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Contracts for Goods and Services

A Useful Manual

I ntroduction

Participants in this Course N Carry Contracts for Goods and Services training course
will gain a thorough awareness of the protocols and practices pertaining to the risks
involved in the creation and administration of contracts. This Course N Carry Contract
Management training course shows how to successfully manage contract risk and make
sure that contract negotiations and performance happen swiftly and effectively through
study of real-world scenarios. Contracts are important and practical instruments that
help organisations maximise profit while lowering risk of failure or loss. Companies can't
keep concentrating just on price and important business terms.

For any firm, contracts are essential. Companies and senior workers must recognise
and manage contract risk. Effective contract administration has major business and
competitive advantages, and failing to completely comprehend risk-related things in a
contract can lead to costly disputes and missed opportunities.

This Course N Carry training course's highlights are:

Creation of contracts, taking into account their form and legal efficacy

Important contract provisions addressing remedies for nonpayment and payment
Ensuring the fulfilment of a party's contractual obligations

Responsibility for contract violations

Resolution of disputes and crucial factors

Objectives

e Examination of the dangers involved in creating and administering contracts

¢ Describe the main terms of the contract and offer guidance on how to properly manage
contract risk.

¢ Analyse crucial contract provisions and comprehend the particular terms and circumstances

e Improve your skills to negotiate a contract that will effectively safeguard the interests of your
company.

o Talk about potential difficulties and discover how to prevent them or lessen their effects using
well-written contracts and sound management.

¢ Understand how to prevent conflicts, but be ready to resolve them if they do occur.

Training M ethodology



Participants in this Course N Carry Contracts for Goods and Services training course
will be encouraged to participate as much as possible through exercises and
discussions on specific subjects. In order to maximise attention and engagement,
presentations will be brief and pertinent. The topics will be chosen with the goal of being
as directly related to the business issues that the delegates are facing or are likely to
confront as much as feasible.

Organizational impacts

Ensuring that the company creates contracts in an efficient manner

Streamline internal contracting procedures for the company

Boost the organization's internal transactional and litigation risk management

Utilising more useful contract performance clauses to increase value to the company
Minimising the financial disputes brought on by ambiguous or improper contract language
and optimising the advantages offered

A greater understanding of conflict resolution techniques to preserve and improve business
relationships.

Per sonal | mapct

A better comprehension of the contractual process

Facilitating more efficient management of the hiring procedure
Recognising the significance of important contract provisions
Choosing how much risk to assign in contracts

Gaining improved abilities in contract administration and management
Increasing the capacity to prevent expensive contract disputes.

Who should attend?

This Course N Carry Contract Administration training course will be helpful to all
professionals who manage relationships inside the business and negotiate and deal
with contracts.

Additionally, this training programme might help:

Personnel for Contract and Purchasing

Experts in Project Management

Other workers in governmental or corporate institutions who are in charge of negotiating,
writing, or approving contracts.

Experts like solicitors and accountants

Any staff members working on or communicating with contracts

Course Outline
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Day 1

How to Draft Contracts

Measuring the Risks

The Advantages of Contract Understanding
The Dangers of Making a Mistake
Managing the Contract Procedure
Comprehending the Agreement

Taking Charge of the Talk

Formation of Contracts

Proposal and Acknowledgment

Conflict of the Forms

Taking into Account and Goals

Is a written contract required?
Pre-contractual Questions and Records
Extensive Research, Licences, and Monetary Security
When will you make a commitment?

Day 2

Managing the Contracting Procedure

Bids, Tenders, and Auctions
Requests for Tender and Treat
Terms Heads and Intent Letters
Guarantees and Bonds

Backup Credit Letters

Type of Contract
Agreement-Based Frameworks
Including Customised Contractual Conditions
Unofficial Agreements
Comfort Letters

Warranties and Subcontracts

Day 3

Important Contractual Provisions

"Qualification Phrases" in Precontracts and Post contracts
Contract-Related

Absent Prejudice
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Getting Paid

Payment Responsibilities
Remedies for Nonpayment
Credit Letters

Promises

Risk, Ownership, and Delivery
Delivery Time and Location
Delivery that is both delayed and unsuccessful
Transport-Related Damage
Acceptance and Ownership
Title and Risk Transfer

Title Preservation

The Crucial Moment

Liquidated Losses

Day 4

When Mistakes Are Made

Agreement Liability

Controlling Liability

Liability Limitations

Damages

Coverage and Liabilities

Liability for Products

How a Contractual Claim Is Made
How a Negligence Claim Is Made
Realistic Risks

Anger over a Contract
Unexpected Events

Notifications and Assistance
Whole Agreement and Release
Sign language and interpretation
Possession of the Right to Sign a Contract

e Authority to Act
e When Do Contracts Terminate?
e Termination/Discharge
e Move
e Change
e Error
Day 5
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e Selecting a Dispute Resolution Process
e Settlement through Negotiation

e Court Cases

e Arbitration

e Experts, Adjudication, and Mediation
e Settlement Concerns

e Enforcing Awards and Judgements
e Authority

The Value of Honesty in Business
Bribery

Corruption

Laundering of money

Law of Competition
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