











market and create a competitive situation, in essence, testing a vendor that was performing well?
His answer: "We felt we could improve our due diligence by doing a full-scale analysis of current

pricing models and service offerings."

Did Thompson lose Novitex during this process, or somehow harm their situation with the vendor?
The answer is, no. At the end of the renewal process with Novitex, the contract was more advanta-

geous for the firm and also included substantial savings, Schulte said.

In summary, as law firm decision makers adjust to the long-term reality of flat revenue, the time
has never been so important to focus on driving cost recovery and shoring up the bottom line in
every direction. The need to reduce expenses is not going away any time soon, but the method
that law firm executives employ to do so must change. This next step in the expense-reduction
process will require firms to increase their strategic thinking, adapt alternative service delivery
models, effectively recover costs and put vendors in to competitive situations — and with every
efficiency, savings and topline revenue captured, firms may save more than a job or two along the

way.
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