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Report Overview 
This report looks at the functionality of various Contract Life cycle Management (CLM) solutions and 
how that functionality aligns with standard functionality offered by Enterprise Content Management 
(ECM) platforms.  This report addresses all levels of contract solution requirements.  From very simple 
management of boiler plate contract generation and expiration all the way to automated generation of 
contracts with clauses supported through an online vendor portal.  By aligning the functionality of the 
CLM solution with those of the ECM platform, we are able to identify a feature comparison to a custom 
developed CLM solution on an ECM platform.   

The report also takes into consideration specific information governance concepts that should be 
addressed in any solution that supports content, such as version control and records management.  It 
also assesses the enterprise readiness of the solution as it pertains to the use of contract data in other 
business solutions within the enterprise.  For example, being able to associate a vendor’s contract to the 
appropriate customer record in a CRM (Customer Resource Management) solution. 

Not all customer use cases will require all features that are documented in this report.  There is no 
“leader” per se.  Depending on specific use cases, different vendors may be more appropriate to a given 
use case.  Therefore different vendors may be the best solution for a particular use case. 
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Overview of Contract Life Cycle Management   
Because corporate counsel, alongside accounting and human resources, is a major component of every 
large organization, contract management is a challenge in every organization.  So why is it that the ECM 
platform vendors mostly ignore this foundational enterprise user group? 

Contract Life Cycle Management (CLM) is one of the ecosystems where the lines between what it solves 
and Enterprise Content Management (ECM) can solve are blurring.  ECM vendors have looked to custom 
code or a partner’s solutions to fill in this need.  This has led to new solutions vendors that not only 
match the specific business needs, but at costs that are often more appropriate for the business 
user.  Some CLM vendors even exceed the capabilities that many ECM vendors can offer.   

Rather than create new terminology, which we believe adds to the confusion, we’d like to use Gartner’s 
definition for Contract Life cycle Management (CLM): 

Contract life cycle management (CLM) is a solution and process for managing the life cycle of 
contracts created and/or administered by or impacting the company. These include third-party 
contracts, such as outsourcing, procurement, sales, nondisclosure, intellectual property, leasing, 
facilities management and other licensing, and agreements containing contractual obligations 
now and in the future. 

 
Looking at Gartner’s definition for Enterprise Content Management (ECM): 

Enterprise content management (ECM) is used to create, store, distribute, discover, archive and 
manage unstructured content (such as scanned documents, email, reports, medical images and 
office documents), and ultimately analyze usage to enable organizations to deliver relevant 
content to users where and when they need it. 

 
One can quickly see that CLM systems require ECM capabilities, and therefore an ECM platform.  Clearly 
Contract Life Cycle Management is a type of Enterprise Content Management solution.  CLM requires 
contracts to be authored or drafted, stored, participate in workflow, integrated with other enterprise, 
be retained as a record, and possibly be signed electronically.  All of these are core functionalities of an 
ECM platform. 

ECM by itself is not a CLM solution.  ECM does offer the abilities to support these requirements but, they 
need to be configured.  This is why ECM is a platform and not a solution itself.  CLM is easily supported 
by any ECM platform.  To some extent, every critical requirement of a CLM solution is supported by core 
functionality of an ECM platform.  
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Contract Lifecycle Management Solutions Vendors 
In our first pass of identifying CLM vendors, we found 24.  These vendors offer out of the box CLM 
solutions that are configured for their end user’s needs.  Only three of these vendors built on an ECM 
platform.  The CLM vendor landscape is breaking out into three key groups. 

The CLM Baseline 
Just as in any vendor scape, there are many vendors that just offer the basics.  The basic features of CLM 
are to manage the storage of contracts and track their renewal or expiration.  Both are very simple 
tasks, but ones that many corporate legal teams still perform manually using spreadsheets.  We believe 
that is due to an idea that software solutions are too costly or just not available. 

When a CLM solution is being developed on a base ECM platform there is a cost associated; such as 
requirements gathering, defining attribute models, and developing triggers for 
expiration.   Development of a simple Tickler File isn’t that simple on an ECM platform.  This baseline of 
CLM is often what many see as a CLM solution both as users and vendors in both ecosystems. 

Fifty percent of the vendors offer the basic ability to maintain an index of contracts and make 
notifications when the contracts are due to expire.  This minimal functionality can be huge for those 
organizations that still use desktop computers or network shares to maintain contract libraries and keep 
them indexed in an Excel document.  These solutions fall under the radar of most ECM platforms 
because their costs outweigh what the customers are willing to spend.  Cost isn’t a challenge for the 
CLM vendors.  Some even offer solutions that start with one or two users. 

CLM Beyond the Basics 
Workflow functionality appears to be the next level differentiator.  It starts with contract approval and 
negotiation processes.  Contract approvals are workflows inside the organizations while contract 
negotiations are workflows that go outside the organization.  Oddly these two workflow tasks are 
functions that some vendors either include support for one or the other, but only few offer both. 

These workflows vary in capabilities from an ECM perspective.  Some offer graphical support.  Some 
offer both parallel and serial workflows.  The biggest differentiator is whether or not external workflow 
participation is supported.  In some cases the, negotiation workflow may require the user to send an 
email manually.  In other solutions, external users receive automated emails. 

Only one or two of these solutions support voting logic in workflow.  None appear to support delegation 
for “out of office” users.  Both of these are common functionality for ECM vendors.  While workflows 
are used for the approval of contracts, there seem to be no inclusion of workflows for approval of 
templates or clauses. 

A quarter of the vendors offer a more robust feature set.  This includes workflows, template libraries, 
annotations, markups, etc.  These CLM vendors also include integrations to at least one or several ERP 
(Enterprise Resource Planning) / CRM (Customer Relationship Management) vendors like; SAP, 
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Salesforce, Oracle eBusiness, MS Dynamics and MS Great Plains.  With these features, these vendors 
would compete with ECM Platform vendors offering a custom solution for contracts management.  The 
difference is that usually ECM platform vendors only support one ERP/ CRM solution, usually SAP or 
sometimes Salesforce. 

CLM from Drafting to Obligation Tracking 
The strongest solutions start at Contract Drafting.  Contract drafting uses templates, and in some cases 
in conjunction with clauses libraries, to develop a new contract.  This works much like compound 
document assembly in ECM terms.  These contracts are either generated manually, through a wizard, or 
automated from a 3rd party application, depending on the vendor. 

This tier of solutions also offers vendor portals that allow external users, at a minimum, to check-out 
contracts for red-lining.  Some solutions also offer the ability of these external users to attach related 
documents to the contracts, like exhibits and appendices.  Fewer still offer these external users the 
ability to see when contracts are due to expire and receive notification. 

The first of two unique strengths in this space is using individual contract’s clauses to calculate 
complexity around a contract.  For example, if a specific clause comes back as red-lined from a vendor 
that has been classified as critical, that contract will be flagged as requiring potentially extra 
negotiation.  This allows corporate legal teams to triage their contract negotiation process. 

The second unique strength is the ability to track the obligations associated to a contract.  This goes 
beyond the renewal date and looks at things like periodic reviews and quantity discount levels.  This 
functionality looks at the contract more from the vendor relationship level.  Looking at a contract screen 
not only shows you when that contract expires, but how much that specific contract was worth. 

The remaining vendors addressed this deeper look at contracts.  These organizations fully met or in 
some ways surpassed the capabilities of traditional ECM platforms.  Templates with clauses are 
functionality that is a standard capability for those vendors who support compound document 
management.  The ability to look at contract value and individual obligations down to the clause level is 
something not traditionally seen in ECM platforms.  

Some CLM Vendors Offer Enterprise Solutions 

What really stood out was that some of these vendors offered solutions to support business processes 
in a other parts of the organization.  The same repository used to manage contracts was also able to 
support HR Documents, AP Processes, Procurement, and even compliance.  This goes head-to-head with 
the ECM platform vendor’s key messaging, being able to solve more than one business problem with a 
single platform. 

ECM Vendors mostly have Partner CLM Solutions 
A few of the ECM vendors, like d.velop, M-Files, OpenText, and SER Group, offer out of the box Contract 
Management solutions.  These ECM solutions usually support drafting from templates but do not 
include support for clauses.  They also include workflows for negotiation and approval, with electronic 
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signatures, though often this is done with a single workflow.  Negotiation functionality often includes 
support of redlines, mark-ups and file comparisons thought they are not usually supported real-time.  
These solutions are usually integrated with a single ERP/ CRM vendor.  Most ECM platform based 
contract management solutions are provided by partners.  Finding these partners’ offering is usually a 
challenge. 

You really need to work hard to find a platform vendor that supports contract management or any 
specific solution.  Of the seven Magic Quadrant Leaders, only Microsoft offers a partner directory that 
makes it easy to find specific solution partners.  Four of the others offer partner directories, but you 
can’t search for solution types.  OnBase only lists its strategic relationships.  Lexmark doesn’t even have 
a catalog of partners.  This makes it hard to define exactly what sort of functionality these partners bring 
with their contract solutions. 
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A Full Featured Solution 
Not one CLM vendor offers all of the current functionalities in a single CLM solution and some offer 
them at different levels.  Here is what each phase of CLM would look like if all of the features were in 
one solution.  All of these features are available in some form by at least one vendor. 

Drafting Contracts– from Templates to Clauses Libraries  
Even prior to the contract being drafted, templates and clauses have been reviewed and approved 
through a workflow.  This ensures that all new contracts will be created using approved content.  The 
workflow would include an audit trail that would allow administrators to be able to know who authored 
and who approved each template and clause.  Clauses should be related to the templates which use 
them.  This should ultimately be managed through a graphical tree interface. 

Drafting would start in either one of two ways, from inside the authoring tool or in the end user 
application.  In Microsoft Word, this would be done from a ribbon that would allow the user to select 
the template and fill in a simple wizard to complete the rest of the document.  The system would 
support a button inside the CRM, ERP, or HRM solution, that when clicked would read the current 
record from the screen completing the information that would normally be captured in a wizard.  
Clauses should also relate to alternate standardly accepted clauses. 

The system should also support generation of a contract from a wizard on the organization’s website or 
portal.  Finally, the system should allow for importing contracts generated outside the organization that 
will also need to follow the negotiation, approval, and tracking phases. 

Negotiations – from Emails to Real-time Negotiation  
Negotiation and approval should be separate processes because some contracts may never leave the 
negotiation phase and oftentimes approvers are not the negotiators.  Workflows should be created with 
a graphical mapper and an individual task should require configuration only.  While it will be rare that an 
individual task would require custom code, it should support the ability to do so.  For example, a 
customer contract may include a step to perform a credit check against a web service. 

Users should be notified about negotiation tasks from an email or mobile alert.  The email should allow 
the user to interact with every task from inside the email.  For example, it should have a link to 
automatically open the document, utilizing single sign on if possible, or an approval button should be 
available on the email. 

Negotiation should be able to be performed in an on-line portal that has a real-time option.  At a 
minimum, a shared space should be used that tracks changes and annotations to the contract while 
maintaining an audit history of why the change was made and who requested it.  For the drafter, the 
contract should allow for easy substitution of alternate standardly accepted clauses.  When not being 
performed in real-time, the system should notify negotiators by email or mobile alert of new changes. 
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Once negotiations are finalized, there should be an electronic signature associated to each negotiator. 
These signatures need only support a secondary sign-on associated to an audited event.  Finally, the 
completion of a negotiation workflow should automatically launch the approval workflow.  

As a final step, the system should report on workflows.  The system should be able to report on which 
clauses are being used in which contracts.  To make contract negotiations more efficient, workflow tasks 
should be monitored for duration.  Alternate standardly accepted clauses should be tracked for where 
and how often they have been used. This information can be used to improve contract templates. 

Approvals – with Emails and Mobile Alerts 
The approval workflows should be created with a graphical mapper and an individual task should require 
configuration only.  This process should be a minimal workflow that only addresses both parties’ 
signatures.  The system should verify that the outside party is an authorized signer for the organization 
by comparing it to previous approved signers.   

Interaction from the signer should be from email or mobile device alert.  The system should allow 
signers to read the contract, print or save a local copy, and electronically sign the document using an 
enforceable eSignature solution such as Adobe eSign or DocuSign. 

Tracking – from Expiration to Obligations 
It is not enough to just track contract expiration and renewals.  The system should track other key dates 
and also monitor obligations.   

For expiration, the system should track the renewal date or expiration.  It should notify users in advance 
of pending renewals or expirations.  The notification window should be defined at the system level but 
allow for different notifications for individual contracts.  For example, a contract that was very difficult 
to negotiate may need a longer notification window.  The system should also allow for the recording of 
notes for changes to future negotiations.  For examples, a note could recommend changing discount 
thresholds or to canceling an evergreen contract.  

For obligations, the system should track date or price based metrics.  For performance contracts, the 
system should track when a specific action should occur.  The system should tie to the CRM or ERP to 
monitor purchases as they reach negotiated contract thresholds.  The system should be able to track 
supporting documents, such as site inspections or surety bonds. 

What about – Records Management and Legal Holds 
The system must manage the contracts library for records retention.  Contracts should be stored with 
retention policies to allow for the deletion of contracts after the organization has deemed them no 
longer a record.  The system should address the retention value of contracts in the draft phase once 
approvals have been completed.  For example, are drafts to be kept and if so what is their retention 
schedule?  The contracts system must support legal holds.  If a contract is related to a legal action or 
audit, the system must not allow for the deletion of the contract and related documents. 
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CLM Vendors 
Each major vendor received a summary page of their solution as well as an overview of the organization. 
Some vendors that were surveyed but did not stand out are included in the section Other CLM Solutions. 
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Apttus  
www.apttus.com  

Apptus offers a solution for contract management that is tightly integrated to Salesforce and Microsoft 
Dynamics.  Apptus supports the contract process from generation to renewal.  The solution generates 
contracts based on templates, clauses, and data stored in the CRM (Customer Resource Management) 
system.  These contracts can be sent through an approval process that includes out of office support and 
voting logic.  Users can review, approve, and electronically sign documents.  Contracts are linked to the 
CRM record. 

Apptus offers three editions of their CLM solution: Sprint, Enterprise, and Ultimate.  The entry level 
Sprint edition offers a contract library with renewals management, templates, workflows, audit history, 
and reporting.  The Enterprise edition adds a contract generation wizard, library services from inside MS 
Word, and terms and clauses.  The Ultimate includes all prior features as well as advanced approval 
functionality (like voting logic), approval matrixes, and advanced terms and clauses support. 

In addition to their contract solution, Apptus also offers a Configure Price and Quote solution that is 
based on the same architecture that’s used for contracts. 

From an enterprise strategy, Apttus is a quote-to-cash vendor.  They will support the sales cycle from 
creating a quote to sending out the final bill, but it does not support the accounts receivable process.   It 
also integrates with both Salesforce and Microsoft Dynamics. 

Founded:   2006  Employees: 1,190 

Funding: Series A – Sept 2013 for $37M – K1 Capital, Iconiq Capital, and Salesforce Ventures 
Series B – Feb 2015 for $41M – Salesforce Ventures, K1 Capital, and Iconiq Capital 
Series C – Sept 2015 for $108m – KIA, Iconiq Capital, K1 Capital, and Salesforce Ventures 

Headquarters:     San Mateo, California 
Offices: 

United States:   Atlanta, Georgia; Bozeman, Montana; Chicago, Illinois  
EMEA:    London, England 
India:    Ahmedabad, Bangalore (coming) 
AsiaPac:   Tokyo, Japan; Sydney, Australia 
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Apttus Leadership: 
Chairman, CEO, Founder Kirk Krappe (2006) – Previously: BEA Systems, Oracle. 
President, CSA   Neehar Giri (2006) – Previously: Nextance, Clarify. 
CCO    Kent Perkocha (2007) – Previously: Revitas (iMany), Nextance. 
CRO    Kamal Ahluwalia (2013) – Previously: Selectica/Determine. 
CFO    Jeff Van Zanten (2013) – Previously: Scient. 
CTO    Nathan Krishnan (2008) – Previously: Nextance. 
Global SVP Sales  Alston "Al" West (2009) – Previously:  IBM, Revitas (iMany) 
Global SVP Marketing  Maria Pergolino (2012) – Previously: Marketo 
SVP Product & Engineering  Nagi Prabhu (2014) – Previously: Computer Associates 
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CobbleStone Systems 
www.cobblestonesystems.com  

CobbleStone Systems' focus is on contracts, so their solution is one of the more feature rich.  Drafting 
functionality supports templates and clause libraries.  Clauses are dynamically included in new contracts 
based on keywords previously stored about the contract.  The system stores both contracts and related 
documents and can relate those documents to other contracts in the system.  The system tracks both 
contract expiration/ renew and obligations. 

Contract negotiation and approvals uses workflow.  Negotiation supports both red-line and document 
comparisons.  Workflow includes notes and an audit trail.  Contract approvals can be performed with 
electronic signatures.  Further supporting outside parties, CobbleStone also offers a vendor portal which 
includes contract management, vendor catalogs, and RFP tracking along with contracts. 

The system supports records retention with legal holds.  Contracts in legal hold cannot be deleted from 
the system. 

CobbleStone is one of the few vendors that support importing external contracts in any format.  The 
solution supports scanning of paper contracts.  Both scanned contracts and contracts received as PDF 
files can be converted to searchable files by the system.  

Contract Insight, their core module, comes in Express, Work Group, and Enterprise editions and can be 
deployed in the Cloud or On-Premise.   

From an enterprise strategy, CobbleStone only focuses on contracts.  The solution does integrate with 
Salesforce.  CobbleStone also offers a Purchase Order management system, but this does not address 
the requirements of Accounts Payables.  

Founded:   1995  Employees: 51-200  

Funding: Private 

Headquarters:     Princeton, New Jersey   

Leadership: 

Executive VP:   Mark Nastasi (2000)  
Dir. of Sales & Marketing: Bradford Jones (2010) 
Director of IT:   Matthew Friebis (2009) 
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Conga (Novatus Contracts) 
www.congamerge.com   
www.novatuscontracts.com  

Conga enters into this report based on its acquisition of Novatus Contracts.  Conga primarily focuses on 
supporting the creation documents related to Salesforce records.  The acquisition of Novatus brings 
contract management capabilities to their solution.  

Novatus’ features go beyond the basics.  Contracts can be generated and traced from inside Salesforce.  
The actual contracts and related documents are stored in Novatus.  Novatus supports a negotiation 
portal that allows for both parties to review, checkout, and redline contracts with version control.  
Outside parties are also able to use the negotiation portal to add import related contract documents.  
The solution does not offer real-time review nor the ability to compare two versions of a contract.  
Novatus is one of the few solutions to address records retention capabilities as part of their solutions. 

From an enterprise strategy, Conga does offer solutions to generate policy file documents and 
accounting invoices, but lacks the solutions to support the associated processes.  Conga did expand to 
support contract processes by acquiring Novatus Contracts.  It would not be unexpected to see another 
acquisition to add capabilities around human resources or accounting process however these areas are 
outside of SalesForce, which is most of Conga’s focus. 

It should be noted that the majority of the leadership at Conga is new; most joining after the company 
received its first round of venture funding.   

Founded:   2006  Employees: 140 

Funding:   Series A – June 2015 $70m – Insight Venture Partners 

Headquarters:     Broomfield, Colorado 
Offices: 
 United States:  Seattle 
 EMEA:   London; Milton Keynes, England 
 AsiaPac:  Sydney 

Leadership: 
CEO    Matthew Schiltz (2015) – Previously: DocuSign 
COO   Bob DeSantis (2015) – Previously: DocuSign 
VP Marketing  Eric Wong (2015) – Previously: DocuSign 
VP Product Mgmt Doug Rybacki (2015) – Previously: DocuSign 
VP Corp & Biz Dev Ken Vavallon (2015) – Previously: DocuSig 
VP Biz Dev & Str Accts Andrew Quinlan (2015) – Previously: Oracle 
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Contract Guardian  
www.contractguardian.com  
Rippe & Kingston 

Rippe & Kingston’s Contract Guardian was first focused on the healthcare market.  Recently they have 
expanded their solution to support other industries. 

Contract Guardian is one of the more feature rich CLM solutions reviewed.  The system supports all 
basic contracts drafting functionally and includes support for creating contracts from boilerplate 
template with clauses.  The system supports negotiation and approval workflows which can be 
configured using a graphical workflow editor.  During negotiations, contracts can be redlined, but the 
system does not support the comparison of contracts. 

Contract Guardian is one of the few solutions that supports retention and has a robust security model.  
The solution even has scanning support for contracts in physical form. 

From an enterprise strategy, Contract Guardian only focuses on contracts.  The solution also does not 
integrate with other applications, like CRM solutions, within the enterprise. 

Founded:   1976  Employees: 140 

Funding: Private 

Headquarters:    Cincinnati, OH 
 
Leadership: 

Owner:   Thomas Davidson (1976) 
President:  Ron Sharp 
Product Manager: Gerald Combs (1994) 
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Coupa  
www.coupa.com  
www.contractual.ly  

Coupa’s entrance into contracts comes from its acquisition of Contractually in January 2016.  As such, its 
message is evolving. 

Coupa offers contract management, but what it tracks about contracts reaches further than most of the 
vendors in this space.  Contract drafting only works with templates and does not support clauses.  From 
a tracking perspective, it does a deep analysis of what each individual contract means to an organization 
by looking at the dollar value it has brought to the organization. It also still manages expirations and 
other obligations.  What Coupa lacked was negotiation support but with the acquisition of Contractually, 
it will now have live on-line review and approval processes for contract negotiation. 

From an enterprise perspective, Coupa is one to watch.  Coupa offers AP automation as well as finance 
solutions.  Coupa Contract solutions integrated with SAP, Oracle eBusiness, and Microsoft Dynamics. 

Organizationally the company has a global presence with over 800 employees.  Its CEO has been in his 
position since 2009 though most of the executives have joined in the past two years. It has received 
$169 in venture funding and its valuation is at $1 Billion.  It is rumored that Coupa may be looking to IPO 
in 2016.    
Founded:   2006  Employees: 800 

Funding: Series A 3/07 for $1.5m – BlueRun Ventures 
Series B 4/08 for $6m – Batter Ventures and previous investors 
Series C 9/09 for $7.5m – El Dorado Ventures and previous investors 
Series D 2/11 for $12m – Mohr Davidow Venture and previous investors 
Series E 5/12 for $22m – Crosslink Capital and previous investors 
Series F 3/14 for $40m – Meritech Capital, Icon Ventures, Northgate Ventures and 
previous investors 
Series G 6/15 for $80m – T. Rowe Price, Batter Ventures, Crosslink Capital, El Dorado 
Ventures, Iconiq Capital, and PremjiInvest. 

Headquarters:    San Mateo, California 

Offices: 
Americas: Chicago, Illinois; New York, New York; Reno, Nevada; San Diego, California; 

Toronto; Ontario; Vancouver, British Columbia 
EMEA: Amsterdam, Netherlands; Dublin, Ireland; Frankfurt, German; London, England; 

Paris, France; Stockholm, Sweden; Zurich, Switzerland 
India: Pune, India 
AsiaPac: Singapore; Sydney, Australia 
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Coupa - Leadership: 
CEO:  Bob Bernshteyn (2009) – Previously: SuccessFactors, Siebel  
CFO:  Todd Ford (2015) 
CMO:  Tara Ryan (2014) 
EVP Sales: Tom Aitchinson (2014)  
VP Biz Dev: Roger Goulart (2012) – Previously: SuccessFactors, Salesforce 
VP Marketing: Raja Hammoud (2012) – Adobe 
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Determine  
www.determine.com  

Determine supports contract drafting from templates but does not support clause libraries.  It does 
store keyword information about which clauses were used to aid in reporting.  Workflow is used to 
route contracts through negotiation and approval, which are sent to external parties using email.  
During negotiation it tracks redlines and versions but does not support comparing contracts.  It does 
track obligations in addition to contract renewal and expiration.  The solution does not support 
retention of contracts. 

From an enterprise perspective, Determine supports what they call Enterprise CLM.  This means that 
their contract solution works over various departments in the organization.  In reality, any CLM can 
support contracts throughout an organization.  It would be integrations to enterprise applications that 
would make ECLM real, something that Determine does not support.  Determine does support the 
Accounts Payable process and even supports paper invoices using Lexmark’s Readsoft to OCR them. 

Determine changed its name from Selectica in 2015.  It should also be noted that the majority of the 
leadership at Determine is new within the last three years.  There have also been three CEOs in the last 
five years. In June 2016, Determine announced the move of its headquarters from Silicon Valley to 
Carmel, Indiana.  

Founded:   1996  Employees: 224 

Funding: Public: NASDAQ - DTRM 

Headquarters:     Carmel, Indiana 
Offices: 
 United States:  San Mateo, Ca. 
 EMEA:   London 

Leadership: 
Exe Chairman:  Michael Brodsky (2015) 
CEO:    Patrick Stakenas (2014) – Previously: Gartner 
COO:   Jeffrey Grosman (2013)  
CFO:   John Nolan (2015) 
CTO:   Eric Faulkner (2013) 
CCO:   Rose Lee (2013) 
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Exari 
www.exari.com   

Exari’s focus is on contract management and supports integrations to Salesforce.  Corporate Counsel will 
use Exari as its user interface while sales teams access those same contracts through Salesforce. 

Exari’s features go beyond the basics.  Contracts can be drafted from web form and can access data 
from Salesforce.  This form can be used to complete fields in the boiler plate contract or select clauses 
specific to this contract.  The generated contracts and related documents are stored in Exari. The 
negotiation process is handled by email and allows for both parties to make changes or redline 
contracts.  When the contract is brought back into Exari, the current version is compared to the new 
version and the differences between the two are highlighted.  Exari tracks contract obligations in 
addition to contract renewals which give it some capabilities that are not offered in many of the 
solutions. The solution does not offer real-time review nor does it support records retention capabilities 
as part of its solutions. 

From an enterprise strategy, Exari will support employment and supplier contracts, but lacks the 
solutions to support the associated processes, such as employee onboarding.   

Exari was founded in Melbourne, Australia.  A venture round in 2008 allowed them to move their 
headquarters to the U.S. in Boston. 

Founded:   2000  Employees: 51 - 200 

Funding:   Series B – April 2008 for $10m – Beacon Equity Partners 

Headquarters:     Boston, Mass. 
Offices: 
 EMEA:   London, Munich, Oslo, Bergen 
 AsiaPac:  Melbourne, Australia 

 Leadership: 
CEO   Bill Hewitt (2015) – Previously: Oracle 
CFO   Joe Bradley (2008)  
SVPWW Sales  Robert Flint (2016) 
Founder, CTO  Justin Lipton (2000) 
CMO   Mike Maziarz (2015) 
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Flatirons Solutions 
www.flatironssolutions.com  

Flatirons Solutions is one of two vendors that have developed their CLM solution on top of Documentum 
ECM platform.  The solution comes from their acquisition of Beach Street Consulting. 

The solution offers full contract drafting with templates and clauses, negotiation and approval 
workflows.  In addition to tracking expiration and obligations, the system also tracks contract thresholds.  
The system also supports records retention and legal holds. 

From an enterprise perspective, being built on the Documentum platform means that other 
Documentum solutions can access contracts. 

Founded:   1995  Employees: 326  

Funding: Private 

Headquarters:     Irvine, California  

Leadership: 

CEO:    Geoffrey Godet (2007)  
President:   Greg Beserra (2001) 
CTO:    George Florentine (2016) 
CSO:     JD Sillion (2013) 
Co-Founder:   Eric Severson (2001) 
VP Sales:   Jason Duffy (2005) 
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GEP 
www.gep.com  

GEP is primarily a consulting firm for procurement that also offers solutions.   

Its solution is a full featured contract platform that starts with drafting of contracts from a template and 
clause library.  Negotiations are handled by sending the countersigning party the contract and allowing 
them to redline and markup the document.  Negotiation supports both check-in/ check-out as well as 
document comparison.  The system tracks not only expiration, but also obligations and contract risk. 

From an enterprise perspective, the contract solution ties into their Procure-to-Pay platform.  The 
company also offers outsourcing for Accounts Payable, which is a unique option in this landscape. 

Founded:   1999  Employees: 1,212  

Funding: Private 

Headquarters:     Clark, New Jersey   

Leadership: 

CEO:    Subhash Makhija (1999) 
COO:    Jagadish Turimella (2000) 
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Gimmal 
www.gimmal.com  

Gimmal is one of two vendors that have developed their CLM solution on top of Documentum ECM 
platform.  The solution comes from their acquisition of Prodagio. 

The solution offers full contract drafting with templates and clauses, negotiation and approval 
workflows.  In addition to tracking expiration and obligations, the system also tracks contract thresholds.  
The system also supports records retention and legal holds. 

From an enterprise perspective, being built on the Documentum platform means that other 
Documentum solutions can access contracts. 

Founded:   1995  Employees: 128  

Funding: Private 

Headquarters:     Houston, Texas 

Leadership: 

President & CEO:  David Quackenbush (2008)  
CTO:    Brad Teed (2003) 
SVP Sales & Marketing:  Cynthia Wood (2002) 
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IBM (Emptoris) 
www-03.ibm.com/software/products/en/contract-management   

IBM offers Emptoris as part of its procurement platform.   

The solution supports contract drafting based on a wizard and templates using Microsoft Word.  There is 
no clause library.  The system supports both negotiation and approval workflows with electronic 
signatures.  The system tracks both contract expiration and obligations as well as contract risk. 

From an enterprise perspective, Emptoris is part of IBM’s procurement stack.  From a content 
perspective, the solution does not work with IBM Content Manager or FileNet. 

Founded:   1995  Employees: Division has 350  

Funding: NYSE: IBM 

Headquarters:    Armonk, New York 

Leadership:   

Head Procurement Solutions Europe: Martin Mohr (2016) 
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Icertis 
www.icertis.com    

Icertis offers a cloud-based solution to manage contracts.  The solution does take an agnostic approach 
to CRM and ERP working with Salesforce, SAP, and Microsoft Dynamics. 

Icertis supports contract drafting with templates and clauses.  Icertis is the only vendor that routes 
templates and clauses through workflow.  This ensures that only approved clauses are used for drafting.  
The solution even tracks deviations to approved clauses to allow for faster review.  It also supports 
localized language versions of clauses, though this may be limited in practice as different countries may 
have different rules that would require their own template. 

For negotiation, Icertis includes a collaboration portal.  Outside parties are able to access active 
contracts in the negotiation phase to add red lines or make changes to documents.  Third parties also 
have access to prior contracts.  To support changes during negotiation, Icertis maintains alternate 
clauses for those standardly accepted changes.  This speeds up the negotiation cycle. 

Outside parties are able to approve the contract through the portal as well.  The system supports Adobe 
e-Sign and DocuSign for electronic signature.  Notifications are made to the vendor that can be acted 
upon in the portal for both contract renewal and obligations.   

Contract administrators inside the organization are also able to track renewals and obligations.  The 
system also allows for tracking of risk of contracts due to changes made to certain approved clauses.  
Users are able to make decisions on changes to the contract or even termination of the contract prior to 
the contract going into its renewal process. 

From an enterprise perspective, Icertis can manage employment contracts but does not go further into 
the business challenges of Human Resources.   

Founded:   2009  Employees: 215 

Funding: Series A – April 2015 for $6m – Graycroft Partners, Fidelity Growth Partners India. 
Series B – March 2016 for $15m – Ignition Partners 

Headquarters:     Bellevue, Washington 
Offices: 
 United States:  Raleigh, Philadelphia, New Jersey (Planned), Chicago (Planned) 
 EMEA:   Zurich 
 India:   Pune, Mumbai 
  
Icertis – Leadership: 

CEO Co-Founder Samir Bodas (2009) – Previously: Microsoft 
CTO Co-Founder Monish Darda (2009) – Previously: BMC Software 
CFO   Dan Kaltenbach (2015) 
EVP Global Sales Anand Veerkar (2012) 
VP Marketing  Marc Chouaniere (2015) 
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Infor 
www.infor.com    

Infor claims to avoid documents in its contract solution and instead focuses on attributes. In actuality 
this is just the standard approach of template and clause driven contract drafting with a wizard.  The 
internal approval process focuses on the attributes used to create the contract rather than the Word 
version of the contract. 

The solution does not address negotiation of the contract with outside parties directly.  Changes would 
be made to the attributes and a new contract generated.  The system does support electronic 
signatures.  It also tracks both expiration and obligations of the contract. 

From an enterprise perspective, Infor offers a wide variety of solutions that address both line of 
business and back office. 

Founded:   2002  Employees: 13,257  

Funding: Private 

Headquarters:     New York, New York 

Leadership:  

CEO:    Charles Phillips (2010)  
President:   Duncan Angove (2010) 
COO:    Pam Murphy (2010) 
CMO:    Chip Coyle (2011) 
CFO:    Jeffrey Laborde (2015) 
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Ivalua 
www.ivalua.com    

Ivalua’s contract solution ties into their Procure-to-Pay suite by including the catalog information into 
their contract drafting process.  Contracts are drafted using templates and clause libraries that include 
alternative clauses.  It allows for both internal and external users for the negotiation workflow and 
included electronic signatures for approval. 

The solution only tracks expiration and renewals of contracts, though it does support ad hock reporting 
of negotiated terms.  The system does not support records retention of contracts. 

From an enterprise perspective, Ivalua’s contract solution ties into their Procure-to-Pay solution.  The 
company does not offer solutions in other parts of the back office. 

Founded:   2000  Employees: 135  

Funding: Series A – May 2011 for 4.4M € – Ardian. 

Headquarters:     Redwood City, California 

Leadership: 

Corporate CEO:   David Khuat-Duy (2000) 
CEO:    Daniel Amzallag (2011) 
CTO:    Arnaud Khuat-Duy (2000) 
SVP Sales & Biz Dev:  Amol Joshi (2014) 
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Mediagrif – (was ASC) 
www.ascnet.com   

Mediagrif comes into the CLM space with their recent acquisition of ASC. 

ASC offers a solution for contract management that is integrated to Salesforce.  ASC supports the 
contract process from generation to renewal.  The solution generates contracts based on templates, 
clauses, and data stored in the CRM system.  Users can review, approve, and electronically sign 
contracts which are linked to the CRM record. 

From an enterprise perspective, ASC also has a document management solution.  This would allow other 
content to be managed in the same platform.  They do offer solutions for Configure, Price and Quote, 
but do not offer solutions in other parts of the back office.  

Founded:   1996  Employees: 400 (was 40) 

Funding: CN: MDF 

Headquarters:     Quebec, Canada   

Leadership: 

President and CEO:  Claude Roy 
COO:    Richard Lapron (2009) 
CFO:    Paul Bourque 

  



 
Page | 29    

 
 

Revitas 
www.revitasinc.com  

Revitas is one of the oldest vendors in this study.  Their contract life cycle management solution goes 
back to when the company was iMany. 

Revitas offers the standard ability to draft contracts from inside Microsoft Word using templates and 
clauses library.  Contract negotiations can be performed from inside Microsoft Word. Negotiation and 
approval workflows are designed using a graphical workflow mapper. In addition to tracking contract 
expiration and renewal, it also tracks the revenue associated to the contract.  It does not address 
retention needs. 

From an enterprise perspective, Revitas primarily offers a contract solution.  It does have a channel 
management or vendor management solution, but does not offer solutions for other departments inside 
the organization.  The contract solution does integrate with Salesforce, Oracle eBusiness, and Microsoft 
Dynamics. 

The company has gone through a lot of changes over the years.  In May 2009 iMany delisted itself from 
the NASDAQ stock exchange.  Three years later they changed their name to Revita.  Many of the original 
team members have moved on and some of the new leadership has come from SunGard. 

Founded:   1989  Employees: 262 

Funding:   Series A – June 2009 $55m – LLR Partners  

Headquarters:     Philadelphia 

Offices: 
 United States:  Newark, California; Portland, Maine;  
 India:   Ahmedabad 
 
Leadership: 

CEO and President Brian Madocks (2014) – Previously: SunGard, SAP 
CFO   Michael Coluzzi (2015)  
CTO SVP Products Hemanth Puttaswamy (2015) – Previously: Saba, IBM 
SVP Sales  John Kelly (2014) – Previously: SunGard, Oracle 
VP R&D   Ramesh Jayaraman (2007)  
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SAP Ariba 
www.sap.com 
www.ariba.com  

As SAP is the fourth largest software company in the world, no one on this report can match SAP Ariba 
when it comes to organizational size and enterprise capabilities.   

Ariba supports contract drafting from inside Microsoft Word using approved templates and clauses. 
Contracts are routed with workflow for negotiation and approval.  Contract negotiation is performed on-
line in a shared collaborative space.  In addition to tracking contracts it also tracks contract obligations 
and spend history. It does not support records management or legal holds.   

From an enterprise and organizational perspective, SAP supports almost every part of the organization.  
Ariba integrates with both SAP and Salesforce.  SAP Acquired Ariba for $4.3 B in May 2012, so this was 
not a new acquisition.  

Founded:   1996 (Ariba) Employees: 2,569 

Funding: NYSE – SAP  

Headquarters:     Palo Alto, Ca. 

Offices 
United States:  Atlanta, Pittsburg, Irving 
EMEA: Brussels, Prague, Raunheim, Germany, Bensheim, Germany, Paris, 

Dublin, Vimercate, Italy, Hertogenbosch, Netherlands, Barcelona, 
Madrid, Zurich, Middlesex, England, Kosice, Slovakia; Johannesburg, 
South Africa, Century City, South Africa, Dubai 

Latin America:  Sao Paulo, Rio de Janeiro, Santiago, Lima, Bogota, Antofagasta, Chile 
India:   Bangalore, New Delhi 
Asia Pac:  Tokyo, Singapore, Shanghai, Sydney, South Brisbane, Melbourne, Perth,  
 

Leadership: 
 SVP and GM NA, SAP Ariba Pete Torrenti (2016) 
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SciQuest  
www.sciquest.com    

SciQuest says it’s in the Source-to-Settle market, which is just their name for Procure-to-Pay. 

Contracts are requested by using a wizard to select the template type and enter relative data.  The 
system then generates the contract using preapproved clauses as a Word document.  Users can 
generate reports of clauses and templates to see which contracts have been created using them. 

During negotiation the Word document is used in order to track changes to the document.  The system 
can also compare two versions of a contract for changes.   The solution uses workflow for both 
negotiation and approval processes.  The system uses email to interact with outside parties. 

In addition to expiration, the system also tracks other obligations related to the contract.  The system 
does not track records retention of contracts. 

From an enterprise perspective, SciQuest does offer an Account Payable solution, but it only supports e-
invoicing.  This means that you will need a second solution for your paper invoices.  

Organizationally SciQuest is one of the few publically traded CLM companies. 

Founded:   1995  Employees: 520 

Funding: NASDAQ – SQI  

Headquarters:     Raleigh-Durham, 

Offices: 
 United States:  Pittsburg, Newtown Square, PA, Houston 
 Canada:  Edmonton 
 EMEA:   London, Hamburg 
 
Leadership: 

CEO and President Stephen Wiehe (2001) – Previously: SAS 
CFO   Jennifer Kaelin (2005)  
CTO   Beth Hendricks (2015) – Previously:  EMC, NetApp 
CMO   Karen Sage (2015) – Previously: Computer Associates, Cisco 
SVP WW Sales  Douglas Keister (2013) – Previously: SAP, Oracle 
VP of Product Mgmt Deb Woods (2016) – Previously: Teradata 
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Seal Software 
www.seal-software.com  

Seal Software’s contract solution is all about the management.  It skips authoring, negotiation, and 
approval and works only with final contracts.  The solution searches your organization for contracts and 
then creates a set of keywords from them.  These newly indexed contracts can then be reviewed to 
discover any contracts that may be anomalies or have risky clauses.   

From an enterprise perspective, Seal only supports contracts. 

Founded:   2010  Employees: 115  

Funding: Series A – June 2014 $4m – Toba Capital 

Headquarters:     San Francisco, California 

Leadership: 

CEO & Founder:   Ulf Zetterberg (2010)  
CTO & Founder:   Kevin Gidney (2010) 
CFO & Founder:   Mark Williams (2010) 
SVP WW Field Ops:  Rich Spring (2016) 
VP Marketing :   Brian Wick (2015) 
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SirionLabs  
www.sirionlabs.com  

SirionLabs contract solution started with templated contract drafting with a clause library.  The system 
also supports contract requests as a starting point.  Drafting is done from inside Microsoft Word.  The 
system also supports configurable workflow for contract negotiation and final approval, but it does not 
support electronic signatures.   

The system tracks contract expiration, obligations, and risk.  It goes further by tracking the 
interdependences of obligations, interpretations of contracts and amendments to contracts. 

From an enterprise perspective, SirionLabs focuses only on complex contract process.  The solution does 
not claim to be integrated with other 3rd party solutions. 

Founded:   2012  Employees: 119  

Funding: Series A – April 2014 $4.7m – Sequoia  
  Series B – July 2016 $12.25m – Sequoia, QualGro Asean Fund and Canopy Ventures.  

Headquarters:      

Leadership: 

CEO & Founder:   Matthew Friebis (2012)  
President:   Claude Marais (2012) 
VP Sales:   Elesh Khakhar (2016) 
VP Engineering:   Aditya Gupta (2012) 
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SpringCM  
www.springcm.com   

SpringCM started as a cloud ECM company in 2005 and slowly moved its focus towards working with 
Salesforce.  After a brief focus on marketing content, it now promotes contract management and 
general document management. 

SpringCM’s contract drafting starts with a Word template with approved clauses.  The system also stores 
fallback clauses.  The solution includes workflow to support negotiation and approval.  Outside parties 
review the contracts through a portal, which tracks annotations.  Approvals support electronic 
signatures with either Adobe eSign or DocuSign.  In addition to tracking contract expiration and 
renewals, the solution also tracks the performance of negotiation and approval processes.  It also 
addresses retention by treating it as another expiration trigger.  It does not address legal holds. 

From an enterprise perspective, the only out of the box solution that SpringCM offers is CLM and it only 
integrates this with Salesforce. 

Founded:   2005  Employees: 147 

Funding: Series A January 2006 $10m – Foundation Capital 
Series B April 2008 $10m – North Bridge Venture Partners & Growth Equity 
Series C September 2010 $10m – North Bridge Venture Partners & Growth Equity 
Series D April 2014 $18m – Geoff Capital, Square 1 Bank, and Foundation Capital 
Series E March 2016 $4.25m – Panorama Point Partners 

Headquarters:    Chicago, Illinois 

Offices: 
United States:  San Francisco 

Leadership: 
CEO and Founder Greg Buchholz (2005)  
CCO and Founder Jeffrey Piper (2005)  
CRO   Karry Kleeman (2013) – Previously: Mobius Management Systems 
CTO   Antonis Papatsaras, phD (2011) – Previously: Autonomy, Interwoven 
VP Sales  Mike Festa (2014) – Previously: Mobius Management Systems 
VP Prdt Development Steven Jones (2012) 
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Thomson Reuters (Contract Express)  
www.contractexpress.com   

Thomson Reuters enters into contract management through its acquisition of Contract Express in 
October of 2015. 

Contract Express starts contracts from contract request.  The contract request is used to generate the 
relative contract based on pre-approved contract templates and clauses.  This allows the system to 
create “Self-Service Contracts” that the sales team can use without the need of counsel.  The system 
supports both negotiation and approval workflows which include electronic signatures.     The system 
tracks both contract expiration and obligations. 

Contract Express is one of the few products that make any mention of outside contracts.  The system 
allows the person that received a contract to create a contract request and attach the outside contract.  
At this point the contract follows standard negotiation and approval processes. 

From an enterprise perspective, the Contract Express solution supports Salesforce and SharePoint.  It 
also claims to integrate with other 3rd party solutions.  Thomson Reuters also offers several other 
software solutions addressing areas like compliance, financial risk, pharma clinical trials, etc. 

Founded:   2008  Employees: 53,000  

Funding: NYSE: TRI 

Headquarters:     New York, New York 

Leadership: 

President & CEO:  James C. Smith (2012) 

  



 
Page | 36    

 
 

Zycus  
www.zycus.com  

Zycus supports a strong contract drafting and tracking, but has average negotiation and approval 
features.  It offers advanced contract drafting by supporting both templates and a clause library.  
Contracts are forms based wizard driven.  The solution tracks contract expiration and obligations.  The 
solution doesn’t support contract related documents as separate documents. 

Zycus supports negotiation and approval workflows. For negotiation, it does compare two versions of a 
contract, but does not support red-lining of contracts.  Approval workflows do not support electronic 
signatures. 

From an enterprise perspective, Zycus has mixed functionality as well.  The CLM solution is standalone 
and does not integrate with other enterprise software, like CRM solutions.  The solution doesn’t address 
records retention either.  Zycus does offer solutions around procurement and invoice processing.  This is 
a natural extension for a CLM solution. 

Founded:   1998  Employees: 856 

Funding: Series A June 2009 $55m – LLR Partners  

Headquarters:     Philadelphia, Pa. 

Offices: 
United States:  Princeton, Chicago, Atlanta  
EMEA:   London 
AsiaPac   Melbourne  
India:   Mumbai, Pune 

Leadership: 
CEO and Founder  Aatish Dedhia (1998)  
VP Finance   Girish Mishra (2005)  
SVP Sales  Carl McCauley (2013)  
Global Head Mktg Diptarup Chakraborti (2014) – Previously: Gartner 
 

 

  



 
Page | 37    

 
 

Other CLM Solutions 
Agilewords 
www.agilewords.com – AgileWords offers a solution for review and approval of contracts and other 
documents built on Box.net.  The solution focuses on storing a single instance of a document in a hosted 
site.  Users can review, approve, and electronically sign documents.  The system also supports the 
comparison of different versions.  The application seems not to have gone beyond a free proof of 
concept.  The solution is owned by OFS Global Services whose president is Gerard Szatvanyi. 
 
CLM Matrix 
www.clmmatrix.com – There has been no activity from this vendor since 2012. CLM Matrix offers a 
Microsoft SharePoint based basic Contract Life Cycle management solution.  
 
Cloudtract 
www.cloudtract.com – Cloudtract was founded in 2013 and based in Amsterdam.  It is a cloud-based 
contract management solution that stores and provides alerts.   
 
Contract Assistant  
www.contractassistant.com – There has been no activity from this vendor since September 2015.  
Contract Assistant from Blueridge Software comes in three editions.  The standard edition is for one 
person and manages contracts and related documents with any number of keywords and alerts.  The 
Pro and Enterprise editions use Laserfiche Document Management System to add library services 
capabilities like check-in, check-out and version control.  These editions would also tie into Laserfiche 
BMP Workflow and Laserfiche Capture for workflow and capture capabilities.   
 
Contract  Logix  
www.contractlogix.com  

Contract Logix supports all basic contracts drafting functionally and includes support for creating 
contracts from boilerplate template with clauses from Word.  The system supports negotiation and 
approval workflows with electronic signatures, but does not include a negotiation portal.  Contracts can 
be redlined and the system supports automated comparison of two contract versions.  The solution 
does offer APIs that will allow companies to develop integrations to 3rd party enterprise applications, 
such as CRM like Salesforce, but it does not include any out of the box integrations. 

Contract Works 
www.contractworks.com  
ContractWorks offers a basic cloud solution for the management of contracts.  It offers simple storage in 
a standard file folder format with configurable keywords.  It also includes alerts and reports for contract 
expiration.  
 
ConvergePoint 
www.convergepoint.com  
ConvergePoint builds its contract management solution on top of Microsoft SharePoint. With 
CovergePoint contracts can be requested by a form and drafted from templates. While it does support 
the negotiation process with workflow, it does not support redlining or comparison of two versions of a 
contracts.  In addition to tracking expiration, the system also tracks obligations. 
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Corridor Company 
www.corridorcompany.com   
Corridor Company offers a full CLM solution that starts with wizard based contract drafting from 
templates and clauses.  The solution also addresses negotiation, expiration tracking, and obligation 
tracking.  Currently, Corridor Company has only around 50 employees. 
 
Curtis Fitch 
www.curtisfitch.com  
Curtis Fitch offers a full CLM solution that supports drafting with a template and clause library and tracks 
both expirations and obligations.  Currently Curtis Fitch has only around 50 employees. 
 
Gatewit 
www.gatewit.com  
Gatewit offers a contract management solution that does not address the drafting of contracts.  The 
system does support the tracking of expirations. 
 
Ecteon 
www.ecteon.com – Ecteon is the second oldest company reviewed, founded in 1986 in Nashville, 
Tennessee.  Their solution offers a basic contract management solution that manages contracts and 
related documents within one collection.  It supports contract drafting from templates with clauses that 
are managed in the system and has some workflow capabilities. 
 
Symfact  
www.symfact.com  
Symfact offers a compliance platform that can be used for contract management, but it does not 
address the drafting of contracts.  The system only supports the tracking of expirations. 
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Summary 

CLM solutions have moved beyond a simpler Tickler System.  The strengths of ECM that CLM cannot 
match are how content is shared across the enterprise solutions and the complexity of managing large 
volumes (millions) of documents.  However, some CLM vendors offer solutions in various departments 
moving closer to an enterprise strategy.  A few others offer advanced features like associating business 
value to an individual contract and associating process metrics to contracts and clauses, which are not in 
most ECM platforms today.  The overlap between the ECM platform capabilities and out of the box 
features from a CLM is narrowing.  In the future, CLM and ECM vendors will be competing more often 
for the same customer dollar. 
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