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Training Methodology

This training is designed to accommodate all adult learning styles. It features
creative presentations and innovative, practical exercises that will help you explore
the world of contract management.

The course will highlight key areas of focus through accessible learning guides and
tools and will encourage group discussion to share best practices before creating
forward-thinking process plans.
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Course Content & Outline

Section 1: Bidding to Win

» Consider the tendering process and how to express your interest.
* How to produce a winning bid against objectives.

» Look at terms and conditions and how to make them work within your
organisation.

» Applying your previous skills to the current bid - how to prove you are the best
choice.

» Reviewing the specifications.



 Understanding risks and how to mitigate them.

» Negotiation techniques - how to ensure your deliverables are realistic.

Section 2: Implementation

» Reviewing standard contract types - ICC, FIDIC & NEC.
e Reviewing your legal standpoint.
e Warranty clauses, bonds and guarantees.
» Negotiating realistic KPIs and SLAs and implementing these into your working

structure.

Section 3: Recruitment

e Understanding the workload and recruiting effectively.

» Getting the right people on the job to push productivity.

» Reviewing your contract specification and how to deliver with your people.

» The legalities around short-term contracts and what they mean for your staff.

« Alternative resourcing to cover absence or extra workload.

Section 4: Process & Procedure Development

e Tracking changes and implementing fixes.

* Managing performance with employees.

» Generating buy-in from employees motivates working towards deadlines.
» Creating processes to avoid a single point of failure.

e Dealing with health & safety implications.

» Disaster recovery processes.

* Process mapping and plan B application.

Section 5: Financing Management

» How to accurately measure costs.
» Creating a Cost-Benefit Analysis.
* Where can cost-cutting be beneficial, and where can it be detrimental?

* Understanding insurance and your obligations.

Section 6: Delivering on Agreements



 Potential claim style or funding queries and how to handle them professionally.

e Approaching clients with news on delays or cost problems.

* How to handle contract termination.

 Penalties and service credits - how to handle your client’s expectations.
« Litigation and arbitration.

* Liability management - getting your contract terms in place.

* Increasing scope or creating realistic expectations.

* How to accelerate delivery without cutting corners.

Section 7: Reviewing and Revisiting - For Continuous Improvement

 Creating effective review processes and presentations to display results.
 Closing out a contract and visiting development areas.
» Reviewing delivery times and identifying pain points.

» Understanding where processes could have been tighter and agreeing on future
solutions.

* In-depth inspection of suppliers and certification.

Certificate Description

oo il alai] 8ol e 68 Liall Janpin o lady duyy jaill 85 911 ol alai] wic Holistique Training.
5 i) Bolgudiy oy 957 e st YT sae da il 850000 0 5laSy 5 g umay il 2uilly 5 (e-Certificate)
o Holistique Training.

wllgd Holistique Training padill gty sl Gulaall O Basina (BAC) igall sy skill slaiel dons g
saluall (CPD)/ Lublee 3is suaize il LS 1SO 9001 5ISO 21001 5ISO 29993.

sealwall ‘.;I.G-AJI skl bl e o (CPD) o Lai] Balgdd ulr. LGl sia jglaiwg (lilslgd JUA o 8,900l gl
o s aill Holistique Trammg slaiel Zeas Lylaal lGagy CPD, ik e ol CPD icelw JS o daaly

«LmSOaJuwslwu.lLkdlu&uJ oJJAJI@JyAA CPD Wl L@.oma.sal\go‘)\g.us){

Categories

A Y1y Basall o gdally i gilall o5 54id)  Lwaigll


http://holistiquetraining.com/ar/course/category/الجودة-والإنتاجية
http://holistiquetraining.com/ar/course/category/القانون-والعقود-والقانونية
http://holistiquetraining.com/ar/course/category/هندسة

Related Articles

=]

How to Become a Contract Management Expert in 2025

Become a contract management expert—master legal nuances, strategy, and collaboration
.to align goals, reduce risks, and build a successful career

YouTube Video

https://www.youtube.com/embed/G0oOhlsceKM?si=elLQaq)BPlilrjW5k
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