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CONTRACT MATTERS NEWSLETTER - OCTOBER 2004
It has been suggested to us that calling our newsletters ‘Newsletter Number 7’ (for example) seems rather cold.  Up until this was mentioned I had not given this any thought but since it has been mentioned I thought why not give the newsletter another name.  So, further newsletters will be called ‘Contract Matters’ Newsletter.  I hope you like the new name.

Quote: Knowledge becomes wisdom only after it has been put to practical use.  Spiro Agnew
FREE SEMINAR
The last newsletter introduced the idea of having regular FREE seminar sessions for my clients to discuss any issue that might be troubling you as well as an opportunity to network.

The first seminar will be on November 17th from 6.00pm – 7.30pm.  Venue to be notified in the November newsletter.
Examples of issues could be:

1. What can you do and should you do when proposals are being evaluated.

2. At what point can you pick up the phone and ask.

3. How do you manage to negotiate with a company/organisation larger than yourself.

4. Is more information in proposals better or less – which???

5. What is the process for advising of an extension of time – this does happen occasionally.  Can you request an extension of time?

6. Asking questions - prior to closing date.

7. Other

I see it as an opportunity for asking questions that may be bugging you or hearing how others cope with issues such as above. 

The agenda would be yours.  Is there other subject matter you would like to talk about?

RECENT EVENTS

Recent visits have seen a return to New Plymouth, Blenheim and Auckland for a mix of seminars, training and consulting work.

However losing one’s voice is not useful I found recently so things ground to a halt for a few days.

CONTRACT AWARD

Prior to contract award the Contract Manager has to document the decision as to why they want to award to Company A over Company B, C or D.  This can take several days to be seen internally before Company A (in this instance) can be notified of winning the contract.
Once this occurs the Contract Manager contacts the Company and confirms contract award.  Unsuccessful bidders are then notified.

In this period the process is very much an internal one.  This can be frustrating for bidders not to know the result or understand the process.

It is not helpful to contact the Contract Manager to ask for information, they will be unable to help you.  This is a matter of policy.

Once documentation is completed the Contract Manager contacts the successful bidder and arranges a meeting to discuss specific issues and start date.

BOOK ‘CONTRACT MATTERS’
My next two books: ‘Contract Matters: A Guide for Suppliers’ and ‘Contract Matters: Negotiation’ are due mid October.   For ordering purposes you can go to my website: www.corpcontracts.co.nz and under the heading ‘publications’ you can order online or alternatively you can e-mail myself or give us a call.  Capital Books in Waring Taylor Street, Wellington is also stocking copies.  The cost for each book will be $60.00.

Please note there are specific ordering pages for each book now.  This makes it easier all around.  The title of each book will be there when you look under publications.

UPCOMING EVENTS

The book launch of the above books will be held in February 2005.
Visits to Hamilton, Napier and return to Blenheim are planned for October – I hope I don’t have a return of the lost voice!
QUERY

I was recently asked if you could have a representative at a negotiation.  The answer of course is yes.  If you feel comfortable having a third party present go for it.  The third party could assist in:

1. Playing a role in the negotiation

2. Providing advice to the team
3. Acting as observer only
Another viewpoint is always welcome.

HINT: When responding to RFP/Tenders do not tell the buyer that the approach is wrong and then give an alternative approach.  This won’t go down very well at all!

How to propose an alternative?  You can do this and include an alterative solution by adding an Appendix to your proposal.  By doing this you have protected your proposal by complying with the Scope of Work and you have put forward an alternative as a bonus which shows that you have given the Scope of Work some thought.

OTHER

For any help give us a call.  Corporate Contracts Management Ltd, Phone: 04 568 7509, cell phone: 027 418 4366

LAST WORD

Thank you for the feedback as to the name of our newsletter – it made me think as to how perception changes from individual to individual. You can find archived newsletters on my website – www.corpcontracts.co.nz under Publications, titled Newsletters.

Margaret Gilbert

Have a good month!

