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Optimize Costs & Deliver Value through 
Enterprise Contract Management  
 
The organization of today is faced with a host of challenges in today’s cut-throat business 

environment. Intense competition, cost pressures, market expansion, customer acquisition & 

retention and people processes and policies are all part and parcel of the increasing pressure on 

the organization of today. At the same time, organizations need to focus on their core 

competency to stand out in the crowd by thinking collectively from a strategic perspective. 

The business world of today is connected and competitive, replete with strategic decisions, cost 

pressures, associations & contracts, ongoing deals and so much more.  

Companies must harness the power of collaboration and intelligent 

technology to realize shared gains by partnering with the right people and 

right companies.  

Throughout the product or 

solution life cycle, right from 

procurement to point-of-sale, 

organization strategies are well-

knit with external parties. 

Sustaining such a wide reach of 

stakeholders calls for the best of 

CRM capabilities, i.e. process 

automation of the highest order. 

Not just automation, but an 

integrated view that involves 

seamless working and in-depth 

understanding of the customers 

and partners to deliver as per 

expectations.  

Such a holistic approach of integrating CRM, Contract Lifecycle Management (CLM), and 

function-specific ERPs shall set the stage for success. 
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Need for contract lifecycle management software 
 

The following business challenges are top-of-the-mind for organizations playing in the 

business battlefield: 

 Overload of information through agreements - partners, employees, shareholders etc. 

Managing thousands of MSAs, SoWs and signed contracts manually may lead to 

inefficiencies and errors that act as a setback to efficient business deals. 

 

 Decentralization of processes makes managing all tasks (including contract tracking) 

under one roof a challenge. Departments need to adhere to their unique business 

processes, and the company needs to have a cross-departmental view of contractual 

obligations in a single data store. 

 

 Investment of time and effort in managing contracts manually, with customer 

management and partner management processes in their own silos, can be very large 

and costly. 

 

 Search and retrieve capability to dig out historically accurate and relevant information 

is cumbersome and inefficient if it is a mix of paper and digital records, placed in silos 

across the organization.  

 

 Globalization has made data management complex and difficult to retrieve due to 

various geographies having their own unique regulatory and security needs. 

 

 Collaboration and negotiation are the cornerstones of business. Being up-to-date on 

historical information for effective negotiations during renewals or RFP processes can be 

a challenge without an easy to access contract management system. 

Outsourcing non-core functionalities through contracts with resourceful third parties is one of 

the important steps towards managing business pressures at a lesser cost. The key to successful 

cost efficiency lies in identifying what processes can be better handled by specialists who are 

experts in their field.  

Today’s enterprise therefore needs to sign thousands of buy-side, supply-side 

and administrative contracts to realize this cost advantage; a contract 

lifecycle management (CLM) platform is the answer to manage 

these. 
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What is contract lifecycle management? 
 

Contract life cycle management denotes the software platform and organizational processes for 

managing the lifecycles of contracts and agreements created and/or administered by, or 

affecting an organization.  

These include third party or internal contract agreements such as outsourcing, procurement, 

sales, nondisclosure, intellectual property, leasing, facilities Management, employment 

licensing plus other agreements of contractual arrangements that affect the organization and or 

in the future. 

 

 

 

A modern enterprise typically manages thousands of contracts with numerous and varying 

clauses, terms and validities. With the critical nature of a contract, a misinterpretation or 

misalignment can have a dire impact on business effectiveness. If not managed efficiently and 

effectively, the enterprise is exposed to legal, compliance and regulatory risks along with cost 

inefficiencies.  
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The benefits of having an enterprise-wide CLM 

  
 Avoid litigation through compliance: Lawful abidance to compliance and regulatory 

standards is made easier through a CLM, especially so when dealing with geographically 

disparate compliance. 

 

 Drive customer delight: An automated, intelligent system that tracks inputs and output 

of contracts helps gain greater insights into customer and partner needs and hence 

cater to his or her requirements. 

 

 Measure contract performance real time: With data-driven dashboards performance is 

now live and trackable thereby alerting businesses about red flags immediately. 

 

 From contract 

administrators to contract 

managers: With advanced 

CLMs, information for 

decision making is readily 

available without too much 

investment of personnel 

for contract related tasks. 

 

 Integrated, holistic view: 

With a CLM integrated 

with the CRM and other 

internal tools though APIs, 

the enterprise gets a global 

integrated view in an easily 

manageable data store 

 

Contracts, if implemented and managed properly, can make a big difference in 

managing supplier relationships and spend. 
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The construct of future-ready CLM 
 

Traditionally contract management has been a straightforward activity operating in silos, 

mostly function wise. Limited to transactional tasks such as workflow management and 

documentation, it does not harness the true benefit of contracts i.e. a strategic value-add to 

the business. The age-old contract management process features productivity and visibility, 

though limited to a specific subdomain of the organization. 

Over 80% of today’s companies use email or Excel to manage their contracts 

which causes an average of 28% revenue shrinkage. – Gartner 

We need to revolutionize the way we look at Contract Lifecycle Management. Rather than mere 

transaction and record-keeping, contract lifecycle management needs to take up a strategic 

role. Intelligent, seamless, enterprise-wide is the way to go. Contracts and partnerships need to 

ride the wave of dynamism on which business rides today. Responsive, intelligent contract 

management that reflects the uncertainty of the environment and adapts to the needs of both 

the buyer and seller parties is the way ahead for contract management systems. 

Few companies have viewed CLM as strategic, or from a risk management 

perspective - Gartner 

 

FURTHER READING: 

Value Creation in Enterprise Contract Life Cycle 

Management – featuring Gartner research 

Download the report to hear Gartner’s take on contract 

management, and a multi-vendor view on evaluating a 

contract management platform that works with your 

business processes. 

Download Report 

 

  

www2.icertis.com/gartner-report-contract-management-web
www2.icertis.com/gartner-report-contract-management-web


 

 
Copyright © Icertis | Microsoft 

From concept to implementation: What organizations should know 
 

First and foremost, leadership buy-in is imperative for successful adoption of a contract lifecycle 

management process for supporting the business strategy. 

Companies taking a best practices approach to Contract Management have 

seen capabilities around risk management increase 41% while increasing 

regulatory compliance by 90%  

- Report by Open Text Contract Management 

Here are key factors to keep in mind while evaluating a Contract Management Solution: 

1. Automation of contract creation: Authoring of contracts needs to be standardized to 

accelerate the process while maintaining its sanctity. Some important steps towards this 

can be defining of mandatory and non-mandatory clauses, geography-based templates, 

and ongoing updating of these standardizations. 

 

2. Collaborating for authoring: A standard workflow that can be readily accessed is 

important for everyone in the organization to gain from the CLM. Set protocols and 

procedures such as approval hierarchies and access to necessary stakeholders shall 

foster shared management of contracts. 

 

3. Contract Repositories: These repositories should act as a reference points for historical 

contracts and cases. 

 

4. Contract Metrics: Keeping track of Service Level Agreements and metrics for 

performance is required to be done along with timely communication of the same to 

key decision makers. 

 

5. Auditing: Audit of contracts from time to time as per compliance and regulatory norms 

must be incorporated in the CLM. 

 

6. User Experience: Research has shown that unlocking the full value of contracts is 

directly linked to how well the Contract Lifecycle Management (CLM) solution is 

adopted within an organization. Therefore, user experience of the solution is one of the 

top factors to consider in evaluating a CLM. 
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All in all, the most important consideration that can make or break the CLM deal is whether the 

CLM marries your overall business strategy and direction. Business leaders can ask themselves 

the following questions to arrive at the best CLM input: 

 Does the CLM align with my short term and long term business strategy? 

 

 Do I have the technological and business capability to implement it? 

 

 Does the CLM enhance collaboration across functions and units, across the enterprise? 

 

 What is the impact of the CLM on other software systems? Do I need an overhaul or an 

incremental tweak to my IT capability? 

 

 What are the costs 

involved and what is the 

immediate and long term 

benefit (tangible and 

intangible) 

 

 Is the solution easy to use 

and configure for the non-

technical people in the 

enterprise? 

 

Making effective CLM a reality is 

thus akin to putting together the 

perfect blend of operational and 

strategic inputs and serving them 

on a platter that is appealing to 

consume and easy to digest. 

*[Research sources available on request] 

 

While buy-in from leadership may exist, embracing and adopting the 

idiosyncrasies of the CLM – process and people needs to be laid out exclusively 

to transition from transactional contract management to a truly empowered 

integrated CLM. 
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The Microsoft Approach to effective CLM: Icertis 
 

Microsoft needed a contract lifecycle management system that would be capable of achieving 4 

key goals: 

 100% auditable contracting compliance and administration 

 Increase contracting speed 

 Reduce cost of contracting 

 Improve customer, partner and employee satisfaction 

The solution emerged in the form of Icertis' cloud-delivered CLM platform called ICM (Icertis 

Contract Management), delivered to cater to these all-encompassing requirements. 

The system is scalable, robust and easy to use, thereby suitable for large 

entities with complexities. It easily qualifies as a competitive yet highly 

configurable, flexible solution.  

In fact, Icertis can keep costs down by leveraging lower-cost offshore labor for cloud 

implementation and ongoing support.  

The product is built using the full 

Microsoft Azure stack, with 

NoSQL and Hadoop for 

configurability and search. 

Scalability arises from its 

capability to integrate with 

functional applications; Icertis 

routinely and successfully 

integrates its solution to clients' 

financial systems, to tie 

contracts to invoices for billing, 

payment and compliance.  

What’s more, the enterprise 

platform is easy to implement, 

readily adjusting specifications  

and solving problems in real time. 
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The features of Icertis thus cater to the needs of the contemporary organization. Based on the 

values of responsiveness, user-friendliness and integration, it has helped centralize, automate, 

and streamline contract management throughout the enterprise. The result is a connected, 

optimized contract management process that enjoys organization-wide visibility and impact. 

A look at the metrics realized from Icertis CLM, for Microsoft: 

 Reduced contract administration costs by 30% 

 Improved speed of contracting by 60% 

 Reduced contracting errors by 

 Improved auditable contracting compliance and administration by 50% 

 Extremely quick deployment of the system across the enterprise user base in just 12 

weeks 

These positive transformations were seen leading to improved customer, partner and 

employee satisfaction.  

Today, Icertis Contract Management is used to manage 2+ million contracts, 

by 500,000+ users, in 90+ countries and 40+ languages. 

 

FURTHER READING 

Microsoft streamlined its complex  

partner-incentive contracting process 

 

Microsoft jointly sponsors many events with its over 650,000 partners worldwide, and those 

partners earn incentive payments for the role the events play in driving additional customers 

and revenue to Microsoft.  

The Icertis Contract Management platform provided a secure and cost-effective solution that 

greatly simplified Microsoft’s process for onboarding these partners, verifying their compliance 

with contractual obligations, and executing their incentive payments. 

Case Study: http://www.icertis.com/customer/microsoft/    

 

 

  

http://www.icertis.com/customer/microsoft/
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Conclusion 
 

Treating contract management as an important input towards business strategy is necessary for 

an enterprise’s digital transformation to feel real. This is truly a mind-set change first, followed 

by an overhaul of process and people to align with the business strategy. 

Traditional wisdom in contract management does not deliver the results required. A solution 

limited to workflow and document management, though useful, limits the organization’s ability 

to strategically leverage contracts in improving business performance while managing the 

associated risks. Icertis Contract Management (ICM) enables enterprises to not only revitalize 

their contract operations but to also manage contract risk and compliance for better business 

performance. 

A contract management solution initiative in any enterprise starts with 

automating the contract lifecycle process to bring in some form of governance 

and control. 

 Automation brings improvements in productivity and visibility. Though useful, this is not 

enough to deliver the ideal performance impact. 

Contracts today are complex—business relationships in new markets, sales and procurement 

arrangements with outcome-based pricing and penalties, linked value chains with 

interdependencies between parties, etc. – all requiring the enterprises to have the set of tools 

to not only get the contract done the right way but more importantly bring the contract to life 

in day-to-day business transactions. 

This helps enterprises realize the full potential of a contract while identifying and mitigating any 

contractual risk through the lifecycle. 

 

GET A DEMO: 

What you would like to see in a contract lifecycle 

management platform for your enterprise? 

Request your demo here: 

http://www2.icertis.com/request-demo    

 

 

http://www2.icertis.com/request-demo

