
P16. Contract Management
Presentation

Contract management in SFDC is a way for Salesrep and their manager to track the commitments taken 
with the customer. Legal process is not included in SFDC and remains in Contract'Tech.  

A contract covers any formal commitment that is formalized in a legal agreement and signed by 
both parties. Typical wording used across Syensqo for contracts include: sales / purchasing / 
supply / sourcing agreement, award letters, business allocation.

Types of Contracts
There are 2 record types of Contracts: 

Sales of goods / Distribution Agreement 
NDA/JDA/MTA

Process and Governance
There are 4 key element of the contract management cycle

Lifecycle management

Contract creation
Contract renewal - Reviewing of contracts expiring within the next time period
Flexible contracts - Actively following monthly price/ICM changes, relevant market indices, linking 
with contract information of (only) flexible contracts

(Re)negotiation and contract preparation

Preparing all relevant data, starting the (re)negotiation process with the customer, drafting the contract 
and getting final approval

Database maintenance

Adding all relevant contract data incl. final, signed contract to the client folder and filling in the standard 
contract information

Guidelines & steering

Ensuring contract compliance with mandatory guidelines, steering overall process ownership, aligning 
sales team focus on contracting priorities

Training Materials
YouGrow e-learning
Contract Management 
Database Training - Core
Contract Fundamentals and 
Syensqo Guidelines
Contract Management 
Playbook
Negotiation Readiness 
Process Playbook

https://yougrowsolvay.sabacloud.com/Saba/Web_spf/EU2PRD0122/app/me/learningeventdetail;spf-url=common%2Fledetail%2Fcours000000000219100%3Freturnurl%3Dcatalog%252Fsearch%253FsearchText%253DConttract%252520database%252520Core%2526selectedTab%253DLEARNINGEVENT
https://docs.google.com/presentation/d/1V4qObbXT8SyzQ0MBYTGg-gXuZUXh5DCTqedk6-0ixM8/edit?usp=sharing
https://docs.google.com/presentation/d/1V4qObbXT8SyzQ0MBYTGg-gXuZUXh5DCTqedk6-0ixM8/edit?usp=sharing
https://docs.google.com/presentation/d/1_A51Cc9qq6hZJNvUiRKlcAyBYvULAZqKSNwebYuLNNg/edit#slide=id.p1
https://docs.google.com/presentation/d/1_A51Cc9qq6hZJNvUiRKlcAyBYvULAZqKSNwebYuLNNg/edit#slide=id.p1
https://docs.google.com/presentation/d/1B3XweKvKaL0fRRnXqMNKftRmU6vU9ka0Xw2hT7MiZy4/edit?slide=id.g243016e3704_0_154#slide=id.g243016e3704_0_154
https://docs.google.com/presentation/d/1B3XweKvKaL0fRRnXqMNKftRmU6vU9ka0Xw2hT7MiZy4/edit?slide=id.g243016e3704_0_154#slide=id.g243016e3704_0_154
https://docs.google.com/presentation/d/12tqOFS1Ddejz80l8Yinvail8W5GHIIrCH2IE8tV4e10/edit#slide=id.g22332706644_2_159
https://docs.google.com/presentation/d/12tqOFS1Ddejz80l8Yinvail8W5GHIIrCH2IE8tV4e10/edit#slide=id.g22332706644_2_159


Process Overview

Contract is the final part of the sales cycle, tracking the commitments taken with the customer.

Managing contract inside Salesforce can move our deals forward by:

Making available all information to the SalesReps and their managers (details of volume, price, 
expiration date, etc.) at any time.
Managing the complete approval process in SFDC
Setting an automatic reminder before the expiration date.

The process follows these statuses:

Draft
Pending Approval
Approved
Rejected
Signed

Contract Management in the CRM aims at:

Capturing key contract elements that are important for the Sales and marketing teams in their 
interactions with the Account (especially on long term contracts, for the new KAM taking over 
from KAM who had negotiated the contract)
Managing the Approval process with automatic triggers to pre-defined approvers (based on 
contract complexity / value qualifiers)

It is not aiming at describing all contractual elements constituting the contract and it is not aiming at 
storing the contract itself, these two parts being the responsibility of the Legal family with their 
complete Contract database managed in the "Contract'Tech"
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