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- Objectives

» Learn about the advantages of focusing on
Drocesses

» Discuss effective tools for shrinking the
contract — process gap

» Learn about the benefits of actively engaging
process owners

WwwWw.getintune.com Get Control. Get the Value. Get InTune. 2



http://www.getintune.com/

7zl About InTune Business Advisors
Fraud Investigations SOX 404 Compliance
Forensic Accounting FraUd_ and Policies and Procedures
Compliance |
CPAs and
CFEs
Financial Modeling \ Legal and Accounting
" S _ Procurement
Product Pricing AFAGTe][[e=1ile]y Get control. Y Process |
Development ‘ Improvement  Production
Dashboard
ASTRoarEs Get the value. - et
Staffing VB, VBA, Six Sigma Black -09'stics
Distribution Modeling SQL , Get |nTune_ / Belts Service and Support

o .
Information Technology

——

Business
Transactions

CPAs and
Financial
Interim Executive Management Analysts Turnaround Management

Due Diligence I Post-Acquisition Integration

WWW.getintune.com



http://www.getintune.com/

The Current Contracting Process
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Cross-functional
review?

Legal/ Compliance
review?

Are contract terms
visible to process
owners?
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Avoid Contract — Operational Surprises
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Non- Lost
Compliance Opportunity
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Solutions for Contract Managers

Treat process owners as customers

» Understand the underlying processes

» Involve other process owners and stakeholders,
not just the contract champion

» Meet periodically to catch up on trends and changes

» Challenge your own contracting process
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Understand the Underlying Process

Example: Freight Billing on Customer Orders

Custormeer
Customer I Service Rep. — Sales Order
places order Creates Sales w
Order
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Customer Service L= Rep. changaps
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on sales arder Profile SCIEEN *
MO

MO

» Ask process owners to describe what they do

» A simple, high-level flowchart is extremely valuable
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Involve Other Process Participants

Talk to Customer Service, not Just Sales

Custormeer
Customer I Service Rep. — Sales Order
places order Creates Sales w
Order
0 CS Rep.
Customer Service L= Rep. changaps
customer nead off- Rep. changes Meviews <" Bill Freight? “>—YES-| shipping terms _@
standard shipping YES shipping method Customer in sacond
on sales arder Profile SCIEEN *
MO

MO

» Ask Questions

1. Can we blill at different levels, e.g. carrier cost without any
handling fees? Some customers are now demanding this.

2. Most of our contracts are silent with respect to expedited
shipments. Are we capturing these billing opportunities?
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Stay Abreast of Trends and Changes

Communication Is a two-way street

Custormeer

Customer I Service Rep. — Sales Order
places order Creates Sales w
Order

CS Rep.
Customer Service L= Rep. changaps

customer nead off- Rep. changes Meviews <" Bill Freight? “>—YES-| shipping terms _@
standard shipping YES shipping method Customer in sacond

on sales arder Profile SCIEEN *
MO

MO

» Any developments in contract terms? What’s getting
the most focus?

» Any significant changes to the process?
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The Improved Contracting Process

Contract Negotiation
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