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EXECUTIVE SUMMARY

The paralegal has a critical and central role in the efficiency and operational effectiveness

of the corporate legal department. One major function essential to the legal department
where paralegals play a pivotal role is contract lifecycle management (“CLM”). Frequently
paralegals are involved in most or all phases of that lifecycle, as well as managing the systems
and processes in place necessary to ensure not only that nothing slips through the cracks,
but also that pre-execution and execution phases move along smoothly to facilitate deal
velocity, thereby adding to the legal department’s growing role as a company value driver.

In light of the critical nature of the corporate paralegal’s role in CLM and in managing

the related systems and processes, NALA and Wolters Kluwer partnered to conduct a survey
across the corporate paralegal industry to investigate various trends in how corporate legal
departments are adopting and employing technology for CLM, including:

¢ The types of systems — both those streamlined for CLM,
and those repurposed for CLM — departments utilize

¢ The different ways departments are employing CLM software
e The trends and challenges in adoption

¢ The most important factors and product features in buying decisions

This report highlights high-level findings and cross-tabulations from the survey. Roughly 150
paralegals across sectors, company and department sizes, and experience levels weighed

in via a series of qualitative and quantitative questions sent electronically. The most important
themes our study highlights are: (i) most companies are still losing major efficiencies through
over-dependence on makeshift, or informal CLM solutions through much of the contract
lifecycle, and (ii) vendor support (customer service, customization, onboarding, training,
legacy document and data loading) and a comprehensive framework for change management
in the legal department and throughout the enterprise are absolutely essential to achieving
high adoption (and therefor successful implementation), and adapting as evolving needs
(e.g., leveraging software to manage more contract lifecycle phases) scale with department
and company size.
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RESPONDENTS WHO USE FORMAL
CONTRACT LIFECYCLE
MANAGEMENT SOFTWARE
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NUMBER OF LEGAL SOFTWARE USERS PER DEPARTMENT
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NUMBER OF CONTRACT
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MOST COMMON PHASES WHERE CLM SOFTWARE

IS EMPLOYED, BY DEPARTMENT SIZE
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TOP APIs CONSIDERED
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MOST IMPORTANT FEATURES OR
FUNCTIONALITY OF CLM SOFTWARE
BY TOTAL NUMBER OF EMPLOYEES
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