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Result: The markets are demanding simplicity, authen2city & value. 

This  is  driving Business & Government Towards  Meritocracy  ‐  a system 
based on demonstrated talent and ability to get things done.

Influence is  a  requirement to get things done. One of the  strongest ways 
to develop Influence is with Leverage.  1

Time Pressure

Fear

New Economic Models
Information Overload

Business Fragmentation

Confusion

Attention is the
Scarcest Resource

THE CONVERSATION

A WORLD DRIVING TOWARDS MERITOCRACY

CONTRACT LIBRARY
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Transparency

1. Spunk’s Mutual NDA (Non‐Disclosure Agreement).

2. Master Services Agreement.

3. Key terms Spunk put in its deals with its clients.

4. Standard Talent/Content Release.

It’s all about seRng expectaTons early on:

1. Explain the CreaTve Process ‐ 
a. Phase 1 ‐ Preliminary Design
b. Phase 2 ‐ Refinement
c. Phase 3 ‐ Menu

2. Key Deal Terms
a. Authority (who has it).
b. Payment Terms (when & how we get paid).
c. Residual Knowledge (we get beYer with each project).
d. Spunk’s PromoTonal Use Rights of Deliverables (to promote 

Spunk’s greatness).
e. 3rd Party Pass‐Throughs (we hook you up with 3rd ParTes).
f. Acceptance of Deliverables (commercially reasonable).
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THE NEED
ROCK

How We Decrease Their Leverage

How We Increase Our Leverage

LEVERAGE CANVASS

The Environment

The Time ConTnuum Changes Leverage

Behaviors Can Lengthen or 
Shorten Your Lever

How To Serve It Up ‐ PercepTon Is Reality
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ACTION STEPS



DEAL WORLD

(1) Learning Cycle:

(2) Why Learn about Contracts?

(1) Unconsciously Incompetent

(2) Consciously Incompetent

(3) Consciously Competent

(4) Unconsciously Competent

The Premise: The Value of Your Business is the Sum Total of its Deals!

The Promise:  Good deals will 

increase the value of your company. 

(4) Contracts Environment

Master Agreement 

Master Terms & 

Conditions

Project Plan(s) 

Vendor Agreements

(5) How do we get better deals?

The Promise Continued:  Bad deals will decrease the 

value of your company.

Negotiation

Identify Goals

Weigh Options

Know how you are going to 

start.

Best Alternative to A Negotiated 

Agreement = BATNA

Reservation Value $$$$ 

Set Aspirations

Solution Tips

Log Rolling

Multiple Offers

Contingent Contracts

Listen

Share Interests

(6) Contract Process 

(1) Create A Standard Contract

(2) Negotiate towards your standard and expectation

(4) Continuous Deal Management:

Amend project plans as deals change, scope changes, deliverables and expectations 

change.  Project Plans continuously align with reality.  

Share lessons learned.

(5) Retention

Keep Agreements in uniform manner.

Tickle key dates on master contracts calendar.

Physical copies kept in fire proof file.

Digital copies of all contracts and amendments.

(3) Execution

Vendor signs first.

Fully executed agreement is scanned to pdf.

Access is limited 

Physical is filed

Continue refining for lessons learned

Benchmark your contract portfolio.

Map all deal terms.

(7) Lessons Learned

The value of business is sum total of its deals.

(3) Common Challenges

Exclusivity

Ownership

Payment

Project Plans

Changing leadership and players at clients

Value

Money

Pro-Active vs. Reactive

Expectations in alignment with Reality

Innovation and creativity

Competitive Advantage

Execution of all parts

Work commences upon execution.

Proactively pay attention to deal deliverables and receivables. 

Contract Process

Know what you want when you do your deals.

Use Process.

Share Lessons Learned on each deal.

Actively Manage Deals.

WieseLaw Contract Studio to 

help Negotiate certain deals on 

front end.

Expectations
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Contract Disputes

Delays in Payment

Missed opportunities

Reactive vs. Pro-active

Relationships, cultures, 

people all change over time 

- Well written contracts 

mitigate risk posed by 

passage of time and 

change in individuals.

Relationships (clear contracts make happy 

business partners!)

We all negotiate every day.

A BATNA determines the point at 

which a negotiator is prepared 

to walk away from the 

negotiation table.  BATNA's are 

dynamic - constantly changing.

Key Elements:

Services described / detailed in Project Plans.

Non-exclusive

May not obtain new clients who directly compete with 

Client.

Fees to be paid as set forth in the Project Plan.  Client 

responsible for supplies and third party fees.

Client owns all fully paid for deliverables with a residual 

knowledge carve-out.

Mutual confidentiality obligations.

Warranties - includes warranty that all services/

deliverables will not infringe upon any third party 

intellectual property right.

Mutual indemnification and limitation of liability.

Term is ongoing until terminated by either party with 30 

days written notice or if terminated for breach that has 

not been cured after 30 days.

At time of termination, Client has dependent termination obligations.

Numbered sequentially

Detailed description of work and deliverables.

Detailed description of client responsibilities.

All assumptions should be included.

Performance period, including milestones, schedules, 

approval dates, turnaround times.

Fees - detailed list of fees and how billed.

Project Managers

General challenges:

Broad, onerous and one-sided terms.

Opposition to change standard deal terms.

No Surprises

Opportunity Costs


