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Contract Management and Commercial 
Awareness 
Work smarter, with a commercial purpose 
Contracts determine cost, risk, performance, and reputation. Yet most contract failures are not legal; 
they are commercial. This programme strengthens commercial judgement at the point where decisions are 
made in day-to-day contract management. 
Why Run This Programme Now 
Commercial pressure is increasing. Margins are tighter. Risk tolerance is lower. Scrutiny is higher. 
This programme gives your people the commercial clarity to protect value, manage risk, and make better 
decisions throughout the contract lifecycle. For organisations managing complex or high-value contracts, 
the return is rapid and measurable. 
The Business Problem 
Across many organisations: 

• Contracts are signed well, but managed 
poorly 

• Scope creep goes unchallenged 

• Financial implications are misunderstood 

• Risks are spotted too late 

• Disputes arise from weak records and 
unclear decisions 

The result is margin erosion, operational friction, 
and avoidable conflict. 
The Solution 
This two-day training event builds real-world 
commercial know-how. 
What Participants Learn 
Participants will be able to: 

• Understand how contracts make or lose 
money 

• Identify commercial and contractual risk 
early 

• Manage variations, scope changes, and 
suppliers confidently 

• Use KPIs and financial data to assess 
contract performance 

• Make better commercial decisions under 
pressure 

• Reduce disputes through clearer 
governance and documentation 

Organisational Impact 
The programme delivers: 

• Improved contract profitability and cost 
control 

• Reduced risk exposure and fewer disputes 

• More consistent commercial decision-
making 

• Stronger supplier and stakeholder 
relationships 

• Better governance, records, and 
accountability 

Who Will Benefit? 

• Contract managers 

• Project and operations managers 

• Procurement and supplier managers 

• Commercial and service leaders 

Format and Delivery 

• Two days, on-site, in-person 

• Highly practical and discussion-led 

• Real contract examples and case work 

• Delivered by Graham Roberts-Phelps 
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