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STREAMLINING DEAL STRUCTURING AND AUTOMATING SALES
CONTRACTS FOR A PROMINENT AUTOMOTIVE MANUFACTURER

Introduction

In the competitive world of automotive manufacturing, efficient deal structuring and contract management
are pivotal. For one of the leading automotive manufacturers, a prominent industry player with a vast
network of dealers and distributors, the complexity of managing numerous and intricate sales contracts

presented a significant challenge. Deal and Business Management Resource was introduced to tackle these

challenges through its comprehensive solution, aiming to streamline deal structuring and automate the

creation of sales contracts. This case study explores how DBMR transformed the company's sales processes,

resulting in notable improvements in efficiency, accuracy, and overall performance.

Challenges/Problem Faced
by the Client:

The client is a globally recognized automotive
manufacturer known for its innovation, quality, and
extensive range of vehicles. With operations spanning

multiple continents, the company’s sales processes are

complex, involving numerous dealers and distributors who

engage in intricate deal structures with varying terms,

conditions, and pricing models.

inconsistencies in deal terms

Manual Contract Creation: Sales contracts were manually drafted, leading to a high risk of errors and inconsistencies. This

Complex Deal Structuring: The automotive manufacturer faced difficulties in structuring deals efficiently due to the

variability in terms, conditions, and discount structures. This complexity often led to prolonged negotiation periods and

manual approach was time-consuming and frequently resulted in delays in finalizing deals

Extended Sales Cycles: The combination of complex deal structuring and manual contract creation contributed to

extended sales cycles, affecting the company’s ability to close deals quickly and efficiently

Approach Taken:

DBMR’'s comprehensive solution was designhed to address these challenges through automation and streamlined processes.

The platform offered a suite of features tailored to the needs of the automotive manufacturer aimed at enhancing efficiency,

accuracy, and speed in deal structuring and contract management.

Key features and benefits:

Automated Deal Structuring:

Pre-configured Templates: DBMR provided a range of
pre-configured deal templates that aligned with the
company's standard deal structures. These templates
were designed to handle various terms, conditions, and
discount models, enabling rapid adaptation to different

deal requirements

Dynamic Calculations: The platform included advanced
dynamic calculators that automatically adjusted

pricing, discounts, and terms based on predefined rules
and input data. This ensured accuracy and consistency

in deal structuring

Sales Contract Automation:

Template-Based Contract Generation: DBMR enabled
the creation of sales contracts through customizable
templates. These templates could be quickly adapted
to specific deals, reducing manual entry and minimizing

the risk of errors

Enhanced Visibility and Tracking:

CRM Integration: The platform seamlessly integrated
with the company’s existing CRM systems, allowing for
automatic data importation into contract templates.
This integration ensured that all relevant information

was accurately reflected in the contracts

Real-Time Monitoring: DBMR offered real-time tracking
of contract statuses, allowing sales teams to monitor
the progress of deals and address any issues promptly.
This visibility facilitated better management and control

over the contract lifecycle

Audit Trails: Detailed audit trails were provided, offering
transparency into changes and approvals throughout
the contract management process. This feature

ensured compliance and accountability

Streamlined Approval Processes:

Automated Workflow: DBMR automated the contract
approval workflow, routing contracts through necessary
channels for review and approval without manual
intervention. This automation reduced delays and

streamlined the approval process

Recommendation:

Notifications and Alerts: The platform sent automatic
notifications and alerts to stakeholders, keeping them
informed of contract status and required actions. This
feature helped to minimize delays and improve

communication

Needs Assessment and Customization:

DBMR initiated the project with a thorough assessment
of the company’s existing sales and contract
management processes. This assessment identified

specific pain points and customization requirements

Based on the assessment, DBMR customized its
platform to align with the company’s deal structures,

contract terms, and workflow needs

Integration and Testing:

The DBMR platform was integrated with the company’s
CRM and ERP systems. This integration involved
mapping data fields, configuring synchronization
settings, and ensuring seamless data flow between

systems

Comprehensive testing was conducted to ensure
compatibility, data accuracy, and system stability. This
phase included pilot testing with a small group of users

to identify and resolve any issues before full deployment

Training and Deployment:

DBMR conducted extensive training sessions for the
sales, contract management, and IT teams. Training
covered the use of the new platform, including deal

structuring, contract creation, and approval workflows

Ongoing Support and Optimization:

The platform was deployed in phases to manage the
transition smoothly and to allow for adjustments based

on user feedback

DBMR provided ongoing support and maintenance to
address any issues and to incorporate feedback for
continuous improvement. This support included
troubleshooting, system updates, and periodic reviews

to ensure optimal performance

Business Impact

The implementation of DBMR’s comprehensive solution brought about
transformative changes for the leading automotive manufacturer. By

addressing the challenges of complex deal structuring and manual contract
creation, DBMR streamlined sales processes, improved accuracy, and
significantly shortened sales cycles. The successful deployment of DBMR'S
platform highlighted the value of automation in modern sales and contract
mMmanagement, setting a new benchmark for efficiency and effectiveness in
the automotive industry.

Conclusion

The case study underscores the importance of adopting advanced technology solutions to overcome operational challenges and drive
performance improvements. For the automotive manufacturer, DBMR’s solution has not only simplified sales cycles but also provided a robust
foundation for future growth and success in an increasingly competitive market.
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