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Abstract. In the context of economy digitalization, special attention is 

paid to process management by company stakeholders, which cannot be 

considered without regard to the organization's contract strategy, since a 

significant part of the business processes are consistently negotiated, 

concluded and executed, and the management of various groups of 

contracts is an integral part of the operating business model of network 

trading companies. This article discusses the main tasks of building an 

effective contract management system, and provides a typical classification 

of contracts for network trading companies. In the course of the study, the 

life cycle of the contract is considered. As a result of the research, the 

structure of the contract management system for network trading 

companies is presented. 

1 Introduction  

At present, rather difficult economic conditions for conducting commercial activities in the 

retail sector require all market participants to mobilize their external and internal reserves. 

In this situation, effective contract management becomes one of the key components of 

successful business of network trading companies.  

It should be noted that in the conditions of digitalization of the economy, special 

attention of company stakeholders is paid to process management, which can not be 

considered without regard to the contract strategy of the organization. This is due to the fact 

that the activities of network trading companies are implemented through the 

implementation of management, basic and supporting business processes. At the same time, 

during the implementation of a significant part of business processes, there is a consistent 

agreement, conclusion and execution of various agreements (contracts). Thus, the contract 

(agreement) is a documentary form that implements the goals of stakeholders, and the 

management of various groups of contracts is an integral part of the operating business 

model of network trading companies[1]. 

Therefore, currently, network marketing companies pay great attention to the 

development and implementation of contract strategy, development of the competence of 

owners of key business processes (holders of contracts), their motivation and responsibility 
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for the result, since effective contract management directly affects the quality and timing of 

obligations the timely settlement of commercial and technical problems and, as a 

consequence, the commercial performance of the company..  

2 Main tasks in the development of an effective contract 
management system  

According to the reference model of business processes of FMCG network trading 

companies, the process of "contract Management" refers to managing business processes 

[2]. In this case, the contract can be both an input and an output (result) of a certain 

business process. The managing business process "contract Management" includes basic 

and auxiliary management tools. Thus as the basic means of control can be considered 

managerial decisions on optimal utilization of resources and settlement of legal relations of 

the parties, as auxiliary means of management contracts, personnel, software, etc[2].  

Since the contract management system is based on optimizing transaction costs, all 

company contracts must be concluded in accordance with the requirements of the contract 

management process. Contract holders (responsible persons) are usually the owners or 

executors of business processes. This category of specialists should clearly represent the 

stages of the process, the roles and responsibilities of all participants, as well as be 

responsible for the process and the result of the work and services performed. 

The formation of a contract management system for network trading companies is 

impossible without developing a contract strategy, since only after determining the 

contractual structure for the company's areas of activity, types, sequence of conclusion and 

relationship of individual contracts can the KPI of business processes and their 

corresponding contracts (the results of these business processes) be calculated, which, in 

turn, will provide an opportunity to assess the effectiveness of the contract strategy of a 

network trading company as a whole [3]. 

The problem of constructing an optimal system of contract management:  

 develop clear requirements, policies, and procedures for interacting with suppliers and 

partners at the corporate level; 

 comprehensive legal support for all stages of contract execution in accordance with the 

stated requirements; 

 assessment of compliance of contracts with the requirements of regulations approved by 

the company's stakeholders; 

 implementation of an integrated approach to managing the life cycle of concluded 

contracts; 

 ensuring the need for individual departments (business process executors) to provide the 

necessary information in a timely manner ; 

 avoiding duplication of functions in the contract management process; 

 ensuring the protection of information and personal data in accordance with the law. 

 reducing costs and improving the company's performance; 

 quickly solve problems that arise in the process of merging or acquiring companies with 

different approaches to contract management. 
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3 Classification of contracts of network trading companies 

Figure 1 shows a typical classification of network trading company contracts.  

 
Fig. 1. Classification of contracts of a network trading company by areas of activity. 
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Let's consider the classification shown in figure 1 in more detail. From the point of view 

of the parties involved, it is most appropriate to distinguish internal and external contracts 

of network trading companies. 

In accordance with the contract concept, a company is a set of relations between various 

economic entities (employees, stakeholders, suppliers, partners, consumers), formalized in 

the form of various types of explicit and implicit contracts. In this case, the retail sector can 

be interpreted as a network of external contracts, and a specific network trading company - 

as a network of internal contracts [4].  

External contracts are a set of relationships between a network trading company and 

other market participants, i.e. its contractors (suppliers, partners) and consumers. Taking 

into account the specifics and variety of network trading companies, it is advisable to 

subdivide external contracts (contracts) by areas of activity and /or business processes.  

It should be noted that linking certain types of contracts to specific business processes 

allows you to most accurately calculate the effect of each contract individually and the 

effectiveness of the company's contract strategy as a whole [5]. 

In accordance with the proposed classification, external contracts of network trading 

companies are divided into the following areas of activity: 

 procurement; 

 logistics activity; 

 operating activity; 

 marketing activity. 

As part of the review of external contracts of network trading companies that are 

classified as purchasing activities, it is necessary to pay special attention to the significant 

differences in the classification of contracts for the purchase of commodity and non-

commodity items.  

For example, it should be noted that purchases of non-commodity items in retail do not 

pay much attention, since expenses for non-commodity materials and services take a small 

share in the cost price, and management is mainly focused on optimizing purchases of 

commodity products, in addition, expenses are reflected in different budgets and 

information systems and they are very difficult to distinguish from the total amount of 

overhead costs[6]. However, as the network grows and develops, indirect purchasing costs 

also increase, so reducing indirect purchasing costs by 10-15% due to effective contract 

management can have a significant impact on the company's profitability indicators. 

As part of the review of external contracts for the logistics activities of network trading 

companies, it should be noted that transport contracts. Important criteria for carriers when 

deciding on transportation, in addition to the price, are the nature of the cargo and the 

requirements for transportation[7]. If the cargo is highly liquid, and the customer puts 

forward a number of strict requirements and penalties, other things being equal, even with a 

small difference in price, the carrier will give preference to the simpler option.   

The specifics of loading and unloading points are also important, for example, how far 

they are from the previous and subsequent location; how active the unloading region is; the 

route — whether the carrier can choose it independently or must follow strict rules; the 

regularity of working with the customer on the proposed routes, since stability allows the 

carrier to increase the efficiency of planning.[8] 

As part of the review of external contracts of network trading companies that are 

classified as operating activities, it is necessary to separate the outsourcing contract. This 

type of contract is quite common in network trading companies, since the removal of 

narrow-profile divisions from the main business and the transfer of a number of functions 

to outsourcing allows the company to focus on the strategic direction of the business 

without diverting time, human and material resources to supporting (additional, 

accompanying) business processes [9]. Examples of using these processes include the 
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following types of outsourcing: full (IT, PR), partial (audit, legal support), periodic 

(certification). 

 

 

Fig. 2. Main types of contracts used by network trading companies. 
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As part of the review of internal contracts of network trading companies between 

owners, it should be noted that a corporate agreement is an agreement between stakeholders 

(business partners) on the procedure for exercising and exercising their corporate rights. 

When considering internal contracts of network trading companies between owners and 

staff, the most common is an employment contract. 

The civil code of the Russian Federation defines many types of civil contracts, each of 

which has special features and conditions for conclusion.  

Figure 2 shows the classification of the main types of contracts by a number of features 

used by network trading companies [11]. 

Currently, the contract management system is gradually becoming the basis of the 

management system of almost any company, since the effectiveness of its financial and 

economic activities depends on how effectively the contract management system is built in 

a network trading company [12]. 

4 Contract life cycle of network trading companies 

According to the data shown in figure 3, the contract life cycle consists of the following 

stages: 

 preliminary stage; 

 preparing a draft contract; 

 negotiation phase of the contract; 

 execution phase of the contract; 

 stage of extantion; 

 final stage. 

 Currently, the contract management system is gradually becoming the basis of the 

company's management system.  

 5 Contract management system for network trading 
companies   

 The contract management system must be integrated with other business 

applications. Therefore, contract management should not be considered solely as a 

private task of automating the processing of documents of the same type-

contracts[13]. In fact, the task is much broader, since the contract is not only a 

document that is subject to special accounting, but also the entire system of 

contractual relations between the customer and the contractor. Any Manager is 

interested in a complex system that supports all stages of their contract life cycle 

and gives an overall picture of the state of Affairs, including in relation to the 

budget, resources, deadlines, etc. [14]. 

 Figure 3 shows the structure of the company's contract management system for 

network trading companies. 
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Fig. 3. Life cycle of a network trading company contract. 
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Fig. 4. Structure of the contract management system for network trading companies  

Managed subsystem (object of management) 

The resources of the company 

Managing influence 

(contracts) 

Legal relation 

Managing subsystem (subject of management) 

Methodo

logical 

support  

Informati

on 

security 

Legal 

support 

Structure of the contract management system 

Technica

l and 

technolo

gy 

support 

Analytic

al 

support 

Personnel 

support 

Functional 

support 

Company 
policy 

contract 

strategy, 

manage

ment 

methods 

and 

functions 
. 

Collecting, 

storing, 

updating, 
processing, 

and 

transmittin
g 

informatio

n for KPI 

processes 

Laws and 
other 

normativ

e legal 
acts; 

local 

legal 
regulatio

n 

Ensuring 

proper 
performanc

e of 

obligations 
assumed by 

a specific 

contract 

 

Organizati

onal 
structure, 

process 

execution 
staff, 

internal 
and 

external 

process 

clients 

Maintenanc

e; Software; 

technical 

means of 

information 

processing 

technology 

for the 

acceptance 

of 

managerial 

solutions for 

storing and 

transmitting 

information 

Managme

nt 
decisions 

based on 

the KPI 
contract 

strategy, 

mutual 

contracts  

 material resources; 

 labor resources; 

 financial resources; 

 information resources etc. 

 

 property relations, including: 

 property relations;  

 obligation relations. 

 employment relationship. 

Adverse 

effect 

(information) 

 

 

       
 
 
    E3S Web of Conferences 164, 09018 (2020)

TPACEE-2019
https://doi.org/10.1051/e3sconf /202016409018

8



It should be noted that the functional support of the enterprise contract management system is 

always associated with specific areas of activity of the network trade organization and is actually a 

model for managing a specific contract. At the same time, the composition of functional support for 

contracts can be very different [15]. 

Since the contract management system involves many divisions of the company, each of which 

represents its own interests, it is necessary to take into account the different requirements of 

individual divisions of the company for automated management systems. In other words, the system 

must not only meet all the requirements imposed on it by individual divisions of the company 

involved in the implementation of business processes, but also provide an "end-to-end" business 

process of the main activity for creating consumer value. 

Since in the process of work there is a need for systematization and evaluation of various 

information (structured and unstructured) in the contract management system, it becomes necessary to 

use the functionality of systems of different classes (CRM, ECM, ERP, etc.).  

Let's consider the main approaches to automating the contract management system of network 

trading companies that are currently used: 

 Development of an information system to meet the requirements of a specific network trading 

company (requires large financial investments, and is rarely used) 

 Purchase of a specific software product and / or automated system, which is subsequently 

refined to meet the requirements of a specific company. This method requires less investment, 

but can lead to the fact that the capabilities of the management system developed as a result will 

be limited by the capabilities of the information system initially purchased. 

 Integration of several systems (this approach is the most common). The most commonly used 

combination that allows you to create a single information space is the interaction of ECM and 

ERP systems.  

5 Conclusions   

In network trading companies with a large number of counterparties, managing the 

interaction between them becomes a key aspect of contract management. Contracts cannot 

eliminate the need to develop effective working relationships between the parties involved 

in the project, which are based on mutual goals, trust and cooperation.  

Given the uncertainty of most projects, no contract can cover all issues, meaning there is 

currently no perfect contract management system. However, the contract management 

process is aimed at ensuring that the obligations and requirements of the project are met 

with the highest degree of efficiency. 

Building an effective contract management system is a very important and complex 

task, since the task of managing contracts is at the intersection of the interests of different 

counterparties, stakeholders, strutkurnyh divisions and automated systems.  

Stakeholders of network trading companies need to determine the contract strategy, that 

is, choose the contractual structure (types, types, sequence of conclusion and relationship of 

contracts), set the KPI (performance indicators) of the contract, KPI (performance 

indicators) of business processes and establish the relationship between them. Only if all 

these conditions are met, it is possible to make a real assessment of the contract strategy of 

a network trading company. In other words, by improving the efficiency of contract 

management, network trading companies will be able to improve their efficiency, 

competitiveness and protect their interests by optimizing and automating their work with 

them. 
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