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MOBILITY INITIATIVE

A lawyer meets with a client to discuss legal options for a 

proceeding. Having little time to meet, she chooses to take 

only one of her heavy law books and leaves the rest behind. 

Upon discussion, there’s a need to reference a specific law, 

but the lawyer isn’t able to find it in a timely manner without 

all of her books. As a result, the lawyer shows up to the 

client’s hearing unprepared. 

When people think of lawyers, they often picture someone 

searching through a large stack of books. But picture this in 

a paperless form. With the use of mobile devices in the 

workplace, lawyers can communicate with clients and 

partners, and reference specific laws without having to lug 

around heavy books. This shift toward being mobile enables 

lawyers to fact-check all laws and communicate the most 

informed and real-time legal advice. A mobile model for law 

represents a more innovative legal practice – one 

empowered to harness the demands of the 21st century 

and beyond. Being able to carry all resources on a mobile 

device means lawyers can be more thorough with their 

research, and more available to clients in need.

$2,100 MONTHLY SAVINGS EMPOWER 
LAW PRACTICE FOR THE MODERN AGE

Massive law firm uses mobility to increase productivity and save on operational costs

ABOUT THE CUSTOMER

The customer is a law firm with over 100 years of 

experience and 7 locations across the US. 

Practicing a wide array of law types, the firm’s 

clients include Fortune 500 companies, start-ups, 

government departments, and educational 

organizations. Ready to meet any client’s needs, 

they have over 300 lawyers and 40 

paraprofessionals.

CHALLENGES

The customer’s mobility program was 

desperately in need of help. They had no oversight 

into who was using what device, and, consequently, 

no visibility into how much they were paying for 

mobility. Since the firm had a small IT department, 

they couldn’t efficiently handle their mobility needs 

in-house while also staying within their budget. 

Mobility was a critical component to the firm’s 

ability to deliver services, which meant they 

desperately needed better procurement, visibility 

of inventory, and control of devices. 

Thus, they began searching for an optimized solution. 

Before coming to MOBI, the customer spoke with another 

Managed Mobility Services (MMS) provider, but were 

turned off by the company’s arrogant, unprofessional 

demeanor and high turnover rate. It was their Mobile Iron 

representative who introduced them to MOBI. At last, 

they found the welcoming and efficient culture they were 

looking for, and – best of all – an MMS provider with the 

ability to meet their needs. 

SOLUTION

MOBI built an incredible cost-savings package that 

surpassed the customer’s expectations. The onboard 

process took only 45 days and everything was up and 

running in 6-8 months. With 370 active corporate-liable 

lines, 335 of them being smartphones, the MOBI Portal 

was tailored for admin-only access to manage all inventory 

and expense management. This solution included the 

ability to place all orders of smartphones, tablets and data 

cards through the portal so that devices were shipped 

directly from the carriers.

 

When the customer first came to MOBI, $25 monthly 

savings per device was found. This surprised them. 

They realized that, with this amount of savings, they

 could procure their Mobile Iron license through MOBI 

for an all-in-one package. And that’s exactly what they 

did. In other words, MOBI’s solution paid for itself.

  

Since then, the customer has taken MOBI’s expense 

management recommendations every month, and as a 

result they’ve averaged over $2,100 in savings per month. 

In a single month, they even saw $7,300 in savings.
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