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Selecting the right Contract Lifecycle Management (CLM) solution is one of the most critical technology 
decisions your organization will make. With contracts touching every aspect of business operations, from 
procurement and sales to legal and finance, the stakes couldn't be higher. A well-crafted Request for Proposal 
(RFP) serves as your roadmap to finding a CLM partner that aligns with your unique needs, accelerates time-
to-value, and delivers measurable ROI.  This guide provides legal, revenue, IT and procurement teams with a 
structured approach to creating, evaluating, and leveraging RFPs in the CLM selection process. Whether 
you're replacing legacy systems or implementing CLM for the first time, these insights will help you avoid 
common pitfalls, ensure internal processes are in a good place, and make a confident, data-driven decision.

Executive Summary
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Part 1: Introduction
Why Your CLM RFP
Matters More Than You Think

The Hidden 
Complexity of 
CLM Selection

01 Contract management isn't just a legal function anymore, it's a business- 
critical capability that impacts revenue recognition, risk mitigation, compliance, 
and operational efficiency. Modern CLM platforms promise to transform how 
organizations create, negotiate, execute, and manage contracts. But with 
dozens of vendors claiming similar capabilities, how do you cut through the 
noise?

The answer lies in a strategic, well-structured RFP process. Unlike generic 
software evaluations, CLM selection requires balancing diverse stakeholder 
needs across legal, procurement, sales, IT, and finance. Each group brings 
different priorities, from legal's focus on risk and compliance to sales' need for 
speed and IT's requirements around security and integration.

Why an RFP 
Ensures Better 
Vendor Alignment

02 A comprehensive RFP does more than just gather vendor information, it forces 
internal alignment on what success looks like. By documenting your 
requirements upfront, you create a framework for:

• Objective Comparison: Standardized responses enable apples-to-apples 
vendor evaluation 

• Stakeholder Buy-in: Cross-functional involvement ensures all voices are 
heard 

• Risk Mitigation: Clear requirements reduce implementation surprises 
• Negotiation Leverage: Documented needs strengthen your position during 

contract discussions 
• Future-Proofing: Scalability requirements ensure your solution grows with 

your business 
• Cost & ROI Transparency: Comparable pricing and ROI models reveal total 

cost of ownership 
• Governance & Compliance Assurance: Verifies solutions meet security, 

audit, and regulatory obligations



Part 2:
Why RFPs Matter
When Searching for a CLM Solution

Balanacing 
Diverse Business 
Needs

01 Your CLM solution must serve multiple masters. General Counsel needs robust 
compliance features and audit trails. Sales leadership wants to accelerate deal 
velocity. Procurement requires spend visibility and effective supplier 
management. IT demands secure integrations and minimal technical debt. 
Without a structured RFP, these competing priorities can derail your selection 
process.

Consider how different stakeholders view the same CLM capability:  

Contract Templates
• Legal sees standardization and risk mitigation 
• Sales sees faster deal creation 
• Procurement sees negotiation leverage 
• Finance sees cost control through standard terms  

A well-designed RFP captures these multifaceted requirements, ensuring your 
chosen solution delivers value across the enterprise.

Driving 
Transparency & 
Comparability

02 CLM vendors use different terminology, architectures, and deployment models, 
with "Al-powered" capabilities ranging from basic keyword extraction to 
advanced generative Al with semantic understanding, and now fully agentic 
systems that can autonomously negotiate terms and orchestrate workflows. 
Some vendors deploy native LLMs with retrieval-augmented generation (RAG), 
others integrate third-party models from providers like OpenAl, and many still 
rely on rules-based automation, making it critical to understand whether you're 
evaluating pattern matching, generative Al, or autonomous agents.

Your RFP creates a common language, ensuring vendors explain their 
capabilities in your terms, not their marketing speak.  

Key areas where standardized RFP responses drive clarity:  

• Al and Automation: Specific capabilities vs. vague promises 
• Integration Methods: Native connectors vs. API requirements 
• Implementation Timeline: Realistic phases vs. optimistic projections 
• Support & Service Levels: Clear SLAs vs. undefined commitments 
• Security & Compliance: Verified certifications vs. generic assurances 
• Total Cost of Ownership: All fees disclosed vs. hidden costs
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The Cost of 
Getting It Wrong

03 Failed CLM implementations waste more than money, they erode trust in 
technology and delay digital transformation.

Common consequences of poor vendor selection include:  

• Shadow IT: Users revert to email and spreadsheets 
• Integration Nightmares: Incompatible systems create data silos 
• Adoption Failure: Complex interfaces drive user resistance 
• Scalability Issues: Solutions that can't grow with your needs 
• Hidden Costs: Unexpected fees for customization and support
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