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• 2015 Founded Research Contract Consultants

• 1996-2014 LexisNexis-Rep, Manager, Vice President of Sales

• Practiced Law in New York

• NDA/Confidentiality



“And while the sun and moon endure Luck's a chance 
but trouble's sure, I'd face it as a wise man would, And 
train for ill and not for good.”

― A.E. Housman



Negotiating with Westlaw/Lexis----Why so difficult?

• Lack of transparency to pricing
• Constantly changing “promotions”
• Never ending revisions to content packages/bundles
• High pressure, fear-based, selling tactics
• Inability to effectively review usage
• Difficulty comparing competing offers



Issue 1:  Firms don’t know what a fair price is

Action:
• Put aside the ego
• Discuss with the competition
• Use your network
• Consult an expert-I’ll do it…

Result:
• Baseline CPA (Cost Per Attorney)
• Rep knows your informed—tell them
• Eliminates inflated starting offer



Issue 2:  Firms don’t perform due diligence

Action:
• Invest the time
• Meaningfully engage the competition
• Allow a demo and trial
• *Fact-based surveys*
• Transparent with current provider

Result:
• “Angst” over loss of revenue
• Competition shapes offer
• Firm makes fact-based decision
• Defensible position



Issue 3:  Firms are unduly influenced by scare tactics

Action:
• Facts matter
• Require proof of claim
• No proof, not a factor
• Confirm/deny with peers and competition
• Broader the claim, less likely true

Result:
• Eliminate misleading/confusing claims
• Signal to rep/provider –no rubber stamp
• You educate firm leadership
• Undermines provider confidence



Issue 4:  Firms let provider drive agenda, timing and process

Action:
• Firm MUST set timetable for

• Demo/trials
• Best and final proposals

• 6/3 rule

Result:
• Eliminates stall tactic
• Maintains firm options
• Allows for orderly conversion
• Firm is in control-not provider



Issue 5:  Firms don’t know how to, or don’t, review usage

Action:
• Technical/lost art
• Get from provider
• “12-month review”
• Look at users and file data

Result:
• Prevents overselling
• Exposes X-Factor
• Creates leverage
• Internal checks and balances



Questions

Complimentary Westlaw/Lexis Contract Review
How firm’s rate compares to market average for similar size and content

Is there a realistic chance to reduce rate
If so, what that rate should be

Ken Purce
ken@researchcontract.com

443-876-3163
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