


credit management group of Zions Bank in Salt Lake City, hiring firms beyond his local stable used to be "a 
torment." He'd find himself cold-calling distant firms, trying to guess their size and talent pools, while they were 
trying to figure out "who the heck this Zions Bank was," he laughs. It was assumed that each job would be a one-
off, so "we paid top price for everything," he complains. And firms rarely treated Zions as a priority.  

Sometimes he asked firms he liked to work outside their normal market, but that was costly and cumbersome. He 
stumbled on a better approach when he asked his go-to firm in Orlando to recommend a lawyer in Arkansas. That's 
how he learned that his Florida lawyers were part of a network he'd never heard of. Now Meritas firms handle at 
least 75 percent of the work Zions sends out, Pugh says. The network was exactly what he needed. Before he calls a 
new firm, "I know that Meritas has already checked them out." He estimates that Zions saves 20 percent to 25 
percent compared to its pre-Meritas billings.  

Today, about 6,500 lawyers are affiliated with Meritas. The network is evenly split between U.S. and international 
firms. The largest boast more than 200 lawyers; the smallest as few as 30. Most tend to be in the 35 to 50 range. 
They pay annual membership dues that run from thousands to tens of thousands of dollars, depending on location 
and size.  

One challenge Meritas faces is weak name recognition. It's not nearly as well known as rival Lex Mundi, which has a 
similar number of firms but three times as many lawyers and a global footprint that touches 100 countries. The 
Meritas headquarters in Minneapolis has marketed more aggressively in recent years, taking booths at conferences, 
and even sending staff to pitch companies directly.  

They seem to be making progress. Paul Marcela first heard of Meritas at a legal conference seven years ago. An 
assistant GC at Dow Corning Corp. at the time, Marcela struck up a conversation with the marketing director, and 
was asked to join an advisory board that helps firms understand what law departments are looking for. A couple of 
years later he began hiring Meritas firms himself. He expects he will continue to use them after he takes over as GC 
of The Traxis Group B V (a subsidiary of Cerberus Capital Management, LP) in September.  

Meritas may be making inroads, but its law firms may need to pitch in. "No one hires Meritas," observes Brad 
Hildebrandt, founder of the consulting agency that bears his name. "They hire the law firms." But if firms don't 
highlight the affiliation, he points out, no one may know it exists.  

All the same, business is humming. From February through April, Meritas reports, firms received a 16.5 percent 
uptick in referrals, compared to the previous three months. "I would say they are not well known to my peers," 
Pugh says of Meritas firms. "But growing," he adds. "I think the word is getting out."  
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