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COURSE INTRODUCTION / OVERVIEW:

This comprehensive program is designed to equip professionals with the essential skills for navigating the complexities of
modern commercial agreements. The course delves deep into the three pillars of effective contract management: precise
drafting, strategic negotiation, and proactive legal risk mitigation. Moving beyond theoretical principles, this training
provides a practical framework for creating contracts that are not only legally robust but also commercially advantageous.
As highlighted by legal expert Charles M. Fox in his influential book "Working with Contracts: What Law School Doesn't
Teach You", the real-world application of contract principles is what separates successful outcomes from costly disputes.
This course bridges that gap by focusing on actionable techniques for drafting clear clauses, managing the contract
lifecycle, and implementing effective negotiation tactics. At BIG BEN Training Center, we believe that mastering these skills
is crucial for protecting organizational interests, minimizing liabilities, and fostering successful business relationships in a

competitive global market. Participants will leave with the confidence to handle complex contractual challenges from

inception to completion.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

Legal Counsel and Corporate Lawyers.

Contract Managers, Administrators, and Specialists.

Procurement, Purchasing, and Supply Chain Professionals.

Sales and Business Development Managers.

Project Managers and Engineers.

Financial Managers and Commercial Directors.

Executives and Senior Managers involved in contractual negotiations.
Government officials responsible for public contracts and tenders.
Compliance Officers and Risk Managers.

Entrepreneurs and business owners.

TARGET SECTORS AND INDUSTRIES:

Construction and Engineering.

Oil, Gas, and Energy.

Information Technology and Telecommunications.
Banking, Finance, and Insurance.

Pharmaceutical and Healthcare.
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TARGET ORGANIZATIONS DEPARTMENTS:

e Legal Department.

e Procurement and Purchasing Department.

e Sales and Marketing Department.

e Project Management Office (PMO).

e Finance and Accounting Department.

e Operations Management.

e Compliance and Risk Management Department.
e Business Development.

e Supply Chain Management.

COURSE OFFERINGS:

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

o Draft clear, unambiguous, and legally enforceable contract clauses.

e Analyze and interpret complex contractual terms and conditions effectively.

¢ Develop and implement advanced negotiation strategies to achieve favorable outcomes.
o |dentify, assess, and mitigate legal and commercial risks within contracts.

e Manage the entire contract lifecycle from initiation to closeout.

e Structure and review various types of commercial agreements with confidence.

e Incorporate robust dispute resolution mechanisms into contracts.

e Ensure contractual compliance with relevant laws and regulations.

e Master techniques for managing variations, claims, and terminations.

e Enhance their ability to protect their organization's interests in any negotiation.

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 a professional context. We move beyond traditional
lectures to create an immersive learning environment built on a foundation of real-world application. The course heavily
utilizes case studies drawn from various industries, allowing participants to analyze actual contractual issues and develop
viable solutions. Interactive group discussions and workshops encourage peer-to-peer learning and the exchange of
diverse perspectives. A significant portion of the training is dedicated to practical exercises, including contract drafting

simulations and role-playing negotiation scenarios, which provide a safe space to practice and refine new skills.
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COURSEA®
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UNIT ONE: FUNDAMENTALS OF CONTRACT LAW AND DRAFTING PRINCIPLES

e The essential elements of a legally binding contract.

Understanding the structure and anatomy of a commercial agreement.

The principles of clear and unambiguous legal drafting.

Distinguishing between different types of contracts and their uses.

The role of pre-contractual documents like MOUs and Letters of Intent.

Common drafting pitfalls and how to avoid them.

An introduction to contract lifecycle management (CLM).

UNIT TWO: MASTERING KEY CLAUSES AND ADVANCED DRAFTING TECHNIQUES

¢ Drafting effective representations, warranties, and covenants.
e Constructing robust indemnity and limitation of liability clauses.

e Managing risk through force majeure, termination, and confidentiality clauses.

Intellectual property rights and licensing provisions.

Boilerplate clauses and their critical importance.

Techniques for reviewing and redlining third-party contracts.

Ensuring consistency and coherence throughout the document.

UNIT THREE: THE ART AND SCIENCE OF STRATEGIC CONTRACT NEGOTIATION

e Preparing for a successful negotiation: research, planning, and setting objectives.

Understanding different negotiation styles and tactics.

Key principles of principled negotiation (Getting to YES).

Techniques for creating value and achieving win-win outcomes.

Managing difficult negotiators and overcoming deadlocks.

The psychology of negotiation and effective communication skills.

Finalizing the deal and documenting the negotiated terms accurately.

UNIT FOUR: COMPREHENSIVE LEGAL RISK MANAGEMENT AND MITIGATION

e Identifying and categorizing legal and commercial risks in contracts.

Conducting a thorough contractual risk assessment.

Developing a risk mitigation and management plan.

Drafting effective dispute resolution clauses: litigation, arbitration, and mediation.

e Ensuring compliance with regulatory and statutory requirements.
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Key considerations for Non-Disclo
e Navigating the complexities of international and cross-border contracts

Effective contract administration and performance monitoring.

Managing contractual claims, disputes, and terminations.

Best practices for contract closeout and renewal.

The impact of technology and automation on contract management.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOWw 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 generation, what is the enduring value of human-led negotiation and

nuanced legal drafting?

WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This course distinguishes itself by providing a holistic and integrated approach to contract management, seamlessly
weaving together the distinct yet interconnected disciplines of drafting, negotiation, and risk management. Unlike
programs that treat these subjects in isolation, this training emphasizes their symbiotic relationship, teaching participants
how to draft clauses with negotiation outcomes in mind and negotiate terms that proactively mitigate future risks. The
curriculum is built upon a foundation of practical application, moving beyond abstract legal theory to focus on the
commercial realities and strategic objectives that drive modern business agreements. We utilize a dynamic learning model
centered on complex, real-world case studies and interactive simulations that challenge participants to apply their
knowledge in scenarios they will face in their professional roles. The focus is not just on what a contract says, but why it
says it, fostering a deeper, more strategic understanding of contractual language and its commercial implications. This
comprehensive perspective equips professionals with a versatile and robust skill set, empowering them to manage the

entire contract lifecycle with greater confidence, foresight, and strategic acumen.
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