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How PracticeLeague Accelerates your Sales 
Contract Management Process?

Every successful business is defined by a consistently performing and streamlined 

sales cycle and what can be a better sign of effective sales performance than a 

signed contract. But as businesses grow at a rapid pace, the volume of contracts 

also increases, growing the burden on sales professionals to trail a lengthy and 

repetitive process of contract lifecycle management ranging from contract drafting, 

negotiation to approvals and finally signing the document. Not only is it 

time-consuming but also a complex process, ultimately hindering the efficiency and 

productivity of sales professionals. Thereby, making it imperative for the need for a 

robust contract management software in sales.  

 Research suggests that 
36% of salespeople 
spend their time on 

admin tasks.

Is your sales contract 
process automated yet?

In sales operations, it’s imperative to 

have full visibility into the entire 

contract lifecycle of sell-side contracts to 

not only understand the bottlenecks but 

also how efficiently and cost-effectively 

can it be improved. An integrated 

Contract management solution 

automates and streamlines the intricate 

and drawn-out process of both buy-side 

and sell-side contracts by reducing the 

turnaround time for contract drafting or 

reviewing and improving the approval 

process for faster-optimized sales 

operations.

www.practiceleague.com 1



PracticeLeague Contract Lifecycle 

Management software with its robust 

features such as contract authoring, 

template management, clause library, 

versioning, and electronic signing can enable 

the sales team to assemble even a 500-page 

contract in less than a few minutes. By 

integrating with your sales CRM or an 

optionally by filling a Contract Requisition 

Form which the user can design themselves 

and with answering a brief questionnaire, 

the contract draft is ready. The contract 

generation solution allows sales 

professionals to eliminate onerous and 

repetitive tasks like re-typing contracts, 

internal reviews, internal follow-ups for data 

discovery, and approvals and sifting through 

shared drives and folders for the right 

contract. The platform allows to instantly 

generate contracts using your pre-defined 

templates and ultimately reduces risk and 

TAT throughout the process. 

Identified as one of the biggest 

challenges in contract 

management, tracking key 

obligations payment milestones 

become easy with PracticeLeague 

Contract management software 

that allows the sales team to the 

important information without 

manually trawling through an 

entire contract or purchase order, 

setting-up advanced reminders, 

triggers, and alerts for instant 

notifications.
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The sales team can also automate their approval process via integrated emails to 

reduce procedural errors, the time taken to approve transactions and maintain an 

audit trail of all approvals and comments with contract automation software. The 

Auto-archive email approvals functionality automatically picks up emails and related 

contract versions to maintain an audit trail. The auto-version feature in CLM can 

pick up the email attachments and auto-archive them to not only reduce time but 

to also maintain a reference trail of all transactions.

The Project initiation/contract 

requisition feature allows the 

sales team to standardize the flow 

of information from one 

department or system to another 

and reduce the follow-ups and 

errors ultimately becoming the 

bridge to crucial departments in 

the contract process, like Legal, 

Finance, et al.
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CLM and CRM Integration:

A CRM platform is a hub where an organization’s sales’ activities are captured with 

its complete sales cycle of each of its customer including their sales contracts. For 

an optimal and seamless way to manage thousands of sales contracts and their 

entire lifecycle, sales need a robust and configurable integration of CRM with a CLM 

platform, enabling sales towards full accessibility to contracts including unified 

collaboration, reviews, approval, and negotiation with different teams such as legal, 

finance, etc. The sales team can generate requests and contracts in their respective 

CRM and sync with PracticeLeague Contract Lifecycle Management Platform.

This integration increases sales 

productivity by providing a 

comprehensive view over sales 

contracts without jumping to and 

fro on disparate systems and 

allowing automatic changes to 

contracts across both platforms, 

thereby improving contract quality 

and diminishing rework with 

proactive visibility. The seamless 

integration provides sales 

professionals with up-to-date 

notifications on contract 

milestones and improves visibility 

of various contract milestones. 
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Besides active contracts, the sales team 

also have to manage expired or inactive 

sales cycles in the CRM such as Salesforce. 

Without Salesforce and CLM integration, 

sales team tend to lose visibility on cases 

that are already inactive and/or expired in 

the CRM without being reflected on a 

Contract Lifecycle Management platform. 

Implementing PracticeLeague CLM with 

salesforce integration enables the sales 

team to investigate comprehensively their 

sales processes and identify problems, like 

occurrences where contracts tend to get 

hung up or stall out. Using those analytics 

from a robust CLM platform allows 

creating efficient and productive 

contracting which not only closes deals 

with speed but also bring in more revenue.
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Do you have complete visibility on your sales 
contracts?

For sales to scale the business, they need a unified platform that brings structure, 

visibility, and automation to build and sustain a strategic contract process.  

PracticeLeague Contract Management software allows sales executives to set-up 

reminders for missing scanned files related to each contract and define custom 

stages of sales transactions to improve accountability and to reduce business risks. 
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Maintaining a library of all active contracts 

can become easier by searching contracts 

with a few simple clicks and reducing 

dependency to maintain a centralized 

repository of all contracts. Assimilating 

contract management software can enable 

sales to track payment milestones and key 

tasks by generating reminders for key 

milestones and tasks for successful delivery 

or completion of each transaction and for the 

timely realization of payments. 

According to Aberdeen Group, top-performing 
sales organizations are 116% more likely to 

create a formal process to streamline sales 
contract workflow.

Having said that, a signed 

contract is not a one-day job, it is 

one of the most complex and 

time-consuming processes in the 

entire cycle, sales professionals 

are now looking to streamline 

their contract management 

process to achieve greater 

efficiency and productivity. Using 

PracticeLeague’s sophisticated 

CLM platform, sales can compare 

different versions of a contract 

and edit, accept or decline 

changes instantly. It allows 

building configurable approval 

and workflow management 

process in just a few clicks. 
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Sales Contract Analysis:

For sales to ensure that key contractual data and commitments are not missed, a 

comprehensive Contract lifecycle management platform is a must that provides 

access more than 40 instant reports in a few clicks with an inclusive dashboard 

providing both a macro or micro-level view of all contracts and business 

performance.

Using IBM Watson, PracticeLeague has 

created an advanced Artificial Intelligence 

engine with the most powerful cognitive 

artificial intelligence, machine learning, 

and natural language processing 

capabilities. PracticeLeague is integrated 

with Contract Lifecycle Management 

system to provide an AI-powered, 

end-to-end intelligent platform.

The industry is evolving with 

intelligent tools that are capable 

of extracting information from 

current and legacy contracts to 

ensure that key contractual data 

and commitments are not missed. 

Sales professionals can gain 

insights into their relationships 

with customers, vendors, 

partners, and third parties and 

use it to minimize organizational 

risks, uncover hidden costs and 

opportunities, and make more 

informed business decisions.

With such reporting capabilities sales, legal and other stakeholders like board 

members and CXOs gain a personalized view of all relevant contracts and 

contract-related activities. A comprehensive dashboard view also gives executives 

with much-needed insight into operational performance (e.g., contract cycle times, 

process bottlenecks, etc.) and contract performance (e.g., compliance rates, 

execution milestones, etc.
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Sales Contract Management – 
Legacy contracts, vendors, and more...

As sales team typically deal with new and existing clients, managing their contracts, 

projects, deadlines, renewals, etc., PracticeLeagueOnboarding solution, an 

important integration to the comprehensive Contract Management solution, allows 

sales to manage 3rd parties including clients and their relationship information, 

contracts, obligations and related documents. The platform helps in automating & 

streamlining onboarding process to create client and party master which can be 

integrated with your Sales CRM to collate data/information digitally and enable 

continued business relations in compliance to projectguidelines

and corporate standards.  

Apart from active contracts, organizations 

also have to manage expiring contracts, 

which can expose the organization to 

financial and reputational loss. With 

PracticeLeague Contract Lifecycle 

Management software, the sales team can 

manage renewals, expiry and termination of 

each contract and get a system-generated 

reminders for all upcoming renewals to plan 

and avoid loss of business.  It also allows 

the team to upload legacy contracts, 

safeguarding the organization from any 

potential revenue loss.
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Sales Contracts = Revenue

As business challenges evolve, organizations are also changing their approach 

towards contracts. Businesses are automating and streamlining their operations to 

meet the ever-growing demands of industry, achieving excellence in contract 

management has become increasingly critical. Hence, it makes imperative to have a 

robust system which allows the users to reduce/eliminate the need for multiple 

systems, cutting down inefficiency, errors, improving the ROI of the function, 

accelerating the sales cycle and ultimately bringing in more revenue. 

Enterprises have seen a 3.5% annual increases in customer 
renewal rate in CLM adopters vs. 0.2% among non-adopters 

and 2.5% Y-O-Y growth in lead conversion rates in CLM 
adopters, vs. 0.1% among non-adopters.

Implementing PracticeLeague Contract Management software enables the sales 

team to create a single source of truth for managing and standardizing their 

contract lifecycle management, allowing them to create efficiencies and make a 

significant impact on the bottom-line of the business.
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About us

What we Do
Revolutionizing Digital 

Connects between 
Business & Law

We provide an Intelligent and Unified platform for the Enterprise Legal Ecosystem 

driving Digital Transformation to the next level. PracticeLeague helps entwine legal 

efficiency and cost-effectiveness with complex end to end business operations with 

the sheer power of simplicity, speed and innovation driving today’s quintessential 

competitive edge and the highest standards of corporate ethics.

PracticeLeague Ecosystem focuses on 

integrating Enterprise Legal Management to 

the core of Integrated Risk Management in 

alignment with the evolving role of 

Corporate Legal.

The PracticeLeague ecosystem brings all entities of business and legal ecosystems 

on a virtual grid empowered with Artificial Intelligence, Blockchain and Secured 

Cloud for seamless exchange of data, execution of processes and predictive 

management with real-time visibility and control.

The ecosystem empowers Legal to collaborate with three key stakeholder 

communities in the ecosystem, business, authorities and professional services 

partners to deliver on organizational competitive edge and a strong corporate 

identity. The platform offers operational analytics to sustain innovation continuum, 

orchestrates predictive insights from cross-functional practices for richer business 

context and ensures compliance with regulatory and statutory standards and 

internal policies.

PracticeLeague LegalTech is a well-established and fast growing Startup with a 

continuous endeavor to redefine complexities in enterprise legal operations 

with the power of “Innovation with Simplicity”.
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