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Section 1: Negotiating Your Contract Effectively

e Writing a successful bid.

e Assessing your competitors and providing a more comprehensive package.
e Mapping your negotiation route.

e Enforcing your contract.

e Seeing the benefits from both sides.

e Understanding sign-off procedures.

Section 2: Your Contractual Obligations

e The six components of a binding contract.
e Accepting and deed signing.

¢ Understanding each step of the process.
¢ QOutlining your project roadmap.

e Your financial obligations.

Section 3: Communication Techniques

 Effective Negotiation Techniques.

e The importance of body language.

e Remote relationship management.

e Written communication and accurate record keeping.

* The rules of negotiation culture.

Section 4: Managing Your Contract & Team



e Monitoring your progress.

e Effective reporting and monitoring mechanisms.

e Agreeing SLAs and targeting.

¢ Delegation to the strongest candidate.

» Scorecards and SLAs focusing on contractual obligations.
e Managing underperformance as a risk to the business.

e Handling change.

¢ Governance, change management, and documentation.

Section 5: Avoiding Bribery & Corruption

e The Bribery Act.

e Recognising bribery.

e The biggest issues for companies and corruption.
e The implications of becoming a victim of bribery.
e Enforcement and penalties.

» Accepting gifts or hospitality arrangements.

Section 6: Risk Identification & Management

e Assessing potential risks.

e Future-proofing your contract.

e Governing laws, mediation, and arbitration.
e Your jurisdiction and remit.

e Contingency planning and placement.

e Financial penalties and avoidance.
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Aligning Project Goals with the Ideal Contract Type

To choose the best contract for a project, define its scope and objectives, assess risks, and
consider uncertainty, budget, duration, complexity, team and contractor capabilities,
oversight needs, and stakeholder input. Review contract pros and cons to make an informed
.decision that aligns with project goals

YouTube Video

https://www.youtube.com/embed/-aSyiBPK6r0?si=gdL]kd63jBzbM18p
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