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ROI research
The importance of contracts

• Contracts are the coin of the realm, defining relationships 
and interactions between businesses, regardless of 
business type or size. On average, 60-80% of all B2B 
business deals are secured and regulated through 
contracts. This means that contracts play a major role for 
every business, and if they are not well-administered, they 
introduce an area of significant potential risk and loss.

• The average business maintains 20,000–40,0000 contracts. 
According to Gartner, 40-50% of the inquiries they receive 
about contract lifecycle management are for enterprise 
contract management projects, which shows how 
significant the total investment is in these agreements. 
The average cycle for contracts is 3.4 weeks, which, when 
multiplied by the number of total contracts, represents 
a large share of a company’s resources to prepare, 
administer and process.

When you make the case for contract management,  
the best thing to arm yourself with is data—indisputable  
facts about why it’s worthwhile

20-40K
average contracts 
managed (PWC),  
with an average  

cycle of 3.4 weeks 
(Forrester)

60-80%
of B2B deals  

are managed by 
contracts

(Gartner) 40-50%
of inquiries Gartner
receives regarding  

CLM are for  
enterprise projects

(Gartner)
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ROI research
The importance of getting contract management right

• Even though contracts play such a significant role in 
business interactions, many companies have not taken 
steps to update and optimize their contract management 
processes. This includes contract requests, tracking and 
managing of contracts and terms, and measures to ensure 
compliance and reduce risk, among others. In fact, less than 
10% of of organizations have implemented digital systems 
to streamline contract management, and over 50% have no 
current plans to do so.

• Like many business processes, relying on paper-filled filing 
cabinets or rudimentary online systems to house contracts 
is inefficient and creates significant risk. In fact, a significant 
percentage of all contracts are actually lost, essentially 
ensuring that terms and conditions will not be monitored 
and carried out. For legal and procurement, in particular, 
noncompliance and performance violations are the essence 
of significant risk. Case in point, companies spend 60% of 
their revenue on external supply, while few have invested in 
systems to oversee a large variety of independent contracts 
and relationships.

10%
Less than 10%

of organizations have 
implemented digital 
systems to manage 

contracts.
[IACCM]50%

of organizations have  
no current plans to  
digitize contracting

(IACCM, Automation:
Transforming  

Contracts, 2017] 60%
Companies spend over  

60% of revenue on external
supply, but most have not 

invested in CLM to manage 
vendor relationships

 (IACCM, Automation:  
Transforming  

Contracts, 2017)9.2%
Ineffective contract
management costs

businesses up to
9.2% of annual revenue

(Tim Cummins, CEO
of IACCM)
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ROI research
The return on investment in a contract management platform

• Effective contract management has many quantifiable 
benefits for companies. The return on investment can be 
remarkable, appearing on many levels and carrying across 
various departments.

• Many businesses benefit from improvements in business 
process efficiencies with implementation of robust contract 
management. These include 60% faster contract cycles and 
a 40% reduction in contract administration costs. Another 
benefit is a 50% improvement in negotiation speed.

• These companies also see general, overal savings, including 
a 10-30% savings in operating costs. And there are 
improvements in revenues, with 30% larger renewals.

30%

60%

50%

40%

30%10% -

LARGER renewals 
(Goldman Sachs)

FASTER contract cycles 
(Microsoft)

FASTER negotiations 
(Goldman Sachs)

Contract administration 
costs saved
(Microsoft)

OPERATING COSTS SAVED
(Goldman Sachs)
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Context
Total contract management ROI

In total, effective contract management provides 
remarkably fast time-to-value and profound ROI. Preferred 
Hotels saw a 100% ROI within one year of implementing 
Conga Contracts CLM.

Companies see gains in speed of contracting, such as HD 
Supply, that improved achieved 20% faster contract cycles 
with Conga Contracts.

12%
of a company’s total
annual costs may go  

towards contract 
management and 

administration
(PricewaterhouseCoopers)
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The return on contract 
management: making  
the core business case
There are 4 primary advantages to be gained from bringing  
robust contract management processes to your businesses:

1. Greater efficiency and productivity
2. Increased visibility
3. Effective compliance to manage risk
4. Control

Moving to an automated contract management solution 
eliminates labor-intensive, manual processes, and streamlines 
and integrates procedures around contract creation, storage 
and management. Moving contracts to a state-of-the-art, 
automated interface leads to better standardization and 
consistency, while cutting contract creation time in half. 
Integrated workflows, alerts and notifications, and templates 
further reduce administrative load and significantly shorten 
contract cycles, reducing the contract negotiation cycle by 
up to 50%, and overall contract cycles by as much as 60%.

By adding an electronic signature feature to its contract 
solution, your company can cut down its contract cycle from 
that 3.4-week average time to five days or even less.

1       Greater efficiency and productivity
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The return on contract
management: making  
the core business case

With the conversion to a single, searchable, electronic contract 
repository, your company will gain visibility into all contracts. This 
means that the diverse information within each contract can be viewed 
at any time, and that you can search for and act upon that information 
quickly. This is also a gain in efficiency. When all contracts can be seen 
through a central repository, organizations cut down the time they 
spend searching contracts by 25% or more.

Connections and contract families: For more complex contract scenarios, 
such as for procurement or legal teams, you can spot and leverage 
connections that might not have been visible before, such as multiple, 
separate contracts with the same party. Another key feature is the ability 
to view and manage contract families, so that you can navigate all 
related contracts and understand their relationships within the contracts 
hierarchy, as well as access all related documents, in one spot.

Reporting and analytics: An essential component is the insight gained 
from reporting and analytics features. These capabilities give you 
access to real data related to your contracts, and create a new level of 
understanding through diverse charting options, custom calculations, 
and the ability to drill into data and combine several reports into one. 
Deep visibility into the contract cycle creates the ability to uncover 
underperforming contracts, and it opens up a broader view to help you 
understand if there are slow-downs or pain points resulting from certain 
contract types, stages, or parties. You can even find contracts based on 
conditions that create risk, parsing your view by regulatory requirements, 
products, location, or other features.

2       Visibility
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In certain verticals, such as  financial services and healthcare, and in 
contracting practices specific to those, compliance is a major issue.

Types of compliance  
Compliance, the necessity of observing all regulations that 
companies in your industry have to follow, can be a very tall order. 
Depending on industry, regulations vary.

• In the healthcare silo, HIPAA, the Health Insurance Portability 
and Accountability Act, sets the standard for protecting sensitive 
patient data. Any company that deals with protected health 
information (PHI) must ensure that all the required physical, 
network, and process security measures are in place and followed.

• In the financial sector, The Sarbanes-Oxley Act (SOX) requires 
that all publicly held companies must establish internal controls 
and procedures for financial reporting to reduce the possibility of 
corporate fraud.

• Financial institutions also have to uphold the privacy provisions 
laid out by the Gramm-Leach-Bliley Financial Modernization 
(GLB) Act, which requires them to give consumers privacy notices 
that explain the institutions’ information-sharing practices.

The return on contract
management: making  
the core business case

3       Ensuring compliance to manage risk
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A contract management platform can go a long way in 
shoring up compliance and reducing risk. A robust, well-
implemented CLM can increase contract compliance as 
much as 55%. As an example, the Conga Contracts solution 
was specifically designed to help clients deal with critical 
operational requirements and stay in compliance with HIPAA, 
SOX, and GLB.

Steps to maintain compliance
Prepare ahead and have audit alerts: This means that 
contract terms and conditions should be prepared in advance 
to address the known potential for regulatory and legal 
non-compliance. Other types of compliance red flags include 
audit issues, such as the need to provide documentation on 
a fixed timeline, or make payments (like fees or taxes) by a 
given date. A robust, automated alert feature can help ensure 
compliance and cut costs associated with non-compliance.

Document retention: A contract management solution can 
also help ensure compliance through automated document 
retention. Depending on the type of document, or for 
companies in the health-care and financial industries, there 
are strict policies as to the length of time that documents 
need to be retained. An easily configurable contract 
management solution can automate document retention 
procedures to guarantee compliance in accordance with your 
company’s unique scenario.

Add a clause library: A proactive contract management approach to 
compliance is one that refines contract language over time to fit given 
situations or changes to compliance laws. The keystone to this method 
is a clause library, a central location for storing and managing 
approved standard, fallback, and alternate contract clauses. Clause 
category and type fields can be configured to define the use of a given 
clause. Clause security can also be ensured by allowing each user 
access to the clauses appropriate to their security level.

Employ artificial intelligence: With Conga Contracts, the Clause 
Management tool has the added capability of implementing machine 
learning. This functionality works to analyze and extract standard 
and non-standard document language for compliance, comparisons 
and helping to reduce risk. The system is able to learn from the 
language patterns within an organization’s contracts, becoming more 
automated and effective over time.

Creating a business case for contract lifecycle management
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The return on contract
management: making  
the core business case

Control is a necessary element in ensuring visibility into all contracts, 
in enforcing policy, and in minimizing risk. Your company needs control 
over how contracts are created, shared, managed and stored to optimize 
contract performance.

Creating contracts: When a user requests a contract, it is important  
that the contract is generated in accordance with company standards 
and in adherence with established terms and rules. One way of 
controlling the parameters of contract content is through a contract 
creation wizard or guided contract creation process that is customized 
to your terms and rules-driven processes. The guided creation process 
maintains limits on what can be included and interfaces with pre 
approved language in the clause library. The contract creation process 
can vary in complexity, depending on the type of contract being 
generated, but a guided process often makes contract creation easier for 
the user and more efficient overall. At the same time, it guarantees that 
the right contract will be created.

Workflows: Once a contract has been drafted, it needs to be routed to 
the correct individuals within the organization and follow a precise path 
of revisions and approvals though all phases of your business’s processes. 
A powerful and flexible tool permits you to control contracts after the 
creation stage, creating workflows that help you track and manage 
their status as they move through your business, even if workflows are 
extremely complex with multiple dependencies and approvals required. 
Automated renewals that slip by without renegotiation and contracts 
that are sent out unapproved will become a thing of the past.

4       Control
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Legal departments are most concerned with protecting organizations from 
risk, while sales teams are focused on making sales and meeting quota. 
The first of these tends to slow down the contract cycle, while the second 
pushes to accelerate it.

For organizations that create a number of sales contracts, there are ways 
that contract management technology can significantly streamline 
contract workflows. This takes a lot of the burden off of legal teams, while 
empowering sales teams to act more or less independently.

Legal professionals can draft clauses with the intention of minimizing risk 
and store them in a clause library for sales to use in any contract. The 
clause library resides in the contract management solution or the sales 
team’s CPQ solution. Using these pre-approved terms and conditions, sales 
teams can take a guided approach to quickly generate legally approved 
contracts without case-by-case legal oversight. In this way, risk is reduced 
and sales is empowered to generate, negotiate, and close deals, while legal 
teams ensure that proper protections are in place.

For a large number of enterprises, the greatest benefits come from a 
combination of solutions to fit the needs of both sales and legal teams. 
Conga Contracts for Salesforce empowers sales to function in the CRM and 
to negotiate contract terms and language within guidelines set by legal. 
Another scenario is one where sales teams are not empowered to negotiate 
but are able to request legal documents (such as NDAs) independently, 
while legal and procurement teams use the Conga Contracts solution.

There are also real advantages for the enterprise if the sales solution works 
together seamlessly with the procurement/legal platform, so that each 
team’s needs are met, but there is transparency across departments.

Empowering sales and legal to work together

Creating a business case for contract lifecycle management
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Sales productivity is the watchword of modern sales organizations. 
But, there are many factors that can slow the sales process. 
Legal checks often keep deals from closing quickly, and inefficient 
processes slow down sales cycles and delay revenue. Add to that 
the manual and administrative tasks that take up so much time 
(up to a quarter of a sales person’s time, on average, according 
to Salesforce Research), and the need to find solutions that 
accelerate sales becomes clear.

Good contract management is a key part of accelerating sales. 
Once a quote has been created in a quote-to-cash or document 
generation solution, the contract management solution allows a 
sales rep to send it for negotiation directly from Salesforce. From 
there, the rep can carry out secure negotiations while the platform 
automatically updates the CRM with accepted redlined versions, 
and have the final contract executed via eSignature. The process 
removes extra steps and the need for legal checks that can slow 
the cycle. The sales team no longer has to work across multiple 
systems or reenter data to keep the CRM record up to date. By 
automating many of the manual processes that come in near the 
end of the sales cycle, deals are closed faster and manual tasks 
are eliminated, allowing sales teams to spend more time selling.

Having an on-platform contract management solution has larger 
benefits for a sales organization as well, including visibility into 
the steps of the sales process. It becomes easy to track a contract 
throughout the cycle, know who has it and for how long, and even 
analyze contract processes. This visibility creates better pipeline 
accuracy, and provides the data necessary to discover where and 
why contracts stall out. Once sales leadership has access to this 
information, they can take steps to optimize the sales process.

Accelerating the sales
process with contract
management

Creating a business case for contract lifecycle management
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Putting the pieces together
Consider the combined benefits for your organization of 
improved contract efficiency, visibility, compliance, and control. 
Ask yourself the following questions and come up with the most 
specific answers that you can. The more you can point out 
precisely where, how, and how much CLM would benefit your 
company, the greater the chance that your bid will be successful 
when taking your case to company decision-makers:

• Are there particular areas of weakness where a robust 
contract management solution would solve an immediate 
problem? Are there places where contracts stall out for days 
or even weeks? People, departments, or stages that are 
slow-downs in the contract lifecycle? If you know the answer 
to this, those areas could be made more efficient with CLM. 
If you don’t know the answer, consider that robust contract 
management would give you the answers to those questions 
so you would know where the bottlenecks are in an instant.

• You could also try to determine how many contracts 
your company manages or maintains in a month or a 
year. Then estimate how long it takes to administer that 
process with your current system. What do you think the 
time savings and gains in the contract lifecycle would be 
due to the automation features of a CLM solution? What 
would the returns be? How much faster would your sales or 
procurement cycles be?

• What is the bottom line on the costs of non-compliance for 
your organization? How much did your company pay in 
fines, or even in litigation over the past year? Organizations 
that use a full contract management solution spend much 
less on litigation by cutting down on discovery costs and 
avoiding it altogether. Consider the savings of having a 
much more compliant system that eliminates most of 
those costs and the time required for legal departments, 
accounting, and others, to address them.

Creating a business case for contract lifecycle management
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Investment and costs

You can be sure one question that will come up will be the cost 
of a contract management solution. Given that every retailer 
has different needs, it is difficult to pin down a concrete 
number on the actual cost. It makes the most sense to seek 
out a solution that has seat-based subscriptions. This model 
allows any company, small to large, to be able to adopt the 
solution at a cost that makes sense.

Conga Contracts offers the flexibility and diverse features 
to meet the demands of virtually any business. It also offers 
configurable pricing via license types that fit your  
business needs.

Meanwhile, Conga Contracts for Salesforce comes in several 
editions with differing levels of functionality, depending on 
the features needed, and allowing for a tailored solution for 
any company.

Creating a business case for contract lifecycle management
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Selling contract management internally

1.  Cost of the investment
Yes, a robust contract management 
platform has a cost, but it can function for 
an organization on every level of the stages 
of implementation described above. Also, 
the failure to act now and address holes in 
the contract management process in your 
organization is only going to lead to greater 
losses and higher risks in the future.
A more important question might be, what is 
the cost of not doing anything? If the CLM is 
implemented to a high level, it should actually 
save the company money.

2. Time required for implementation and ease 
of access to the system
If you select a SaaS solution, it will be delivered 
via internet and live on a web browser, 
speeding up implementation. The same data 
will be accessible and the interface will be 
consistent from any internet-connected 
device. A solution that has total flexibility and 
configurability, that can be managed from a 
browser without the need for IT, will speed up 
implementation dramatically. However, you 
should get your solution from a company with 
readily available support services, so that 
you can get the help you need for activation, 
configuration and training, and ensure a 
smooth implementation process.
If you select a solution that integrates with 
your CRM, installing and integrating the 
application is as quick and seamless as any 
other that your admin installs on your system.

3. Will it integrate well with our other systems?
When looking at an application with broad 
functionality for procurement and legal, a 
key to a successful integration is a solution 
with an extremely flexible and manageable 
application program interface (API) but one 
that does not require custom code so it is easy 
to manage and maintain once implemented. 
This should set up a seamless integration with 
your CRM and ERP systems. For sales teams, it 
is important to find a system that integrates 
with the CRM where they work, and not only 
bridges the gap between CPQ and eSignature 
functionality, but also connects sales and  
legal functions.h

Once you’ve found a solution that addresses your organization’s needs, you’re ready to go to the 
decision-makers to make your pitch. Here are areas you should address when you make your case 
that will be of particular concern to your executive team:

Creating a business case for contract lifecycle management
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Selling contract management internally
(cont.)

4. Case studies
Once you find the best solution for your 
organization, have case studies to back your 
claim. Look for industry-specific examples that 
are comparable to your company. Case studies 
help get everyone on board and give peace of 
mind that the solution will do what it promises. 
Understanding how much the solution has 
benefited other companies can help make the 
picture of how it can help yours that  
much clearer.

5. Action plan
Once you have the decision makers on-board 
be ready with an actionable plan that includes 
next steps, timeframe and resources.
If all of this isn’t enough, here are a couple of 
other points to keep in mind:
• Set up a demo of the solution—seeing it in

action is a powerful argument
• Talk about how the solution can address

the company’s needs now
If you’ve done your homework, you should have 
no problem securing a “yes.” With all of the 
benefits, including easier processes for all users 
and reductions in costs for your company, you’ll 
be able to make a strong case.
For more information on how to look for a 
contract management platform that fits your 
company’s needs call us at 303.465.1616.

Request a DemoFor more guidance on how to find the
ideal platform for your company

About Conga: 
Conga helps businesses get more value from their 
technology by transforming processes through 
AI-powered digital transformation. Conga delivers 
digital transformation by helping create, manage, 
collaborate on, negotiate, and eSign business 
documents and contracts, all via visual process 
automation. The Conga Suite of products helps to 
simplify user experiences and increase productivity.

As a Salesforce Platinum Partner, Conga has built 
a base of more than 700,000 users, in 85+ countries, 
across all industries. Thousands of organizations 
rely on Conga daily to manage and streamline 
critical business processes. The company is based 
in Colorado with global operations in the UK and 
Australia. Learn more at getconga.com or follow 
Conga on Twitter: @getconga.

For more information about how Conga helps the 
world’s leading brands accelerate sales and 
business processes and report on actionable data 
to drive business forward, visit conga.com.
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