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ABSTRACT 

This paper explores an innovative approach to managing legal contracts within Salesforce without the need for 

external tools. Legal teams often struggle with the overwhelming volume of contract requests, which come 

through various channels such as email and messaging platforms. This solution leverages Salesforce's 

customization capabilities to streamline the contract management process, enhance request prioritization, 

automate document generation, and improve collaboration between legal and commercial teams. By integrating 

dynamic contract generation and real-time reporting, this approach promises significant improvements in 

productivity and efficiency. 
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____________________________________________________________________________________ 
 

INTRODUCTION 

In modern organizations, legal departments play a critical role in drafting, reviewing, and managing contracts that 

are essential for business operations. These contracts can range from standard agreements to more complex legal 

documents. The process typically involves handling requests from commercial and operations teams, which can be 

received through various informal channels such as email, Slack, or Microsoft Teams. This decentralized and often 

chaotic approach can lead to inefficiencies, miscommunications, and delays, particularly when requests vary widely 

in complexity and urgency. 

Without a centralized system for contract management, legal teams struggle to prioritize and organize requests 

effectively. Inconsistent communication methods further complicate collaboration between legal, sales, and 

operations teams, often leading to delays in closing deals or fulfilling obligations. Additionally, the manual drafting 

and editing of contracts not only take time but are prone to errors, potentially leading to compliance issues or 

financial losses. 

To address these challenges, this paper proposes a solution utilizing Salesforce’s powerful customization and 

automation features to centralize and streamline the contract management process. By creating a dedicated 

"Contract Requests" custom object and leveraging Salesforce’s automation tools, legal teams can significantly 

enhance their efficiency, prioritize requests effectively, and reduce manual intervention. 

 

PROBLEM STATEMENT 

Legal teams frequently encounter an overwhelming volume of contract requests from different departments, each 

with unique requirements. The requests can range from Master Frame Agreements (MFAs) to amendments, 

addendums, and custom contracts. Managing these requests through email or messaging platforms leads to several 

issues: 

1. Prioritization Challenges: Without a systematic approach, it becomes difficult to prioritize requests based on 

urgency and importance. Sales teams often require contracts quickly to close deals, but when legal teams rely on 

scattered requests from different channels, they struggle to keep up with demand. 
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2. Varied Contract Types: Each contract type has distinct clauses and requirements, complicating the drafting 

process. Managing the complexity of contract customization manually makes it difficult to maintain consistency 

across contracts and adhere to legal standards. 

3. Manual Effort: The manual drafting and customization of contracts are time-consuming and prone to errors. 

Small mistakes in contracts can lead to compliance issues, financial penalties, or unfulfilled obligations. Manually 

managing contract versions also risks the duplication of efforts and creates confusion over the latest terms. 

 

SOLUTION 

To address these issues, we propose the implementation of a custom "Contract Requests" object within Salesforce. 

This solution ensures that legal teams have a systematic, automated approach to managing and processing contract 

requests efficiently. The key components of the solution include: 

 
 

1. Custom Object Creation: 

Establish a "Contract Requests" custom object in Salesforce with fields for contract type (e.g., MFA, Amendment, 

Addendum), related Account or Opportunity, priority level, due date, and supporting documents. This custom 

object centralizes all contract requests, providing a clear and organized repository for legal teams to track, prioritize, 

and manage requests in real-time. 

2. Automation with Apex: 

Apex code is used to automate the generation of dynamic contracts based on predefined templates. Legal teams can 

define standard templates for different contract types, and the system will automatically populate these templates 

with the appropriate details based on the contract request data. This reduces the need for manual drafting, allowing 

legal teams to focus on more complex contracts and review. Automation ensures that contracts adhere to 

organizational standards while minimizing human error. 

3. Integration with Opportunities: 

Create a lookup field to link Contract Requests with Opportunities or Accounts in Salesforce. This ensures that each 

contract request is automatically associated with the relevant deal or account, providing context and facilitating 

easier tracking. Legal teams can see the opportunity or account value associated with each contract request, 

enabling them to prioritize contracts based on deal size or other critical factors. 

4. Priority and Due Date Fields: 

Implement fields for priority and due date to help legal teams assess the urgency of each request. The due date can 

be automatically populated based on the closing date of the Opportunity, ensuring that contracts for deals nearing 

closure are prioritized. This field-based system eliminates guesswork, allowing legal teams to allocate resources 

efficiently and ensure timely contract completion. 

5. Notes and Attachments: 

Include sections for notes and attachments where users can upload necessary documents, allowing legal teams to 

review supporting materials before drafting the contract. This ensures that all relevant information is centralized 

within the Salesforce platform, reducing the risk of information loss or delays caused by missing documents. 
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USES 

The proposed solution offers significant benefits across various roles within an organization: 

1. For Legal Teams: 

The solution provides a centralized system to manage and track contract requests, prioritize them based on urgency, 

and automate contract generation. This reduces manual effort, allowing legal teams to focus on reviewing critical 

contracts rather than drafting routine agreements. Automated contract generation ensures consistency in contract 

terms and clauses, reducing the risk of errors and ensuring compliance with organizational standards. 

2. For Commercial Teams: 

Sales representatives can submit contract requests directly from Salesforce, linking them to the relevant Opportunity 

or Account. They can track the status of their requests and receive automated updates on the progress of their 

contracts. This integration improves communication between sales and legal teams, ensuring that contracts are 

completed in a timely manner without the need for constant follow-up. 

3. For Management: 

Customizable reports and dashboards allow management to monitor key performance indicators (KPIs), such as the 

number of contracts generated, total contract value, and average contract processing time. These insights help 

management assess the efficiency of the contract management process and identify areas for improvement. Real-

time visibility into contract metrics allows leadership to make data-driven decisions to optimize legal team 

performance. 

 

IMPACT 

The proposed solution brings several benefits to the organization: 

1. Increased Efficiency: 

By automating contract generation and centralizing request management, legal teams can handle a higher volume of 

requests with greater speed and accuracy. Automation reduces the time spent on drafting contracts, allowing legal 

professionals to focus on complex negotiations and contract reviews. 

2. Enhanced Accuracy: 

Automation reduces the risk of errors in contract drafting, ensuring compliance and consistency across documents. 

Predefined templates minimize the likelihood of mistakes and ensure that all contracts meet the organization’s legal 

and compliance standards. 

3. Improved Collaboration: 

Integration with Salesforce facilitates better communication between legal and commercial teams. Sales 

representatives can submit requests and track the progress of contracts without the need for constant back-and-forth 

communication. Legal teams have all the necessary information centralized within Salesforce, allowing them to 

process requests more efficiently. 

4. Real-Time Insights: 

Custom reports and dashboards provide valuable insights into contract processing metrics, enabling data-driven 

decision-making and continuous improvement. Management can track contract processing times, identify 

bottlenecks, and assess legal team performance using real-time data. 

 

SCOPE 

This solution is designed for organizations that use Salesforce as their CRM system. It can be customized to 

accommodate various types of contracts and scaled to handle different volumes of requests. As organizations grow, 

the system can be enhanced with additional automation features such as advanced workflow automation and 

integration with electronic signature platforms like DocuSign. Further, the reporting functionality can be expanded 

to provide more detailed insights into contract lifecycle management, including tracking contract amendments and 

renewals. 

 

CONCLUSION 

Implementing a custom contract management solution within Salesforce offers significant advantages over 

traditional methods. By leveraging Salesforce’s powerful customization and automation tools, legal teams can 

streamline their processes, enhance efficiency, and improve collaboration with other departments. This approach 

not only addresses the immediate challenges faced by legal teams but also provides a scalable and adaptable 

framework for future growth. Organizations that adopt this solution can expect improved contract turnaround times, 

greater consistency in contract terms, and enhanced visibility into contract management metrics. 
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