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Course Introduction / Overview:

In today's interconnected business landscape, the ability to effectively manage vendor relationships and negotiate robust

IT outsourcing contracts is no longer a specialized skill but a core business competency. This intensive training course is

meticulously designed to equip professionals with the strategic insights and practical tools necessary to navigate the

complexities of the entire vendor lifecycle, from sourcing and selection to contract management and relationship

optimization. Drawing upon principles discussed by experts like Kate Vitasek in her work on "Vested Outsourcing", this

program moves beyond traditional transactional approaches to foster collaborative, value-driven partnerships.

Participants will delve into the critical aspects of creating airtight service level agreements (SLAs), managing performance

metrics, and mitigating the inherent risks of outsourcing. BIG BEN Training Center has developed this curriculum to

provide a comprehensive A-to-Z roadmap, ensuring that attendees can build and maintain a high-performing vendor

ecosystem that drives innovation, efficiency, and a sustainable competitive advantage for their organizations. This course

transforms how you perceive and manage third-party engagements, turning potential liabilities into strategic assets.

Target Audience / This training course is suitable for:

IT Managers and Directors.

Procurement and Sourcing Professionals.

Contract Managers and Administrators.

Vendor Relationship Managers.

Project Managers and Program Managers.

Legal Counsel and Paralegals involved in contracts.

Finance Managers responsible for IT budgets.

Operations Managers overseeing outsourced services.

Business Analysts involved in defining service requirements.

Compliance and Risk Management Officers.



Target Sectors and Industries:

Information Technology and Telecommunications.

Banking, Finance, and Insurance Services.

Healthcare and Pharmaceutical Industries.

Manufacturing and Supply Chain Logistics.

Retail and E-commerce.

Energy and Utilities.

Government Agencies and Public Sector Organizations.

Consulting and Professional Services Firms.

Target Organizations Departments:

Information Technology (IT) Department.

Procurement and Purchasing Department.

Legal and Compliance Department.

Finance and Accounting Department.

Project Management Office (PMO).

Operations Department.

Strategic Sourcing and Supply Chain Management.

Internal Audit and Risk Management.



Course Offerings:

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

Develop a strategic sourcing plan for IT services and products.

Master the process of vendor evaluation, selection, and due diligence.

Negotiate favorable terms and conditions in IT outsourcing contracts.

Draft clear and enforceable Service Level Agreements (SLAs) and Statements of Work (SOWs).

Implement robust vendor performance management and monitoring systems.

Build and maintain strong, collaborative vendor relationships.

Identify and mitigate risks associated with third-party dependencies.

Manage contract lifecycle events, including renewals, amendments, and terminations.

Resolve disputes and conflicts with vendors effectively.

Align vendor management strategies with overall business objectives.

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 theoretical lectures to

a hands-on, experiential learning environment. The course heavily utilizes real-world case studies, allowing participants to

analyze complex vendor management and outsourcing scenarios, debate solutions, and understand the practical

implications of their decisions. A significant portion of the training is dedicated to role-playing exercises, particularly for

contract negotiation, where participants can practice their skills in a controlled and constructive setting. Facilitated group

discussions and brainstorming sessions encourage the sharing of diverse experiences and perspectives, enriching the

learning process for all. Participants will work with practical templates for RFPs, SLAs, and vendor scorecards. Our expert

instructors provide continuous feedback and guide attendees through interactive workshops, ensuring a deep and lasting

understanding of the core concepts. This blended approach guarantees a comprehensive mastery of both the technical

and interpersonal skills required for success.



Course Agenda (Course Units):

Unit One Foundations of Strategic Vendor Management

Introduction to vendor management and IT outsourcing.

The strategic role of procurement and sourcing in the organization.

Differentiating between tactical purchasing and strategic sourcing.

Developing a comprehensive vendor management framework.

Understanding different outsourcing models (onshore, nearshore, offshore).

Aligning vendor strategy with corporate goals and digital transformation.

Key terminology and concepts in vendor and contract management.

Unit Two The Vendor Selection and Procurement Lifecycle

Defining business requirements and creating a business case.

The Request for Proposal (RFP) and Request for Quotation (RFQ) process.

Developing robust vendor evaluation and scoring criteria.

Conducting thorough vendor due diligence and risk assessment.

Financial stability analysis of potential vendors.

Reference checks and site visits best practices.

Making the final vendor selection and justification.

Unit Three Mastering IT Contract Negotiation and Structuring

Fundamentals of contract law for non-lawyers.

Key components of an IT outsourcing agreement.

Drafting effective Statements of Work (SOW).

Negotiating and defining Service Level Agreements (SLAs) and Key Performance Indicators (KPIs).

Understanding and negotiating pricing models (fixed-price, time and materials, value-based).

Critical clauses: liability, indemnity, data protection, and intellectual property.

Advanced negotiation tactics and strategies for win-win outcomes.



Unit Four Effective Vendor Relationship and Performance Management

Establishing a governance structure for vendor relationships.

The role of the vendor relationship manager.

Developing and implementing a vendor performance scorecard.

Conducting effective vendor performance reviews and business reviews.

Managing communication and building collaborative partnerships.

Techniques for managing supplier expectations and fostering innovation.

Transition and implementation planning with a new vendor.

Unit Five Advanced Risk Management, Governance, and Exit Strategies

Identifying and categorizing vendor-related risks.

Developing a third-party risk management (TPRM) framework.

Strategies for mitigating operational, financial, and reputational risks.

Managing contract disputes and implementing escalation procedures.

Planning for contract termination and developing a robust exit strategy.

Data security and compliance in an outsourced environment.

Future trends in IT outsourcing, including cloud services and automation.

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:

In an era of rapid technological change and agile methodologies, how can long-term outsourcing contracts be structured

to maintain flexibility without sacrificing stability and cost-effectiveness?

What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by offering a holistic and strategic perspective that integrates the technicalities of contract

negotiation with the nuances of relationship management. While many programs focus narrowly on either procurement

processes or legal clauses, this training provides a comprehensive 360-degree view of the entire vendor lifecycle. We

emphasize the development of a collaborative mindset, moving beyond adversarial negotiation tactics to build

sustainable, value-driven partnerships, a concept central to modern strategic sourcing. The curriculum is uniquely

practical, built around real-world case studies and interactive negotiation simulations that mirror the complex challenges

participants face in their roles. Furthermore, the course is forward-looking, addressing contemporary issues such as

managing cloud service agreements, navigating data security risks in an outsourced environment, and aligning vendor

strategies with digital transformation initiatives. Rather than just teaching rules, we equip participants with a strategic

framework and the critical thinking skills needed to adapt to the evolving landscape of IT outsourcing and third-party risk

management, ensuring they can drive tangible value for their organizations.


