& IntensifAl

The Legal A

' ]
Vendor's Guide
12 CRITICAL ACTIONS TO DRIVE SALES SUCCESS
g CUSTOMER RENEWALS




WHO WE ARE
(AND WHY LEGAL Al VENDORS TRUST OUR RESEARCH)

We're a group of specialists in Forward Deployed Services with
experience implementing Al across enterprise legal departments and
law firms. Our team specializes in bridging the gap between Al
technology capabilities and legal practice realities.
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OUR FOCUS

We work directly with legal Al
vendors and their clients to
understand what drives successful
implementations versus costly
failures, drawing insights from
hands-on deployment experience.

WHY MOST LEGAL Al DEALS FAIL
(AND HOW TO PREVENT IT)

The legal Al market is exploding, but there's a dirty secret: implementation failure rates are
staggering. Deals that look perfect on paper fall apart during rollout. Enthusiastic buyers
become frustrated churners.

Here's the truth:
The only moat you can build in this field is customer success.

Our research reveals a stark pattern. Success has less to do with your technology's
sophistication and everything to do with what happens before you sign the contract—and
how you execute after.
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THE REALITY CHECK
5 CRITICAL INSIGHTS EVERY LEGAL Al VENDOR MUST KNOW

1. The Prerequisites Gap Is Ki||ing Your Deals

Most legal teams lack documented workflows or structured playbooks.
Without this foundation, Al tools are bought with enthusiasm but quickly
abandoned.

Research insight: Successful implementations require structured training
and ongoing support, as "the assumption that attorneys will naturally
adapt to Al tools has proven false.”

2. You're Selling Technology,
But Success Requires Project Management

Legal organizations are siloed and risk-averse. Success depends more
on change management and stakeholder coordination than your Al's
capabilities.

Survey data: 60% of legal departments cite “lack of trust or quality in Al
outputs” as their top implementation challenge, followed by data privacy
concerns (57%).

3. No Champion = No Success
Implementation succeeds or fails based on whether there's a trained,

motivated internal champion. Small legal teams rarely have capacity for
this role.
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4. Legal Buyers Have Unrealistic Expectations About
"Clean" Implementation

Reality: chaotic CRMs, unstructured contracts, and political bottlenecks
everywhere. Remember: "90% right is 100% wrong" in legal.

Implementation reality: Common failure patterns include inadequate
technology infrastructure, lack of governance frameworks, and
insufficient training programs.

5.  Your Customer Success Team Is Cleaning Up Sales Problems

Customer success teams waste time fixing issues that should have been
discovered during pre-sales. Sales engineers end up in PM roles because
buyer needs weren't properly scoped.
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E 12-POINT ACTION PLAN
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BEFORE THE SALE (6 CRITICAL ACTIONS)

TI o— | CONDUCT Al READINESS ASSESSMENTS
o

Do This: Create formal assessments covering
workflows, governance, and stakeholder alignment.

Sales Benefit: Qualify better prospects and
demonstrate expertise before competitors arrive.

2 HELP DEFINE THEIR PROBLEM STATEMENT
o

Do This: Run discovery workshops to clarify actual
needs vs. perceived wants.

Sales Benefit: Become a trusted advisor, not just
another vendor pitching features.

S OFFER PRE-SALES WORKSHOPS

3 2 && Do This: Use stakeholder alignment sessions to
e

diagnose process gaps and get early buy-in.

Sales Benefit: Identify and neutralize blockers before
they derail your deal.
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4 @\ PACKAGE PLAYBOOKS AND STARTER KITS
o
N

Do This: Provide concrete deliverables (templates,
guides) so legal teams can visualize success.

Sales Benefit: Differentiate from competitors who only
demo software features.

5 0 MAP OUT KEY STAKEHOLDERS EARLY
o

@ Do This: Identify the future champion, SMEs, and

blockers during sales—not after signature.

Sales Benefit: Prevent post-sale surprises that kill
implementations.

VET USE CASE FIT RIGOROUSLY

Do This: Be ruthless about qualification. Some
A¥A  organizations genuinely don't need your tool.

Sales Benefit: Higher win rates on qualified
opportunities and better customer lifetime value.
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AFTER THE SALE (6 SUCCESS ACTIONS)
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APPOINT AND TRAIN AN INTERNAL CHAMPION

Do This: Make someone inside the client organization
own training, rollout, and stakeholder management.
Non-negotiable.

Renewal Benefit: Clients with trained champions have
significantly higher renewal rates.

DELIVER PROJECT MANAGEMENT AS A SERVICE

Do This: Legal teams need external help with task-
tracking, milestone-setting, and internal politics.

Upsell Opportunity: PM services command premium
pricing and increase stickiness.

CO-BUILD THE FIRST WORKFLOW OR
PLAYBOOK

Do This: Don't expect self-service. Build the first
implementation with them to ensure adoption.

Success Metric: Co-built implementations see much
faster time-to-value.
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TRACK USAGE + CREATE FEEDBACK
LOOPS EARLY

Do This: Make someone inside the client
organization own training, rollout, and stakeholder
management. Non-negotiable.

Churn Prevention: Early intervention dramatically
reduces early-stage churn.

RUN RENEWAL CLINICS

Do This: Re-engage proactively as renewal
approaches to ensure value delivery and capture
success stories.

Revenue Impact: Renewal clinics drive substantial
expansion revenue growth.

OFFER TRUSTED CONSULTANT
PARTNERS

Do This: For firms without internal talent, maintain
pre-vetted partners who can lead rollouts.

Market Expansion: Partner networks unlock
significantly more deals in underserved segments.
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THE BOTTOM LINE FOR LEGAL
Al VENDORS

The companies winning in legal Al aren't necessarily those with the best
technology—they're the ones who understand that selling Al is really selling
successful transformation.

Your prospects don't buy features. They buy confidence that their
investment will deliver measurable results without disrupting their risk-
averse culture.

Market reality: Despite rapid Al adoption growth (from 11% to 30% year-
over-year), the challenge next year is making sure these firms renew their
contracts.
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READY TO TRANSFORM YOUR LEGAL Al
SALES & SUCCESS STRATEGY?

Get a free 30-minute session with our team to map your Al rollout plan.

We'll help you identify which of these 12 actions will have the biggest impact on your
sales performance and customer success metrics.

SCHEDULE YOUR STRATEGIC SESSION :,&
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