
Top 3 takeaways: 
 

A contract management system 
can get the wider business to see 
contracts as a company-wide 
responsibility. 

Contract lifecycle management 
is an approach rather than a tool; 
organisations should think of it as a 
concept when building a CLM strategy. 

Setting KPIs shouldn’t be a box-
ticking exercise. Metrics must 
drive value by being measurable, 
relevant to the business, and having 
meaningful dependencies.

Contracts are not just a matter for the legal department; 
they define obligations for the entire business. 

The right tools and approach will involve the entire 
organisation in contract lifecycle management. We brought 
together in-house experts from leading organisations to 
share their experiences of how contract lifecycle management 
impacted the digital transformation journeys of both their 
departments and the business as a whole. It was clear that 
today’s in-house teams need to be ready for any eventuality. 
Our sponsor ContractPodAi has the ideal solution. Their AI-
powered contract lifecycle management platform provides a 
library of user-friendly templates and automated workflows 
so that in-house teams can not only streamline contracting 
and keep compliant but unify the organisation. 
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We first asked our panel to tell us 
about the pain points in their legal 
departments that could be fixed 
(or that they did fix) by contract 
lifecycle management. 
 

When it comes to contracts, Sarah 
Ouis, Legal Counsel at mdgroup, 
identified ownership by the wider 
business as a pain point. “Contracts are 
seen as legal instruments, but in fact 
are a legally binding business tool that 
the whole organisation has to 
implement and comply with. The pain 
point is making the business understand 
that a contract is a company-wide 
responsibility and not something done 
by Legal, and parked as soon as it is 
signed,” she said. A second pain point 
concerns resources – particularly since 
legal teams are perceived as a cost 
centre. “As opposed to the legal team 
having to spend time on checking, for 
example, the liability, or payment terms, 
a system that consolidates all that 
information would allow the business 
to go directly on there,” she said. 

Alex Herrity, Senior Manager, Legal IT & 
Ops at adidas, saw contract lifecycle 
management as more of an approach 
rather than a tool. “How do you use CLM 
as a concept and make it a proactive 
thing that you’re thinking about to build 
a strategy? So, it’s about tackling pain 
points. It’s also building up a 
methodology and using tools to leverage 
opportunities and change the way legal 
operates as a function,” he said.

Andrew Kidd, Legal Director at 
Specsavers, operates a multi-
jurisdictional, multi-site, legal 
team. Transparency is a big concern. 

“Do you know what contracts you 
have? Where they are? And what they 
say? Once you figure that out, it’ll guide 
you quickly to a contract management 
system,” he said, noting how company-
wide visibility on contracts can help 
with the consistency, compliance, and 
risk management headaches that often 
challenge legal departments. Contract 
lifecycle management can also speed 
up reviews- particularly if you have 
some AI: “So with GDPR, if you have to 
look at change of control, you can use 
the tools within the system to speed up 
the process.” And AI is much more than 
just the core of ContractPodAi’s offering 
– they are the only CLM partner to 
bring the powerful capabilities of IBM 
Watson to the contracting process. And 
as users become familiar with the 
platform, the value scales as an 
organisation taps into the unlimited 
potential of the AI functionality.

Jerry Levine recently joined 
ContractPodAi as their Chief 
Evangelist and General Counsel. One 
of his concerns is getting sales teams 
to move quickly, but not give away 
the company to do a deal. “One pain 
point we solved through contract 
legal management was saying ‘you 
don’t have to wait. You click and 
contracts prepared. If you need it 
reviewed, it comes back to us’,” he 
said. And for those on the legal side, 
he recommended an audit trail: “I 
would see people come back and say, 
‘we sent that to you two weeks ago,’ 
and I would say, ‘you sent it five 
minutes ago. It’s in the system’.” Once 
they trained the sales team to 
understand that they had to upload, 
they saw a 15-20% improvement in 
deal turnaround times. 

 

        

PROFESSIONALS  
WHO ATTENDED  
THE SESSION

T H E  V A L U E  O F  C L M  

Poll results:

1  What is your biggest 
contracting challenge - 
or pain at present?

35% 
Workflow, 
approval, 
retrieval, and 
template control 

24% No central repository
24%  Too much contracting 

volume and a lack of 
resources

10%  Governance, risk and 
compliance management

6%  Time scheduling

2  What is the obstacle 
that has most kept 
you from legal digital 
transformation thus far?

33%  
Unsure of return 
on investment 

18% Not sure where to start 
29% Too time consuming 
20% Buy in from leadership

3  When would you feel 
comfortable attending live 
in person events again?

35%  
June 

6% July
27% September
31% 2022
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Pain points: What can CLM fix?
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Digitising CLM 

We next looked at the knock-on effect that digitising contract 
management could have on wider business problems. 

Chris Fox, Chief Legal Officer at Kambi, 
pointed out how supervening events 
can often give rise to immediate 
information requirements. “You want 
to respond quickly, or you start to see 
concerns about risk management. 
Effective contract management can 
enable that,” he said. “For example, we 
put together a governance tool which 
shows you exactly where you are in 
the sales process. That certainty and 
transparency will give people more 
confidence and reduce inefficiencies, 
because people aren’t running around 
to work out who they need to escalate 
to if something isn’t going quickly.” 

Andrew singled out clarity and 
transparency. “Legal is often an easy 
target to blame when contract has 
been done. So, having that 
transparency whether through a 
contract management system or 
workflow approvals, or just having 
good contract governance, can dispel 
that,” he said. In fact, when we polled 
attendees on their biggest contracting 
challenge, 35% pointed to workflow, 
approval, retrieval, and template 
control. Providing the different 
functions in an organisation with this 
transparency and control is the core 
of ContractPodAi’s dashboards – 
which generate valuable insights while 
integrating diverse teams and 
technologies through a centralised 
contract database. 

When Jerry’s previous firm 
implemented a contract lifestyle 
management platform, they 
discovered they had been giving 
customers free services for years. “We 
were able to catch some of these 
things which cost us almost $600,000 
a year, which more than paid for the 
ContractPodAi platform,” he said. And 
effective CLM meant they could break 
down lengthy agreements so they 
could search them more easily: “So 
cleaner contracts, the ability to give 
faster and more correct answers rather 
than getting back to a question in a 
day or so because we have to read and 
search on paper.” 

Alex identified speed as one of his 
department’s key business strategies. 
“Most of my customers want speed. 
And these pain points extend to the 
business because if Legal don’t solve 
these problems, then we slow the 
business down,” he said. He saw that 
the change to CLM tools can also 
change lawyer mindsets: “You can 
manage access - what things people 
are allowed to self-serve, and what 
needs to be escalated. And that 
framework works for lawyers who are 
inherently risk averse – you have a 
tool to take care of their worries.” It’s 
definitely the case that volume, along 
with speed and complexity, can make 
it difficult to track all the contracts 
flowing through an organisation. 

ContractPodAi’s contract automation 
technology was developed by legal 
experts to enable a view of the entire 
contract database – enabling a quick 
journey from start to signature. 
Mundane tasks are automated, and 
complicated workflows are reinvented 
– leaving lawyers and other users to 
focus on higher-level problem solving. 

Collaboration also enters into the CLM 
picture. Mark Langsbury, VP of Sales 
EMEA at ContractPodAi, asked the 
panel at what point they brought in 
other departments. Chris said that it 
was critical to bring other stakeholders 
in as early as possible: “Contract 
lifecycle management helps everyone 
own the contract. The only way you 
can deliver what the business wants is 
if you engage with the functional units 
at an early stage and craft a solution 
specific to your company.” Jerry 
added that when his previous firm 
switched to ContractPodAi, he 
brought in the procurement, sales, 
and finance teams and asked them 
their pain points. “Building it as a team 
solution meant it was designed for 
everyone. I went from dealing with 5-7 
contract management complaints a 
day to 1-2 a month,” he said. 

            CONTRACT LIFECYCLE MANAGEMENT HELPS EVERYONE 
OWN THE CONTRACT. THE ONLY WAY YOU CAN DELIVER 
WHAT THE BUSINESS WANTS IS IF YOU ENGAGE WITH THE 
FUNCTIONAL UNITS AT AN EARLY STAGE AND CRAFT A 
SOLUTION SPECIFIC TO YOUR COMPANY.
ANDREW KIDD, LEGAL DIRECTOR, SPECSAVERS 

T H E  V A L U E  O F  C L M 

IN 
PARTNERSHIP 
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Setting KPIs for contract lifecycle 
management in the legal team is the 
key to measuring and demonstrating 
progress. But how are KPIs set and, 
perhaps more importantly, what 
can they be used for?
 

Many things, according to Alex. 
“Counting days for things to happen, 
and KPIs around, for example, getting a 
draft back to someone if they fill in a 
template within five days. That’s the 
kind of the thing you take to a 
management meeting and say, ‘look at 
our 99% success rate’,” he said. He 
advised against falling into the trap of 
simply tracking the number of days 
taken to complete a contract: “There’s 
more variables in that. It doesn’t reflect 
on how great a job Legal did. So, 
measure what matters, and think about 
your strategy.” He gave some examples 
of the kinds of things flagged up by 
ContractPodAi – such as the number 
of times an organisation is deviating 
from the clauses in a template, or 
conceding on liability.  

We tips did the panel have on setting 
KPIs? “We measure what matters to the 
business, not to legal – such as the 
time taken to get a store transferred 
from one optician to another. We look 
at how legal can reduce those timelines 
not just by using contract management, 
but other digital legal tools,” said 
Andrew. Chris pointed out how leaders 
often come up with metrics just to tick 
a box: “It’s important that the metrics 
drive value, are measurable, are relevant 
to the business, and don’t have 
meaningless dependencies such as the 
time taken to agree a contract - other 
business functions will also be driving 
that contract; or the counter-party 
might not play ball.” 

The discussion revealed a lot of valuable 
inside information on how legal 
departments are developing their CLM 
strategies - strategies that require the 
right technology and partnerships. It 
was clear that legal departments need 
functions across the business to be 
involved in the creation of CLM and 
ContractPodAi definitely lends itself to 
being built as a team solution. Even 
their training and support teams go 
beyond just providing technical help –
working with organisations to engineer 
the platform to their advantage. 
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4  Which stakeholders 
outside of legal do you 
think are most impacted 
by contract management?

48% 
Procurement

27% Executive team
23% Sales
2% Other
0% HR
0% Marketing

5  What do you feel is the 
most important when it 
comes to transforming 
your contract management 
process?

22%  
Seamless 
integration across 
the enterprise 

19% Senior leadership buy-in
17%  Thorough project/ 

roll-out plan
14% Use of smart technology
14% Business team buy-in
8%  Using internal champions 

for adoption
6% Continual communication

6  How long do you think it 
takes to recoup a financial 
investment in legal digital 
transformation?

44%  
 1 year to less 
than 2 years 

28% Less than 1 year
28% 2 years to less than 3 years
0% 3 years plus

Setting metrics

http://www.alternativeinsights.co.uk/
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In partnership with 
ContractPodAi

ContractPodAi® is one of the world’s fastest growing AI based contract management solution 
providers, empowering global corporations across the world.

Using the most powerful and market-leading cognitive technology, machine learning and natural 
language processing – and trained by senior commercial lawyers – ContractPodAi® comes 
loaded with “out of the box” functionality and fully comprehensive features for full Contract 
Lifecycle Management, Discovery, Contract Automation and Self Servicing Contract Desk, BI 
Analytics and Reporting, Workflows and Approval Automation, and Contract Collaboration.

https://contractpodai.com

Contract Management Solutions

OUR LATEST WHITEPAPER

How to Choose a Contract Management Solution 
ContractPodAi®

Get to know the CLM market landscape, evaluate various solutions and 
define your own individual CLM needs with this comprehensive guide.
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ALTERNATIVE HANGOUTS
 →  A digital community space for the 
professional services sector to socialise, learn, 
network and interact. 

View the schedule for our Alternative 
Hangouts at www.alternativeevents.co.uk/
alternative-hangouts  
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