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In September and October,
The American Lawyer and the 
Association of Corporate Counsel 
jointly surveyed 453 corporate 
chief legal of!cers and general 
counsel. In that group, 128 head 
departments at companies with 
annual revenues of $1 billion 
or more. Here are survey results 
from those 128 respondents.

THE CLIENT’S

VIEW

Have you ever stopped working with a !rm because it didn’t offer alternative services or fee arrangements?

Less than $100,000

$100,001 – $500,000

$500,001 – $1M
More than $1M

Expenditure

We did not use 
Alternative Fee

Arrangements

Some of Both

Law Firms
The Law Dept.

Instigator

Percentage of 
Spending

16-20%

41-50%

More than 
51%

11-15%

31-40%

6-10%

26-30%

0-5%

21-25%

Arrangement

Incentive or Success fees

None
Other

Collars, caps, etc.

Disincentive or 
Failure fees

Flat Fees for some 
stages of a Matter

Contingency Fees

Flat Fee for an 
Entire Matter

Retainer

Type of Work

Litigation

None
Other

Compliance

Intellectual 
Property

Transactions

2% 4%
9%

85%

NO86%

2%

25%

16%

56%

3%

22%

13%
9%

34% 27%

24%41%

62%

YES14%

30%
25%

9%

11%

62%51%
If you used alternative fee arrangements
in 2010, who initiated them?

In what practice areas have you 
used alternative fee arrangements? 
Multiple responses were allowed.

How much will your company spend
on outside legal counsel in 2010?

RESPONDENTS

2%

7%

10% 6%
5%

17%

45%

5%

4%

What percentage of your spending on outside
counsel in 2010 will be based on something other 
than the billable hour?

What kinds of alternative fee 
arrangements have you used in 2010? 
Multiple responses were allowed.



THE FEE FORECAST

Our Leaders survey 
asked the heads 
of Am Law 200 !rms 
for opinions on 
a range of topics. 
These are highlights of the managing 
partners’ answers; full responses 
are available at americanlawyer.com

Increase by 
more than 5%

Increase by 
5% or less

Hold them Flat

Grow by  
more than 5%

Decrease by 
5% or less

Grow by 
5% or less

Decrease by
more than 5%

Will be Flat

15%

31%

10%

2%

42%

60%
27%

13%

41%

38%

3%1%

18%

Bankruptcy/
Restructuring

Intellectual 
Property

Real Estate
Other

Corporate

Litigation

Don’t 
Know

No

Yes

35%

14%

36% 6%

4%
5%

7%
3%

90%

THE NEW

RULES
NEW

91-95%

86-90%
80-85%

Less 
than 80%

Higher 
than 95%

P RU N I N G  T H E 
PA RT N E R S H I P

Have you deequitized 
partners in the past year?

 YES  31%

 NO   69%

E X I T  S T R AT E G Y

Do you plan to ask any 
partners to leave in 2011?

 YES  67%
 NO   33%

E X P E R I E N C E 
R E QU I R E D

Have clients refused to 
pay for work by first- or 
second-year associates?

 YES  47%

 NO   53%

What will you do with billing rates 
for 2011?

THE RECESSION’S LEGACY

THE PROFITS PICTURE COLLECTOR’S EDITION

CORPORATE WORK ROARS BACK

Through August 2010, what has 
your realization rate been?

What do you expect regarding
pro!ts per partner in 2011?

Has the economic downturn produced 
a shift in the legal marketplace?

In which practice area do you expect 
to see the most growth in 2011? 


