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Other efficiencies resulting from the NBI workflow include third party 
integrations built between the accounting system, Elite, and LegalKEY, 
to ensure the two systems stay in sync. “In Elite, the client matter billing 
account is opened based on information that first appears in LegalKEY 
for conflicts checking,” says Kruse. “Now, the opposite process is also 
monitored in real time so that if an account closes in Elite, it 
automatically closes in LegalKEY. Previously, it was a manual process 
dependent upon the accounting staff advising the conflicts staff as  
to when a client matter billing account was closed. Now all of this  
is avoided.”

Cadwalader also uses the third party integrator tool when a client matter 
is re-opened in the accounting system. This process is also monitored  
in real time so if attorneys begin billing time to a matter that is shown as 
closed in LegalKEY, it will immediately send an alert to the conflicts staff. 
“This critical loophole was easy to overlook, but through automation, we 
have closed it and will avoid potential problems,” says Kruse.

The firm’s marketing department is another benefactor of Kruse’s 
customized NBI workflow. Marketing needs to keep its client relationship 
management (CRM) system up to date for client communications. 
Previously, conflicts sent marketing copies of the new matter memoranda 
at the end of each business day. It could take conflicts an entire day to 
prepare the information. Now, with the automated workflow, Kruse has 
created a nightly email that is delivered to marketing that contains a 
reference to each new matter and the relevant contact information.

“Since it is automatic, it not only saves marketing a tremendous amount 
of time, it also saves us hours of work in preparing the information  
for them,” says Kruse. “Prior to the generation of this email, we sent 
marketing all the new matter memos in a PDF format and marketing 
would have to open each one. Now, it too is instantaneous, providing 
immediate access to the information.”

The NBI workflow opened the door for newfound capabilities to provide 
data in ways that Kruse wasn’t able to previously. “When I told our 
Executive Director about this nightly email to marketing, he was also 
interested in seeing it, but with additional information, such as 
estimated fees, so he could assess the value of new business coming 
into the firm. This is something that we are able to easily accomplish 
and is an unexpected benefit that we didn’t even consider at the start  
of the project,” says Kruse.

Outstanding Results
Kruse has achieved his vision of more efficient information management. 
The results point to significant savings in manpower costs that 
ultimately flow directly to the firm’s bottom line. 

“We average around 350 matters opened per month. Previously, someone 
needed to manually create the records, scan them, create PDF images 
and link them to LegalKEY. Now, all of that happens automatically  
at the push of a button. Since implementing workflow, we saved  
a full-time clerical position,” says Kruse.

Double data entry and related errors have also been eliminated. A 
conflicts systems specialist previously spent half of a day, plus significant 
overtime, entering data into the system. Not only has this work been 
eliminated, but the systems specialist no longer needs to prepare reports 
for the marketing department, saving about three hours a week. In 
addition, the marketing department is saving manpower costs related  
to the manual tasks that were required to update the CRM system.

“All in, I estimate the firm is saving approximately $85,000 per year in 
clerical manpower costs since we implemented workflow,” says Kruse. 
“This is on top of additional unquantifiable savings to the firm brought 
about by increased efficiencies and better risk management.”

Looking Ahead
Kruse envisions other ways to enhance efficiencies, including leveraging 
enterprise search capabilities to offer users one-stop shopping. “The 
search criteria could be executed in various repositories whether it  
be the DM system, LegalKEY, network drives, or other databases,” 
concludes Kruse.

Cadwalader, Wickersham & Taft LLP Discovers the Key 
to Enhanced Risk Management


