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In today’s crowded CLM landscape, where new vendors emerge constantly, Al capabilities advance rapidly, and
competition intensifies across every category. Yet amid this noise, one principle remains constant: The best CLM
platform isn't the most advanced—it's the one aligned with your specific business imperatives.

Assess honestly: Start with your actual maturity level and current pain points, not aspirational capabilities or
vendor-driven priorities.

Build progressively: Develop organizational discipline and capability at each stage before advancing to more
sophisticated technology.

Align strategically: Select solutions that bridge your specific gap between currentstate and necessary next step,
not the most impressive feature set.

Contract lifecycle management (CLM) is a lifecycle, not a destination. It is a continuous transformation,
evolving in step with your organization’s growth, strategy, and changing needs.
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The Challenge: A Rapidly Evolving,
Crowded Landscape

The CLM technology landscape is crowded. The right CLM solution isn't the one with
the most impressive features or the most aggressive Al claims. It's the one solution whose
category genuinely matches yourorganization's current maturity, addresses your highest-
priority pain points, integrates effectively with your existing technology ecosystem, and
fits within your capacity for change.

Start where you are. Solve the problemsyou actually have. Build the discipline necessary
to leverage more sophisticated capabilities before investing in them. And recognize that
contract lifecycle management is exactly that—a lifecycle, not a destination. Today's
repository solution might be tomorrow's authoring platform and next year's
enterprise system. That progression isn't failure; it's strategic evolution.

Successful CLM implementations share a pattern: clarity over sophistication, reality
over aspiration, strategy over features. These organizations assess their current state
honestly, define their destination precisely, and select technology for their specific gap—
immune to both wishful thinking and vendor narratives about what they "should"
address.
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Understanding the CLM Solution
Spectrum

The CLM market has evolved broadly into 5 distinct categories, each
optimized for different organizational needs and maturity levels.
Understanding where each category excelsand where it falls short is critical to
making an informed choice.

—~~—"| Contract Repository Solutions

@ Digital filing systems that centralize contract storage
\/
~—"] Authoring-Centric CLM Platforms
[ Platforms centered on contract creation and templates
\/
~———"] . . .
E-Signature-Centric CLM Solutions
vz Solutions built around electronic signature workflows
\/
~———"] . .
Post-Execution Management CLM Solutions
A
= Platforms optimized for managing executed contracts
\/
\/

End-to-End Enterprise Al-Powered CLM

@ Comprehensive platforms spanning the entire contract

~— lifecycle

The CLM solution features listed below are
illustrative, not exhaustive.

Given the dramatic variation in vendor CLM solution
capabilities, successful buyers evaluate systematically
across three dimensions:

¢ Industry-specific requirements (regulatory
mandates, contract types),

¢ business function priorities (legal,
procurement, or sales optimization), and

¢ the use cases that will deliver tangible ROI.

End-to-end Al-powered CLM has matured
significantly and delivers genuine, measurable value
for enterprise organizations. However, success requires:

e Strategic investment in technology, people, and
process

e Realistic expectations about Al capabilities and
limitations

¢ Organizational commitment to adoption and
change

e Multi Year (2-3 year) implementation timeline

e Ongoing optimization as Al capabilities
advances

¢ Human-Al partnership - Maintaining human
judgment alongside Al augmentation
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Contract Repository Solutions

What They Are
Digital filing systems that centralize contract storage with search functionality, metadata tagging, and basic reporting
capabilities.

Core Capabilities When They Excel

e Centralized contract storage with version control e Organizations transitioning from file shares,
e Metadata-driven search and filtering email, and paper

e Basic alerts for key dates (expiration, renewal) e Smallto mid-sizelegal teams (<10 people)

e Simple reporting and dashboards managing straightforward contracts

e Document access controls and permissions e Limited budget for CLM technology

e Primary pain point: "We can't find our
contracts when we need them"

e Low contract velocity (<500 new
contracts annually)

Critical Limitations

No workflow automation for contract creation or approvals Minimal
contract status tracking beyond expiration dates

Limited collaboration features during negotiation or pre-sourcing stages
Basic or non-existent analytics beyond standard reports No

integration with downstream business processes

Reality Check: Repositorysolutionsare entry points, notdestinations. Most organizations outgrow themwithin 2- 3 yearsas

contractmanagementsophisticationincreases. If youanticipate growthin contract volume, complexity, or strategic importance,
factor in migration costs when evaluating these solutions.

Al Capabilities:
Typically limited to basic OCR for scanned documents and simple search algorithms. True AI- powered
contract analysis is rare in this category.
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Authoring-Centric CLM Platforms

What They Are

Platforms focused on contract creation, featuring template management, clause libraries, automated document assembly, and

approval workflows.

Core Capabilities

Template-based contract generation with dynamic
clauses

Clause library with approved language and fallback
posttions

Automated document assembly from user inputs

Collaborative authoring withredlining and version
comparison

Multi-stage approval workflows with routing rules
Integration with e-signature platforms
Basic repository for executed contracts

Critical Limitations

When They Excel

High-volume contract creation environments (sales,

procurement, HR etc.)

Organizations with standardizable contract types (NDAs,
MSAs, service agreements)

Primary pain point: "Contract turnaround time is too
slow"

Strong template discipline and willingness to
standardize

Contract creation distributed across business units

Need to reduce legal bottlenecks in routine contract
generation

e Post-execution management often rudimentary (basic repository with alerts)

e Limited or No obligation tracking and compliance monitoring

e Analytics focused on creation metrics, not contract performance

e Renewal management may be basic date-based alerts

¢ Risk identification limited to template deviations

Strategic Trade-off: These platforms optimize for speed-to-signature, assuming your biggestchallenge is getting contracts

executed efficiently. If your pain points include "we're not meeting contractual obligations,

we miss critical renewals,” or "we

can'tanalyze contract performance,” authoring-focused solutions will leave significant gaps.

Al Capabilities:

e Al-Powered Contract Generation; Clause recommendation based on contract context
e Risk detection for non-standard terms or deviations from approved language

e Automated contract summarization;Negotiation playbook suggestions

e Generally strong in pre-signature AI, weaker in post-signature intelligence.

Implementation Reality:

Typically consumes 3-6 months to operational for organizations with disciplined template libraries and
clear approval hierarchies. Longer for organization’s requiring significant template standardization work.
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E-Signature-Centric CLM Solutions

What They Are
Solutionsbuilt around electronic signature workflows, either native e-signature platforms that added CLM features or CLM

platforms with deep Docusign or adobe integration.

Core Capabilities When They Excel
* Electronic signature workflows (often Docusign e Industries with high-velocity, consumer-facing
native or deeply integrated Adobe) agreements (real estate, insurance, financial services)

Pre-signature document preparation and routing Mobile or field-based signing requirements

Post-signature storage and basic tracking

Primary pain point: "Getting contracts signed is
Mobile- optimized signing experience cumbersome”

Real-time signature status visibility

Geographic dispersion of signers

Audit traill and compliance documentation

Compliance requirements for electronic signature validity

Payment collection at signing (some platforms)

B2C or high- volume B2B transactional contracts

Critical Limitations
¢ Contract management features often less mature than dedicated CLM platforms

Limited pre-signature authoring and negotiation capabilities

Basic post-signature obligation tracking and compliance monitoring

Analytics focused on signature metrics rather than contract performance

May lack deep integration with enterprise systems (ERP, CRM) beyond signature triggers

Strategic Trade-off: These platforms optimize for speed-to-signature, assuming your biggest challenge s
getting contracts executed efficiently. If your pain points include "we're not meeting contractualobligations,”
"we miss critical renewals,” or "we can't analyze contract performance,” authoring-focused solutions will
leave significant gaps.

Al Capabilities: Document classification and routing; Signer identification and authentication Automated
fleld detection for signature placement; Basic contract data extraction; Generally focused on signature
process optimization rather than contract intelligence.

Strategic Fit
Organizations where e-signature adoption is genuinely the highest-priority need, and where

contracts are relatively simple with minimal post-signature management requirements.
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Post-Execution Management CLM Platforms

What They Are
Platforms optimized for managing executed contracts post-signature, focusing on obligation

tracking, compliance monitoring, renewal management, supplier governance, financial and
commercial management, spend visibility, and contract performance analytics.

Core Capabilities

Renewal, expiration, amendment, and termination
management with workflow triggers across the CLM

Lifecycle
Comprehensive obligation and milestone tracking

Automated alerts for deliverables, and compliance

requirements

Contract performance monitoring against KPls
Spend and revenue analytics under contract
Risk and compliance dashboards

Amendment and variation tracking

Vendor/supplier governance scorecards and

performance management
Contract compliance audits

Financial and commercial management covering
spend management (PO, invoice, budget, cost

savings) & Reporting
Contract performance analytics

Risk assessment and monitoring

When They Excel

Large portfolios of complex, long-term contracts

Organizations managing sophisticated
vendor/supplier relationships

Primary pain point: "We can't effectively monitor
contract obligations"

Regulatory compliance requirements with audit trail
needs

Revenue or spend under contract is significant and
strategic

Complex contract portfolio spanning multiple

business units and geographies

Executive commitment to multi-year contract
management transformation
Dedicated contract management function or Centre of

excellence

Mature contract management (CLM Lifecycle and
CCMB) processes are already in place

Critical Limitations

L ]

Contract authoring capabilities may be limited or

non-existent

Document assembly and template management
often basic

Integration with Contract authoring tools and
workflows may be rudimentary

Assumes contracts are created elsewhere (existing

authoringtools, or manual processes, or uploaded post-
signature to the CLM)

May require minimal data entry to populate obligation
details or bulk upload via Excel-based obligation
registers

The integration advantage: When your CLM seamlessly connects with existing systems, you gain the best of
both worlds—specialized creation tools optimized for specific contract types, combined with centralized
lifecycle management, analytics, and governance. Quality integration with client organization’ upstream and
downstream applications transforms disparate systems into a powerful, coordinated ecosystem.

Al Capabilities:
« Automated risk scoring based on contract terms and performance history

« Intelligent search across contract repository

« Auto-categorization of contracts by type, risk level, and business unit

- Automated obligation extraction from executed contracts

 Risk identification from contract language analysis

- Strong in analyzing existing contracts, weaker in creation guidance.

The Strategic Advantage: Post-signature CLM delivers near term ROI by prioritizing
essential features across four critical categories

e Administrative Efficiency Gains
e Operational Efficiency

e Compliance Monttoring & Audit Readiness

e Cost Savings & Cost Avoidance - while embedding governance for long-term
value, CLM transforms contracts into enterprise intelligence and a sustainable

competitive advantage.
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End-to-End Enterprise Al-Powered CLM

What They Are
Comprehensive platforms that span the entire contract lifecycle from initial request through authoring,

negotiation, execution, obligation management, renewal, and analytics. Al capabilities are embedded
throughout, enhancing efficiency and insights at every stage.

Pre-Signature
« Intake and request management
« Template and clause library management
« Collaborative authoring with Al-assisted drafting
« Negotiation management with Al-powered playbooks
« Multi-party collaboration portals
« Approval workflow automation

« E-signature integration or native capability

Post-Signature
« Automated contract data and obligation extraction
- Comprehensive obligation, milestone, and deliverable tracking
« Compliance monitoring and alerting
« Renewal and amendment management (Lifecycle Management)
« Contract performance analytics
« Compliance and Risk assessment and monitoring
« Spend/revenue under contract analysis

« Analytics and Reporting

Al Throughout
« Contract intelligence (extraction, classification, risk assessment)
« Natural language search and query
« Automated contract review and redlining
« Clause recommendation and negotiation guidance

« Anomaly detection and compliance monitoring
Integration

« Deep integrations with enterprise systems (ERP, CRM, procurement, legal tech)
« Workflow orchestration across systems

- Data synchronization bidirectionally

When They Excel Critical Limitations

* Comprehensive Lifecycle Coverage - These , , ,
Implementation complexity and duration

platforms deliver true end-to-end contract , '
(typically 12-24 months to full adoption)

management from initial request through

execution and seamlessly across every stage of High cost - notjust licensing but professional

: services, integration, change management
lifecycle change

) ) ) Feature richness can overwhelm
* Complex contract portfolio spanning multiple

. : . organizations without dedicated CLM
business units and geographies

_ ) ) expertise
* Executive commitment to multi-year contract

. Most organisations use only 30-40% of
management transformation

available capabilities in first two years
* Dedicated contract management function or

centre of excellence budget >£250K annually for Risk of over-engineering solutions for actual

CLM technology organizational needs

Vendor dependency for configuration and
* Resources for 12-24+ month implementations optimization.

with dedicated project teams.

The Enterprise Readiness & Rol:

Enterprise CLM platforms deliver on comprehensive capabilities but demand
investment in budget, time, and alignment.

End-to-end CLM generates measurable ROI across pre-signature and post-signature
phases, transforming contracts from administrative tasks into strategic assets and
creating sustained competitive advantage. Beyond quantifiable ROI, enterprise CLM
creates sustained competitive advantages.
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The Real Decision:
Strategic Alignment& Transformation

CLM failures rarely stem from vendor selection—they result from misalignment with
organizational readiness.

Before evaluating CLM solution features, ask:

Where do we actually lose value today before or after signature?

Understandingyour primary pain point determines which category of CLM solution will deliver the most immediate
value.

Do we have the people, governance, and patience for transformation?

Technologyis the easy part. Organizational change is where most CLM initiatives succeed or fail.

How disciplined are our contract processes and data?

Advanced platforms require disciplined governance; otherwise, you risk automating inefficiency
instead of driving value.

Are we buying for today's pain for tomorrow's ambition?

The gap between current state and desired state determines implementation complexity and risk.

Align Your Platform Choice with Organizational Readiness

In a market crowded with Al claims and overlapping capabllities, clarity comes not from demos

but from strategy.

The most successful organizations treat CLM as a capability journey, selecting technology that
aligns with current maturity while enabling future growth. By embedding governance
discipline and strategic alignment, CLM transforms contracts into enterprise intelligence,

delivering measurable ROI and sustainable value.
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Way Forward

There is no one-size-fits-all CLM solution - No universal CLM solution exists because no two organizations
are identical. Successful implementations require tailored frameworks that align with each enterprise's
governance model, compliance requirements, and organizational culture.

9 ®

Start where you are Solve the problems you actually have
Honest assessment of current capabilities and maturity Focus on real pain points, not imagined ones

EE @)

Build the necessary discipline Recognize the lifecycle (CLM)

Develop organizational capabilities before investing in Contract lifecycle management lifecycle is a journey, not a
sophisticated technology destination

The Al Question: Separating Signal from Noise

Navigate the Al noise strategically - The CLM market is saturated with "Al-powered" claims, but there's significant variation in
substance. The CLM solution landscape presents significant challenges in distinguishing substantive Al capabilities require a
disciplined framework to evaluate solutions effectively.

e Distinguish genuine Al innovation from enhanced automation.

e Honestly assess your current Al maturity and capabilities

e Clearly identify where you actually need to go

« Select technology that bridges your real gaps, not those vendors promote

The Decisive Factor

Technology enables transformation through clarity, not complexity. Define your current state, validate your requirements,
and establish realistic objectives—platform selection follows naturally. The right solution aligns capability with strategy,
delivering an implementation pathway from present reality to future vision.

To explore how Energica can support your organization's CLM requirements, contact us at
Contactus@energica.io
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