
Top 3 takeaways:

Contracts should be 
seen and managed as a 
business issue, not just a 
Legal issue.

You don’t need complex 
CLM software to get 
maximum value from 
contracts, but you do 
need robust protocols 
and procedures.

Summarise the most 
important details of a 
contract in one simple 
document that is 
easily accessible and 
understandable to all.

Love them or loathe them, contracts are the mainstay of every 
business. Virtually every relationship with a customer, client, 
supplier, employee, or service provider is underpinned by a 
contract. Each contract defines the details of that relationship, 
from the financial terms, reporting requirements, and key 
obligations of each party, to non-performance, break clauses 
and renewal dates. 

As a business grows, the complexity of the contract management 
process grows – and so do the risks of getting it wrong, from 
financial penalties and ruined relationships to legal disputes 
and, potentially, business viability. 

Alternative Insights spoke with four top in-house lawyers about 
the challenges of maintaining contract visibility, keeping on top 
of obligations and how to improve contract lifecycle management 
(CLM) processes to add greater value to the business. 
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Make the most of 
what you’ve got: 

AN INTERVIEW WITH SARAH OUIS, 
IN-HOUSE LEGAL COUNSEL 
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SARAH OUIS, AN IN-HOUSE 
LEGAL COUNSEL AND LEGAL 
CONTENT CREATOR, IS 
EXPLAINING THE ESSENTIAL 
ROLE OF CONTRACTS IN THE 
WORK OF IN-HOUSE LEGAL 
TEAMS. 

Contract activity is usually pretty 
heavy for in-house legal teams and 
represents a significant portion of 
an in-house legal team’s workload. 
It could be commercial agreements, 
ranging from the most trivial and 
low risk type of agreements, such 
as confidentiality agreements, all 
the way through master services 
agreements and more project 
related agreements, such as work 
orders and change orders. In-house 
legal teams can also get involved 
with procurement related needs, 
such as supplier related contracts, 
says Sarah.

For most organisations, the biggest 
risk if the contract management 
process fails is non-compliance. If 
that happens, the main consequence 
would be a financial one – a lost 
contract or disaffected client. But 
there is also a significant reputational 
impact to consider. If a business were 
to non-deliver on a contractual 
obligation and it turned into a formal 
commercial dispute, it could 
potentially have a much wider impact 
among the client base – or even the 
industry – as a whole.

So how can in-house legal teams 
improve their contract management 
processes to reduce these risks?  The 
answer for Sarah starts with leveraging 
what you already have in-house. She 
gives a few examples:

Customising the CRM
“To the extent the company uses a 
CRM such as Salesforce, it would be 
worth exploring the capabilities that 
could be relevant for contract 
management purposes.  For example, 
you might find that the CRM can allow 
you to set your own notification and 
reporting capabilities which could be 
leveraged to monitor expiration and 
notify the relevant stakeholders,” 
explains Sarah.

She adds, “While there will always be 
room for improvements, this already 
places in-house legal teams in a 
position where they can start 
leveraging technology to serve 
contract management needs.”  

“The majority of what legal teams do is 
usually manual. There is a lot of 
redlining. It requires manual human 
input. And of course, humans can 
make mistakes, so there are always 
efficiency issues that most legal teams 
experience due to the manual nature 
of their work,” says Sarah.

“ Contracts are what 
puts the money on 
the table. If there are 
no contracts, there is 
no business.” 

SARAH OUIS, 
IN-HOUSE LEGAL COUNSEL 
AND LEGAL CONTENT 
CREATOR
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The difficulty, she says, is identifying 
precisely which CLM products, out 
of the many on the market, ticks all 
the boxes they need ticking, in the 
way they need them to be ticked. 
Not a straightforward task. Even if 
there was a ‘bells and whistles’ CLM 
system available, it could potentially 
create as many resource issues as it 
resolves.

“A contract management system is an 
asset, because it enables you to do 
certain tasks you couldn’t do so 
efficiently if you didn’t have it, like 
creating reports and extracting data 
without taking hours and hours of 
manual toil. On the flip side, somebody 
needs to ‘feed’ the contracts into the 
system in the first place, so there is an 
admin burden that also needs to be 
considered,” she says.

One of the most challenging parts of 
the contract process when everything 
is manual can also be the collaboration 
part. Particularly in the current 
circumstances, where in-house legal 
teams and stakeholders are working 
remotely, tasks like getting an approval 
can sometimes be more time 
consuming than they should be, 
hence the need for in-house legal 
teams to also consider the importance 
of collaboration. 

Engage the wider business and 
building ownership
Another aspect she believes could be 
beneficial for in-house legal teams, is 
the engagement of the wider business 
in the contract process. She refers to 
contracts as ‘legally-binding business 
instruments’ as opposed to legal 
tools, to try and get across to non-
legal internal colleagues the vital role 
that contracts play 

She suggests greater education and 
cross-functional collaboration 
could be one way to help address 
this. The more legal teams reach out 
to other business functions for their 
input and action on contracts, the 
more the awareness grows that 
there are obligations and 
responsibilities that stretch far 
beyond the legal team.

In addition, organisation wide 
measures such as incident 
management and risks management 
can also support further educating 
the business about the importance of 
contracts.  After all, if contracts related 
risks and incidents are tracked across 
the organisation, this should serve as 
a red-flag for any organisation to 
work on. 

1
 View contracts not just 
as legal documents for 
the legal team, but as 
business critical tools 
for which everyone 
should take some 
responsibility.

2        Build trust and 
collaboration with 
other business units 
and functions to foster 
their understanding of, 
and engagement with, 
contracts. Leverage 
other organisation-
wide processes to 
better build ownership 
of contracts across 
functions. 

3         Be creative!  
You don’t necessarily 
need a shiny CLM 
system to manage 
contracts effectively or 
at least get started with 
the use of technology. 
Leverage the tools you 
already have in house, 
like a CRM or Office365.
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Champion of consistency:
AN INTERVIEW WITH  

CHRIS FOX,  
CHIEF LEGAL OFFICER 
AT KAMBI GROUP PLC
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AS HEAD OF LEGAL FOR AN 
INTERNATIONAL FIRM OF ABOUT 
1,000 EMPLOYEES, CHRIS FOX LEADS 
A RELATIVELY LARGE TEAM OF 
AROUND 20 PEOPLE. THE REASON, 
HE EXPLAINS, IS THAT HIS ROLE 
ENCOMPASSES MORE THAN LEGAL 
ALONE. HE ALSO OVERSEES THE 
COMPLIANCE, REGULATORY AND 
REGULATORY COMPLIANCE 
FUNCTIONS, WHICH FOR AN 
INTERNATIONAL B2B SPORTS 
BETTING SOLUTIONS PROVIDER, 
ARE FAIRLY SIGNIFICANT 
RESPONSIBILITIES IN THEMSELVES.

“All three areas are critical to our 
business,” says Chris. “Compliance 
includes legislative requirements such 
as GDPR, anti-bribery and corruption, 
but also touches on insurance, AML, 
and various international 
certifications; our regulatory function 
supports the Sales department when 
prospecting, and also acquires new 
licences for specific territories or US 
states; and the regulatory compliance 
team ensures that we maintain our 
licences and achieve against our 
regulatory requirements. On top of 
that, we’ve got the usual legal work an 
in-house legal team is tasked with.”

Kambi has relatively few customers, 
but each generates significant 
revenues, so contract negotiation is 
critical. This is the reason that, rather 
than using an external law firm, Chris 
felt there was value in building up that 
expertise in house, which is what 
they’ve done. Although Kambi does 
still use external firms, it is most 
typically for capacity reasons, or 
specific expertise, with the majority of 
negotiations led from within the team.

Due to the nature of the business, 
Kambi leverages various third party 
providers in addition to its own 
proprietary technology, and so 
contracts are critical at every stage of 
the supply chain. These range from 
agreements with major global cloud 
hosting environments like Oracle, 
Microsoft or Amazon Web Services, to 
data centres and data providers for 
different sports, such as IMG for tennis.

Strong on strategy
Chris is a former strategic consultant, 
so he has ensured there is a robust 
contract lifecycle management (CLM) 
process in place. He worked with his 
team, and the Sales and Corporate 
functions, to build a contract 
governance flow chart, taking the 
process from initial instruction 
through to negotiating agreements 
and contract execution.

“The purpose of the governance 
documentation is to give complete 
transparency to all stakeholders in the 
process, ensuring that interested 
parties have visibility as to where we 
are and what time will be required for 
review.  It makes sense to keep this 
process as smooth and speedy as 
possible, because our commercial 
model is based on revenue share. The 
quicker the operator can start trading, 
the quicker we start earning revenues. 
The governance process is key to 
speeding up negotiations, while 
managing risk and providing certainty 
and transparency across the business,” 
explains Chris.

His team doesn’t use any specific 
technology or tools to help with that 
process. Documents are stored in 
OneDrive, with a contract summary 
document for each contract, a very 
clear folder structure and a file naming 
convention that is rigorously applied. 
While it might be beneficial, in terms 
of process efficiency, to use a 
document management system with 
deeper functionality such as version 
control and roll back, Chris believes 
the cost-benefit justification isn’t 
quite there. This is partly down to 
volume: a larger company with more 
customer agreements would derive 
more benefits from a formalised 
document management system.
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Bespoke challenges
The number of customers creates 
complexity in other ways, however. 
Each contracting solution is bespoke 
and, due to the nature of the business, 
can often be very complex. Some 
agreements, for example, do not have 
a single master services agreement, 
but instead use multiple framework 
agreements to cover off different parts 
of the service with different parts of 
the operator group. Not having a clear 
understanding of this and the 
relationships between the different 
contracts could lead to a situation 
where one part of the agreement is 
renewed but another is not, or only 
part of the service is renewed when 
the whole service should have been.

A tool that Chris is considering to 
address this risk digitises the 
contract summary document in a 
way that enables it to be interrogated 
and reported against. This could 
deliver significant benefits, he says. 

A member of the team would still 
need to feed the summary information 
into the system, but once logged, it 
could be used to generate much 
deeper, cross-contract reports. So, 
for example, it could produce a report 
on all the contracts with insurance 
obligations, or all those that had 
control provisions and what those 
provisions were, or termination rights.

“ We’re currently considering in-
house solutions, as it’s partly a 
digitisation of an asset that we’ve 
developed ourselves. 
Unfortunately, initial assessments 
suggest the costs would 
outweigh the benefit, as it 
wouldn’t be cheap to either 
develop or implement, but it is 
something I would like to 
thoroughly explore in the future. ”
CHRIS FOX,  
CHIEF LEGAL OFFICER 
AT KAMBI GROUP PLC

1        Don’t dismiss off-the-
shelf products. You 
don’t need to invest big 
sums to be able to come 
up with effective 
solutions.

2        Make the effort to 
understand not only 
the needs of the 
business, but also the 
wants – things the 
company might not 
even know it needs,  
but which could deliver 
significant benefits. 

3        Remember that good 
governance is not just 
about risk 
management. It is 
about ordering data 
and processes to give 
people transparency 
and certainty.   
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Be a BFF to the CFO: 
AN INTERVIEW WITH  
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A SEASONED HEAD OF LEGAL 
OPERATIONS, FAYE MORAN HAS 
FIRST-HAND EXPERIENCE OF 
MULTIPLE DIFFERENT 
APPROACHES TO CONTRACT 
MANAGEMENT. 

Regardless of sector or business, 
one of the issues most organisations 
have in common, she says, is that 
no-one has really nailed the contract 
lifecycle management (CLM) 
process. This is surprising given the 
obvious – and not so obvious – 
value in their contracts.

Part of this is down to the way that 
many organisations, particularly large 
ones, operate in silos, each with their 
own approach and attitude towards 
contracts. Procurement and HR, for 
example, will deal with very different 
kinds of contracts, and will take a very 
different approaches to how they 
prepare and manage them. 

“The lack of a contract management 
system and clause level data can be 
critical. Without clarity, you don’t 
know what’s been agreed or why it 
was agreed. If it all blows up two 
years later, Legal have to try and 
unpick it all.  Better systems and 
information might prevent some of 
that,” says Faye.

A wider perspective
From the perspective of the in-house 
legal team, an added consideration is 
the fact that the Legal team may, 
depending on their remit, only benefit 
minimally from having all the 
contracts and contract data in one 
place. The big beneficiaries on a day-
to-day basis are the other parts of the 
business, such as the sales team or 
the finance team, for example. 

“This helps to explain why, in some 
organisations, Legal see their role as 
quite narrow, with a focus on drafting 
documents before signature. Whereas 
if you think about contract 
management as a whole, it is much 
broader,” says Faye.

Finding a leader, like a CFO, who is 
willing and able to drive forward an 
improved contract management 
process can be a challenge, she says. 
But by not doing so, and in persisting 
with a more piecemeal, siloed 
approach, opportunities are being 
missed.

“Legal is only one stakeholder and is 
often expected to simply draft and 
review contracts.  But there’s a much 
bigger opportunity for Legal to take 
the commercial initiative here and 
really be seen as the proverbial 
business partner and drive contract 
management forward,” she says.

“ I’ve seen lots of demos and 
pitches of contract management 
software over the years, but it’s 

often hard to differentiate them at 
the end of the day and I wonder 

how much functionality is really of 
use to legal teams. I suspect the 

80/20 rule applies – you don’t use 
80% of the functionality of the 

tech you buy, ” 

FAYE MORAN, 
HEAD OF LEGAL OPERATIONS 
(INTERIM) AT BOOKING.COM
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Remotely consistent
As the Covid-19 crisis moves into a new, 
less critical phase, businesses are daring 
to look to the future once again and 
think about how things have changed. 
One of the biggest transformations is 
expected to be in working patterns, 
with remote working becoming a much 
more accepted model. 

Faye hopes this may lead to more 
attention being paid to the way 
documents are stored and accessed 
by remote teams, which, she suggests, 
has tended to be relatively ad hoc in a 
lot of organisations. Different teams 
might store documents in different 
ways, with no consistent structure or 
naming conventions. Anyone looking 
at a folder of dozens documents is 
likely to struggle to quickly find what 
they are looking for. Some teams 
might prepare summary spreadsheets, 
but it is rarely consistently applied 
across a business. 

SharePoint and Google Drive can get 
you so far, but without some sort of 
protocol to govern precisely how they 
should be used to store documents, 
they can often create more confusion, 
rather than less.

“It came to a head at the start of the 
pandemic when everyone switched 
to remote working. People realised it 
was much harder than it should have 
been to find copies of signed 
contracts and answer questions like 
‘where are our liabilities?’, ‘what do 
our force majeure clauses say?’ or 
‘how quickly can we or our clients 
terminate these specific contracts?’,” 
says Faye.

The answer is often going to include 
tech. Finding a tech solution that 
makes it easier to extract and query 
this information across potentially 
thousands of contracts. But it is also 
about mindset. Both legal and finance 
functions need to treat the information 
in contracts as data, not words, so 
they can manage it like data and 
report on it like data, in a more 
commercial way.

That doesn’t necessarily mean 
running out and spending thousands 
on a digital CLM system, however. 

1        Contract management 
is much bigger than 
legal. Help the 
business to 
understand this basic 
but crucial truth.

2         Consider creating a 
‘contract director’ 
role, tasked with 
managing the CLM 
process and bringing 
stakeholders on board 
across the business.

3        Become best friends 
with your CFO. Help 
them understand that 
investing in the CLM 
process means less 
risk – particularly 
financial risk.

3
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universe: 
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IT IS PERHAPS NOT SURPRISING 
THAT THE UK’S LARGEST PENSION 
SCHEME BY ASSETS, THE 
UNIVERSITIES SUPERANNUATION 
SCHEME, HAS A LARGE MULTI-
FACETED IN-HOUSE LEGAL AND 
COMPLIANCE FUNCTION. 

THE SCHEME HAS OVER £67 
BILLION UNDER MANAGEMENT 
AND OVER 450,000 MEMBERS, 
MADE UP OF ACTIVE AND RETIRED 
ACADEMIC AND ACADEMIC-
RELATED STAFF.

Tamara Franks, Head of Group 
General Counsel Operations, 
oversees the central GGC Operations 
team that works alongside the 
individual legal, compliance and 
governance teams to help them 
streamline and improve the process 
aspects of their work. 

The legal team comprises 16 people 
and the review and negotiation of 
contracts accounts for a significant 
volume of work for the team. These 
can range from contracts with 
service providers to the pensions 
and investment businesses as well as 
contracts relating to the Scheme’s 
significant property portfolio or 
complex investment transactions.

“The Scheme holds stakes in some 
really quite complex investments 
such as Heathrow and Moto, the 
motorway services business, and 
there is obviously a lot of 
documentation that goes with that,” 
says Tamara.

Sharing responsibility
Executed documents are saved into a 
SharePoint-based legal document 
management system for easy access 
for the legal team. The legal function is 
not responsible for the retention of the 
organisation’s agreements but instead, 
each business team is responsible for 
its own contract storage.

The team, alongside the procurement 
team, has developed its own contract 
lifecycle management (CLM) process 
called the Supplier Toolkit that sets out 
a consistent process that new 
contracts have to undergo, with 
approvals from different teams, such 
as procurement, compliance, 
information security and legal. Each 
team performs its own review and 
checks on the contract, with the legal 
team responsible for the legal review 
and approval. There is also an inflow 
tool, or legal portal, for contracts that 
do not require an invoice to be paid, 
and a central contract repository 
where the documents are stored after 
completing the Toolkit process. 

Tamara says that whilst they are 
continually looking at ways to enhance 
the process, the system works well 
and acts as a significant control. One 
recent development is the creation of 
a process for ensuring the level of risk 
and importance of business-critical 
contracts is recognised more 
effectively in their processes.

“ It’s a delicate balance between 
developing more efficient 
systems, without taking 

responsibility for contracts away 
from the business units. It is 

really important that the 
business does not lose sight of 
its contracts. We are a second-

line function and therefore need 
business units to consider risk 

locally and to bring matters to us 
when legal advice is required. ”

TAMARA FRANKS, HEAD OF 
OPERATIONS, GROUP GENERAL 

COUNSEL AT UNIVERSITIES 
SUPERANNUATION SCHEME
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“It’s a delicate balance between 
developing more efficient systems, 
without taking responsibility for 
contracts away from the business 
units. It is really important that the 
business does not lose sight of its 
contracts. We are a second-line 
function and therefore need business 
units to consider risk locally and to 
bring matters to us when legal advice 
is required,” she explains.

Interrogation phase is key
The phase where more digital 
technology might be beneficial, she 
says, is the “interrogation phase” 
where the team looks to extract the 
key information from a contract and 
ensure there is a clear understanding 
and awareness of the obligations and 
responsibilities for both parties. 

In terms of having sufficient visibility 
of the obligations and risks in a 
contract, Tamara is confident that the 
current systems work effectively. 
Colleagues in the commercial part of 
the legal team have worked hard to 
significantly increase the 
understanding of which contracts 
exist in the organisation, but she 
recognises there is always room for 
improvement. In particular, she says 
the interrogation phase would benefit 
from a digital tool. 

“Generally speaking, I think we’re in 
a good place in terms of 
understanding what contracts are 
out there. We have data analytics on 
where in the organisation contracts 
are being put in place, the value of 
those contracts and certain key 
terms being agreed. In parallel we 
have a sound understanding of 
where legal risk arises within the 
organisation,” she says.

Given the nature of the organisation 
and as a trustee of an occupational 
pension scheme, the duty to act in 
the best interests of the members of 
the scheme is taken very seriously, so 
anything that relates to the members 
is very carefully considered. 

“We are accountable to multiple 
regulators and legal and regulatory 
breaches are contrary to our risk 
appetites,” says Tamara.

1        Be aware of your 
universe of contracts 
and understand what is 
out there in your 
organisation.

2        Create a record of 
business-critical 
contracts so you 
understand where the 
material risks lie and 
identify an executive 
owner for each of these 
agreements.

3        Allocate your resources 
according to the 
different levels of legal 
risk identified within 
your contract universe.
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The path to contract 
enlightenment needn’t be a 

rocky one: 
MARK RHODES, 

MANAGING DIRECTOR 
(EUROPE), 

CONTRACTWORKS

The past 12 months have thrown up 
challenge upon challenge for every 
department of every organisation, 
and in-house lawyers, often 
responsible for contracts worth 
millions of pounds, have been no 
exception. 

The scramble to identify hidden costs, 
financial risk, and often-forgotten 
clause language, such as force 
majeure, has thrown into stark relief 
the challenge of maintaining visibility 
of agreements. Add to that a newly 
displaced, remote workforce, trying 
to maintain business continuity during 
a crisis, and the problem of accessing 
the right contract information has 
been even more acute.

So, for many teams, this adversity 
has become an opportunity to 
recalibrate and reprioritise the way 
they work, and think carefully about 
how they address their most 
important process challenges. And 
often this has meant a renewed 
focus on post-signature contract 
management.

For some years now, legal tech has 
served up a mind blowing array of 
brilliant innovations to help lawyers 
work: how they manage their 
workload and time; how they analyse 
and review contracts; how they 
collaborate with clients and co-
workers. And, inevitably, the lion’s 
share of this innovation has focused 
on expediting the process of drafting, 
reviewing, negotiating and executing 
contracts. 

However, it’s the latter part of the 
contract lifecycle, where 
negotiations have been completed 
and contracts signed, that not only 
carries the greatest risk of financial 
and reputational damage (it only 
takes one missed auto-renewal, 
after all), but has also presented 
some of the most significant 
challenges in the COVID era.

For many teams, using new 
technology to manage post-
signature contracts and maintain 
visibility of obligations has been seen 
as a ‘nice to have’. It’s often a low-
priority topic (the contract’s already 
been agreed and signed), where 
responsibilities for delivering against 
an agreement may have been 
devolved to other teams within the 
organisation anyway.

What’s more, existing systems, such as 
Excel, can be adapted to track key 
contract information, thus avoiding 
the pressure to adopt new technology 
(or confront the eye-popping line-up 
of legal tech available). Add to that the 
perceived time and cost of 
implementing new technology to 
solve a low priority problem, the 
burden of making a business case and 
the complications of choosing the 
‘right’ solution, and it’s not hard to see 
why post-signature contract 
management slips down the to-do list.

But using technology to improve 
visibility of executed agreements and 
reduce risk doesn’t need to be 
expensive or time consuming or 
difficult. And key to appreciating this 
point is an acceptance of the fact that 
legal tech solutions don’t need to 
solve all of your contract management 
challenges at once. 

At ContractWorks, we’ve chosen to 
specialise in driving value for our 
customers through the creation of an 
easy-to-use contract repository that 
can act as a single source of truth for 
legal teams. 

By focusing on a single, commonplace 
problem statement (usually, “we 
don’t know where our contracts are 
and we don’t know what’s in them”), 
our customers can pick off the one 
aspect of contract management that 
carries the most risk and solve it with 
a simple point solution. 

They get the benefit of using 
technology designed specifically for 
their challenge (rather than hacking 
something together with existing 
tools or buying a solution where half 
the features go unused), without the 
need to take on the heavy lift of a 
wholesale transformation project. 
On average, legal teams working 
with ContractWorks are fully up and 
running in two weeks.

The COVID pandemic has shone a 
light on process improvements that 
can benefit in-house lawyers and the 
interests they represent, and 
technology is often the solution. By 
adopting a mindset that technology 
doesn’t need to solve everything at 
once, and prioritising the areas 
which carry the most risk to the 
organisation, the journey to 
achieving increased visibility and 
control of post-signature contracts 
can be faster, smoother and more 
affordable than you might expect.

At ContractWorks, we’ve chosen to specialise in 
driving value for our customers through the 

creation of an easy-to-use contract repository that 
can act as a single source of truth for legal teams. 
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There is no silver bullet when it comes 
to optimising the entire CLM process 
to add value to a business. No single 
model or system with all the answers. 
By its very definition, contract 
management will always have a 
significant manual element that even 
the most sophisticated technology 
will struggle to match. That’s not to 
say, however, that key parts of the CLM 
process could not be made more 
efficient by implementing robust 
procedures and protocols to ensure 
maximum visibility of vital details such 
as obligations, reporting requirements 
and renewal dates. 

At a basic level, off-the-shelf products 
like Google Drive, Dropbox or SharePoint 
can provide a certain level of accessibility 
and collaboration. But if multiple people 
are accessing, moving and potentially 
changing documents, a robust file 
naming and storage procedure is 
essential. Add the need to be able to 
interrogate and report on key contract 
data from a single source of contract 
truth and a more tailored solution for 
legal documents may be appropriate. 

Many of our interviewees suggest 
using one-page summary 
documents - a standard feature of 
the ContractWorks platform - in 
order to bring the essential 
information together in one place, 
ensuring important details are more 
visible and easier to find. 

“It’s about acknowledging the issue, 
the value and the opportunity. Not 
all lawyers see it in those terms. 
Contracts are about data, and that 
data is commercially valuable, so 
lawyers – and the business as a 
whole - should be thinking in a more 
commercial way about how they 
access, understand and use that data 
for maximum value,” said one of our 
in-house experts.   
  
The idea of contract visibility needs 
to be one that extends across the 
whole business. Contracts should 
not be seen as a ‘task’ that is handed 
over to the Legal function to be 
managed, and for the Legal function 
to assume responsibility.
     

What we learnt
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Contracts concern the whole 
business and should be seen and 
treated as such. By accepting 
ownership of their contracts and 
viewing them as important business 
tools, other relevant functions, such 
as sales or procurement, can 
increase their understanding of the 
risks and, in doing so, help to reduce 
them. This can also help to 
strengthen relationships not only 
with the other contracting parties, 
but with other internal teams, too. 
    
As one of our interviewees put it: 
“There is huge value in those 
relationships with customers, client 
and suppliers, and in understanding 
the obligations, the scope of 
liabilities, the contract data. If you 
don’t make an effort to build that 
understanding and make sure that 
information is accessible, it is a 
massive missed opportunity.” 
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