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Course Introduction / Overview:

This comprehensive training course provides a deep dive into the critical disciplines of facility management contracts and

strategic outsourcing. In today's competitive business environment, the ability to effectively manage contracts and

leverage outsourcing is no longer just an operational task but a strategic imperative for organizational success and

efficiency. This program is meticulously designed to equip participants with the skills needed to navigate the entire

contract lifecycle, from initial needs assessment and procurement to vendor selection, negotiation, and performance

management. Drawing on principles discussed by experts like David L. Lindsley in works such as "The Facility Manager's

Guide to Finance and Budgeting," the course emphasizes a strategic approach to sourcing and supplier relationship

management. Participants will learn to develop clear specifications, create robust Service Level Agreements (SLAs), and

implement Key Performance Indicators (KPIs) that drive value and ensure service excellence. At BIG BEN Training Center,

we deliver a curriculum that blends established theory with practical, real-world applications, empowering professionals

to mitigate risks, optimize costs, and build sustainable partnerships that support core business objectives. This course is

the definitive guide for mastering the complexities of modern facility management procurement and outsourcing.

Target Audience / This training course is suitable for:

Facility Managers.

Procurement and Purchasing Managers.

Contract Administrators and Specialists.

Operations Managers.

Project Managers.

Corporate Real Estate Managers.

Vendor and Supplier Relationship Managers.

Legal and Commercial Advisors.

Finance Managers involved in facility budgeting.

Anyone aspiring to a career in facility or contract management.



Target Sectors and Industries:

Corporate and Commercial Real Estate.

Healthcare and Hospital Facilities.

Educational Institutions and Campuses.

Hospitality, Hotels, and Resorts.

Manufacturing and Industrial Plants.

Government and Public Sector Agencies.

Retail and Shopping Centers.

Banking and Financial Institutions.

Technology and Data Centers.

Transportation and Logistics Hubs.

Target Organizations Departments:

Facilities Management Department.

Procurement and Sourcing Department.

Operations Department.

Contract Management Department.

Legal Department.

Finance and Administration Department.

Corporate Services Department.

Project Management Office (PMO).

Course Offerings:

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

Develop a strategic outsourcing framework aligned with organizational goals.

Master the tendering, procurement, and supplier selection process.

Draft and structure clear, comprehensive, and legally sound facility management contracts.

Define and implement effective Service Level Agreements (SLAs) and Key Performance Indicators (KPIs).

Apply proven negotiation techniques to achieve favorable contract terms.



Implement robust vendor performance management and monitoring systems.

Manage contract variations, disputes, and claims effectively.

Identify and mitigate risks associated with outsourcing and contract management.

Conduct thorough financial analysis for outsourcing decisions.

Manage the transition and mobilization of new service contracts seamlessly.

Ensure contract compliance with industry standards and regulations.

Develop and maintain strong, collaborative supplier relationships.

Course Methodology:

The training methodology at BIG BEN Training Center is designed to be highly interactive, engaging, and practical,

ensuring that participants can immediately apply their learning in the workplace. We move beyond traditional lectures to

create a dynamic learning environment that fosters deep understanding and skill development. The course heavily utilizes

real-world case studies of successful and failed facility management outsourcing initiatives, allowing participants to

analyze complex scenarios and derive actionable insights. Group discussions and collaborative workshops encourage the

sharing of experiences and perspectives, enriching the learning process for all attendees. Practical exercises, such as

drafting contract clauses, developing SLAs, and simulating negotiation scenarios, provide hands-on experience in a

supportive setting. Our expert instructors facilitate the sessions, providing personalized feedback and guiding participants

through complex topics. The program emphasizes a problem-solving approach, where participants are encouraged to

bring their own professional challenges to the table for discussion and resolution, ensuring the content is directly relevant

to their roles.

Course Agenda (Course Units):

Unit One: Foundations of FM Outsourcing and Contract Strategy

Introduction to Strategic Facility Management.

The Business Case for Outsourcing.

Types of Outsourcing Models (Single, Bundled, TFM).

Legal and Regulatory Framework for FM Contracts.

Understanding the Contract Lifecycle.

Aligning FM Strategy with Corporate Objectives.

Stakeholder Analysis and Management in Procurement.

Initial Needs Assessment and Scoping.



Unit Two: The Procurement and Tendering Process

Developing the Procurement Strategy.

Writing Effective Scope of Work (SOW) Documents.

The Request for Information (RFI) and Request for Proposal (RFP) Process.

Prequalification and Shortlisting of Vendors.

Structuring the Tender Documents.

Managing the Tender Period and Clarifications.

Bid Evaluation Criteria and Weighting.

Ethical Considerations in Procurement.

Unit Three: Crafting and Negotiating Effective Contracts

Key Elements of a Facility Management Contract.

Defining and Structuring Service Level Agreements (SLAs).

Developing Meaningful Key Performance Indicators (KPIs).

Pricing Models and Payment Structures.

Contract Negotiation Preparation and Strategy.

Tactics for Win-Win Negotiation Outcomes.

Understanding and Drafting Critical Clauses (Indemnity, Liability, Termination).

Finalizing the Contract and Award Process.

Unit Four: Contract Administration and Performance Management

Contract Mobilization and Transition Planning.

Establishing a Contract Governance Framework.

Techniques for Monitoring Supplier Performance.

Conducting Effective Contract Review Meetings.

Managing Contract Variations and Change Orders.

Dispute Resolution and Escalation Procedures.

Invoice Verification and Payment Management.

Building and Maintaining Supplier Relationships (SRM).



Unit Five: Advanced Contract Management and Future Trends

Advanced Risk Identification and Mitigation Strategies.

Performance-Based and Outcome-Based Contracting.

The Role of Technology in Contract Management (CAFM/IWMS).

Sustainability and Green Clauses in FM Contracts.

Contract Renewal and Re-tendering Strategies.

Managing Contract Exit and De-mobilization.

Auditing and Ensuring Contract Compliance.

Future Trends in FM Outsourcing and Smart Contracts.

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:

Considering the rise of smart buildings and IoT, how must traditional FM outsourcing contracts evolve to effectively

manage technology-driven service delivery and data ownership?



What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by adopting a holistic and strategic lifecycle approach to facility management contracts

and outsourcing, rather than focusing on isolated administrative tasks. While many programs may cover the basics of

contract writing, this training delves deeper into the strategic rationale behind outsourcing decisions, aligning them

directly with core business objectives for maximum value creation. We emphasize the critical link between a well-defined

scope, robust SLAs, and meaningful KPIs, ensuring participants learn not just what to include in a contract, but why it

matters for performance. The curriculum is uniquely practical, built around real-world case studies, negotiation

simulations, and risk assessment exercises that mirror the challenges professionals face daily. Furthermore, the course is

forward-looking, addressing contemporary issues such as the integration of technology, sustainability clauses, and the

shift towards performance-based contracting models. Participants leave not with a static set of templates, but with a

dynamic strategic framework for making informed decisions, mitigating risks, and fostering collaborative supplier

partnerships that drive continuous improvement and innovation in facility services.


