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By Gabriel Buigas’ own de-

scription, he has been in the 

legal transformation space a 

long time. Possibly before “legal 

transformation” was really even 

a thing.

Integreon’s new executive vice 

president of its contracts, com-

pliance and commercial services 

business unit first spent almost 

20 years in-house, overseeing 

legal strategy and operations 

for Hewlett-Packard (HP). From 

there, he switched over to the 

service provider side, occupying 

the role executive vice president 

of digital contracts and commer-

cial solutions at UnitedLex.

Buigas joins Integreon less 

than a year after the company 

was acquired by private equity 

firm EagleTree Capital and while 

many corporate legal depart-

ments are still in varying degrees 

of digital transformation.

Below, Buigas talks with Le-

galtech News about the evolution 

of legal outsourcing, why in-

house teams are struggling to get 

a handle on tools like CLM, and 

why he believes that the next 

frontier is data.

This conversation has been ed-

ited for length and clarity.

Legaltech News: What drew 

you to Integreon?

Gabriel Buigas: Integreon in-

trigued me for a number of rea-

sons. … They’ve got a new pri-

vate equity investor in EagleTree 

that is really interested in the 

space. It’s new money and so the 

planning cycle is longer in terms 

of the things you can do and in-

troduce, so that excites me as 

well. And it’s a platform, which 

I’m also a big fan of.

How have you seen legal 

departments’ approach to 

legal services transformation 

change over the course of 

your career?

I remember doing my first out-

sourcing from a client perspective 

in 2006 and it was heresy— ‘Oh 

my God, you’re violating attor-

ney-client privilege and giving 

away the corporate secrets.’ And 

it was all false concerns about it. 

But it was incredibly controver-

sial in 2006. It’s no longer con-

troversial to do it. It’s just a mat-

ter of what makes sense to do it 

and the adoption rate and scale 

and all of those other things. But 
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people are embracing [transfor-

mation]. 

I think there’s a greater un-

derstanding that the legal func-

tion and the role of the GC has 

changed, right? People want to 

become more trusted advisors. 

They want to provide a greater 

influence than just purely le-

gal. They want to be involved in 

strategy, and to do that you have 

to create the bandwidth. So peo-

ple are more willing to ensure 

that they have the time to do that 

by maybe bifurcating what they 

do internally and what they send 

outside, to let’s say an alternative 

legal service provider…

One of the manifestations 

we’ve seen in the industry, right, 

is just the explosion of legal op-

erations. When I managed legal 

strategy and operations, that was 

a rare thing back then. Now it’s 

not unusual to find the legal op-

erations person be the second 

or third person hired by an in-

house legal department.  

Where are we continuing to 

see organizations struggle 

most heavily with their CLM 

tool implementation?

The world is littered with failed 

CLM implementations—some 

that I’ve been a part of in my 

own in-house career. I think that 

the first is expectations of what 

the tool is supposed to solve for, 

because even with a lot of the 

money and development that 

has gone into CLMs and the im-

provements in CLMs, there isn’t 

the perfect CLM tool. … So make 

sure that it’s relevant and you’ve 

identified the right use cases for 

what the tool’s capabilities are. 

And then it’s a huge change 

management challenge that peo-

ple have to embrace and tackle, 

because if you don’t overcome 

the resistance to change, that’s 

where most tools fail. … To get 

over the change curve is going 

to take a while, but management 

needs to be invested in making 

sure people use the tool. And 

contracts are a perfect example. 

When I do your yearly review, if 

you don’t have any contracts en-

tered into the tool, then I don’t 

believe you did any work. And 

you don’t have to go that draco-

nian. If management is paying at-

tention, then people will start to 

do things. 

We saw interest in CLM tools 

really heat up during the early 

days of the pandemic. Is that 

going to level off anytime 

soon?

I think like anything else you’ll 

see a maturing of the industry. 

And I think maybe the next thing 

you are going to see is more con-

solidation and ultimately a few 

less players, because the market 

can only support so many CLM 

tools and there’s a lot of them on 

the market right now. I think the 

last time I checked there was over 

50? It’s a lot and what you’re see-

ing in the marketplace right now 

is a little bit of, ‘who wins this?’ Is 

it best-in-breed CLM or is it plat-

form plays? Because you look at 

the DocuSigns of the world, you 

look at the Mitratechs, you look 

at the Onits—they are all trying 

to build platforms. …

Do people want one-stop shop-

ping and you have one place that 

provides you all these things? 

Maybe. It depends on how well 

you integrate all of the different 

functionalities. That’s always the 

trick and whether people want 

to buy platforms or if they still 

[a] prefer best-in-breed, focused 

functionality kind of a thing. 

What do you think is the next 

frontier in terms of legal de-

partments’ transformation?

Data. I think that we’re mov-

ing toward data and the people 

who can really harness and use 

data to drive business decision-

making and solutions, better risk 

management. … It’s really hav-

ing great visibility to everything 

that is going on and being able 

to anticipate problems and pre-

vent problems or just drive bet-

ter outcomes. Because really to 

me, when you think about what’s 

digital transformation from a le-

gal department perspective, to 

me digital transformation is a lot 

about better, more effective ways 

of doing things with a client-effi-

cient focus. 

Originally published on Legaltech News. Reprinted with permission from the November 4, 2021 edition of Legaltech News. © 2021 ALM Media Properties, LLC. All rights reserved.  
Further duplication without permission is prohibited. For information, contact 877-256-2472 or reprints@alm.com. # LTN-11052021-525742


