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Introduction

There are some who argue that contracting has no 
future.  They believe that automation will largely eliminate 
the need for human activity in designing, preparing, 
negotiating and managing contracts. In large measure, 
they are right; key aspects of the contracting process 
will be undertaken through technology. But as this report 
reveals, technology will change – and enrich – human 
intervention in the contracting process, rather than 
replace it.

sophisticated approaches to performance monitoring – these are 

The biggest change I expect to see by 
2020 is that the focus will be on the 
results of contracting as opposed to the 
process of contracting.

SVP, Global Strategy, Oil and Gas

Business is struggling to adapt to a 
networked world in which digitization 
is fundamentally disrupting trading 
relationships, business capabilities 
and the terms of trade. Contract 
management sits at the nexus of these 
forces and is transforming from a largely 
administrative task to a dynamic role 
that orchestrates change and makes 
sense of market volatility.

Input to UK Public Accounts Committee, April 2016
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C
vs. Commercial Management

be used in interpreting this report.

•  “Commercial Management”

•  “Contract Management”

The experience and data from contract management are 
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Contracts and Relationships

It isn’t contracts that have problems it’s 
relationships.

Japanese Law Professor

Expectations of hange

How do you think approaches to contracting will change?
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You’re going in to a relationship that 
you know is going to need to change 
and grow together... the richness of 
the contracting commercial function is 
making it easier to do business with.  I 
have someone who cares about the 
contract and the growth of that contract 
as much as I do and we’re no longer 
adversaries, we’re now in it together, 
trying to achieve whatever the agreed 
business outcome is.

Senior Executive, Global BPO

of the respondents from procurement anticipate this more 

•  

•
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Approach to negotiation

I have always had a theory that one of the 
problems with commercial contracting 
today is that it is too dominated by 
the lawyers and the negotiations take 
too long and create sometimes more 
problems than they solve.

Senior Executive, Global BPO

The substitution of transaction-oriented 
dealings for relationship contracting 

in the long run it eroded relationships 
that had been the underlying source of 

John Kay, Economist, Author, Professor at London School 
of Economics

•

•  

costs. 

instruments and as the process of contracting becomes a 
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A change of appearance 
and construction

Rule number one: young people don’t 
read anymore, so 50 pages of contract 
is useless.  They’re very much a visual 
generation….they don’t need 50 pages.  
Only lawyers read 50 pages when you’re 
in trouble.

Read the Federal Acquisition Rules? 
Where’s the video?

We will continue to see further 

want things in smaller digestible bites.  I 
do think there will be more use of graphic 
design.

VP, Global Technology Company
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0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

Will there be greater use of visual techniques to improve
understanding (i.e. pictures, graphs, flow charts)?

Will there be a focus on plain langage 
(less legalese) and simpler design?

Will there be more international and industry standards?

Will Common law maintain its dominance as 
the frameworkfor international contracts?

No 2015 Yes 2015

34%
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Can contracts be turned into 
virtual reality?

Leader, Business Information Modelling Initiative, UK
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Interdependency and the ‘virtual enterprise’

Organizations increasingly operate as 
a nucleus for supply and customer 
networks, held together through a 
portfolio of interdependent contracts 
and relationships.

The virtual enterprise
An enterprise is the amalgam of 
organizations required to deliver an 
agreed outcome.

First Principles whitepaper, Australian Government
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contracting process remain immature – and indeed can often 

•

•

A new approach and a new attitude to risk and its management 

Traditional risks won’t disappear

Smart contract technology (based on 
blockchain) can circumvent regulatory 
infrastructures, which could reduce 

important feature of a smart contract is 
the ability to reduce risk through non-
discriminatory execution. The lack of a 
central counterparty agent can enable 
such contracts to service markets with 

Elliot Maras, CryptoCoin News
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standard approaches. 

and the approach to their negotiation?

“Management doesn’t take contract management seriously”

and performance.

of purpose. 



14

appearance and use of contracts.

processes, rather than transform them.

Automation and technology 

The technology cycle is faster than it’s 
ever been, and is speeding up. If it takes 

ship, it’s going to be out of date by the 
time it gets there.

Chairman, US Armed Services Committee

What is contract management supposed 
to do? Is it about risk, compliance, 
business controls, revenue or margin 
improvement, cost reduction? Perhaps 

too many cases, it seems to be whatever 
the individual contract manager believes 
it to be.

CEO, Telecoms and Technology Consulting Group

Law schools are equipping tomorrow’s 
lawyers to be twentieth century 

Information technologies can and should 
streamline and sometimes even overhaul 
traditional methods of practicing law.
President of the Society for Computers and law, IT adviser to the 
UK’s lord chief justice

I am told my commercial and contract 

know what they do. 

CEO, Aerospace and Defense
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Consequences of hange

Some Extent

Large Extent

Minor Extent

No Extent

48.9%

35.2%

6.6%

9.3%

To what extent will technology 
allow increased empowerment 
or greater decentralization of 
contract management?

Process, skills and Organization

measurements of success.

Preparing for the future
Process
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Skills

do you feel that you 
personally are prepared 
for the demands of the 
next 5 years?
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Growth mindset.Challengesstatus quo.

Self aware.Actively seeksfeedback.

Observation andlistening skills.Comfortableunder pressure.

Seek out new solutions:‘What else?’‘Why not?’Identify patternsin complexsituations and transferableinsights.

Counterfactualthinking:‘What if?’Ask, and act on,regular feedback.Take stretchassignments,no guaranteeof success.

Acknowledgefailures.Capture lessons.

‘Progressiverisk taker’.Embraces 
failure.

Fixed mindset.Defensive when challenged.

I am looking for people with a digital 
mindset and the ability to carry out 

modeling.

Deputy General Counsel, Financial Services

Communication capabilities 

management are funda-
mental to the success of our 
business.

VP Supply Management, Oil and Gas

My commercial team needs to 

recognize that they need to manage risk 

on desired outcomes.

CEO, Aerospace and Defense

it requires not only the 
understanding of the 
contracts themselves, 
but an understanding 
of the bigger picture, 
the strategy, the 
relationships that are 
established by the 
agreements and the 
metrics that we need to 
get the most out of our 
contract portfolio.

Commercial Director, Telecoms

Identifying and Developing Learning Agility

Learning Agility Enablers

Alto Partners - 2016

Learning Agility 
Derailer
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•

•

Where will the contracts/
commercial function report?
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I think for some of the more basic, 
automated tasks, you will not need 
humans.  However, you are still going to 

out the things that have never been 
done before. You are always going to 
need smart people to make that work 
and business leaders to manage and 
drive the change.

Senior Executive, Global BPO

Integrators

26.6%

17.8%

55.6%

Don’t know

No

Yes

buy-side and sell-side contracting 
resources into a single function?
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creased role

51.4%

About the same

44.7%

Decreased role

3.8%

data and authorities.

are setting the pace for change.  This means that the 

management of continuous change.  But there are areas 

Hope on the horizon

Contracts today provide a framework for 
business operations.

Deputy General Counsel, Technology

How do you believe your role in cost 
or pricing management will change?
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Managing data and data analysis

Innovation (commercial models, terms & conditions)

Building collaborative networks

Managing contract change

Simplification
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5.004.504.003.503.002.502.001.501.000.500.00

4.04

Automation/new technologies 4.07

3.78

3.84

3.91

3.92

3.93

3.96

3.99

4.00

•
•

change and those performing transaction support.

So where next? The ten most important issues
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New technologies, new skills

The Future of Contracting

Digitaltechnology

Integration ofcontract andrelationship

Processsimplification

Delivery ofoutcomes

User-centreddesign

•
•
•
•
•
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