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Annex 1 - Market concentration: segment by segment analysis 

Each segment is looked at in turn. These are:  

A. Business affairs, corporate structuring, finance and tax  
B. Civil liberties 
C. Consumer problems 
D. Conveyancing – residential  
E. Conveyancing – commercial 
F. Crime  
G. Employment 
H. Family 
I. Immigration and nationality 
J. Injury 
K. Intellectual property rights 
L. Other  
M. Property, construction and planning  
N. Welfare and benefits 
O. Wills, trusts and probate 

Each section begins with a market segment summary. This is followed by a discussion of 
what the measures show in terms of the functioning of this market segment. Specifically this 
considers:  

o Consideration of market shares and concentration ratios over time to 
look at change in the level of competition; 

o Whether there is evidence of effective barriers to entry by looking at 
the market share and volume of new entrants; 

o Whether there is evidence of effective barriers to exit by looking at the 
volume of firm exits and firms switching from this segment to others. 

o Whether there have been significant shifts in the supply of services to 
other segments, measured by market share. 

The information presented in the summary tables about consumer buying behaviour 
provides a proxy indicator for how responsive consumers are to changes in service offerings. 
We also use the proportion of consumers who shop around in the different segments taken 
from the Legal Services Consumer Panel tracker surveys1 as contextual information. 
Further, the legal needs surveys provide a proxy measure of how successful competition has 
been in addressing identified unmet need, through the improved allocation of resources to 
meet potentially unmet demand.2  

When considering entry and exit we look at a number of aspects. Each year some firms 
leave the market, and move to other markets, some firms fail and shut down completely, 
while a group of firms remain in the market. How these incumbents behave will affect market 
concentration and therefore to some degree competiveness. At the same time, a group of 
new firms enter the market. These can be firms moving from other markets or completely 
new firms. Finally, there is another group of firms in the market who left in the previous year 
but have returned to offer services again. The sum of these movements adds up to the churn 
in each segment.  

                                                           
1
 Undertaken in 2011, 2012 and 2013, covering individual consumers who used legal services in the previous 

two years - http://www.legalservicesconsumerpanel.org.uk/publications/research_and_reports/  
2
 Termed allocative efficiency – see section 3.2.11 A framework to monitor the legal services sector Oxera 2011 

https://research.legalservicesboard.org.uk/wp-content/media/A-framework-to-monitor-the-legal-services-
sector.pdf  

http://www.legalservicesconsumerpanel.org.uk/publications/research_and_reports/
https://research.legalservicesboard.org.uk/wp-content/media/A-framework-to-monitor-the-legal-services-sector.pdf
https://research.legalservicesboard.org.uk/wp-content/media/A-framework-to-monitor-the-legal-services-sector.pdf
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A. Business affairs, corporate structure, finance and tax 

Figure 1. Market segment summary: Business affairs, corporate structure, finance and 
tax  

Business affairs, 
corporate structure, 
finance and tax3  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 
segments: 

Small businesses, charities, (legal persons - small) large businesses’ 
(legal persons – large) 

Action in response to 
this type of legal 
problem: 

Small businesses – 2012: Take no action – 7%; Don’t seek formal 
advice – 65%; Seek advice – 25% 
Large business – unknown 

Of those that sought 
advice other 
providers were used 
by:  

Small businesses – Accountant – 45%; Barrister – 10%; Trade Body  
10%; HR/Employment service – 6%; Debt collection/recovery service 
– 6%; Business Link – 6% 
Solicitors were used by 32% of advice seekers in this segment 
Large business – unknown 

Overall demand proxy 
indicators: 

Business Births (ONS) 

246k  
(2009) 

217k 
(2010/11) (11% ↓ 

2009) 

215k 
(2011/12) (1% ↓ 2010/11) 

Business Deaths 
(ONS) 

205k  
(2009) 

257k 
(2010/11) (25% ↑ 

2009) 

215k 
(2011/12) (6% ↑ 2010/11) 

Mergers, acquisitions, 
and disposals (ONS) 

591k 
867k 

(47% ↑ 2010/11) 
1,045k 

(21% ↑ 2011/12) 

Company 
incorporations 

(Companies House) 
362k 

401k  
(11% ↑ 2010/11) 

456k  
(14% ↑ 2011/12) 

Company insolvency 
petitions - County Court 

(MoJ) 
5,690 

4,939  
(13% ↓ 2010/11) 

5,133 
(4% ↑ 2011/12) 

Commercial Court - 1,259 1,060  1,331 

                                                           
3
 In the Oxera Segmentation Framework this covers contentious and Non-contentious work in Indirect 

taxation, Property taxation, International taxation, Mergers and acquisitions, Joint ventures, Public takeovers, 
Privatisations, Issuance of securities, Corporate insolvency, Infringement of contracts, Competition and 
regulatory issues, Environmental, Procurement, Licensing, and Business registration. This was matched to the 
Commercial Corporate Listed Companies, Commercial Corporate Non Listed Companies, and Bankruptcy 
Insolvency SRA categories. This was matched to the Joint ventures, Sale of business (in part/whole), Take-over 
of another business, Merger, Partnership/shareholder disputes, Break-up of partnership, Change of legal 
status, International taxation, Failure to register/report changes when required (eg VAT registration, 
registration as a sole trader), Failure to maintain appropriate records (for tax purposes), Errors in your business 
tax return, Liability for tax/amount of tax owed, Goods or services purchased by your business: Not as 
described, Late delivery, Unacceptably late or non-/partial-payment, Other contract problems or disputes, 
Supplier insolvent, Fraudulent or wrongful trading (concerning insolvency), Unfair operation of a public tender, 
legal regulatory issues relating to international trading, Mandatory licenses/permits/accreditation, Product 
safety, Other health and safety, Data protection, Import/export regulation, Mandatory insurance, 
Filing/content of annual company accounts, Need for/outcome of audit, Other government regulation, 
Advertising standards, Technicalities of business start up, Incorrect information held by a credit reporting 
agency leading to the refusal of credit, and Mismanagement of business money/investments by financial 
service Small Business legal needs categories. This was matched to the Admiralty or shipping, Commercial, 
Chancery, Revenue practice areas reported in the 2011 Barrister survey.  
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claims issued (MoJ) (16% ↓ 2010/11) (26% ↑ 2011/12) 

Estimated self employed barristers in this 
market segment (2011) 

15% (1,901) 

Total solicitors 
turnover - %age of total: 

£4.86bn 
(26%) 

£4.95bn 
(26%) 

£4.66bn 
(25%) 

Total solicitors firms-  
%age of total: 

34% (3,060) 33% (2,996) 34% (2,932) 

Share of the market by degree of turnover (% of firms): 

Committed 
(90% or more of their 
turnover) 

4% (7%) 6% (7%) 3% (7%) 

Focussed (50%-89%) 47% (9%) 46% (8%) 46% (9%) 

Spread (5%-49%) 48% (50%) 47% (47%) 50% (49%) 

Fringe (less than 5%) 1% (35%) 1% (32%) 1% (34%) 

Market share: (%age, £)  

5 firm ratio 27% (£1.3bn) 26% (£1.3bn) 26% (£1.2bn) 

10 firm ratio  39% (£1.9bn) 38% (£1.9bn) 38% (£1.8bn) 

HHI: > 1,000 

=concentrated 
236 228 233 

Continuity: 

Firms in the market for 
3 years: 

100% (3,060) 78% (2,337) 66% (1,944) 

Market Share :  100% (£4.9bn) 97% (£4.8bn) 95% (£4.4bn) 

Number of the top 5 
and top 10 firms in the 
market for all 3 years: 

All of top 5 firms 
All of top 10 firms  

All of top 5 firms 
All of top 10 firms 

All of top 5 firms 
All of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants  22% (3%) 15% (3%) 

New entrants – new to segment
4
  

16% (2.6%) 13% (1.4%) 

New entrants – brand new firms
5
  

6% (0.8%) 2% (1.3%) 

Of new entrants in 2011/12, those remaining in 2012/13 63% (2%) 

Exit: % of firms (% of market share) 

All exits 23% (3%) 14% (2%) 

Firms who closed by the start of the year 
6
 

10% (2%) 7% (2%) 

Firms who left segment by the start of the year
7
  

13% (1%) 7% (1%) 

Exited in 2011/12, re-entered in 2012/13 
5% (8%) 

 

                                                           
4
 Firms who reported turnover in other categories in previous years 

5 
Firms who were not in the previous year’s data set (ie were not registered with the SRA)

 

6
 Where the firm was not in the following years data set (ie were no longer registered with the SRA) they are 

classified as closed. They may have merged with another firm or in some limited circumstances moved to 
another regulator(for example 20 solicitors firms moved to be regulated by the CLC in 2011), or ceased to 
deliver legal services as a solicitors firm (no longer delivering reserved legal services under the title of solicitor, 
or closed completely).  
7
 Where the firm no longer reported turnover in this category, but continued to do so in other categories, in 

the following year they are classified as having left the segment. 
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A.1 This represents by far the largest of the fifteen segments as measured by turnover. It 
represents 25% of total turnover in 2012/13, marginally down from 26% in 2010/11 and 
2011/12. At the same time while the number of firms in this segment is falling, the 
proportion of firms is broadly stable at one third of all solicitors firms. 

A.2 In terms of market share, the largest ten firms, representing 0.33% of firms in this 
segment, have 39-38% market share. This is stable over time with no change in the 
makeup of the group of the largest 10 firms, which it is reasonable to assume include 
the five ‘Magic Circle’ firms. At the same time in both 2011/12 and 2012/13, just under 
one in five firms in this segment are new entrants – with most having moved segments 
as opposed to being new firms. Further, 23% of firms in 2010/11 no longer offered 
services in this segment by 2011/12 and 14% of firms in 2011/12 no longer offered 
services in this segment by 2012/13. While the volume of entry and exits is substantial, 
the market share involved is very small – 3% in 2010/11 and 2% in 2011/12. Of those 
firms providing services in 2012/13, 5% had left in 2010/11 and returned a year after. 
Additionally after 12 months, only 58% of new entrants in 2011/12 are still providing 
services but account for only 1% of market share. In other words, there is limited 
evidence of sustained market penetration by new entrants and limited change in overall 
market concentration through consolidation or competition. While this points to weak 
competition, the overall market concentration remains very low and is falling – with a 
HHI peak of just 236 in 2010/11, considered against a threshold of 1000 for a 
concentrated market.  

A.3 As set out above, this segment groups these large firms with smaller firms offering 
general business advice because of data limitations, and not because we see them as a 
realistic substitute for different size business consumers. Excluding firms with 26 or 
more partners – on no other basis than they represent the largest 2% of partnerships8 - 
these ratios change significantly. The value of this sub-segment falls to £739m in 
2010/11, and £341 or 1.8% of total turnover in 2012/13, while 28% of firms provide 
services in this sub-segment in 2012/13. In 2011/12, 18% of firms were new entrants 
with 11% of market share. New entrants in 2012/13 account for 20% of firms and market 
share. Further, the largest ten firms accounted for 18% of the market in 2012/13, down 
from a high of 25% in 2011/12. While only 54% of new entrants in 2011/12 were still 
providing services in 2012/13 they accounted for 7% of market share in 2012/13. This 
points to positive change in the level of competition in this sub-segment. 

A.4  In this segment,  Solicitors Regulation Authority  (SRA) regulated firms compete against 
a range of alternative service providers, most notably accountants in the case of small 
business consumers and international firms in the case of large business consumers.  
There are reported to be over 200 foreign law firms in the UK, the largest ten of which 
had a combined turnover of £844m in 2011/12.    

A.5 In terms of other market segments these firms operate in, Figure 2 above shows the 
market shares for each of the other segments. Looking at how this changes over time 
shows that firms providing services to these segments have significant market shares in 
commercial conveyancing, employment, intellectual property rights and other – all 
services associated with business consumers. As a group, total turnover is down by 
1.9% between 2010/11 and 2012/13. Falls in market share of smaller value segments - 
civil liberties (38%), welfare and benefits (10%) – are coupled with a reduction of 6% 
market share in the injury segment. This suggests an increasing focus on business 
consumers as opposed to individuals over the past three years, but no major shift in 
services offered across segments.   

 

                                                           
8
 See table 1 https://research.legalservicesboard.org.uk/wp-content/media/time-of-change-report.pdf  

https://research.legalservicesboard.org.uk/wp-content/media/time-of-change-report.pdf
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Figure 2. Work in other market segments– business affairs  

 

B. Civil liberties  

Figure 3. Market segment summary: Civil Liberties  

Civil liberties9
  2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 
segments: 

Individuals – (natural persons), Small businesses, charities, (legal 
persons - small) large businesses’ (legal persons – large) 

Action in response to 
this type of legal 
problem: 

Individual: 2010: Take no action – 16%; Don’t seek formal advice – 
31%; Seek advice – 49% 
2012: Take no action – 32%; Don’t seek formal advice – 42%; Seek 
advice – 22% 
Small businesses: Unknown 
Large business/Government: Unknown 

Between 2009-2012, 
of those that sought 
advice other 
providers were used 
by: 

Trade Union – 19%; Citizens Advice – 14%; Council advice services – 
10%; Barristers – 7%; Other – 14%. 
Solicitors were used by 29% of advice seekers in this segment 

Overall demand proxy 
indicators: None identified 

Individual consumers 
who shopped around: 

Unknown 

                                                           
9 In the Oxera Segmentation Framework Civil liberties covers contentious work in relation to Human rights, 
Actions against the police, Discrimination (excluding employment), and Other rights including specialist areas 
such as rights to life. This was matched to the Discrimination, Civil Liberties, and Human Rights SRA category. 
Individual consumer legal needs were matched to the Discrimination and unfair treatment by police categories 
used in the 2006-2009 CSJS. Individual consumer legal needs in actions against the police and discrimination 
problem types used in the 2012 survey were matched to this category. This was matched to the Civil practice 
area reported in the 2011 Barrister survey. 
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Estimated self employed barristers in this 
market segment (2011) 

6% (760) 

Total solicitors 
turnover - %age of 
total: 

£40m 
(0.21%) 

£19m 
(0.1%) 

£20m 
(0.11%) 

Total solicitors firms-  
%age of total: 

1.8% (165) 1.4% (129) 1.5% (129) 

Share of the market by degree of turnover (% of firms):  

Committed 
(90% or more of their 
turnover) 

9% (4%) 14% (2%) 15% (2%) 

Focussed (50%-89%) 2% (2%) 2% (2%) 0% (0%) 

Spread (5%-49%) 62% (35%) 40% (45%) 47% (50%) 

Fringe (less than 5%) 27% (59%) 44% (52%) 38% (48%) 

Market share: (%age, £)  

5 firm ratio 69% (£27.3m) 60% (£12m) 53% (£11m) 

10 firm ratio  82% (£32.5m) 77% (£15m) 69% (£14m) 

HHI: > 1,000 
=concentrated 

1,740 936 782 

Continuity: 

Firms in the market for 
3 years: 

100% (165) 31% (40) 17% (22) 

Market Share :  100% (£40m) 66% (£13m) 48% (£10m) 

Number of the top 5 
and top 10 firms in the 
market for all 3 years: 

2 of top 5 firms 
5 of top 10 firms  

3 of top 5 firms 
7 of top 10 firms 

2 of top 5 firms 
4 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants  69% (34%) 56% (17%) 

New entrants – new to segment 64% (33%) 53% (17%) 

New entrants – brand new firms 5% (1%) 3% (0%) 

Of new entrants in 2011/12, those remaining in 2012/13 30% (28%) 

Exit: % of firms (% of market share) 

All exits 76% (71%) 18% (4%) 

Firms who closed by the start of the year 8% (1%) 6% (2%) 

Firms who left segment by the start of the year 67% (70%) 12% (2%) 

Exited in 2011/12, re-entered in 2012/13 6% (0%) 

 

B.1 This segment is characterised by falling concentration and frequent entry and exit. It is 
not clear what may have contributed to the significant reduction in total turnover 
between 2010/11 and 2011/12. 2011/12 and 2012/13 show very low rates of 
concentration (HHI less than 1000) and new entrants featuring in the group of ten 
largest firms. This is in spite of the five largest firms having over 50% of market share as 
measured by turnover, and a reduction in the number of firms reporting turnover in this 
segment.  

B.2 We interpret this as a possible indication of solicitors firms operating outside of their 
main work areas – given the low volume of this type of work, and the high proportion of 
entrants coming from other segments as opposed to being brand new firms. This 
contrasts with 17% of firms remaining in this segment over the entire 2010/11-2012/13 
period, and having nearly half of the market share in 2010/112. This suggests a degree 
of specialisation by these providers in contrast to the majority of providers of this work.  
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B.3 At the aggregate level, the firms that report any turnover in this segment, have large 
proportionate market shares in the consumer and welfare and benefits segments - 17%, 
and 27% respectively. They have declining market shares in all other segments, except 
for immigration and nationality where market share grew by 1.5%. Further, figure 4 
below shows that while as a group they accounted for 100% of turnover in this segment, 
in money terms, they generated far more turnover from the business affairs, other, and 
injury segments.  

Figure 4. Work in other market segments– civil liberties 

 

C. Consumer problems  

Figure 5. Market segment summary: consumer problems  

Consumer 
problems10

  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 
segments: 

Individual consumers (natural persons), small businesses, charities, 
(legal persons - small), large businesses’ (legal persons – large) 

                                                           
10

 In the Oxera Segmentation Framework Consumer Problems covers contentious work in relation to Sale of 
goods and services, Hire purchase agreements, Time shares, and Motor vehicles. This was matched to the 
Consumer SRA category. Individual consumer legal needs were matched to the Consumer– faulty services and 
Consumer—faulty goods categories used in the 2006-2009 CSJS. Individual consumer legal needs in the ‘Had a 
consumer problem (eg faulty goods from a store, hire purchase etc)’ problem type used in the 2012 survey 
were matched to this category. LSCP tracker survey categories of Problems with consumer services or goods 
and Debt or hire purchase problems were matched to this segment. This was matched to the GOODS OR 
SERVICES PROVIDED TO YOUR CUSTOMERS Not as described, Late delivery, Unacceptably late or non-/partial-
payment, Distance selling consumer rights, Other contract problems or disputes, GOODS OR SERVICES 
PURCHASED BY YOUR BUSINESS Not as described, Late delivery, Unacceptably late or non-/partial-payment, 
Other contract problems or disputes, Supplier insolvent Small Business legal needs categories. 
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Action in response to 
this type of legal 
problem: 

Individuals: 2010: Take no action – 7%; Don’t seek formal advice – 
53%; Seek advice – 39% 
2012: Take no action – 24%; Don’t seek formal advice – 59%; Seek 
advice – 15% 
Small businesses: Take no action – 7%; Don’t seek formal advice – 
68%; Seek advice – 20% 
Large Businesses: Unknown 

Between 2009-2012, 
of those that sought 
advice other 
providers were used 
by: 

Individuals: Trading Standards – 26%; Citizens Advice – 21%; 
Council advice services – 8%; Other advice agencies - 4%; Trade 
Union – 2%; Other – 16%. 
Solicitors were used by 2% of advice seekers in this segment. 
Small businesses: Accountant – 19%; Debt collection/ recovery 
service – 17%; Barrister – 8%; Other legal advice service – 8%.  
Solicitors were used by 54% of advice seekers in this segment. 

Overall demand proxy 
indicators: None identified 

Individual consumers 
who shopped around: 

Unknown 

Total turnover - %age 
of total: 

£0.5m 
(0%) 

£16m 
(0.1%) 

£13m 
(0.1%) 

Total solicitors firms-  
%age of total: 

0% (2) 4% (319) 3% (289) 

Share of the market by degree of turnover (% of firms): 

Committed 
(90% or more of their 
turnover) 

N/a 3% (1%) 4% (1%) 

Focussed (50%-89%) N/a 1% (1%) 10% (2%) 

Spread (5%-49%) N/a 51% (25%) 32% (22%) 

Fringe (less than 5%) N/a 44% (73%) 54% (75%) 

Market share: (%age, £)  

5 firm ratio N/a 49% (£8m) 32% (£4m) 

10 firm ratio  N/a 63% (£10m) 50% (£6m) 

HHI: > 1,000 
=concentrated 

N/a 1,030 328 

Continuity: 

Firms in the market for 

2 years: 
N/a 100% (319) 17% (22) 

Market Share :  N/a 100% (£16m) 48% (£10m) 

Number of the top 5 
and top 10 firms in the 
market for all 2 years: 

N/a 4 of top 5 firms 

7 of top 10 firms 

2 of top 5 firms 

5 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants N/a 57% (52%) 

New entrants – new to segment N/a 54% (48%) 

New entrants – brand new firms N/a 3% (4%) 

Of new entrants in 2011/12, those remaining in 2012/13 39% (48%) 
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Exit: % of firms (% of market share) 

All exits N/a 7% (6%) 

Firms who closed by the start of the year N/a 7% (6%) 

Firms who left segment by the start of the 

year 
N/a 0% (0%) 

Exited in 2011/12, re-entered in 2012/13 N/a 

 

C.1 This small segment is characterised by falling market concentration and frequent entry 
and exit. The significant increase in overall turnover between 2010/11-2011/12 suggests 
data recording issues in 2010/11. Looking at 2011/12 and 2012/13, all measures 
suggest significant change with falls in the 5 and 10 firms concentration ratios, and new 
entrants featuring in the top 5 and 10 firms by market share.  

C.2 As with other segments of smaller value, solicitors firms are used rarely by individual 
consumers to resolve these types of legal problems, with a range of alternative sources 
of advice available to resolve a consumer dispute. Further, the proportion of consumers 
taking any kind of formal advice is substantially less in the 2012/13 survey compared to 
findings in 2010/11 - 15% compared to 39%. Only one in five small businesses seeks 
any formal advice11.  

C.3 These firms have small market shares across a range of segments – most notably civil 
liberties. As a group, they have seen total turnover fall by 10%, with the biggest falls in 
turnover occurring in the business affairs (£26m) and injury (£56m) segments. While this 
may be a result of the reduction in firms and the frequent entry and exit in this segment, 
falling overall turnover suggests these firms may be struggling to enter other segments – 
although market share in residential conveyancing has grown by 0.7%.  

Figure 6. Work in other market segments– Consumer problems 

 

                                                           
11

 As reported in the Small Business Legal Need survey and in other research: 
http://www.legalfutures.co.uk/latest-news/only-fifth-businesses-use-external-lawyers-cope-consumer-rights-
law  

http://www.legalfutures.co.uk/latest-news/only-fifth-businesses-use-external-lawyers-cope-consumer-rights-law
http://www.legalfutures.co.uk/latest-news/only-fifth-businesses-use-external-lawyers-cope-consumer-rights-law
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D. Conveyancing – residential  

Figure 7. Market segment summary: Conveyancing - residential  

Conveyancing – 
residential12

  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 
segments: Individual only 

Action in response to 
this type of legal 
problem: 

2012: Take no action – 17%; Don’t seek formal advice – 24%; Seek 
advice – 52% 

Between 2009-2012, 
of those that sought 
advice other 
providers were used 
by: 

Licensed Conveyancers – 12%; Financial Adviser -6%; Bank or 
Building Society – 4%; Other – 18% 
Solicitors were used by 60% of advice seekers in this segment 

Overall demand proxy 
indicators: 

HMRC residential 
property transactions 

769k 
795k 

(3% ↑ 2010/11) 
799k 

(1% ↑ 2011/12) 

BoE residential 
remortgage approvals 

344k 
361k 

(5% ↑ 2010/11) 
376k 

(4% ↑ 2011/12) 

Individual consumers 
who shopped around: 

24% 34% 26% 

Council for Licensed Conveyancers (CLC) regulated entities 

Total licensed conveyancer entities turnover  £106m 

Total licensed 
conveyancer entities  

215 
(1st July 2011) 

212 
(1st July 2012) 

216 
(1st July 2013) 

Market Share - 10 firm 
ratio 

58% 59% 60% 

Entry – number of 
firms 

16 
(7%) 

10 
(5%) 

10 
(5%) 

Exit – number of firms 12 
(6%) 

8 
(4%) 

10 
(5%) 

SRA regulated entities 

Total solicitors 
turnover - %age of 
total: 

£931m 

(5%) 

£951m 

(5%) 

£949m 

(5%) 

Total solicitors firms-  
%age of total: 

57% (5,201) 54% (4,878) 54% (4,764) 

Share of the market by degree of turnover (% of firms):  

Committed 
(90% or more of their 
turnover) 

3% (2%) 3% (2%) 3% (2%) 

                                                           
12

 In the Oxera Segmentation Framework this covers conveyancing for residential properties. This was matched 
to the conveyancing -residential SRA category. Individual consumer legal needs in the ‘Bought/sold a house’ 
and ‘Re Mortgaged current property/Transfer of equity’ problem types used in the 2012 survey were matched 
to this category. LSCP tracker survey category of Conveyancing (eg legal working involving buying, selling or 
transferring property) was matched to this segment.  
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Focussed (50%-89%) 12% (10%) 12% (11%) 13% (11%) 

Spread (5%-49%) 78% (74%) 79% (74%) 77% (73%) 

Fringe (less than 5%) 7% (14%) 6% (13%) 7% (14%) 

Market share: (%age, £)  

5 firm ratio 3% (£27m) 4% (£38m) 3% (£29m) 

10 firm ratio  4.9% (£46m) 6.6% (£63m) 5.4% (£51m) 

HHI: > 1,000 
=concentrated 

8.9 11.8 10.1 

Continuity: 

Firms in the market for 

3 years: 
100% (5,201) 90% (4,396) 83% (3,946) 

Market Share :  100% (£931m) 91% (£866m) 86% (£814m) 

Number of the top 5 
and top 10 firms in the 
market for all 3 years: 

2 of top 5 firms  

5 of top 10 firms 

3 of top 5 firms  

5 of top 10 firms 

2 of top 5 firms  

5 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 10% (9%) 7% (6%) 

New entrants – new to segment 6% (5%) 5% (3%) 

New entrants – brand new firms 4% (4%) 2% (2%) 

Of new entrants in 2011/12, those remaining in 2012/13 83% (7%) 

Exit: % of firms (% of market share) 

All exits 15% (12%) 10% (8%) 

Firms who closed by the start of the year 11% (9%) 8% (8%) 

Firms who left segment by the start of the 

year 
5% (2%) 1% (0%) 

Exited in 2011/12, re-entered in 2012/13 2% (1%) 

 

D.1 The Law Society has identified housing transactions as a key driver of change in total 
legal services turnover contributing a 12% reduction in total legal services turnover in 
the UK between 2007 and 201113. As elements of conveyancing are a reserved activity 
– there are regulatory barriers to entry - the main substitutes for residential 
conveyancing are licensed conveyancing firms, a notary, or a consumer undertaking the 

                                                           
13

 See slide 37, The Legal Services Industry Part 1 – An overview, The Law Society 2012 
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conveyance themselves. For commercial conveyancing agricultural valuers can 
undertake conveyancing of agricultural buildings.14  

D.2 The CLC data shows that the top 10 licensed conveyancing firms have nearly 60% of 
the market share for all conveyancing (residential and commercial) undertaken by CLC 
entities. Further while the number of entities is small when compared to solicitors firms, 
these firms account for a higher proportion of total conveyancing market share 
representing less than 4% of all regulated entities who provide conveyancing services 
but accounting for 5% of all conveyancing market share.  Further, a range of research 
suggests they account for around 5%-10% of the residential conveyancing market.15 
Other types of advice provider mentioned by individual consumers are believed to act as 
referral points. 

D.3 For solicitors firms residential conveyancing represents a substantial segment. Over half 
of solicitors firms reported turnover in this segment each year, even though it represents 
only around 5% of total turnover. The SRA Conveyancing Thematic Study16 reported 
that the highest number of residential transactions at any one firm was 3,570 a year but 
the average was just 383. Turnover has risen slightly over the 2010/11-2012/13 (1.8%), 
against a small increase in overall residential housing transactions (3.9%).  

D.3 This segment is characterised by low but stable concentration, with a HHI less than 10 in 
2010/11 and 2012/13. The five largest firms have less than 4% of market share as 
measured by turnover. The number of firms in the market has fallen, but 10% of firms in 
2011/12 were new entrants as were 7% in 2012/13. They accounted for 9% and 6% of 
market share respectively. Further, 2% of firms in 2012/13 returned to this segment 
having left in 2011/12, and 83% of new entrants in 2011/12 were still providing services 
in 2012/13 having grown their market share. This suggests low barriers to entry.  

D.4 However a frequently reported concern of conveyancing providers is changes to 
mortgage lenders legal panels17 – presumably this acts as barrier to providing services 
to consumers who are using that mortgage lender who have to pay more legal fees if 

they use a non-panel member for their conveyancing. The SRA review found that 76% 
of firms had been removed or threatened with removal from a lender panel. In the 
majority of circumstances this was because of a lack of transactions (36%) or 
because they were a sole practitioner (17%).  

D.5 As a way of quantifying the costs involved, we can use the Law Society’s Conveyancing 
Quality Scheme costs as a proxy, which was set up in 201118. The scheme passports 
firms on to some lender panels (including HSBC, Clydesdale, and Yorkshire Banks) but 
not all.19 The cost of joining the scheme varies by number of partners with the 2013 fees 
for sole practitioners being £462, rising to £2,574 for firms with more than 50 partners.20 
This represents 1.1% of average cash turnover from residential conveyancing for sole 
practitioners in 2012/13 and 3.4% for those with more than fifty partners. In 2012/13 
over 1,400 firms were reported to be members of this scheme – representing over 29% 

                                                           
14

 See Reserved Legal Activities: History and Rationale, Legal Services Institute 2010 
http://www.legalservicesinstitute.org.uk/LSI/LSI_Papers/Discussion_Papers/Reserved_Legal_Activities__Histor
y_and_Rationale/  
15

 See slide 37 https://research.legalservicesboard.org.uk/wp-content/media/RIR-Map-of-Legal-Services-
Supply-October-2011v2.pdf  
16

 http://www.sra.org.uk/sra/news/press/conveyancing-survey.page  
17

 For example: http://www.legalfutures.co.uk/latest-news/survey-conveyancers-worried-lenders-abss  
18

 http://www.lawgazette.co.uk/news/first-law-firms-accredited-under-conveyancing-quality-scheme  
19

 See for example http://www.lawsociety.org.uk/news/stories/lender-panels--society-calls-for-long-term-
solution/  
20

 http://www.lawsociety.org.uk/accreditation/specialist-schemes/conveyancing-quality-scheme/apply/  

http://www.legalservicesinstitute.org.uk/LSI/LSI_Papers/Discussion_Papers/Reserved_Legal_Activities__History_and_Rationale/
http://www.legalservicesinstitute.org.uk/LSI/LSI_Papers/Discussion_Papers/Reserved_Legal_Activities__History_and_Rationale/
https://research.legalservicesboard.org.uk/wp-content/media/RIR-Map-of-Legal-Services-Supply-October-2011v2.pdf
https://research.legalservicesboard.org.uk/wp-content/media/RIR-Map-of-Legal-Services-Supply-October-2011v2.pdf
http://www.sra.org.uk/sra/news/press/conveyancing-survey.page
http://www.legalfutures.co.uk/latest-news/survey-conveyancers-worried-lenders-abss
http://www.lawgazette.co.uk/news/first-law-firms-accredited-under-conveyancing-quality-scheme
http://www.lawsociety.org.uk/news/stories/lender-panels--society-calls-for-long-term-solution/
http://www.lawsociety.org.uk/news/stories/lender-panels--society-calls-for-long-term-solution/
http://www.lawsociety.org.uk/accreditation/specialist-schemes/conveyancing-quality-scheme/apply/
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of firms who reported turnover in this segment. Penetration may in fact be higher, as the 
SRA data shows that only 31% of firms (accounting for 58% of turnover) who undertook 
conveyancing work had any referral arrangements in place in 2012/13. The SRA review 
found a similar level of referral arrangements in place, mainly with estate agents, but 
only 5% of firms got more than 10% of work in this way. Further, a 2009 survey found 
that around 44% of estate agents’ customers took up the referral to a solicitor or 
conveyancer.21  

D.6 In terms of market outcomes, residential conveyancing is one segment where 
information on prices is readily available (see part 1 above). Here we are interested in 
the predictability of prices and the flexibility of pricing arrangements. Predictability 
involves considering the consumer’s expectation and understanding of the total cost 
throughout the purchase process, including when deciding to engage a solicitor22. The 
analysis in Part 1 demonstrates that conveyancing prices can be provided up front to the 

consumer. However, the SRA review reported that: “A number of firms specifically 
stated that they did not advertise, and some said they advertised but did not give 
any information about costs in their advertising. These responses indicated that 

firms did not provide costs information “up front‟ in advertising, preferring to wait 

until asked for a quote”
23

. With regard to costs 73% firms stated the client care letter 
– provided once they had been instructed - was the place to let a client know about 
costs. Further, some report not quoting prices in advertisements as a way of 
preventing price competition.

24
  

D.7 While this analysis shows that there are few barriers to entry and exit in the supply side, 
competitive pressures have yet to drive large-scale changes in market outcomes around 
price information. However, the level of shopping around in conveyancing is generally 
higher than in other segments, and the recent Legal Services Consumer Panel (LSCP) 
tracker survey shows the importance of price to individual consumers for conveyancing 
services.25 

D.8 At the aggregate level firms offering services in this segment have large market shares 
in the family; property, construction and planning; and wills, trusts and probate 
segments. They generate significant turnover from other main segments – business 
affairs, other, injury – but this is falling. Aggregate turnover fell by 8%. Growth in 
turnover came from an £18m increase in residential conveyancing and a £15m increase 
in the other segment.  

 

 

 

 

                                                           
21

 http://www.oft.gov.uk/shared_oft/reports/property/OFT1186.pdf  
22

 See section 3.2.8 Market outcomes – Prices - https://research.legalservicesboard.org.uk/wp-
content/media/A-framework-to-monitor-the-legal-services-sector.pdf  
23

 Page 28, http://www.sra.org.uk/sra/news/press/conveyancing-survey.page 
24

 For example http://www.legalfutures.co.uk/blog/putting-value-back-conveyancing  
25

 
http://www.legalservicesconsumerpanel.org.uk/ourwork/CWI/documents/2013%20Tracker%20Briefing%202_
shopping.pdf  

http://www.oft.gov.uk/shared_oft/reports/property/OFT1186.pdf
https://research.legalservicesboard.org.uk/wp-content/media/A-framework-to-monitor-the-legal-services-sector.pdf
https://research.legalservicesboard.org.uk/wp-content/media/A-framework-to-monitor-the-legal-services-sector.pdf
http://www.sra.org.uk/sra/news/press/conveyancing-survey.page
http://www.legalfutures.co.uk/blog/putting-value-back-conveyancing
http://www.legalservicesconsumerpanel.org.uk/ourwork/CWI/documents/2013%20Tracker%20Briefing%202_shopping.pdf
http://www.legalservicesconsumerpanel.org.uk/ourwork/CWI/documents/2013%20Tracker%20Briefing%202_shopping.pdf
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Figure 8. Work in other market segments– Conveyancing – residential   

 

E. Conveyancing – commercial 

Figure 9. Market segment summary: Conveyancing – commercial  

Conveyancing – 
commercial26

  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 
segments: 

Small businesses, charities, (legal persons - small) large businesses’ 
(legal persons – large) 

Action in response to 
this type of legal 
problem: 

Small businesses – 2012: Take no action – 9%; Don’t seek formal 
advice – 27%; Seek advice – 55% 
Large business – unknown 

Of those that sought 
advice other 
providers were used 
by:  

Small businesses –Accountant – 17%; Barrister – 17%; Specialist 
support services – 17%; 
Solicitors were used by 100% of advice seekers in this segment 
Large business – unknown 

Overall demand proxy 
indicators: 

HMRC commercial 
property transactions 

78k 
88k 

(13% ↑ 2010/11) 
87k 

(1% ↓2011/12) 

Total turnover - %age 

of total: 
£1.36bn 

(7%) 
£1.37bn 

(7%) 
£1.35bn 

(7%) 

Total solicitors firms-  
%age of total: 

51% (4,631) 49%% (4,433) 50% (4,352) 

Of these firms, proportion who are:  

Committed 
(90% or more of their 
turnover) 

0% (0%) 0% (0%) 0% (0%) 

                                                           
26

 In the Oxera Segmentation Framework this covers conveyancing for commercial properties. This was 
matched to the conveyancing - commercial SRA category, and the Owned- Conveyancing Small Business legal 
needs category.  
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Focussed (50%-89%) 2% (2%) 3% (2%) 1% (1%) 

Spread (5%-49%) 89% (65%) 88% (65%) 90% (64%) 

Fringe (less than 5%) 9% (34%) 10% (34%) 9% (35%) 

Market share: (%age, £)  

5 firm ratio 13% (£179m) 14% (£197m) 15% (£207m) 

10 firm ratio  22% (£299m) 22% (£306m) 23% (£315m) 

HHI: > 1,000 
=concentrated 

82 88 94 

Continuity: 

Firms in the market for 

3 years: 
100% (4,631) 87% (3,841) 78% (3,379) 

Market Share :  100% (£1.4bn) 94% (£1.3bn) 88% (£1.2bn) 

Number of the top 5 
and top 10 firms in the 
market for all 3 years: 

All of top 5 firms 

All of top 10 firms 

All of top 5 firms 

All of top 10 firms 

All of top 5 firms 

9 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 13% (6%) 8% (4%) 

New entrants – new to segment 9% (4%) 6% (2%) 

New entrants – brand new firms 4% (2%) 2% (2%) 

Of new entrants in 2011/12, those remaining in 2012/13 81% (5%) 

Exit: % of firms (% of market share) 

All exits 17% (7%) 
11% (5%) 

Firms who closed by the start of the year 11% (4%) 8% (5%) 

Firms who left segment by the start of the 

year 
6% (2%) 3% (0%) 

Exited in 2011/12, re-entered in 2012/13 3% (1%) 

 

E.1 While there are possible substitutes, solicitors firms dominate this sector with all small 
business consumers who sought advice going to a solicitor at some stage.  

E.2 Commercial conveyancing represents 7% of total solicitor firm’s turnover, with around 
half of all firms reporting turnover in this segment.  The SRA Conveyancing Thematic 
Review reports that the highest number of commercial conveyancing transactions was 
985, with an average of 85 per firm. Of the firms who reported any turnover in 
commercial conveyancing in 2012/13, 94% also reported turnover in residential 
conveyancing.  

E.3 The largest 10 firms retain their position across the three year period with market share 
in excess of a fifth of the total market. However, the number of service providers means 
the market has very low levels of concentration. Further these new entrants – made up 
of brand new firms and firms switching from other segments – maintain levels of market 
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penetration with 81% of new entrants in 2011/12 still providing services in this segment 
in 2012/13, and maintaining market share.  

E.4 With regard to other segments in which these firm operate, in 2012/13 they had over 
90% of the market share in the residential conveyancing; property, construction and 
planning; and wills, trusts and probate segments; as well as over 80% of the market 
share in the business affairs, employment, intellectual property rights and other 
segments. Between 2010/11 and 20102/13 their market share in the civil liberties 
segment fell by 39%, and 5% in the injury segment. At the same time market share in 
the employment, other, property construction and planning, and welfare and benefits 
grew by over 3% in each segment.  

Figure 10. Work in other market segments– conveyancing commercial  

 

F. Crime 

Figure 11. Market segment summary: Crime 

Crime27  
2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons) 

Action in response to 

this type of legal 

problem: 

2012/13: Take no action –9%; Don’t seek formal advice – 29%; Seek 

advice – 57% 

                                                           
27

 In the Oxera Segmentation Framework this covers contentious work in relation to all criminal offences. This 
was matched to the Criminal SRA category. Individual consumer legal needs in the Been arrested problem type 
used in the 2012 survey was matched to this category. LSCP tracker survey category of Any offences or 
criminal charges was matched to this category, but small sample sizes prohibit its use. This was matched to the 
Criminal, practice area reported in the 2011 Barrister survey. 
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Of those that sought 

advice other 

providers were used 

by:  

Barrister – 3%; Law Centre – 3%; 

Solicitors were used by 77% of advice seekers in this segment 

Overall demand proxy 

indicators: 

(MoJ) Crown Court 

Trials  

150k 
152k 

(1% ↑ 2010/11) 

148k 

(3% ↓ 2011/12) 

(MoJ) Magistrates 

Court Criminal Trials 
1.8m 

1.8m  

(No change 

2010/11) 

1.67m 

(7% ↓ 2011/12) 

(LAA) Police Station 

Advice  
843k 

836k 

(1% ↓ 2010/11) 

787k 

(6% ↓ 2011/12) 

Individual consumers 

who shopped around: 
Unknown 

Estimated self employed barristers in this 

market segment (2011) 
31% (3,209) 

Total solicitors 
turnover - %age of 
total: 

£736m 

(4%) 

£788m 

(4.2 %) 

£714m 

(3.9%) 

Total solicitors firms-  
%age of total: 

25% (2,286) 24% (2,188) 24% (2,117) 

Solicitors firms share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

44% (29%) 50% (29%) 44% (29%) 

Focussed (50%-89%) 23% (13%) 19% (12%) 22% (12%) 

Spread (5%-49%) 30% (37%) 29% (37%) 30% (37%) 

Fringe (less than 5%) 3% (22%) 3% (21%) 4% (22%) 

Market share: (%age, £)  

5 firm ratio 4% (£32m) 13% (£101m) 5% (£38m) 

10 firm ratio  7% (£53m) 16% (£128m) 9% (£65m) 

HHI: > 1,000 
=concentrated 

18 93 22 

Continuity: 

Firms in the market for 

3 years: 
100% (2,286) 84% (1,831) 75% (1,596) 
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Market Share :  100% (£736m) 92% (£726m) 86% (£611m) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

5 of top 5 firms 

9 of top 10 firms 

4 of top 5 firms 

8 of top 10 firms 

4 of top 5 firms 

9 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 16% (8%) 10% (5%) 

New entrants – new to segment 12% (5%) 8% (4%) 

New entrants – brand new firms 4% (3%) 2% (1%) 

Of new entrants in 2011/12, those remaining in 2012/13 68% (8%) 

Exit: % of firms (% of market share) 

All exits 20% (10%) 13% (7%) 

Firms who closed by the start of the year 9% (8%) 8% (6%) 

Firms who left segment by the start of the 

year 
11% (2%) 4% (0%) 

Exited in 2011/12, re-entered in 2012/13 3% (0%) 

 

F.1 At a national level, solicitors dominate advice provision in this segment, as does legal aid 
funding. The expectation might be that legal aid contracts would create a barrier to entry 
– being issued once every three years. The last contract round was held in 2011. 
However, entry and exit levels are comparable with other segments – at 10% and 13% 
in 2012/13.  

F.2 As with other segments, a large proportion of firms undertake work in this segment even 
though it represents a small proportion of turnover. This drives low levels of 
concentration. The market share of the largest ten firms fluctuated over 2010/11-
2012/13, changing from 7% in 2010/11 to 16% in 2011/12, and 9% in 2012/13. 
However, this is broadly in line with fluctuation in total turnover, potentially driven by an 
increase in Crown Court trials and more advocacy being undertaken in-house as 
opposed to being outsourced to barristers. Further there are small shifts in the largest 
ten firms over time. 

F.3 With regard to other segments, this group of firms have seen aggregate turnover 
increase by 1.1% over the 2010/11-2012/13 period. The fall in turnover from crime is 
offset by larger increases in turnover in the immigration and nationality, injury, 
intellectual property rights, other, and welfare and benefits segments.  
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Figure 12. Work in other market segments– Crime 

 

G. Employment  

Figure 13. Market segment summary: Employment  

Employment28  
2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 

Individual consumers (natural persons), Small businesses, charities, 

(legal persons - small) large businesses’ (legal persons – large) 

Action in response to 

this type of legal 

problem: 

Individuals:  

2010: Take no action – 9%; Don’t seek formal advice – 36%; Seek 

advice – 53%  

2012: Take no action – 14%; Don’t seek formal advice – 33%; Seek 

advice – 51%  

Small businesses – 2012: Take no action – 5%; Don’t seek formal 

advice – 52%; Seek advice – 40%  

Large business: unknown 

                                                           
28

 In the Oxera Segmentation Framework this covers Pensions, Unfair dismissal, Redundancy, and Establishing 
and maintaining contracts. This was matched to the Employment SRA category. Individual consumer legal 
needs were matched to the Employment category used in the 2006-2009 CSJS. 2012 Individual consumer legal 
needs in the Problem with employer (eg problems over pay, redundancy, etc) problem type used in the 2012 
survey were matched to this category. LSCP tracker survey category of Employment disputes was matched to 
the this segment. Staff misconduct (including unauthorised absence and disciplinary procedures), Dismissal (or 
threat of dismissal) of staff, Making staff redundant, Content or exercise of parental rights (including 
maternity) leave/pay or flexible working requests, Payment of wages/pension, Working conditions, Other 
employment contract issues (including changes to contract terms), Adjustments to jobs/workplace for disabled 
workers, Complaints/grievances made by employees/job applicants (including allegations of discrimination and 
harassment), and Employment of non-EU nationals Small Business legal needs categories were matched to this 
segment. This was matched to the Employment practice area reported in the 2011 Barrister survey. 
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Of those that seek 

advice other 

providers are used 

by:  

Individuals: Trade Union/Professional Body – 22%; CAB – 15%; 

Employment adviser – 4% 

Solicitors were used by 33% of individual advice seekers in this 

segment.  

Small businesses: HR/Employment service – 36%; Other legal 

advice service– 17%; Accountant – 13%; Trade body/professional 

association – 8%; Barrister – 3% 

Solicitors were used by 45% of individual advice seekers in this 

segment 

Large business: unknown 

Overall demand proxy 

indicators: 

Employment Tribunals 

represented by a 

Lawyer (MoJ) 

161k 
142k 

(12% ↓ 2010/11) 

73k 

(49% ↓ 2011/12) 

Individual consumers 

who shopped around: 
9% 39% 16% 

Estimated self employed barristers in this 

market segment (2011) 
5% (634) 

Total solicitors 
turnover - %age of 
total: 

£842m (4.5%) £818m (4.4%) £782m (4.2%) 

Total solicitors firms-  
%age of total: 

40% (3,646) 39% (3,543) 41% (3,563) 

Share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

6% (4%) 4% (5%) 4% (5%) 

Focussed (50%-89%) 1% (2%) 1% (2%) 2% (2%) 

Spread (5%-49%) 70% (34%) 71% (33%) 66% (33%) 

Fringe (less than 5%) 23% (60%) 24% (60%) 27% (60%) 

Market share: (%age, £)  

5 firm ratio 17% (£143m) 15% (£125m) 14% (£113m) 

10 firm ratio  25% (£213m) 23% (£190m) 23% (£179m) 

HHI: > 1,000 
=concentrated 

111 103 99 

Continuity: 

Firms in the market for 

3 years: 
100% (3,646) 81% (2,816) 67% (2,404) 

Market Share :  100% (£842m) 92% (£751m) 86% (£672m) 
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Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

4 of top 5 firms 

9 of top 10 firms 

All of top 5 firms 

9 of top 10 firms 

4 of top 5 firms 

9 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 21% (8%) 13% (4%) 

New entrants – new to segment 16% (5%) 11% (2%) 

New entrants – brand new firms 5% (3%) 2% (2%) 

Of new entrants in 2011/12, those remaining in 2012/13 72% (9%) 

Exit: % of firms (% of market share) 

All exits 23% (10%) 13% (6%) 

Firms who closed by the start of the year 10% (6%) 7% (5%) 

Firms who left segment by the start of the 

year 
13% (4%) 6% (1%) 

Exited in 2011/12, re-entered in 2012/13 4% (1%) 

 

G.1 Solicitors firms represent only one of a range of sources of advice for all consumer 
groups to use. Citizens Advice Bureaux and trade unions are alternative sources of 
advice for individual consumers, while specialist employment advisers are the main 
alternative source of advice for small business consumers.  

G.2 There appears to be a limited relationship between tribunals and overall turnover in this 
segment with a 49% reduction in tribunals where the individual was represented by a 
lawyer matched by a reduction of just 4.3% in terms of overall turnover between 
2011/12 and 2012/13. This suggests solicitors firms undertaking a range of work and not 
just complex disputes, making the range of alternative advice sources more prominent.  

G.3 Over the three years around two out of every five solicitors firms undertakes 
employment work, yet it represents only 4% of turnover. At the top of the market, the 
largest ten firms have a substantial share of the market at 23% in 2012/13. This has 
remained broadly constant despite a fall in overall segment turnover of 7% between 
2010/11 and 2012/13. At the same time one fifth of firms in 2011/12 were new entrants, 
with 5% being brand new firms. By 2012/13, 72% of these new entrants were still 
providing turnover having grown their market share proportionately.  

G.4 In aggregate, these firms have seen total turnover stay largely static at around £14bn 
over 2010/11-2012/13. Falls in turnover in the employment and business affairs 
segments of £267m have been offset by increases in market share in the civil liberties, 
commercial conveyancing, intellectual property rights, other, property construction and 
planning segments.  
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Figure 14. Work in other market segments – Employment 

 

H. Family  

Figure 15. Market segment summary: Family  

Family29  
2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons) 

Action in response to 

this type of legal 

problem: 

2010: Take no action – 10%; Don’t seek formal advice – 29%; Seek 

advice – 59%  

2012: Take no action – 7%; Don’t seek formal advice – 30%; Seek 

advice – 59% 

Between 2009-2012, 

of those that sought 

advice other 

providers were used 

by: 

CAB - 6%; Social worker - 4%; Council Advice Service – 3%; Barrister 

3%. 

Solicitors were used by 63% of advice seekers in this segment 

                                                           
29

 In the Oxera Segmentation Framework this covers contentious and non-contentious work in children and 
matrimonial work. This was matched to the Children and Family Matrimonial SRA categories. Individual 
consumer legal needs in the 2006-2009 CSJS survey of Children, Domestic violence, Post-relationship , and 
Divorce categories were matched to this category. Individual consumer legal needs in the Children (eg care 
proceedings, adoption, etc), Divorce/dissolution of civil partnerships, Domestic violence, and Problems 
following a relationship breakdown (including contact) problem types used in the 2012 survey were matched 
to this category. LSCP tracker survey category of Family matters was matched to this category. This was 
matched to the Family practice area reported in the 2011 Barristers survey. 
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Overall demand proxy 

indicators: 

Divorce Petitions 

(ONS) 

121k 

(2009) 

113k 

(6% ↓ 2009) 

119k 

(5% ↑ 2010/11) 

Family Proceedings 

(MoJ) 
273k 

264k 

(3% ↓ 2010/11) 

247k 

(7% ↓ 2011/12) 

Individual consumers 

who shopped around: 
21% 23% 27% 

Estimated self employed barristers in this 

market segment (2011) 
17% (2,155) 

Total solicitors 
turnover - %age of 
total: 

£900m 

(4.9%) 

£900m 

(4.8%) 

£874m 

(4.7%) 

Total solicitors firms-  
%age of total: 

48% (4,393) 47% (4,253) 47% (4,278) 

Share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

13% (8%) 15% (8%) 16% (8%) 

Focussed (50%-89%) 10% (7%) 11% (7%) 11% (7%) 

Spread (5%-49%) 71% (65%) 69% (65%) 67% (63%) 

Fringe (less than 5%) 6% (20%) 5% (19%) 6% (21%) 

Market share: (%age, £)  

5 firm ratio 4% (£33m) 4% (£36m)  4% (£35m) 

10 firm ratio  6% (£55m) 6% (£58m) 6% (£54m) 

HHI: > 1,000 
=concentrated 

12 13 13 

Continuity: 

Firms in the market for 

3 years: 
100% (4,393) 87% (3,704) 77% (3,286) 

Market Share :  100% (£900m) 91% (£822m) 86% (£747m) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

All of top 5 firms 

9 of top 10 firms 

4 of top 5 firms 

9 of top 10 firms 

All of top 5 firms 

All of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 13% (9%) 10% (6%) 

New entrants – new to segment 8% (4%) 8% (3%) 
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New entrants – brand new firms 5% (5%) 3% (2%) 

Of new entrants in 2011/12, those remaining in 2012/13 81% (8%) 

Exit: % of firms (% of market share) 

All exits 16% (10%) 11% (8%) 

Firms who closed by the start of the year 10% (8%) 8% (7%) 

Firms who left segment by the start of the 

year 
6% (2%) 2% (0%) 

Exited in 2011/12, re-entered in 2012/13 2% (1%) 

 

H.1 Family or relationship breakdown is the most commonly recognised legal problem by 
consumers. This drives relatively high rates of advice seeking, and consequently 
seeking advice from a solicitor. Based on the two surveys of advice seeking behaviour, 
59% of people sought advice, and two thirds sought advice from a solicitor at some 
stage. While total numbers of family proceedings have fallen, the number of divorce 
petitions had returned to 2010/11 levels by 2012/13. At the same time the proportion of 
consumers shopping around for their legal advice has grown potentially driven by the 
reported increase in fixed fees for family work30 giving the consumer certainty of costs.  

H.2 While this segment constitutes just 4% of turnover, 47% of solicitors firms reported 
turnover in this segment in 2012/13. This drives very low levels of concentration with the 
largest ten firms having just 6% of market share each year. Further, new entrants 
comprised 13% of firms in 2011/12, and 10% of firms in 2012/13. 81% of new entrants 
in 2011/12 reported turnover in 2012/13, and 14% of market share was held by firms 
who had entered the segment in the past two years. Firms who left the segment tended 
to close down altogether - 10% in 2011/12 and 8% in 2012/13 – as opposed to switching 
to other segments.  

H.3 As shown above the total value of this market segment fell by 3% between 2010/11 and 
2012/13. At the aggregate level, this group of firms saw their total turnover fall by £143m 
(2.2%). Increases in turnover generated from the business affairs, residential 
conveyancing, and immigration and nationality segments of £33m preventing the overall 
fall from being higher. These firms also grew their market share in the civil liberties, 
immigration and nationality, and welfare and benefits segments. As a group, these firms 
generate more turnover form the other segments than they do from the family segment.  

 

 

 

 

 

                                                           
30

 The LSCP reported that there has been a rise in the proportion of fixed fee deals in family from 6% to 26%. 
http://www.legalservicesconsumerpanel.org.uk/ourwork/CWI/documents/2013%20Tracker%20Briefing%201_
use_funding.pdf  

http://www.legalservicesconsumerpanel.org.uk/ourwork/CWI/documents/2013%20Tracker%20Briefing%201_use_funding.pdf
http://www.legalservicesconsumerpanel.org.uk/ourwork/CWI/documents/2013%20Tracker%20Briefing%201_use_funding.pdf
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Figure 16. Work in other market segments– family 

 

I. Immigration and nationality 

Figure 17. Market segment summary: immigration and nationality 

Immigration and 

nationality31  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons) 

Action in response to 

this type of legal 

problem: 

2010/11: Take no action – 15%; Don’t seek formal advice – 41%; 

Seek advice – 40%  

2012/13: Take no action – 7%; Don’t seek formal advice – 31%; Seek 

advice – 57% 

Of those that sought 

advice other 

providers were used 

by:  

CAB - 12%; Law Centre/Advice agency - 12%; Immigration Advisor – 

10%; Barrister 2% 

Solicitors were used by 46% of advice seekers in this segment 

                                                           
31

 In the Oxera Segmentation Framework this covers contentious and non-contentious work in Immigration 
and asylum, and National insurance details, visa applications. This was matched to the Immigration SRA 
category. Individual consumer legal needs in the ‘Immigration problem’ problem types used in the CSJS and 
the 2012 survey were matched to this category LSCP tracker survey category of Immigration matters was 
matched to this category. This was matched to the Immigration practice area reported in the 2011 Barrister 
survey. 
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Overall demand proxy 

indicators: 

Inflow of Non EU 

citizens into the UK 

(ONS) 

303k 
322k 

(6% ↑ 2010/11) 

314k 

(2% ↓2011/12) 

Individual consumers 

who shopped around: 
10% 38% 35% 

OISC regulated organisations 

Estimated number of 

OISC organisations  
1,721 1,795 1,833 

Average number of 

advisers per 

organisation 

1.4 1.1 1.1 

Entry  15% 14% 11% 

Exit 9% 10% 8% 

Estimated self employed barristers in this 

market segment (2011) 
2% (253) 

Total solicitors  
turnover - %age of 
total: 

£137m 

(1%) 

£155m 

(1%) 

£148m 

(1%) 

Total solicitors firms-  
%age of total: 

14% (1,318) 14% (1,304) 15% (1,341) 

Solicitors firms share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

31% (17%) 31% (18%) 30% (17%) 

Focussed (50%-89%) 23% (18%) 22% (17%) 26% (19%) 

Spread (5%-49%) 33% (39%) 37% (40%) 34% (42%) 

Fringe (less than 5%) 14% (26%) 10% (24%) 11% (23%) 

Market share: (%age, £)  

5 firm ratio 16% (£22m) 19% (£30m) 21% (£31m) 

10 firm ratio  24% (£33m) 28% (£44m) 28% (£41m) 

HHI: > 1,000 
=concentrated 

94 115 124 

Continuity: 

Firms in the market for 

3 years: 
100% (1,318) 79% (1,028) 65% (872) 

Market Share :  100% (£138m) 88% (£135m) 85% (£126m) 
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Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

4 of top 5 firms 

9 of top 10 firms 

4 of top 5 firms 

8 of top 10 firms 

All of top 5 firms 

All of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 21% (12%) 16% (5%) 

New entrants – new to segment 14% (8%) 13% (4%) 

New entrants – brand new firms 8% (4%) 4% (1%) 

Of new entrants in 2011/12, those remaining in 2012/13 77% (8%) 

Exit: % of firms (% of market share) 

All exits 22% (13%) 14% (8%) 

Firms who closed by the start of the year 11% (7%) 9% (5%) 

Firms who left segment by the start of the 

year 
11% (7%) 5% (3%) 

Exited in 2011/12, re-entered in 2012/13 3% (0%) 

 

I.1 This shows that while this represents only 1% of total turnover, 14% of solicitors firms 
reported turnover in this segment. This market segment has low levels of concentration 
despite the 28% of market share being occupied by the largest ten firms. Levels of entry 
and exit are comparable with other segments. In 2011/12, 21% of firms were new 
entrants, and by 2012/13, 77% of them remained accounting for nearly one tenth of 
market share.  

I.2 Looking at these firms and other segments, shows that while these firms have grown their 
market share in civil liberties (9.5%), intellectual property rights (4%), and welfare and 
benefits (6.7%), aggregate turnover is down by 14%. This is driven by large falls in 
turnover in the business affairs and other segments.  

Figure 18. Work in other market segments– immigration and nationality  
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I.3 In this segment the Office of the Immigration Services Commissioner (OISC) regulates all 
providers of immigration and asylum advice in the UK, regardless of whether they are 
approved persons or not. OISC annual reports32 show that the number of organisations 
providing advice in this sector has increased over time, from 1,733 in 2009/10 to 1,971 in 
2012/13. The 1,971 regulated organisations in 2012/13 reported in the 2013 OISC annual 
report excludes those regulated by the SRA, Bar Standards Board (BSB), Chartered 
Institute of Legal Executives (CILEx), but includes organisations in Scotland and Northern 
Ireland. Following discussion with OISC, we reduced this figure by 7% to account for 
those organisations based outside of England and Wales. These estimated figures 
include both registered organisations – those providing services on a private basis – and 
exempt organisations made up mainly of the not for profit sector. Since the SRA data 
shows the number of entities staying largely static, this would suggest a growth in the 
number of non-SRA regulated entities over time. Levels of entry and exit have remained 
largely constant, but the average number of advisers per organisation has fallen by 20%.   

J.       Injury   

Figure 19. Market segment summary: Injury 

Injury33  2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 

Individual consumers (natural persons), Small businesses, charities, 

(legal persons - small) large businesses’ (legal persons – large) 

Action in response to 

this type of legal 

problem: 

Individuals:  

2010: Take no action – 15%; Don’t seek formal advice – 36%; Seek 

advice – 47%  

2012: Take no action – 17%; Don’t seek formal advice – 27%; Seek 

advice – 51%  

Small businesses – 2012/13: Take no action – 5%; Don’t seek formal 

advice – 30%; Seek advice – 60%  

Large business: unknown 

                                                           
32

 See http://oisc.homeoffice.gov.uk/about_oisc/annual_reports_business_plan_and_policies/  
33

 In the Oxera Segmentation Framework this covers road traffic accidents, injury at work, clinical negligence, 
and slips and trips. This was matched to the Personal Injury SRA category. Individual consumer legal needs 
were matched to the Personal Injury and medical negligence categories used in the 2006-2009 CSJS. 2012 
Individual consumer legal needs in the ‘Been injured at work’, ‘Clinical negligence (injury or health problems 
after treatment)’, ‘Involved in a road traffic accident’, and ‘Other personal injury that was not your fault’ 
problem types used in the 2012 survey were matched to this category. LSCP tracker survey category of 
Accident or injury claims was matched to the Injury segment. This was matched to the Personal Injury, practice 
area reported in the 2011 Barrister survey. 

http://oisc.homeoffice.gov.uk/about_oisc/annual_reports_business_plan_and_policies/
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Of those that seek 

advice other 

providers are used 

by:  

Individuals: Insurance company – 20%; CAB – 5%; Claims 

Management Company (CMC) – 4%; The Police – 3%; Other – 22% 

Solicitors were used by 46% of individual advice seekers in this 

segment.  

Small businesses: Insurance company – 33%; HR/Employment 

service – 8%; Other legal advice service– 8% 

Solicitors were used by 50% of individual advice seekers in this 

segment 

Large business: unknown 

Overall demand proxy 

indicators: 

Compensation Unit 

DWP  

861k 
987k 

(15% ↑ 2010/11) 

1.04m 

(5% ↑ 2011/12) 

Claims to NHS 

Litigation Authority for 

Negligence  

10.7k 
13k 

(21% ↑ 2010/11) 

13.7k 

(6% ↑ 2011/12) 

Individual consumers 

who shopped around: 
16% 10% 10% 

Claims Management Regulated organisations34 

Total Personal Injury 

CMC turnover  
£377m £445m £337m 

Total Personal Injury 

CMCs 
2,553 2,435 1,902 

Estimated self employed barristers in this 

market segment (2011) 
10% (1,267) 

Total solicitors 
turnover - %age of 
total: 

£2bn (11%) £2bn (11%) £2.1bn (12%) 

Total solicitors firms-  
%age of total: 

31% (2,821) 30% (2,688) 31% (2,713) 

Share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

35% (14%) 39% (16%) 39% (16%) 

Focussed (50%-89%) 30% (10%) 33% (11%) 34% (12%) 

Spread (5%-49%) 32% (41%) 26% (41%) 26% (40%) 

                                                           
34

 Figures taken from CMR annual reports – 2010/11 - 
http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2010-11.pdf  
2011/12 - http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-
2011-2012.pdf  
2012/13 - http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-
2013.pdf  
Cash figures converted to real turnover using the HMT GDP deflator.  

http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2010-11.pdf
http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2011-2012.pdf
http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2011-2012.pdf
http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2013.pdf
http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2013.pdf
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Fringe (less than 5%) 3% (36%) 2% (33%) 2% (33%) 

Market share: (%age, £)  

5 firm ratio 14% (£277m) 17% (£355m) 17% (£364m) 

10 firm ratio  22% (£427m) 25% (£501m) 25% (£535m) 

HHI: > 1,000 
=concentrated 

78 101 97 

Continuity: 

Firms in the market for 

3 years: 
100% (2,821) 81% (2,185) 68% (1,854) 

Market Share :  100% (£2bn) 86% (£1.8bn) 70% (£1.5bn) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

1 of top 5 firms  

3 of top 10 firms 

1 of top 5 firms 

4 of top 10 firms 

1 of top 5 firms  

4 of top 10 firms  

Entry: % of firms (% of market share) 

All new entrants 19% (14%) 13% (15%) 

New entrants – new to segment 13% (5%) 10% (3%) 

New entrants – brand new firms 6% (9%) 3% (12%) 

Of new entrants in 2011/12, those remaining in 2012/13 78% (12%) 

Exit: % of firms (% of market share) 

All exits 23% (20%) 14% (19%) 

Firms who closed by the start of the year 10% (13%) 8% (19%) 

Firms who left segment by the start of the 

year 
12% (7%) 5% (0%) 

Exited in 2011/12, re-entered in 2012/13 4% (0%) 

 

J.1  The injury segment – comprised of road traffic accidents, clinical negligence, and other 
types of personal injury - has grown in the past three years. Claims to the Department of 
Work and Pensions’ cases unit have grown substantially, while reported solicitor turnover 
increased marginally from £2bn in 2010/11 to £2.1bn in 2012/13. 

J.2  At the same time, while the number of firms reporting turnover has dropped by 108 
between 2010/11 and 2012/13, the market remains unconcentrated with low HHI scores 
and year on year changes in the firms in the top 10. This is despite the fact that the top 10 
firms account for over one fifth of market share between them. There has also been an 
increase in the proportion of firms classified as committed or focused from 24% in 
2010/11 to 28% in 2012/13. 

J.3  These measures also show relatively high rates of entry and exit. Each year over 10% of 
firms accounting for 14% and 15% of market share are new entrants to the injury 
segment. Of these around two thirds are existing firms starting to offer services in this 
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segment. However, the brand new firms have proportionally more of the market share – 
12% compared to 3% in 2012/13. While the proportion of new entrants fell between 
2011/12 and 2012/13, their market share increased. After one year 78% of new entrants 
remain in this segment, having grown their market share. Further, this provides evidence 
of low switching costs between segments, with 4% of firms who left the segment in 
2010/11 returning in 2012/13.  

J.4  The legal needs surveys for individuals suggest an increase in the proportion of 
individuals seeking advice when they experience an injury problem – moving from 47% of 
individuals in the 2006-2009 period to 51% in 2012/13. This could be a result of 
competition driving firms to service previously unmet demand.  

Figure 20. Work in other market segments– injury 

 

J.5  Collectively these measures suggest continued positive levels of competition, despite a 
small drop in the number of providers, limited barriers to entry and exit for new firms and 
firms switching between segments. At the same time the Claims Management 
Regulator’s annual reports show a drop in the number of CMCs operating in this 
segment. They state that they “anticipate that the personal injury sector will continue to 
significantly contract in 2013 as CMCs who are unable to adapt their business model to 
comply with the referral fee ban, exit the market”.35   

J.6  Looking across all segments, firms who provide services in the injury segment have 
seen a collective decline in turnover of 6% between 2010/11 and 2012/13. These 
reductions have come across all segments, the largest being other where market share 
fell by 6%. The exception is the immigration and nationality segment where turnover 
grew by £5m.  

K.      Intellectual property rights 

Figure 21. Market segment summary: Intellectual property rights  

                                                           
35

 Page 14, http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-
2013.pdf  

http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2013.pdf
http://www.justice.gov.uk/downloads/publications/corporate-reports/cmr/cmr-annual-report-2013.pdf
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Intellectual 
property rights36  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 

Small businesses, charities, (legal persons - small), large businesses 

(legal persons – large) 

Action in response to 

this type of legal 

problem: 

Small businesses – 2012/13: Take no action – 8%; Don’t seek formal 

advice – 52%; Seek advice – 37% 

Large business – unknown 

Of those that sought 

advice other 

providers were used 

by:  

Small businesses –Trade Body - 15%; Barrister – 14%; Accountant – 

12%; Other legal adviser – 10%; HR/Employment service – 6%; 

Business Link – 5% 

Solicitors were used by 68% of advice seekers in this segment 

Large business – unknown 

Overall demand proxy 

indicators: 

Patent Applications 

(IPO) 

22.5k 
21.9k 

(2% ↓ 2010/11) 

22.3kk 

 (2% ↑ 2011/12) 

Trademark Applications 

(IPO) 68k  
80k 

(17% ↑ 2010/11) 

85k 

 (7% ↑ 2010/11) 

Estimated self employed barristers in this 

market segment (2011) 
1% (127) 

Number of IPREG 

regulated entities37 
170 195 

Total solicitors 
turnover - %age of 
total: 

£355m 
(2%) 

£394m 

(2.1%) 

£365m 

(2%) 

Total solicitors firms-  
%age of total: 

6% (541) 6% (498) 6% (510) 

Solicitors firms share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

4% (4%) 6% (5%) 8% (5%) 

                                                           
36

 In the Oxera Segmentation Framework this covers contentious and Non-contentious work in IT, 
Confidentiality, Copyright, Trademarks, and Patents. This was matched to the Intellectual Property SRA 
category. This was matched to the INFRINGEMENT OF INTELLECTUAL PROPERTY BY YOUR BUSINESS: Unlawful 
obtaining of trade secrets, Patents, Database rights, Design right/registered design, Copyright, Trademarks, 
INFRINGEMENT OF YOUR BUSINESS’ INTELLECTUAL PROPERTY: Disclosure of trade secrets, Patents, Database 
rights, Design right/registered design, Copyright, and Trademarks Small Business legal needs categories. This 
was matched to the Patent or IP practice area reported in the 2011 Barrister survey. 
37

 2011 figures from paragraph 4.2.7 , The Smaller Approved Regulators: An assessment of their capacity and 
capability to meet the requirements of the Legal Services Act 2007, Nick Smedley  2011 
https://research.legalservicesboard.org.uk/wp-content/media/Smaller-ARS-2011-report.pdf  
 2013 figures from the IPREG register  http://ipreg.org.uk/ 

https://research.legalservicesboard.org.uk/wp-content/media/Smaller-ARS-2011-report.pdf
http://ipreg.org.uk/
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Focussed (50%-89%) 
8% (5%) 4% (4%) 6% (5%) 

Spread (5%-49%) 53% (33%) 58% (34%) 49% (34%) 

Fringe (less than 5%) 
35% (58%) 32% (57%) 37% (57%) 

Market share: (%age, £)  

5 firm ratio 25% (£89m) 31% (£123m) 25% (£90m) 

10 firm ratio  39% (£141m) 44% (£174m) 40% (£144m) 

HHI: > 1,000 
=concentrated 

234 332 233 

Continuity: 

Firms in the market for 

3 years: 
100% (541) 67% (336) 51% (261) 

Market Share :  100% (£355m) 95% (£376m) 93% (£338m) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

All of top 5 firms  

All of top 10 firms 

All of top 5 firms  

All of top 10 firms 

All of top 5 firms  

All of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 33% (5%) 26% (4%) 

New entrants – new to segment 25% (4%) 23% (3%) 

New entrants – brand new firms 7% (1%) 3% (1%) 

Of new entrants in 2011/12, those remaining in 2012/13 54% (3%) 

Exit: % of firms (% of market share) 

All exits 33% (5%) 18% (3%) 

Firms who closed by the start of the year 10% (2%) 11% (1%) 

Firms who left segment by the start of the 

year 
23% (3%) 6% (1%) 

Exited in 2011/12, re-entered in 2012/13 5% (0%) 

 

K.1 Where small businesses have a legal problem in relation to intellectual property around 
two in five will seek advice, and of these seven out of ten will go to a solicitor. However, 
compared to other market segments, intellectual property rights constitutes a small 
segment both in terms of the proportion of solicitors firms delivering the work and the 
proportion of turnover it represents – 6% and 2% respectively in 2012/13. Over the same 
period, the number of entities regulated by the Intellectual Property Regulation Board 
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(IPReg) grew from 170 to 195.38 These are the main alternative source of regulated 
advice for consumers, but there is no information on how their turnover changed.  

K.2 The core providers retain significant market share over time, with 51% of firms in 
2011/12 having been providing services since 2010/11, accounting for 95% of market 
share. The largest ten firms account for 40% of the market share. At the same time while 
33% of providers in 2011/12 were new entrants they accounted for only 5% of market 
share, and by 2012/13 46% of them had left the segment.   

K.3 In terms of aggregate turnover these firms have seen a small fall of 0.7% between 
2010/11 and 2012/13. Falls in turnover from the business affairs, commercial 
conveyancing, employment, family, and welfare and benefits segments have been offset 
by increases in turnover and market share in all other segments.  

 Figure 22. Work in other market segments– intellectual property rights 

  

L.      Other 

Figure 23. Market segment summary: Other  

Other39  2010/11 2011/12 2012/13 

                                                           
38

 See https://research.legalservicesboard.org.uk/wp-content/media/Smaller-ARS-2011-report.pdf and 
http://ipreg.org.uk/wp-content/uploads/2012/07/Registered_Entity_List_as_at_6_Jun_2013.pdf  
39

 In the Oxera Segmentation Framework this covers contentious and Non-contentious work in Libel and 
defamation, Compensation arising from fraud, Debt management (debtor), Debt collection, judicial review, 
and public inquiries. This was matched to the Arbitration and Alternative Dispute Resolution, Debt collection, 
Financial Advice Regulated FSA, Financial Advice Regulated SRA, Litigation Other, and Non Litigation Other SRA 
categories. This was matched to the Defamation Small Business legal needs categories. LSCP tracker survey 
category of Other was matched to this category. This was matched to the Professional negligence, 
International or EU, Public law, and Other practice areas reported in the 2011 Barrister survey. 
 

https://research.legalservicesboard.org.uk/wp-content/media/Smaller-ARS-2011-report.pdf
http://ipreg.org.uk/wp-content/uploads/2012/07/Registered_Entity_List_as_at_6_Jun_2013.pdf
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Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons), small businesses, charities, 
(legal persons - small), large businesses (legal persons – large) 

Action in response to 

this type of legal 

problem: 

Individuals – unknown  

Small businesses – defamation: Take no action – 11%; Don’t seek 

formal advice – 57%; Seek advice – 32% 

Large business – unknown 

Of those that sought 

advice other 

providers were used 

by:  

Individuals – unknown  

Small businesses defamation –Barrister – 12%; Accountant – 18%; 

Other legal adviser – 18%;  

Solicitors were used by 59% of advice seekers in this segment 

Large business – unknown 

Overall demand proxy 

indicators: 
None identified 

Individual consumers 

who shopped around: 
16% 13% 18% 

Estimated self employed barristers in this 

market segment (2011) 
14% (1774) 

Total solicitors 
turnover - %age of 
total: 

£4.3bn 

(23%) 

£4.4bn 

(23%) 

£4.4bn 

(24%) 

Total solicitors firms-  
%age of total: 

61% (5,547) 61% (5,496) 62% (5,453) 

Solicitors firms share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

8% (5%) 9% (5%) 9% (5%) 

Focussed (50%-89%) 37% (7%) 39% (7%) 31% (7%) 

Spread (5%-49%) 54% (62%) 51% (63%) 60% (63%) 

Fringe (less than 5%) 1% (26%) 1% (24%) 1% (25%) 

Market share: (%age, £)  

5 firm ratio 18% (£769m) 19% (£833m) 16% (£684m) 

10 firm ratio  27% (£1.1bn) 29% (£1.3bn) 25% (£1.1bn) 

HHI: > 1,000 
=concentrated 

122 127 106 

Continuity: 

Firms in the market for 

3 years: 
100% (5,547) 81% (4,449) 70% (3,802) 
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Market Share :  100% (£4.27bn) 95% (£4.1bn) 88% (£3.8bn) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

All of top 5 firms  

9 of top 10 firms 

All of top 5 firms  

All of top 10 firms 

All of top 5 firms  

All of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 19% (5%) 
12% (6%) 

New entrants – new to segment 14% (3%) 10% (3%) 

New entrants – brand new firms 5% (3%) 2% (4%) 

Of new entrants in 2011/12, those remaining in 2012/13 74% (5%) 

Exit: % of firms (% of market share) 

All exits 20% (8%) 13% (6%) 

Firms who closed by the start of the year 10% (6%) 8% (6%) 

Firms who left segment by the start of the 

year 
9% (2%) 5% (1%) 

Exited in 2011/12, re-entered in 2012/13 4% (2%) 

 

L.1  This category represents a significant amount of total turnover for solicitors firms. It 
largely constitutes work classed as Litigation – Other and Non-Litigation – Other and 
therefore represents a loosely defined collection of small specialist areas such as 
aviation law, agricultural law, and libel. This results in a large number of providers 
undertaking this work (62% in 2012/13), and firms specialising in these areas 
dominating market share with the largest ten firms accounting for 25% of market share. 

L.2  The figure below shows the value of each element in the Other category using the SRA 
classifications. Litigation Other accounts for over half of all turnover in this segment and 
is undertaken by a growing proportion of firms. For 101 firms in 2012/13 Litigation Other 
accounted for 100% of their turnover, and for another 137 firms Non Litigation Other 
accounted for 100% of their turnover.  

Figure 24. Other broken down – turnover and number of providers (percentage of 
Other segment) 

 2010/11 2011/12 2012/13 

Arbitration and 
dispute resolution 

13% (£590m) 
 

9% (500) 

10% (£427m) 
 

10% (553) 

8% (£352m) 
  

11% (617) 

Debt Collection 
5% (£206m) 

 
42% (2,325) 

4% (£189m) 
 

41% (2,235) 

4% (£186m) 
 

39% (2,151) 

Financial advice and 
services (regulated 
by FSA) 

10% (£478m) 
 

2.2% (123) 

9% (£408m) 
 

1.7% (94) 

5% (£239m) 
 

2% (107) 

Financial advice and 
services (regulated 

6% (£251m) 
 

7% (£291m) 
 

10% (£433m) 
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by SRA) 1.8% (102) 1.8% (97) 1.9% (106) 

Non Litigation Other 
10% (£420m) 

 
54% (2,974) 

9% (£384m) 
 

55% (3,032) 

11% (£476m) 
 

56% (3,054) 

Litigation Other 
56% (£2.5bn) 

 
81% (4,503) 

61% (£2.7bn) 
 

87% (4,756) 

62% (£2.7bn) 
 

88% (4,818) 

 

L.3  At the same time this segment shows frequent entry and exit, with 20% of firms in 
2011/12 being new entrants and 12% in 2012/13. In 2011/12, just over half of exits were 
firms closing down completely, while 8% of firms in 2011/12 had closed down in 
2012/13.  

L.4  Given the number of firms reporting turnover in this category, it is not surprising that in 
aggregate these firms have over 90% of the market share in six out of the fourteen other 
segments.  

Figure 25. Work in other market segments– Other 
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M.     Property, construction and planning 

Figure 26. Market segment summary: Property, construction and planning 

Property, 

construction and 

planning40  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons), Small businesses, charities, 
(legal persons - small), large businesses (legal persons – large) 

Action in response to 

this type of legal 

problem: 

Individuals: 2012/13: Take no action – 9%; Don’t seek formal advice 

– 47%; Seek advice – 41%  

Small businesses: Take no action – 7%; Don’t seek formal advice – 

58%; Seek advice – 28% 

Large Businesses: Unknown 

Of those that sought 

advice other 

providers were used 

by:  

Individuals: Council Advice Service – 18%; CAB - 15%; Law 

Centre/advice agency - 5%. 

Solicitors were used by 27% of advice seekers in this segment 

Small businesses: Accountant – 19%; Barrister – 17%; Specialist 

support service – 16%, Trade Body – 8% 

Solicitors were used by 65% of advice seekers in this segment 

Large Businesses: Unknown 

Overall demand proxy 

indicators: 
None identified 

Individual consumers 

who shopped around: 
14% 25% 32% 

Estimated self employed barristers in this 

market segment (2011) 
6% (760) 

                                                           
40

 In the Oxera Segmentation Framework this covers contentious and non-contentious work in Landlord and 
tenant problems, Repossession, Squatters, Boundaries and rights of way, Planning applications, Landlord and 
tenant (eg, drawing up contracts), Other reasons for drawing up contracts, Property finance, Property leasing, 
and Planning applications. This was matched to the Planning and Landlord Tenant SRA categories. Individual 
consumer legal needs in Problems with a landlord, Other problems with a property I own, Homelessness 
(being homeless or threatened with being homeless, Had problems with a tenant/ squatters, Had my home 
repossessed/ faced eviction from a rented proper, and Dealt with a planning application problem types used in 
the 2012 survey were matched to this category. LSCP tracker survey categories of Neighbour disputes and 
Housing, landlord or tenant problems were matched to this category. This was matched to the Rented- Rent 
arrears, Rented- Eviction, Rented- Repairs/maintenance or provision of services by landlord, Rented- Terms of 
rental agreement, Rented- Boundaries, Rented- Recovery of rental deposit, Owned- Mortgage arrears, Owned- 
Repossession, Owned- Repairs, Owned- Boundaries, Owned- Planning permission, and Owned-Squatters Small 
Business legal needs categories. This was matched to the Planning and environment, Landlord and tenant, and 
Construction practice areas reported in the 2011 Barrister survey. 
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Total solicitors 
turnover - %age of 
total: 

£445m 
(2.5%) 

£442m 

(2.4%) 

£446m 

(2.4%) 

Total solicitors firms-  
%age of total: 

40% (3,668) 38% (3,445) 40% (3,431) 

Solicitors firms share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of 
turnover) 

2% (1%) 2% (1%) 2% (1%) 

Focussed (50%-89%) 
4% (2%) 3% (2%) 3% (2%) 

Spread (5%-49%) 
64% (40%) 70% (41%) 67% (41%) 

Fringe (less than 5%) 
30% (57%) 25% (56%) 27% (56%) 

Market share: (%age, £)  

5 firm ratio 14% (£60m) 16% (£69m) 16% (£70m) 

10 firm ratio  23% (£101m) 24% (£105m) 24% (£108m) 

HHI: > 1,000 
=concentrated 

80 88 94 

Continuity: 

Firms in the market for 

3 years: 
100% (3,668) 79% (2,705) 66% (2,249) 

Market Share :  100% (£445m) 87% (£383m) 79% (£352m) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

4 of top 5 firms 

7 of top 10 firms 

All of top 5 firms 

8 of top 10 firms 

All of top 5 firms  

9 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 21% (13%) 14% (5%) 

New entrants – new to segment 17% (11%) 12% (4%) 

New entrants – brand new firms 4% (3%) 2% (2%) 

Of new entrants in 2011/12, those remaining in 2012/13 65% (12%) 

Exit: % of firms (% of market share) 

All exits 26% (17%) 15% (9%) 

Firms who closed by the start of the year 10% (6%) 8% (4%) 

Firms who left segment by the start of the 

year 
16% (12%) 7% (4%) 

Exited in 2011/12, re-entered in 2012/13 6% (1%) 
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M.1 This segment stands out as an area where small business consumers make greater 
proportionate use of solicitors than individuals – 65% compared to 27% - though 
individuals are more likely to seek advice.  

Figure 27. Work in other market segments– Property, construction, and planning 

 

M.2 The segment represents only 2.5% of total turnover yet 40% of firms reported turnover 
in this segment. While there are very low levels of concentration as measured by the 
HHI, the largest ten firms have nearly a quarter of market share, and they broadly 
maintain that position across all three years. However, one in five firms in 2011/12 was 
a new entrant, accounting for 13% of market share. Two thirds of these were still 
providing services in 2012/13 having grown market share. The number of new entrants 
fell to 14% in 2012/13. This points to low barriers to entry and exit. In 2012/13, 6% of 
firms had left in 2011/12. Further, growth in turnover from the residential conveyancing, 
injury, and other segments reduce the decline in aggregate turnover.  

N.      Welfare and Benefits 

Figure 28. Market segment summary: Welfare and Benefits  

Welfare and 

Benefits 41  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons) 

                                                           
41

 In the Oxera Segmentation Framework this covers contentious and non-contentious work in Community 
care, Education, Benefits (including housing benefits), and Mental health work. This was matched to the 
Mental Health and Social Welfare SRA categories. Individual consumer legal needs in the 2006-2009 CSJS 
survey of Mental health, and Welfare benefits categories were matched to this category. Individual consumer 
legal needs in the Mental health issues (unsatisfactory treatment in care/hospital), Had problems getting the 
right welfare benefits, tax benefits etc, problem types used in the 2012 survey were matched to this category. 
The LSCP tracker survey category of Advice and appeals about benefits or tax credits was matched to this 
category. 
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Action in response to 

this type of legal 

problem: 

2010/11: Take no action – 10%; Don’t seek formal advice – 29%; 

Seek advice – 60%  

2012/13: Take no action – 10%; Don’t seek formal advice – 47%; 

Seek advice – 40%  

Of those that sought 

advice other 

providers were used 

by:  

CAB - 29%; Law Centre/Advice agency – 11%; Council Advice 

Service –9% 

Solicitors were used by 7% of advice seekers in this segment 

Overall demand proxy 

indicators: 
None identified 

Individual consumers 

who shopped around: 
15% 38% 26% 

Total turnover - %age 
of total: 

£96m 

(0.5%) 

£73m 

(0.4%) 

£56m 

(0.3%) 

Total solicitors firms-  
%age of total: 

6% (516) 4% (366) 4% (368) 

Share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of 
turnover) 

7% (7%) 31% (9%) 8% (8%) 

Focussed (50%-89%) 5% (3%) 14% (6%) 15% (6%) 

Spread (5%-49%) 76% (45%) 39% (41%) 62% (43%) 

Fringe (less than 5%) 12% (45%) 16% (45%) 14% (43%) 

Market share: (%age, £)  

5 firm ratio 36% (£34m) 45% (£33m) 26% (£14m) 

10 firm ratio  47% (£45m) 53% (£38m) 39% (£22m) 

HHI: > 1,000 
=concentrated 

361 701 215 

Continuity: 

Firms in the market for 

3 years: 
100% (516) 60% (218) 44% (163) 

Market Share :  100% (£96m) 81% (£59m) 54% (£30m) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

None of top 5 firms  

3 of top 10 firms 

3 of top 5 firms  

4 of top 10 firms 

2 of top 5 firms  

5 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 40% (19%) 29% (12%) 
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New entrants – new to segment 36% (12%) 26% (8%) 

New entrants – brand new firms 5% (7%) 3% (4%) 

Of new entrants in 2011/12, those remaining in 2012/13 48% (20%) 

Exit: % of firms (% of market share) 

All exits 58% (57%) 18% (17%) 

Firms who closed by the start of the year 11% (10%) 8% (13%) 

Firms who left segment by the start of the 

year 
47% (47%) 10% (4%) 

Exited in 2011/12, re-entered in 2012/13 7% (4%) 

 

N.1 Solicitors are used by a very small proportion of consumer in this segment, which is 
reflected in the proportion of turnover this represents (0.5%) and the small number of 
firms who undertake this work. This also means large levels of entry and exit (29% and 
18% in 2012/13) and low levels of concentration despite the ten largest firms accounting 
for 39% of market share in 2012/13.  The falling number of firms in this segment has 
resulted in a 20% fall in aggregate turnover and falling market share across all 
segments. This is despite an increase in turnover of £19m in the injury segment.  

Figure 29. Work in other market segments– welfare and benefits  

 

 

 

 

 



Annex 1 – Market concentration: segment by segment analysis 2013 

 

46  
 

O.      Wills, trusts, and probate  

Figure 30. Market segment summary: wills, trusts, and probate  

Wills, trusts, and 
probate42  

2010/11 2011/12 2012/13 

Assumed geography: National 

Assumed consumer 

segments: 
Individual consumers (natural persons) 

Action in response to 

this type of legal 

problem: 

Take no action – 6%; Don’t seek formal advice – 37%; Seek advice – 

52% 

Of those that sought 

advice other 

providers were used 

by:  

Specialist will writer - 9%; Bank Building Society 3%; CAB 9%; IFA 

2%; Licensed conveyancer – 1% 

Solicitors were used by 68% of advice seekers in this segment 

Overall demand proxy 

indicators: 

 Probate Grants on 

Application by 

Solicitors (MoJ)  

165k 
158k 

(4% ↓ 2010/11) 

174k 

(10% ↑ 2011/12) 

Individual consumers 

who shopped around: 
19% 21% 21% 

Total turnover - %age 
of total: 

£1.1bn 
(6%) 

£1bn 

(6%) 

£1bn 

(6%) 

Total solicitors firms-  
%age of total: 

55% (5,026) 53% (4,836) 54% (4,752) 

Share of the market by degree of turnover (% of firms): 

Committed 

(90% or more of their 
turnover) 

1% (2%) 2% (2%) 1% (2%) 

Focussed (50%-89%) 
6% (6%) 6% (6%) 5% (5%) 

Spread (5%-49%) 86% (72%) 84% (71%) 84% (72%) 

Fringe (less than 5%) 
7% (21%) 8% (21%) 9% (21%) 

Market share: (%age, £)  

                                                           
42

 In the Oxera Segmentation Framework this covers contentious and non-contentious work in Probate and 
estate administration, Trusts, and Wills. This was matched to the Probate Estate Administration and Wills 
Trusts Tax Planning SRA categories. Individual consumer legal needs in the ‘Made a will and Dealt with the 
estate of a deceased relative (probate/estate’) problem types used in the 2012 survey were matched to this 
category LSCP tracker survey categories of Will writing and Probate (ie Legal process of managing the estate of 
a deceased person by resolving all claims and distributing the deceased person's property under a valid will) 
were matched to this category.  
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5 firm ratio 8% (£81m) 8% (£81m) 9% (£93m) 

10 firm ratio  11% (£117m) 11% (£115m) 13% (£136m) 

HHI: > 1,000 
=concentrated 

26 26 30 

Continuity: 

Firms in the market for 

3 years: 
100% (5,026) 88% (4,254) 80% (3,800) 

Market Share :  100% (£1.1bn) 93% (£950m) 88% (£917m) 

Number of the top 5 

and top 10 firms in the 

market for all 3 years: 

All of top 5 firms  

9 of top 10 firms 

All of top 5 firms  

9 of top 10 firms 

All of top 5 firms  

9 of top 10 firms 

Entry: % of firms (% of market share) 

All new entrants 12% (7%) 9% (6%) 

New entrants – new to segment 7% (4%) 7% (4%) 

New entrants – brand new firms 5% (4%) 2% (2%) 

Of new entrants in 2011/12, those remaining in 2012/13 78% (6%) 

Exit: % of firms (% of market share) 

All exits 15% (11%) 10% (6%) 

Firms who closed by the start of the year 11% (8%) 8% (5%) 

Firms who left segment by the start of the 

year 
5% (3%) 2% (0%) 

Exited in 2011/12, re-entered in 2012/13 2% (1%) 

 

O.1 While this segment represents only 6% of total turnover, 55% of firms compete in this 
segment. This volume of suppliers results in very low levels of concentration as 
measured by the HHI, and the largest ten firms account for just 11% of market share but 
maintain their dominance as a group across all three years.  

O.2 Around 10% of firms in 2011/12 and 2012/13 were new entrants accounting for just over 
6% of market share, and 78% of new entrants in 2011/12 were still providing services in 
2012/13, having grown their market share proportionately. However, two out of three 
firms who exited in 2011/12 closed. This was four out of five firms in 2012/13.  

O.3 These firms have large market shares in the conveyancing, family, and property, 
construction and planning segments. While turnover from the wills, trusts, and probate 
segment has remained largely static, market share in the residential conveyancing and 
other segments has grown, increasing turnover from these segments. The biggest move 
is into the other segment – dominated by litigation.  
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Figure 31. Work in other market segments– wills, trusts, and probate 
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Annex 2 – Survey of ABS licence holders’ questions and summary of results 

Background  

This section summarises the findings of the LSB survey of alternative business structure 
(ABS) licence holders. This covers organisations granted a license by the Solicitors 
Regulation Authority (SRA) and the Council for Licensed Conveyancers (CLC).  
This survey was conducted online, with emails sent to ABS licence holders on 12 July 2013. 
As of June 2013, there were 193 ABS licence holders. Email addresses were unobtainable 
for 14 of these organisations regulated by the SRA, meaning 179 organisations received an 
email invitation to undertake the survey. Of these 38 were licensed by the CLC and 141 by 
the SRA.  
 
The survey closed on 1 August 2013. There were a total of 62 responses and 2 pilot 
responses. Therefore respondents accounted for 33% of all ABS licence holders as of June 
2013. All responses were anonymous. 60 respondents answered all of the main survey, and 
2 completed only parts of the survey. The pilot responses were applicable to about three 
quarters of the survey due to changes made post the piloting exercise. At this sample size all 
results have a margin of error of +/-10%43 when applied to the entire population.  
 
The survey had 34 questions. The survey was split into four sections with questions about 
the organisation, the services provided, customers served, and an optional section on views 
on regulation. This section was optional because the main focus of the survey was to 
understand the types of organisation that had been granted ABS licences, meaning the bulk 
of the survey questions were focussed on these areas. 51 respondents opted to complete 
this section. Of these 40 were regulated by the SRA and 11 by the CLC. When applied to the 
population of ABS licence holders, this gives a margin of error for these responses of 13% 
for the SRA and 25% for the CLC, at a 95% confidence level.  
 
The results are summarised below.  

Respondent breakdown  

 
CLC Regulated 

SRA 
Regulated 

Unknown Total 

Respondents to parts 1-3  
13 49 2 64 

20% 77% 3% 100% 

Respondents to part 4 
11 40 - 51 

22% 78% - 100% 

Population – June 2013 
38 155 - 193 

20% 80% - 100% 

 

The organisation  

1. Did your business offer any kind of legal services before being granted your 

alternative business structure (ABS) licence? 

 

 Number of Percentage 

                                                           
43

 We can be 95% confident that all ABS licence holders would fall into a range of +/-9.82%. This is our 
confidence interval for the 60 full responses. Where we have 64 responses this interval falls slightly to 9.44%. 
For simplicity we assume a margin of error +/-10%. 
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responses 
n 

of total 

Yes – regulated by the Solicitors Regulation Authority (SRA) or the 
Council of Licensed Conveyancers (CLC) 

49 77% 

Yes – but not regulated by the SRA or CLC 6 9% 

No 9 14% 

Total  100% 

 

2. How have they changed now? 

If the respondent did not previously offer legal services, they moved straight to 

question 3.  

 

 Number of 
responses 

n 

Percentage 
of total 

They haven’t 43 78% 

They haven't changed yet but we intend to change in the future 6 11% 

We’ve moved into completely new categories of law 1 2% 

We’ve moved into offering ‘reserved’ activities we didn’t offer before 1 2% 

Other 3 5% 

No answer 1 2% 

Total 55 100% 

Other answers  
Respondent ID 

20 Transfer of ownership and change in management structure once ABS approval granted. 

50 We have combined with other businesses to become multidisciplinary. 

55 Ironically as we are regulated by the CLC, we have reduced scope to move into areas our 
major clients would like us to like litigation, notwithstanding the fact we could carry out these 
activities when previously regulated by the Law Society / SRA. 

 

3. What main factor caused you to seek an alternative business structure (ABS) 

licence? 

A number of respondents ticked other and described a main reason that was linked to 

one of the responses below. These have been re-coded to allow for ease of analysis. 

This was most frequent where a CLC regulated entity had gained an ABS licence 

because of the compulsory regulatory requirement to convert from an existing non-

lawyer business structure. This was reclassified as “Regulatory requirement to convert 

from LDP or MDP”. 

 Number of 
responses 

n 

Percentage 
of total 

Access to external investment for service development 12 19% 

Boost to market profile 3 5% 

Expansion into legal services  2 3% 

Organisational restructure 5 8% 

Promotion of non lawyer to management of the business 15 23% 

Regulatory requirement to convert from LDP or MDP 14 22% 

Succession planning 1 2% 

Tax efficiency 3 5% 

To offer legal services to the public, previously provided in-house 2 3% 
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Other – To offer multi disciplinary services  2 3% 

Other – New entrant 2 3% 

Other  3 6% 

No answer 1 2% 

Total 64 100% 

Other answers  
Respondent ID 

2 To improve customer service and efficiency, and to generate additional revenue 

13 To continue to provide legal services to legal expenses insurance clients, and expand to 
paying business clients 

56 To continue to trade as a going concern 

 

4. Please identify all the factors that were relevant in your decision to seek an 

ABS licence (please tick all that apply) 

 

 Number of 
responses 

n 

Percentage 
of total 

(total = 64) 

Access to external investment for service development 23 36% 

Access to external investment for marketing 12 19% 

Boost to market profile 23 36% 

To offer legal services to the public, previously provided in-house 4 6% 

Expansion into reserved legal activities 5 8% 

Expansion into legal services through purchase of existing legal business 5 8% 

Expansion into legal services through hiring qualified legal professionals 3 5% 

Organisational restructure 19 30% 

Promotion of non lawyer to management of the business 23 36% 

Regulatory requirement to convert from LDP or MDP 21 33% 

Succession planning 18 28% 

Tax efficiency 6 9% 

Other  2 3% 

No answer 1 2% 

Other answers  
Respondent ID 

2 Improved efficiency and customer service 

56 Ability to comply with LASPO 

 

5. Please pick which statement best describes who in your organisation is 

responsible for developing new services, or designing and implementing more 

efficient processes 

 

 Number of 
responses 

n 

Percentage 
of total 

The senior management team/ directors 47 73% 

We all are 14 22% 

No one – we rely on customer feedback 1 2% 

Other 1 2% 

No answer 1 2% 

Total 64 100% 

Other answers  
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64 Specialist commercial team - product design; specialist operational team - efficient 
processes 

 

6. What do you see as the main barriers to innovation and growth in the legal 

services market? (please tick all that apply) 

A number of respondents used the Other answers to specify aspect of existing regulation 

they saw as a barrier to innovation. These are shown below.  

 Number of 
responses 

n 

Percentage 
of total 

(total = 64) 

Access to capital – banks won’t lend to law businesses 21 33% 

Traditional partnership business model 25 39% 

Lack of information on how to innovate 5 8% 

Consumers like traditional services 9 14% 

Existing regulation 25 39% 

Uncertainty of future laws/ regulation 24 38% 

Other  5 8% 

No answer 4 6% 

Other answers  
Respondent ID 

3 Not been able to get onto lender panels 

53 The ability of lenders to not allow you on their panels 

35 Continual change in the legal services market. 

44 Lack of qualified staff 

48 Lawyers' refusal to accept change and adapt to consumer choices 

Comments in relation to existing regulations as barrier 

42 Existing regulation - successor practice rule in particular 

63 Existing regulation – successor practice rule 

3 Existing regulation – the SRA 

55 Existing regulation - we urgently need new regulators to enter market or a more direct 
approach taken by the LSB to encourage existing regulators to increase scope! 

 

The services provided 

7. In terms of all the activities your business group undertakes, which statement 

best describes the importance of legal services to your business? 

 

 Number of 
responses 

n 

Percentage 
of total 

Legal services are our core business 53 83% 

Legal services are one of an equal range of activities we undertake 6 9% 

Legal services are a part of a range of services we offer, but is not 
our core activity 

3 5% 

No answer 2 3% 

Total  100% 
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8. Aside from legal services, please briefly describe any other services you offer 

 

 Number of 
responses 

N 

Percentage 
of total 

None 45 69% 

Financial services (including advice and asset management)  6 9% 

LEI and litigation funding  3 5% 

Claims management  3 5% 

Accountancy 1 2% 

Mediation 1 2% 

Training and consultancy 1 2% 

Risk management and IT security 1 2% 

Panel management of conveyancing services, part exchange 
acquisitions for developers 

1 2% 

Debt recovery, property disputes 1 2% 

High Sheriff enforcement and debt collection 1 2% 

Total 64 100% 

 

One respondent (no 55) commented that their organisation does not offer any other services 

because there was “no specific benefit in using an ABS vehicle for such purposes due to 

increased costs of operating using a regulated vehicle. We would prefer the savings were 

passed onto the consumer. Our group companies operate globally on the world wide stage 

and are market leaders in most of the jurisdictions we operate in, so we would never rule it 

out, if operating under a regulated envelope makes commercial sense”.  

9. Please select which regions your legal business has offices in:  

 Number of 
responses 

Percentage 
of total 

North 23 36% 

Midlands 15 23% 

East Anglia 9 14% 

Wales 5 8% 

London 19 30% 

South East 16 25% 

South West 11 17% 

No answer 2 3% 

 

From this response we can derive the number of regions where a respondent has offices. 

 Number of responses 
N 

Percentage of 
total 

1 47 73% 

2 6 9% 

3 4 6% 

4 2 3% 

5 0 0% 

6 2 3% 

7 1 2% 

No answer 2 3% 
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Total  100% 

 

10. Please estimate what proportion of your customers for legal services come 

from the local region or regions where you are based, nationwide, and outside 

of the UK.  

 

 Up to 25% Up to 50% Up to 75% 100% Total 

The local 
region/regions 

8 5 20 8 41 

Nationwide 16 9 5 18 48 

Outside of the 
UK 

9 3 0 0 12 

No answer 4 

The local 
region/regions 

13% 8% 31% 13% 68% 

Nationwide 25% 14% 8% 28% 80% 

Outside of the 
UK 

14% 5% 0% 0% 20% 

 

11. Please pick which statement best describes why you think your customer base 

breaks down in this way: 

 

 

Number of 
responses 

n 

Percentage 
of total  

Question 
10: 
Majority 
customers 
from local 
region 

Question 
10: 
Majority 
customers 
nationwide 

Question 
10:  
Other 
customer 
breakdown 

People like local 
services – our 
branches are 
designed to meet this 
demand 

17 27% 25% 0% 2% 

We are a national firm 
with multiple branch 
offices 

5 8% 0% 6% 2% 

We target services at 
a particular 
geographical area 

6 9% 8% 1% 0% 

Franchise/network/ref
erral arrangements 
mean we operate in 
specific geographical 
areas 

9 14% 3% 8% 3% 

We don’t target 
customers on a 
geographic basis 

11 17% 0% 14% 2% 

We market our 
services via the 
internet 

4 6% 3% 3% 0% 

We market our 
services via national 

2 3% 0% 3% 0% 
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media 

Other - We are a 
niche service provider 

5 8% 3% 2% 3% 

Other – We are a 
global business 

1 2% 0% 2% 0% 

Other – We have a 
national brand 

1 2% 0% 2% 0% 

Other – We have a 
local reputation 

1 2% 2% 0% 0% 

No answer 2 3% 0% 0% 3% 

 

12. Has the way you market your services changed since you received your ABS 

licence? If yes please describe briefly how 

 

 Number of 
responses 

n 

Percentage 
of total  

No 49 77% 

Not yet 5 8% 

Yes 10 16% 

Total  64 100% 

Description of how  
Respondent ID 

64 Commoditisation seems more prevalent 

2 Dramatically so. Our ABS status has facilitated growth in unregulated service areas, which 
naturally create opportunities for marketing regulated activities 

26 Not dramatically - through organic growth and improved by being able to appoint non-
lawyer directors with responsibility for this sector 

50 We are now emphasising the multidisciplinary aspect 

10 We have used our regulatory approval as a marketing tool. Within the industry, we have 
used our licence as a badge to show we are innovating 

35 Yes, our internet presence has grown; plus we have opened an office in London 

5 Increase in online marketing 

13 We will market the full range of our legal services to our existing insurance clients in affinity 
groups, membership associations and to business clients 

18 We have access to more market share 

19 We are a start up ABS therefore had no previous marketing track record 

 

13. Which groups of consumers do you provide services to? 

 Number of 
responses 

Percentage 
of total 

Legal aid clients 11 17% 

Individual fee paying clients 50 78% 

Small businesses (fewer than 50 employees) 34 53% 

Larger businesses (more than 50 employees) 29 45% 

Central government 2 3% 

Other clients (eg public sector bodies, charities, trade unions, etc) 17 27% 

No answer 4 6% 

 

From this response we can derive the number of groups services are provided to. 
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 Number of responses 
N 

Percentage of 
total 

1 21 33% 

2 10 16% 

3 18 28% 

4 8 13% 

5 2 3% 

6 1 2% 

No answer 4 6% 

Total  100% 

 

14. How has this changed since you received your ABS licence? 

 Number of 
responses 

n 

Percentage 
of total  

It hasn't changed 58 91% 

It hasn't changed yet but we intend to change in the future 2 3% 

Other  2 3% 

No Answer 2 3% 

Total  64 100% 

Other answers 

64 Secured LAA Licence 

46 Were not offering services before we became an ABS 

 

15. Have you moved into any new areas of law since being granted your ABS 

licence? 

 

 Number of 
responses 

n 

Percentage 
of total  

No 53 83% 

Yes 4 6% 

Yes, we didn't offer legal services before 5 8% 

No Answer 2 3% 

Total  64 100% 

 

16. How did you identify which new areas of law to go into/focus on? 

 Number of 
responses 

n 

Percentage 
of total 

(total of 9) 

Staff had expertise in these areas 5 56% 

Existing customers asking for new services 3 33% 

Reviewed research into customers’ legal needs 1 11% 

Other  3 33% 

Other answers 

64 General approach to offer help in all consumer areas 

39 Acquisition of a practice that did other areas of work 

13 Litigation - previously not open to us 
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Customers served 

17. Thinking beyond initial contact with clients, do you have the capability to 

deliver services online (email, website) or via the telephone? 

 

 Number of 
responses 

n 

Percentage 
of total  

Yes 61 95% 

No 1 2% 

No Answer 2 3% 

Total  64 100% 

 

18. If Question 17 was answered No: Please rank in order of relevance, which 

factors best describe why you don’t have these capabilities (1 most relevant, 5 

least relevant) 

The one respondent (respondent 27) without these capabilities answered as follows:  

1. You can’t deliver legal services online 

2. There is no demand for these services – customers want face to face 

advice 

3. Most of our work requires face to face contact as its court based 

5. We are planning development of these services 

 

19. If Question 17 was answered Yes: Please tick which services you offer 

 

 Number of 
responses 

n 

Percentage 
of total 

(total of 63) 

Basic information via our firms’ website to provide a guide for 
customers as to when to use our services 

51 81% 

Email addresses and phone numbers on our website 55 87% 

Contact details and more, such as online case tracking for customers 32 51% 

Online video conferencing 6 10% 

Message board/ forum facilities for clients 4 6% 

Online feedback from customers 27 43% 

Interactive online serviced used throughout the whole process 2 3% 

Telephone based services 2 3% 

Other 1 2% 

No answer 3 5% 

 

20. How would a customer of yours find out the cost of the service? (Tick all that 

apply) 

 Number of 
responses 

n 

Percentage 
of total  

We tell you what we charge per hour and provide updates 33 52% 

We provide a costs estimate at the beginning of the case 44 69% 
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We offer an upfront fixed fee right at the outset, and advise if this is 
likely to change 

38 59% 

We advertise our prices for standard services 13 20% 

We advertise our ‘No Win No Fee’ arrangements 16 25% 

Our prices are available online (own website) 16 25% 

Our prices are available online (price comparison website) 1 2% 

Other 4 6% 

No answer  7 11% 

Other answers 

21 Agents refer at pre-agreed fee scales 

35 Our prices are cost effective, benchmarked against competitors and our pricing strategy is 
clear 

40 Prices are requested if required - they are not advertised online. 

55 We agree via an SLA case fixed case fees in advance for all our commoditised services 
and have done this for many years. 

 

21. In your view, what makes your business different from a firm that doesn’t have 

an ABS licence? (Tick as many as relevant) 

 

 Number of 
responses 

n 

Percentage 
of total  

We are no different 26 41% 

We market ourselves as a traditional law firm 10 16% 

Our brand name is familiar to consumers 14 22% 

We offer a wider range of services – not just legal 8 13% 

We listen to what consumers want and what businesses need 20 31% 

We offer an upfront fixed fee right at the outset 17 27% 

We are more competitively priced 14 22% 

We focus on what businesses need 17 27% 

We provide services to consumers who don’t want to go to traditional 
solicitors 

15 
23% 

We provide 24/7 access to services 13 20% 

We offer services online 11 17% 

Other 9 14% 

No answer  4 6% 

Other answers  
Respondent ID 

7 We anticipate widening our marketing over the next 12 months using our ABS licence 

64 Free legal advice offering longer opening hours, remote service delivery 

43 The customer is the whole focus of the business; the way we're set up and how we deliver 
our services 

36 We have a more corporate structure and approach to client management 

35 We are well managed and organised which results in the provision of a good service to our 
customers. We work hard at customer service and this makes a big difference. 

33 We have non-lawyer management which gives us a competitive advantage 

29 The management structure 

26 Our management structure now reflects what our clients would expect from their suppliers 
- which is not the traditional partnership model! 

19 We are supported by non lawyer entrepreneurs and rain makers 
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22. In designing your services did you identify what was important to consumers? 

 

 Number of 
responses 

n 

Percentage 
of total  

Yes 58 91% 

No 4 6% 

No Answer 2 3% 

Total  64 100% 

 

23. How did you identify what was important to consumers? 

 

 Number of 
responses 

n 

Percentage 
of total  

(total of 58)  

We spoke to consumers about what they wanted 46 79% 

We reviewed our complaints data 25 43% 

We reviewed Legal Ombudsman reports 10 17% 

Existing customers were asking for new services 22 38% 

We undertook research into consumers’ legal needs 21 36% 

Other 5 9% 

Other answers  
Respondent ID 

31 Not relevant 

33 By consumers we mean our clients, who are corporates, and we identified their needs. 

60 Services have not changed, we are a tradition high street practice. 

43 We looked at non-legal providers; such as John Lewis and Virgin who are known for 
exceptional customer service, and used them as a template 

35 We took advice from external consultants who know the market place 

 

24. Do you regularly seek feedback from your customers? 

 

 Number of 
responses 

n 

Percentage 
of total  

Yes – we actively seek feedback 52 81% 

No – we rely on ad-hoc feedback and complaints 6 9% 

No Answer 6 9% 

Total  64 100% 

 

25. If so, when was the last time you analysed the feedback? 

 

 Number of 
responses 

n 

Percentage 
of total  

(total of 58)  

We review it daily 3 5% 
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Last Month 38 67% 

Quarterly 1 2% 

Last year 5 9% 

We haven’t yet 6 10% 

Other 1 2% 

No answer  3 5% 

 

26. Please rank in order of relevance, which factors best describe how you market 

yourselves. 

 

 1 (most 
relevant) 

2 3 4 
5  

(least relevant) 
No 

answer 
Total 

We get personal 
recommendations 
from our existing 
customers 

30 
 

47% 

7 
 

11% 

3 
 

5% 
 

5 
 

8% 

7 
 

11% 

12 
 

19% 

64 
 

100% 

Other companies 
do our marketing 
via franchise 
arrangements 

9 
 

14% 

3 
 

5% 

3 
 

5% 

5 
 

8% 

21 
 

33% 

23 
 

36% 

64 
 

100% 

We use our brand 
to market our legal 
services as a 
complement to 
other services 

12 
 

19% 

10 
 

16% 

4 
 

6% 

2 
 

3% 

14 
 

22% 

22 
 

34% 

64 
 

100% 

We use local 
advertising to 
market our 
services 

9 
 

14% 

4 
 

6% 

11 
 

17% 

10 
 

16% 

8 
 

13% 

22 
 

34% 

64 
 

100% 

We use national 
media advertising 
to market our 
services 

8 
 

13% 

2 
 

3% 

5 
 

8% 

10 
 

16% 

16 
 

25% 

23 
 

36% 

64 
 

100% 

 

27. Are there any further comments you would like to make? - Open-Ended 

Response 

 

Respondent ID  

19 ABS has facilitated the introduction of investment into new ways of 
delivering legal services product. The legal professional must recognise the 
need to change though and worryingly there still seems a reluctance in the 
profession to do so. An ABS licence does not suddenly turn you in to a 
profitable legal services business, the people managing the business still 
have to do that bit. 

38 ABS alone means nothing, it is what you do with the flexibility that matters. 
The current economic conditions and the huge regulatory uncertainty mean 
that external investors are very wary of certain areas of the profession. 

35 We could do all of the things that we do as a traditional law firm. Our ABS 
licence has encouraged us to think differently and to see the world through 
the eyes of our competitors. It has also raised our profile significantly within 
the profession and in the media. 
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29 We did not see the need to become an ABS as we were already a LDP. it 
caused a lot of additional unnecessary paperwork 

61 We are a B2B practice and the vast majority of our clients are other 
solicitors' practices 

 

Views on regulation 

28. Would you like to answer a short set of questions on the ABS licence 

application process? 

 

 Number of 
responses 

n 

Percentag
e of total  

Yes – we are regulated by the SRA 40 63% 

Yes – we are regulated by the CLC 11 17% 

No 10 16% 

No Answer 3 5% 

Total  64 100% 

 

29. How many months did it take you to set up your legal division/new business 

structure from the moment you decided that was what you wanted to do? 

 

 All CLC Regulated SRA Regulated 

 Number of 
responses 

n 

Percentage 
of total  

Number of 
responses 

n 

Percentage 
of total  

Number of 
responses 

n 

Percentage 
of total  

0-3 7 14% 4 36% 3 8% 

4-6 6 12% 1 9% 5 13% 

7-9 8 16% 1 9% 7 18% 

10-12 15 29% 1 9% 14 35% 

13-18 6 12% 0 0% 6 15% 

More than 18 
months 

1 2% 0 0% 
1 

3% 

Comment made 
not covering 
months 

4 8% 2 18% 2 5% 

No answer 4 8% 2 18% 2 5% 

Total 51 100% 11 100% 40 100% 

Comments made – CLC Regulated  
Respondent ID 

30 N/A - we were already an ABS in all but name 

54 N/A already in place 

55 We were already in existence. The ABS process required a lot of detailed information 
which we naturally expected and the application process from inception to completion took 
less than 8 weeks. The CLC were very supportive throughout 

Comments made – SRA Regulated 
Respondent ID 

6 Too many 

35 We are a traditional law firm who have been in business since 1977 

43 Eight to set up the LLP and another 10 to move to an ABS due to the incompetence of the 
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SRA 

 

30. What factors had a major impact on the timescales? Please tick all that apply 

 

 All CLC Regulated SRA Regulated 

 Number of 
responses 

n 

Percentage 
of total  

(total of 51) 

Number of 
responses 

n 

Percentage 
of total 

(total of 11)  

Number of 
responses 

N 

Percentage 
of total 

(total of 40)  

Getting finance 1 2% 0 0% 1 3% 

Obtaining an ABS 
licence 

42 82% 6 55% 36 90% 

Reorganising 
legal structure 
and governance 

11 22% 1 9% 10 25% 

Recruiting staff 2 4% 0 0% 2 5% 

Setting up IT 3 6% 0 0% 3 8% 

Not relevant – we 
were trading 
already 

4 8% 3 27% 1 3% 

Other 6 12% 1 9% 5 13% 

No answer 1 2% 1 9% 0 0% 

Comments made – CLC Regulated  
Respondent ID 

21 Completing your many forms which changed before we could submit them and had to be 
filled in again 

Comments made – SRA Regulated 
Respondent ID 

19 Putting a strategic business plan in place justifying the investment 

24 N/A we were an existing MDP 

31 None under the SRA system it is quite quick to set up a law firm 

34 SRA administration 

43 Bad service from the SRA 

61 
 

COLP, COFA and Manager approval 

 

31. How much of the timescale was taken up by the licence application process? 

 

 All CLC Regulated SRA Regulated 

 Number of 
responses 

n 

Percentage 
of total  

Number of 
responses 

n 

Percentage 
of total  

Number of 
responses 

n 

Percentage 
of total  

0-3 6 12% 4 36% 2 5% 

4-6 11 22% 3 27% 8 20% 

7-9 13 25% 2 18% 11 28% 

10-12 11 22% 0 0% 11 28% 

13-18 4 8% 0 0% 4 10% 

More than 18 
months 

0 0% 0 0% 
0 

0% 

Comment made 
not covering 
months 

3 6% 1 9% 2 5% 
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No answer 3 6% 1 9% 2 5% 

Total 51 100% 11 100% 40 100% 

Comments made – CLC Regulated  
Respondent ID 

21 All of that quoted though obviously no-one was doing it all day every day for 6 months. 
We had no setting up to do, we existed already. 

41 Unknown 

Comments made – SRA Regulated 
Respondent ID 

6 Too many 

43 Huge 

 

 

32. What activities was the legal business undertaking while you were waiting for 

your licence to be granted? 

 

 All CLC Regulated SRA Regulated 

 Number of 
responses 

n 

Percentage 
of total  

Number of 
responses 

n 

Percentage 
of total  

Number of 
responses 

n 

Percentage 
of total  

We were dealing 
with other start up 
activity 

3 6% 0 0% 3 8% 

We started 
offering other 
services before 
we received our 
ABS licence 

7 14% 2 18% 5 13% 

We received our 
licence before 
undertaking any 
other activity 

9 18% 1 9% 8 20% 

Existing business 
- licence had no 
impact 

25 49% 6 55% 19 48% 

Other 2 4% 0 0% 2 5% 

No answer 5 10% 2 18% 3 8% 

Total 51 100% 11 100% 40 100% 

 

33. From your business perspective, to what extent do you agree with the 

following statements about regulation as a whole? 

 

 Strongly 
Agree 

Agree 
Not 
sure 

Disagree 
Strongly 
disagree 

No 
Answer 

All 

Legal services regulation is 
proportionate given the potential 
risks to customers 

3 
 

6% 

21 
 

41% 

7 
 

14% 

13 
 

25% 

4 
 

8% 

3 
 

6% 

The rational for legal services 
regulation is clear and widely 
understood 

2 
 

4% 

22 
 

43% 

6 
 

12% 

15 
 

29% 

3 
 

6% 

3 
 

6% 
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Complying with legal services 
regulation adds significant costs 
to running a business 

22 
 

43% 

21 
 

41% 

1 
 

2% 

3 
 

6% 

1 
 

2% 

3 
 

6% 

Legal services regulation 
reinforces best practice and 
good management 

9 
 

18% 

30 
 

59% 

4 
 

8% 

4 
 

8% 

2 
 

4% 

2 
 

4% 

Legal services regulation is 
better than in other sectors 

1 
 

2% 

11 
 

22% 

26 
 

51% 

7 
 

14% 

3 
 

6% 

3 
 

6% 

CLC Regulated 

Legal services regulation is 
proportionate given the potential 
risks to customers 

0 
 

0% 

6 
 

55% 

1 
 

9% 

3 
 

27% 

0 
 

0% 

1 
 

9% 

The rational for legal services 
regulation is clear and widely 
understood 

0 
 

0% 

3 
 

27% 

3 
 

27% 

3 
 

27% 

1 
 

9% 

1 
 

9% 

Complying with legal services 
regulation adds significant costs 
to running a business 

5 
 

45% 

4 
 

36% 

1 
 

9% 

0 
 

0% 

0 
 

0% 

1 
 

9% 

Legal services regulation 
reinforces best practice and 
good management 

2 
 

18% 

6 
 

55% 

1 
 

9% 

1 
 

9% 

1 
 

9% 

0 
 

0% 

Legal services regulation is 
better than in other sectors 

0 
 

0% 

4 
 

36% 

6 
 

55% 

0 
 

0% 

0 
 

0% 

1 
 

9% 

SRA Regulated 

Legal services regulation is 
proportionate given the potential 
risks to customers 

3 
 

8% 

15 
 

38% 

6 
 

15% 

10 
 

25% 

4 
 

10% 

2 
 

5% 

The rational for legal services 
regulation is clear and widely 
understood 

2 
 

5% 

19 
 

48% 

3 
 

8% 

12 
 

30% 

2 
 

5% 

2 
 

5% 

Complying with legal services 
regulation adds significant costs 
to running a business 

17 
 

43% 

17 
 

43% 

0 
 

0% 

3 
 

8% 

1 
 

3% 

2 
 

5% 

Legal services regulation 
reinforces best practice and 
good management 

7 
 

18% 

24 
 

60% 

3 
 

8% 

3 
 

8% 

1 
 

3% 

2 
 

5% 

Legal services regulation is 
better than in other sectors 

1 
 

3% 

7 
 

18% 

20 
 

50% 

7 
 

18% 

3 
 

8% 

2 
 

5% 

 

34. Please add any other comments on legal services regulation that you would 

like to make  

 

CLC Regulated 

18 Outcome focused regulation is more relevant than merely prescriptive regulation in 
delivering standards of service 

55 The reality is the BSB and SRA have not fully embraced the opportunities to date 
and may never do so, innovative regulators have not always been given the 
opportunity to provide much needed competition in the sector. The LSB need to do 
more, in encouraging modern regulators to innovate and also recognise 
deregulation in many cases will provide more consumer benefit rather than 
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increased regulation. 

SRA Regulated 

11 Aspects of regulation, eg the OFR framework, make sense, but the cost of proving 
compliance is disproportionate to any benefit in terms of client protection. 
Furthermore, the cost which has now been transferred to the profession has not led 
to any reduction in the cost of the SRA 

12 Clarity of enforcement approach would be beneficial 

13 The Legal Services Act is not fit for purpose - it should regulate a modernised list of 
reserved activities only. The separate business rule is a barrier to liberalisation and 
innovation 

19 From the date our licence application went in it took six months for the process to 
lead to a licence. Whilst this could have been more expeditious (because it took 3 
months for our case to be allocated) the dealings we had with the SRA when we 
were allocated an Authorisations Officer were professional and prompt and the 
process was well managed from that point. 

24 SRA Accounts Rules need to be overhauled, as some of these lack purpose and 
ought to be withdrawn. 

29 Onerous, ineffective and arbitrary. Many examples of "re arranging the desk chairs 
whilst the ship sinks". Focus on what matters, which is business otherwise we will 
not have a business left. 

43 Over regulated by incompetent staff and fundamentally flawed. 

50 The quality of personnel at the SRA is poor, as is their understanding of business 

64 Some aspects of regulation are good (eg outcomes focus, relationship 
management) but others are unnecessary (eg pre-authorisation of individuals who 
are effectively unrelated to the licensed entity). 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


