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Energize your sales cycle with modern technology to extract real 
value across the entire contract lifecycle, from first quote, through 
contract negotiations to final signature and across the entire 
contract lifecycle, all within your existing Salesforce solution.
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Contracts launch every business relationship. 
Whether it’s a simple online order, a complex price quote, 
or a full-blown and heavily-negotiated agreement, every deal is 
covered by a contract. But think about where the fundamental 
information required to build a contract originates. Contact 
and account data might be gathered by marketing when the 
account was a lead. Sales teams then identify the products, 
pricing, locations, and other aspects of an opportunity. 

All of this data is generated, updated and verified throughout 
a customer’s lifecycle. Downstream activities, such as invoic-
ing, payment processing, fulfillment, service, and support, 
through to renewal, all rely on easy access to accurate contract 
information. So why do so many organizations still develop 
contracts outside of their sales process?

For years, contract management software has been focused 
on contract creation and storage. These legacy tools were 
developed to manage huge repositories of documents and 
complex libraries of terms and clauses. They took months or 
longer to deploy and often stalled. They cost as much or more 
than the CRM systems they were supposed to enhance, and 
barely moved the needle on productivity, efficiency, or sales. 
They were cumbersome and value was limited.

There is a better, more modern approach 
to business contracts. 
The new approach puts the focus on sales, but provides value 
across the organization. It leverages tools already in use and 
data already collected. It recognizes that “contracts” take many 
forms, and begins when sales starts configuring products and 
developing quotes. And, it provides the flexibility to fit nearly 
any organization’s needs.
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Sales contracts begin in the sales process.
Streamlining contract management is a complex goal. There 
are contributions from sales, of course, but also legal, finance, 
management, logistics, and others. But the basis of any contract—
the products, pricing, and customer data — is entered into 
Salesforce by the sales team. It’s logical, then, that the contract 
begins there as well.

The old approach to contract management was to focus on the labori-
ous assembly of lengthy agreement documents and attempt to pull in 
sales and customer data from other systems. It looked at contracting 
as a distinct process rather than a part of the broader sales cycle, and 
it put document creation as the ultimate focus. Empowering sales 
teams and speeding deals was secondary.

Let sales take command.
The better approach is to enable sales teams themselves to easily 
configure orders, develop accurate pricing, deliver comprehensive 
quotes, and generate and negotiate proper, complete contracts ready 
for approval and signature. Sales is already collecting the base data 
and driving this work, most likely outside of Salesforce. Salesforce 
CPQ not only lets sales capture data critical to later contract creation, 
it does this inside a solution they are already using. Legal and finance 
can still control terms and pricing, management can still control 
discounts and approvals, but now teams can put approved offers in 
front of customers faster and more efficiently.

Later, when an opportunity moves beyond a quote and requires 
a formal contract, Conga Contracts eases development of the 
agreement using all of the account, opportunity, pricing, product, 
and other data already captured, and lets sales do it easily from 
within Salesforce. Conga Contracts provides templates and clause 
libraries, and eSignature capabilities managed by legal, sales teams 
remain bound by rules and held to approval workflows, and  managing 
risk while still streamlining and quickening deal cycles. 

When correctly equipped, sales is in the best seat to launch the 
contract journey. Then, through the life of the contract, Conga 
Contracts’ repository allows easy contract access to manage ongoing 
risks, enable compliance, and better reporting.
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* Salesforce Customer Relationship Survey Results https://www.salesforce.com/assets/pdf/misc/salesforce-custom-
er-relationship-survey-results.pdf
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A decade ago, when most of the current contract management 
solutions were developed, the challenge to be solved was building 
complex contracts and storing large, unstructured documents. Much 
of the technological effort was focused on integrating with Microsoft 
Word, building elaborate clause libraries and convoluted workflow 
engines, and enabling searching across hundreds of thousands of 
documents. For many organizations, legal was the key driver of a 
contract management project.

But a lot has changed, both in technology and in business. Companies 
prefer lightweight, cloud-based software that’s easy to deploy. Workers 
demand tools that predict their needs, fit seamlessly into their day, and 
contribute to their productivity. And, with sales under pressure to deliver 
more deals for more money in less time, they’re taking charge to close 
deals with less reliance on other teams.

Salesforce is the launch pad for growth. 
Salesforce is proven to show enormous benefits, helping sales teams increase 
win rates by 37 percent, increase sales productivity by 44 percent, and achieve 
a return on investment in just 14 months*.  Now, companies are looking to get 
even more out of their Salesforce investment by using it to bridge more gaps in 
the sales process.

With sales already using Salesforce, it makes sense for them to use the same 
technology platform and data to build quotes, manage contracts, and execute 
deals faster. There’s no need to integrate more tools or invest in yet another 
“solution” based on an old design.

Use modern, proven technology 
for better contracts.
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50%
 Customers report that 

negotiation times have been cut 
by as much as half—giving 

more time to further 
customer engagement.*

Envision contract management as a source 
of value and insight.
With Salesforce Sales Cloud as their technology platform, sales is 
empowered to speed, expand, and streamline every aspect of the 
sales process. So when opportunities are bogged down by slow, 
manual steps, unforced errors, and cumbersome software, sales 
has a go-to solution: extend Salesforce.

But sales is focused on bringing in more revenue. With contracts, 
the solution is viewed through that same lens, and every benefit 
should ultimately contribute to more, faster, or bigger sales deals. 
Salesforce CPQ and Conga Contracts can do this, and more. 
 
Enabling sales teams to configure, price, and quote orders faster 
means faster sales deals. Quickly generating, negotiating, and signing 
contracts means faster time-to-revenue. Negotiation times of 
up to 50 percent shorter have been seen with Conga Contracts*, giving 
sales to spend engaging with more customers.

Let sales liftoff.
Less time spent on the tedious quote and contract generation 
also means more time for sales to sell, and sell more. Automated 
suggestions ensures sales doesn’t miss potential upsells or 
required add-ons. Automated approvals and eSignature integration for 
Salesforce let sales quickly push through standard agreements and 
management and legal accordingly. When approvals are required, 
automation keeps the right people in the loop and on schedule to 
avoid delays and bypass bottlenecks. 

After a deal is closed, not only are executed contracts easy to 
locate, the data is instantly available to downstream teams, from 
service and support to logistics and invoicing. Key data collected 
during quoting and contracting flows to other Salesforce clouds or 
third-party enterprise systems already integrated with Salesforce. 
There’s no need for further integrations or messy services work. Even 
business insights are readily available with Salesforce native analytics 
and Einstein all pulling contracting data to help teams realize contin-
ued business optimization.

Today’s contract management solutions are designed to provide 
complete business value.

* Based on Conga customer feedback, https://getconga.com/solutions/contract-management/contracts/
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With Salesforce + Conga, contracts are done.
It is logical to extend an existing solution rather than add  a new one. 
With average Salesforce user adoption rates at more than 70 percent,* 
it rockets deployment and adoption of new features. Even more, it 
compounds the return on investments already made in the Salesforce 
platform. There is no need for integrations and no data synchronization 
issues. Sales operations and IT teams already know how to use, deploy, 
support, and maintain Salesforce.

Beyond sales, since contracts are built in Salesforce, their data flows to 
other connected critical systems. Services teams see service levels and 
start and end dates. Finance gets payment schedules and invoicing 
details. Legal sees which clauses are most used and which are most 
often redlined by customers, and also tracks signature activity, 
transaction expirations, and declines.

The launch pad is already there. 
You’ve already invested in Salesforce 
to make your sales team more effective. 
Adding Salesforce CPQ and Conga 
Contracts is the rocket sales needs 
to blast off.

* Salesforce Customer Relationship Survey Results, https://www.salesforce.com/assets/pdf/misc/salesforce-custom-
er-relationship-survey-results.pdf
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Conga Contracts is the modern way to accelerate 
and simplify contracts.
The best approach to business is to use what works and jettison 
what doesn’t. Salesforce works. Old, outmoded, and bloated 
software doesn’t.

Conga Contracts puts power in the hands of sales by launching 
contracts from within their existing tools and processes. Conga 
Contracts focuses purely on value to sales and value to the 
business because resources spent implementing, integrating, 
and customizing solutions is wasted if the platform is already 
in place.

 • Conga Contracts adds value to existing Salesforce 
  implementations with a lightweight, easy-to-deploy 
  solution in a platform that sales teams are already using.

 • Conga Contracts propagates all contract data instantly 
  through not only Salesforce, but every enterprise system 
  with which Salesforce is already integrated.

 • Conga Contracts stores all contract data within Salesforce, 
  so critical data is never transferred to other clouds or across   
  suspect connections.
   
 • Conga Contracts extends Salesforce CPQ to extract value 
  from the end-to-end contract lifecycle, from proper product 
  configurations through reviews and approvals to final 
  contract execution.

 • Conga Contracts integrates with Conga Sign, an eSignature   
        solution built for Salesforce to help drive the execution of                                                                                     
  deals faster and in a more secure fashion. 

While others try to develop marginally better ways to create and 
store contract documents, Conga Contracts is built for the future. 
It’s a next-generation solution that takes advantage of the billions 
of dollars Salesforce has invested in their platform to handle data, 
build workflows, streamline integrations, manage security, enable 
development, and more. And Conga Contracts is modular, so 
companies can deploy only the needed components, can deploy 
them faster, and can start using them more quickly. 

Conga Contracts streamlines and accelerates 
contract negotiations, so you can close deals 
faster—all without leaving Salesforce. Send con-
tracts directly from Salesforce in Microsoft Word 
format for all parties to redline, compare and 
instantly update Salesforce, to ensure accurate data 
and a complete contract history. Then report across 
contracts to identify and eliminate bottlenecks.
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A checklist for modern contract management
 Build upon existing solutions without burdening operations, IT, 
 and sales teams to deploy, integrate, learn, and maintain new software.  
 Directly add value to sales teams and the sales process, not simply 
 turning slow, manual steps into slow, digital steps. 
 Instantly integrate with every enterprise system previously integrated 
 with Salesforce. 
 Provide a fast track to user adoption by leveraging tools already in use. 
 Enable clear visibility into contract data and contract process data by
 teams throughout the organization.  
 Ensure the highest levels of data security by eliminating unnecessary 
 data transfers. 
 Complement Salesforce CPQ and pick up quickly by turning 
 configurations, pricing, and quotes into full-blown, electronically approved   
 and signed contracts.   
 Create insights that help identify areas for process or deal pace 
 improvements.

GET A CUSTOM DEMO

https://getconga.com/contract-management/
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