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COURSE INTRODUCTION / OVERVIEW:

This comprehensive training course is designed to elevate the skills of professionals involved in the contract lifecycle, from
initiation to closeout. In today's complex business environment, effective contract management is not merely an
administrative function but a strategic imperative for organizational success, risk mitigation, and value creation. This
program delves deep into the advanced principles and practices of contract management and administration, moving
beyond the fundamentals to address complex challenges in negotiation, performance monitoring, and dispute resolution.
Drawing upon established frameworks and contemporary best practices, such as those discussed by authorities like
Gregory A. Garrett in works like "The Contract Management Body of Knowledge (CMBOK)", the course provides a robust
theoretical and practical foundation. Participants will explore sophisticated techniques for drafting resilient contracts,
managing supplier relationships strategically, and navigating the legal intricacies of contract law. BIG BEN Training Center
has meticulously structured this course to empower attendees with the foresight and skills needed to manage contractual
obligations, minimize liabilities, and maximize financial and operational performance, ensuring every contract serves as a

tool for strategic advantage.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Contract Managers and Administrators.

e Procurement and Purchasing Professionals.

e Project Managers and Team Leaders.

e Commercial Managers and Directors.

e Legal Advisors and Corporate Counsel.

e Finance Managers and Controllers.

e Supply Chain and Logistics Managers.

e Operations Managers.

e Government Officials involved in public procurement.

e Consultants and Business Development Managers.
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TARGET SECTORS AND INDUSTRIES:

Construction and Engineering.

Oil and Gas.

Information Technology and Telecommunications.
Healthcare and Pharmaceuticals.

Banking and Financial Services.

Manufacturing and Industrial.

Government Agencies and Public Sector Organizations.
Consulting and Professional Services.

Transportation and Logistics.

Real Estate and Property Management.

TARGET ORGANIZATIONS DEPARTMENTS:

Procurement and Purchasing Department.
Legal Department.

Project Management Office (PMO).

Finance and Accounting Department.

Supply Chain Management Department.
Operations Department.

Commercial and Sales Department.
Compliance and Risk Management Department.

Internal Audit Department.
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COURSE OFFERINGS:

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

e Develop a strategic approach to the entire contract lifecycle management process.

e Master advanced negotiation techniques to secure favorable terms and conditions.

o Draft clear, comprehensive, and legally sound contractual agreements.

o Implement effective contract administration and performance monitoring systems.

e Analyze and mitigate contractual risks proactively throughout the contract term.

e Manage contract changes, variations, and claims with confidence.

e Resolve contractual disputes efficiently through negotiation, mediation, and other methods.
e Enhance supplier relationship management (SRM) to drive value and innovation.

e Ensure full compliance with legal, regulatory, and organizational requirements.

e Conduct a thorough and effective contract closeout process.

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. This course moves beyond traditional
lectures to create a dynamic learning environment. We utilize a blend of expert-led presentations, real-world case study
analysis, and interactive group discussions to foster a deep understanding of advanced contract management concepts. A
significant portion of the training is dedicated to hands-on exercises, including contract drafting workshops and simulated
negotiation sessions, which allow participants to practice and refine their skills in a controlled, supportive setting. Team-
based activities encourage collaborative problem-solving and the sharing of diverse industry experiences. Participants will
receive constructive feedback from the instructor and peers throughout the course. This immersive approach ensures a
comprehensive grasp of both the strategic and operational aspects of contract administration, equipping professionals

with the practical tools and confidence needed to excel in their roles.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: STRATEGIC FOUNDATIONS OF ADVANCED CONTRACT MANAGEMENT

UNIT TWO: ADVANCED CONTRACT DRAFTING AND NEGOTIATION

UNIT THREE: PROACTIVE CONTRACT ADMINISTRATION AND PERFORMANCE

The Strategic Role of Contract Management in Modern Organizations.
The Complete Contract Lifecycle Management (CLM) Framework.
Legal Principles Underpinning Commercial Contracts.
Understanding Different Contract Types and Their Applications.

Key Roles and Responsibilities in the Contract Management Team.
Aligning Contract Strategy with Corporate Objectives.

Introduction to International Contracting Standards (e.g., FIDIC, NEC).

Techniques for Drafting Ironclad and Unambiguous Contract Clauses.
Structuring Key Sections: Scope, Deliverables, Payment, and Liabilities.
Advanced Negotiation Strategies and Tactics.

The Psychology of Negotiation and Persuasion.

Managing Complex Multi-Party Negotiations.

Drafting and Negotiating Service Level Agreements (SLAs).

Addressing Intellectual Property, Confidentiality, and Data Protection.

Implementing an Effective Contract Administration Plan.

Techniques for Monitoring and Measuring Contractor Performance.
Managing Supplier Relationships for Long-Term Value (SRM).

Effective Communication and Stakeholder Management.

Handling Contract Modifications and Change Orders Systematically.
Financial Administration: Managing Budgets, Payments, and Invoicing.

Conducting Contract Progress and Performance Reviews.
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UNIT FOUR: MANAGING CONTRACTUAL RISK, CLAIMS, AND DISPUTES

¢ Identifying, Analyzing, and Mitigating Contractual Risks.

Understanding and Managing Force Majeure and Hardship Clauses.

A Proactive Approach to Claims Management and Prevention.

Early Identification and Management of Contractual Disputes.

Alternative Dispute Resolution (ADR) Methods: Mediation and Arbitration.

Preparing for and Managing the Escalation Process.

Documenting and Evidencing Claims and Counterclaims.

UNIT FIVE: CONTRACT CLOSEOUT AND FUTURE TRENDS

e The Formal Contract Closeout Process and Checklist.

e Final Acceptance, Payment, and Release of Liabilities.

e Managing Warranties, Guarantees, and Post-Contract Obligations.
e Conducting Lessons Learned and Post-Contract Reviews.

e The Impact of Digital Transformation on Contract Management.

e Introduction to Contract Management Software and Al Tools.

e Ethical Considerations and Professional Standards in Contract Management.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW 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:

In an era of increasing automation and Al in contract management, what is the irreplaceable role of human judgment and

ethical consideration in resolving complex contractual disputes?
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WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO

OTHER COURSES?

This course distinguishes itself by moving beyond the procedural aspects of contract administration to cultivate a
strategic, forward-thinking mindset. While many programs focus on the "what" and "how" of managing contracts, this
training emphasizes the "why," connecting every phase of the contract lifecycle to broader organizational goals of value
creation and risk mitigation. Its core strength lies in a holistic approach that integrates the legal, commercial, and
relational dimensions of contracting. Rather than merely teaching clause drafting, it delves into the strategic intent behind
each clause and the negotiation psychology required to achieve it. The curriculum is uniquely structured to address the
complexities of modern business, including digital transformation and international contracting standards. Through
intensive case studies and realistic negotiation simulations, participants don't just learn theory; they actively practice and
master the advanced skills needed to manage high-stakes agreements, resolve intricate disputes, and build resilient

supplier partnerships, making it an unparalleled professional development experience.

www.bigben-training.com




