SSM 40 - PREPARING AND MANAGING CONTRACTS

Every day significant revenues are made and lost by organizations as a result of the contractual
terms and conditions governing contracts for the purchase of goods, equipment, and services.
Since all business activities are governed by contractual relationships, it is increasingly important
for all those dealing with outside organizations to have an understanding of how to obtain the
best possible agreement for their organization.

This course aims at offering a broad overview of contracting from both legal and practical angles. It
will cover the whole life of a contract from formation through to dispute resolution. This will be
achieved by presenting world class practice from other regions and industries and actual clauses
to assist in developing contracts. In addition, there will also be the opportunity to negotiate in a
model case.

LEARNING OBJECTIVES

= Provide an understanding of how contracts are formed

= Give in depth analysis of issues behind major contract clauses

= Improve appreciation of legal issues in contracts

= Enhance understanding of different contracting strategies and structures
= Develop new skills in negotiation of contracts and disputes

= Increase understanding as to how and why disputes arise

= Learn how to transfer risk through different contract types

= Explain how to use contract provisions to reduce the risk of disputes

WHO SHOULD ATTEND?

= Contract & Contracting Unit Professionals

= Project Professionals

= Procurement & Purchasing Staff

= Commercial Professionals

= Anyone involved in the management of contracts of businesses
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COURSE CONTENTS

Day 1--How contracts are formed

e Why use contracts?

e Basic principles in contract formation

e Examples of formalities for contract formation

e Written or oral contracts

e Authority to sign a contract

e Basic contractual structures

e Different types of contract for different business models

Day 2--Main contract provisions and associated issues

e Scope of Work

e Force majeure

e How to deal in volatile market conditions

e Delivery and acceptance

e Termination and Suspension

o Warranty

e Selecting the appropriate law to govern the contract
e Entire Agreement

Day 3--Contractual documents and Payment Issues

e Letters of Intent and Award

e Bonds

e Progress Payments

e Parent Company Guarantees

e Use of commercial standard documents
e Changes

e Types of damages

e Claims and Dispute resolution
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Day 4--Negotiation Preparation

e Selecting and ranking issues

e Valuing Issues for Both Sides

e Elements of supplier cost structure

e Assessing Strengths & Weaknesses

e Understanding the other’s power

e Defining Objectives and determining initial positions
e Impact of other Influences

Day 5--Negotiation Techniques

e Pre-negotiation Exchanges

e Team or individual negotiations

e Ending deadlocks in negotiations

e Common negotiation tactics & countermeasures
e Post review and analysis

e Model Negotiations

e Standards of ethics in purchasing and contract
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