NZIM – ARTICLE FOR MAGAZINE

Why you need Contract Management  Why indeed?   Contract Managemnet is often the missing link and yet managing athe contract is a necessity.


The rush to get to a contract is understandable - even if misguided - and once the contract is signed off there is a sigh of releif before moving on to the next project.

Contract Managemnet covers the 'life' of the contract i.e. 2 years and there are issues that need to be considered namely: Key Performance Indicators or Perfomrnace Measurements, Performance, meeting the need for the organisation, the ability to manage change, receiving of appropriate reporting requirements etc.

Are these areas managed well?  Not always.  Should they – absolutely.  This is essential to ensure that you can measure the effectiveness of the contract.  Whenever dollars are involved it is important to know that the goods or services and agreed contract terms are met.

All too often unless alarm bells ring loudly little or no attention is given to seeing that the contrazct is working.  This does not make sense.  In fact non performance is allowed to continue for far too long because of the fear of having a difficult conversation.  The reality is that the angst of a difficult conversation is far less than deadling long term with poor performance and the flow on consequences.  Some of those consequences can have a direct bearing on  your organisation's financial 'bottom line'.  Ouch!.

Performance meetings are a must and the frequency of discussions outside performance meetings reduces the possibility of poor performance. 

Positive buyer/supplier relationships can lead to better things – positive ongoing performance, relationships and to ensure the contract requirements are met.


Do you know how to manage?  The first question should be: Do you know and understand the requirements of the overall contractual process?.  Further articles will expand on this.

Next Steps – Find out:

1. End dates of your contracts.

2. When you had the last performance meeting.

3. When you received the required reporting documentation.

Do you know?  Yes – great.  No: Then take the time to research.  This is the first step.  The second step?  Get advice.

Start maanging today and be in control.  You and your organisation will be significantly better off.  Do all you can to make sure those alarm bells mentioned above do not ring to your detriment.  This is where Murphy's Law kicks in: those alarm bells will ring when you are least in the position to have to manage it.  Manage first and then hopefully other factors will not manage you.

That rush to contract – well thought out planning early in the process can lead to a better end result than leaving issues to chance – this is not helpful and can lead to problems later.  Another useful question to ask is: do you how to approach the question of poor performance?  A few tips are as follows:

1. Advise early that there is an issue.

2. Advise that performance is a necessity

3. Document issues

4. Arrange a meeting to discuss.

5. Provide a timeframe to fix.

6. Re-meet to ensure that performance has improved.

7. Keep an eye on the situation.

8. Take action – do not procrastinate.

9. Have a Plan B.

Taking each of these:

Advise early – you need to set the tone and this action will let the supplier know that performance is expected and will be followed up on.  If you leave it then you are sending a wrong signal that could come back and haunt you later.

Advise that performance is a necessity – agazin, set the tone.  Make sure that the contract has clear, defined performance measurements that is required to be met.  Make sure your words matches with actions if necessary.

Document issues – make sure that you do and start early.  This will save you a headache later.  Make sure that the issues are clear and specific as to what is expected.

Arrange a meeting to discuss – make it clear that poor performance is not acceptable.  Ask why there is an issue, make sure that improvements need to take place.  When to organise?  Should it be after the first instance of poor performance – no.  Should a phone call occur – yes.  Make it clear what your requriements are.  

Provide a timeframe to fix – be clear – this needs to be sorted within two weeks from this date.  This is clear.  Be clear as to what will happen at the end of the two weeks – even better arrange a meeting for two weeks time.

Re-meet – this to ensure that the issues have been resolved.  By providing a structure you are setting the tone and stating that positive performance is essential.

Keep an eye on the situation – this is only wise.  Do you need to consider a Plan B?  Do you – always.

Take action – if you need to then do so.  Remember that Plan B?  Do not only talk – suppliers can quickly see through this -  Act as you say.

Plan B – always helpful to have.  Ongoing sourcing is always a positive thing – have a plan and if necessary enforce.  Do not be left in a position of having no alternative.  

The above provides the reasons for contract maangement but also how to manage if performance is not tracking well.  One last thought: could you – the buyer – be a part of the problem?  Hard to believe I know – but it does happen.  Having positive relationships as discussed above can provide a forum for both sides to discuss all the issues – even if you are one of them.

Good luck.  If you would like assistance in any of the above please let me know, we would be happy to assist.  The three areas raised above that Corporate Contracts can assist with is: establishing Key Performance Indicators, Managing Performance and asking for and getting appropriate Reporting – remember that you cannot receive if you have not asked for.  Obvious but true.  Remember you have a good chance of getting what you ask for – if you ask.  If you do not ask and assume – then do not be too surprised if you do not get..
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