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EDITOR’S NOTE 

It’s been a busy second month of 2022 with many big deals and hires, all sadly overshadowed by the 
invasion of Ukraine towards the end of February. Legal IT Insider applauds Litera’s CEO, Avaneesh 
Marwaha for saying on LinkedIn that the Litera family stands up for Ukraine, where the Chicago-
headquartered company has a significant number of staff. Other business leaders need to follow suit: 
take a look at our top story below for more on that.   
 
February brought some big partnership news, with both iManage and Intapp announcing global 
strategic partnerships with Microsoft. Don't miss our interview with iManage’s CEO Neil Araujo about 
the impact the partnership is expected to have on iManage’s roadmap.   
 
On the deals front, our vendor of the month is UK tech company Peppermint Technology, which 
announced in February that UK top 100 firms Shakespeare Martineau and Kingsley Napley have 
selected its client engagement solution. On the subject of partnerships, both of those wins are in 
conjunction with Introhive, which ensure that data is kept up to date automatically, including scraping 
email signatures. 
 
Our law firm of the month is leading US defence law firm Cole, Scott & Kissane, which has selected 
Aderant Intelligence and become an early adopter of litigation platform Litify – one of the biggest tech 
investments ever made by the firm. See both of those win stories below. 
 
And we have a jam-packed webinar schedule coming up – please take a look and register to join us. 
They include Automation Outcomes on 3 March at 4pm GMT, where Thompsons Solicitors head of IT 
and business process, Peter Kettleborough, will talk about the firm’s robotic process automation 
journey so far. 
 
I will be in New York for LegalWeek so hoping to see some familiar faces there, drop me a line if you 
have any sessions or events you’d like me to come to.  
 

 

Caroline Hill 
 

Editor-in-Chief, Legal IT Insider 
 

 

 

 

 

I’ll also be speaking with JP Morgan and GitLab at DevOps London Conference 2022 on 2 March – our 
session is here – do pop in if you can!  

https://www.cloudexpoeurope.com/devops-london-conference-2022/panel-debate-embracing-devops-culture-to-accelerate-digital-transformation


Litera’s CEO Avaneesh Marwaha has said in a post on LinkedIn that the global Litera family stands up for Ukraine, as 

business leaders are urged to speak out in support of the besieged nation.  

Marwaha said in a post on 28 February: “If you know Litera, you know we have an amazing team in Ukraine. With nearly 75 

strong, I stand behind them as they protect their families, friends and land. Litera is using resources to provide critical aid 

where we can. The global Litera family stands up for #ukraine.”  

Over 100 R&D centres of major global companies are located in Ukraine, which online freelance site Upwork rates as the 

third best place in the world to find people with advanced tech and IT skills.  

Other legal tech vendors to have taken a public stand in support of Ukraine include legal template start-up Genie AI, where 
co-founder and CEO Rafie Faruq said on LinkedIn: “If you know any Ukrainians looking for jobs and relocation, we created a 
special form on https://lnkd.in/dBJv5z4c – please share.” 

Genie AI posted separately: “Genie wholeheartedly supports Ukrainians and refugees from war. For any Ukrainians looking 
for jobs abroad and relocation, please fill this special form we created, which is shared publicly with other companies hiring 
in addition to us: https://hubs.la/Q014-15g0 

Others from the wider tech industry to speak out include Revolut, whose co-founder Vlad Yatsenko is from Ukraine. In blog 
post on 26 February, the British financial services company said that aside from focusing on supporting its people in 
Ukraine, they have waived transfer fees for sending money to a Ukrainian bank account and are working with the Red 
Cross to enable millions of customers globally to donate. 

LinkedIn has been awash over the weekend with posts urging more business leaders to take a public stand in support of 

Ukraine. Jason Fox, London managing partner at US law firm Bracewell said: “I am not seeing business leaders speak out 

against the Russian invasion of Ukraine. Keeping your heads down? Time to speak out. If you have a view now is the time 

to express it and act on it. Everyone can do something.” 

TOP STORIES 

LITERA  

“STANDS UP FOR UKRAINE” 

AS BUSINESS LEADERS URGED TO 

SPEAK OUT  

https://lnkd.in/dBJv5z4c
https://hubs.la/Q014-15g0


Responding to his post, Simon Tysoe, a corporate and regulatory partner at global giant Latham & Watkins said: “It is poor 
that leaders remain silent and have not yet taken action regarding ties with Russia. I would urge everyone to donate to 
their charity of choice involved in supporting Ukraine and its people if they can. I would also ask that you contact your local 
MP to voice exactly what you expect European democracies to do in the face of this.” 

And Michele Alexander, a partner at Indiana-headquartered firm Barnes & Thornburg said: “I am really glad that you 
posted this. There are times where there cannot be a distinction between “business” or “work” and everything else. 
Compartmentalizing makes us accessories.” 

International law firms having to respond to the crisis include Baker McKenzie, CMS and Dentons, which have closed their 
offices in Kyiv. Bakers said in a statement on 24 February: “In light of the military action underway in Ukraine, we have 
closed our office in Kyiv until the situation stabilizes. We are closely monitoring developments at all times and are doing 
everything possible to support our people during these challenging circumstances.” 

CMS said: “Although our communication lines remain open, we have made the decision to close our Kyiv office until 
further notice. Our thoughts are with our colleagues, clients and friends during this difficult time. We, like many, hope for a 
peaceful resolution to this conflict.” 

According to Reuters, at least two Ukraine-based firms – 140-lawyer Asters and Avellum, a full-service law firm with 90 
employees – have also shuttered their offices and say their employees are safe. 

Security of client data is top of mind and Reuters reports that Serhiy Chorny, a managing partner of Baker McKenzie’s Kyiv 
office, said in an email: “We have well tested, top-of-the-market security procedures for client data and other sensitive 
data, including storage and back-up on servers outside of Ukraine.” 

Baker McKenzie, meanwhile, is reported to be parting ways with major state-owned Russian clients amid heightened 
sanctions and a growing call for the West to take action, as Ukraine continues to defend against the Russian invasion. 

The international firm told Law.com International that it is “reviewing and adjusting our Russia-related operations and 
client work to align with all applicable sanctions and comply with these fast-evolving laws”, and “this will mean in some 
cases exiting relationships completely.” 

Bar leaders globally have condemned Russia’s invasion of Ukraine as a “gross violation of international law.” In a statement 

out on 25 February, The Bar Council of England and Wales, the Faculty of Advocates, the Bar Council of Northern Ireland 

and the Bar of Ireland said: “The Bar Council of England and Wales, the Bar of Northern Ireland, the Faculty of Advocates 

and the Bar of Ireland unequivocally condemn the invasion of Ukraine by Russia. Ukraine is a sovereign state entitled to 

self-determination. International law requires the Russian Federation to respect Ukraine’s independence and sovereignty. 

This act of war is a gross violation of international law as set out in the UN Charter.” 



Legal IT Insider spoke to iManage’s CEO Neil Araujo and Jeff Saper, global director of enterprise architecture & delivery 

services at Shearman & Sterling, about what a global strategic partnership between iManage and Microsoft means to end 

users.  

In a move that is already being welcomed by customers including Shearman & Sterling, iManage has entered a global 

strategic partnership with Microsoft that will see it work more closely with the tech giant’s product team, meaning deeper 

product integration and advance visibility of Microsoft’s roadmap.  

iManage in June 2021 formally announced its adoption of Microsoft Azure as the global platform for the iManage cloud, 

and attained Microsoft ‘co-sell ready’ status in the Microsoft partner program. The new strategic partnership unveiled 

today (23 February) will enable it to take that relationship significantly further. Speaking to Legal IT Insider, Jeff Saper, 

global director of enterprise architecture and delivery services at Shearman & Sterling (who was previously an executive 

level business strategy and technology consultant at Microsoft) said: “Having been part of Microsoft, I understand how the 

different products align. If you are deep and good partners with Microsoft and you have access to the products group, you 

can align your roadmap with Microsoft’s roadmap.  

“For iManage to be partnering with Microsoft and helping their legal industry and other clients is important because it 

means they have access to the product group, who can help with the roadmap better than previously and it means a 

deeper integration with the product.”  

Shearman announced in August 2020 that it had gone live in the iManage cloud, becoming an early adopter. Saper said: 

“When we decided we were going to move a lot of our work product to cloud, we said 1) we will deploy without 

compromise and become more agile and 2) our compliance and security policy will be greater than our most strictly 

regulated clients, which often time are in the finance sector. That’s our measuring stick. The advantage of going with 

Microsoft and iManage is that Microsoft has deeply ingrained their compliance strategy around the finance sector.  

“The fact that iManage is using the Microsoft cloud is important in our minds because Microsoft has worked with financial 

organisations and has built a strategy over the past few years, and many of the large banks have adopted that strategy and 

are moving ahead with it. The fact that iManage is also going to work with Microsoft is important. How do you manage 

encryption? How do you manage client data so that no matter where it is the data is meeting a very strict process? We 

wouldn’t be able to do cloud if it didn’t meet these strict criteria.”  

iManage says that having embraced Azure, it is now in a position to leverage the billions that Microsoft is spending on 

infrastructure, connectivity and platform services and to bring it to life in the context of professional services use cases. 

iManage’s CEO Neil Araujo told Legal IT insider: “Our partnership with Microsoft will manifest itself for the end user in four 

tangible ways. Firstly, speaking from an infrastructure point of view, the performance and resilience for the DMS workload 

is unmatched. So, for example, if you have a team in New York and in London, you have performance as if all the team was 

local, because of the investment that Microsoft has made and how we have built the application on top of that. On the 

infrastructure side we also have the ability to have data residency in a whole variety of geos where Azure is present.   

 

TOP STORIES 

IMANAGE ENTERS GLOBAL 

STRATEGIC PARTNERSHIP WITH 

MICROSOFT – WE SPEAK TO 

IMANAGE AND SHEARMAN & 

STERLING 



“Secondly is what we’re doing with Office and Teams. Microsoft has the concept of modern work and it’s particularly 

relevant in a hybrid working environment, which is where I believe the world is going anyway. The ability to work 

seamlessly across something like iManage, which provides the governance, and Office for the productivity tools makes it 

infinitely simpler for the end user. An example is co-authoring, where you can go into iManage and start co-authoring the 

document and you don’t have to take it out of iManage and bring it back – it’s all very seamless as a result of the 

integration with Office. None of it would be possible without the level of partnering we have with Microsoft.  

“Thirdly, is where Microsoft has made a significant investment in security and what we have done there to improve the 

overall security profile for our customers.  

“Finally, what’s less tangible but has a significant impact is that it’s one thing to move your workflow to the cloud, and 

when that happens you want it to be modern and secure. But then the question is ‘what can I do that I couldn’t do 

before?’ The ability to innovate for us and our customers because of Microsoft’s resources is going to be the more 

interesting bit.”  

In a statement out today, iManage says that it will leverage Microsoft Azure services to deliver new functionality and new 

ways to fully manage global projects, surface organizational expertise, and coordinate knowledge work among distributed 

teams.  

It adds that combining Azure native cloud security with iManage’ s capabilities in policy-based security will give customers 

further reassurance that their data is secure. Protection extends to content in Microsoft products like Microsoft Teams and 

SharePoint.  

The Covid-19 pandemic has accelerated the adoption of cloud services within the legal sector but Araujo observes that the 

next wave of innovations will widen the gap between firms that are on premises and those in the cloud. He said: “For a 

long time you could replicate what firms are doing in the cloud on premises, but now it’s not possible. You’re going to see a 

big gap emerge between what is possible on premises and between cloud to cloud.”  

For those that have questioned whether iManage increasingly competes with Microsoft, which looks more viable than ever 

for legal content management, Araujo says: “On the surface there are things that we do that seem like they overlap but 

the practical reality is no. The alignment makes that significantly clearer than ever before.”  

“This is a significant partnership that should deliver real value and confidence to our firm and our clients as we continue 

our own digital transformation,” commented Lawrence Baxter, chief technology officer at Shearman and Sterling LLP in a 

statement out today, adding: “It’s not just the operational benefits that excite me, the impact this will have on our users, 

delivering a seamless modern work experience, with the utmost security, is game changing.”  

https://app.galabid.com/thecftfundraiser/items


In another major Microsoft announcement in February, Intapp also announced a strategic partnership with Microsoft, 

under which it will adopt Azure as its preferred cloud platform.  

Key benefits for professional and financial services firms will include product interoperability across Microsoft 365 

(Microsoft Teams, SharePoint, and Office applications), as well as future alignment with solutions including LinkedIn, 

Cortana, Microsoft Viva and Microsoft Power BI.  

“Partnering with Microsoft supercharges our ability to equip each and every professional with easy access to the 

information they need by aligning our industry-specific solutions with the software they use every day,” said John Hall, 

CEO of Intapp. “Intapp’s deep industry knowledge and compliance capabilities provide a strong foundation to help 

professional and financial services firms move to their cloud of choice—Microsoft Azure—while meeting the needs of 

these highly regulated industries.”  

“Intapp’s experience with professional and financial services firms affords an opportunity to drive digital transformation 

and further modernize the sector,” said Tyler Bryson, corporate vice president, global partner solutions, US, Microsoft. 

“Together, we’ll deliver a comprehensive set of solutions based on Microsoft Azure for private capital, investment banking, 

legal, accounting, and consulting firms as they continue to invest in technology to help modernize operations and support 

the new distributed, yet collaborative, workforce.”  

Commenting on our post announcing the news on LinkedIn, Sebastian Hartmann, formerly part of the global leadership 

team for strategic relations & investments at KPMG, and now member of the board of advisers at AskBrian, said: “An 

industry cloud combining the power of these two companies will certainly change the technology landscape for 

#professionalservices!”  

 

TOP STORIES 
INTAPP ENTERS STRATEGIC 
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Leading UK trade union law firm Thompsons Solicitors is using robotic process automation (RPA) to automate its billing 

processes, working with London-headquartered vendor Automation Outcomes, which are a mix of business analysts, 

developers and process automation experts.  

In this webinar, we will speak with Automation Outcomes co-founder Gavin Price and Thompsons’ head of IT and business 

process Peter Kettleborough about the journey so far, including the process they have been through to eliminate the 

repetitive work being done by Thompsons’ billing team.    

Thompsons does a high volume of personal injury claims, from ‘trips and slips’ to complex, high value claims. The sheer 
volume of cases and the pressure on margins in the insurance sector means that the firm is constantly looking for ways to 
gain efficiency in its processes.   
  

Kettleborough,  who has been with Thompsons for eight and half years and before that was head of IT at Plexus Law, will 
talk through the change management program so far and what the firm is looking at in terms of its roadmap.   
  

The steps being put in place are not intended to replace employees, but to allow them to add value, and Kettleborough will 

talk through how RPA can achieve that.   

TALKING TECH 

THIS WEEK! - WEBINAR: 

EXPLORE RPA FROM AUTOMATION 

OUTCOMES, WITH THOMPSON 

SOLICITORS 

REGISTER FOR YOUR FREE PLACE HERE 

https://zoom.us/webinar/register/5316460053979/WN_Kh7PKFZ6SS2n_NJwz-W0-Q


Join Legal IT Insider, BigHand and Iridium as we share the key findings from BigHand’s Legal Cash Flow report, presenting 

data gathered from over 800 senior finance professionals and discussing current cash flow trends, key challenges, and how 

firms are planning to increase data visibility and profits over the next 24 months.   

We are joined by Rob Stote, managing director for BigHand profitability products, and Tom Jones, founder and CEO of 

Iridium, which BigHand acquired in February.   

We will discuss:   

Data visibility for partners and associates: Unless there is better education and visibility around billing and profitability, 

your efforts to improve the WIP to cash cycle will only go so far. 

Profit leakage: BigHand’s research takes a deep dive into what areas of the billing cycle leaks profit. From poor scoping up 

front with the client, to under-pricing of work, to late time entry. We take a look at examples of what firms are doing to 

address the leakage. 

Collections: 54% of firms experience bill write offs and it has taken longer for clients to settle their bills since the pandemic. 

What can be done to improve this? How can the finance team go from pure reporting to driving better commercial 

awareness? 

New finance roles: The report shows that there has been an uptick in the number of firms hiring financial analysts who can 

make data work harder for you. We take a look at the findings. 

Throughout the conversation, the BigHand team will be sharing insights as to how to build a more commercial culture with 

new processes and technology. 

TALKING TECH 

NEXT WEEK! - WEBINAR: 

 2022 LAW FIRM CASH FLOW 

TRENDS – THE LATEST RESEARCH 

FROM BIGHAND 

REGISTER FOR YOUR FREE PLACE HERE 

https://zoom.us/webinar/register/6016460061927/WN_FiL8P8OfQ4CBNjmbjK8rjA


WINS AND DEALS 

UK AND EMEA 

KINGSLEY NAPLEY BECOMES PEPPERMINT’S 13TH UK TOP 100 

CUSTOMER  

In another big win announcement for Peppermint in February, UK Top 100 law firm Kingsley Napley has selected its legal 

CRM solution – client engagement, alongside Introhive. It becomes Peppermint’s 13th UK top 100 customer after wins 

including Cripps, Penningtons Manches, DWF, and Royds Withy King. According to our UK top 200, Kingsley Napley 

previously used Elite ContractManager for marketing and CRM.  

What’s interesting about the selection is that in common with many firms, we’re told CRM at Kingsley Napley was 

perceived to have limited fee-earner value. Business development and marketing director Leor Franks says in a statement 

out later today (3 February): “Previously, by and large CRM was perceived within the firm as a marketing tool and a time 

drain for our customer facing teams. What Peppermint Client Engagement brings to the table is an engaging suite of tools 

that are transformational to the business development and marketing function, while also working alongside our fee 

earners, without increasing their admin workloads. It will underpin our ability to most effectively understand, 

communicate with, and add value to our relationships with current and new clients.”  

The partnership with Introhive helps to automate CRM data extraction and improve the quality of data held, including the 

ability to scrape email signatures and to identify contacts from Microsoft Outlook or G-Suite.  

IT Director Ash Cooper, said: “Peppermint were selected because they demonstrated a deep understanding of the legal 

market, our firm, and how modern technology can help deliver our CRM strategy. We recognise that in all areas the correct 

technology investments provide a platform for our next phase of success. This is contingent on an innovative data strategy, 

process efficiency and understanding the critical nature of maintaining strong relationships between lawyers and clients. 

Peppermint Client Engagement achieves this and more, making it a great fit for our vision as we head into an exciting new 

year for the firm.”  

 

TIGER EYE PARTNERS WITH HYPERLAW TO EXPAND LEGAL TECH 

PRODUCT PORTFOLIO  

Tiger Eye on 14th February announced an official partnership with HyperLaw, which sells intelligent legal case preparation and 

presentation software. Tiger Eye built an integration between HyperLaw and iManage last year, with the development streamlining the 

case preparation workflow for firms using both platforms. As official HyperLaw technology and reseller partners, Tiger Eye will now be 

able to deliver HyperLaw’s range of solutions for case preparation to their global customer base.  

Tiger Eye builds solutions and services on iManage’s DMS and HyperLaw’s solutions will underpin the case completion aspect of Tiger 

Eye’s wider document lifecycle product portfolio.  

Dave Wilson, managing director of Tiger Eye, commented: “We are pleased to build on our existing relationship with HyperLaw and 

offer their range of effective solutions to customers. With secure case file preparation and sharing powered by iManage’s market-

leading security, HyperLaw’s customisable platform is already supporting a range of firms to save time and present case files with 

confidence.”  

 



WINS AND DEALS 

NORTH AMERICA 

COLE, SCOTT & KISSANE BECOMES EARLY ADOPTER OF ADERANT’S 

NEW BILLING BENCHMARKING TOOL  

Leading US defence litigation law firm Cole, Scott & Kissane has selected Aderant Intelligence: Benchmarking, a new cloud

-based data analytics offering that enables users to compare their revenue realization and billing efficiency against other 

firms.  

Exclusively available to Aderant BillBlast clients, Aderant Intelligence aggregates law firm data and shows law firms (on an 

anonymous basis) how they compare across various metrics such as billing rejections and appeals.  

CSK specializes in high-volume, metrics-oriented insurance defence law, and processes a substantial 90% of its bills 

electronically through Aderant’s eBilling solution BillBlast. It is hoped that the new benchmarking tool will help them to 

identify and address any areas of disparities in order to improve billing realisation. 

To start with, CSK will focus on analysing client and matter-related data, including how long it takes to close a case, with 

the intention of accelerating their WIP-to-cash realization. The firm will then be able to compare both internal and client-

related billing metrics against those of competing firms.  

“CSK is an existing Aderant customer and when we first heard about the new Aderant Intelligence: Benchmarking solution 

we saw immediate value,” commented Ed Aguero, MBA and chief financial officer at CSK. “Benchmarking is ideal for 

driving proactivity internally as well as for our clients by exposing how well our firm is performing across many areas. The 

insight Benchmarking provides will enable us to bill more accurately and completely, address revenue leakage, and reveal 

previously hidden issues that prompt bill reductions from clients. We realized a quick return on investment (ROI) with 

BillBlast, paying for itself within 9 months, and we anticipate a similarly fast ROI with Benchmarking. CSK felt a sense of 

urgency to be early adopters of Benchmarking, recognizing that within 1-2 years, many of our peer firms will be leveraging 

these tools for their own advantages.”  

Aderant’s president & CEO Chris Cartrett said: “Benchmarking is the first initiative of our recently launched Aderant 

Intelligence group. Leveraging the power of actionable data, Aderant Intelligence: Benchmarking effectively expands 

Aderant’s reach beyond the productivity and workflow software applications where we have historically excelled. Aderant 

Intelligence has other offerings currently in development, and we look forward to expanding these R&D endeavors to meet 

the needs of law firms across the globe.”  

 

AND COLE SCOTT & KISSANE SELECTS LITIFY FOR CASE 

MANAGEMENT 

As we first revealed at the very end of January, following a two-year selection process, leading US defence litigation firm 

Cole Scott & Kissane has settled on Litify as its legal case management system, in one of the biggest technology 

investments ever made by the progressive Florida-headquartered firm.  

The selection process, which concluded last month, included Nulaw, Filevine and Aderant Case. Going forward, Litify, 

which is based on the Salesforce platform, will help attorneys to manage their calendaring, tasks, and budgets, which are 

surfaced in Litify’s dashboard. 

Speaking to Legal IT Insider, Jason Thomas, Cole Scott & Kissane’s chief information officer (pictured above), said: “Once 

the case has been onboarded, Litify will show who the parties are and the list of calendar events. In the first week, what do 

I need to do? If there is a trial, what are the deadlines? It helps attorneys to keep track and stay on top of the State rules 

and what is required to comply with them. All of that shows up in my dashboard or calendar.”  



Litify provides a legal wrapper around Salesforce, which integrates with iManage and Office 365, meaning that a firm’s 

data can be surfaced in one place.  

Founded by Reuven Moskowitz in 2016, Litify raised $50m in Series A funding in 2019 and its first full-service law firm 

went live in 2020. Its clients include US 800+ lawyer personal injury firm Morgan & Morgan and full-service New York City-

headquartered workers compensation and personal injury law firm Shulman & Hill.  

In August 2021, top defence firm Quintairos, Prieto, Wood & Boyer announced that it had selected Litify as its case and 

document management solution for its 750 users across 27 offices. Litify has seen substantial recent growth in clients in 

insurance defence, which is a mainstay of the practices of Cole Scott & Kissane’s attorneys.  

Cole Scott & Kissane uses iManage Cloud and Aderant Expert plus iTimekeep for document management, practice 

management, and time and billing.  

 

BRYAN CAVE LEIGHTON PAISNER EXPANDS USE OF IMANAGE 

KNOWLEDGE UNLOCKED  

Bryan Cave Leighton Paisner (BCLP) – a fully integrated global law firm with over 1,400 lawyers in 31 offices across North 

America, Europe, the Middle East and Asia – is expanding its use of the iManage platform with iManage Knowledge 

Unlocked. The knowledge management system, known internally as BCLP Discover, equips the firm with the ability to 

rapidly surface valuable knowledge assets.  

“We are constantly seeking new ways for our lawyers and business professionals to work smarter for the benefit of the 

clients we serve,” said Connie Hoffman, chief information officer. “Our use of iManage Knowledge Unlocked to underpin 

BCLP Discover furthers our data driven organisation ‐ capabilities, in line with our recognised leadership in applying legal 

service and technology innovation on behalf of our clients.”  

Currently, BCLP Discover integrates with the firm’s existing proprietary knowledge base and features several knowledge 

relevant tabs, including a Knowledge tab that allows users to search for the likes of pleadings filed with the courts across 

the US, closing binders globally, and a Matters tab which enables lawyers to search the firm’s experience with similar 

matters. Through Knowledge Unlocked, BCLP is able to deliver contextually relevant content through a streamlined, user 

friendly environment.  

“Using Knowledge Unlocked, BCLP Discover will do a fantastic job of making the firm’s collective knowledge easily 

accessible and consumable by our lawyers across our network.” said Judy Mackenzie Stuart, chief knowledge officer. “Early 

feedback from our lawyers is that BCLP Discover ‘feels as if it has actually been designed by lawyers’, which is testament to 

how easy the search experience is, and how it is completely tailored to lawyers’ needs.”  

 

KPMG AND BLUE J LAUNCH PREDICTIVE ANALYTICS TAX TOOL IN 

THE UK 

Blue J, which is a leader in predictive analytics tools for tax firms in North America, has appointed KPMG as its first alliance 

partner in Europe. KPMG’s tax team will be using Blue J’s AI to predict tax scenario outcomes with what we are told is 90%

+ accuracy to dramatically reduce the time spent searching for and analysing tax legislation and case law.   

The tool – which is not yet available to others in the UK tax market – provides a structured approach for checking tax 

legislation and case law, which would have been previously done manually. For clients, this means they can easily evidence 

good tax practice and provides documentary evidence of the tax analysis.  

Stuart Tait a partner and chief technology officer for tax & Legal at KPMG UK, said: “Our tax teams are dedicated to 

providing the best service to our clients, which is why we are passionate about investing in advanced technologies like 

those developed by Blue J to improve the speed and accuracy of our advice.”  

Benjamin Alarie, CEO of Blue J, added: “This decade will see incredible growth in the sophistication of analysis tools that 

use AI to enable professionals to deliver superior results for their clients, in a far more efficient manner than previously 

possible. KPMG is at the forefront of this trend, and we are excited to be building this solution with them.”  



Leading IP law firm Oblon, McClelland, Maier & 

Neustadt has selected Anaqua’s AQX Law Firm 

as their exclusive IP management system for both patents 

and trademarks.  

Oblon is one of the largest IP law firms in the United States. 

The firm selected Anaqua for its integrated technology-

based solution, AQX Law Firm, coupled with Anaqua’s team 

of IP experts and consultative approach.  

Daniel Pereira, chair of the chemical practice group at Oblon 

said: “We work with clients in every field of intellectual 

property law to obtain, manage and enforce their 

intellectual property rights. It’s essential we have accurate 

up-to-date information on our clients’ patent and trademark 

portfolios and the IP landscape of their respective industries. 

Anaqua’s AQX platform, consultative approach and team of 

professionals ensure we have this information at our 

fingertips to serve and advise our clients, efficiently and 

effectively.”  

 

Everest Discovery, a leading national litigation 

support and eDiscovery provider, and Zaviant 

Consulting, a leader in cybersecurity, data 

privacy and compliance consulting, have entered into a 

strategic partnership 

The partnership will enable both companies to support their 

clients’ data needs – from cybersecurity and data privacy to 

eDiscovery, data hosting and litigation support. While 

Zaviant is well positioned to assist organizations in their 

proactive defence and compliance efforts, Everest Discovery 

is available to provide hosted solutions, consultation, and 

identification of personal information in the event of a 

breach where the partnership works together in 

remediation efforts after an incident.  

“This partnership is really a perfect match,” states Mihir 

Mistry, vice president of operations and customer success at 

Zaviant. “When our clients are looking for expertise in digital 

forensics or eDiscovery, Everest performs the analysis and 

information gathering needed to help them meet their 

regulatory and legal requirements. We are thrilled to be 

partnering with Everest to offer our clients the best-of-breed 

technology and expert solutions Everest brings to the table.”  

 

Cloud-based infrastructure monitoring platform 

LogicMonitor has entered a partnership with 

HBR Consulting (HBR), as a vertical lead to the 

legal industry.  

Having recently acquired Keno Kozie, HBR is the industry’s 

largest, most comprehensive strategy, operations and 

technology consulting firm focused on the legal industry. 

The partnership between the two companies provides HBR 

and its clients with access to cutting-edge cloud-based 

observability and monitoring technology, while expanding 

LogicMonitor’s reach within the legal industry.  

“With the legal industry’s growing reliance on the cloud, 

effective monitoring is critical to provide uptime and 

visibility for the industry,” said Chris Petrini-Poli, executive 

chairman of HBR Consulting. “There is an increasing need for 

robust solutions to monitor networks, servers and cloud 

tools. HBR and Keno Kozie are delighted to partner with 

LogicMonitor, the clear leader in this area, so we can 

continue to provide our legal clients with best-in-class IT 

support.”  

 

 

Intapp has entered a global partnership with QorusDocs, a 

proposal management software company that streamlines 

proposal creation and request for proposal (RFP) responses.  

Through this partnership, OnePlace Marketing & Business 

Development will integrate with the QorusDocs proposal 

management software.  

The partnership between Intapp and QorusDocs will enable 

law firms to leverage their collective experience data in 

professional-looking proposals, enhancing their ability to 

win more business.  

“In response to strong competition within the legal industry, 

we’ve seen more investment in knowledge and experience 

management tools that enable law firms to better assert 

their expertise when pursuing new business,” said Lavinia 

Calvert, general manager of marketing and business 

development solutions at Intapp. “The combination of 

OnePlace Marketing & Business Development and 

QorusDocs lets firms easily harness internal, firmwide 

intelligence to craft winning pitches and proposals.”  

US 

US 

US 

US 

https://zoom.us/webinar/register/5316460053979/WN_Kh7PKFZ6SS2n_NJwz-W0-Q


JIM LEASON JOINS 

AGILOFT AS MANAGING 

DIRECTOR OF EMEA 

 

Legal IT Insider spoke to Leason about his new role and 

plans for European growth at Agiloft. 

In a significant hire for contract lifecycle management 

vendor Agiloft, Jim Leason, formerly a VP at Thomson 

Reuters, in February started as managing director of EMEA 

to grow the European business.  

Leason, whose full title was VP customer propositions lead, 

legal professionals Europe, was one of the most visible of 

the senior TR leadership. With TR for over 15 years, he was 

ultimately responsible for driving growth across Elite 3E, 

HighQ, Contract Express, Westlaw and Practical Law.  

Leason, who reports to US-based chief revenue officer Kevin 

Niblock, joins Andy Wishart, founder of Contract Express, 

who left Thomson Reuters for Agiloft in January 2021. 

Wishart reports to US-based CEO Eric Laughlin, who 

between 2012-19 was managing director of Thomson 

Reuters’ legal managed services arm.  

Leason and Wishart are the only senior executives in Europe, 

and speaking about his new role to Legal IT Insider, Leason 

said: “My role is managing director for EMEA, working with 

Eric and Kevin and Andy to grow the business. Agiloft has 

been growing in Europe from North America, but now is the 

time to invest in the region and grow their presence here.”  

In terms of his strategic objectives, Leason says: “We are 

going to hire sales people and build the partner community. 

Agiloft already has partnerships with large vendors like EY 

and Deloitte, but clearly the European market is different so 

we have to start building strong relationships locally here.”  

Agiloft received $45m in funding in 2020 and had ambitious 

growth plans then but Leason says: “Agiloft has growing 

considerably and that is giving them the confidence to make 

investments like this.”  

For Leason, who is a qualified lawyer, the California-

headquartered company represents a new challenge 

without leaving the legal sector, and he says: “I didn’t really 

want to move away from my history of legal and contracts.”  

That he knows Laughlin and Wishart from TR was no doubt a 

draw, and he says: “I’ve known Eric from his days at TR and 

he’s a great leader and is creating a great culture at Agiloft. 

He is someone I have a lot of confidence in. Kevin Nibold is a 

seasoned leader in the software space and someone who I 

can learn from and who gives me confidence that we know 

how to tackle this in Europe.”  

He adds: “I worked with Andy in the past and the product is 

a massive part of me joining Agiloft, which has really 

established itself as a leader in this space. The maturity of its 

data model is important, as is having a platform that is 

flexible.”  

Agiloft now integrates closely with Salesforce, Tableau and 

Microsoft Teams to enable corporate workforces to more 

easily adopt contract lifecycle management and Leason says: 

“I like the connected experience that Andy is pursuing. It’s 

important to make these tools available in Salesforce and 

Teams and Andy and I have talked about that a lot over the 

years. There is no better product leader than Andy and the 

chance to work alongside him again was a very big pull.”  

Speaking about his new role on LinkedIn on 21 February, 

Leason said: “I’m delighted to share that today is my first 

day as Managing Director, EMEA at Agiloft – the recognised 

leader in contract lifecycle management software! I’m an 

unashamed geek when it comes to legal and contract tech 

and data, and cannot wait to get started engaging with 

customers and partners in this region to deliver 

transformational solutions with the Agiloft contract lifecycle 

management platform, and to help support the evolving 

discipline of contract operations.  

“It’s great to be connecting up again with some old friends 

and to be meeting and learning from some new colleagues. 

Thank you Kevin Niblock, Eric Laughlin, Andy Wishart and 

the rest of the Agiloft team for a warm welcome. Let’s go!”  

Leason says he’ll be announcing new roles shortly to join the 

Agiloft team in the UK and Europe.  

MOVERS & SHAKERS 

UK AND EMEA 



SIMMONS HIRES FIRST-

EVER COO TO HEAD 

BUSINESS SERVICES 

FUNCTIONS  

International law firm Simmons & Simmons has hired its 

first chief operating officer (COO). Darren Mitchell, who was 

previously global COO at Hogan Lovells, started in the role 

on 28 February, responsible for business services functions 

and operations.  

During his time at Hogan Lovells, Mitchell led the 

implementation of the firm’s future operating model. In this 

new role, we’re told that Mitchell will have a specific focus 

on managing the implementation of “cross functional 

programmes’ to support the firm’s strategic growth plans.”  

Managing partner Jeremy Hoyland said: “The creation of 

this position is a strategic move as we look to continue 

Simmons’ growth. Darren’s extensive experience and 

expertise in programme management will be key to the 

delivery of our ambitious plans for the future.”  

Mitchell commented: “This is a unique opportunity to come 

in at an exciting point in the development of the firm. Over 

the last few years, Simmons has broadened its offering and 

demonstrated its innovative credentials with the 

formalisation of Simmons Solutions. I intend to build on this 

foundation and continue to implement evolutionary 

programmes to further enhance the reputation and 

capability of the firm.”  

 

PROMOTIONS AT 

WEIGHTMANS FOR 

STUART WHITTLE AND 

CATRIONA 

WOLFENDEN  

UK national law firm Weightmans on 10 February 

announced the promotion of Stuart Whittle to chief 

innovation and technology officer, a new role for the firm 

with direct accountability for providing an increased service 

and product offering to its clients. Also promoted off the 

back of her success as innovation manager over the last four 

years is Catriona Wolfenden, who is now product and 

innovation director at the UK top 100 firm.  

Based in Liverpool, Whittle joined Weightmans in 1993 as a 

trainee solicitor and worked as a professional indemnity 

lawyer until 2003 when he began working across the firm’s 

operational business. Since then, he has held roles including 

head of information services, information services and 

operations director, and most recently held the role of 

business services and innovation director overseeing 

numerous operations functions, including IT, Innovation and 

Business Change.  

In his new role, Whittle will now also be responsible for 

leading the day-to-day operation of the firm’s product and 

innovation functions to help provide new services, products 

and solutions while also improving the depth of services it 

currently provides. To achieve this, he will be overseeing the 

performance of the technology, data services, business 

change and the new product and innovation teams, as the 

firm seeks to create greater agility and efficiencies and help 

mitigate risks for clients.  

Meanwhile in her new role, Wolfenden will be running a 

team of product and Innovation partners, legal engineers 

and technologists, and product managers. The team will be 

implementing the firm’s new product and innovation goals 

across the business, ensuring that all clients have the 

opportunity to take advantage of the wide variety of 

product and innovation offerings that it has developed.  

Whittle said: “Technology and innovation are two of the 

most important tools that we can use to allow our clients to 

evolve their business and achieve their full potential, while 

also helping us to achieve our ambitions of becoming a Top 

30 law firm. We recognise that not every problem is a legal 

problem, and not every problem requires a technology 

solution, which is why our approach to innovation and 

problem-solving is firming rooted in collaboration with 

clients.  

“Creating one team that oversees all this activity across our 

workstreams is something that will really set Weightmans 

apart and help us to drive efficiencies both internally and 

externally. Having been with the firm for nearly 30 years, I 

have a deep understanding of the services we can offer and 

how best to get them to our clients. I am excited for the new 

challenge and look forward to seeing what we can achieve.”  

Whittle and Wolfenden’s appointments follow a number of 

significant technology and product announcements for 

Weightmans over the last year. In November it launched 

PREDiCT and Matterlab, two pioneering data and analytics 

tools that will transform the handling of large loss insurance 

claims and personal injury insurance claims, respectively  



XAKIA TECHNOLOGIES 

EXPANDS INTO EMEA 

WITH APPOINTMENT 

OF DAN WALES AS VP  

Australia-founded legal matter management vendor Xakia 

Technologies is expanding into EMEA with the hire of UK-

based legal tech founder and serial investor Dan Wales, who 

takes on the role of VP of EMEA, as we first revealed on 

legaltechnology.com in February.  

Wales, who founded DW Reporting and sold it to BigHand in 

2018, has also invested an undisclosed sum in the company, 

which counts 50% of its customer base comes from APAC, 

45% from North America and 5% from EMEA. It has yet to 

target the EMEA market but recently won an undisclosed 

London-headquartered corporate as a customer.  

Founded in 2016, Xakia provides in-house legal teams with a 

centralised picture of who is working on what matter, 

enabling them to report more accurately on workload and 

resourcing – potentially making the case for more resources.  

The Microsoft Azure-hosted platform is built around four key 

features: legal matter management, legal intake and triage, 

legal spend and external counsel management, and legal 

data analytics and reporting.  

It is notably multi-lingual and configurable in English, 

Japanese, Spanish, French, Danish, Dutch, and Portuguese 

(Brazil).  

Speaking to Legal IT Insider, Xakia’s founder and CEO Jodie 

Baker said: “In-house teams are told to do more for less but 

how do you become more efficient and make the most of 

your resources? Most in-house teams have no idea where to 

start but we provide the tools and the ability to capture the 

information and data to articulate how to do more for less.”  

Wales, who is tasked with growing the EMEA customer base, 

said: “If you think of vendors who are targeting law firms, 

they will have a list of around 3,500 thousand firms. Xakia is 

for in-house lawyers and the potential is vast. It goes right 

across the likes of real estate, pharma, and manufacturing.  

“There is so much evidence of lawyers migrating in-house 

and corporates lagging in terms of tech adoption, but Xakia 

makes innovation easily accessible.” Xakia has datacentres in 

the UK and Netherlands as well as Australia and North 

America. Its headquarters are in Melbourne, Australia and 

Kansas City, USA. Wales, who is also founder and CEO of 

legal consultancy Oliella, is based in London.  

Xakia was recognised as one of 19 Representative Vendors 

listed in the 2021 Gartner® Market Guide for Corporate 

Legal Matter Management validates its position in the 

market.”  

In a statement on 9 February, Baker said: “The growth of our 

client base in EMEA over the past 12 months demonstrates 

the need for a seriously simple in-house legal matter 

management platform. LegalTech need not be costly and 

complex to deploy. Xakia removes adoption barriers and is 

democratising the technology, making it available to 

everyone, with ease of scalability, usability and affordability. 

Dan’s appointment will play a critical role in growing our 

business and supporting in�house legal teams in the EMEA 

region.”  

NQ ZEBRAWORKS 

HIRES PAUL MARTIN 

TO LEAD UK AND EMEA 

SALES TEAMS  

Paul Martin has joined nQ Zebraworks to lead the Arizona-

headquartered company’s push into the UK and Europe as 

director of sales for EMEA. nQzw – the product of the 

merger in 2020 of Zebraworks and nQueue – specialises in 

helping users to ‘work from anywhere’, with workflow based 

print, scanning, mail and collections solutions as well as 

traditional cost recovery work stemming from nQueue 

Billback.  

Martin was most recently a sales director at Charta Porta, 

where he sold employee experience software Nexthink, 

which is used by law firms including Slater and Gordon. His 

arrival represents a wider effort at nQzw to grow the 

company with key strategic hires including David Shafiee, 

who joined as director of sales for North America in January. 

In the last six months, nQzw has brought on 17 additional 

team members across IT, support, implementations, and 

sales.  

Prior to Charta Porta, Martin was business development 

manager at Lexmark, a managed print services platform 

used at the likes of Herbert Smith Freehills and Linklaters.  

Speaking to Legal IT Insider, Martin said: “nQ is best known 

for Billback and cost recovery, but they have moved into 

hybrid working and have a nice device that means you work 

from anywhere. You can capture a document that goes to a 

holding area where you can decide whether and how to 

delegate it – everything you can do in the office you can do 

at home.  

“What I like is that the solution is developed, not bought in. 

[CEO] Bill Bice previously founded ProLaw and I really like his 

attitude.  



PINNACLE TO “GROW 

EVERY ASPECT OF 

NORTH AMERICA” WITH 

HIRE OF VAL REECE  

Pinnacle has hired former Thomson Reuters Elite 

heavyweight Val Reece as its new director of client services 

– 3E, in a bid to further grow its North American business, 

particularly around its consultancy and managed services 

offering. Reece was previously vice president of professional 

services at sa.global. Before that she was director of legal 

professional services at Thomson Reuters Elite for just over 

seven years.  

Reece said: “I’ve loved working in the finance systems space 

within the legal sector for over 20 years and so it’s a natural 

choice for me to work at Pinnacle which is at the forefront of 

developments in that area.  

“My remit is to grow every aspect of the business in North 

America as an extension of Pinnacle’s brilliant existing 

brand. I’ll be championing our consulting expertise and also 

looking to take clients on a longer journey with us through 

our managed services, which is something we have seen 

great success with in the UK. I am also excited to bring that 

one-of-a-kind Pinnacle IP to clients through our own, 

growing suite of software products.”  

Pinnacle, which is headquartered in London, has been 

expanding its operations in the US since around 2018, when 

it hired Bob Beach as its first US CEO, growing from two to 

18 people over the last three years. It has also been 

doubling down on the financial management systems space, 

with Beau Lynch taking up the post of Elite 3E practice 

director around that time. Lynch remains in that role, while 

Beach very recently joined Peppermint Technology to 

spearhead its own US launch, and we await news of his 

replacement.  

Mike Bailey, CSO and head of finance practices of Pinnacle 

said of Val’s arrival: “Having someone as senior as Val join 

our North American operation is a clear signal of our intent 

to grow. We’ve long been in the market in North America 

and have a significant number of great law firm clients based 

there. But with Val’s appointment, we’re really looking to 

push on and live up to our name for consultancy, managed 

services and software for large US law firms.  

“Like many of our consultants, she has significant experience 

working at major firms: in her case over ten years at 

Bingham McCutchen and Ropes & Gray. I know that with her 

appointment, our clients are in very safe hands.”  

Pinnacle’s managed service offering sees it offer a more 

flexible ‘fair usage’ arrangement for clients requiring expert 

support on Elite 3E, Intapp (Time, Open, Flow, Conflicts and 

Walls) and iManage.  

MOVERS & SHAKERS 

NORTH AMERICA  

Also, I’m used to working for huge American corporations 

which is fun, but you have no agility or autonomy, which is 

hard when you need to be more agile with a firm that wants 

the white glove service.”  

The hire is intended to show that nQzw is serious about the 

UK and EMEA as a whole and investing in those markets. 

Chief revenue officer Ken Bassham said: “We’re doubling 

down on our investment in our UK and European market. nQ 

Zebraworks is a leading global software solutions provider 

with a long-standing presence in the UK and Europe, but 

bringing on Paul is levelling up our commitment to this 

sector and deepening those relationships.”  

nQzw has a presence in Arizona, London, Johannesburg and 

Sydney. 

https://zoom.us/webinar/register/6016460061927/WN_FiL8P8OfQ4CBNjmbjK8rjA


Baretz+Brunelle has added Josie Johnson, formely director 

of marketing at Onit, to build and “dramatically grow” their 

businesses. Johnson takes on the role of senior managing 

director for B+B’s NewLaw practice.  

“Josie Johnson has an invaluable talent: she understands, 

perhaps better than anyone, how to market innovation to 

buyers of legal services,” said Spencer Baretz, co-founder of 

Baretz+Brunelle. “We already know how critical that is for 

legal tech providers, and we are all coming to know the 

monumental importance of that for law firms, which have to 

begin thinking about how they deliver legal services—and 

position themselves for doing so—in new, innovative ways.”  

Johnson directed event, customer and European marketing 

at Onit during a period of growth in which it attracted 

hundreds of millions of dollars of private equity investment 

and, since 2019, acquired six different companies. She 

previously served as the chief marketing officer at the Swiss 

ALSP Yerra Solutions through its acquisition by Elevate 

Services. Earlier she managed global marketing at Datacert 

before its sale to Wolters Kluwer. In addition to her deep 

understanding of the market for legal services, Johnson also 

brings substantial experience with the fintech sector.  

“Our NewLaw practice was founded on a simple idea: as 

buyers of legal services grow in sophistication, they demand 

more innovative and efficient service delivery from the law 

firms, ALSPs and legal tech companies that serve them,” said 

Brad Blickstein, the co-head of Baretz+Brunelle’s NewLaw 

practice. “The NewLaw practice’s growth, and the demand 

we are continuing to see, is evidence that phenomenon is 

real and here to stay.”  

AbacusNext, a leading provider of cloud-based software and 

digital payments solutions for legal and accounting 

professionals, in February announced the appointment of 

Keri Gohman as chief executive officer.  

Gohman joins AbacusNext from Bain Capital Ventures 

(“BCV”), where she was a partner focused on the firm’s 

fintech and B2B SaaS software portfolios. In her role, Keri 

drove technology innovation and growth with market-

leading companies such as Homebase, Pleo and Passport. 

Prior to Bain Capital, Gohman was president and chief 

platform business officer at Xero, a fast-growth SaaS 

accounting solution for small businesses. While at Xero, she 

helped grow the company from $4B in market cap to $13B. 

She has also held leadership positions at Capital One, where 

she led the small business bank, Intuit, in the accountant 

division, and General Electric Financial Assurance.  

This announcement follows AbacusNext’s recent merger 

with Zola Suite, the leading SaaS solution in the legal market, 

and signifies the company’s focus on accelerating growth in 

the cloud.  

Ganesh Rao, managing director of Thomas H. Lee Partners, 

which owns AbacusNext, said, “We are thrilled to have Keri 

lead AbacusNext through its next phase of growth. Keri is a 

proven software and fintech executive with a track record of 

scaling SaaS businesses, including in the legal and accounting 

markets. She has a passion for building technology solutions 

that help small business customers run and grow their 

businesses. We share the same passion, and I look forward 

to working together with Keri to expand AbacusNext’s 

leadership position and growth.”  

Ricoh USA has appointed Phil Casale as director of 

eDiscovery Sales. Most recently, Casale was CIO at 

Buchanan Ingersoll & Rooney.  

"Phil brings a wealth of experience to Ricoh's market-leading 

eDiscovery team, and we're thrilled to have him at the helm 

of our continued leadership and innovation in this growing 

area," said Bob Lamendola, senior vice president, 

technology and head of digital services center for Ricoh 

North America. "Phil's appointment demonstrates our 

continued commitment to developing and accelerating the 

future of Legal Service Delivery—one that makes 

collaboration and communication from any and every 

location possible, truly overhauling the way legal 

information is viewed and managed, and the way legal work 

gets done."  

 

 



Judicial Innovations, an Atlanta-based 

technology company that specializes in 

solutions for courts and government, in 

February announced it has expanded its 

leadership team, adding Kevin Koon-Koon 

as chief operating officer and Troy Thompson as head of 

business development.  

With almost 45 years of combined experience in law, 

government and technology, Koon-Koon and Thompson will 

help Judicial Innovations prepare for its next phase of 

growth. The company is already seeing strong demand for 

its traffic court, probation management and government 

payments products as the COVID-19 pandemic accelerates 

the trend toward online solutions.  

“I'm thrilled that Kevin and Troy are able to bring their 

expertise to Judicial Innovations at such a busy, exciting time 

for our company,” said Founder and CEO Jarrett Gorlin. 

“Courts and governments always tell us that what sets 

Judicial Innovations apart is that our people and products 

truly understand their needs. Kevin and Troy have decades 

of real-world experience in the legal system and will be a 

great asset to our already experienced team.”  

MyCase, a leading provider of cloud-based legal practice 

management software and payment services to law firms, in 

February welcomed the addition of chief product and 

technology officer, Arman Samani to its executive 

leadership team.  

"We're incredibly excited that Arman has joined the team at 

MyCase. He's a proven product visionary who will be a 

valuable asset as we execute on our ambitious technology 

roadmap and scale our business," said Jim McGinnis, CEO of 

MyCase. "Arman's strong leadership will drive continued 

innovation in the legal industry, with the end goal being to 

allow MyCase to continue to expand and help lawyers easily 

adopt and integrate the software they need to run 

successful thriving law firms."  

Samani brings deep experience in building and 

implementing SaaS software solutions for businesses that 

serve professionals. Most recently, Samani was chief 

product and strategy officer at PatientPop where he 

oversaw the development and rapid expansion of a SaaS 

practice growth platform for physician's offices and the 

eventual merger of this company with Kareo.  

Leading Irish firm Matheson has launched an innovation and legal tech graduate programme and a business services 

graduate programme, which it says are a first-of-their-kind in Ireland.  

The former is an eighteen-month programme during which time the successful graduate will work as a legal solutions 

assistant within Matheson’s digital services group. Participants in the programme will embark on a dedicated training 

scheme to gain experience across a range of areas including client solutions research; legal process optimisation; and 

research and development.  

The business services programme, meanwhile, takes place over two years, giving graduates the opportunity to complete a 

number of six-month rotations across teams including learning and development; HR; strategic accounts; practice area 

marketing; and business development. Graduates on the programme will also have an elective rotation in IT; finance; risk; 

pricing or facilities.  

Commenting on the new graduate programmes, Michael Jackson, managing partner at Matheson said: “At Matheson our 

people strategy is to attract, engage and develop the best legal and business professionals and we currently recruit over 

100 graduates annually across our career first programme, summer internship programme and trainee programme. Our 

new graduate programmes reflect our continued commitment to delivering innovative legal tech solutions and to 

supporting diverse graduate talent with multidisciplinary skills.”  

Applications are now open for both programmes.  

LAW FIRM INNOVATION 

MATHESON LAUNCHES LEGAL 

TECH AND BUSINESS SERVICES 

GRADUATE PROGRAMMES  

 



Legal IT Insider in February spoke exclusively to BigHand’s CEO Sam Toulson, Iridium’s CEO and founder Tom Jones, 

BigHand’s managing director/VP for profitability products Rob Stote, and BigHand’s group marketing director Briana 

McCrory about what this major acquisition means.  

UK-headquartered legal tech provider BigHand in February announced that it is to acquire North American business 

intelligence (BI) competitor Iridium Technology in a move that will give both companies far greater transatlantic firepower 

when it comes to giving law firms insights into their day-to-day financial and operational management.  

BigHand, which is private equity owned, provides workflow, dictation, BI, pricing and resource management solutions 

following a series of acquisitions over the past four years, including Mason & Cook in November 2020 and BI and pricing 

provider DW Reporting in April 2018. Iridium, meanwhile, which since 2018 has been backed by Polaris Growth Fund, has 

been on its own acquisition trail, acquiring Smart Time Apps in January last year and Data Fusion Technologies in 2020.  

The acquisition, which gives Polaris an exit after three and a half years, means the combined companies will now offer a 

complete range of BI, profitability financial management, time recording, matter pricing and analytics solutions.  

BigHand’s managing director/VP for profitability products Rob Stote said that the acquisition means that BigHand can now 

take care of everything “from WIP-to-cash”, meaning from the moment of entering time to the collection of fees. “Vendors 

usually have gaps,” he said. “But we will have the complete package.”  

Iridium opened a competitive bidding process last year and Jones, who describes BigHand as Iridium’s ‘forever home,’ told 

us: “We decided to go with BigHand because they are people we want to work with. A big driver was finding a good home 

for our people, our products, and our clients.”  

BigHand’s CEO, Sam Toulson told Legal IT Insider: “In the last calendar year we got closer to Iridium and the businesses 

know each other well as respected competitors. Culturally we are very aligned, which made the conversation very 

straightforward.  

“In our financial productivity space this transforms our offering and it made sense geographically: we are very strong in the 

UK and Europe and Iridium in North America, so it’s a great fit. All of the Iridium staff have been taken on and Toulson says: 

“We’re very excited about the 100 people joining our group,” adding, “This is a big growth play for us.”  

One query that the market and clients will undoubtedly have is around product overlap. BigHand says its product lines are 

extending to include the Iridium BI, Intellistat, Steere, and SmartTime product families.  

Stote said: “Overarchingly a lot of our products are complementary. There is some overlap, but even there we have 

approached clients from different directions.” He added: “There is no need to change anything in the products going 

forward and we want our clients to understand that they don’t have to go anywhere. All the people from Iridium are 

coming over so we have all that knowledge staying with us.”  

Maintaining numerous different systems long term is expensive and the roadmap ultimately for all of the BigHand’s 

product is to the cloud. However, Jones said: “In the short term all the clients will be supported 100% and there will be no 

changes.” He adds: “What Iridium did with Data Fusion is really the play book here. In the medium term, we will look for 

integration to bring the products closer together. The longer-term plan is to streamline and determine where to invest and 

what our feature vision is. But in the short term, it’s business as usual.”  

The objective is to leverage the huge amount of combined data and group marketing director Briana McCrory said: “Long 

term we will be able to surface intelligence from across the entire platform.” The combined organization now has over 

3600 clients worldwide and 350+ employees. You can read the press in full below.  

ACQUISITIONS  

BIGHAND ACQUIRES IRIDIUM 

TECHNOLOGY  



February saw two sizeable US acquisitions in the legal practice management space, as SurePoint Technologies acquires 

Cole Valley Software – the Idaho-headquartered vendor behind ContactEase – and Paradigm, which is headquartered in 

New York, acquires TrustBooks.  

ContactEase is a customer relations management (CRM) solution for legal professionals and SurePoint plans to integrate 

real-time CRM into its practice management and financial data, “allowing law firms to holistically manage and grow client 

relationships.”  

“Our clients were adamant that CRM is the next feature we should incorporate into our platform. ContactEase provides the 

best solution on the market,” said SurePoint’s chief executive officer, Tom Obermaier, announcing the acquisition on 16 

February. He added: “Our two companies share a similar trajectory and history, a corresponding middle market client base, 

complementary values and corporate cultures, and the ability and desire to merge two state-of-the-art platforms into one 

groundbreaking best-in-class solution for all legal management and marketing needs.”  

ContactEase captures competitive intelligence on clients, prospects and other contacts while tracking and reporting 

business development activity. It operates within Outlook and includes integration with Hubspot.  

“Incorporating ContactEase into SurePoint’s easy-to-use platform made sense for the next phase of our technology’s 

growth onto the cloud,” said Cole Valley’s president Jennifer Whittier. “Our approach to bringing visibility to every facet of 

contact connection will now include essential financial data, generating new avenues for lawyers intent on developing a 

thriving book of business. We anticipate law firms will enthusiastically embrace the opportunity to easily access a single 

source of information.”  

As part of the transaction, all of ContactEase’s workforce will become part of the SurePoint team. The combined customer 

base will expand to 600 mid-sized law firms.  

Meanwhile Paradigm on 17 February announced its acquisition of TrustBooks, a cloud-based accounting software built 

specifically for law firms. TrustBooks is the latest addition to Paradigm’s suite of software solutions which include the legal 

practice management platforms PracticePanther, Bill4Time, and MerusCase as well as Paradigm’s native payment solution, 

powered by Headnote. TrustBooks co-founders, Tom Boyle and Chad Todd join Paradigm as the co-general managers of 

TrustBooks.  

“We are overjoyed to be adding a full accounting solution to our suite of products with the acquisition of TrustBooks,” said 

Soumya Nettimi, CEO of Paradigm. “As more law firms turn towards technology to power their practices, the ability to take 

control of billing, and now accounting, in�house with simple and intuitive software is a massive time and money-saver for 

our customers.”  

Launched in 2015, TrustBooks was created to simplify the legal trust accounting process for non�accountants and 

empower attorneys to handle their books while staying compliant with their State Bar through three-way reconciliation.  

“When you take away the fear and time commitment out of trust accounting, attorneys build confidence that lets them 

feel like they can worry less, and spend more time being billable,” said Boyle. “This is what sets TrustBooks apart, and we 

could not be more excited about the opportunity to scale our accounting solution to the legal community through our 

partnership with Paradigm.”  

Paradigm recently announced the expansion of its leadership team as well as a strategic growth investment from global 

investment firm, Francisco Partners.  
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Swedish-headquartered digital law company Lexly has acquired Nordic competitor Danish Legal Hero.  

Lexly, founded in 2004, helps individuals and companies to find out what legal services they need and connects them with 

digital tools or lawyers. They have so far helped 400,000 clients digitally and through a legal network of over 500 lawyers.  

In 2021, Lexly made a capital round of SEK 175m to continue its expansion in the Nordic region and the United Kingdom. 

Industrifonden and technology billionaire Håkan Roos led that round.  

“Our strategy is to continue to grow internationally and to become the obvious choice in every market,” said Magnus 

Stein, founder CEO of Lexly. Stein previously worked at Citibank and Swedbank.  

We’re told that Lexly currently collaborates with over 80 partners such as banks, insurance companies and auditing firms. 

NIVAURA LAUNCHES GENERAL-PURPOSE LEGAL MARKUP LANGUAGE 

WORD PLUG-IN 

London-based fintech start-up Nivaura has launched a general-purpose legal markup language (GLML) plug-in for Microsoft 

Word, which lives in the Word ribbon and helps lawyers to annotate legal documents so that they become machine 

readable, without needing to code.  

It follows the launch in 2019 of a GLML consortium, which focuses on capital markets and is driving towards the adoption 

of a common data standard in financial services, through the creation and maintenance of data points in the GLML 

taxonomy.  

The plug in means that a lawyer can take a static pro-forma template and apply GLML to that document. The structured 

data can then be mapped to downstream processes and systems without manual key entry.  

GLML was developed by Nivaura along with input from several leading international law firms including Allen & Overy and 

Linklaters, starting in 2017. Nivaura’s debt capital markets product, Aurora, automatically generates debt issuance 

transaction workflows from pro-forma documents that have been annotated with GLML.  

Aurora enables data to flow automatically from upstream processes (i.e. term sheet negotiation) to enable faster 

completion of the final terms document.  

Phil Smith, chair of the GLML Foundation commented: “The release of the GLML plugin for testing is an important step in 

the adoption of GLML and the drive toward common data standards in the market. While the industry discusses and 

converges on a common taxonomy, GLML provides an optimal way for taxonomies to be implemented into documentation 

and data flows. The GLML Foundation will be hosting a series of training sessions for lawyers and non-programmers to 

utilise the MS Word plug-in to annotate documentation.”  

The plug-in will initially be offered to users at Linklaters and Allen & Overy.  
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ACROWIRE RELEASES NEW INTRANET AND EXTRANET PLATFORM 

INFODASH  

Acrowire, a legal technology consulting firm specializing in custom application and SharePoint development and design, in 

February announced the release of a new intranet and extranet platform product built. Built on top of Microsoft 

SharePoint and integrated with Teams, Infodash provides a centralized hub for data and information from other systems 

and platforms, including financial data, firm directories, calendars, news, client and matter data and more.  

Infodash is customizable to the firm and provides targeted information that is most relevant to each user based on 

attributes such as role, practice group, location and more. The platform can be deployed to a firm in a matter of days and 

requires minimal ongoing maintenance and administration from firm IT staff.  

“Law firms are not immune to the labour market challenges of today and the disconnection professionals feel when 

working remotely,” says Ted Theodoropoulos, CEO of Acrowire. “Infodash helps law firms maintain firm culture by creating 

connections, engaging personnel, building loyalty and ultimately retaining employees. And when people do leave, it acts as 

a knowledge management repository and helps firms retain knowledge gained during their tenure.”  

“As part of Ogletree Deakins' digital transformation strategy, we knew our upgrade to a new intranet needed to represent 

our firm culture and be the hub for communication, information, data and collaboration. Our professionals need quick 

access to all our firm resources, such as client and matter dashboards, that could be leveraged as a single source of 

information,” says Susan Sommers, director of knowledge management innovation and solutions at Ogletree Deakins. “We 

partnered with Acrowire to build our intranet platform ‘ODConnect 2.0’ and have been impressed with the comprehensive 

features the platform provides. Of particular importance to us has been our ability to customize the platform for each user 

to solve individualized needs and provide personalized content targeted to our professionals.”  

 

NIMBLESYSTEMS BRINGS LOCATION MAPPING FUNCTIONALITY TO 

EDISCOVERY 

NimbleSystems, an intelligence-based e-discovery, redaction and document management company, in February 

announced the addition of mapping functionality to the company’s suite of offerings.  

This latest upgrade allows for address data and other location information to be extracted and displayed in a variety of 

mapping programs such as Google Maps and OpenStreetMap.  

NimbleSystems finds and extracts the relevant information and then maps it in a special table for attorneys based on need 

and what is accepted by the courts. With mapping functionality, all special references of any kind can be found on the map 

in the NimbleSystems suite of tools.  

“Mapping functionality can be incredibly important for a case when it comes to identifying sources of information on 

location and address data,” said Jonathan Berger, CEO and founder of NimbleSystems. “The important thing is to work 

with a trusted partner when mapping this information as there are often errors in descriptions of locations and/or 

addresses given. Our team of experts works to discover any errors so the most accurate location mapping is available.”  

PRODUCT LAUNCHES  

NORTH AMERICA  



ONNA ANNOUNCES NEW PAY AS 

YOU GO OFFERING FOR 

EDISCOVERY 
Onna in February announced a new Pay as You Go offering for its 

eDiscovery solution, creating a simplified online subscription 

experience that makes it quick and easy to get started with Onna 

eDiscovery.  

With the new Pay as You Go service, users can collect, process and 

search across enterprise data from a range of applications, 

including Slack, Box, Dropbox, Google, Microsoft, Zendesk and 

Zoom. It is Onna’s lowest-cost and scalable plan for organizations 

that need support for one-time discovery cases and can be set up 

with just a few clicks, getting users up and running with defensible 

eDiscovery in minutes.  

In addition to Pay as You Go, Onna is also releasing a free trial, 

which provides 14-day access to Onna eDiscovery at no cost.  

"Onna is committed to empowering legal teams and our partners 

with modern technology to address today's greatest eDiscovery 

challenge: pinpointing the information that matters most across 

the vast unstructured data created by today’s collaboration, 

communication, and content apps. With these new offerings, we 

are making it easier for any legal team to access and benefit from 

this technology," said Jose Lazares, Chief Product Officer at Onna. 

"Ideal for legal service providers and small-to-medium-sized law 

firms or in-house legal teams requiring limited eDiscovery support, 

or for anyone who simply wants to understand how Onna can 

support their business needs, we want to give all legal teams the 

power to modernize their eDiscovery approach."  

 

TIQ UNVEILS INTEGRATION BETWEEN TEAMS AND TIQ TIME  

TIQ in February unveiled a new integration between Microsoft Teams and TIQ Time, its automated and intelligent time 

capture solution.  

This new development allows lawyers to capture the time spent on planned and unplanned calls made through the 

Microsoft Teams application.  

Tiq said in a statement: “Following the recent release of the Microsoft Teams API, TIQ’s developers worked diligently on 

creating a cutting-edge solution that automatically generates suggested timesheet entries for all conversations that take 

place the Microsoft Teams desktop, web and mobile application.”  

 

FUNDING ROUNDS IN BRIEF: HENCHMAN AND JURATA  

Belgium-based contract drafting startup Henchman has secured €2m in funding, closing its seed investment round at €3m. 

The funding round was led by Pitchdrive, with participation from buyers including Wim De Waele, founding partner of 

Miles Ahead, and Frederik Vandermarlier, CEO of VCF Cigars.  

Meanwhile Zurich-based legal marketplace startup Jurata closed a $0.54m funding round. Founded in September 2020, Jurata connects 

SMEs and individuals with legal services.  

 

https://www.netdocuments.com/?utm_source=legalitinsider&utm_medium=pa&utm_campaign=umbrella


Legal tech start-up SettleIndex in February formally launched a litigation risk modelling and analytics platform, enabling 

lawyers to create financial models for disputes, track case progress through key performance indicators, and collect and 

analyse structured data on litigation.  

Based on the principles of decision analysis, SettleIndex, which was co-founded in 2020 by former RPC senior partner 

Robert Hogarth, enables lawyers to model potential outcomes, simulate opponent viewpoints, and evaluate settlement 

strategies.  

The SettleIndex platform also provides a comprehensive solution for monitoring cases and collecting structured data on 

litigation. The financial modelling creates a range of metrics and performance indicators that law firms and clients can use 

to see case progress and the ability retrospectively to audit decision-making. Over time, clients can build up proprietary 

structured data sets to inform future litigation strategy and measure performance.  

“Financial modelling is a crucial part of every financial dispute,” said Hogarth. “To advise a client properly on settlement, 

you need to know what a case is worth. With SettleIndex, lawyers can communicate the financial risks involved in a dispute 

and work better with their clients.” He adds: “We want to take financial analysis from a niche activity to something that’s 

mainstream in litigation by making it simple, intuitive and powerful.”  

Hogarth’s co-founder is former digital product consultant Zac Best, who said: “Law firms are increasingly turning to data to 

inform litigation strategy, but over 90% of cases are settled privately, and structured data often isn’t collected. SettleIndex 

empowers clients to build up invaluable comparative data across cases for future decision-making.”  

One of SettleIndex’s founding clients is Morgan Sindall Group plc, the publicly listed construction and regeneration group. 

General counsel Helen Mason commented: “We utilised SettleIndex on a piece of litigation last year and were very 

impressed with the ability of the software to evaluate risk in our disputes. As a result, the legal team have decided to roll 

out the use of the software across the Group.”  
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Tel-Aviv-headquartered startup LitiGate provides dispute resolution teams with a litigation lifecycle platform that 

automates repetitive tasks and assists with real time collaboration. As Legal IT Insider’s latest startup corner guest, asked 

founder and CEO Nimrod Aharon to tell us more about LitiGate’s technology, executives, achievements to date, and 

growth strategy.  

HOW WOULD YOU DESCRIBE LITIGATE TO A FRIEND?  

Litigation is like solving a puzzle. Litigators take tons of raw data and turn it into a coherent story. Creating a beautiful 

image from all the pieces. Now picture creating that puzzle with the help of AI that can classify every piece of the puzzle, 

flagging possible connections between them and telling you how they fit together. That’s Litigate. I used to practise 

commercial litigation at top tier law firms and served as Supreme Court clerk, and I spent most of my time pouring over 

mountains of documents and pulling the key information from them to build my cases. We launched LitiGate to automate 

that process and help lawyers all over the world to analyse, explore and manage their cases more efficiently.  

AND TO A TECHY?  

Our powerful AI takes the heavy lifting out of many litigation tasks and connects the dots between the case documents. 

Leveraging cutting edge technology, including AI and NLP, to help dispute teams to transform their manual data analysis 

tasks – from early case assessment, through hearing preparations, to drafting and reviewing witness statements. The 

heavy lifting starts when a lawyer uploads case documents of any type onto our platform, where they are analyzed, 

categorized and dated using our proprietary,advanced AI algorithms. Once that is done, our platform dives into very 

granular data points, going sentence by sentence, to find meaningful events and issues identifying the key actors and 

timelines of your case.  

WHEN WERE YOU FOUNDED?  

We founded LitiGate In 2018  

BY WHO?  

Nimron Aharon (CEO)  

WHO ARE YOUR KEY MANAGERS/SENIOR EXECS?  

Nimrod Aharon, CEO  

ames Hansen, Director of Sales  

Koby Bay, Director of Product  

Tom Lev, Director of R&D  

Sarah Leicester, Director of Marketing  

WHO ARE YOUR TARGET CLIENTS?  

LitiGate is now used in three continents, across contentious teams in top global law firms, such as Baker Mckenzie, Taylor 

Wessing and others, and smaller boutique firms. QCs and in-house teams also use our platform. We’ve built Litigate to fit 

the underlying work you have to do in the majority of litigation cases, whether it’s employment litigation or complex 

arbitration, early or late stage, in New York or London. A dispute is about controlling the story and we help you to build 

that story.  

WHAT IS YOUR PLAN (GROWTH STRATEGY)?  

Our growth strategy is very much product and user led. We don’t charge per case or data and our users can instantly sync 

all their iManage cases with LitiGate, so usage often grows organically within teams. Our product development plans are 

influenced by our community of super-users and trainers, who constantly teach us about new exploration flows and 

exciting applications.  
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in terms of the markets we serve, we launched LitiGate in Europe initially and we have ambitious plans to grow 

significantly in APAC and the Americas. We are also expanding our use cases and examples of how our users are using the 

platform to show how LitiGate’s abilities outside the litigation process.  

KEY ACHIEVEMENTS?  

We have built a brilliant team of talented, sharp and passionate people who are on a mission to help lawyers win more 

cases. I’d say one of our key achievements has been building that team of dynamic professionals to lead the next 

generation of litigation. Our team continuously works with our partners and global community of firms and litigators, who 

are keen to transform lengthy, manual tasks and data analysis work to win more cases. We’re really excited to see teams 

embracing our technology and taking an active role in shaping the future of the legal profession.  

HAVE YOU RECEIVED INVESTMENT? 

We have raised $6m and are supported by some amazing investors – Brighteye, Firstime and Rhodium -who have been 

supporting us from the outset and still offer great advice.  

HAVE THERE BEEN ANY KEY CHANGES IN DIRECTION SINCE YOU WERE FOUNDED?  

We’ve been laser focused on revolutionizing the way litigators work and empowering them to focus on what matters most. 

Winning cases. But we’re also very aware of the potential of our technology outside litigation, so while we haven’t changed 

direction, we are excited to see what the future holds.  

WHAT ARE THE KEY CHALLENGES IN YOUR MARKET?  

Mitigating the hype around robot lawyers and AI is still a challenge in our industry. If we continue to compare the litigation 

process to completing a puzzle in a less tech-oriented market, there is a risk that people might expect the AI to be able 

complete the puzzle by itself. While current technology can complete the puzzle on its own, complicated text works quite 

differently. Litigate is a completely new solution for analysing and managing case data and pulling together the story of 

who did what and when. It is a new way of doing a puzzle, just a more effective, collaborative and sustainable one.  

TELL US SOMETHING PEOPLE DON’T ALREADY KNOW ABOUT THE COMPANY?  

We’re part of the LGBTQ Career Community. Being part of communities which encourage diverse and inclusive hiring 

reflects the type of culture we’re building at LitiGate and it’s enabling us to find some of the best and brightest minds out 

there .  
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