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Contract intelligence
in LSHC

Advancing the value of leading-class
contract management for the Life
Sciences & Health Care (LSHC) industry

Deloitte’s capabilities and commitment
to serving life sciences and health care
departments can help you navigate
those challenges

Increased consumerism, a migration to
value-based care, and digital transformation
are driving increased competition between
existing players and new entrants.

Our network of legal business service specialists
have experience assisting a broad range of
LSHC organizations.

High interest rates and inflation have raised
the cost of investment capital, raising the risk

Peace of mind comes with our respected brand
of insufficient product-development runways. ®

and organization - which has been recognized
by notable analyst groups

Partnerships with retail pharmacies and other
community-based sites, combined with recent
legislation, are contributing to a push for more
convenient and diverse clinical trials.

Our performance-tested risk management
o strategies and leading practices are

designed to help clients reduce risk,

create defensibility, and drive compliance.

A lack of visibility into suppliers and their own
supply chains remains a barrier to adoption
of a highly connected, agile supply network.

An unprecedented staffing shortage,

particularly among frontline clinicians, is ®
forcing longer wait times and raising the

risk of medical errors.

Our legal operations benchmarking survey,
ongoing technology market research, financial
crime symposium series, and executive
transition and development programs aim to
provide CLOs with forward-focused insights.

Contract intelligence is in the LSHC C-suite spotlight

LSHC companies and their C-suite advisers are facing disruptions to the supply chain—disruptions
driven by inflation, residual pandemic issues, and political instability as well as regulatory pressures
and corporate response related to client changes. They're also wrestling with internal cost-cutting
measures that make operation-critical functions harder to manage.

Technology

- Growing adoption of technology is
creating new and more fulfilling roles
in organizations where buy- and
sell-side resources are integrated

- Technology investment is on the rise

- Key challenges with data and data flow
- Attention is shifting to post-award

- Increased digitization of contracting

Process

- Efficiency is a priority

- Companies can improve speed to
execution and free up in-house
attorneys' time to work on more
strategic issues by the removal
of bottlenecks

77%

of the organizations
undertaking reevaluatio
identified streamlining o
processes as a priority’

' Craig Conte et al., When technology meets humanity: The future of contract management,
Deloitte Global and World Commerce & Contracting, February 2021.

End-to-end contract intelligence is an important
consideration in streamlining internal processes
to navigate this complex environment.

The potential benefits delivered via contract lifecycle
management (CLM) implementation can be substantial

Deloitte and Icertis bring award-winning proprietary technology and a team of CLM specialists
together to help clients transform their contracting functions.

Increased satis g
business stake

+ Enhanced relationships with
internal clients

- Demonstrable improvement in
voice-of-customer KPIs

+ Elevated view of legal department
and contracting function

Freeing up att
to work on str S

+ Intelligent contract
triage and delegation to
alternative resources

+ Self-help facilitation

Reduced risk
contract com

- Standardized and enhanced
contracting process

- Potential reduction in
revenue leakage

+ Discounts and other financial
incentives monitored and
realized

+ Ongoing template improvement

+ Ongoing performance
obligations management

Automated an
intelligent dat

o + Visibility into where your contracts
are and what's in them

* Real-time management information
and reporting that drive business

Reduction in c (o []
time and cost

intelligence
* Process streamlining through * Increased visibility into negotiation
removal of bottlenecks, automation, patterns

and speed to execution

Contract intelligence is in the LSHC C-suite spotlight
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Global CLM CLM operate Increased cycle time

rollout

Conducted an assessment
and implemented an
end-to-end CLM organization,
process, and technology for a
global enterprise. In addition
to organizing alignment
workshops to keep the
existing CLM in sync with

the new CLM system, the new
CLM operating model was

documentation

Retained to conduct a CLM
assessment for a large
company, resulting in the
documentation of a
future-state operating model
detailing the processes,
policies, organization, and
technology that would be
required to achieve the
identified savings.

and compliance

Engaged to implement a CLM
system on behalf of a large
global organization. Scope
included end-to-end
integrations for enhanced
automation, master data,
and template management
workflows. Successfully
migrated ~20,000 highly
complex contracts with more

than 35 metadata fields on
behalf of the client, resulting

rolled out globally across four
geographic regions and more

2
than 15 countries. Resulted in an improvement in the
in significant savings for \ client’s cycle time and in
—|  scalability as the client \ contract compliance.
—1 continues its revenue growth. ) i

Deloitte + Icertis'+ SAR have come together to transform
contracting processes into a strategic value driver

Contract intelligence is critical to preventing or managing delays in
the procurement of needed goods and services, revenue leakage,
inefficient contractual obligations management, and lack of insight
into contractual risk across the organization.

The end-to-end CLM process

LSHC enterprises can achieve better speed and efficiency across the contract lifecycle. At the same
time, they can improve governance and risk management by streamlining, automating, and
transforming their CLM processes.
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Deloitte with Icertis and SAP Ariba

are helping LSHC companies

looking to make their contracting

processes an integral part of their

source to pay cycle—bringing a
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Let's advance the value of
contracting and sourcing
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*The Deloitte US firms do not practice law or provide legal advice.

This document contains general information only and Deloitte is not, by means of this document, rendering
accounting, business, financial, investment, legal, tax, or other professional advice or services. This
document is not a substitute for such professional advice or services, nor should it be used as a basis for
any decision or action that may affect your business. Before making any decision or taking any action that
may affect your business, you should consult a qualified professional adviser. Deloitte shall not be
responsible for any loss sustained by any person who relies on this document.

As used in this document, ‘Deloitte’ means Deloitte Consulting LLP, which provides strategy, operations,
technology, systems, outsourcing and human capital consulting services; Deloitte Tax LLP, which provides
tax compliance and advisory services; Deloitte Financial Advisory Services LLP, which provides forensic,
dispute, and other consulting services, and its affiliate, Deloitte Transactions and Business Analytics LLP,
which provides a wide range of advisory and analytics services. These entities are separate subsidiaries of
Deloitte LLP. Please see www.deloitte.com/us/about for a detailed description of our legal structure. Certain
services may not be available to attest clients under the rules and regulations of public accounting. Deloitte
does not provide legal services and will not provide any legal advice or address any questions of law.
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