DQOR3

Your most dangerous
competitor isn't Al.

While your firm debates Al adoption, competitors are already
winning deals with it. Here's what the competitive gap looks like —

and how to close it.
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THE COMPETITIVE GAP IS ALREADY OPENING

Some firms aren't experimenting with Al.
They're operating with it.

Some firms have moved beyond pilots. They've integrated Al into document review
workflows, contract analysis processes, and research protocols. They're not

experimenting — they're operating.

These firms can turn around due diligence in days instead of weeks. They can analyze
a client's entire contract portfolio and surface risk in hours instead of months. They
can provide the same quality of work at lower cost — or higher quality at the same

cost.

Due diligence

Days turnaround

vs. weeks for traditional firms

Full portfolio
risk analysis

vs. months for manual review

Lower cost
Both or higher quality

not a trade-off with Al
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Clients know what's possible now.

Corporate legal departments are under pressure. General counsel are being asked to
do more with flat or shrinking budgets. They're tracking outside counsel spend more

carefully. They're asking harder questions about value.

Today, sophisticated clients know that Al-assisted review exists. They know it's faster.
They know it can be more consistent than human-only teams working under time
pressure. When your firm proposes a traditional approach at traditional rates, you're
no longer competing against expectations from five years ago — you're competing

against what they know is possible now.

"The firm that can't explain how it uses technology to deliver value is at a disadvantage

before the pitch begins."

— Salvatore Magnone, co-founder, Machine61

Large corporates Expect Al-assisted workflows as standard. They're benchmarking your
approach against competitors.

Mid-market & PE Increasingly expect efficient, tech-enabled service from outside counsel.

Well-advised individuals Even individual clients expect their legal providers to operate efficiently.
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SPEED AS A STRATEGIC ASSET

Speed without accuracy is worthless.
Speed with accuracy is a competitive
weapon.

Legal work often operates under time constraints that matter to the business. A
transaction has a closing date. A regulatory filing has a deadline. A litigation hold

requires immediate response.

The firm that can complete accurate due diligence faster doesn't just save money — it
gives the client optionality. They can negotiate longer. They can identify issues earlier.

They can walk away from a bad deal before they've committed significant resources.

Traditional approach Al-assisted approach

) o Machine review categorizes, extracts, and flags
Teams of associates reviewing docs over weeks . i
— then attorney reviews exceptions

) ) Senior attorneys engage on strategic questions
Senior attorneys engage late in the process i
earlier

) ) ) Consistent standard of review across all
Inconsistency increases as teams fatigue
documents

The firm using the Al-assisted approach wins more deals. Over time, they build a reputation

for execution. That reputation compounds.
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The competitive gap extends beyond clients — it
affects who wants to work for you.

Associates entering the profession today have different expectations than those who
started a decade ago. They've used Al tools in law school. They expect their
employers to operate with modern technology. The firm that asks new associates to
spend their first two years on manual document review will struggle to attract and

retain top candidates.

The reinforcing cycle

Al adoption attracts better talent

Top associates choose firms that operate with modern tools.

Better talent produces better work

Quality and consistency improve across all client matters.

Better work builds client loyalty

Clients stay, renew, and refer — the relationship deepens.

Stronger clients fund more growth

The firm can invest further in technology and talent.

Firms that fall behind on technology adoption may find themselves competing
for talent from a smaller pool — which affects service quality, which affects

client retention. The competitive gap widens.

door3.com/d3-labs/ai-legal


Xx�K�;O��I��-,R�����:�$��M��s<(�����J���G)�����XOG5'C�>͓���E����ˉ_����j���[��q���VM ���K�4��z�GuA�PB��)A0��(�0��q�z�B��

WHAT CLIENTS ACTUALLY WANT

Al doesn't change what clients want. It
raises the bar for meeting it.

Strip away the marketing language and clients want three things from outside

counsel: quality work, reasonable cost, and responsive service.

01

02

03

Quality = consistency at scale

When a client asks you to review 10,000 contracts, they expect the same standard of

review on document 9,500 as on document 50. Human reviewers fatigue. Al doesn't.

Cost = value per dollar

Clients aren't asking firms to cut rates — they're asking firms to deliver more value per
dollar spent. Al-assisted workflows reduce hours required for commodity work without

reducing quality.

Service = meeting deadlines that matter

Responsive service means meeting deadlines that matter to the business, not just to the
litigation schedule. The firm that can compress timelines becomes the firm that gets the

call when timing is critical.

Consistency at scale across More value per dollar, not Deadlines that matter to

10,000+ docs lower rates the business
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The gapis real — but it isn't yet
iInsurmountable.

The legal industry moves slowly compared to other sectors. Adoption curves are
longer. Change management is harder. Many firms are still in early stages of Al

implementation.

This means the competitive gap, while real, isn't yet insurmountable. Firms that move
now can still catch up to early adopters and pull ahead of laggards. But the window
narrows as leaders build institutional knowledge, refine their workflows, and

establish reputations for technology-enabled service delivery.

Where firms are today

Laggards Still debating whether to adopt Al
Early majority Piloting and exploring — deciding where to invest
Early adopters Operating with Al — building institutional knowledge and reputation

The question isn't whether to adopt Al. The question is whether you'll be the firm
winning work because of your capabilities — or losing it to a competitor who

moved faster.
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"The question isn't whether

Al will reshape legal practice.

It's whether your firm will

lead that shift."”

Ready to close the gap?

DOORS3 specializes in Al integration for insurance, legal, and

manufacturing.
We start with your highest-ROI opportunities — the ones that

close deals faster and build the reputation that compounds.
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