The Future of Contract Management

in Insurance Industry
Transforming Risk into Opportunity
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1. Introduction
Contracts as Key Assets in
Insurance

Picture this: A global insurer misses key renewal dates
after a natural disaster. This mistake leaves them
exposed to millions in unexpected costs. Meanwhile, their
competitor uses advanced contract management to spot
affected policies, start renewals, and handle claims—all
while following every rule.

In today’s insurance world, contracts aren't just legal
papers—they form the base of every business relationship
and revenue stream. From reinsurance deals to broker
agreements, insurance companies manage thousands of
contracts that define their duties, chances, and risks.

This guide shows how smart insurance companies are
changing the way they handle contracts using advanced
CLM solutions and turn a back-office task into a strategic
business advantage. Through real examples and useful
tips, we'll show how modern CLM helps insurance
companies:

Lower compliance risks

Speed up contract processes

See clearly across complex contract portfolios

Save costs through better obligation tracking

Turn contract data into business insights
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2. Why Contract Management Matters

INn Insurance

Only a few industries have as much at stake in contract management as insurance. Poor contract management leads to problems beyond just

inefficiency:

Money Issues

o Lostrevenue: As per WorldCC, Poor Contract Management
continues to cost companies 9% of their bottom line

o Missed Opportunities: Slow contract cycles mean delayed product
launches

e Overpayments: Poor visibility into policy terms may lead to
overpayments, directly impacting the bottom line

Customer Service

o Slow starts: Delayed policy creation frustrates customers and
partners

* Inconsistent service: Scattered contract knowledge creates
unpredictable customer experiences

» Relationship issues: Poor visibility into contract terms undermines
account management

Non-adherence to regulations

o Penalties: Breaking regulations can result in million-dollar fines

o Reporting problems: Inability to quickly access contract data
hampers regulatory reporting

o Oversight gaps: Manual processes create blind spots

Back-Office Efficiency

o Wasted resources: As per Gartner, Lawyers spend 25%-30% of
time on tasks that don't require a lawyer, resulting in millions of
dollars in lost productivity

* Slow decisions: Scattered contract data slows decision-making in
critical moments

o Duplicate work: Repeated contracting efforts across departments
waste resources

~ ™

Fact
As per Gartner, lawyers spend 25%-30% of time on tasks that
don't require a lawyer. Assuming an average legal department
size of 20 lawyers with spend on in-house salaries, bonuses and
benefits — it results in $2.7 million in lost productivity.

N _/

Real Example: A leading property insurer found that inconsistent
contract terms across regional offices caused $12 million in uncollected
premiums in one year—all because payment terms varied without
central oversight.
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3. Common Problems: Where Traditional
Contract Management Fails

Too Many Complex Contracts Fragmented Systems

Insurance companies handle huge numbers of complex contracts, each Many insurers use disconnected systems:

with its own requirements and compliance needs. o Policy systems for insurance contracts
Market Reality: A mid-sized insurer typically manages over 50,000 e Procurement systems for vendor agreements
active contracts with different terms, renewal dates, and compliance e HR systems for employment contracts
requirements. o Email and shared drives for broker agreements

Common Pain Points in Insurance Contract Management

1. Document Chaos 2.

a. Contracts stored across multiple systems, drives, and emails
leading to lack of visibility
Confusion about the latest approved version
Manual combining of changes during negotiations

3. Approval Delays 4.

a. Step-by-step approval processes creating bottlenecks
b. No clear view of approval status
c. Inconsistent approval standards

5. System Disconnects

a. Separate contract systems and core insurance platforms
b. Manual data transfer between systems causing errors
c. Inability to connect contract data with business metrics

Regulatory Challenges

a. Constant rule changes require quick contract updates
b. Manual compliance checking
c. Limited view of location-specific requirements

Renewal Problems

a. Missed renewals due to calendar-based tracking
b. Not enough time for renegotiation
c. Limited historical performance data
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4. The CLM Growth Path for Insurance
Companies

Basic

o Paper-based or simple digital storage (shared drives, email)

+ Manual workflows and approvals

* No central repository or standard processes

e Contract locations often unknown, renewals frequently missed

Level 1 Basic

Developing

« Basic digital repository

e Some standard templates and approval workflows
Level 2 Developing « Limited search abilities

+ Central storage but split by department

Level 3  Established Established

Central repository with strong search

Automated workflows for approvals and renewals

Connection with core insurance systems

Proactive renewal management and consistent use of approved
language

Level 4 Advanced

Advanced

Al-powered contract analysis and risk spotting
Predictive analytics for renewal strategies

Full connection with enterprise systems

Contract data drives business intelligence, automated
compliance monitoring




Assessment Tool: Where Does Your Company Stand?

Capability

Basic (1)

Developing (2)

Established (3)

Advanced (4)

Repository

Shared drives/email

Basic digital storage

Searchable repository

Al-powered repository

Workflows

Manual/email-based

Basic routing

Automated approvals

Intelligent workflows

Templates

Few/inconsistent

Basic templates

Complete library

Dynamic generation

Reporting

Manual/ad hoc

Basic reports

Performance dashboards

Predictive analytics

Integration

None

Limited connections

Core system integration

Enterprise ecosystem

Compliance

Manual review

Checklist approach

Automated monitoring

Continuous compliance

Goal Setting: Insurance companies should aim to move up at least one level within 12-18 months of starting a CLM project.
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5. Essential Parts of Modern Insurance

Contract Management

Smart Contract Creation

e Self-service portals for contract requests and
intake

e Guided workflows ensuring regulatory disclosures

» Dynamic clause selection based on location and

product type
e Connection with rating engines and underwriting

systems

~N
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Execution and Activation

» Integrated e-signature solution compliant with
global regulatory standards

« Automated workflows triggered instantly after
contract execution

e Structured data extraction for core systems

» Instant activation of downstream processes like

commissions and reinsurance

\_

Analysis and Optimization

o Contract portfolio analysis for risk concentrations

e Standard vs. non-standard term comparison
followed by deviation scoring

e Cycle time and bottleneck identification

* Renewal rate analysis and optimization

Al-Powered Drafting and Negotiation

o Automated redlining with Al-powered, side-by-side
version comparison

e Al-driven risk scoring for non-standard or risky
terms

e Secure, real-time collaborative negotiation
workspaces for all parties

» Smart, exception-based approval routing to reduce
delays

~N

J

Obligation and Performance Management

» Automated extraction and tracking of key
obligations

e Calendar integration for time-sensitive
requirements

e Performance dashboards by contract type or
business unit

e Proactive alerts and notifications for obligations
leading to potential non-compliance

~
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6. Staying Compliant: Managing Rules in a
Complex World of Insurance

The Compliance Challenge

Insurance contracts must navigate many regulatory frameworks:
o State-specific insurance regulations in the US

¢ GDPR and data protection requirements in Europe

e Conduct regulations like UK's FCA requirements

CLM as a Compliance Solution

1. Location-Specific Content Management

o Region-specific clause libraries automatically including local
requirements

o Approval workflows that include compliance review for high-risk
contracts

o Automated updates when regulatory requirements change

3. Obligations Tracking

o Automated extraction of regulatory filing requirements
e Scheduled reminders for compliance deadlines

o Audit trails for all compliance activities

Financial reporting standards (IFRS 17/ASC 944)
Anti-money laundering and KYC requirements

Dynamic Policy Generation

Dynamically generate compliant policy forms using predefined
business rules

Ensure required legal disclosures are automatically added to
documents

Validation against compliance checklists

Regulatory Reporting

Quick access to contract data for regulatory inquiries
Custom reports for market conduct examinations
Documentation of compliance procedures

Real-world Impact: After implementing a modern CLM system, a multi-state property insurer reduced regulatory findings by 76% in subsequent market

conduct examinations, eliminating over $2.5 million in potential penalties.
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7. From Cost to Value: The Return on CLM
Investment

Hard Cost Savings

1. Operational Efficiency 2. Risk Mitigation
a. 60-80% reduction in contract processing time a. 45% fewer compliance violations and penalties
b. 30-40% decrease in administrative costs b. 30% reduction in contract disputes
c. 25-30% reduction in legal review time c. 65% decrease in remediation costs
3. Revenue Enhancement
a. 7-9% reduction in revenue leakage
b. 15-20% faster time-to-revenue for new products
c. 12% improvement in renewal rates
0-3 months 3-6 months 6-12 months 12+ months
e Template standardization o Workflow automation o Full integration benefits o Strategic portfolio insights
e Centralized repository e Reduced cycle times e Obligation management ROI e Predictive analytics value

e Basic visibility improvements o Improved compliance processes e« Renewal process optimization o Continuous improvement returns
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8. Success Roadmap: Implementing
CLM in Your Insurance Company

Assessment and Strategy (1-2 months)

Document existing processes and repositories
Identify pain points and opportunities

Define insurance-specific requirements
Secure executive sponsorship

Establish cross-functional governance

Change Management and Adoption (Ongoing)

Deliver role-based training programs

Track adoption metrics by department

Measure performance against baseline KPIs

Add advanced capabilities once core functions are stable
Leverage Al and analytics for deeper insights

Phase-4

Phase-1

Phase-3

Phase-2

Solution Selection and Design (2-3 months)

Evaluate vendor's insurance expertise and references
Assess integration capabilities with insurance systems
Map future-state workflows by contract type

Define approval matrices and exception handling

Develop template and clause library strategy

Implementation (3-6 months)

Begin with high-value, simpler contracts

Configure insurance-specific templates and workflows
Develop integrations with core systems

Implement compliance rules and controls

Clean and normalize existing contract data
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9. Success Stories: How Top Insurers
Changed Their Contract Processes

Case Study: Guardian Life Insurance

Challenge:

e Lack of Sourcing & Contract Intake tool

e Lack of integration with third-party tools

o Limited visibility into sourcing & contract status
e Complex review & approval process

Solution:

o Pre-loaded templates for simplified request submission.

o Enabled integration with Oracle (vendor data) and Archer (risk
scoring and feedback).

o Deployed flexible, automated approval workflows to reduce
manual intervention.

o Created persona-based dashboards and reports for tailored
insights and improved decision-making.

Results:

o 70% faster contract cycle times
e 20% boost in Customer Satisfaction Score (CSAT)
e 25% increase in user adoption

oo H] < > S

Aavenir Solutions Integrations Customers AboutUs Resources Book a demo

CASESTUDY |

Fortune 500 Insurance Provider
Improves Contract Cycle Times
by 70%

70% 20% 25%

Faster Contract Cycle Boostin Customer Satisfaction Score Increased Adoption Rate with Enhanced UX

About the Customer

Customer
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10. Conclusion: Gaining an Edge Through
Better Contracts

In an industry built on promises, contracts form the foundation of every insurance company’s success. Updating contract lifecycle management isn't just
an operational improvement—it's a strategic necessity.

Organizations that continue with outdated approaches face mounting risks:

e Lack of Sourcing & Contract Intake tool o Limited visibility into sourcing & contract status
e Lack of integration with third-party tools o Complex review & approval process

Conversely, insurance leaders who embrace modern CLM position themselves for advantage through:

o Streamlined operations that reduce costs and accelerate growth o Data-driven insights that inform strategic decisions
o Proactive compliance that turns regulatory requirements into routine e Enhanced agility to respond to market changes
processes

The path forward requires commitment and strategic focus. By following the roadmap in this guide, insurance organizations can transform contract
management from a back-office burden into a powerful driver of business value.
The future of insurance belongs to organizations that turn contracts from static documents into strategic assets. Is your organization ready to lead the

way?
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How Aavenir Transforms Insurance Contract

Management

Aavenir's Al-powered Contract Lifecycle Management platform is uniquely positioned to address the complex challenges of insurance contracting. Built
on the Now™ Platform, Aavenir delivers a connected contract management experience that redefines how insurance organizations manage contracts

from creation to completion.

Purpose-Built for Insurance Complexity

Aavenir's CLM solution addresses insurance-specific challenges through:

+  Regulatory Compliance Automation: Built-in compliance checks and updates for insurance regulations, including state-specific requirements, NAIC

guidelines, and international standards

+  Carrier-Agent Relationship Management: Specialized capabilities for managing agent contracts, including commission structures, performance

tracking, and territory assignments

+  Policy-Driven Agreement Support: Tools for creating, managing, and monitoring contracts tied to underwriting guidelines and claims processes
+  Risk Mitigation: Al-driven risk scoring and compliance monitoring specifically calibrated for insurance contracts

The Aavenir Difference

Aavenir Contractflow is designed to meet the unique challenges of insurance contract management by providing:

]

Maximize Contract Value

Maximize contract value while reducing risk and amn
administrative workload L] )

Al-Powered Contract Intelligence 0*

Al-powered platform ensures contract visibility and
compliance at insurance scale

]
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Faster Time to Value

Pre-built workflows streamline insurance agreements
and approvals without disrupting operations

Enterprise-Grade Security

GDPR & ISO 27001 certified for secure, audit-ready
compliance
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Aavenir is a leading Contract Lifecycle Management (CLM) platform powered by a purpose-built Al model. The Aavenir platform
empowers its customers to collaborate seamlessly and leverage actionable contractual data to streamline workflows, accelerate
cycle times, ensure compliance, and drive scalable business outcomes.

Built on the Now™ Platform, Aavenir delivers a connected contract management experience, redefining the way contracts are
managed from creation to completion.

WWwWw.aavenir.com 9 contact@aavenir.com
aavenir.com/demo @ linkedin.com/company/aavenirinfo
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