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Quick Facts

» 5600 total contracts
« IP Contracts (Patents and Trademarks)
« Inbound & Outbound
- Sales & Acquisitions
- Confidential Disclosure Agreements
« Co-Development

» Across 4 business units
- Legal, Purchasing, Clinical Research,

R &D Programs
» Global access to 40 countries
» Tamino and Oracle databases

» Back office integrations

Nextance and Genzyme At Work

Genzyme Reaps Profits and Improves Corporate Controls with Enterprise Contract Management

Industry:
Pharmaceuticals: Biotechnology

Business Challenges:

« Centrally manage all contracts around the
globe

« Improve enterprise productivity while con-
trolling spend

+ Reduce missed opportunities by manag-

ing contract commitments, renewals, and

royalty payments

Drive company-wide performance through

compliance

« Reduce the time and resources required to
manage the contract process during sales
and acquisition cycles

Solution:

Nextance Solutions for Enterprise Contract
Management

Results:

« Ability to find contracts that meet exact
criteria in seconds instead of days
- Improved business controls and process re-
sulting in better accountability and reduced
“maverick” spend
« Increased revenue through effective tracking of
royalty payments, renewals, and commitments
- Better contract compliance due to automatic
tracking and notification of milestones and
commitments, renewals, royalty payments,
and corporate risk
« Reduced time spent on the contract process
during sales and acquisitions

Company Brief

Genzyme Corporation (www.genzyme.com) is
one of the largest and most highly regarded
biotechnology companies in the world. With
headquarters in Cambridge, Massachusetts,
Genzyme has more than 5,000 employees in
40 countries and annual revenues of more
than $1.7 billion.

Current System Lacked Controls

Since its founding in 1981, Genzyme, like
other companies, managed its contracts in

file cabinets across seven locations in Mas-
sachusetts. Simply finding these documents
was a difficult and time consuming process.
Tracking renewals and ensuring compliance
with contracts were challenging as well. “No
one knew who was responsible for manag-
ing agreements on an ongoing basis,” said
Gerald Quirk, Managing Corporate Counsel.
“We could be paying on contracts that had ex-
pired, missing obligations to provide reports
or payments to third parties, or missing op-
portunities to hold companies to negotiated
obligations.”

As the legal department began investigating
automated solutions for contract manage-
ment, it discovered that the purchasing
department was looking for a similar solution
as well. Purchasing wanted to better track
contract renewals and achieve cost savings
by consolidating agreements with suppli-
ers. The company as a whole also needed to
comply with Sarbanes-Oxley regulations. The
legal and purchasing departments decided to
join forces to find a single solution that could
meet all of their requirements.

Why Nextance?

Genzyme evaluated half a dozen solutions
before choosing Nextance. “Nextance offered
us the flexibility to meet our business needs,’
says Quirk.“They adapted to our business
instead of us having to adapt to their applica-
tion. Our users thought Nextance was better
laid out, more user friendly, and easier to
understand. We also felt that their application
will continue to scale with us as Genzyme
continues to grow.”

“The last time we sold one of our busi-
nesses, we spent countless hours and
significant expense manually going
through records to find the associated
contracts. With Nextance, we are able to
locate the right contracts with precision
at the touch of a button. One deal could
pay for the entire system.”

Gerald Quirk, Managing Corporate Counsel, Genzyme




Nextance also supports Genzyme’s ambitious long term

plan of creating an eCommerce system that will integrate
contract management with enterprise procurement to fur-
ther streamline its business processes and reduce costs. Says
Joseph Brescia, Director of Corporate Purchasing, “Ultimately,
Genzyme hopes to reconcile purchase requisitions and
invoices against the contracts to ensure that POs are correct
and that we receive what we negotiated.”

Implementation

Nextance is currently available to all purchasing, supply
management, clinical research, R & D programs, and legal
personnel in three locations in Massachusetts as well as
locations in New Jersey, New Mexico, the UK., and Ireland. In
June 2004, 5000 casual users across the globe will be able to
request contracts online through the Nextance self-service
kiosk solution.

The main challenge with the implementation was design-
ing a system to serve two groups with completely different
objectives. “Nextance helped us figure out how to satisfy all
of our constituents,” says Richard Allison, Managing Intel-
lectual Property Counsel. “Nextance tailored the solution to
each departments’ specific business needs, while ensuring
that performance and security were maintained to the high-
est levels”

Benefits

Although Genzyme is still entering legacy contracts into the
system, Nextance is already streamlining Genzyme’s con-
tract management operations. Says Quirk, “When people call
and ask for a contract, | just call it up in Nextance in seconds.
Previously, I'd send an email asking different administrators
in different locations to search their files, taking days.”The
system also automatically drives company-wide contract
compliance by alerting people to address contract commit-
ments, for example, by ensuring that accounting sees agree-
ments in time to make contracted milestone payments.

But Quirk expects the big payoff from Nextance to come the
next time Genzyme sells a business by improving visibility
into its contracts and providing rapid access to them.“The
last time we sold one of our businesses, we spent count-

“We can avoid paying on obligations we no longer have
and leverage all our purchases with a reduced number
of suppliers to obtain better volume discounts. As a
result, we can save the company money, improve profits,
and reduce costs of goods sold.”

Joseph Brescia, Director of Corporate Purchasing, Genzyme
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“Nextance helped us figure out how to satisfy all of our
constituents. Nextance tailored the solution to each
departments’ specific business needs, while ensuring
that performance and security were maintained to the
highest levels.”

Richard Allison, Managing Intellectual Property Counsel, Genzyme

less hours and significant expense manually going through
records to find the associated contracts,” said Quirk. “With
Nextance, we'll be able to locate the right contracts with
precision at the touch of a button. One deal could pay for
the entire system.”

In addition, as the company adds new contracts, it stores
more information about them, which will enable intelligent
analysis of the business. “Over time,” says Quirk, “the system
will allow us to answer more questions; for example, we'll be
able to determine how much we are spending on licensing
agreements for a particular business unit.”

The purchasing department is using Nextance to streamline
contract creation, execution, and management processes.
Now, when a purchase request comes in, purchasing manag-
ers use Nextance to create agreements with expiration dates,
renewal dates, and other automatic notifications to ensure
compliance.

Nextance is helping Genzyme’s purchasing department
enhance profitability by enabling it to avoid overpayments
and leverage best terms. “We use Nextance to gain visibility
into our purchasing contracts. We can avoid paying on ob-
ligations we no longer have and leverage all our purchases
with a reduced number of suppliers to obtain better volume
discounts. As a result, we can save the company money, im-
prove profits, and reduce costs of goods sold,” says Brescia.

Overall, with the help of Nextance, Genzyme has improved
visibility into the entire contracts lifecycle and will continue
to enhance profitability by enabling cost savings.

About Nextance

Nextance is setting the standard for Enterprise Contract Management
(ECM) solutions, helping Fortune 1000 companies increase the strategic
value and realize the full financial return of their contractual relationships.
Using Nextance to carefully manage your relationships by managing your
contracts will result in increased profitability, better relationships with
customers, vendors, and partners, improved employee productivity, and
decreased business and financial risk. Nextance customers, including
Covenant Health, Eastman Chemical Company, Fireman'’s Fund, Genzyme
Corporation, Sasol, and Sun Microsystems, are using the Nextance
Intelligent Enterprise every day throughout their business to tap into the
value that'’s written into every one of their thousands of sales, procurement,
IP licensing, and partners agreements. Nextance is based in Redwood
City, CA, and is privately held.

For additional information, visit: www.nextance.com.
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