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Professional Ethics Series: 
Using Requests for Proposals 

for Law Firm Services 
 

 
 

Seminar Topic:    Requests for Proposals, or RFPs, are used and 

misused to hire law firms.  Companies and firms need to know how best to 
use and respond to RFPs or RFIs, Request for Information.  

 
This program will educate you on RFPs and alternative fees that work, 

and the best processes for issuing and responding to RFPs.   
 

Certain topics that will be covered in the program will be:    requests for 
proposal for hiring law firms – the good and the bad points; alternative fees 
that are most effective;   role of corporate procurement group in hiring law 
firms; additional “side” benefits of flat fee arrangements, e.g., secondees. 

 

This material is intended to be a guide in general. As always, if you have 

any specific question regarding the state of the law in any particular 

jurisdiction, we recommend that you seek legal guidance relating to your 

particular fact situation.  

 

The course materials will provide the attendee with the knowledge and 

tools necessary to identify the current legal trends with respect to these 

issues. The course materials are designed to provide the attendee with 

current law, impending issues and future trends that can be applied in 

practical situations.   
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Using RFPs for Law Firm Services 
…from both the law firm and the law department perspectives 

 
 

1. Explain RFPs 
a. Purposes 

 Competition 
 Best Provider 
 Benchmarking 
 Cost containment 

b. How different from RFIs 
c. When to use RFPs versus when to use RFIs 
d. What they should contain 

 As much data as possible 
 Be sure the data is accurate 
 Fees spent, types of matters, time of matters, 

location 
 Specific project management expertise desired? 
 Specifics on Diversity 
 Specifics on staffing 
 Length of RFP 
 Geographic scope 
 Other value add 

 

2. Which law firms should receive them? 
a. Frequently used ones 
b. Minority owned 
c. Ones who have made approaches 

 

3. How should law firms respond? 
a. On time 
b. With questions 
c. With as much accurate data as possible 
d. Specificity 
e. Experience with others 
f. How they handle project management, including phases of 

a matter 
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g. Billing particulars 
h. Service levels 
i. Additional value add 

 
 

4. Use of procurement departments 
a. Work aggressively with them 
b. Train them 
c. They may have great tools 

 Financial assessments 
 Apples to apples 
 Note taking for historical/negotiating purposes 
 Records of past or similar deals 
 Records of other dealings with this supplier  

d. They look at these decisions differently 
e. Include them in interviews 

 
 

5. Timing 
a. Short v. long 
b. How many rounds 
c. Competitors’ information to get bids down 
d. Tell the winners why 
e. Tell the losers why 

 
 

6. Value to all 
a. Assess money saved 
b. Assess time saved by using one firm 
c. Assess value add items 

 
 

7. Future of RFPs, RFIs, and use of procurement 
 
 

8. Value of alternative fees 
a. Nearly infinite types 

 Flat 
 Success 
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 Contingent 
 Discount 
 Volume discount 
 Blended 
 Collar 
 Per budget 

b. Among the most valuable: flat and/or stages 
c. Could be a cap 
d. Reasons for value to firm: 

 Happy client 
 Predictable revenue 
 Regular “locked in” client 
 Stronger relationship with client 
 Extra resulting work 
 Better project and team management 
 Drives best behavior and business changes 
 Aligns interests of firm and client 

e. Reasons for value to client/law department 
 Predictable expenses 
 Competition for best rates/value adds 
 “Go to” law firm that gets to know client’s business 
 Value adds 
 Less monthly review of bills – time saver 
 Requires status meetings, improving product and 

relationship 
 Don’t have to renegotiate or search for firms for 

every matter 
 
9.  Cons  

a. Some winners, some losers 
b. Client needs an “out” if material changes 
c.  Fee petitions 
d. Cash flow 
e. Is shadow billing realistic 
f. Allocations 
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