall

% Benchmark Suppliers

90.4% Pilgrim

81.8% Lexis: Axxia

50.2% IRIS-CS Group

38.8% Aderant

22.9% OyezStraker

 
Precision:  
Statistical  

analysis from  
direct 

competitors 
underpins all  

of the  
benchmarks. 

Relevance: 
 

For all key benchmarks the levels to aspire to  
are set out in detail and examples of leading 

companies specific levels are shown for comparison. 

Brilliance: 
 

Data is clearly 
presented to 
enable you to 
see where you 

fit in. 
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Interesting Players 

7 

 
Precision:  

 
Detailed market  

shares for leading  
players are  

demonstrated  
as well as pointers  

to some of the  
more interesting 
contributors to  

the market  
– ones to watch. 



So What? 
Ignore the hype about legal services deregulation – this is a market achieving 
above average growth and profitability overall for a UK professional services B2B 
sector – but not by much. 

 

Winners will keep it simple for the next 5 years – don’t play games with revenue 
recognition, amortisation, etc – focus on long term subscription based cash – 
that’s what SaaS means, and that’s all it means. 

 

Among private practices, everyone who wants a system has one – switching is 
still quite rare and costly; defections from IRIS are typically overstated and 
expected to some degree by any consolidator. 

 

The top 4 players are very vulnerable still to a mid-market specialists who can 
and do punch well above their weight. 

 

Nearly everyone was caught out by development cycles and business cycles 
diverging – sit tight – the .Net, cloud and niche versions will come good 
eventually.  

 

Private practice is fundamentally nervous of bleeding edge developers. In-
company budgets do exist and are comfortable with major enterprise systems. 
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Relevance: 
 

Real core issues and  strategic pointers 
are set out in the Exec Summary and to 

answer the hard So What questions. 

Brilliance: 
 

Real insights  
– and sometimes  

less really is more. 

 
Precision:  

Everything you need  
to base a strategic plan or 
investment/information 
memorandum on is here. 



If you want more – we recommend these… 

The legal technology sector is well served for commentators and researchers. Most are reliant to some degree on 
advertising revenues and cannot therefor be completely comprehensive, but the pros and cons of each are set out 
below. 

Delia Venables: A very thorough and long standing site with an independent view on the great, the good and  those 
aspiring to the same. Independent and still probably the broadest coverage available. 

Charles Christian: Legal Technology Insider – the first of the journalistic approaches to list, track and review the sector; 
authoritative and not afraid to grapple with the numbers and who’s where. 

The Legal Software Suppliers Association: With a membership of around half of the suppliers in the UK, the association 
is the trade body for developers 

The Law Society Software Survey: Struggling to keep wide enough coverage, the survey does give a platform for the 
smaller suppliers to match the presence of the big boys and digs into pricing and user profiles. 

Legal Support Network:  Competition to LTi from David Sparkes with a strong selection of free contributed material and 
a wider brief than technology, albeit well supported there.  

Julian Baker: LegalTechnologySolutions: An independent experienced IT insider with a thorough directory and some 
overseas angles, although mostly UK focused.  

LegalITProfessionals: a busy and well supported community and directory with an international perspective; good 
journalistic approach 

The Know List: Another new approach to legal technology directories, with an editorially rich site and a know-who 
bias. 

There is a wide range of conferences and exhibitions in the UK and internationally from the annual Legal IT show, to 
the Alternative Legal IT conference (ironically funded by the largest company in the market), the New Legal IT Forum, 
Asian summits, supplier user groups and assorted global extravaganzas. Finding people or suppliers in this market is 
not the problem. Understanding their strengths, weaknesses and competencies takes effort. 
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http://www.venables.co.uk/
http://www.legaltechnology.com/
http://www.lssa.co.uk/index.php
http://www.lawsociety.org.uk/documents/downloads/softwaresolutionsguide2009.pdf
http://www.legalsupportnetwork.co.uk/index.php/about/
http://www.legaltechnologysolutions.com/blog/default.aspx
http://www.legalitprofessionals.com/
http://www.theknowlist.com/


Legal Tech  –   Busy Isn’t It? 

http://www.firmex.com/
http://about.bloomberg.com/professional/index.html
http://www.achilles.com/en/
http://www.adviserplus.com/services/businessservices.asp
http://www.lawsociety.org.uk/
http://www.college-of-law.co.uk/
http://www.bpp.com/
http://www.accesslegal.co.uk/default.aspx
http://www.sweetandmaxwell.co.uk/default.aspx?
http://www.digita.com/pro
http://www.ldc.co.uk/default.asp
http://www.lexisnexis.co.uk/
http://www.wolterskluwer.com/WK/
http://www.cch.co.uk/croner/jsp/Link.do?linkName=CCH_home&BV_UseBVCookie=yes
http://www.business-integrity.com/index.html
http://www.lawsociety.org.uk/home.law
http://www.lawsociety.org.uk/home.law
http://www.eca-international.com/index.aspx
http://www.onesource.com/
http://uk.practicallaw.com/
http://www.saiglobal.com/
http://www.wilmington.co.uk/
http://www.hotdocs.co.uk/
http://www.classlegal.com/site.aspx?i=pr2
http://eu.wiley.com/
http://www.dpssoftware.co.uk/index.asp
http://www.fwbs.net/Default.aspx
http://www.globebusinesspublishing.com/
http://www.icc.co.uk/default.htm
http://www.oscre.org/
http://www.tracesolutions.co.uk/
http://www.ricsbooks.com/
http://www.nlis.org.uk/typo3conf/ext/macina_banners/pi1/class.tx_macinabanners_launchpage.php?uid=19&link=http://www.searchflow.com/
http://www.aderant.com/
http://www.dmr.co.uk/
http://edgebyte.com/
http://www.interwoven.com/
http://www.norwel.co.uk/site/home/
http://www.perfectsoftware.co.uk/
http://www.pilgrimsystems.com/index.htm
http://www.sdlt.co.uk/index.php
http://www.elite.com/
http://www.ipd.com/
http://www.chambersandpartners.com/
http://www.informaprofessional.com/home
http://www.classlegal.com/site.aspx?i=pr41
http://www.classlegal.com/
http://www.classlegal.com/
http://bglcorp.co.uk/products/cas/introduction
http://www.eclipselegal.co.uk/index.php

