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

THE VALUE OF YOUR BUSINESS IS THE SUM TOTAL OF ITS DEALS!
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Time Pressure

Fear

New Economic Models
Information Overload

Business Fragmentation

Confusion

Attention is the
Scarcest Resource

WHY NEW CONTRACTS ARE IMPORTANTA WORLD DRIVING TOWARDS MERITOCRACY NEW CONTRACT STRUCTURE

HOW TO HANDLE CLIENTS WHO
REQUEST CHANGES TO THE CONTRACT
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Transparency

CONTRACT SKELETON

The World Of CommerceK

DEAL WORLD

(1) How do we get better deals?
Negotiation

(2) Contract Process 

(1) Create A Standard Contract

(2) Negotiate towards your standard and expectation

(4) Continuous Deal Management:

(5) Retention

(3) Execution

(3) Lessons Learned

The value of business is sum total of its deals.

Contract Process

Know what you want when you do your deals.

Use a Process.

Share Lessons Learned on each deal.

Actively Manage Deals.

Master Services Agreement

A. No Custom Writing
B. Pub with Custom Writing
C. E-Marketing/Publication
D. Flash of Existing Print
E. Money Clips/Real Money
F. Semi-Custom Business Pub
G.The Good Life

H. Vantage Point
I. THO
J. WOW
K. Special Delivery
L. Media TrackR
M.SiteStrategy

Web Design 
Project Agreement

Supplier Services 
Agreement

Project Agreement 
& Exhibits

Master Services 
Agreement

1. Deliverables
2. Project Process
3. Client Responsibilities
4. Modifications
5. Ownership & License
6. Term & Termination
7. Effect of Termination
8. Fees
9. Confidential 

Information
10.Disclaimer of 

Warranties
11.Limitation of Liability 

& Remedies
12.General

Project Agreement

1. Project Name
2. Scope of 

Services / 
Deliverables

3. Delineation of 
out-of-scope 
work / Client 
Responsibilities 
/ Assumptions

4. Term
5. Fees & 

Invoicing
6. PRIORITY 

Contact
7. Client Contact
8. Additional 

Terms

Web Design 
Project Agreement

1. Project Name
2. Scope of 

Services / 
Deliverables

3. Delineation of 
out-of-scope 
work / Client 
Responsibilities 
/ Assumptions

4. Term
5. Fees & 

Invoicing
6. PRIORITY 

Contact
7. Client Contact
8. Additional 

Terms

Supplier Services 
Agreement

1. Procurement of 
Services

2. Services
3. Confidential 

Information
4. Acceptance
5. Ownership
6. Term & 

Termination
7. Fees & 

Payment Terms
8. Indemnification
9. Independent 

Contractor
10.General

Your greatness is connected to 
commerce with Contracts (“K”).




