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Course Introduction / Overview:

In today's digitally-driven business landscape, the effective management of IT contracts and software licensing is no

longer a mere administrative task but a critical strategic function. Mismanagement can lead to significant financial losses,

legal liabilities, and operational disruptions. This intensive training course is designed to provide a comprehensive, A-to-Z

guide on mastering the complexities of technology agreements. We will delve into the entire lifecycle, from initial drafting

and negotiation to ongoing vendor management and compliance. As highlighted by industry expert Shawn C. Helms in his

works like "Negotiating and Managing Major IT Outsourcing Agreements", a proactive and knowledgeable approach is

paramount to securing favorable terms and mitigating risk. This program, offered by BIG BEN Training Center, moves

beyond theoretical concepts to equip participants with practical, actionable skills. We will explore various software

licensing models, including SaaS and open-source, and address the challenges of cloud service agreements. Participants

will learn to navigate software audits, manage service level agreements (SLAs), and implement robust contract

governance frameworks, ensuring their organizations derive maximum value and protection from their technology

investments.

Target Audience / This training course is suitable for:

IT Managers and Directors.

Contract Managers and Administrators.

Procurement and Sourcing Professionals.

Legal Counsel and Corporate Lawyers.

Software Asset Managers (SAM).

Vendor and Supplier Relationship Managers.

Compliance and Risk Officers.

Project Managers involved in IT procurement.

Finance Managers responsible for IT budgets.



Target Sectors and Industries:

Information Technology and Telecommunications.

Banking, Finance, and Insurance Services.

Healthcare and Pharmaceutical Industries.

Government Agencies and Public Sector Bodies.

Retail and E-commerce.

Manufacturing and Engineering.

Energy and Utilities.

Consulting and Professional Services.

Target Organizations Departments:

Information Technology (IT) Department.

Legal and Corporate Affairs Department.

Procurement and Purchasing Department.

Finance and Accounting Department.

Vendor Management Office (VMO).

Compliance and Risk Management Department.

Project Management Office (PMO).

Internal Audit Department.



Course Offerings:

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

Analyze and interpret complex clauses within IT contracts and software licenses.

Develop effective negotiation strategies to secure favorable commercial and legal terms.

Differentiate between various software licensing models, including perpetual, subscription, and cloud-based.

Implement a robust contract lifecycle management (CLM) process for technology agreements.

Draft clear and enforceable Service Level Agreements (SLAs) to manage vendor performance.

Mitigate financial and legal risks associated with software non-compliance and audits.

Manage vendor relationships strategically to foster partnership and innovation.

Understand the legal implications of data privacy and intellectual property in IT contracts.

Evaluate and manage the unique challenges of open-source software licensing.

Conduct due diligence for IT procurement and sourcing decisions.

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

foster a dynamic learning environment built on real-world application. The course heavily utilizes case studies of both

successful and failed IT contract negotiations, allowing participants to analyze complex scenarios and understand the

practical consequences of different strategies. Interactive group discussions and workshops will encourage peer-to-peer

learning and the sharing of diverse industry experiences. A significant portion of the training will be dedicated to hands-on

exercises, such as drafting key contract clauses, role-playing negotiation scenarios, and simulating a software audit

response. Our expert instructors facilitate these sessions, providing personalized feedback and guiding participants

through complex topics. This blended approach of expert instruction, collaborative problem-solving, and practical

application ensures a deep and lasting understanding of strategic IT contract and software license management.



Course Agenda (Course Units):

Unit One Foundations of IT Contracts and Licensing

Introduction to IT Contract Management.

The Legal Framework of Technology Agreements.

Key Terminology in IT Contracts and Software Licenses.

Distinguishing Between Contracts, Licenses, and Service Level Agreements (SLAs).

The Contract Lifecycle Management (CLM) Process.

Roles and Responsibilities in the Contracting Process.

Understanding Intellectual Property Rights in Technology.

Unit Two Drafting and Negotiating IT Contracts

Principles of Effective Contract Drafting.

Identifying and Structuring Key Clauses (Liability, Indemnity, Warranty).

Negotiation Preparation and Strategy Development.

Tactics for Negotiating Price, Terms, and Conditions.

Managing Negotiation Deadlocks and Finding Win-Win Solutions.

Drafting and Negotiating Master Service Agreements (MSAs).

Reviewing and Redlining Third-Party Paper.

Unit Three Mastering Software Licensing Agreements

Understanding Different Licensing Models (Perpetual, Subscription, Concurrent, Named User).

The Rise of Cloud-Based Licensing (SaaS, PaaS, IaaS).

Navigating the Complexities of Open-Source Software (OSS) Licenses.

Software Maintenance and Support Agreements.

Key Terms in End-User License Agreements (EULAs).

Strategies for Optimizing Software License Portfolios.

Risks and Benefits of Enterprise License Agreements (ELAs).



Unit Four Vendor Management and Performance Oversight

Establishing a Strategic Vendor Management Framework.

Defining and Measuring Key Performance Indicators (KPIs).

Crafting, Monitoring, and Enforcing Service Level Agreements (SLAs).

Conducting Effective Vendor Performance Reviews.

Managing Contract Renewals, Amendments, and Terminations.

Building Collaborative and Strategic Vendor Relationships.

Change Control Procedures in IT Contracts.

Unit Five Advanced Topics in Risk, Compliance, and Dispute Resolution

Preparing for and Responding to Software Audits.

Data Privacy and Security Clauses (GDPR, CCPA).

Disaster Recovery and Business Continuity Planning in Contracts.

Limitation of Liability and Indemnification Strategies.

Dispute Resolution Mechanisms (Mediation, Arbitration, Litigation).

Managing Risks in Cloud Computing Agreements.

Future Trends in IT Contracting and Licensing.

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:

As cloud computing and AI integration become standard, how must traditional IT contract and licensing frameworks

evolve to adequately address issues of data ownership, liability, and intellectual property?



What unique qualities does this course offer compared to

other courses?

This training course distinguishes itself by adopting a holistic, strategic perspective that integrates legal, technical, and

commercial disciplines. While many courses focus narrowly on the legal aspects of contract drafting, our curriculum

emphasizes the entire lifecycle of IT agreements, from strategic sourcing and negotiation to active vendor performance

management and risk mitigation. We move beyond theoretical knowledge by immersing participants in real-world

scenarios and complex case studies that reflect the current challenges in the technology landscape, such as managing

SaaS subscriptions and navigating software audits. The program is uniquely designed to build practical, transferable skills.

Instead of just discussing contract clauses, participants will engage in role-playing negotiations and draft key provisions,

receiving expert feedback. Our focus is on empowering attendees to not only administer contracts but to strategically

manage them as valuable corporate assets, ensuring they can drive value, mitigate risk, and build strong, productive

vendor partnerships that support overarching business objectives.


