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By Steph Corey, CEO/Founder, UpLevel Ops, and Elizabeth Lugones, COO/Senior Advisor, UpLevel Ops 

In addition to creating legal strategies and mitigating risk, General Counsels also serve as executive leaders and 
are expected to act as strategic business partners rather than just legal advisors. The operative word here is 
“business,” meaning that they are responsible for managing the legal department with the same level of 
efficiency and effectiveness as any other business unit within the company. 

To establish yourself as the strategic business partners your clients want and need, it's crucial to cultivate a high-
performing team, which can be achieved by streamlining processes and leveraging technology. But that requires 
an investment of capital and time, which means developing a business case to justify that investment. This will 
provide an important counterargument to push-back, such as:  

• “All this time you have been providing legal advice and 
negotiating contracts without a tool. Why do we need 
one now?” 

• “How will this a!ect client service? This new process/
tool will get in the way of me talking to my attorney.” 

• “You don’t need a solution designed for Legal. You 
can use one of these enterprise tools IT already has.”  

• “IT doesn’t have the resources to implement another 
tool or integrate it into our systems. Can this get 
done without internal IT resources?” 

A business case should start with the recognition of the 
need for optimization and is about much than simply 
funding. It’s about value, and the earlier you engage 
others in your vision, the better.  

Here are steps towards building a business case to get to YES on investment.  

1. Identify the problem. What are the specific pain points or inefficiencies that the new technology or program 
would address? This could include time-consuming manual tasks, offline tracking and reporting, increased 
risk exposure, or missed opportunities. 

2. Build a coalition. If these pain points involve stakeholders outside of legal, bring them along the journey. 
Help them to understand what benefits these process improvements or tools will have for them. They can be 
your strongest advocates if they buy into your vision. Let them strengthen your business case with their 
stories of how these new programs will help them. A simple example of this is that a client who is calling to 
ask about a status update can be told that they will be able to see the update themselves in the new workflow 
tool once it’s implemented.  

3. Understand the problem to find the right solution. Gather the requirements for the exact pain points you 
are trying to resolve. This will inform what solutions are best-suited for your needs. Also, be sure to conduct 
thorough research on available technology solutions, taking into account factors such as cost, compatibility 

Getting to Yes:  
A GC’s Checklist for Building a Business Case

“A business case should start 
with the recognition  
of the need for optimization  
and is about much than  
simply funding.  
It’s about value, and the earlier 
you engage others in your vision, 
the better.”
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with existing systems, and ease of implementation and use. Include systems currently available through the 
enterprise. It will be important to show that you’ve evaluated them along with external solutions as you’re 
building support for your program.  

4. Don’t forget about the other details. Be sure to take into account any necessary training, data migration, 
support from third parties such as consultants, or other logistical considerations - especially ones that affect 
other departments. 

5. Bring data to the dance. Business leaders are driven by facts, numbers and impact to the bottom line, so 
speak in their language. Don’t worry if you don’t have systems in place to capture data for you. Leverage 
manual trackers (even temporarily) and anecdotes from your team to extract anything that will help build your 
justification. For example, how many NDAs are reviewed each month? How many legal resources are 
reviewing those NDAs, and how much can be saved by automating this process? You can calculate an 
estimated cost by multiplying the average number of hours by an estimated internal hourly cost per head.  

By thinking strategically, and by having a business case grounded in solid research about how your program can 
impact the delivery of legal services across business lines, and how that translates to actual value for the 
company, will greatly increase the likelihood of approval. 

Stephanie Corey is the CEO and Founder of UpLevel Ops and a widely respected veteran in Legal Operations with areas of 
expertise in Information Technology, System Implementations, Process Analysis and Improvements, Finance, 
Communications, and Administration. Steph co-founded LINK (Legal Innovators Network), a legal operations organization 
exclusively for experienced, in-house professionals. She previously founded the legal operations trade organization CLOC 
(Corporate Legal Operations Consortium)and is a former executive member. 

Elizabeth Lugones is COO & Senior Advisor with UpLevel Ops who has built and managed Legal Operations teams in 
various industries in both public and private companies over her 20+ year career. She excels in global project management 
and business reengineering, with particular expertise in process improvement, change management, cross functional 
collaboration and team building, but her true passion is helping others find their own strengths and talents and harness them 
for the value of all. 
 

About UpLevel Ops 
UpLevel Ops leads the evolution of the legal operations practice and takes legal to the next level.  
 
We are trusted advisors providing practical guidance, mentorship, and coaching that goes beyond consulting. With our 
custom, high-end service – born of extensive corporate in-house experience – we partner with clients to craft actionable 
solutions. We create a roadmap to success that empowers teams with best practices, tools, and workflows tailored to their 
unique business objectives. 

For more information about UpLevel Ops, please email us at info@UpLevelOps.com or you can discover more at 
UpLevelOps.com.
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