ALA 101




WELCOME!

ALA 101 Goals

u  Deliver subject matter expertise specifically for our business partners

u Industry trends, our membership & how they operate, engagement best practices, etc.

u  Provide unique information and analysis that enables you to create long lasting
relationships with our members, and to deliver more effective marketing
communications




WELCOME!

What & Who

u Industry & Association Trends
u  ALA Member Demographics
u  Member Needs Assessment
u Business Needs Assessment
u  Content Strategy

u  Marketing Best practices

u  Member Engagement




Industry & Association
Trends




Legal Industry Trends & Challenges

Getting the Message?

u Pace of Change

u  72.4%- pace will increase going forward

u  Adapting to Change

u  51.4%- low level of partner adaptability

v What 6s Changing?

Law Firms in Transition Survey, 2015



Legal Industry Trends & Challenges




Legal Industry Trends & Challenges

Shifting Competitive Landscape

u  Growing segmentation across legal market
u  Big firms becoming mega firms
v Small firms becoming more specialized, boutique
u  Mid-size firms being squeezed

u Legal process outsource market poised for exponential growth

u  Gap between total demand and demand for outside counsel continues to
widen




Association Trends & Challenges

Factors Affecting Association Members

MANAGING THE VOLUME OF INFORMATION THEY
RECEIVE

DIFFICULTY IDENTIFYING/RECRUITING/RETAINING
QUALIFIED STAFF
MANAGING MULTIPLE INFORMATION SOURCES
KEEPING PACE WITH CHANGING PERSONAL
TECHNOLOGY
INCREASED COMPETITION AMONG
ORGANIZATIONS WITHIN INDUSTRY
HIGHER EMPLOYEE COSTS (SALARY/NON-SALARY)
MERGERS/ACQUISITIONS/CONSOLIDATION
WITHIN INDUSTRY

CHANGING MARKET ACCESS REGULATIONS,
PERMITS, FINANCE RULES, TAX LAWS

REDUCED FEDERAL GOVERNMENT
SPENDING/INVESTMENT

INCREASED FEDERAL REGULATORY OR
COMPLIANCE COSTS




Association Trends & Challenges

Association Trends

u  Focus on member experience ddrive for deeper member engagement
u  Membership dues increases

u  Hybrid membership models

u Increased focus on certifications

u  Greater reliance on association data and in -bound marketing

u  Mounting pressure on traditional trade shows

u Increase in partnerships




ALA Demographics

94.67% U.S. based

94.06% work in law firms

@ 69% General Management

@ 78% are female




ALA Demographics
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ALA Membership Trends

The average age has increased significantly over the last ten years.
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ALA Membership Trends

Over 1,000 more members are independent than ten years ago.

ALA Regional Map




ALA Membership Trends

Global membership, however, has increased by 45%: 200 members.
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ALA Member Needs
Survey




Member Needs Survey Results

ALA deployed a
comprehensive survey in
January 2016 to its members
to assess how well ALA
strategic direction aligned with
member challenges and
expectations.

In 2016 a record-breaking
2,294 members responded.




Member Needs Survey Results

Core Member Benefits
Top 3 open -ended responses to

oOFor you, what i s
of ALA member shiop

/A Sharing
Info/ideas

A Similar Issues

A Across U.S.

KA Local Chapter

Learning

Resources



Member Needs Survey Results

Overall, how satisfied are you with the
products and services ALA provides?

Slightly
dissatisfied

3.2% dissatisfi

1.4%
87% of respondents

would recommend ALA
membership to a
colleague or friend

Moderately
dissatisfied,
3.1%




Member Needs Survey Results
Biggest Challenges (Current)

Leading/
managing
change

Demand for
more
competitive
pricing

Providing
up-to-date

technology
and
education




Member Needs Survey Results
Top Ten Challenges (Future/Anticipated)
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Member Needs Survey Results
Top Ten Challenges (Future/Anticipated)

==l 6. Pricing

== 7. Managing growth

== 8. Change management

== 9. Finding qualified employees

wt 10. ACA/healthcare compliance

Top 10 open -ended responses to:
oWhat do you anticipate as the mos
you will face in the next 3 year




Member Needs Survey Results

Resources needed for meeting challenges

Oorne
earning Data,

2SOoUrces benchmarking
A with other

firms

Templates

Sample
Forms

Sample
Timelines

Experienced
Mentor



Member Needs Survey Results

Which Social Media i1s used most?

% of Membersu'sS' I ng ¢

Pinterest NS 0w M Tube

13.7%

70.7%  37.6% 28%

A /% Google+
~~/ Klout

pet T Music.ly
) b Seelio
Snapchat
umblr
Vine
Whatsapp
Yammer




Relationship Between Executive
Director / Managing Partner

Managing Together
Partner orovide

& | strategic
EXxecutive leadership

Director and direction




Working with Large vs Small Firms

Large Firm Small Firm
Decisionsd by Decisionsd by
committee 1-2 people
Rolesdclearly Staff handle
defined multiple
functions

Decision maker Easier to find
more elusive decision maker
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Working with Large vs Small Firms

Majority turn to peers in other firms for
advice/recommendations, regardless of firm
sSize.




Business Needs Assessment
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ALA BusinesdNeeds Assessment

PURPOSE/GOAL

u  Gather information & analytics from legal management professionals in regards to
current and future business needs, processes and trends

WHO MADE UP SURVEY POPULATION
u  ALA members

u  Non-members

TO DATE
u  Over 510 responses
u  Survey open until June 1




Business Needs Assessment

Why does your firm use consultants or outsource certain functions?

Desire a higher level of
experience (52%)

Outsourcing Is more cost
effective (4sw)




Business Needs Assessment

How do you start a search for a business partner or consultant when you
need solutions for your firm?

Ask peers
for advice

AL AOs

Marketplace

Industry

A 26%
trade shows °




Business Needs Assessment




Business Needs Assessment

What influences your decision to add a business
partner or consultant to

Online Research
(38%)

Industry Trade

Shows
(37%)




Business Needs Assessment

What else can you expect from the full report?

u  Decision making process
u  The buying cycle and timeline
u  Current pain points within

u  Financial Management

u  Marketing

u T

u  Business Management

u Personnel Management

u  Future needs by functional area




Content Strategies




Share Knowledge and Gain Visiblility
Through ALA Publications

u  Several content opportunities available:

u Legal Management
u  BOLD Bites

u Legal Management Talk Podcasts

-

LEGAL
MANAGEMENT




