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In this overview, we summarize the 

steps we take to get to know you and 

for setting set the stage for 

productivity and collaboration.   
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Introduction 
We make a big investment up front to understand new clients—where they’ve been, where they 

are now, and where they’re going.  Our experience is that we can be better advocates for a client 

if early on we immerse ourselves in their culture and their business.  Here’s how we go about it.     

Kickoff call 
This stage is an opportunity for us to ask questions and learn more about your product and 

process, the challenges and opportunities in front of you, and what’s most important to you when 

partnering with a law firm.  The goal of the call is to leave with a fresh understanding of who you 

are and what you’re looking for in a firm.  Leaving this call, there should be clear expectations 

about the next steps of the onboarding process.   

Breakout sessions 
One of the most important parts of our job is internalizing what your company does, the pain 

points you’re solving for your customers, and the inner workings of the software you’re creating.  

That’s why one of our first stops is to bring our teams together for a product demo.  It’s our chance 

to ask questions and peel back the layers on your organization, technical capabilities, and sales 

challenges.   

We also encourage you to make your team leads available for quick introductions and Q&A 

sessions.  The teams we focus on are the ones that we’ll be working with side-by-side on a regular 

basis.  Our recommended slate of introductions is to the heads of sales, customer success, and 

information security.  The goal of these talks is to lay the foundation for a good working 

relationship and to absorb the key concerns and needs of these company leaders.   

On-boarding steps 

1. Kickoff call 

2. Breakout sessions  

• Product demo 

• Sales 

• Customer success 

• Info sec and privacy review 

• IT setup  

3. Current state assessment 

4. Create contracting playbook 



 

 

 

 

This is also the step where we go about the logistics of connecting our teams—setting up Slack 

channels, standing up shared document storage, and similar administrative tasks.       

Current state assessment 
We report back to your main contact and other stakeholders with the results from our dive into 

your product, team, and current contracting documents and processes.  At this stage, we’ll finalize 

our recommendations on how to work together, how we’ll track progress, and a contracting 

process map.  We’ll also elaborate on opportunities to improve and economize your use of time 

and resources in the legal arena that we’ve uncovered as part of our immersion.   

Create contracting playbook 
Our final step in the onboarding process is to protocol-ize your contracting process.  Armed with 

a better feel for your culture, value proposition, business imperatives, and approach to risk, we 

create a comprehensive playbook for negotiating contracts.   

The purpose of the playbook is to speed up the contracting process while fostering consistency 

and predictability in your 

customer and vendor 

contracts.  The playbook 

consists of pre-approved 

contract language, your 

business goals that support the 

needed language, as well as 

pre-approved “fallback” 

positions to offer in 

negotiations.  We create it by 

combining our experience and best practices with preferences and goals we’ve absorbed from 

conversations with your team.  We then build the playbook into our AI tool for contract review.  

With the assistance of cutting-edge legal technology, we can quickly break down complicated SaaS 

and IT contracts to identify the legal issues you care about. 

Once the playbooks are created, we’re in a position to offer response time service levels for getting 

contracts reviewed and redlines turned quickly.   


