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Neither Open Text nor Interwoven 
will like my tabloid style headline 
but it signifies the start of a new 
era: from here we rekindle the 
verbal battle which has notoriously 
existed between the two foes.�  
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�   Whatever happened to THE GONK? http://en.wikipedia.org/wiki/Gonk 
 

The new kid on the 
Hummingbird block: 
Mark Portu, VP Open 
Text Legal Solutions. 
They are getting their 
“house in order” first 
and then plan an 
aggressive bid to open 
the purse strings of top 
100 law firms. 

 

 
Open Text v Interwoven:  
 
Ding ding, round two?  
 



 
  
 
 
 
 
 
 
 
 
 

Open Text is easily twice the financial size of Interwove n.  
It opened its doors for business in 1991 
For the quarter ended September 30, 2006, Opentext expects to report 
revenue between $99 million and $101 million. The Hummingbird. 
transaction was valued at approximately US$489 million. Nine of the top 
10 global law firms and 65 percent of AmLaw 100 firms now own these 
products (Hummingbird and Opentext). After acquiring Hummingbird 
they have a workforce of 3,500 people but plan to reduce this with a 
15% head-count redundancy programme. 
 
Interwoven has achieved their success in one decade   
Interwoven revenues for 2005 totaled $175 million. Interwoven 
customers include 9 of the top 10 global companies and 64 of the top 
100 US law firms. They started the company in 1995. 
 

__________________________________________________________________________
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These days in UK legal the 
facts speak for themselves: 
Interwoven on numbers 
has won the sales battle of 
the DM/ECM and Geoff 
Hornsby is officially a David 
Beckham “golden balls” 
style superstar. Even the 
president of Interwoven 
happily talks of his 
success.  

 

In an article I wrote some 
time ago for Citytech,  
Interwoven was winning the 
race for having been 
consistent in supporting 
legal, which can not be 
underestimated: good 
vendor relationships 
matter, as does 
consultancy and solid sales 
support.  
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Chewing the ECM cud  
 
Strangely there is still some 
confusion about the two 
competing DM/ECM 
companies in legal. Trying to 
get direct comparison’s on the 
two (or in fact others) isn’t 
always easy. 
 
Buying software is a worrying 
experience. No-one wants to 
make a mistake so 
confidence is something that 
software companies need to 
build, like governments 
campaigning for your vote. 
There are expensive teams of 
people ensuring you get lots 
of good news, have the right 
spin and people standing up 
to be counted 
(testimonials/case studies).  
 
Interwoven say:  look at our 
market share and look at our 
recent success in legal. They 
also say: Why did Simmons & 
Simmons drop Open Text in 
favour of Interwoven recently? 
 
Open Text say:  concentrate 
on the products - they will 
stand the test of time. Open 
Text has a 95% customer 
retention rate and positions 
itself against meatier players 
like IBM/ Filenet. 
 
I say:  The spin here is really 
about UK legal and Geoff 
Hornsby (Interwoven sales) 
who is definitely basking in 
the ECM sunshine. However 
all software needs replacing 
at some stage. Both 
companies will have to deliver 
consistent  products or the 
balance can shift either way. 
As Cathy Wallach, President 
at EncoreTech said in a 
Citytech interview: “the use of 
each software goes in waves 
of popularity.” Over time like 
stockmarkets, blips iron out.  
 

Ding dong, round two.  
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So, why the heck should 
we get involved with some 
more vendor DM/ECM 
hustle as Hummingbird 
turns into OpenText and 
they insist on tempting us 
with their slick software 
ways and interesting 
interfaces?  Well if you 
haven’t realised already, 
everything changes. Staff 
come and go, branding and 
websites look like dogs 
dinners after a couple of 
years and more and more 
organisations are in buyout 
mode: your boss today, 
may not be your boss 
tomorrow (so no point 
sucking up to them too 
much).  
 
In our modern day, which 
will undoubtedly look 
prehistoric in years to 

come, we must understand 
that software isn’t an 
heirloom to be handed 
down over generations. It’s 
a temporary state that 
provides excellence and 
good effort at that slot in 
time. The minute 
something new is 
developed like email 
replacing the phone call 
and fax replacing the telex, 
its time to march forward 
and listen to new stories. 
Making the most of your 
software and current 
purchases is fine but there 
is a point where you just 
have to say “telex go to that 
landfill site and create a 
hole in the ozone layer.” 
 
Whether you are looking at 
a DM/ECM purchase or not 
and many of you at the top 

OpenText pitch  
 
John Shackleton is President 
and CEO of Open Text.  He 
joined in 1998 and has a 
background that encompasses 
Oracle and Sybase and also on 
the management team of the first 
ever DM company Viewstar.  
 
Hot shot clients on board 
already:  “The merger of 
Hummingbird and Open Text has 
resulted in a leading independent 
ECM vendor that is one of the 
top three vendors in this rapidly 
consolidating market,” said Sue 
Hall, CTO, Baker & McKenzie 
and co-chair of Open Text Legal 
CIO Advisory Board. “This brings 
exciting possibilities for legal 
customers both in terms of 
products and services. I am 
looking forward to working with 
Open Text management to help 
deliver solutions that meet the 
needs of the legal market.” 
 
Open Text statistics : Open Text 
supports approximately 46,000 
customers and millions of users 
in 114 countries and 12 
languages.  For the quarter 
ended September 30, 2006, 
Open Text expect to report 
revenue between $99-101 
million.  
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Ding dong, round two 

www.citytechmag.com                                              

Mark Portu at Opentext says of the 
future of ECM: “More on more 
applications will merge and be built 
on top of each other. The main 
players will be IBM/Filenet, EMC/ 
Documentum and we are the third 
and already have 50% market share.” 
  

 
"Be Inspired!" at Summit 2007! 
 
Open Text Worldwide 
Conference and Tech Showcase 
Huntington Beach, California, 
USA February 11 - 14, 2007 
 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 

leaner, meaner, 
marketing machine, 
able to react on a dime 
and provide what you 
want. OpenText are 
going for 100% market 
share which is said to 
be a sure-fire way to 
win by ensuring you 
grab all customers 
before anyone else can. 
 
Speaking to Mark Portu, 
VP Open Text Legal 
Solutions, he 
hypnotises you with 
sensible, explanations. 
Its hard not to buy into 
his philosophy. Their 
reason for buying 
Hummingbird was 
simple he says “It 
brought two markets to 
us: government and 
legal. We realised the 
nuances in each vertical 
market were important 
and knew it was 
essential to have the 
particular expertise 
within. Acquiring this 
information, “allows us 
to translate products 
into useable software.”  
He also says that the fit 
was perfect in that  

end won’t be for a couple 
of years with so many 
new Interwoven sales on 
the books, there is an 
undisputed growth in the 
desire to have this type of 
software. Interwoven 
sales stats showed a 
25% increase in a recent 
quarter of completely 
fresh deals. Never been 
seen in legal before and 
not gravitated. That 
means that IT Directors 
are spending, if not at the 
top end then moving 
down a bit to mass-
market, mid tier and 
smaller firms. 
 
So there is lots of 
business sloshing around 
and some of you do need 
to know which way to 
turn. I’m afraid the 
answer is not easy. 
 
Current management 
thinking, says that 
organisations will have to 
shape up to face the 
future. Considering both 
OpenText and 
Interwoven, each have 
positioned themselves 
well. Interwoven is the 
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Magic Hornsby 
 
Geoff Hornsby 
Sales Director 
Interwoven 
 

Information hygiene 

Neil Araujo who runs Interwoven’s, VP of Legal Services Marketing says he sees Opentext as 
“a Swiss army knife, with multiple blades, tin openers and cork screws. You need it if you are 
going camping but perhaps not if just cooking a meal.” Of the best campaign he has ever run in 
legal he says  “switch to Interwoven” was the most effective. Of other marketers he praises 
‘Apple’  and Denton Wilde Sapte. He says “people just love Apple” and “Denton Wilde Sapte 
really got their message across – if you want this type of law, ring us.” He sees their success in 
clearly identifying what they are about.  
 

Interwoven sound bite  
 
Neil Araujo, VP Legal Services 
Marketing, Interwoven wrote the 
first few versions of the software. 
He says that the forward motion for 
Interwoven is to make the IT 
experience for lawyers/attorneys 
much simpler. 
 
He believes that customers don’t 
like being sold to and that you 
really only want to see them when 
your need arises and not before. 
He thinks that all vendors in this 
space have functionality, 
performance and stability but that 
Interwoven are better at 
performance and stability.  
 
He confirms the biggest change 
their industry ever saw was 
brought about by the email.  
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Open Text v Interwoven  

Hummingbird did well 
with Canada, Australia 
and UK government and 
Open Text did well with 
the US government. It 
seems for some time the 
Hummingbird customer 
share had been coveted 
in the Open Text camp. 
 
With twenty years in the 
business of document 
management he is not a 
revolving door person. 
Mark Portu has been with 
OpenText for seven years 
and a quick Google on 
him shows he has sorted 
out more than one or two 
mergers for OpenText.  
 
His approach is 
pragmatic. “Its going to 
take time to get our 

market; extraordinary 
development and support 
staff and focused 
management.  
 
Of the merger Mark Portu 
finishes “This merger will 
give customers real 
benefits as we go deeper 
into R&D. We are 
significantly larger now 
which will give us 
enormous leverage.”   
 
Interwoven of course, do 
not agree.  
 
Max Carnecchia is 
President at Interwoven 
and no-one can dispute 
that his eye for a hire and 
staff motivation must be top 
tier. With a background in 
electrical engineering he 

house in order but that is 
what we are concentrating 
on first.” He continues “Our 
responsibility now is to 
current customers and to 
make sure they are happy 
and are behind the 
direction we are taking. 
After that, when our install 
base is behind us, then we 
will be targeting new 
customers aggressively. 
We have world class 
support and developers to 
maintain market share and 
a 95% client retention rate.” 
 
I asked what he thought 
made a successful 
software company. He said 
it was a combination of 
things: Opportunity; being 
ready for opportunity; 
relentless focus on a 

Interwoven  
movers & shakers 
 
Max Carnecchia 
President (Far left picture) 
 
Ben Kiker 
Senior Vice President (Middle) 
 
Neil Araujo 
VP Legal Services Marketing (Right) 
 



 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 

 

 
has spent the last five or 
so years on the customer 
side of the business. It is 
obvious he is a gifted 
man manager: you don’t 
get rocketing sales with 
unhappy and de-
motivated staff.  
 
He is resolute in saying 
that “the customer drives 
everything.” He is closely 
in touch with his 
workforce and knows that 
their Gear Up conference 
doubled in size this year 
and that Geoff Hornsby is 
on a roll. I quiz Max 
Carnecchia about his 
average day and he says 
confidently that he 
spends “25% planning 
and 75% working with 
teams and keeping lines 
of communication open.” 
 
The next big thing for 
Interwoven in this space 
is the “corporate legal 
department.” As in-house 
counsel wise up to 
technology, Interwoven 
see an easy extension of 
their expertise into the 
notoriously ill equipped in 
house counsel territory.  

Ben Kiker is set to help 
this push, a new hire he 
sits as Senior Vice 
President controlling the 
marketing function. (Neil 
Araujo is in his team).  
 
His background 
encompasses a mortgage 
call centre and then 
substantial time in the 
CRM space. He takes his 
job very seriously and 
believes Interwoven have 
one of the strongest 
brands in legal.  
 
So Interwoven v Open 
Text? As you can see, I 
am not giving you much 
help, in fact firmly sitting 
on the fence. Interwoven 
say “look at our proven 
track record with legal”; 
Open Text say “We own 
Hummingbird and now 
Open Text in this space, 
things are going to get 
much more interesting.” 
 
Whatever happens, both 
sides agree that 
relationships are 
everything. Both are very 
keen to say that its all 
about the customer and 
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Equitrac the stats  
 

“Its all about information hygiene”. 
 
Neil Araujo, Interwoven  

seem prepared to bend 
over backwards to deliver 
software that suits you 
exactly.  
 
Its clear, Interwoven are 
sitting pretty. They already 
have deals in most of the 
key UK legal firms and now 
extending their client base 
into corporate legal 
consolidates this.  
 
Open Text are battling with 
a merger; making staff 
redundant and putting 
themselves up against 
Interwoven who are a 
proven, slick machine 
running at full speed. At 
best that looks a difficult 
place to be.  
 
So what does Mark Portu 
at OpenText think about his 
stiff competition? “I’d be 
surprised if Interwoven 
were still around in a few 
years time” he said.�  
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Vendor spotlight: TFB PLC  
 

From left to right: 
Simon Hill (TFB 
MD), Mark Garnish 
(Business 
Development 
Director) and 
Richard Higgs 
(National Sales 
Manager). 

Added value with TFB  PLC 
 
 
TFB launch digi-dashboard for their “Partners for Windows” case and 
practice management software. 
 

TFB have been around 
for quite a while, at least 
for as many years as I’ve 
been stomping around 
the big shows like Legal 
IT Islington. They are a 
stalwart vendor and well 
known by many clients 
and other vendors in the 
industry.  
 
What some of you may 
not know is that Simon 
Hill is very good fun, is 
always the first with any 
industry news and has a 
solid point of view, rather 
than rolling with the 
opinion of the moment. 
He is definitely worth 
knowing. 
 
I haven’t seen a demo on  
their Partners for 
Windows product but 
they have a deal with a 

The new TFB Digital 
Dashboard is available 
free of charge to all 
their clients with 
Partner for Windows 
2.27 and a current 
maintenance contract. 
 

The TFB management team 

telecoms provider called 
MoboTel to have their 
software available through 
the BlackBerry. MoboTel are 
notable because their client 
list includes Freshfields, 
DLA, Mayer Brown and lots 
more corporates like Carlton 
TV.  TFB are also offering a 
free, quite posh looking digi-
dashboard for pertinent 
management stats  (if you 
have their software and a 
maintenance contract) which 
you can see bottom right.  
 
In their sales pitch TFB liken 
their digi dashboard to the 
dash of a car and say it 
enables quick-look 
management checks for 
business finances.  
 
Their main offices are in 
Manchester and Glasgow 
but they also have offices in 

Fareham, Belfast in Ireland 
and Auckland in New 
Zealand so are spread 
nicely around the globe.  
TFB have been selling 
software for twenty eight 
years and have four hundred 
clients.   
 
Contact Sarah Cox to see the 
digital dashboard pdf. 
Sarah.Cox@tfbplc.co.uk 
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Capital Capture 
 
Litigation Support Bureau 
 
 
Churchill House,  
142-146 Old Street, 
London  
EC1V 9BW 
 
Phone:  
+44 (0)20 7314 7700 
Fax:  
+44 (0)20 7314 7777 
 
Email: 
information@capitalcapture.com 
 
Website: 
www.capitalcapture.com 
 

Citytech is a weekly 
newsletter published by 
JPC. It reaches 2,000 IT 
director and vendor 
desktops each week and 
costs £500 +vat/$1,000 
per year for vendors. It is 
free for law firms.  
�

Hot off the 
tech-press  

 
�  Fujitsu Siemens Computers 
launches the LIFEBOOK T4215 with 
embedded UMTS . Powered by the new 
Intel® Centrino® Duo Mobile 
Technology, the LIFEBOOK T4215 is 
wireless, lightweight, fully featured 
notebook and Tablet PC. It has a screen 
that can be rotated 360 degrees and 
users can take hand written notes on the 
unit with the active digitizer capability. 
Additional connectivity features include: 
WLAN, IrDA, and Bluetooth. It is 
available now with prices from around 
£1249 (ex. VAT). 
 
� Datamonitor.com says Hewlett-
Packard is once again king of the 
worldwide PC market. HP has beaten 
rival to gain the position it lost in 2003 as 
the worlds leading PC provider. HP 
shipped 9.831 million PCs globally 
compared to 9.803 million shipped by 
Dell.  
 
�  Another Record Year at Eclipse 
Legal Systems. For the year ending 
June 2006, Eclipse recorded a turnover 
of £3.2 million with profits exceeding £1/2 
million. Eclipse now have 50 staff and 
boasts over 300 client firms. Eclipse 
Marketing Manager, Darren Gower, 
comments on the firm’s success: 
“We have experienced unswerving and 
ever-increasing demand for our 
Proclaim® case management solution.  
This shows no sign of abating – our 
active, consistent promotion of 
Proclaim®’s strengths has long been 
paying dividends, and our order book for 
the next 12-18 months is looking enviably 
strong.” 
 
�  Its all kicking off in Scandinavia. 
Metastorm have a new distribution 
partner called Component Software to 
provide Metastorm BPM software & 
services to organisations in Sweden. Neil 
Berry is Metastorm, Sales Director for the 
region. 
 

Mark -teching again  
 
In a bid to make you Gartner 
style generalists and super 
business bright, I am mixing 
up Citytech with other stuff 
that should help you do 
your job better. So here you 
go: Alumni-up your website 
and get more client 
business….but you need 
Thomson Elite business 
development to do it.  
 
Thomson Elite say that only 
15% of law firms in the UK 
have Alumni listed as an area 
on their website for staff who 
exit to refer back to. Why 
should you bother or care? 
Well bigger corporates do and 
see this as a way to keep a 
developing executive 
interested in the firm they are 
exiting and to maintain 
relationships with 
lawyers/attorneys who end up 
in corporate counsel roles. If 
law firms get tons of business 
from in-house counsel, 
Thomson Elite say it makes 
sense to keep in with staff 
who are leaving for those and 
other kinds of roles. They say  
that its important not to be 
wishy washy with your offering 
and to provide interesting 
opportunities to meet the rest 
of your clients, ex employees 
and current ones to keep 
interest and knock on referrals 
and good publicity high.  
 
Editors note: 
  
A more interesting statistic on 
their press release was their 
incredible financial size of 
£8.4 billion revenue in 2005 
and 40,500 employees. Put in 
the context of my feature 
article on Opentext and 
Interwoven (who have a few 
hundred million a year 
between them), the power of 
Thomson Elite is immense. 
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Win stuff: tech competition.  
 

If you’re a fan of digital 
dictation, then give this 
Citytech competition a go. 
We’ve teamed up with our 
friends at Grundig Business 
Systems to offer you the 
chance of winning the Rolls 
Royce of digital dictation kits, 
the new DigtaConference Set. 
Not only do you get a natty 
leather case to keep all your 
bits in but you also get 
everything you will ever need 
for smooth dictating in the 
office or on the move.  
 
There’s the power user’s 
favourite handheld recorder, 
the Digta 4015 DS Classic 
with its 64MB internal 
memory providing nearly ten 

hours of talk time; also 
supplied is an additional 
DigtaCard 64MB memory 
card to give a further ten 
hours. Directory-based 
storage with up to seven 
subject folders makes for 
quick and easy file 
organisation, processing and 
archiving. 
 
Other goodies include the 
plug-in T-shaped 
DigtaConfMic 945 
microphone, specially 
designed for optimum pick-up 
in conference or smaller 
meeting environments. Plus 
there’s an ultra short USB 
traveller cable for file transfer, 
extra battery set for extended 
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operation and GBS’s own user 
friendly DigtaMobile PC 
software. 
For more information on this 
and other GBS digital dictation 
products, please visit. 
www.grundig-gbs.com 
 
To win the prize pictured above 
just answer this  question  
 
"Which two GBS digital dictation 
machines are available with the 
option of PIN number style 
password protection?"  
 
Clue: The answer is on the 
website listed above.  
Respond with answers to: 
sarah@networkjabber.com 
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Citytech one year old last week!  
 

 
Citytech skidded into its one year birthday last we ek and celebrated in fine style at the 
Mandeville Hotel in W1. Pink and green were the the me colours and guests arrived from all 
over the globe. Citytech visitors included CaseLogi stix all the way over from Nashville, USA. 
Big firms were represented with head of IT and lega l department guests from Lovells, DLA, 
Boodle Hatfield, Lawrence Graham, Withers and Baker  & McKenzie. Bankers came from 
Barclays, Alliance Bernstein, Close Brothers, Switz erland and Unigestion.  
 
Enough pink champers was drunk to sink a ship and a fter the party wound down about 
10.30pm, it was off to the DeVille Bar in the Mande ville for lots more fizz. The evening ended 
up in Mortons in Mayfair with everyone nursing sore  heads the next day.    
 
 

Happy Birthday Citytech – 1 year old    
October 19 th 2006 
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Lifestyle: Where to stay for LegalTech New York  
 

www.citytechmag.com                                            
 

Just as you ramp 
up ready for 
LegalTech New 
York have a look at 
The Kimberly Hotel 
nestling just by the 
Waldorf Astoria on 
50th in mid town. In 
between Lexington 
and 3 rd it offers 
large suite style 
rooms some with 
garden terraces 
and outside space.  
 
You get mini bars, 
HBO on your TV 
and meetings are 
all a walk away. 
You are one block 
from Park Avenue 
where all the major 
banks like UBS and 
Deutsche sit.   

The Kimberly Hotel  

You’ve all stayed in stinky hotel rooms over 
LegalTech New York so make your New Years 
resolution early this year and plan ahead. 
Planning gets better rates, better rooms and a 
much nicer stay.  
 
I just popped to NYC for a two day trip and stayed 
at The Kimberly which is very centrally located on 
50th between Lex and 3 rd.  
 
Its not the shiniest, its not the trendiest but you  
get heaps of space in your room. The street it sits  
on are suite hotels with mini kitchens and mini 
bars, full on room service (I had a pure-play 
hangover breakfast of three poached eggs, with 
sausages for around $15 delivered to my room).  
 
In terms of techy stuff you are wirelessed up 
here, just click your laptop on and voila you are 
websurfing. Taxis are not a problem and its kind 
of weird to be so central, equivalent to West End 
that you rarely need a taxi. If you do its for a sh ort 
hop to the Hudson Hotel to visit the Sky Bar or 
down to the Ganesvoort to slurp Pom-tini’s on 
the penthouse bar level with garden seats, 
hedges, a pool and views of the Hudson river.  

 
BOOK your hotel 
rooms through Vicky 
Metcalfe at ProTravel 
Inc  who got 
recommended to me 
by one of the New 
York law firm 
managing partners. 
Vicky will get you a 
seriously discounted 
room rate on any hotel 
in New York City.  
Vicky organised me a 
to two day stay at the 
Kimerly for $295 + tax 
a night which is way 
less than rack rate. 
 
VickyM@Protravelinc.com 
 
www.protravelinc.com 
 

 
www.kimberlyhotel.com 
 


