
Three stories 
of contract 
management  
frustration and  
a better way to 
get the answers 
you need. 

“I just want to know what’s in  
my customer contracts.”



INTRODUCTION: Your contract management support group

When it comes to creating a centralized 

and searchable contract repository that is 

useful, traditional contract management 

implementations usually offer a “hurry up 

and wait” approach. Instead of helping 

you get to the good stuff quickly—a.k.a. 

clean, accurate contract data—you can 

spend months or even years struggling 

through manual AI set-up and tagging, 

complicated workflows, futile attempts  

at standardization and data clean-up. 

Meanwhile, your data-rich historical 

contracts sit in disparate systems and 

spreadsheet limbo, inaccessible and 

unhelpful to the people who need them. 

That means you’re still not getting what 

you need from your customer agreements 

to make daily business decisions.

If this sounds all too familiar, join the 

club. Emily, Dana, and Steve feel your 

pain. Consider them kindred spirits ... a 

Contract Management Support Group. 

But rest assured, we see you, we feel you, 

and we have a better way. A faster way, a 

more cost-effective way … the RaaS way. 

It’s time to flip traditionally slow and 
disappointing contract management 
efforts on their head, and make immediate, 
complete contract visibility a reality:

 y All your contracts in one place with 

minimal effort

 y Clean, accurate data … always

 y Legal, Sales and Finance teams 

instantly know what’s in the 

contract. 

If this sounds like your situation, and 

you’re ready for a revolutionary new way 

to get everything you want, you’ve come 

to the right place. 



Every time we looked up a customer 
account, we realized we were missing 
masters and amendments.

From the legal department’s point of view, 

that increased the risk of delays in fulfilling 

certain complex customer requirements, 

such as most-favored customer clauses. 

On the sales side, the lack of visibility into 

the current customer relationship meant 

opportunities to cross-sell and upsell were 

slipping away. 

We are knee-deep in working through our 

15th acquisition in the last five years. And 

through each of them, we were never able 

to organize and integrate all the contracts 

properly. Contract information is scattered 

around dozens of repositories and mixed 

up with loads of irrelevant files. So many 

different templates and negotiated terms! 

We had contracts in an old instance of 

Salesforce; we also had them on the 

network, in paper, and in old proprietary 

databases that only a few people had 

access to. 

I JUST WANT: “All my contracts in one place … fast and easy”

EMILY’S STORY … 
Emily, Senior VP, General Counsel
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CLM tools are not designed with the 

priority of being an easy-to-use repository, 

or they make false claims about being 

easy to use. Many of them don’t even 

have a functional keyword search, so just 

searching and finding the right contract is 

difficult. But keywords won’t help you find 

what you’re looking for when the bigger 

issue is the accuracy of the data. Data 

quality is essential, and most organizations 

drastically underestimate what it takes 

to achieve and maintain clean, quality 

contract data.

The “magic AI button” doesn’t exist,  
and companies are surprised at how  
much time and money they need to  
invest to get to the data they want.  
Twelve to fourteen months is standard for 

most contract visibility approaches and 

many of these projects don’t achieve the 

intended value after all that time.

INDUSTRY EXPERTS SAY...

“Just get me a centralized repository.” 

That’s what we hear from legal and sales 

operation teams all the time. The biggest 

problem continues to be achieving a 

centralized, searchable repository—a 

common place to find complete, accurate 

information from their contracts.  



 y Flexible Document Intake APIs 

connect to current document 

repositories including CRM, CLM, 

Document Management, CPQ, and 

shared drives 

 y Smart intake technology automatically 

removes duplicates, corrects images, 

and converts all files into PDFs with 

searchable OCR 

 y A team of trained experts work 

through any exceptions to identify  

and track down missing documents 

and pages and ensure 99% quality

 y Automatic updates ensure your data 

is kept current when new deals are 

signed by connecting directly into any 

eSignature process

Companies have been led to believe that 

managing their contracts requires complex 

AI technology, heavy manual effort and 

hidden costs. There is a better way.

Repository as a Service (RaaS) takes 

a revolutionary approach that renders 

traditional ways obsolete—giving you a 

centralized, searchable contract repository 

in less than 90 days. 

RaaS, effectively combines three essential 

elements—an all-inclusive contract 

repository with analytics, proprietary AI 

technology, and expert managed services. 

Most importantly, you never have to enter 

a single piece of information or configure 

complicated AI rules yourself. 

THE RaaS WAY: All your contracts in one place...fast and easy.

The beauty of RaaS is the AI-technology 

+ managed services, specifically built to 

handle ALL contract templates and third-

party paper, making it an M&A lifesaver. 

In short, all the random “repositories” get 

consolidated for you—pages deduped, out-

of-scope documents removed, all missing 

MSAs and amendments identified. 

One complete repository—containing all 

your customer contracts and associated 

documents, and vital metadata.
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But we couldn’t even pull a report to say 
what the contractual revenue was for each 
customer. How are we supposed to renew 
$800M or even $8M in product or services? 

We would use last year’s numbers as a 

starting point, but then those don’t align 

with what the contract says. With these 

massive data inconsistencies, how can 

we grow a business based on recurring 

revenue?

The problem was the sheer amount 

of time it took teams to research the 

current contractual relationship with our 

customers. We had a team of four people 

opening every contract and amendment 

to understand where the customer is 

today, so we could accurately negotiate a 

new contract, add new services, improve 

renewals, etc. Or know if there were certain 

key terms that needed to be taken out or 

put in.

I JUST WANT: “To have clean, accurate data … always.”

DANA’S STORY … 
Dana, Director of Revenue Operations 
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What’s the plan for entering legacy 

contracts and maintaining data? And 

ensuring consistency and quality? How will 

you search on poor OCR documents? What 

about viewing amendment history? How 

will you keep the data up to date when 

changes happen? How will you report on 

the latest terms?

Without robust and reliable data software 
like search, reporting, and analytics, 
contract visibility claims are rendered 
virtually useless. They either produce 

misleading results or require significant 

manual effort by your teams to derive 

any meaningful insight. Even advances 

in Contract AI have yet to address these 

issues without significant set-up effort and 

ongoing manual clean up.

INDUSTRY EXPERTS SAY...

Traditional contract management systems 

in the space today focus on templates, 

contract drafting, negotiations and 

workflows. But after the signature, what 

happens when things get “complicated”? 



The Repository as a Service approach is 

an ongoing, systematic solution, powered 

by AI-driven technology and an expert 

managed services team. The output is a 

Contract Repository that is constantly 

refreshed with new orders, amendments, 

pricing updates—all the changes post-

signature contract management brings. So 

you are never left wondering if the data you 

see is the correct data. 

Contract visibility is never one and done. 

It’s an ongoing, concerted effort to keep 

commercial data up to date and easily 

accessible to revenue teams who need it. It 

requires dedicated oversight and execution, 

but most organizations don’t have the 

resources (or technology) to maintain that 

level of effort. 

THE RaaS WAY: Clean, accurate data … always.

 y Dedicated QA teams conduct audits, 

update extraction algorithms and 

train the managed services team

 y Low OCR quality and negotiated 

language triggers kick out exceptions to 

our managed services team for review

 y Each contract and owned product are 

mapped to the right customer entity 

in your customer hierarchy and then 

associated to the right CRM account

 y ‘As-contracted’ product names 

are mapped to current product 

hierarchies for better campaign 

planning
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We didn’t know what we didn’t know! So it 
was challenging—to say the least—to make 
well-informed, strategic decisions. 

As we continue to grow, we need a more 

efficient way to forecast renewals, explore 

expansion opportunities and just overall 

ensure a better customer experience each 

time they interact with us.

We were in an annual planning session, 

determining our account renewal strategies 

for the upcoming year, which is important to 

propelling our revenue growth. The task was 

highly manual. Customer documentation was 

stored in several places, owned by people 

across various teams in the organization. 

We had records on initial purchases, but 

we didn’t have centralized record-keeping 

on change orders. This made it difficult to 

research customer contracts.

I JUST WANT: “My teams to instantly know what’s in the contract” 

STEVE’S STORY … 
Vice President, Sales Operations  
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Unfortunately, contracts and orders/

pricing schedules are often managed 

and maintained in separate systems, 

and bringing them together into a single 

resource is not easy.

The idea that “it’s all in the CRM” is, sadly, 
not true. Despite all the investments 
in CLM, CPQ and CRM, people are still 
wasting days or weeks hunting for 
contracts and the right data. And usually, 

even if they find some information, it’s 

incomplete or inaccurate and leads to bad 

decisions.

There’s also the fast-moving trend of 

remote and decentralized workforces who 

don’t have the luxury of chasing down 

contracts and the data they contain. 

INDUSTRY EXPERTS SAY...

B2B enterprises know 95% of the customer 

relationship happens once the contract is 

signed. That’s when revenue teams need 

critical data from customer contracts and 

order history to improve selling time and 

renewals, offer a world-class customer 

experience, bill accurately and more. 



With an accurate, complete contract 

repository, you can instantly compare 

contractual terms with actual usage.  

This vital data is mapped to your account 

hierarchy, so you always know every bit 

of contracted revenue and purchase 

commitments. 

Now, Steve can make the right renewal 

offer because he has immediate visibility 

into precise, accurate data for that specific 

account, such as products, key dates, 

contract terms and order history.

Tapping into reliable contract data that’s 

accurate, organized and easily accessed 

is not easy. But it’s not impossible. Most 

repositories tend to be optimized for 

only legal use with a focus on master 

agreements and amendments. But RaaS 

connects both contracts and orders in a 

complete view of the customer account-

-and offers a role-based user experience 

designed specifically for revenue teams.

THE RaaS WAY: Instantly know what’s in your contracts.

RaaS makes this essential contract visibility 

a reality faster and more reliably than any 

other contract management and analytics 

effort out there. And it lets your revenue 

teams make better decisions in the moment, 

develop the right offers and deliver a 

consistent, positive and profitable customer 

experience.

10



You’re not alone. Pramata is here to help!
The struggle for immediate contract visibility is real! But B2B companies are discovering a better 

way—the RaaS way. Revenue teams tasked with generating more customer value today can’t 

afford the manual slog, long timelines and uncertainty of success that comes with traditional 

contract management systems. 

Let Pramata fast-track your contract visibility with our revolutionary  
Repository as a Service approach:

 y Time to value: Get a full, searchable contract repository in 30-90 days.

 y Low cost: Starting at $3k/mo. and no hidden costs

 y We do all the work: NO data entry or AI set-up required

 y Seamless integrations: With CLM, CRM or eSignature applications
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REQUEST A QUICK DEMO TODAY! 

http://www.pramata.com/take-action

