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:Course Introduction / Overview
This course provides a comprehensive exploration of End-to-End Contract Lifecycle Management (CLM) systems, a
critical discipline for modern organizations seeking to maximize value and minimize risk from their contractual
agreements. In today's complex business environment, manually managing contracts is no longer viable; it leads to
missed deadlines, compliance issues, and revenue leakage. This program is designed to transform your approach by
covering every stage of the contract lifecycle, from initial request and authoring through negotiation, execution,
performance monitoring, and renewal or termination. Drawing on principles outlined by experts like Tim Cummins
of World Commerce & Contracting and concepts from frameworks such as the "Contract Management Body of
Knowledge  (CMBOK)",  the  curriculum  integrates  legal  foundations  with  technological  solutions  and  strategic
business objectives. Participants will gain a deep understanding of how to leverage CLM platforms to create a
centralized repository, automate workflows, and generate actionable insights from contract data. BIG BEN Training
Center has developed this course to empower professionals with the skills to implement and manage robust CLM
systems, turning contracts from static legal documents into dynamic assets that drive business performance and

.strategic advantage

:Target Audience / This training course is suitable for
.Contract Managers and Administrators

.Procurement and Sourcing Professionals

.Legal Counsel and Paralegals

.Sales and Account Managers

.Project and Program Managers

.Finance and Commercial Managers

.Compliance and Risk Officers

.IT Professionals involved in CLM implementation

.Operations Managers

.Supply Chain Managers

:Target Sectors and Industries
.Information Technology and Telecommunications

.Financial Services and Banking

.Healthcare and Pharmaceuticals

.Construction and Engineering

.Manufacturing and Industrial Goods

.Government Agencies and Public Sector Organizations

.Energy and Utilities

.Retail and Consumer Goods



.Professional Services and Consulting

.Transportation and Logistics

:Target Organizations Departments
.Legal Department

.Procurement and Purchasing Department

.Sales and Business Development

.Finance and Accounting

.Operations Management

.(Information Technology (IT

.(Project Management Office (PMO

.Compliance and Internal Audit

.Supply Chain and Logistics

.(Human Resources (for employment contracts

:Course Offerings
:By the end of this course, the participants will have able to

.Master the complete contract lifecycle from initiation to closeout

.Develop robust contract authoring and drafting skills using standardized templates and clause libraries

.Apply effective negotiation strategies to achieve favorable commercial and legal terms

.Implement digital workflows for contract review, approval, and execution

.Utilize CLM technology to monitor key obligations, milestones, and deliverables

.Conduct comprehensive contract risk assessments and develop mitigation plans

.Manage contract amendments, renewals, and terminations systematically

.Analyze contract data to identify trends, improve performance, and inform strategic decisions

.Ensure organizational compliance with regulatory and internal policy requirements

.Champion the adoption of CLM best practices across the organization

:Course Methodology
The training methodology at BIG BEN Training Center is designed to be immersive, practical, and highly interactive,
ensuring that participants can immediately apply their learning in a real-world context. This course moves beyond
theoretical lectures to engage attendees through a blended learning approach. Central to our method are real-
world  case  studies  that  challenge  participants  to  analyze  complex  contracting  scenarios  and  devise  effective
solutions.  Interactive group discussions and workshops foster collaborative problem-solving and allow for the
exchange of diverse industry perspectives.  Practical  exercises,  including mock contract negotiations and CLM
system simulation activities,  provide hands-on experience in a controlled environment. Our expert instructors
facilitate  sessions  that  encourage  active  participation,  ensuring  every  individual's  questions  are  addressed.
Continuous feedback is provided throughout the training to reinforce learning and guide skill development. The
program emphasizes a strategic, business-oriented view of contract management, equipping participants not just

.with technical skills but with the strategic mindset needed to drive value through effective CLM



:(Course Agenda (Course Units

Unit One: Foundations of Contract Lifecycle Management

.(Introduction to Contract Lifecycle Management (CLM

.The Seven Key Stages of the Contract Lifecycle

.The Strategic Importance of Effective Contract Management

.Legal Principles and Fundamentals of Contract Law

.Understanding Different Types of Contracts and Agreements

.Roles and Responsibilities in the CLM Process

.Establishing a Centralized Contract Repository

Unit Two: The Pre-Award Phase: Contract Authoring and Negotiation

.Managing Contract Requests and Intake Processes

.Contract Authoring Using Templates and Clause Libraries

.Best Practices for Drafting Clear and Unambiguous Contract Language

.Key Commercial and Legal Clauses to Include

.Developing a Strategic Negotiation Plan

.Techniques for Effective Contract Negotiation

.Managing the Internal Review and Approval Workflow

Unit Three: The Post-Award Phase: Execution and Performance Management

.Contract Execution and the Role of E-Signatures

.The Contract Kick-off and Onboarding Process

.Tracking and Managing Contractual Obligations and Deliverables

.(Monitoring Performance Against Service Level Agreements (SLAs

.Managing Contract Amendments, Changes, and Variations

.Financial Management within Contracts

.Building and Maintaining Strong Supplier and Client Relationships

Unit Four: CLM Technology and System Implementation

.The Business Case for CLM Technology

.Overview of the CLM Software Market and Key Features

.A Framework for Selecting the Right CLM System

.Key Stages of a Successful CLM Implementation Project

.Strategies for Data Migration and System Integration

.Driving User Adoption and Change Management

.Measuring the Return on Investment (ROI) of a CLM System

Unit Five: Advanced CLM: Risk, Compliance, and Analytics

.Identifying, Assessing, and Mitigating Contractual Risks

.Ensuring Regulatory and Policy Compliance through CLM



.Conducting Contract Audits and Health Checks

.Leveraging Contract Analytics and Business Intelligence

.Automating Contract Renewal and Termination Processes

.The Future of CLM: AI, Machine Learning, and Blockchain

.(Developing a CLM Center of Excellence (CoE

:FAQ

?Qualifications required for registering to this course

.There are no requirements

How long is each daily session, and what is the total number of training hours for
?the course

This  training  course  spans  five  days,  with  daily  sessions  ranging  between  4  to  5  hours,  including  breaks  and
.interactive  activities,  bringing  the  total  duration  to  20  -  25  training  hours

:Something to think about

Beyond  automation  and  efficiency,  how  can  strategic  CLM  transform  an  organization's  culture  from  reactive
?compliance  to  proactive  value  creation

What unique qualities does this course offer compared to other
?courses

This course distinguishes itself by offering a holistic and strategic perspective on Contract Lifecycle Management
that  transcends  basic  software  training.  While  many  programs focus  narrowly  on  the  features  of  a  specific  CLM
tool,  our  curriculum integrates  the three critical  pillars  of  successful  contract  management:  legal  principles,
technological application, and business strategy. We emphasize the "why" behind the "what," ensuring participants
understand how to align their CLM processes with overarching organizational goals. The content is built around
practical, real-world scenarios and case studies, moving beyond theory to equip attendees with actionable skills in
negotiation, risk analysis, and performance management. Our focus is on developing strategic thinkers who can not
only operate a CLM system but can also champion its implementation, drive user adoption, and leverage contract
data to provide valuable business intelligence. The course fosters a deep understanding of how to transform a
contracts department from a cost center into a strategic asset that actively contributes to revenue growth, cost

.savings, and risk mitigation, making it an invaluable investment for any forward-thinking professional


