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Contracts represent the foundation of business – they establish relationships, set 
timelines, and secure payment (just to name a few of their pivotal roles). If contracts 
are central to your day-to-day responsibilities, you’re acutely aware that inefficient 
contract management introduces profit-impacting risk across the organization. It 
likely comes as no surprise to you that contract lifecycle management (CLM) solutions 
are no longer viewed as “nice to have” tools, 
with Gartner stating that “effective contract 
management is important for the commercial 
success of any business.” Market growth rates 
of 18% have served to validate this claim. 

CLM solutions help organizations improve 
operational efficiencies, reduce risk, and 
optimize profits throughout the contract 
lifecycle. As you consider how to effectively make the case for a CLM solution within 
your organization, we can start with a high-level look at the core functionality 
that addresses risks from the stages of contract authoring through to obligation 
management and renewals (see Figure 1.).

“Effective contract 
management is 
important for the 
commercial success 
of any business.”

CLM solutions no longer viewed as 
“nice to have.”

Gartner Study

18% growth rate 

Introduction
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         Risks

Contract creation represents the starting point for potential contract risk. Lack of 
guidance and standardization opens the door to both inclusion of non-compliant legal 
language and exclusion of crucial clauses for adequate protection from legal fines and 
repercussions. Manual processes result in inefficient and long lead times for the creation 
of non-compliant documents.

         CLM Solutions

An integrated clause library, in conjunction with templates configured to fall in line with 
unique business rules, ensures the use of preapproved language from the legal team.   
Clause deviation reviews are made possible with the added confidence that edits to 
standard clauses will be applied to all appropriate contracts where the clause is in use.  
CLM solutions that comprehend the widespread use of Microsoft Office accomplish this 
process within a fully functioning version of Microsoft Word, as opposed to a plug in, to 
deliver added efficiencies of familiarity and strong formatting capabilities.

Requests and Authoring

Figure 1. Contract Lifecycle Management - Courtesy of State of Flux Consulting.
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         Risks

A manual path to contract execution is often chaotic and disorganized. Attempts to navigate 
through several negotiations and approvals without transparent adherence to business rules 
tend to result in lost edits and failure to capture all required approvals. These inefficiencies 
contribute to:

1. Extended cycle times that can slow the flow of revenue

2. Nonexistent audit trails necessary for future evidence of contract management compliance

3. Disorganized storage of executed contracts, leading to difficulty in future contract 
discovery and obligation management

         CLM Solutions

The power of a configurable rule-based workflow engine automates compliance with 
organizational policy to ensure contracts process through each required step for review.  
Transparency throughout improves communication of who has the contract and who is 
up next – bottlenecks are replaced with 
speed and efficiency throughout contract 
negotiations.  

Storage of executed contracts and the 
associated audit trail in a secure, searchable 
central repository eases contract discovery 
and sets the stage for the introduction of 
obligation management to further mitigate 
risk.

Negotiations, Approvals, and Execution

Bottlenecks are replaced with speed and 
efficiency throughout contract negotiations.



         Risks

Post-execution contract obligation management represents several obstacles. A vast 
contract portfolio requires a tactical solution and the associated resources to identify and 
track an overwhelming number of obligations. If mismanaged, each carries the potential for 
noncompliance-based fines, unintended renewal impacts, or legal repercussion. 

         CLM Solutions

The automated capture of contract metadata to support obligation identification clears the 
first hurdle in post-execution management. Paired with the follow-through of actionable right-
person, right-time alerts, fines are avoided, deadlines are met, and contract value is optimized.

The widespread realization that your organization needs a CLM solution typically results 
from these risks directly impacting profits or organizational efficiencies. This can play out in 
any number of unpleasant experiences:

1. Money left on the table due to 
overlooked incentives

2. Pay out of a hefty penalty for late 
delivery or noncompliance with 
contract obligations

3. A lacking contract repository 
requiring a lengthy and potentially 
costly contract discovery exercise 

Whether a single or recurring incident, any of the above can bring the swift recognition 
throughout the organization that the current, outdated approach carries significant risks 
and prevents profit optimization. Expense justification for business process solutions can be 
an uphill battle, though in the case of CLM solutions, there are several approaches that can 
allow you to convincingly quantify the cost of not taking action.  

Let’s take a more detailed look at how you can make the case for the implementation of a 
CLM solution that will allow your business to leverage this functionality to mitigate risk and 
realize the full value of your contracts.

Obligation Management and Renewals

Paired with the follow-
through of actionable alerts, 
fines are avoided, deadlines 
are met, and contract  
value is optimized.
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Whether you are making the recommendation to replace an entirely manual process or a 
homegrown solution, start with documenting key contract details and a start-to-finish workflow.  

Contract Details
• Total number of contracts and location(s) in which they are stored
• Total value of all contracts
• Total number of vendors and their associated contract value
• Contracts up for renewal within the next three months by end date
• Contract summary by department
• Key contract milestone dates and upcoming obligations in the next quarter
• What is the breakdown of buy-side and sell-side contracts?

Workflow Process
• Who has the ability to create a contract?
• How are standard and approved terms, clauses and conditions selected based on contract type?
• How are deviations from the standard terms, clauses and conditions approved?
• How many people handle the document from point of creation to execution? Which 

departments are they in, and in what order do they fall in the process?
• What is the average cycle time? Are there bottlenecks in a regularly recurring part of the process?
• How do all relevant parties know where the approval process stands as a contract progresses 

through to execution?
• What is the process for tracking obligations and compliance-related milestones to avoid 

penalties for late delivery?
• How is the organization preventing incentives or bonuses in multiple contracts being offset 

or contradicted by other clauses elsewhere in the documents?
• Are redundant systems in use for filing and managing your present contract volume?

Document Existing Processes (or Lack Thereof)

You may find a number of these questions are difficult to answer or uncover missing 
processes altogether. Don’t let that discourage you. These are weaknesses that can be 

brought to attention to support your case for a CLM solution.



7Making the Business Case for a CLM Solution

As the foundation of business and commerce, contracts span several stakeholders 
across the organization. Communication of benefits should be addressed in their 
language to speak directly to common contract management pain points by role. 

Consider the “What’s in it for Me” Factor

Stakeholder Pain Points CLM Solution Benefits
Contract Management Team
Those responsible for setting high-
level contract policies and processes 
consistently feel the demand to 
recognize greater value and reduce 
risk across the contract portfolio via 
adherence to stated organizational 
policies and contract obligations.

• Disparate systems and processes 
across the organization.

• Inconsistent contract creation and 
negotiation workflows falling out of 
compliance with organizational policy.

• Nonexistent reports and analytics.

• The introduction of a clause library 
and contract repository to enable 
self-serve, consistent and compliant 
contract assembly.

• Rule-based, flexible negotiation 
workflows enable complete. 
transparency into contract status 

• Actionable alerts and insightful reports 
enable obligation management for risk 
mitigation.

Legal Operations Team
With a focus on the bottom line 
and risk mitigation in the legal 
department, those in general 
counsel, legal operations, 
and paralegal roles are under 
pressure to negotiate and approve 
contracts in record time, without a 
compromise in integrity.

• Manual processes require individual 
document review to ensure compliant 
terms, clauses and conditions.

• No visibility into contract assembly 
and negotiation processes.

• Multiple locations for contracts 
prevent efficient contract discovery 
and obligation management.

• An integrated clause library and rule-
based negotiation workflows allow for 
higher-level oversight and application 
of approved contract language for 
longer-term risk reduction.

• A central repository and robust reports 
support portfolio-based contract value 
and risk summaries to support data-
driven profit optimization. 

Sales Team
The ability to recognize sales goals 
hinges on contract efficiencies, 
as ineffective terms have the 
potential to reduce value, and 
manual contract creation carries 
organizational compliance risks.

• Inexplicable sources of lost revenue 
due to potentially excessive discounts, 
missed deadlines, compliance issues, 
and unfavorable terms.

• Bottlenecks in approval processes can 
slow deal progress.

• Manual contract creation processes 
lack guidance to allow the team to 
adhere to organizational policy.

• Rule-based negotiation workflows and 
contract assembly assure contract 
terms are in line with policy or require 
higher-level approval of non-standard 
terms.

• Transparency and automation in 
approval workflows reduces cycle time 
for faster deal execution and greater 
revenue recognition.

Procurement Team
The responsibility for strategic 
sourcing to ensure quality products 
at competitive prices while keeping 
third-party risks in check relies 
heavily on a strong negotiation 
process and the ability to generate 
effective contract-based reports.

• Lack of insightful reports to allow 
for the identification of top vendor 
performance and areas of sourcing 
optimization.

• Inconsistency in contract creation 
does not enforce policies and 
introduces third-party risks.

• Reports that identify trends, areas 
of sourcing optimization, and 
identification of top vendors to meet 
strategic departmental goals.

• Delivery of efficiencies in negotiations 
to drive contract value optimization 
and cost containment.

IT Team
While not directly integrated 
in the contract workflow, the IT 
team carries responsibilities for 
initial implementation, long-term 
maintenance and user support.

• High and/or increasing total cost of 
ownership (TCO) on potentially existing 
CLM technologies or processes.

• Requirements for custom code 
development on current CLM 
solution translates to higher levels of 
technology team support.

• Fully configurable CLM solutions entirely 
remove the requirement for custom 
code to meet unique business needs.

• Solutions featuring native integrations 
with the Microsoft Office Suite 
significantly reduce the need for user 
training and support.
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You should now be prepared to build a CLM solution wish list to solve key stakeholder pain 
points and sources of failure in the current process. Make the list as exhaustive as possible 
and prioritize from greatest to least importance. The following are some of the most relevant 
and common key drivers for consideration:
• Central repository for all contract information
• Clause-based architecture
• Rule-based contract assembly and negotiation workflows for automated policy enforcement
• No-code, completely configurable workflow implementation and adjustments
• Native Microsoft Word-based document generation
• Intuitive and simple user interface
• Real-time contract process transparency
• Automated alerts and email notifications
• Seamless integration with existing applications
• Turnkey and easily customizable report generation

Each of these wish list items will be further built upon and defined during the vendor 
selection and request for proposal (RFP) process. At this stage, your aim should be the 
identification of required overarching features and functionality.

Preparation for foundational IT expectations will allow you to include the appropriate vendor 
questions when you enter the RFP process. Where possible, anticipate concerns across the 
organization and identify an ally to work with to mitigate them.

Build Your Requirements List…and Your Allies

Remember: 

Refer to stakeholder pain points to understand where you may encounter resistance or pushback. 
For example, your IT team is sure to have pertinent questions about how the solution will integrate 
with the current tech stack and impact support bandwidth. Partner up with a trusted ally in the IT 
department to gain insight into the following: 

• Are there current applications (e.g., CRM or ERP applications) the CLM solution will need to integrate with?
• How many technology systems and users does the team currently support?
• What is your IT organization’s position on the question of buy vs. build?
• What are the greatest concerns in implementation of a customized enterprise technology solution?
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It’s time to make a solid business case by placing your recommendation for change 
alongside quantified costs and benefits. In this approach, decision-makers are sure to 
recognize the bottom-line impact of moving to your desired future state.

Hard costs should include hardware, software, training, support services, and labor costs.  
Gather information from vendors, then balance them against the hard benefits the CLM 
solution can deliver.

1. Improved productivity and efficiencies: According 
to the International Association for Contract and 
Commercial Management (IACCM), the average cycle 
time for domestic agreements from bid to execution 
ranges from nine to more than 21 weeks. Using this 
industry standard, potentially in combination with the 
information gathered specific to your organization, 
consider incorporating productivity savings realized 
if the team were able to reduce cycle time by 25-50%. 
These results are not uncommon when introducing 
rule-based automation into the contract management 
process.

2. Risk and penalty reductions: Internal information can 
assist in the calculation of prior organizational costs 
associated with missed deadlines, regulatory penalties 
or other failures of oversight. Reflect these amounts as 
future cost savings from the systematic monitoring of 
contract terms and conditions enabled by robust reports 
and actionable alerts present in CLM solutions.

3. Profit optimization: According to Tim Cummins, 
CEO, IACCM, “Ineffective contract management costs 
businesses up to 9.2% of annual revenue." Your specific 
pain points should allow you to quantify the impact of 
any number of sources of profit optimization enabled by 
CLM solutions. Examples include:

• An accelerated sales cycle due to removed approval 
bottlenecks

• Sources of lost revenue due to excessive discounts, 
missed deadlines, and unfavorable terms

• Identification of top performing vendors

Communicate ROI

reduction in cycle time

25-50%  

compliance with contract 
terms and conditions

Cost savings  

of revenue spent on ineffective 
contract management costs

Up to 9.2%  
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The true application of expenses, savings and ROI will depend on a number of factors 
unique to your contract processes and impacts. However, we can take a look at how these 
projected savings can be communicated with conviction by considering the potential ROI 
of a CLM solution for an enterprise with the following assumptions in play:  

• $3 billion in annual revenue
• 50% of revenue under contract
• 9.2% of annual revenue under contract is leaked due to inefficient contract 

management. CLM efficiencies capture 25% of leaked revenue in year one.
• 0.1% of annual revenue under contract is spent on legal fines and impacts 

due to inaccuracies and noncompliance
• 5% average customer attrition rate. Improvements in the handling of 

renewable contracts maintains 1% of previously defecting customers.
• 10 contract related positions with an average salary of $100,000.  

CLM automation captures 10% in employee efficiencies in year one.

Each of these points culminates in the alternative cost of doing nothing 
at all, revenue leakage the organization may not have considered to be a 

factor until the recognition of CLM solution savings.

Savings Driver Total Savings

Profit Optimization $34,500,000

Risk and Penalty Reductions $1,500,000

Customer Attrition Reductions $750,000

Productivity and Efficiencies $100,000

Recovered Savings and Profit $36,850,000

Estimated CLM Solution Cost $100,000

ROI 369X 
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While not quantifiable, the soft benefits will be relatable and compelling to  
decision-makers.  

1. Increased transparency: Knowing where 
contracts are speeds cycle time and 
removes bottlenecks to lessen team 
frustrations and opens time for those 
involved to take on additional tasks.  

1. Robust reports and analytics: Open the 
potential for use of key performance 
indicators (KPIs), such as contract 
portfolio risk rate and value. The ability 
to show KPI trends will allow for further 
optimization across the business.

1. Portfolio management: The central 
repository, coupled with reports, enables 
key stakeholders to manage at a higher, 
portfolio-based level, as opposed 
to singular documents. Imagine the 
possibilities during times of necessary 
contract discovery and audits.

1. Implementation of best practices: 
Increase employee and client satisfaction 
in an approach that can ultimately 
enhance your competitive position and 
reputation within your industry.

A strong business case shouldn’t take long to secure the go-ahead to move forward, so be 
prepared to move quickly on next steps. Have a strong hold on necessary time frames and 
associated resources, both of which will prepare you to begin setting up demos with vendors 
whose offerings align with the wish list you developed.

Have your questions ready to address your wish list, stakeholder pain points, and organizational 
objectives. During discussions, pay close attention to how potential vendors show an 
understanding of your current approach and desired end state.  

The best providers will display their 
expertise in how to address your 
current weaknesses and create  
the partnership necessary to  
help you meet your goals.

Be Prepared to Act
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CLM Matrix delivers user-friendly Microsoft Office-based technology to remove manual 
processes and allow contract-centric teams to effectively address end-to-end contract 
lifecycle management. The integration of a clause library secures the use of pre-approved 
legal language to avoid risk and free up legal teams to focus on more strategic efforts. 
Rule-based workflow automation both speeds contract cycle time and ensures adherence 
to organizational policy. Post-execution begins with storage in a central repository. Coupled 
with reports, filters, and actionable alerts, the identification, tracking and compliance with 
contract obligations is streamlined to mitigate risk and optimize profits, allowing your team 
to prove the points of the stated business case.

Our team understands the importance of establishing a solid CLM solution business case, 
followed by a thorough evaluation process. We’re prepared to help you start down the path 
to a successful transformation of your CLM processes.

Visit https://www.wkelmsolutions.com/contract-lifecycle-management to find more about the 
CLM Matrix difference: 

About CLM Matrix from Wolters Kluwer's ELM Solutions

Named a Strong Performer in the 2019 Forrester CLM Wave Report  
and in the top 3 for strength of product offering

Streamline risk mitigation and profit optimization with flexible workflows 
that ensure even the most complex policies will be adhered to and 
actionable obligation management alerts for the avoidance of fines and 
legal repercussions.

Experience high adoption with minimal training on a solution that meets 
you where you work – built on Microsoft Office SharePoint technology, 
with flexibility to support growth on an easy-to-use interface.

Rely on proven legal technology and CLM expertise from Wolters Kluwer's 
ELM Solutions – the global leader in legal technology solutions with 
proven customer satisfaction in rapid CLM Matrix implementations and 
strong usability. 

https://www.wkelmsolutions.com/contract-lifecycle-management
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Contact information:
Wolters Kluwer’s ELM Solutions
World Corporate Headquarters
3009 Post Oak Blvd., Suite 1100
Houston, Texas 77056
Phone 800.963.3273

Learn More 

Contact us to learn more about how Wolters Kluwer’s 
ELM Solutions can help you make the business case 

to transform your contract management processes.

Arrange a free consultation. 
Call: +1 800 780 3681  
Email: elmsolutionssales@wolterskluwer.com

www.wkelmsolutions.com

Wolters Kluwer’s ELM Solutions is the market-leading global provider of enterprise legal spend and matter management, 
contract lifecycle management, and legal analytics solutions. We provide a comprehensive suite of tools that address the 
growing needs of corporate legal operations departments to increase operational efficiency and reduce costs. Corporate legal 
and insurance claims departments trust our innovative technology and end-to-end customer experience to drive world-class 
business outcomes. Our award-winning products include Passport®, the highest rated ELM solution in the latest Hyperion 
MarketView™ Legal Market Intelligence Report; TyMetrix® 360°, the industry’s leading SaaS-based e-billing and matter 
management solution; CLM Matrix,  named a “Strong Performer” in the 2019 Q1 CLM Forrester Wave report; and the LegalVIEW® 
portfolio of legal analytics solutions based upon the industry’s largest and most comprehensive legal spend database, with 
more than $130 billion in invoices.
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