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Background of HMMA and 
HMMA’s Legal Department

• Hyundai’s first U.S. manufacturing facility

• Started vehicle production in 2005

• Employs 3,000+ employees and has capacity to  produce 
approximately 400,000 Sonata and Elantra vehicles per year 

• The Legal Department consists of 5 attorneys and 3 support staff 



2002 Today 

Start-Up Challenges



Start-Up Challenges
• As a start-up company, HMMA had to quickly establish legal 

systems and controls from scratch with limited resources

• The Legal Department also faced language barriers due to working 
in a multi-cultural environment 

• During the start-up phase, the Legal Department had no organized 
system for:

– Providing legal assistance

– Contract management

– Litigation management

– Training
– Key Performance Indicators



Development of ELM

• In 2010, the Legal Department collaborated with 
HMMA’s IT Department and AutoEver-Korea to create 
the Electronic Legal Management (ELM) online program 

• ELM underwent updates and improvements between 
2010 and 2013



Value Results from Technology 
• Legal Assistance 

– Other departments submit an electronic request 
for legal assistance

– The request is routed to HMMA’s General Counsel 
to assign to the appropriate in-house attorney or 
outside counsel

– The attorney enters the response into ELM and 
the system forwards the response to the 
requesting department



Legal Assistance 
• Old Request to 

Review Contracts
Paper Form 



Legal Assistance 



Value Results: Legal Assistance

Projected



Contract Management 
• ELM’s contract management system gives the Legal 

Department the ability to review, store, and search for 
contracts electronically

• ELM has a contract expiration tracking feature that 
notifies departments via e-mail the dates when contracts 
will expire



Value Results: Contracts

?



Contract Management



Litigation Management
• ELM consolidates all litigation information 

electronically for retrieval and review

• The Legal Department uses ELM during 
monthly litigation status meetings

15



Litigation Management 



Litigation Management



Training
• All training videos are posted on ELM

• Employees can review training at their 
convenience

• ELM tracks which employees have completed 
required training



Training 



Training 



Key Performance Indicators 
• Technology can allow a Legal Department to quickly report 

various performance indicators to demonstrate value 

– KPI Summary

– Requests for Legal Services

– Missing Contracts

– Litigation

– Training Hours

– Outside Counsel Fees



Questions?



Funnel Approach to 
Contract Management

Rafik Bawa
Associate General Counsel

eBay



San Jose

Salt Lake

India COE

A “Funnel” Approach to Contract Allocations

The “Funnel 
Approach” involves 
leveraging lower 
cost jurisdictions, 
adopting processes 
empowered by 
technology, and 
taking more risk”

Self Service
• Routine SOWs
• Templates from Legal
• Hotel/Event Planning

Up to $1million
• SOWs under existing MSA
• Orders under existing terms

• High $ Value
• Med-High Complexity

• Escalations
• Highly Specialized Vendor 

Deals

Contract 
Request



QUESTIONS?
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EMBRAER: A GLOBAL COMPANY HEADQUARTERED IN BRAZIL



Our Journey: Who we are

Embraer S.A.
(NYSE: ERJ; BM&FBOVESPA: EMBR3)

Our business:
- Commercial Aviation  
- Executive Jets
- Defense and Security
- Agricutural Aviation
- Systems (development and integration)
- Customer support and services

Global Presence: 
-Brazil, US, France, UK, Portugal, China, UAE, 
Singapore, Mexico

- More than 5.000 aircraft delivered worldwide

- 19.278 employees worldwide

Legal Department

 Embraer’s Legal Department:
- 40 employees (32 attorneys)

- Based in Brazil and US

- Support to all business



Today

- Annual budget forecast (2013)
Reduced to 1,2% below forecast

- Compliance Deadline
(legal revision – contract)
2013 – 98%

-Legal Department Turn Around Time
(Contract Negotiation Cycle)

Reduced to 18,3% of the time with Legal

- Standard Documents
196 documents
- Improved ratio of standard/non-standard  
contracts – 45/55 (2013)

Our Results

Yesterday

-Annual budget forecast (2009) 
32% above forecast

- Compliance Deadline 
(legal revision - contract)
2009 – 72% 

-Legal Department Turn Around Time 
(Contract Negotiation Cycle)
28,6% of the time with Legal

-Standard documents
120 standard documents
- Improved ratio of standard/non-standard 
contracts – 39/61 (2012)



P3E - Embraer Entrepreneurial Excellence Program

Based on Lean Philosophy

4 PILLARS SUSTAIN P3E

THE DEVELOPMENT OF EMBRAER
ORGANIZATIONAL CULTURE

THE DEVELOPMENT OF THE PEOPLE

THE CONTINUOUS FORMATION OF THE 
LEADERSHIP AND THEIR MANAGEMENT SKILLS

THE PURSUIT OF EXCELLENCE AND EFFICIENCY 
IN ALL PROCESSES OF THE COMPANY



 Working Without Precedents - Translating the P3E concepts and
requirements originally designed for the production line to an
office/legal activity standpoint.

 Building Support – Ensuring engagement and support from the legal
team.

 Working with little to none additional resources – Developing tools
and procedures for the legal department with existing resources.

 Prove to the world you got it - Showing understanding of
requirements and bringing results.

The Journey: Challenges



LEGAL

 DIVIDE TO CONQUER – Designated one leader (associate or assistant GC) working with different groups
to manage implementation (cross functional teams of lawyers and staff). Technical support from shared
company’s specialist.

 INVOLVEMENT OF ALL MEMBERS – Disseminated lean and excellence culture within Legal. Added 
specific P3E objective to each inidividual action plan. 

 TONE FROM THE TOP – Regular reports to Legal’s leadership. Full GC support. 

OUR CLIENTS

 LISTEN (CAREFULLY) TO YOUR CLIENTS (CTQs + MFA) – Interviewed clients to understand what they
identified as critical to the quality of our services. Continuous improvement of metrics. Reavaluated what is
important.

TOOLS

 KEY PERFORMANCE INDICATOR (KPI) –What is critical to the quality of the legal services? Defined the
key indicators to measure the performance of the most recurrent legal services provided.

 VALUE STREAM MAPPING (VSM) - What are/were the major gaps in the process that are necessary to
correct?

 KAIZEN – Used strucutured tools to redesign existing processes more efficiently

The Journey: Our Strategy



Our Products and Special Projects
Our Products: - Non-Standard Agreements (APA / ETEP)

- Master (APA / FPY)
- Legal Opinion (APA / FPY)
- Litigation (APA)
- Corporate Documents– Power of Attorney + Minutes (APAp / APAa)

 Engagement and relationship with law firms - reduction of 10% in legal expenditure
 standard engagement procedures
 legal opinion database
 law firm database

 Lessons Learned (Litigation) - 100% of all unfavorable court decisions generate improvements

to internal processes
 communicating with our internal clients more effectively and avoiding future legal costs

 Standard Contract Forms and Negotiations (Master / Non-Standard Agreements) - reduction of 
30% in cycle-time in contract negotiation

 web-based system that allows Legal and clients to work together through all stages of a contract 
(USD 400,000 cost of updating the system)

 simplify standard forms and improved instructions to clients reducing attorney-hour





Questions?


