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THE VALUE PROPOSITION OF LAWYERS
IN THE AGE OF ARTIFICIAL INTELLIGENCE

Introduction

Artificial intelligence (Al) is transforming how individuals and businesses access legal
information. Clients can now obtain explanations of legal concepts, summaries of legislation,
preliminary risk assessments, document reviews and draft materials without immediately
engaging a lawyer.

This changing environment requires law firms to reconsider how they communicate and deliver
value. While Al can provide access to legal information, clients continue to require guidance
on how that information applies to their specific circumstances, objectives and risks.

The value of lawyers therefore extends beyond providing legal answers. Lawyers continue to
add value through:

o strategic legal judgement — applying legal principles to complex circumstances and
advising clients on the most appropriate course of action;

o commercial and contextual understanding — considering each client’s objectives,
priorities and broader circumstances when providing advice;

e proactive risk management — identifying and addressing potential legal issues before
they develop into disputes or operational challenges;

e negotiation and relationship management — using experience, communication skills
and strategic insight to achieve practical outcomes;

e accountability and confidence in decision-making — providing independent
professional judgement and assurance when clients face important decisions; and

o practical implementation and execution — assisting clients to translate legal advice into
effective action.

In an Al-enabled world, successful law firms will not compete with technology by simply
providing information. Instead, should differentiate themselves as trusted advisers who
combine legal expertise, commercial understanding and practical experience to help clients
navigate complexity, manage risk and achieve their objectives.
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Moving beyond the traditional legal information model

Historically, a significant part of a lawyer’s value proposition was providing access to specialist
legal knowledge. Legislation, case law and regulatory requirements were complex and difficult
to interpret, and clients relied on lawyers to explain what the law meant and how it applied.

Artificial intelligence is changing this dynamic. Legal information is now more accessible than
ever, and the ability to simply explain legal concepts is becoming less of a distinguishing
feature of legal services.

The challenge for lawyers is therefore to demonstrate value beyond identifying what the law
says. Clients increasingly need assistance answering practical questions, including:

e What does this mean for my circumstances?

e  Which risks should I prioritise and how should they be managed?

e What options are available and what are the likely consequences of each?

e How can I achieve my objectives while protecting my legal and commercial interests?
¢ How should the recommended approach be implemented?

Answering these questions requires more than access to legal information. It requires
professional judgement, commercial understanding, practical experience and an ability to
consider the broader circumstances affecting a client’s decision-making.

In an Al-enabled world, the role of the lawyer is therefore evolving from a provider of legal
information to a trusted adviser who helps clients navigate complexity, manage risk and
achieve effective outcomes.

Value proposition 1: Applying legal judgement beyond the law

Artificial intelligence can identify relevant legal principles, summarise legislation and outline
potential legal options. However, deciding which option should be pursued requires legal
judgement. Lawyers add value by analysing the client's circumstances, weighing competing
legal considerations and developing a strategy that best advances the client's objectives.

For example, where a business is considering terminating an employee, Al may identify the
legal requirements that apply. A lawyer goes further by determining whether termination is the
most appropriate course, considering alternative approaches and advising on a strategy that
balances legal obligations with commercial objectives.

The value of strategic legal judgement lies not in identifying what the law permits, but in
determining which legal strategy is most likely to achieve the best overall outcome.
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Value proposition 2: Understanding the commercial context

Legal issues rarely arise in isolation. The most effective advice reflects not only the law, but
also the client's business, industry, commercial priorities and operational realities. While Al
can analyse legal questions, lawyers add value by understanding the broader context in which
decisions are made.

For example, a business may be entitled to terminate a supplier agreement. Whether it should
do so may depend on factors such as supply chain disruption, the availability of replacement
suppliers, reputational considerations and long-term commercial relationships.

By integrating legal analysis with commercial context, lawyers help clients make decisions that
are both legally sound and practically effective.

Value proposition 3: Managing risk before problems arise

Much of a lawyer's value lies in helping clients avoid legal problems before they occur. Rather
than simply responding to disputes, lawyers identify material risks, assess their likelihood and
potential impact, and develop practical strategies to reduce or manage those risks.

While Al can identify potential legal issues, it cannot reliably determine which risks warrant
attention, how they may develop in practice or what preventative measures are most
appropriate in the client's circumstances.

For example, before implementing a redundancy, a lawyer can assess whether the redundancy
is genuine, identify potential unfair dismissal risks, review consultation obligations and
recommend measures to minimise the likelihood of future claims.

Effective risk management helps clients avoid disputes, reduce unnecessary costs and make
more informed business decisions.

Value proposition 4: Achieving outcomes through relationship management

Many legal matters are resolved through negotiation rather than litigation. Successful
negotiation requires more than identifying the strongest legal argument. It involves
understanding the priorities, motivations and bargaining positions of all parties, adapting
strategy as discussions progress and recognising opportunities for resolution.

While Al can assist with drafting communications and analysing legal positions, lawyers add
value by exercising judgement, building credibility and negotiating outcomes that protect both
legal and commercial interests.
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For example, in a contractual dispute, a lawyer may conclude that although litigation is
available, a negotiated settlement better preserves an important commercial relationship while
achieving an acceptable outcome.

The value of legal representation in negotiation lies in influencing outcomes, managing
relationships and achieving practical resolutions.

Value proposition 5: Providing confidence through professional accountability

Important legal decisions often involve uncertainty, competing considerations and significant
consequences. Clients frequently require more than information—they require advice they can
confidently rely upon.

Unlike Al, lawyers exercise independent professional judgement, owe legal and ethical duties
to their clients and stand behind the advice they provide. They assess available options, explain
the associated risks and provide recommendations for which they are professionally
accountable.

For example, a company director considering litigation may require advice on legal prospects,
costs, commercial implications and strategic objectives before deciding whether proceedings
should be commenced.

Professional accountability gives clients confidence that significant decisions have been
carefully considered by a qualified adviser who accepts responsibility for the advice provided.

Value proposition 6: Turning advice into action

Legal advice only creates value when it is implemented effectively. While Al can assist clients
to understand legal requirements and prepare preliminary documents, lawyers ensure that legal
strategies are properly executed and procedural requirements are satisfied.

For example, a client seeking to recover an unpaid debt may understand that court proceedings
are available. A lawyer adds value by selecting the appropriate cause of action, preparing and
filing court documents, complying with procedural rules, managing the litigation process and
responding to issues as they arise.

By translating legal advice into effective action, lawyers help clients achieve outcomes while
avoiding procedural errors, unnecessary delays and additional costs.

Conclusion

The increasing accessibility of legal information through Al does not diminish the value of
lawyers; it changes where that value is created. Al can help identify legal issues, summarise
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information and highlight potential options. However, effective legal advice requires more than
information — it requires judgement, context and experience to determine the right approach
for each client’s circumstances.

At Advantage Partnership Lawyers, we add value by turning legal information into strategic
advice and practical outcomes. We understand our clients’ objectives, assess the risks and
opportunities involved, and provide guidance that is tailored to their commercial and legal
needs. Our role is not simply to explain what the law says, but to help clients make confident
decisions and achieve the best possible outcomes.

Contact us today on 02 9221 7555 or at legal.one@advantagepartnership.net to discuss
how we can assist with your legal needs.



