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COURSE INTRODUCTION / OVERVIEW:

This course provides a comprehensive framework for mastering the complexities of the contract lifecycle, from initial
drafting to final closeout, with a strategic focus on proactive dispute prevention. In today's competitive business
environment, effective contract management is no longer a back-office administrative task but a critical driver of
organizational success, risk mitigation, and value creation. This program moves beyond theoretical principles to equip
participants with practical skills and strategic insights. Drawing on established negotiation principles, such as those
outlined in the seminal work "Getting to Yes" by Roger Fisher and William Ury, the course emphasizes collaborative
approaches to build robust agreements that stand the test of time. Participants will learn to identify potential conflict
points early, manage stakeholder expectations, and implement control mechanisms that ensure compliance and
performance. BIG BEN Training Center has designed this immersive experience to transform your approach to contracts,
enabling you to safeguard your organization's interests, optimize commercial outcomes, and build stronger, more resilient

business relationships. This is an A-to-Z journey into the world of strategic contracting.

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 Counsel and Corporate Lawyers.

e Finance Managers involved in contract approvals.
e Sales and Business Development Managers.

e Supply Chain and Logistics Managers.

e Senior executives and department heads.

e Anyone involved in the negotiation, drafting, or management of contracts.

www.bigben-training.com




TARGET SECTORS AND INDUSTRIES:

Construction and Engineering.

Oil and Gas.

Information Technology and Telecommunications.
Healthcare and Pharmaceuticals.

Banking and Financial Services.

Manufacturing and Logistics.

Governmental agencies and public sector organizations.
Consulting and Professional Services.

Retail and Consumer Goods.

Aerospace and Defense.

TARGET ORGANIZATIONS DEPARTMENTS:

Legal Department.

Procurement and Sourcing Department.
Project Management Office (PMO).
Finance and Accounting Department.
Sales and Commercial Department.
Supply Chain Management.

Operations Department.

Compliance and Risk Management.
Internal Audit Department.

Business Development.
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COURSE OFFERINGS:

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

e Master the complete contract lifecycle from initiation to successful closeout.

Draft clear, concise, and legally sound contractual terms and conditions.

e Develop and implement effective contract negotiation and persuasion strategies.
¢ |dentify, assess, and mitigate contractual risks throughout the lifecycle.

e Manage contract changes, variations, and claims professionally.

e Implement robust contract performance monitoring and management systems.

o Apply proactive strategies to prevent conflicts and disputes before they escalate.

o Utilize Alternative Dispute Resolution (ADR) techniques effectively.

e Ensure full compliance with contractual obligations and regulatory requirements.

e Conduct thorough contract closeout procedures and capture lessons learned.

COURSE METHODOLOGY:

The training methodology at BIG BEN Training Center is designed to be highly interactive, practical, and engaging,
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 relies
on real-world case studies, allowing participants to analyze complex contractual scenarios and develop strategic
solutions. Group discussions and collaborative workshops encourage the sharing of diverse experiences and perspectives.
A significant portion of the program is dedicated to hands-on exercises, including contract drafting simulations and role-
playing negotiation sessions, which provide a safe space to practice and refine critical skills. Our expert instructors
facilitate these sessions, providing personalized feedback and expert guidance. The methodology emphasizes a problem-
solving approach, equipping participants not just with knowledge of what to do, but with the critical thinking skills to

understand why and how to apply these concepts in their unique professional contexts.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: FUNDAMENTALS OF STRATEGIC CONTRACT MANAGEMENT

The strategic role of contract management in modern organizations.

Core principles and objectives of the contract lifecycle.

Understanding the legal framework governing contracts.

Key differences between various contract types (e.g., fixed-price, cost-reimbursable).
Identifying and managing key stakeholders in the contracting process.

The essential components of a legally enforceable contract.

Introduction to international contracting standards and practices.

UNIT TWO: CONTRACT PLANNING, FORMATION, AND NEGOTIATION

The pre-award phase: from needs analysis to sourcing strategy.

Developing effective statements of work (SOW) and specifications.

Mastering the art of contract drafting and language precision.

Strategic negotiation planning and preparation.

Key negotiation tactics and collaborative "win-win" approaches.

Understanding and drafting critical clauses: liability, indemnity, and termination.

Managing the tender and supplier selection process effectively.

UNIT THREE: EFFECTIVE CONTRACT ADMINISTRATION AND PERFORMANCE

MANAGEMENT

The post-award kickoff: establishing governance and communication protocols.

Techniques for monitoring and managing supplier performance.

Developing and using Key Performance Indicators (KPIs) and Service Level Agreements (SLAs).
Managing contract changes, amendments, and variations systematically.

Financial administration of contracts: payments, invoicing, and cost control.

Record-keeping, documentation, and contract administration best practices.

Building and maintaining strong supplier and contractor relationships.
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UNIT FOUR: PROACTIVE RISK MANAGEMENT AND DISPUTE PREVENTION

¢ Identifying potential sources of conflict and dispute in contracts.

Conducting comprehensive contractual risk assessments.

Developing and implementing risk mitigation and contingency plans.

Early warning systems for detecting potential contract failures.

The role of clear communication and governance in preventing disputes.

Managing stakeholder expectations to avoid misunderstandings.

Techniques for addressing performance issues before they escalate into disputes.

UNIT FIVE: DISPUTE RESOLUTION AND CONTRACT CLOSEOUT

¢ Understanding the dispute resolution ladder: from negotiation to litigation.

Introduction to Alternative Dispute Resolution (ADR) methods: mediation and arbitration.

Strategies for managing formal contract claims and disputes.

The legal and practical aspects of contract termination.

A systematic approach to contract closeout and final acceptance.

Conducting post-contract reviews and capturing lessons learned for future projects.

Final project: developing a complete contract management and dispute prevention plan.

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 global supply chain complexity, how can proactive contract management transform from a purely

legal function into a strategic driver of competitive advantage?
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WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO

OTHER COURSES?

This course distinguishes itself by focusing on contract management as a strategic business function rather than a purely
administrative or legal process. While many programs concentrate on the mechanics of contract law, our curriculum is
uniquely designed to integrate legal principles with commercial acumen and proactive risk mitigation. We place a
significant emphasis on the pre-emptive prevention of disputes, equipping participants with the foresight to build robust
agreements and manage relationships in a way that minimizes conflict from the outset. The course delves deep into the
psychology of negotiation and stakeholder management, providing actionable strategies that go beyond standard
templates. Instead of just reviewing clauses, we analyze the strategic intent behind them and simulate real-world
scenarios where their application is critical. The learning is rooted in practical application, with a strong focus on case
studies and interactive workshops that challenge participants to solve complex problems, ensuring they leave not just
with knowledge, but with the confidence and strategic mindset to manage the entire contract lifecycle for optimal

business outcomes.
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