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Professional Services – Tesco Law
The Legal Services Act of 2007 sent shockwaves through the UK legal profession with the news it was about to receive its first significant makeover for generations. The Act, which comes into effect on October 6th 2011, will see a relaxation of the once strict rules governing law firm ownership. Previously, law firms had to be owned and managed by Partners who were trained and accredited legal practitioners. Under the new regulations, popularly known as ‘Tesco Law’ (even though they have shown no intention of providing legal services) law firms may apply to become Alternative Business Structures (ABS) with business or individuals outside of the legal profession. On the other hand, and only under certain conditions, organisations outside the set up of the conventional law firm will be able to practice law. 

“When the news was announced about changes to the structure of the legal services profession, many were obviously concerned. On reflection however, it is something we believe the industry has needed for some time. It opens up many opportunities for conventional law firms such as ourselves as well as opens the market to a new level of competition” says David Bushell, Senior Partner at Brown Tuner Ross Solicitors. 

“Competition is never a bad thing. We will be competing on different levels compared to companies wishing to become an ABS and who may be offering legal services for the first time. Brown Turner Ross has a reputation in the region for quality, thorough and professional legal services and it on these core values we will continue to compete. We have always looked at ways in which we can adapt and develop our offering to better meet the needs of our clients and continue to offer sound legal advice. This is ever more important given the new legal landscape we will all soon find ourselves.”
As companies begin to gear up to enter the legal services market, marketing will be of vital importance to both ABSs and conventional law firms. After the Legal Services Act was announced, a poll conducted by the Solicitors Regulation Authority reported that 69% of respondents had reservations over the quality of the legal services offered by banks and supermarkets. Up until now, the competition between firms was almost gentlemanly. Yet, as the competition becomes more hostile, firms will be forced to become more innovative and be clear in communicating their offer whilst still retaining their credibility.

“Malcolm J Ross, one of the founding partners of what is now Brown Turner Ross was a trailblazer of his time in the 1980s being the first to advertise on Radio City in Liverpool. From there we have always used different forms of communication to engage with the areas we work in and there are many other law firms do engage more and more with marketing and communications. Innovation is not something which has been lacking in the industry on any level. However, with bigger players coming to the table, continuous research and development will be needed to engage with and serve our clients more effectively.”
Of the larger businesses which have already showed their intention to become an ABS include the Co-op which has been growing its legal services since 2006. Other organisations of note which intend to become an ABS include SAGA, the AA and the Halifax with other financial service providers planning to begin offering relatively simple services which include online legal document production.
Mr. Bushell adds: “For financial service providers it would seem like a natural progression to offer legal services as extensions to their usual existing product portfolio. For example, as most high street banks typically sell home insurances with mortgage deals they may wish to include a conveyencing service as part of the package. Will writing will also be attractive to ABSs as many financial institutions which deal in wealth management could offer this as part of a package with insurances and investments. However, the concern for many legal practitioners relates to the quality of the advice and the service provided by those who do not have the level of experience or expertise as a conventional law firm.
“Another concern is over the way many businesses set to become ABSs are themselves owned. Banks are profits driven and seek to maximise the dividend payable to their shareholders. The concern here is that in the quest to turn a profit on delivery of a case, people will not be given the necessary level of due care and attention. Firms such as ourselves offer a bespoke service with each and every client and often go above and beyond our fees to ensure our clients receive the level of service and advice needed for their case; whether it is for a conveyencing client or someone wanting to sign for power of attorney, we make sure all our clients have their exact needs are met... within the law of course.”
Tesco Law is not being thought of as a catalyst for rapid change within the legal profession as the law does not move as quickly as other types of professional services. Yet within five to ten years time, Mr Bushell predicts the legal landscape will look vastly different to how it does now. 

“These changes should be seen as opportunities rather than threats which may destabilise the status quo. Reports in the media are likening the changes the Legal Services Act will bring to the way legal services are delivered in the US. The way US legal firms operate is a good model to look at as law firms there cover everything from wills to mortgages to accountancy. The deregulation of the legal services industry does mean that there will be a flurry of new entrants to the legal services market. However, it also means that services such as accountancy, insurance brokering and financial planning can all be brought in-house to a solicitors firm. Law firms can also add value to these services with a tailored offering, quality care and attention, personal knowledge of a client which may have been with us for generations as well as legal expertise which is often invaluable when making financial decisions.”
“As competition increases, many firms will have to ramp up their marketing activities and invest in diversifying what it is they offer. Whilst the changes may be slow in coming, it is none the less important firms beginning planning for them now.”

www.brownturner.co.uk
Ends.   

Editor Notes:

A little about Brown Turner Ross…
· Brown Turner Ross is a Merseyside-based law firm with offices in Liverpool and Southport. 

· Brown Turner Ross has over 120 years of established law practice experience both locally and nationally. Approachable, friendly, forward thinking and modern, Brown Turner Ross is a law firm with a difference. 

· Brown Turner Ross provides a comprehensive range of legal services to individuals and business clients throughout England & Wales

· Approachable, friendly, forward thinking and embracing cutting edge technology Brown Turner Ross aims to provide a personal service to clients providing expert advice communicated clearly and simply

· The Company specialises in the following areas

· Family Law

· Trusts, Probate and Wills

· Residential Conveyancing

· Crime

· Commercial Property

· Company and Commercial

· Dispute Resolution

· Employment Law

· Personal Injury

· Road Traffic Accident Claims

For further information please contact:

· Jayne Moore, Director on 0151 707 0427 / 077773 846962 or email jayne@agentmarketing.co.uk
· Darren McLeod, PR Assistant on 0151 707 0427 / 07920 774 395 or email darren@agentmarketing.co.uk
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