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Who are we?

ÅIACCM is a non-profit, cross-industry 
association and is the global forum 
for innovation in trading 
relationships and practices.

What is our Mission?

ÅTo improve the quality and integrity 
of trading relationships
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Driving Commercial Excellence

IACCMresearchsuggeststhat poor
contracting practices lead to value
leakageof ~9.2%* of a ŎƻƳǇŀƴȅΩǎ
revenueon average.

* From IACCM Ten Pitfalls to 
Avoid In Contracting



Latest Research Reports
ÅMarch 2019: Self Service Contracts ς

Streamlining Legal Process

ÅMarch 2019: 2019 Benchmark Report ςCCM 
Part One: Organization

Å February 2019: Post-award Contract 
Management in Banking, Financial Services & 
Insurance

Å January 2019: Contract and Commercial 
Management ςRole and Direction

Å December 2018: Is Negotiation Dead?

Å November 2018: Policy and Practice ςAre They 
Aligned?

Å October 2018: The Cost of A Contract

Å October 2018: As-a-service Impact on 
Enterprise Contracting

Å October 2018: The Status of E-Signature

Å July 2018: Legal Department ςSpend and 
Resource Management

Å June 2018: Most Negotiated Terms Report

ÅMay 2018: IACCM ςCap Gemini Automation 
Report

ÅMarch 2018: Organizational Design of Supply 
Management in Oil & Gas

Recent Blogs
Å Understanding Commercial Innovation

Å The Truth about Invoicing

Å Self-service contracts: a revolution waiting to 
happen

Å 5 Steps to Build Commercial Expertise

Å Beware of analysts peddling Contract 
Management software

Å Can Traditional Legal Services Survive?

Å Losing money on your contracts?

Å 4 million contract management jobs at risk

Å Does Europe have innovators?

Å Top 10 issues for Contract & Commercial 
Management

Å Defining a true professional

ÅWhat did King Charles I know about contracts

Å Contracts as a driver of employment

ÅDŜǘ ǊŜŀŘȅ ŦƻǊ ŎƘŀƴƎŜ Χ ōƛƎ ŎƘŀƴƎŜ

ÅWill robots replace Contract Managers?

Å The role of a Contract Manager: 2019 and 
beyond

Research Reports and Blogs
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The Ten Pitfalls of Contracting

Lack of clarity

on scope and 

goals

1

Result:  Cause of 

claims/disputes

7
Contracts 

difficult to use 

or understand

Result: Users see contract 

as irrelevant to business 

needs

9
Limited use of 

contract 

technology

Result: Inefficiency and 

loss of quality in 

performance and analysis

Legal/contract 

team not  

involved early 

enough

2

Result: Wrong form 

of contract & 

extended lead time

4
Protracted 

negotiations

Result: Competitive 

exposure & delayed 

revenues

Result: Performance 

management dominated by 

blame/fault

6
Contracts lack 

flexibility. 

Insufficient 

focus on 

governance

8
Poor handover 

from deal team 

to 

implementation 

team
Result: commitment & 

obligations missed & 

misunderstood

10
Poor post 

award 

processes and 

governance

Result: Repetitive issues 

and errors causing value 

loss

3
Failure to 

engage 

stakeholders

Result: Misaligned 

interests and future 

opposition

Negotiations focus 

on the wrong 

terms and risks

Result: Loss of 

economic benefit; 

contract a weapon

5

Average value

erosion 9.15%
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Ensure clear 

scope and 

goals

1

Result: Dramatically 

reduce #1 cause of 

claims and disputes

3
Plan for 

collaborative 

negotiations

Result: Increased trust; 

greater innovation

5
Manage risk 

through 

balanced 

negotiations

Result: contract supports 

value creation and 

innovation

7
Design 

contracts for 

users

Result: Contracts become 

indispensable tools to 

achieving business goals

9
Deploy 

appropriate 

contract 

technology

Result: Efficiency and 

quality in performance, 

analysis and reporting

Contribute average 9.2% 

financial benefit

Involve contracts 

/ legal team early2

Result: Appropriate 

form of contract; 

avoiding re-work 

during negotiations

4
Drive efficiency 

in pre-signature 

lifecycle

Result: Reduce 

competitive exposure; 

faster time to revenue

8
Ensure effective 

post-signature 

handover

Result: Commitments and 

obligations understood and 

realised

10
Invest in robust 

post-award 

process and 

governance

Result: issues and errors 

avoided, value achieved or 

exceeded 

6

Result: Enable change 

and effective performance 

management

Incorporate terms 

for flexibility and 

governance

10 Attributes To Succeed in Contracting
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Our Offerings

LEARNING

MOOC

FUNDAMENTALS

CCM

SRM

NEGOTIATION

BESPOKE

ADVISORY

CONTRACT 
BENCHMARKING

CONTRACT DESIGN

CAPABILITY MATURITY 
ASSESSMENT

CORPORATE SKILLS 
ASSESSMENT

RELATIONAL 
WORKSHOPS

COMMERCIAL 
TRANSFORMATION

EVENTS

WEBINARS 

MEMBER MEETINGS

ROUNDTABLES

CONFERENCES

INNOVATION AWARD 
CEREMONIES

RESEARCH 

RESEARCH FORUM

REGULAR

BESPOKE
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What You Gain From Membership

ÅBaseline - where you are now
ÅCapability Maturity Model assessment (included as part of Corporate membership)

ÅSkills assessments

ÅContract Benchmarking

ÅProcess & Systems assessments

ÅWorkshops to determine how to proceed

ÅBuild capability 
ÅTraining & Certification cohorts, & blended programs

ÅContract Management for non-CM

ÅContract Design

ÅNew Contracting Models and Workshops

ÅInformal learning & community 
(Remain connected to what is happening in this rapidly changing space) 
ÅAnnual Conferences ǅNetwork 

ÅAsk The Expert (ATE) & Webcasts ǅCommitment Matters Blog

ÅContracting Excellence e-zine, ǅResearch

ÅJSCAN ǅInnovation & other Awards

ÅExecutive community ςquarterly webcasts, special conference programs, 
special access to IACCM leadership
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Be Ahead of the Curve and Respond to Challenges

Take advantage of these opportunities, included in membership:

ÅListen to at least one Ask The Expert (ATE) or Thought Leadership webcast 
every month, either live, or afterwards at your convenience. 

ÅRead at least one Research Reportevery month

ÅCheck out the Commitment matters blogevery month

ÅCheck out the Contracting Excellencemagazine every month

ÅJoin at least one Network Community

ÅCheck out the IACCM Forumat least once a month. Post a query and get 
helpful responses from IACCM and the community

ÅAttend a local member meeting and/or a regional conference

ÅRead the top pitfallsand find 3 things you can do differently in your job that 
will improve your commercial outcomes

https://www.iaccm.com/resources/contract-management-resources/?cg_search=&type%5b%5d=4&operator=1&order=&show=advanced
https://www2.iaccm.com/resources/contract-management-resources/?cg_search=&type%5b%5d=5&operator=1&order=&show=advanced
https://blog.iaccm.com/commitment-matters-tim-cummins-blog
https://journal.iaccm.com/contracting-excellence-journal
https://www.iaccm.com/network/communities/
https://www2.iaccm.com/network/contract-management-forum/
https://www2.iaccm.com/resources/?id=8414&cb=1480525291&
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IACCM Networks

Areas

Å Aerospace & Defence

Å Banking & Finance 

Å Engineering & Construction

Å Government & Public Sector 

Å Health & Pharmaceutical 

Å Heavy Industry (Mining, Ship Building)

Å Information Technology 

Å Legal 

Å Oil & Gas / Petrochemical 

Å Telecommunications / ICT

Å Utilities & Power

Contract / Commercial Topical Communities

Å Automation & Emerging Technologies 

Å Contract Drafting Simplification & 
Visualization

Å Contract Performance Management 

Å Contracting Models (Agile, Relational, 
Outcome-based) 

Å Data Processing / Cyber security / Data 
Privacy 

Å Dispute, Claim & Conflict Management 

Å Economic Value of Contracting & Contract 
Management 

Å Governance& Transformation

Å Negotiation 

Å Outsourcing

Å Public Private Partnerships 

Å Relationship Management 

Å Risk Management 

Å Small & Medium Businesses / Start-up 

Å Social & Sustainable Procurement & 
Contracting

Å UK Law 

Professional Development / OtherNetworks

Å Academics

Å IACCM ASEAN Community

Å IACCM Español

Å IACCM MentoringProgram 

Å In Transition

Å Leaders of the Future

Å Leadership

Å ²ƻƳŜƴΩǎ bŜǘǿƻǊƪƛƴƎ DǊƻǳǇ
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IACCM 2019 Conferences

Europe: Madrid, May 13thς15th

Asia: Sydney, July 24thς26th

Americas: Phoenix, November 4th to 6th


