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Years into the partnership between DBL Law and Emerge, Out of the Server Room, Into the Cloud
Eric Hunter knows what makes it work. One of the early major initiatives moved DBL Law’s server
infrastructure into Emerge’s private cloud. The migration
Hunter, Chief Information Officer at DBL Law, started the aligned with where the wider legal industry was headed.
relationship with a single project, a network assessment ILTA’s 2025 Technology Survey, which gathered input
and security evaluation, that quickly developed into on- from 580 firms representing more than 152,000 attorneys,
going co-managed services. Today, Emerge supports DBL found that many firms now migrate to cloud solutions
Law across infrastructure, help desk operations, security, with every system upgrade.
hardware lifecycle, and strategic planning. Hunter calls
the result the “Emerge has my back feeling.” Matt Caudill, For DBL Law, the move brought tighter integration of core
Hunter’s Account Manager at Emerge, calls it “the way a operations. Emerge handles backups, runs restoration
true, productive partnership is supposed to work.” tests on aregular schedule, and maintains disaster-re-
covery readiness. As a result, DBL Law has an even more
The relationship reflects how mid-sized law firms now resilient platform and an operational rhythm that match-
approach technology. Clients expect enterprise-grade es how its team works today.
security and reliability from every firm they hire, regard-
less of size. The Help Desk, Personally Delivered
Another initiative tackled a familiar challenge for IT lead-
A Recommendation That Carried Weight ers at firms this size: help desk turnover. In anin-house IT
Hunter learned about Emerge from a trusted industry shop with only a handful of seats, there is little room for
contact whose recommendations are sparing and con- vertical growth. Technicians typically stay for two or three
sidered. The first engagement was modest by design. The years, build institutional knowledge, then move on to their
current scope of the relationship reflects the cumulative next opportunity. Rebuilding that depth with every new
trust built one initiative at a time. hire takes a toll on the team and on service quality.
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Outsourcing the help desk to Emerge solved the turnover
challenge. What Hunter appreciated most was the way
Emerge onboarded the relationship. Hunter satin on team
stand-ups, met technicians face to face, and built rapport
with the people answering DBL Law’s tickets. Michael
Denato, Emerge’s Service Desk Manager, made sure the
door stayed open in both directions.

“Everybody on the Emerge team has no problem reaching
out to me and asking questions or offering new insights,”
Hunter says. “They’re always eager to help, consistently
well-informed, and hungry to know even more. Those
traits matter.”

That same culture extends to the on-site presence.
Lane Aylor, a System Engineer at Emerge and DBL
Law’s on-site technician, spends roughly 12 to 15
hours a week at the firm. He intercepts walk-up ques-
tions from attorneys, handles tickets that benefit from
a pair of hands on the floor, and gives Hunter another
colleague to think out loud with about everything from
ticket triage to longer-term strategies.

A Security Operation Built Together

The depth of the partnership shows up most clearly in se-
curity. Hunter and Emerge have built layered protections
that operate continuously and adapt as client expecta-
tions and the broader threat landscape evolve.

“There’s a steady drumbeat of small interactions that add
up to a strong security posture,” Hunter says.

That two-way flow is by design. Emerge’s Endpoint De-
tection and Response (EDR) and Managed Detection and
Response (MDR) tools run around the clock, and analysts
escalate anomalies to Hunter in near real time. When
something looks unusual, Hunter hears about it immedi-
ately, with context and any required action items.

DBL Law’s clients increasingly request detailed security
audits, and producing audit documentation is now part of
the routine. Hunter can provide evidence of controls and
consistently meet client deadlines, positioning DBL Law
as avalued, secure partner. For a firm whose reputation
has been built over seven decades of trusted counsel,
that operational maturity is a meaningful differentiator.

More CISO Than CIO

In aworld where law firm clients increasingly expect
enterprise-grade security from mid-sized firms, the tra-
ditional CIO title has started to feel almost quaint. Hunter

“As a law office, data security,
uptime, and compliance are
non-negotiable, and Emerge
has delivered on all fronts. ”

— Jay Bley, CEO, DBL Law

calls himself “closer to a CISO than a CIO,”
and he is careful to note that a security-first orientation is
not the same as reflexive gatekeeping.

“With security, | can’t be a ‘no man,’” he says. “If ’'m just
saying no all the time, then I’m also preventing our users
from being able to push their product out. The way a law
firm works, each attorney is their own business.”

Saying yes responsibly requires a partner who under-
stands both sides. “Alaw firm isn’t a manufacturing floor,
and we don’t treat it like one,” Caudill says. “Our job is

to help Eric make technology invisible enough that the
lawyers can focus on their important work, knowing that
their T isin great hands.”

A Partnership Built on Conversation and Collaboration
Ask Hunter how he handles the demands of his role, and
he opens with a joke about a dartboard in his office,
where the villain of the day goes up for target practice.
Then he gets serious.

“Having those open lines of communication really helps
me manage that stress, in terms of knowing that I’'m not
alonein this,” he says. “There’s constant communication,
which is a big, big part of the interaction with Emerge that
I truly appreciate and value.”

Caudill, who leads the day-to-day account relationship
with Hunter, sees it the same way. “Eric is one of the
sharpest IT leaders in the region, and he’s open-eyed
about the challenges every law firm faces,” Caudill
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says. “Our role is to think alongside him. Often when
a situation arises, we’ve already worked through that
scenario together.”

That collaborative approach shows up in strategic plan-
ning, too. Regular roadmapping and budget sessions
help DBL Law align IT strategy with business objectives,
allocate resources well, and adapt to changing opera-
tional needs.

For example, when pricing windows shifted during DBL
Law’s most recent laptop refresh, Caudill reworked
quotes quickly and used Emerge’s vendor relationships
with Dell to keep the project on budget.

Jay Bley, CEO of DBL Law, sums up the value Emerge
brings to the firm. “Emerge has been an excellent
partner for our firm,” says Bley. “As a law office, data
security, uptime, and compliance are non-negotiable,
and Emerge has delivered on all fronts. From streamlin-
ing our IT infrastructure to migrating our help desk to
them, their team has been proactive, responsive, and
incredibly knowledgeable.”
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The Highest Compliment

The best evidence of the partnership’s value may be that
when Hunter was asked whether he would recommend
Emerge to a peer, he didn’t pause.

“Not only would | recommend them,” he said. “I have rec-
ommended them.”

A former consulting client, who was running an IT team
at aregional law firm, had called Hunter looking for an
IT partner. Hunter sent her to Emerge with the same de-
scription he would give anyone: “Emerge handles the
day-to-day work with great skill, and the team will sit
down and help you think about where your firm needs
to go next.”

For Hunter, that combination of capability and conversa-

tion is what makes the difference. Five years on, his job is
a little more manageable because of it.
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