
       The Challenges
The main challenges for the client were: 

	 The sales contracting process was manual for the new BGs. 

	 The sales contracting processes were not streamlined and digitized. 

	 The client had difficulty seamlessly managing the contractual relationships with its customers 
throughout the contract lifecycle. 

	 The sales contracting and renewals/amendment processes across the BGs and different regions 
were not streamlined and standardized. 

	 The client was challenged by delayed closures, poor customer experience, and different business 
risks.
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       About the Client
The client, headquartered in Espoo, Finland, is a global information technology, 
telecommunications, and consumer electronics company. It produces a broad range of software 
and technological devices. It also operates networks, sales, and communication channels 
worldwide.

      The Background
The client formed new Business 
Groups (BGs) for selling, delivering, 
installing, maintaining, and 
operating a variety of telecom-related 
equipment, network infrastructure, 
software, hardware, and professional & 
maintenance services.  

For seamless execution of complex 
contractual arrangements amongst 
the BGs and customers and 
digitization, the client partnered 
with Forsys to implement the Conga 
Contract Lifecycle Management (CLM) 
system.
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