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Legal, Contracts, and You: 
Relationship Management 
for Procurement and 
Finance Pros
A Guide to Leading More Productive Relationships 
in the Era of Contract Intelligence
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Introduction

So how can these departments resolve conflict? To borrow the advice of a marriage expert, 
we might conclude that the way legal, procurement, and finance teams can “learn how to 
love each other better” is by understanding and meeting their individual and mutual goals. 

The Tension Between Teams

Dr. John Gottman
“Conflict is an opportunity to learn how to love each other better over time.”

At the root of the conflict is knowledge: knowledge of what’s 
in their contracts, how this knowledge is accessed, and 
where this knowledge is used. 

The Opportunity of Contract Intelligence
Contracts are the lifeblood of a business. And yet, 
there’s been no simple way of knowing what’s in 
a company’s contracts, because there’s been no 
reliable system of record to manage the paperwork 
behind the platforms built for procurement, finance, 
sales, and other business departments. 

Digital transformation, with all the productivity-
driving custom software that comes with it, has yet 
to arrive for the legal department. Procurement has 
SAP, finance has NetSuite, and legal has been left 
up the creek without a paddle. 

Enterprises like Keller Williams prove that digital 
contracting can be an efficient, harmonious 
process — when legal, procurement, and finance 
teams choose to rally around contract intelligence 

platforms that enable the collaboration, efficiency 
and analysis they so desperately need to align as 
one unit. 

The question is, how do you get there?
If you’re frustrated with the pace of contract 
drafting, review, or negotiation at your organization, 
this guide will prepare you to take an active role in 
driving cultural change alongside migration to a 
contract intelligence platform. 

When legal, procurement, and finance departments 
come together, they can accelerate their 
businesses contracting practices and transform 
themselves into an agile, accountable team in 
business success. 

The relationship that legal, procurement, and finance teams share is no stranger to conflict.  
Procurement is frustrated with legal because they can’t get in front of their contracts to 
negotiate better deals. Finance is frustrated with procurement because they’re losing 
opportunities to bring in more money. Legal is frustrated with the pressure to provide 
insights their partners need at the drop of a hat.

https://www.evisort.com/keller-williams-journey-to-improve-the-relationship-between-procurement-legal-and-finance/
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Warming to 
Change 

Change
To make a compelling case for contract intelligence 
technology, we must first sympathize with the caution to 
automate contracts. 

Many legal and procurement teams have been burned by 
unreliable contract management (CM) tech. Early CM options 
required heavy development services to deploy. The second 
generation of solutions can’t be integrated across enterprise 
systems or easily operated by non-technical end users. 
Organizations ended up spending millions on CM software 
that couldn’t even store all of their contracts in the same 
place. 

But most importantly, these old-mode CM systems failed to 
answer three “contract coverage” questions businesses need 
to make smarter decisions: 

Without knowledge of what’s in their contracts, procurement 
teams can’t track auto-renewals, expirations, rebates, and 
early payment options. Finance teams may find themselves 
committed to spending more than they can afford. 
Liabilities and inefficiencies start to pile up. Fingers point at 
procurement for failing to manage costs more closely, or at 
legal for running a contracting management system that’s 
keeping the company so in the dark.

Contracts and Technology: 
A Tenuous History

1 What percentage of my contracts have the standard 
language that I want for my business?  

2 What percentage of my contracts have non-standard 
clauses but are still acceptable? 

3 What percentage of my contracts have ‘ticking time bomb’ 
non-standard, non-approved language?
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Making the Case for Change Now

There’s no denying many legal and procurement 
departments have been burned by manual 
contract management technology. However, 
we do see an emerging category of contract 
intelligence platforms beginning to turn the 
pages of a new chapter: a chapter where 
legal and procurement teams can easily get a 
reliable picture of risks and opportunities in their 
contracts so finance teams can act on those 
insights. 

The emergence of contract intelligence is driven 
by a few factors:

• Data storage: The cost of data storage, 
even at large scale, is now very affordable 
for most organizations.  

• Cloud: Cloud-native software is becoming 
the default. With millions of financial 
transactions happening over the cloud, it’s 
no longer acceptable to mandate on-prem 
computing. 

• AI: AI has gone from every tech company’s 
favorite buzzword to a real, pragmatic 
application that can be fine-tuned to 
analyze, organize, and create contracts.  

• COVID-19: Remote work has made manual 
contracting processes all but impossible. 

• Data privacy: New regulations have 
dramatically increased the risk of non-
compliant contracts.

Legal, procurement, and finance teams that 
want to improve compliance, negotiate better 
deals, and manage spending (respectively) 
need to seize the opportunity of contract 
intelligence. 
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Aligning 
Objectives

Goals
A good working relationship is one where all parties achieve 
their own objectives. A great working relationship is one 
where all parties achieve shared objectives in addition to 
their own.  

For a great working relationship, legal, procurement, and 
finance teams need to start by understanding their partners’ 
individual contracting goals. Reaching this understanding will 
help teams learn that they’re often working towards the same 
definition of success. And when teams begin to sympathize 
with each other, together they can begin to set and share 
bigger goals. 

Understanding Individual 
and Mutual Goals
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Enterprise Organizations
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Contract Intelligence Delivers for Every Department

Now the challenge becomes showing legal that it’s possible to improve your bottom line while 
ensuring compliance. 

The next time a colleague expresses frustration with your current contracting process and a 
desire to adopt contracting technology to help, circulate the following three questions internally: 

Contract intelligence platforms enable businesses to uncover 
millions of dollars in potential cost savings and revenues, 
accelerate deal closure times and reduce risk at the same time. 

Usually it’s impossible to make everyone happy. But when it comes to digital contracting, there 
is one way: through contract intelligence.

If you can’t answer “yes” to every question, the solution you’re considering isn’t a true contract 
intelligence platform.

1 Does the solution bring another dollar into the company? 
 

2 Does the solution defer another dollar coming out of the company?
 

3 Does the solution mitigate risk?
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Exercise: Identifying Shared Goals

These three exercise questions are designed 
to help legal, procurement, and finance teams 
realize that you do share priorities. In this 
section, we’ll illustrate how to communicate that 
to the right stakeholders. 

1. Does the solution bring another dollar 
into the company? 

If the solution can help procurement negotiate a 
better deal or collect a rebate they would have 
otherwise missed, it’s a win for them. It’s also a 
win for finance, who relies on cash flow into the 
business to assess its fiscal health.  

If the solution also helps procurement negotiate 
contracts getting signed with your standard 
language, then the team is lowering risk in the 
process of accelerating revenue. That’s a win for 
procurement, finance, and legal.  

2. Does the solution defer another dollar 
coming out of the company?  

For example, if the solution enables 
procurement teams to manage supplier 
agreements more effectively, they can drive 
down direct procurement costs, improving 
gross margin and operating margin. Win for 
procurement, win for finance. 

The solution might also reduce “contract 
debt,” here represented by the time spent on 
manual post-signature processes (searching 
for old agreements). Here’s an example of how 
contract debt translates to lost money: say a 
company misses an auto-renewal, and commits 
to spending on a vendor that they intended to 
terminate. 

Or, they sign a vendor contract on a less 
favorable rate because they didn’t know they 
had a better rate with a different vendor.  

3. Does the solution mitigate risk? 
 
Compliance isn’t always a casualty of efficiency. 
With a contract intelligence platform, efficiency 
can actually enhance compliance. For example, 
if procurement can halve the time it usually 
takes to sign a mutual NDA, they’re mitigating 
risk by getting that IP-protecting document in 
place sooner rather than later. Efficiency win for 
procurement (faster NDA enforcement leads to 
faster negotiation) and big compliance win for 
legal.

Looking at the regulatory landscape over the 
last decade, it’s clear that privacy laws will only 
continue to become more complicated. 

Legal departments have to be dynamic in 
protecting the business, for example, by 
quickly responding to new regulations with 
addendums or checking existing contracts 
against regulations as they evolve. 

They can only do that by modernizing their 
workstreams and making contract intelligence 
a priority. Organizations that fail to adapt to new 
regulatory standards will face serious fines for 
non-compliance — making risk mitigation a key 
objective for finance, too. 
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Setting a 
New Shared 
Standard

Learning to work collaboratively as a shared contracting 
service starts with AI — specifically, an AI-powered contract 
intelligence platform. Businesses need to understand what’s 
in their agreements before they can act on them. If they don’t 
know what’s in their contracts, they end up streamlining 
processes built on assumptions, not insights. 

Because modern contract intelligence platforms are 
built for integration across enterprise systems, legal 
teams don’t need to shoulder the Sisyphean task of 
gathering all their contracts in one place.

It also means that legal doesn’t need to change their 
workflows, at least not right away. Instead of spending 
months simply implementing the software, legal, finance, and 
procurement teams can get answers to the three “contract 
coverage” questions in just a few weeks.

Once you understand what’s in your contracts, you can 
begin to layer in even more productivity-enabling contract 
intelligence capabilities. Examples include self-service 
contract creation, which automatically drafts agreements 
with standard terms and conditions, or automated workflows, 
which allow you to tailor approval routing so that contracts 
that don’t need legal’s approval don’t get stuck with them.

Trust Building Trust via Contract 
Intelligence Platforms



About 
Evisort

Evisort’s AI-powered contract intelligence can read a 20-page 
contract in 7 seconds sight unseen, extracting relevant legal 
and business terms, recognizing key expiration dates and 
organizing the information in a central repository. 

Evisort customers report an estimated average savings of 
46% in total contract transaction time — giving invaluable 
productivity to legal, procurement, and finance teams. 

As a platform built by both lawyers and data scientists, Evisort 
is designed to improve the work of the lawyer, instead of 
forcing them to change their processes. Evisort comprehends 
the workflows legal departments use today and improves 
their ability to work cross functionally by aligning to other 
departments in a predictable, measurable, and visible way.

Legal productivity is only the beginning. Automating 
the manual, contract debt-inducing processes that have 
traditionally weighed down legal teams frees them to be 
a partner — one that can focus on business continuity, 
compliance strategy, and more complex tasks — and enables 
the greater contracting team of finance and procurement 
professionals to evolve into a truly collaborative business unit.

For more details on how Evisort 
can support your contract 
creation and workflow approval 
process contact us:
www.evisort.com
(888) 384-7678 (EVISORT)   
info@evisort.com

http://www.evisort.com 

