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THE BUSINESS OF 
LITERA
BY JOE DAVIS

Litera kicked off the new year by announcing it had added 
Foundation	Software	Group	to	its	growing	roster	of	high-profile	
acquisitions. While Litera is primarily known for its document 
drafting tools, the company expanded its reach by adding 
Workshare and Doxly to the brand in 2019, and Best Authority 
and	Allegory	Law	in	2020.	Foundation	represents	its	first	foray	
into the business side of law.
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Foundation bills its eponymous 
software as firm intelligence, 
bringing together data from 
financial and HR systems, lawyer 

histories and client profiles to create 
a snapshot of a firm’s experience. 
‘Foundation is a modern platform that is 
tackling a critical problem but doing it in 
a very elegant way,’ says Barry Solomon, 
Foundation’s executive vice president.

Solomon has a history in the legal field 
as a practicing lawyer at Sidley Austin, 
a co-founder at Interface Software (the 
maker of InterAction, which was later 
acquired by LexisNexis) and as Sidley’s 
chief marketing officer (CMO). It was 
during his CMO tenure that he realized 
that attorneys and firm staff ‘needed 
access to information about matters you 
worked on, and the people who worked 
on the matters, and the clients for whom 
you did the work, and all these related 
parties. You needed to go to multiple 
places to get that information’.

He reached out to former Interface 
colleagues Nate Feinberg and Brett 
Balmer to encourage them to create 
software that could help to solve that 
problem. Solomon saw so much promise 
in that solution that he left Sidley to join 
what became Foundation.

Things moved quickly at his new 
company. In a few short years, 
Foundation’s software had been 
embraced at leading firms and in 
2020, the firm received ILTA’s Business 
Partner Solution Provider of the Year 
award. This generated interest not only 
from potential clients but also from 
companies looking to acquire the hot 
start-up. ‘Most thought that we would 
wait a while because we were just 
starting to grow,’ Solomon says. ‘We 
weren’t looking to be acquired at all,  
but I think Litera recognized the 
importance of firm intelligence. They 
recognize this as something that is  
really existential to law firms.’

‘Litera is a uniquely positive fit for us,’ 
he adds. ‘They share our values. They 
have a strategic vision that is consistent 
with ours, but which allows us to remain 
an independent business unit. They 
understand that small groups of people 
who are innovative can do great things, 
and they’re not interested in screwing 
that up.’ Solomon is optimistic that 

investment firm Hg brought Litera  
and Microsystems together under the 
Litera name.

‘We’ve been focused for a few years on 
document drafting and the work that 
goes around that,’ he says. ‘Over the last 
couple of years, we’ve added the focus 
of workspaces and how lawyers interact 
with each other and with their clients. 
And now with Foundation software, we’re 
saying let’s extend where Litera starts. 
Let’s not focus on post-matter creation, 
let’s be engaged in pre-matter creation 
work, and over time, tell a story that 
makes it a big circle of work. You shop 
for work, you create the matter, you do 
the work, you collaborate on completing 
the work, and then all that goes right 
back into the beginning of the pipeline. 
Can you make this really seamless way 
of allowing partners, attorneys, business 
development, operations and finance 
to kind of get a better sense of what’s 
happening with their ecosystem?’

Marwaha views the Foundation 
acquisition as providing more than just 
another product to sell. ‘We really need 
to have a story behind the acquisitions, 
and I think right now our story is that 
we can present good data at the right 

place at the right time for our customers,’ 
he says. ‘Initially that data was just 
content from the DMS, but now we’re 
saying data can be anything. We want to 
curate that data, with some intelligence 
behind it. The business of law for me gets 
into metrics, it gets into performance 
management, it gets into what’s a good 
matter versus a bad matter. And when 
we talk to our customers who use all of 
our solutions, they’re always asking us: 
“can you give us this data, can you find a 
way to bring this up or elevate this data 
to our forefront?” So that’s the direction 
we’re headed.’

Accelerate the storytelling
‘You should always have your ear to 
the ground to see what’s out there that 
we’re missing that can accelerate future 

being a part of a larger organization 
will accelerate the company’s plans. ‘In 
the past, we had to make choices and 
do things serially. Now we’ll be able do 
things in parallel. What we’re looking at 
is: “how do we not miss a beat?”’

Acquisition playbook
Litera has made a name for itself not 
only for its document drafting tools but 
also for its skill in acquiring companies. 
‘Our strategy is super focused,’ says chief 
customer officer Jody Cosgrove. ‘We’ve 
got a playbook. We know how to integrate 
companies. We’ve done it enough that 
we’ve got it pretty dialled in.’

Cosgrove notes that since Litera 
developed a reputation as a serial 
acquirer, ‘sometimes companies will come 
to us. Sometimes, we’ll go shopping’. 
In keeping with her role, her view of 
evaluating how potential acquisitions 
will fit into Litera’s offerings is focused 
on the customer. ‘It has to make sense. It 
has to add value and it has to fit in with 
our objectives. If you think about these 
law firms in general, we all have similar 
issues. Your end users are trying to serve 
their clients, bill time, be more profitable 
and maybe even, at the end of the day, 
get home to see their family.’

Foundation’s ability to aggregate 
data and make it accessible make it a 
desirable addition to the Litera portfolio. 
‘It helps to bring everything full circle and 
truly provide a full service solution to our 
customers,’ Cosgrove says. ‘Foundation is 
a leader in the space, with outstanding 
retention and customer satisfaction. 
They were a great fit for who we are and 
who we want to be. And it just takes 
everything up a notch. We are no longer 
just a point solution. We truly want to be 
a strategic partner.’

Let’s extend where Litera starts
Litera CEO Avaneesh Marwaha has led 
the company’s growth towards ‘strategic 
partner’ status since 2016. A former 
practicing lawyer, he also ran operations 
for Keno Kozie before private equity 

We’ve got a playbook. We know how to 
integrate companies. We’ve done it enough 
that we’ve got it pretty dialled in
Judy Cosgrove, chief customer officer, Litera
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organic growth,’ Marwaha says. ‘And Hg 
has been a really good partner in the 
sense of always questioning: “hey, you’re 
building this, is there a way for people 
to buy something that can accelerate 
the storytelling and respond to that one 
customer’s demand?” And so, when we 
have 10 customers demanding something 
or 20 customers demanding something 
and you’re building it, it’s going to take 
you a year or two to get it out, or two or 
three years to get it out. That’s a good 
time for a smart investor to say: “hey, 
should we go look at what’s available, is 
there a place for us to really accelerate 
this?” And then as a team we go out and 
solve that problem.’

Litera is now at a point where the 
company needs less of that direction 
from the investment group, ‘because it’s 
so innate in our business, having done 
this now for four years,’ Marwaha says. 
‘From the top down, people are always 
thinking: “hey, there’s this new product 
out there, should we go look at it?”’

Marwaha also says that in the past few 
years, the number of start-ups in the 
legaltech space has increased, and so has 
the acquisition rate. This means Litera 
needs to have an understanding not only 
of its competition and the new players in 
the space, but also an accurate picture of 
its own internal development capabilities. 
‘It’s really about challenging the executive 
team to look outside the box and then 
reduce the ego and admit that someone 
may have built it better than you already,’ 
he says. ‘Why try to compete? Why not 
try to ask if we can work better together, 
whether that’s through partnership or 
new acquisition?’

Despite Litera’s consolidation efforts, 
internal research and development is still 
alive and well at the company. Marwaha’s 
approach is to ‘look at our own 
innovations in the R&D pipeline and ask 
what customers want from us today and 
determine how long it is going to take 
us to deliver. If that seems like it’s a long 
way away, then we look at the market 
and ask: “are there really good, smart, 
innovative businesses out there that have 
really good customers, that already have 
good brand awareness?” Should we have 
that conversation and say: “together we 
can move faster because we have the 
customer base to take this on today?”’

‘I’d say we grow as a business organically 
20% on our ARR (annual recurring 
revenue),’ Marwaha says. ‘The acquisition 
side—we can’t bet on it. You can’t 
guarantee that you’re going to find 
companies that are willing to sell.’

Building on the Foundation
While Litera executives are not able to 
discuss their future acquisition plans, 
Marwaha believes that the company 
will continue to grow its offerings for 
the practice of law. ‘The one thing that 
I’m very clear on with our customers is 
that Litera’s not a big fan of dabbling in 
something,’ he says.

When the company enters a market, it 
looks to be a leader in that segment as 
quickly as possible. ‘A good example is 
transaction management,’ he says. ‘Within 
45 days of acquiring Doxly in August 
2019, we became the leader in that 
category in a place we weren’t playing in 
prior to that. Litigation is a space we’ve 

just invested in as of Q3 of 2020. That’s 
another area where a lot of opportunities 
exist in R&D innovation and acquisition. 
And in the document world there are still 
great ideas coming up. I would say all 
of our threads are available for our own 
innovation but, again to accelerate for the 
market, we don’t like dabbling in stuff, 
we really want to be seen as a brand that 
takes a thoughtful approach to become a 
leader in the category. So, if you ever see 
us broaden our story, you should quickly 
have confidence that we’re going to really 
dive in and have a clear vision and view 
of that space.’

Marhwaha is keenly aware that 2020 was 
a challenging year for many of Litera’s 
clients. ‘I think we got lucky,’ he says. ‘We 
didn’t stall last year, we kept growing, we 
kept investing in our business. I think 
when customers come back and look at 
us this year, they’ll see a brand new Litera 
that’s done a lot in the last nine months. 
We feel like we’re the brand that’s going 
to be one of the few that drives our 
industry forward.’

Joe Davis is the manager of knowledge 
management solutions for Davis Wright 
Tremaine. He has spent over 20 years 
in legal technology at law firms, in the 
corporate legal space, and at legaltech 
start-ups. He is a frequent speaker and 
author on a variety of legaltech topics, 
including artificial intelligence and 
enterprise content management. Prior 
to his IT career, Joe was a teacher, an 
entrepreneur and a DJ in a flea market. 
Follow him on Twitter at @josephpdavis 
or email him at joe@josephpdavis.com
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We feel like 
we’re the brand 
that’s going to 
be one of the 
few that drives 
our industry 
forward
Avaneesh Marwaha, 
chief executive officer, 
Litera
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