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VENDOR VOICE

F
ounded in 2000, Handshake 
So�ware’s �rst product was a 
browser-based tool that provided 
client- and matter-centric views 
of information from law �rms’ 
document, customer relationship, 

and other practice management systems.
Now, more than 15 years later, the 

company has partnered with LexisNexis, 
�omson Reuters, and other legal ser-
vice providers to enhance its Microso� 
SharePoint-integrated tech solutions—
including intranet and extranet portals; 
a �rm expertise locator; an enterprise 

search tool; and other solutions designed to 
enhance �rms’ SharePoint technology. 

Currently, 120,000+ users on four conti-
nents—including more than 50 percent of 
Am Law 100 �rms—use Handshake’s prod-
ucts to collect, aggregate, present, and ana-
lyze information ranging from legal research 
to �rm �nancial records, providing cost 
projections and increased productivity.

We recently spoke with Glenn LaForce, 
Handshake So�ware executive vice presi-
dent of sales and marketing and chief strat-
egy o�cer, about the company’s growth, 
the legal industry’s increased focus on risk 
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One-on-One with  
Handshake Software

Law firms rely on Handshake Software to create intranet and extranet  
portals as well as enterprise search solutions, providing integrations  
for mission-critical law firm applications. 

BUSINESS EDGE

http://www.handshakesoftware.com
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protection, and the best way to intro-
duce new so�ware—one application at 
a time.

What was the initial inspiration for 
creating the company?

�e idea behind Handshake So�ware 
was searching for a better way to get at 
information other than forcing a law 
�rm to go into 10 di�erent silos of data
sources. Doug Horton, Handshake’s
chief executive o�cer and former
chief operating o�cer and president
of CMS/Data (now Aderant), was all
too familiar with the problem, hav-
ing previously served as a law �rm
management consultant. Handshake
So�ware was his brain child a�er going
into �rms and seeing what ine�cien-
cies existed.

He thought, “Let’s create so�ware 
that takes information, meshes it 
together, and contextualizes it, so it’s 
client-, or matter-, or person-centric.” 
�at way, attorneys become more e�-
cient in business management because 
the information they need is right at 
their �ngertips instead of them having 

to search for relevant information in 
their �nancial management, customer 
relationship management (CRM), or 
document management systems. 

When deciding what systems to 
design your software to integrate 
with, how did you determine 
SharePoint would be best? 

Our original version was designed for 
a browser, because SharePoint wasn’t 
fully developed when we started the 
company. It wasn’t until the �rst com-
mercial version of SharePoint was 
released in 2003 that we saw �rms start 
to move in that direction; where it 
became a content management source 
for them. We realized very quickly that 
with some tweaking, SharePoint would 
end up being a great delivery mecha-
nism. We saw demand and use increas-
ingly going up.

Were there any challenges getting 
firms to understand your product’s 
value proposition at first?

�ere were, initially. Hanshake is con-
sidered a technical product, and the 
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Information Technology (IT) depart-
ment owned that type of solution. As 
time evolved, it was interesting to see 
who made buying decisions in �rms. 
Half the time now, we see chief knowl-
edge o�cers driving the decision, 
and as the modern law librarian role 
continues to evolve, they are also being 
involved in the process. 

When did Handshake decide to 
branch out and offer additional 
software products? 

Enterprise search really started rearing 
its head about �ve years ago. �e 2013 
SharePoint version came with a fully 
integrated, industrial-strength search 
engine. We developed a product—SP 
Bridge—that lets �rms integrate �nan-
cial, document, contact, and other 
�rm information to extend into a legal
enterprise search engine.

Handshake Software’s intranet  
portals include customization  
capabilities, allowing users the ability  
to highlight relevant client, matter,  
and practice group details. 

http://www.aallnet.org/default.aspx
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to see the hours worked and billed on 
a project; the number of documents 
written; contacts from the CRM, and 
it uses the �rm’s data to identify who 
its experts are. 

A lot of business development pro-
fessionals use it to tell the �rm who they 
want to put on a speci�c pitch; some-
times it’s just associates looking for help 
on a speci�c matter or area of law they 
may not be familiar with. Data can also 
be leveraged to do cost projections. 

How are ideas for new products like 
the expertise tool generated?

A lot of the time, the creative process 
is client-driven, because they know 
their attorneys’ behavior better than a 
vendor could. Or a partner says a client 
has content they’d like to pull in. We 
have a very strong relationship with 
�omson Reuters because of our pur-
chase of their XMLAW product, and a 
strong relationship with LexisNexis, as 
we have integrated many of their solu-
tions. We can go to them and say, “OK, 
what do you think about this?” A lot of 
times, they like what we’re saying and 
add, “Have you thought about this, this 
and this?”

Your website says your prod-
ucts can help reduce a law firm 
or corporate legal department’s 
risk. How do they help enhance 
security?

Firms’ core applications have their 
own security. You have your �nancial 
system, document management sys-
tem—all security is based on roles and 
permissions. What we’re able to do is 
extract that security and apply it. For 
example, because Handshake’s system 

If I’m an attorney working on a matter, I can see the  
financials, my documents, and now I’m seeing digital library 
books (or e-books) that relate to the topic and can check  
them out directly from the portal or view them on a Kindle,  
smartphone, or desktop.

In addition, my background at 
LexisNexis has accelerated the recent 
development of critical third-party 
research product integrations. It meets 
the needs of the attorney, from the 
law library standpoint. Traditionally, 
you’ve had a law library that people are 
coming to so they can collect books o� 
of a shelf. �at behavior is changing 
because of the younger generation, and 
because there is a premium for physi-
cal space in a �rm.

If I’m an attorney working on a 
matter, I can see the �nancials, my 
documents, and now I’m seeing digital 
library books (or e-books) that relate 
to that topic and can check them out 
directly from the portal or view them 
on a Kindle, smartphone, or desktop.

We have integrations with Lexis 
Search Advantage and West km, where 
attorneys can run a search and see a 
document in context with all di�erent 
citations; our legal research platforms 
also integrate with Ravel Law and 
Lexis Advance. If an attorney runs a 
search for General Motors (GM), it 
will pull every piece of data the �rm 

has about GM, and users can click on 
the LexisNexis or Ravel tab to pull all 
information from both systems on that 
entity or on a point of law.

How can law librarians benefit from 
Handshake’s products?

Our SharePoint portals make law 
librarians’ work much easier because 
they’re pushing the information to end 
users in a way they want to consume 
it. Law librarians are able to get the 
right resources to the attorney—it’s on 
the attorney’s desktop, which makes 
the attorney much more e�cient and 
appreciative of all the resources the 
law librarian spent time negotiating 
contracts for. �e worst thing that can 
happen is to have great new content 
and have nobody access it because no 
one knows it’s there. 

Since �e Great Recession, the law 
librarian community has been one of 
the hardest hit in the legal industry. 
We’ve seen, in the past few years, a 
real push for law librarians to reinvent 
themselves. Some become directors 
of knowledge management; technol-
ogy helps them take that step because 
they’re really helping attorneys get the 
information they need—delivered in a 
way they want, via a technology plat-
form—and that helps them rede�ne 
what a law librarian is in 2016.

You recently released an  
Expertise Locator tool. How  
do firms typically use it?

We created a product that leverages 
the �rm’s own data, rather than the 
traditional methodology, to send an 
email to the whole sta� to locate a 
�rm expert. Firm members can run it

Founded 
2000

Registered Users 
Law firms comprise roughly 
95 percent of Handshake 
Software’s 120,000+ users;  
5 percent are corporate  
legal departments.

Products 
Handshake’s product  
suite provides Microsoft 
SharePoint-integrated  
intranet and extranet  
portals, enterprise search, 
JumpStart conversions,  
mobility capabilities,  
customizable notifications, 
and an internal expertise  
locator application. 
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knows who someone is, the informa-
tion will never render for that person. 
It’s all very role-based, which is very, 
very important from a risk standpoint. 
A lot of systems are not pulling data 
securely out of native applications; 
users can possibly go in and �sh 
around and �nd things they’re not 
supposed to �nd.

An attorney could think, “If I can 
see it, then I’m supposed to be able to 
see it,” and that’s not necessarily the 
case. �e most highly attended and hot 
conference topic out there right now is 
security. Firms need to make sure their 
information is locked down. In three 
years, I have not seen one client not ask 
about that during the sales process. 

What do customers identify as your 
products’ biggest selling point?

It’s really attorney e�ciency. What 
we’ve found through di�erent surveys 
is generally having this type of so�ware 
implemented tends to save attorneys 
30 to 45 minutes a week. �at may not 
sound like a lot, but say you have a 
1,000-attorney �rm; 30 minutes a week 
for each one gives you a really serious 
return on investment.

Firms, from a technology standpoint, 
are trying to get leaner and more e�-
cient. But at the same time, they need to 
be investing in things to make attorneys 
more pro�table. Before it was about the 
practice of law; now, it’s really about the 
business of law, as well. We put �nancial 

information in front of attorneys, so 
they need to know if clients are 30 days 
late on bills, or if billable time hasn’t 
been entered properly. 

This AALL Spectrum theme is  
best practices. Do you have any 
advice to share?

I say to every new client, when you buy 
a new so�ware product, ours or some-
one else’s, focus on small upgrades and 
‘wins’—add other things later. With 
Handshake, we can give you a dash-
board and some legal research infor-
mation to start; if users are coming to 
you and enjoy that, then you move on 
to the next step. I don’t ever recom-
mend doing a grand redesign, pulling 
back the curtains and saying, “Voila! 
We’re done.” If you can get a few quick 
wins under your belt, the �rm knows 
you’re deploying a good resource in a 
timely fashion, and the users will drive 
the ultimate direction of your knowl-
edge management system. ¢

Financial management dashboards can help 
firm members track and assess billing.

Firms, from a technology standpoint, are trying to get leaner 
and more e�cient. But at the same time, they need to be  
investing to make attorneys more profitable. Before, it was about 
the practice of law; now, it’s really about the business of law.

http://www.aallnet.org/default.aspx



