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[00:00:01] Speaker 1: Picture this, a federal evidence case, over 400 hours of recorded material, depositions, witness interviews, 911 call logs. A mid-sized firm passes on it, not enough bandwidth. A solo practitioner takes it, one attorney, no associates, no paralegals, and she wins. And she billed the client less than the firm that said no. This is not a feel-good exception. This is a pattern, and it's accelerating. For most of legal history, the math of law firm size was quite simple. Complex litigation meant volume. Volume meant you needed bodies. Associates to review discovery, paralegals to manage exhibits, whole teams coordinating depositions. A solo practitioner competed on price and relationships, but they had a hard ceiling on what they could take on. Well, that ceiling's gone. Here's the structural advantage that small and solo practitioners have right now. And it's not the one most people point to. It's not that they're more tech-savvy. It's that they can move. A solo attorney can evaluate a new tool on Monday, integrate it into her workflow by Wednesday, and bill differently by Friday. No IT security review. No partnership committee approval. No 18-month rollout plan. No one to convince. What a concept. The same decision that takes a large firm a whole calendar year takes a solo practitioner a Tuesday afternoon. Big Law's infrastructure, the systems, the processes, the approval chains, was built for a different era. It was built when standardization was protection. Now it's just a lot of meetings about software. What AI tools are actually doing for solo and small firm attorneys isn't theoretical. It's specific. One attorney using AI-assisted evidence review cut her review time by 94%. You heard that right. To put that into concrete terms, work that previously required a small team, she now handles alone. Witness interviews that would have taken days to manually cross-reference. Surface contradictions in minutes. Evidence that once required a full discovery team runs through transcription and indexing overnight. The volume that used to require scale, AI just made it manageable for one person. That's not an efficiency gain. That's a structural shift in what one attorney can take on. Now listen. This is not the first time leverage has shifted like this in law. The photocopier made document production accessible to solo practitioners who couldn't afford copy services. Westlaw and LexisNexis democratized legal research for attorneys who had no research department. Electronic filing let solo attorneys compete in jurisdictions where the logistics of paper filing had always favored the established firms with staff to manage it. Every single time, large firms eventually caught up. But the window, the window where small practitioners had a structural first mover advantage, that window changed who got clients. It changed which firms made it through the decade. It even reshaped the industry before the big players put together a task force to look into it. We're in that window right now. Here's what this means for larger firms. And it requires some honesty. The brand still matters. Institutional relationships still matter. Work that genuinely requires a large team. Complex multi-party litigation. Massive regulatory proceedings. Global corporate matters. Those still require scale, and that's not going away. But the moat that came from sheer capacity, from being able to handle volume that a solo practitioner simply couldn't touch, that moat is narrower than it was five years ago. And it's getting even narrower. The attorneys who have figured this out aren't advertising it. The solo practitioner who won that federal evidence case didn't publish a case study. She just started winning work that should have gone to someone bigger. And that's how these shifts move, quietly, at the margins, until suddenly it's everywhere. Get this. 40% of all law firms in the United States are one person. If even a fraction of them are operating with this kind of AI-assisted leverage, the competitive landscape for midsize regional firms looks meaningfully different than it did at the start of this decade. The legal industry has spent three years asking whether AI is coming for law. The more interesting question is, which law gets to first? My read? It's not the Amlaw 100, and it's not the smallest clients. It's the comfortable middle, midsize regional firms that grew on capacity advantages that no longer mean what they used to. That's all for this episode, but if you're a solo or small firm attorney who has made this shift, or even a big law partner who thinks this threat is overblown, let me hear your comments down below. Thanks for watching.
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