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“3-5% of annual revenue goes  
down the drain every year  
because of revenue leakage.”

Andrew Dailey , Managing Director, MGI Research

How Pramata unlocks millions 
in revenue hidden in your 
commercial relationships
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How are you leaking revenue?
 y Poor renewal execution

 y Inability to increase or maximize pricing

 y Over or under-servicing your customers 

 y Unmet customer purchase commitments 

or other obligations

 y Failure to identify and act on expansion 

(upsell) opportunities 

At its core, revenue leakage does not stem from 

lack of software, applications or process, in 

which you’ve invested heavily, rather, it stems 

from a lack of visibility to accurate commercial 

relationship data. The teams responsible for 

growing revenue simply do not have easy access 

to your customers’ latest pricing information, 

renewal dates, product entitlements, and other 

critical information. The data they need is locked 

in thousands of documents, spread across 

multiple systems and siloed within departments. 

To address the root causes of revenue leakage, 

your company needs key data from commercial 

relationship agreements across your installed 

base. And the data needs to be accurate, 

comprehensive, readily accessible by all of your 

teams across multiple departments (finance, 

sales, sales ops, and legal) and organized in a 

useful way. 

You are a big enterprise, and you already have a relationship with at least 75% of 
your targeted accounts. You have grown rapidly, most likely through mergers and 
acquisitions. However, new sales have slowed, so it’s more important than ever to 
shift your business strategy into one that leverages your biggest potential recurring 
revenue asset: your large installed customer base. You have a huge sales force 
and a mature and vast product portfolio to make that happen. But like most big 
companies, you are leaking revenue, to the tune of millions of dollars, across your 
entire customer portfolio. 

Old approaches don’t work 
Most companies have attempted to address revenue leakage several  

times over the years with efforts to compile contractual information.  

They’ve deployed shared drives, document repositories, CLM and CRM  

tools, enterprise systems and hundreds of ad-hoc, one-time projects  

where dozens of people track down, read PDFs, and populate spreadsheets. 

These initiatives often fail because the data is incomplete or inaccurate and 

quickly becomes out of date. Again, this is not a people, software or process 

problem—it’s a data problem. Plus, without clear and consistent ownership 

of the key information, people quickly lose confidence in the data.  

Here are the ways companies attempt to capture and organize their 
commercial relationship data: 

 Standardized and automated document workflow apps 

These tools are valuable for simple transactional agreements because 

those deals can be templated. However, their ability to capture commercial 

data breaks down with any negotiation or third-party paper, and they 

don’t account for prior agreements that may still be in effect, which leaves 

significant gaps in your ability to address revenue leakage. 

 Big data and EDW systems

Centralizing data from multiple systems can be powerful, but EDW systems 

are only as good as the source data. For most companies, high-quality data 

from contracts does not exist today. Additionally, leveraging this information 

requires significant technical expertise to deploy and use, which means long 

implementation timelines and limited front-line impact.  

 Spreadsheets and document repositories

Populating spreadsheets or even CRM or contract management systems is 

often a considerable, manual effort. The data isn’t scalable—it only covers 

a small percentage of relationships, is time-consuming, and becomes 

outdated as soon as the project is completed, or system implemented. 

Because there are multiple teams and diverse ways to interpret and enter 

the same data into systems and spreadsheets, there’s no way to ensure 

quality and consistency.

   



Requirement Variable

 
Accurate

 9 99%+ accuracy

Am I making decisions on correct 
information?

Value Leakage: Making decisions using 

wrong data, i.g. missed renewal dates; 

lack of trust in the data forces the team 

to spend days hunting and validating 

information

  
Complete

 9 100% of relationships

 9 100+ data pieces  
per relationship

Am I seeing the full picture?

Value Leakage: Not seeing all the 

pertinent information from a given 

account or only viewing a subset of  

your installed base

  
Up-to-date

 9 All data <24 hours old

Am I making decisions on the  
current state?

Value Leakage: Decisions made based 

on outdated information 

   
Actionable

 9 Analytics 

 9 Normalized  
metadata capture

 9 Alignment to master data

Is my data optimized for the decisions  
I need to make?

Value Leakage: Lack of ability to easily 

find the right information for crucial 

decisions; insights may be lost, or 

take a long time to uncover in spite of 

significant effort

 
Accessible

 9 Centralized and  
accessible by account

 9 Same data available across  
CRM, CPQ, ERP, EDW

Do I have access to the data?

Value Leakage: Key information is 

buried within contracts or siloed systems 

and not easily extracted, forcing delays 

and creating longer sales cycles
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You need the right data to 
mitigate your revenue leakage
The data you need is locked inside the thousands 

of documents that define all your commercial 

relationships, including master agreements, 

amendments, and order forms. For instance, 

to get the most out of renewals, you need to 

provide your team with renewal dates, auto-

renew commitments, notice periods, in-effect 

products and pricing, active discounts, purchase 

history, deal terms, and product end-of-life dates. 

To acquire this key information for just ONE 
customer, you would need to:

1. Find ALL the documents from multiple 

people, systems, and acquisitions,  

across the organization

2. Remove duplicates, find missing 

documents and, even rotate pages

3. Hierarchically group by customer and 

collate into parent-child families by order 

of precedence

4. Read through hundreds of pages to 

discover where information exists within 

a portfolio of documents

5. Figure out the key data points you need, 

then find the best way to enter and 

interpret them consistently across various 

departments 

6. Aggregate the data accurately to 

summarize each commercial relationship

7. Get it to the right person or team in every 

department when and where they need it

8. Ensure completeness and accuracy and 

keep it updated going forward 

To comprehensively address revenue leakage 

challenges, you would need to repeat these 
steps multiple times, across hundreds of pieces 
of information and thousands of customers. 
If the process is not maintained, the data gets 

outdated and becomes useless. 

Furthermore, the data must be presented in a structured way to be useful, 

regardless of how it appears in a document. Merely scraping it out of the 

text of your documents is not enough; it must be organized and normalized 

based on what key data point is needed. 

Consider these crucial variables affecting the data you use: 
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Why only Pramata

Pramata is the only company that combines a cloud software platform with a human-assisted AI managed service to extract 

data from commercial documentation with up to 99% accuracy, providing a turnkey solution to target and eliminate this revenue 
leakage problem. We work to ensure our customers have high quality, always up-to-date key data without having to enter a piece of 

information themselves. To do this, we’ve combined four critical components required to provide complete, accurate, and up-to-date 
information in an end-to-end solution:   

Pramata has delivered both short-term and longer-term ROI by providing companies like 
Allergan, CenturyLink, Comcast Business, HPE, Micro Focus, Novelis, and Vertafore with 
access to the critical commercial relationship information they need to stop revenue leakage. 
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Application specific data-package

We have 12+ years’ experience designing and 

packaging unstructured and structured data 

into useful forms to address revenue leakage 

in areas such as renewal terms or performance 

obligations. Based on this expertise, we know 

what information to look for, and the best way 

to capture and organize it. These best practice, 

industry-specific data sets can be configured to 

your unique business requirements. 

Managed Services 

Our human-assisted AI is used to extract 

commercial data and keep it up to date. Our 

best-in-class, purpose-built technology stack 

including OCR, document discovery, machine 

learning, and artificial intelligence is designed to 

handle unstructured text from complex/highly 

negotiated contracts & data sources. A dedicated 

team of data scientists, commercial experts, and 

lawyers use this stack to configure and tune the 

process while addressing inherent data quality 

gaps created from poor OCR document capture 

and complex legal language. 

Best practices and analytical tools 

Our customer success organization partners 

with you and your organization to develop 

playbooks that help identify and analyze 

pressing areas of revenue leakage like pricing or 

potential upsell/cross-sell opportunities. We’ll 

also train your designated team(s) on how to 

best mine the key data we find and organize 

into our system of record. 

Commercial Relationship System of Record

Our cloud-hosted software serves as a system 

of record (truth) for all your commercial 

relationship data. Our reports and analytics 

are designed to target specific areas of 

opportunity such as identifying price increase 

provisions or risky service commitments. We 

provide integrations into your CRM, ERP, and 

CPQ systems to ensure your teams have the 

information they need when they need it.
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