


Board Candidates
Term 2027 - 2029

Jason Vitullo
Patterson Belknap Webb & Tyler 

(US: New York, NY)



2027 BOARD OF DIRECTORS
• Mariano Batalla

ALTA Batalla (Costa Rica)
• Guillermo Bayas Fernandez

AGM Abogados (Spain)
• Hayley Buckley
   Wynn Williams (New Zealand​)
• Heather Harris 
   Barnes & Thornburg (US: Indiana)
• Marie-Claude Jarry 
   Dunton Rainville (Canada: Quebec)
• Frederik Kromann Jespersen 
   Skau Reipurth (Denmark) 
• Matt Mathews
   McGuireWoods (US: Virginia)
• Jonathan McCardle 
   Featherstonehaugh & McCardle (US: Albany, New York)

• Tom Pickthorn 
   Mills & Reeve (UK​)
• Robert Rieger 
   Adams and Reese (US: Louisiana)​
• Melissa Salhab Sykes 
   McGinnis Lochridge (US: Texas​)
• John Tang 
   DHH (China: Beijing​)
• Jason Vitullo 
   Patterson Belknap Webb & Tyler (US: New York, NY)
• John White 
   Beauchamps (Ireland)​
• Susan Wissink 
   Fennemore (US: Arizona​)



2025 OFFICERS

• Chair: Tom Pickthorn, Mills & Reeve (UK)

• Vice Chair: Susan Wissink, Fennemore (US: Arizona​)

• Secretary: Melissa Salhab Sykes, McGinnis Lochridge (US: Texas​)

• Treasurer: John White, Beauchamps (Ireland)​

• Past Chair: Fabio Guzmán Saladin, Guzmán Ariza (US: Dominican Republic)

LAST BOARD MEETING
Kenneth Baldwin, Robinson+Cole (US: Massachusetts​)
Celeste Bruce, Rifkin Weiner Livingston (US: Maryland)





Utah -> Idaho Wassim Benzarti 
Jon Stenquist 





2026: YEAR IN REVIEW 
+ 2027: YEAR AHEAD

2026 2027



MOBILE APP



36 Years of Excellence
SCG Legal has been connecting premier independent law 
firms since 1989. Our network has grown into a powerful 
global alliance of trusted legal and public affairs partners.

Global Reach with Local Expertise

125
Member Firms

Independent, high-quality
law firms across the globe

65
Countries
Comprehensive
global coverage

12,000+
Attorneys & Public Relations Professionals



Global Market Leaders
Leading Law Firm Networks:

THE ELITE



Board Service Event Speakers

Regional Calls

Practice Groups

SCG MEMBER TOUCHPOINTS

ENGAGE

Task Forces

New Partner Institute

Attend Meetings

Networking Virtual Events



JURISDICTION GUIDES
 Market Entry App for Australia by Hall & Wilcox (Melbourne)
 Doing Business in Canada
 Conflict in Guatemala: Risks and Strategies | Carrillo & Asociados
 Doing Business in Latin America & Caribbean
 Doing Business in Peru by Philippi Prietocarrizosa Ferrero DU & Uría
 Doing Business in Vietnam by Dilinh Legal

PRACTICE GROUP DIRECTORIES
 Bankruptcy & Insolvency Handbook
 Corporate/Mergers & Acquisitions
 Data Protection, Privacy & Cybersecurity
 Labor & Employment
 U.S. Government Relations

Guides & Directories
Document names are linked to the documents

https://hallandwilcox.com.au/expertise/products/market-entry-app/?utm_medium=email&_hsenc=p2ANqtz-9aRZr4oX1HqASLV5lOE0yBSTX-ojrxFY0g_aqnx8GRv2CDgpeDNu9rZgEy9b5fYuSgU5np28nS7if3AYPw6Z_VUBRidQ&_hsmi=339036611&utm_content=339037250&utm_source=hs_email
https://hallandwilcox.com.au/expertise/products/market-entry-app/?utm_medium=email&_hsenc=p2ANqtz-9aRZr4oX1HqASLV5lOE0yBSTX-ojrxFY0g_aqnx8GRv2CDgpeDNu9rZgEy9b5fYuSgU5np28nS7if3AYPw6Z_VUBRidQ&_hsmi=339036611&utm_content=339037250&utm_source=hs_email
https://scglegal.com/wp-content/uploads/Doing-Business-in-Canada-2.pdf
https://scglegal.com/wp-content/uploads/Doing-Business-in-Canada-2.pdf
https://carrillolaw.com/en/2024/07/05/conflictividad-riesgos-y-estrategias/
https://carrillolaw.com/en/2024/07/05/conflictividad-riesgos-y-estrategias/
https://scglegal.com/wp-content/uploads/FINAL_2024_SCGLegal_DoingBusiness_in_LatinAmerica_andCaribbean.pdf
https://scglegal.com/wp-content/uploads/FINAL_2024_SCGLegal_DoingBusiness_in_LatinAmerica_andCaribbean.pdf
https://scglegal.com/wp-content/uploads/Doing-Businesss-in-Peru-2025-vPPU.pdf
https://scglegal.com/wp-content/uploads/Doing-Businesss-in-Peru-2025-vPPU.pdf
https://scglegal.com/wp-content/uploads/DilinhLegal_DoingBusiness_inVietnam_2024.pdf
https://scglegal.com/wp-content/uploads/DilinhLegal_DoingBusiness_inVietnam_2024.pdf
https://scglegal.com/wp-content/uploads/EXAMPLE-SCG-Legal-Europe-Bankruptcy-Guide.pdf
https://scglegal.com/wp-content/uploads/EXAMPLE-SCG-Legal-Europe-Bankruptcy-Guide.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_2024_MA_Cross-Sell_Guide_vSept2024.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_2024_MA_Cross-Sell_Guide_vSept2024.pdf
https://scglegal.com/wp-content/uploads/FINALdraft_SCG_DPPC_2024Guide-vS13PM.pdf
https://scglegal.com/wp-content/uploads/FINALdraft_SCG_DPPC_2024Guide-vS13PM.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_Labor_and_Employment_Practice_Directory_vWEB.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_Labor_and_Employment_Practice_Directory_vWEB.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_USGovRel_PracticeGroup_Directory_vWEB.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_USGovRel_PracticeGroup_Directory_vWEB.pdf


Member-Only Best Practice
Training Programs

RETREATS





ARBITRATION
Feb 9 | Oct 26 > 5 – 6 AM, 11 AM – NOON

BANKRUPTCY & INSOLVENCY
Jan 28 | Apr 9| Jun 30| Nov 19 > 11 AM – NOON

CORPORATE/MERGERS & ACQUISITIONS
Feb 4 | Apr 21 | Nov 17 > 11 AM – NOON
>> Click HERE for this Group’s capabilities directory.*

CANNABIS
April 15 > 12 PM

CONSTRUCTION
TBD

DATA PROTECTION, PRIVACY & CYBERSECURITY
Feb 3 | May 12 | Oct 13 > 11 AM – NOON 
>> Click HERE for this Group’s capabilities directory.*

GOVERNMENT RELATIONS (U.S.)

Jan 13 | Apr 21 | Jun 2 | Oct 27 > 3 – 4 PM
>> Click HERE for this Group’s capabilities directory.*

INTELLECTUAL PROPERTY
Feb 10 | May 19 | Oct 15 > 11 AM – NOON 

LABOR & EMPLOYMENT 
Oct 14 > 11 AM - NOON
>> Click HERE for this Group’s capabilities 
directory.*

LITIGATION
Jan 21 | June 3 | Oct 21 > 10:30 – 11:30 AM

WHITE COLLAR
May 20 | Nov 5 > 11 AM – NOON

2026 PRACTICE GROUP MEETING SCHEDULE
ALL MEETINGS VIRTUAL & ALL TIMES ET UNLESS OTHERWISE NOTED  

CALENDAR INVITATIONS SENT VIA EMAIL TO PARTICIPANTS 

Interested in a Group? Have an idea for a Group?
Email CEO Alina Gorokhovsky  

+ in-person at 2026 Midyear Meeting > March 26-27 | Melbourne (Australia)
+ in-person at 2026 Annual Meeting > Sept 17-18 | Washington, DC (US)  

*If you/r firm is not included, please contact scgadmin@scglegal.com

https://scglegal.com/wp-content/uploads/SCGLegal_2024_MA_Cross-Sell_Guide_vSept2024.pdf
https://scglegal.com/wp-content/uploads/FINALdraft_SCG_DPPC_2024Guide-vS13PM.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_USGovRel_PracticeGroup_Directory_vWEB.pdf
https://scglegal.com/wp-content/uploads/SCGLegal_Labor_and_Employment_Practice_Directory_vWEB.pdf
mailto:agorokhovsky@scglegal.com


ASIA & PACIFIC RIM > 11 PM – MIDNIGHT
Jan 21 | May 19 | Oct 28

>> Click HERE for Market Entry App for Australia | Hall & Wilcox (Melbourne)
>> Click HERE for Doing Business in Vietnam | Dilinh Legal

CANADA > 11 AM – NOON
Feb 12 | Apr 16 | Sep 10 | Nov 12
June in Person Meeting

>> Click HERE for this Region’s SCG Doing Business in… Guide.

EUROPE > 9 – 10 AM
Jan 21 | Apr 14| Jun 18 | Nov 5

Interested in a Group? Have an idea for a Group?
Email CEO Alina Gorokhovsky  

*If you/r firm is not included, please contact scgadmin@scglegal.com

2026 REGION MEETING SCHEDULE
ALL MEETINGS VIRTUAL & ALL TIMES ET UNLESS OTHERWISE NOTED 

CALENDAR INVITATIONS SENT VIA EMAIL TO PARTICIPANTS 

LATIN AMERICA & CARIBBEAN > NOON – 1 PM
Jan 22 | Apr 14 | Jun 18 | Nov 4
>> Click HERE for this Region’s SCG Doing Business in…Guide.*
>> Click HERE for Navigating Conflict in Guatemala | Carrillo & Asociados
>> Click HERE for Doing Business in Peru | Philippi Prietocarrizosa Ferrero DU & Uría 

UNITED STATES > 2 – 3 PM
Jan 14 | Jun 3 | Nov 4

+ in-person at 2026 Midyear Meeting > March 26-27 | Melbourne (Australia)
+ in-person at 2026 Annual Meeting > Sept 17-18 | Washington, DC (US)  

https://hallandwilcox.com.au/expertise/products/market-entry-app/?utm_medium=email&_hsenc=p2ANqtz--CiA_IpC7O7BMG2IuG-JDim9sdMr5UgOIyFHdupqNmJFpPeFtwxUiwZ8ZGFz8iPBA5LMGogc1IlSii0rqIbkwRbxfcPA&_hsmi=376669699&utm_content=376668985&utm_source=hs_email
https://scglegal.com/wp-content/uploads/DilinhLegal_DoingBusiness_inVietnam_2024.pdf
https://scglegal.com/wp-content/uploads/Doing-Business-in-Canada-2.pdf
mailto:agorokhovsky@scglegal.com
https://scglegal.com/wp-content/uploads/FINAL_2024_SCGLegal_DoingBusiness_in_LatinAmerica_andCaribbean.pdf
https://carrillolaw.com/en/2024/07/05/conflictividad-riesgos-y-estrategias/?utm_medium=email&_hsenc=p2ANqtz-8G3uzHZptbULv3mzcW49pBALZnEw57wiiWRVbusjgVkhS2aDkuDEQZb9CftcMHLqKNP4ezhn52XnrWC0YjZb6DLqYeqw&_hsmi=376669699&utm_content=376668985&utm_source=hs_email
https://scglegal.com/wp-content/uploads/Doing-Businesss-in-Peru-2025-vPPU.pdf


MENTORS & MENTEES
Mentee Candidates:

Junior Partner, Of Counsel, Senior Associate

Key Benefits

Knowledge transfer, 
network expansion, 
career guidance

Cross-Firm 
Connections
Build relationships 
across member firms



AI Strategy Exchange 3.0

Building on the success of AI Strategy Exchange 2.0, 
SCG proudly introduces AI Strategy Exchange 3.0. This 
initiative is designed to equip member law firms with 
innovative AI technologies and resources, enabling 
them to drive productivity, enhance efficiency, 
optimize operations, and gain a competitive edge.

This program will act as a compass, guiding our 
members in shaping the future direction of their firms.

In partnership with LegalTech Hub (LTH), AI Strategy 
Exchange 3.0 will provide members with access to 
cutting-edge industry resources, collaborative 
engagements with leading vendors and consultants, 
and insightful expertise to drive meaningful innovation 
across firm operations and practice areas.

This program is a no-cost, value-add benefit exclusively 
available to SCG Legal Members





AI RESOURCE PORTAL





NETWORKING @ INDUSTRY  
EVENTS



INDUSTRY PARTNERSHIPS



LAW FIRM LEADERS
2027 ROUNDTABLE



LAW CMO AND COO 
2026 ROUNDTABLES



Business Development
Webinars



PROFESSIONAL DEVELOPMENT
PROGRAMS ON DEMAND

• Efficiency: Process Improvement, Project Management and the P+Ecosystem
• Well-Being: A six-part webinar series featuring How to Foster and Keep a Sense of Control, A

Stress- Resilience Workspace, Virtual Team Building Activities, Habits for Continued
Professional and Personal Growth, Healthy Work Engagement vs. Burning Out and The Six
Human Needs and Seven Habits of Highly Effective People

• Diversity, Equity and Inclusion: A three-part webinar series featuring Bias-Reducing and
Diversity-Promoting Decision-Making for Legal Professionals, Identifying and Confronting
Subtle Forms of Bias in the Law Firm and a Fireside Chat with Law Firm Diversity Professionals

• Strategic Communication as Law Firms Re-Open Their Doors
• Developing Business in a Virtual Landscape
• Post-pandemic Future: How to Orient Your Business for the Changes We've Seen and the

Changes to Come
• Drive Client Loyalty and Build Business by Understanding the Voice of Your Client



Executive Coaching Sessions
Group sessions + online training modules (video 
tutorials). Run-time average of six-minutes or less 
ensures minimal impact on billable time. 
Immediately actionable with clear step-by-step 
instructions on how to apply each strategy. 

• How to Expand Your Professional Network Virtually
• Prospecting for New Clients in a Virtual Environment
• How to Succeed in a Virtual Pitch
• How to Differentiate from the Competition
• How to Enhance Your Professional Reputation

with Social Media and Thought Leadership

New Partners Institute (NPI)
203 Alumni

Organizing Annual 
Alumni Meeting

2026: 2 Classes (47 Participants)



NEW PARTNERS INSTITUTE (NPI)



NPI 2026 CLASS

Adam Pabarcus
Larkin Hoffman
US: Minnesota

Angela Beierbach
Field Law
Canada: Alberta

Anna Okła-Woźniak
Domański 
Zakrzewski Palinka
Poland

Anastasiia Klian
GOLAW
Ukraine

Austin Jones
McGinnis Lochridge
US: Texas

Alexandria Russell
Rath, Young, and 
Pignatelli
US: New Hampshire

Alana Mitchem
Erickson | Sederstrom
US: Nebraska

Austin Provost
Robinson+Cole
US: Massachusetts

Andrew Tague
Goodell, Stratton, 
Edmonds & Palmer
US: Kansas



NPI 2026 CLASS

Bir Bahadur Singh 
Sachar
JSA
India

Dylan Castellino
Poyner Spruill
US: North Carolina

Colin Cloherty
Wiley
US: Washington, DC

Clara Fazio
Barreiro
Argentina

Emil Brockstedt 
Marburger
Skau Reipurth
Denmark

Caitlin Cobb
Capell & Howard
US: Alabama

Brittney Lehtinen
Kaempfer Crowell
US: Nevada

Emile Khoury
Boutin Jones
US: Sacramento, CA

Denisse Ortiz-Torres
O’Neill & Borges
Puerto Rico



NPI 2026 CLASS

Emma Plaxton
Mills & Reeve
UK

Jay Cho
Patterson Belknap 
Webb & Tyler
US: New York, NY

Hunter Schoen
Adams & Reese
US: Louisiana

Giselle Pérez Reyes
Guzmán Ariza
Dominican Republic

Jean-Rodolphe 
Fiechter
Kellerhals Carrard
Switzerland

Gabriel d'Amécourt
Veil Jourde
France

Fulya Kurar
Moroğlu Arseven
Turkey

Joel Wee
CNPLaw
Singapore

Jamie Riley
Parsons Behle & 
Latimer
US: Idaho



NPI 2026 CLASS

Jordi Abras Carbó
AGM Abogados
Spain

Lia Boritz
WeirFoulds
Canada: Ontario

Katherine Binsted
Wynn Williams
New Zealand

Kartik Jain
JSA
India

Magdalena Ozarowski
Ausley McMullen
US: Florida

Kari K. Noborikawa
Starn O’Toole 
Marcus & Fisher
US: Hawaii

Josafat Izaguirre
ALTA Melara & 
Asociados
Honduras

Miguel Ángel Soto
Philippi Prietocarrizosa 
Ferrero DU & Uría
Peru

Leslie Wong
Clark Wilson
Canada: British 
Columbia



NPI 2026 CLASS

Nick Bratis
L Papaphilippou & Co
Cyprus

Robert Couch
Parsons Behle & 
Latimer
US: Idaho

Peter Lennartz
RosholmDell
Sweden

Peter Dalmay
Jonsson & Hall
Iceland

Oleri Galope
Travers Thorp Alberga
Cayman Islands

Ruari O’Sullivan
Berman Fink Van Horn
US: Georgia



NPI 2026 CLASS

Sheniqua Hodge
Webster
Anguilla

Yan Feldman
Amit, Pollak, Matalon & Co.
Israel

Theresa Bowman
Mitchell Silberberg & Knupp
US: Los Angeles, CA

Sven-Erik Holm
GvW Graf von Westphalen
Germany







MEMBER-TO-MEMBER
POD/WEBCAST

Thought Leadership
Showcase expertise to global legal community and clients.

Network Building
Forge connections with peers in specialized practice areas.

Production Support
Full production assistance included at no additional cost.



Meetings
2026 Locations
MIDYEAR MEETING in Melbourne: March 26 - 27
INTA Cocktail Reception in London: May 3
Team Canada in Winnipeg: June 11 - 12
ANNUAL MEETING in Washington, DC: September 17 - 18
IBA Cocktail Reception in Copenhagen: October 5
CMO & COO Roundtables September 15

2027 Locations
TEAM ASIA & PACIFIC RIM in New Delhi: February 25 – 26
Law Firm Leaders Roundtable: TBD
MIDYEAR MEETING in London: May 13 - 14
INTA Cocktail Reception in San Diego: May 9 
Team Canada in Toronto: June
ANNUAL MEETING in New York: October 14 - 15
IBA in Singapore: November 14 – 19

2028 Locations
MIDYEAR MEETING in Milan: May 18 - 19



2027 MIDYEAR MEETING 
LONDON

MAY 13 – 14



2027 ANNUAL MEETING 
NEW YORK

OCTOBER 14 – 15



Client Referral Network
Identify Need
Determine when your client requires 
assistance in another jurisdiction

Find Resources
Visit www.scglegal.com/firms or contact CEO 
Alina Gorokhovsky

Make Connection
Connect with the listed representative in the 
needed jurisdiction

Track Referral
CC your voting rep and SCG's CEO on all 
referral communications



FRIDAY: BE HERE. BE SEEN. 
BE ENTERED TO WIN.

Our events are only as strong as your participation!

This year, every time we capture a photo of you attending a 
session, your name will be entered into our raffle. The more sessions 
you attend, the more chances you have to win!

Prizes include:
 2 winners: $2,000 toward airfare to attend either our London or New York meeting
 3 winners: 4 Night complimentary hotel stay at either the London or New York 

meeting
 4 winners: Complimentary registration for either the London or New York meeting

So show up, join the conversation, and get in the 
picture—the more sessions you attend, the better your chances 
of winning!







SESSION
2:00 – 3:00

KEYNOTE | THE HONORABLE LAURA DIBELLA

Chair of the U.S. Federal Maritime Commission (FMC)



SESSION
3:00 – 4:00

THE NEW MATH OF LAW FIRM REVENUE AND PRACTICE 
MANAGEMENT: AI, BILLING BEST PRACTICES, PRICING 

STRATEGY, OUTSOURCING AND FEE INNOVATION 
Moderator
• Katherine Silverman > Berman Fink Van Horn (US: Georgia)
Panelists
• Martin Dell > RosholmDell (Sweden)
• Matt Felten > TransPerfect Legal (US: Pennsylvania)
• Jack Weinberger > Ajax (US: New York)





SESSION
4:15 – 5:15

DOING BUSINESS IN LATIN AMERICA 
Moderator
• Victor Salgado > Robinson+Cole (US: Massachusetts)
Panelists
• Guillermo de la Rosa > Torres, Plaz & Araujo (Venezuela)
• Nicolás Jaca Otaño > Barreiro (Argentina)
• Héctor Ramírez > Philippi Prietocarrizosa Ferrero DU & Uría 

(Colombia)
• Claudia Soares Garcia > Peixoto & Cury Advogados (Brazil)



TOMORROW: BE HERE. BE SEEN. 
BE ENTERED TO WIN.

Our events are only as strong as your participation!

This year, every time we capture a photo of you attending a 
session, your name will be entered into our raffle. The more sessions 
you attend, the more chances you have to win!

Prizes include:
 2 winners: $2,000 toward airfare to attend either our London or New York meeting
 3 winners: 4 Night complimentary hotel stay at either the London or New York 

meeting
 4 winners: Complimentary registration for either the London or New York meeting

So show up, join the conversation, and get in the 
picture—the more sessions you attend, the better your chances 
of winning!





SESSION
9:00 – 10:00

STATE DYNAMICS: THE RIPPLE EFFECT ON 
FEDERAL POLICY & GLOBAL RELATIONS

Moderator
• Robert Rieger > Adams & Reese (US: Louisiana)
Panelists
• Alexis Glascock > Fennemore (US: Arizona)
• Jonathan McCardle > Featherstonhaugh & McCardle (US: Albany, NY)
• Grace Pennerat > Poyner Spruill (US: North Carolina)



TOMORROW: BE HERE. BE SEEN. 
BE ENTERED TO WIN.

Our events are only as strong as your participation!

This year, every time we capture a photo of you attending a 
session, your name will be entered into our raffle. The more sessions 
you attend, the more chances you have to win!

Prizes include:
 2 winners: $2,000 toward airfare to attend either our London or New York meeting
 3 winners: 4 Night complimentary hotel stay at either the London or New York 

meeting
 4 winners: Complimentary registration for either the London or New York meeting

So show up, join the conversation, and get in the 
picture—the more sessions you attend, the better your chances 
of winning!



BREAKOUT SESSIONS
10:15 – 11:00

GRAND BALLROOM II (here) >
M&A AND CAPITAL MARKETS OUTLOOK: TRENDS, 
RISKS, AND OPPORTUNITIES

GRAND BALLROOM I (next door) >
LITIGATION IN FOCUS: NAVIGATING COMPLEX 
DISPUTES



SESSION
10:15 – 11:00

BREAKOUT  | M&A AND CAPITAL MARKETS 
OUTLOOK: TRENDS, RISKS, AND OPPORTUNITIES

Moderator
• Mariano Batalla > ALTA Batalla (Costa Rica)
Panelists
• Peter Dalmay > Jonsson & Hall (Iceland)
• Michael Gieger > Barnes & Thornburg (US: Indiana)
• Ryan Hawley > Mills & Reeve (UK)
• Jean-Claude Lanza > Patterson Belknap Webb & Tyler (US: New York, NY) 



SESSION
11:15 – 12:00

BRIBERY WORKS…COMPLIANCE DOESN'T— A 
CONVERSATION WE'RE NOT SUPPOSED TO HAVE

Moderator
• Tatiana Sainati > Wiley (US: Washington, DC)
Panelists
• Thomas Amico > Veil Jourde (France)
• Vinita Mehra > Kegler, Brown, Hill + Ritter (US: Ohio)
• John Moran > McGuireWoods (US: Virginia)



SESSION
12:00 – 12:30

FIRESIDE CHAT | DEFENSE INDUSTRY: NAVIGATING 
GOVERNMENT CONTRACTS IN A HIGH-STAKES WORLD

Moderator
• Tom Pickthorn > Mills & Reeve (UK)
Panelists
• Jon Burd > Wiley (US: Washington, DC) 
• Bartosz Marcinkowski > Domanski Zakrzewski Palinka (Poland)



Mills & Reeve – Defence Projects

PHASA-35 Molloy T-150 Watchkeeper

Protector RG1 Apache Chinook

HMS Queen Elizabeth Typhoon Eurofighter Thermoteknix

Skyhammer Viking Hirtenberger





MUNITIONS AUTONOMOUS SPACE 

AIR SEA LAND 



SESSION
1:45 – 2:15

FIRESIDE CHAT | THE CHANGING ECONOMICS OF LAW: 
WHAT AI MEANS FOR PRICING AND PROFITABILITY 

Kyle Poe
VP of Legal Innovation and 

Strategy, Legora



Rewiring the Business 
Business of Law for
The AI Age

LEGORA COLLABORATIVE AI FOR LAWYERS



Kyle Poe
VP, Legal Innovation & Strategy

LEGORA COLLABORATIVE AI FOR LAWYERS



01 Where We Are

LEGORA COLLABORATIVE AI FOR LAWYERS



Deeper analysis. More thorough work 
product. Better outcomes.

Higher quality

Same output, less time. Faster cycles for 
the client.

Faster turnaround

Same output, less input. Where the cost 
reduction lives.

Lower cost

AI is a force multiplier — the "AI dividend"
Three benefits at once (none of which show up on the invoice)

LEGORA COLLABORATIVE AI FOR LAWYERS



AI is accelerating every function: more deals, more 
products, faster cycles across the company. Legal exists 
to serve that activity, and the demand flows downhill.

The business is 
doing more

Pro se litigants, consumer complaints, employee and HR 
claims: up in volume and in sophistication. AI-polished 
filings use the language that triggers escalation. You can 
no longer triage on tone.

The other side has 
AI too

CEOs are asking for AI-driven savings on total legal 
spend. Legal ops has fought this fight for two decades 
with hand tools; AI is the first instrument equal to the 
job.

The CEO
mandate

The squeeze every legal department is facing
Ever increasing demand; new expectation of cost savings

LEGORA COLLABORATIVE AI FOR LAWYERS

TRANSACTIONAL + REGULATORY DISPUTES + INVESTIGATIONS BUDGETARY PRESSURE



Every CEO has AI as a top corporate 
priority — efficiency, effectiveness, 
fundamental rethink of how the 
organization operates.

CEO

Legal is one of the largest cost centers in 
the company. CEOs are pressuring GCs to 
deliver AI-driven savings on total legal 
spend (inside + outside).

GC

The pressure GCs are facing is part of a larger AI push

LEGORA COLLABORATIVE AI FOR LAWYERS



For work already done in-house. The first 
place every legal department starts.

Use AI internally
for existing work

Move work from outside to inside. 
Much easier said than done — but 
increasingly possible as AI raises in-
house capacity.

Insource work
previously sent to firms

Make the firms that remain on the bench 
actually use AI, and pass the resulting 
savings back. The conversation a partner 
is most likely to feel directly.

Push outside counsel to 
use AI and pass on savings 

GCs have three strategic levers

LEGORA COLLABORATIVE AI FOR LAWYERS



How in-house counsel are pushing firms to use AI 
and pass on savings

Probe AI usage and outcomes. Have a 
real story with specifics; generic 
answers lose RFPs.

Requests for 
Proposal (RFPs)

Itemize work the client won't pay 
hourly for.

Outside Counsel 
Guidelines (OCGs)

Visibility into where, how, and with 
what impact AI is being used. 

AI transparency
requirements

In-house team's AI capability raises 
pressure on every engagement.

Credible threat of 
insourcing

LEGORA COLLABORATIVE AI FOR LAWYERS



Hourly vs. fixed vs. hybrid — each 
allocates the dividend differently.

Fee arrangement

Who has the leverage to push.

Bargaining power

What other firms are willing to do. 

Competitive 
dynamics

Who gets the dividend depends on three things

LEGORA COLLABORATIVE AI FOR LAWYERS



02 The Constraints that
Lead to Output-Based Pricing

LEGORA COLLABORATIVE AI FOR LAWYERS



Markup permitted. The historical engine 
of profitability.

Human Time

Markup disfavored under current ethics 
rules. Pass-through costs are ok.

AI Compute

Going forward, legal work has two inputs

LEGORA COLLABORATIVE AI FOR LAWYERS



~10% productivity, +10% rate. Roughly 
cancels.

Year 1

~30% productivity, +20% rate. The gap 
opens.

Year 2

~80% productivity, rate can't stretch. The 
model stops paying.

Year 3

The squeeze that firms are facing
    Rates rise linearly (and max out at ~10% per year)

    Productivity rises exponentially.

    The Result: Firm revenues shrink.
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Because
(1) hours will shrink faster than rates can rise, and
(2) margin (generally) cannot be charged on AI compute,
firms will inevitably have to shift to output-based pricing.
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03 Splitting the Dividend
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Hours decline as AI does the work. Rates 
can't rise fast enough to offset. The 
dividend flows to the client by inertia.

Status quo: billable-hour 
arrangements favor clients 

Cost to deliver drops, price stays. The firm 
captures almost everything. Clients 
eventually figure this out.

Lock in fixed fees at 
today's prices

Two extremes
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Clients realize the status quo favors them.

The challenge is to design win-win arrangements that split the dividend and are compelling for clients to accept.



Examples: the classic “billable hour” + 
pass-through expenses

Inputs

Examples: matter-level fixed fees, 
charging per work product (e.g., a will)

Outputs

Examples: contingency fees, success fees 
(which can be mandatory or 
discretionary)

Outcomes

There are 3 ways to price legal services
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A price per motion, per document, per 
diligence pass.

Task Level

(aka Menu Pricing)

One price for the whole matter.

This is the classic “fixed-fee arrangement” 

Matter-level

Multiple matters bundled at one price.

Portfolio

(i.e., Bundled)

Output-based pricing can be done at 3 levels
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Subscription-fee arrangements — i.e., all legal services within a given scope per month or year — are effectively a type of output-based pricing



04 The Billable Hour Is Not Dead Yet
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What to do in the meantime and to prepare



• Clients don’t love technology charges.

• BUT they would rather pay for a bundle of AI 
compute credits (at cost) vs. pay for an hour of 
attorney time that has been marked up.

• Clients want transparency in how firms are using AI 
(both in general, but also to see where the firm is 
saving time).

Pass Through
AI Compute Costs to 
Clients

• Figure out, on a matter and task level, what it used 
to cost (pre-AI) vs. what it is costing now.

• Use rough % time savings numbers to back into an 
invoice-level “cost savings” estimate to share with 
clients.

Historical
Benchmarking

• The obvious place to start is to look back at what 
various tasks cost the firm historically.

• BUT historical costs will become increasingly 
irrelevant as AI adoption grows. Use this transitional 
period to figure out what your costs look like with AI.

Start Building 
Output-Based 
Pricing Menus

Tips for what to do now
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Four pieces have to be rebuilt in parallel

Know what the work actually costs. 
Most firms have the data; few have 
surfaced it for pricing.

Start building your menu prices now.

Pricing capability

Output pricing only works if scope is 
clearly defined. Without it, scope creep 
eats margin invisibly.

Scoping discipline

So partners running efficient fixed-fee 
work aren't disadvantaged, and 
associate comp doesn't penalize fewer 
hours.

Compensation 
calibration

Replace utilization with profit per 
matter, cycle time, client satisfaction, 
realization by engagement.

Operational metrics
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The math forces the external pricing pivot; the internal work makes it hold past the second renewal 
cycle.



• With agentic AI, you can create skills to 
guide repeatable processes.

• The skill for the partner does the work so a 
partner can review

• The skill for a the junior associates doesn’t 
just do the work, it teaches

• For really junior associates, it may be helpful to have them do 
things manually before letting them use AI

• But careful, clients will likely not want to pay for this as the AI 
output will be better than what the junior produces

Making New Associates
Work Without AI First

Training the Next Generation
​You can outsource your thinking, not your understanding
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Different Agentic Skills
for Training Associates



AI-enabled law firms will change the game 

D im ension S tatus q uo AI- enabled  firm s

Econom ic m odel Billab le hours O utput- based

Marg in profile 25- 35% 50- 70%

S calab ility A dd associates S oftware +  com pute

Partner leverag e 1 : 5 associates 1 : 2 associates +  A I

Workforce A ssociate pyram id S enior lawyers +  A I ops

Knowledg e advantag e Tacit, partner- locked C odified, com pounding

C lient experience Variab le tim elines Instant, predictab le

S peed to  delivery Weeks- m onths H ours- days

Growth constraint H um an capital A I capability
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Kyle Poe

VP, Legal Innovation & Strategy

Kyle@legora.com
Thank you
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BREAKOUT SESSIONS
2:30 – 3:15

GRAND BALLROOM II (main session room) >
REWIRING GLOBAL SUPPLY CHAINS WITH NEW 
TRADE ALLIANCES IN A FRAGMENTED WORLD

GRAND BALLROOM I (next door) >
GAME ON: LEGAL CHALLENGES BEHIND GLOBAL 
SPORTS AND ENTERTAINMENT EVENTS



SESSION
2:30 – 3:15

BREAKOUT | REWIRING GLOBAL SUPPLY CHAINS WITH 
NEW TRADE ALLIANCES IN A FRAGMENTED WORLD
Moderator
• Greta Peisch > Wiley (US: Washington, DC)
Panelists
• Bettina Mertgen > GvW Graf von Westphalen (Germany)
• Kathy Porter > Robinson+Cole (US: Massachusetts)
• Alison Ross Eckford > Mills & Reeve (UK)



SESSION
3:45 – 4:45

A VIEW FROM THE CLIENT’S CHAIR: HOW IN-HOUSE 
COUNSEL ARE PREPARING FOR WHAT COMES NEXT

Moderator
• Diana Shaw > Wiley (US: Washington DC)
Panelists
• Nick Carden, Director and Associate General Counsel, Coinbase
• Eric Estes, General Counsel, Xcaliber International
• Patricia Lee, General Counsel, Washington Metropolitan Area Transit 

Authority
• Kim Shur, SVP and Associate GC + Chief Compliance and Privacy Officer, 

Marriott International
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