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Management
In this pragmatic and accessible business ethics guide, students, entrepreneurs, and
professionals learn that business ethics is about so much more than right and wrong.
Harvard-educated and McKinsey & Co.-trained business leader Robert Zafft shows that
being ethical is not an obstacle to but an essential building block for success. --Steven
Hellman, CEO (former), Credit Suisse Russia/CIS
The law of contract is the legal framework within which all business activity is
conducted. It is vital for those in business to understand its basic principles and their
commercial implications. Many businesses, however, evidently still believe that in the
absence of a signed document no contract can exist, and may routinely sign documents
that contain small print. Commercial Contracts provides an accessible guide to the
basic principles of contract law and places them clearly and concisely in their
commercial context. Using real examples, two practicing lawyers introduce English
contract law, assuming no prior knowledge of the subject. They highlight areas where
practical problems arise and examine possible solutions, with the aim of showing not
only how to recognize these problems but how to deal with them in practice.
Commercial Management: theory and practice defines the role of commercial
management within project-oriented organisations, providing a framework for and
helping to develop a critical understanding of the factors that influence commercial
management practice. It also identifies generic aspects of this practice and provides a
theoretical foundation to these activities, by reference to existing and emergent theories
and concepts, as well as to relevant management best practice. The book is structured
into four parts: Part 1 Introduction – Commercial Management in Project Environments
explores the nature of commercial practice within project-oriented organisations at the
buyer-seller interface. It presents a Commercial Management framework, which
illustrates the multiple interactions and connections between the purchaser‘s
procurement cycle and a supplier‘s bidding and implementation cycles. Additionally, it
outlines the principle activities undertaken by the commercial function, identifies the
skills and abilities that support these activities and reviews the theories and concepts
that underpin commercial practice. Finally, it identifies areas of commonality of practice
with other functions found within project-oriented organisations, plus sources of
potential conflict and misunderstanding. Part 2 – Elements of Commercial Theory and
Practice covers commercial leadership; exploring strategy; risk and uncertainty
management; financial decision-making; and key legal issues. Part 3 – Approaches to
Commercial Practice addresses best practice management; and commercial and
contracting strategies and tactics. Finally, Part 4 – Case Studies offers two extended
case studies: Football Stadia (the Millennium Stadium, Cardiff; the Emirates Stadium,
Islington; and Wembley Stadium, London); and Heathrow Terminal 5. The book
provides a one-stop-shop to the many topics that underpin commercial management
practice from both a demand (buy-side) and a supply (sell-side) perspective. It will help
develop an understanding of the issues influencing commercial management:
leadership, strategy, risk, financial, legal, best practice management and commercial
and contracting strategy and tactics. This book’s companion website is at
www.wiley.com/go/lowecommercialmanagement and offers invaluable resources for
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both students and lecturers: • PowerPoint slides for lecturers on each chapter •
Sample exam questions for students to practice • Weblinks to key journals and relevant
professional bodies
In her classic book Vested Outsourcing , Kate Vitasek identified the top 10 flaws in
most outsourced business models and shows organizations how to rethink their
outsourcing relationships in a way that will lower costs, improve service, and increase
innovation. This revised edition includes updated case studies and a new chapter
based on Dell.
Contract management is a key management skill, yet it is underplayed in most
organizations, which usually default to project management skills as a proxy for
contract management skills. Whilst project management skills are equally essential,
they are not the same thing. Contract Management looks at the wider contract
management picture from an industrial-commercial perspective, and helps set-out
typical structures and processes that assist the contract management task. The author
uses diagramatic representations to depict complex ideas. Contract Management
includes "learning points" in each chapter, looking at handling problems, procedural
changes and enhancing commercial performance.
Fundamentals of Building Performance Simulation pares the theory and practice of a
multi-disciplinary field to the essentials for classroom learning and real-world
applications. Authored by a veteran educator and researcher, this textbook equips
graduate students and emerging and established professionals in engineering and
architecture to predict and optimize buildings’ energy use. It employs an innovative
pedagogical approach, introducing new concepts and skills through previously
mastered ones and deepening understanding of familiar themes by means of new
material. Covering topics from indoor airflow to the effects of the weather, the book’s
19 chapters empower learners to: Understand the models and assumptions underlying
popular BPS tools Compare models, simulations, and modelling tools and make
appropriate selections Recognize the effects of modelling choices and input data on
simulation predictions And more. Each subject is introduced without reference to
particular modelling tools, while practice problems at the end of each chapter provide
hands-on experience with the tools of the reader’s choice. Curated reading lists orient
beginners in a vast, cross-disciplinary literature, and the critical thinking skills stressed
throughout prepare them to make contributions of their own. Fundamentals of Building
Performance Simulation provides a much-needed resource for new and aspiring
members of the building science community.
Globalization, increased economic and geopolitical uncertainty, technological
advancements, and a rise in the number of regulations and legislations have led to a
significant rise in the importance, volume, and complexity of modern contractual
agreements. Yet, in spite of these profound changes, many organizations still manage
the contracting process in a fragmented, manual, and ad-hoc manner, resulting in poor
contract visibility, ineffective monitoring and management of contract compliance, and
inadequate analysis of contract performance. The net effect of this has been a
heightened interest in re-engineering and automation of Enterprise Contract
Management (ECM) processes across industry sectors and geographies. Enterprise
Contract Management: A Practical Guide to Successfully Implementing an ECM
Solution addresses all the questions surrounding ECM, ECM solutions, and the project
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management, change management, and risk management considerations to ensure its
successful implementation. This concise text will help your organization manage the
challenges of the contract life cycle and the key success factors and pitfalls in a typical
ECM solution. It is a must read for corporate executives, buyers, procurement and
strategic sourcing specialists, contract administrators and procurement managers.
There is currently no other book available on ECM solutions. All existing books on
contract management focus on the legal aspects of contracts, but none describe the
functions, features, capabilities of technology solutions that support ECM, nor do they
explain the key considerations for ensuring a successful ECM solution implementation.
"Educational needs of practicing lawyers are explored with a practical guide provided.
Details the legal ecosystem and how its complex, varied and often overlapping parts
can and should be handled by practicing attorneys, alternative legal service providers
and "non-legal" professionals"--

In September 1999, FIDIC introduced its new Suite of Contracts,which included a
“new” Red, Yellow, Silver and Greenforms of contract. The “new” Red Book
was intended toreplace the 1992 fourth edition of the Red Book, with the
ambitionthat its use would cease with time. This ambition has notmaterialised
and is unlikely to do so in the future. Despite the importance of the 1999 Forms,
there has been verylittle published on the new concepts adopted in them and
how theyinteract with the previous forms. This important work considersthese
aspects together with the many developments affecting thefourth edition of the
Red Book that have taken place since 1997,when the second edition of this book
was published, and relatesthem to key contracting issues. It is written by a
charteredengineer, conciliator and international arbitrator with wideexperience in
the use of the FIDIC Forms and in the various disputeresolution mechanisms
specified in them. Important features of this book include: · background and
concepts of the various forms ofcontract; · a detailed comparison of the wording
of the1999 threemain forms, which although similar in nature; it
neverthelesssignificantly differs in certain areas where the three formsdiverge
due to their intended purpose; · analysis of the rights and obligations of the
partiesinvolved in the contract and the allocation of risksconcerned; · a range of
‘decision tree’ charts, analysingthe main features of the 1992 Red Book,
including risks,indemnities and insurances, claims and counterclaims,
variations,procedure for claims, programme and delay, suspension, payments
andcertificates, dispute resolution mechanisms, and disputeboards; · a much
enlarged discussion of the meaning of“claim” and “dispute” and the types
ofclaim with a discussion of the Notice provision in the 1999 formsof contract for
the submittal of claims by a contractor and by anemployer; · the FIDIC scheme of
indemnities and insurancerequirements; and the methods of dispute resolution
provided by thevarious forms of contract; and · five new chapters in this third
edition, the first fourchapters deal with each of the 1999 forms and the fifth
chapter isconfined to the topic of Dispute Boards.
This book aims to further the debate on new sustainability thinking in the built
environment, by bringing together a selection of short contributions from thought
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leaders in the UK and the rest of the world (USA, China, India, Australia, NZ,
Indonesia) with an overarching narrative from Martin Brown. Although progress in
sustainable solutions has been made over the past decade, the trend is still one
of a woefully wasteful construction industry. This book aims to show that being
'less bad' is no longer good enough. The book also spotlights digital sharing and
collaboration through social media and BIM as new tools in the 'sustainability
toolbox' which provide unique and powerful opportunities to rapidly advance
sustainability thinking, development and action.
This is the first book to establish a theoretical framework forcommercial
management. It argues that managing the contractual andcommercial issues of
projects – from project inception tocompletion – is vital in linking operations at the
projectlevel and the multiple projects (portfolios/ programmes) level tothe
corporate core of a company. The book focuses on commercial management
within the context ofproject oriented organisations, for example:
aerospace,construction, IT, pharmaceutical and telecommunications – inthe
private and public sectors. By bringing together contributionsfrom leading
researchers and practitioners in commercialmanagement, it presents the state-ofthe-art in commercialmanagement covering both current research and best
practice. Commercial Management of Projects: defining thediscipline covers the
external milieu (competition,culture, procurement systems); the corporate
milieu(corporate governance, strategy, marketing, trust, outsourcing);the projects
milieu (management of uncertainty, conflictmanagement and dispute resolution,
performance measurement, valuemanagement); and the project milieu (project
governance,contract management, bidding, purchasing, logistics and supply,cost
value reconciliation). Collectively the chapters constitute a step towards the
creationof a body of knowledge and a research agenda for
commercialmanagement.
This innovative book proposes new theories on how the legal system can be
made more comprehensible, usable and empowering for people through the use
of design principles. Utilising key case studies and providing real-world examples
of legal innovation, the book moves beyond discussion to action. It offers a rich
set of examples, demonstrating how various design methods, including
information, service, product and policy design, can be leveraged within research
and practice.
The focus of this manual is not what provisions to include in a given contract, but
instead how to express those provisions in prose that is free ofthe problems that
often afflict contracts.
Fundamentals of Contract and Commercial ManagementVan Haren
This ground-breaking title from the world’s leading authority on contemporary
contracting best practices, the IACCM (International Association for Contract and
Commercial Management) delivers a lively and practical complete insight into the
contracting process which is useful in both business and personal life. Contracts
are the language of business, and this book gives readers the essentials that can
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make a difference to any deal, no matter how big or small. Designed for the noncontract business professional, this book takes project managers and other
professionals through the basic process and gives them a road map to improved
results, increased value, and successful outcomes In this book you’ll find
sensible guidance and approaches to ensure business success. Case studies
showing you what can go wrong – and what can go right -- bring theory into the
real world. Checklists give confidence and enable you to be certain that you have
asked and answered the right questions as you go through any deal. This realworld approach demonstrates the value of effective contracting. This is not dry,
academic prose. It is compelling and dynamic advice and tools to manage
business relationships for both buyers and sellers.
The Environmental Design Pocketbook 2nd ed places the information you need
for sustainable, low energy building design at your fingertips. Packed with
diagrams, tools and tips, it cuts through the complex mass of technical data and
legislation that faces the designer, and distils all the key guidance into a single
reference that is quick, easy to use and points to the facts, figures and
performance data that are most important. This 2nd edition is now fully up-to-date
with the latest Building Regulations Part L and F legislation (England and Wales),
RIBA Plan of Work 2013, new information on the Green Deal and Zero Carbon
and contains revised references and further reading sections throughout.
Whether used in the classroom, office or on-site, the book guides the designer
through the entire process; from the fundamentals to the building details. From
future-proofing for a changing climate to rainwater harvesting, retrofit, and zerocarbon technologies - the Pocketbook has got it covered.
Working with partners is the future of business. In this timely and original work, Vitasek
and Mandrodt show companies, through a series of high-profile global examples, how
to create a vested agreement that brings success and create a better future for
everyone involved.
This groundbreaking work offers a first-of-its-kind overview of legal informatics, the
academic discipline underlying the technological transformation and economics of the
legal industry. Edited by Daniel Martin Katz, Ron Dolin, and Michael J. Bommarito, and
featuring contributions from more than two dozen academic and industry experts,
chapters cover the history and principles of legal informatics and background technical
concepts – including natural language processing and distributed ledger technology.
The volume also presents real-world case studies that offer important insights into
document review, due diligence, compliance, case prediction, billing, negotiation and
settlement, contracting, patent management, legal research, and online dispute
resolution. Written for both technical and non-technical readers, Legal Informatics is the
ideal resource for anyone interested in identifying, understanding, and executing
opportunities in this exciting field.
This indispensable tool provides readers with complete coverage of the issues,
methods, and art of valuing and pricing of early-stage technologies including
backgrounds in the core concepts, sources of value, methods of valuation, equity
realizations, and negotiation strategies.
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There is a broad consensus amongst law firms and in-house legal departments that
next generation “Legal Tech” – particularly in the form of Blockchain-based
technologies and Smart Contracts – will have a profound impact on the future
operations of all legal service providers. Legal Tech startups are already revolutionizing
the legal industry by increasing the speed and efficiency of traditional legal services or
replacing them altogether with new technologies. This on-going process of disruption
within the legal profession offers significant opportunities for all business. However, it
also poses a number of challenges for practitioners, trade associations, technology
vendors, and regulators who often struggle to keep up with the technologies, resulting
in a widening regulatory “gap.” Many uncertainties remain regarding the scope,
direction, and effects of these new technologies and their integration with existing
practices and legacy systems. Adding to the challenges is the growing need for easy-touse contracting solutions, on the one hand, and for protecting the users of such
solutions, on the other. To respond to the challenges and to provide better legal
communications, systems, and services Legal Tech scholars and practitioners have
found allies in the emerging field of Legal Design. This collection brings together
leading scholars and practitioners working on these issues from diverse jurisdictions.
The aim is to introduce Blockchain and Smart Contract technologies, and to examine
their on-going impact on the legal profession, business and regulators.
This book is a call to arms to all architects, designers and built environment
professionals. To avoid a climate catastrophe and achieve a regenerative built
environment, the use of new materials and any excess waste in resources need to be
cut out from the very beginning of the design process. This requires far-reaching
change in established industry processes. How might this begin? What are the key
fundamentals you need to know? How can a more effective model be applied? This
book, a much-updated second edition of the author’s previous work Building
Revolutions, answers all your questions. Inspiring, but never overwhelming, the
Handbook to Building a Circular Economy is your must-have companion to helping
create a more sustainable future. It explains in simple and practical terms how the
principles of a circular economy can be applied to the built environment, thereby
reducing the resources required to construct, fit-out, maintain and refurbish buildings.
Case studies include: The Forge, UK, by Landsec The Bath School of Art, UK, by
Grimshaw Urban Mining and Recycling Experimental Unit, Switzerland, by Werner
Sobek NASA Sustainability Base, USA, by William McDonough + Partners University of
East Anglia Enterprise Centre, UK, by Architype Park 20|20, The Netherlands, by
William McDonough + Partners.
Purchasing and Supply Chain Management, 3rd Edition is a turnkey solution for
providing current and thorough coverage for this critical area of the supply chain. This
book is not only a text but a reference as well and is now established as one of the
leading-edge strategy and purchasing books. Students gain contextual insights and
knowledge into the strategies, processes, and practices of purchasing through use of
the many cases and examples. Because of their relationships with executives and
practitioners worldwide, the authors are able to present unique and up-to-date insights
that lead to greater understanding of the purchasing process. Purchasing and Supply
Chain Management provides a hands-on, applied approach that has been thoroughly
tested with student audiences to ensure learning success.
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Top sports people don’t make excuses. They play, run or hit to win. Coming second is
not an option in their game. Nor should it be in business. Nothing should now get in the
way of your business winning the game and becoming number one. No matter what
size or type of organisation, no matter where it is in the world, there are opportunities to
win like never before. Every company now has the chance to become a serial winner in
the new game of business. This innovative book is designed to be read in combination
with the use of a free interactive app and will enable readers to focus mercilessly on the
four basics of business. • Win! By being exceptional • Win! By being a great place to
work ... and play • Win! By constantly prospecting • Win! By focusing on the bottom line
Drafting and Negotiating Commercial Contracts, Fourth Edition is the 'one-stop-shop'
for practical contractual matters, making it essential reading for anyone involved in
negotiating and drafting commercial contracts.This book includes:- A guide to the
common legal issues in negotiating and drafting contracts- An explanation of the
structure and content of a commercial contract- Good and bad practice in drafting (and
in using clear, modern English)- The meaning and use of commonly-used words,
phrases and legal jargon- The formalities for creating and signing contracts- Guidance
on the interpretation of contracts- Steps to take, and what to check for in a contract to
eliminate errors (including lists of what to check for in different situations)- Practical
measures to protect documents from unwanted alteration, to remove metadata and
sensitive information and to secure documents- Drafting and legal issues when
contracting with consumersThe Fourth Edition has been fully updated to take account
of important court decisions regarding the interpretation of contracts and changes in
consumer legislation.Drafting and Negotiating Commercial Contracts, Fourth Edition is
for everyone who wishes to understand, or has to negotiate or draft, a commercial
contract. This includes commercial lawyers, contract managers, in-house lawyers,
lawyers in private practice, LPC course tutors and law and business students.
Although the legal principles involved in construction contracts and their management and
administration are an aspect of general contract law, the practical and commercial complexities
of the construction industry have increasingly made this a specialist field. Recognizing this,
Construction Contracts is a fully revised edition of the UK’s leading textbook on the law
governing this area. Brought up to date with recent cases and developments in the law as it
stands at July 2000, this new edition: takes full account of the effects of the Housing Grants,
Construction and Regeneration Act 1996, the Arbitration Act 1996, the Contracts (Rights of
Third Parties) Act 1999 and the changes in the legal system brought about by the Woolf
reforms includes extended coverage of financial protection, construction insurance and
tendering controls, as well as the Construction (Design and Management) Regulations has
been revised to take account of changes to the common standard-form contracts, particularly
the New Engineering Contract and the GC/Works family of contracts. Retaining the same basic
approach as its successful predecessors, this important text introduces the general principles
that underlie contracts in construction, illustrating them by reference to the most important
standard forms currently in use.
In this must-have guide for creating and implementing successful outsourcing processes and
partnerships, Vitasek drives the principles of Vested Outsourcing beyond theory into practice.
From shared vision, desired outcomes to win-win and long-term success the manual will help
managers build an agreement vested in each other's success.
Have you ever read a contract clause three times, and still been none the wiser about what it
means? While consumer contracts are becoming more accessible, with companies employing
more creative drafting and layout techniques, many business to business contracts remain
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stuck in the dark ages of legalese and Latin phrases.This book is for everyone who drafts and
amends contracts. It will encourage you to focus on creating usable documents that meet
essential business needs. By freeing you from the straitjacket of 'tested in court' terminology, it
will inspire you to flex your creative muscles and draft clear, unambiguous and readable
contracts.
This classic casebook traces the development of contract law in the English and American
common law traditions. Like earlier editions, the 8th Edition features authoritative introductions
to major topics, carefully selected cases, and well-tailored notes and problems. The casebook
is ecumenical in its outlook, presenting a well-balanced approach to the study of contract law
without ever losing sight of the importance of doctrine in all its detail. Cases are situated within
a variety of disciplines history, economics, philosophy, and ethics and present the law in a
variety of settingscommercial, familial, employment, and sports and entertainment. The 8th
Edition will feel familiar yet fresh to current users and both exciting and comfortable to
newcomers to contracts or to this casebook.
We live in a world where we constantly ask “what’s in it for me?” But that is not the path to
success. Partnership and collaboration is where innovation meets business success. In this
single, authors Kate Vitasek and Karl Manrodt reveal how theory in collaboration and
partnerships meet in practice. They share how successful relationships have taken Nobel Prize
winning academic concepts and applied them in real life situations to achieve extraordinary
results. And most importantly The Vested Way provide insights into how you can take theory
and actual cases and apply them to your own relationships to help you achieve results you are
hoping for.
Professional services firms - from the legal sector to accountancy, consulting and beyond face increased disruption. Service delivery models are under pressure to adapt to changing
client expectations. Technology offers new ways of working with clients, but changes the skills
profile required of professionals, and threatens the traditional people-centred business model.
The Professional Services Leadership Handbook equips leaders, and aspiring leaders, with
tools and insights both to tackle these long-term disruptive trends and to maximise their firm's
profitability today. Leaders of professional services firms find themselves with a daunting, but
exciting, range of challenges ahead. Using practical insights drawn from experienced
professional services leaders, the Professional Services Leadership Handbook explores new
models and working practices to address four components of strategic leadership: clients,
business, people and self leadership. It offers clear-sighted analysis of common pain points,
and provides innovative solutions for dealing with them. This practical guide is designed for
everyone involved in leadership decisions, whether that be a practice area, sector group,
business function, or even firm-wide leadership role. It will help readers to focus their attention
on the activities that will really make a difference to the success of their firm.
This book will increase your commercial sophistication and better prepare you for analyzing
and negotiating warranties. The book creates value by providing: (1) broadly applicable
warranty principles; (2) real world examples in the form of actual litigated cases; (3) annotated
sample warranty language; and, (4) a comprehensive warranty check list. As noted below, the
book has been widely acclaimed by academics and practitioners alike. "A convenient reference
tool for business, lay and legal professionals that provides quick insight into the many issues
that surround warranties." - Glenn Clark, Esq. Managing Director, Riker Danzig, Esqs "This is a
much needed book at the right time...I've recommended [Mr. Humbert's] books in the past to
companies in a variety of industries with good results. I will add this one to my list of
recommended resources!" - Michael J. Gravier, Ph.D., C.T.L., Associate Professor of
Marketing and Global Supply Chain Management at Bryant University "Another excellent
addition to Paul Humbert's expanding compendium of treatises describing, analyzing and
offering insightful guidance." - Michael J. Beck, Managing Director, M.J. Beck Consulting, LLC
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"This book will increase your knowledge of warranties and their importance so that you avoid
future headaches and supplier relationship problems, while saving you money." - David
Dreyfus, Ph.D., Assistant Professor of Supply Chain Management, Department of Supply
Chain Management, Rutgers University When a product disappoints or a service falls short, it
is the purchasing and SCM professional who gets the call from the client asking about the
warranty. If commercial success and professional self-preservation is an instinct you possess
you will master the basic principles and legal tenets applicable to warranties. Use this book to
learn about how to analyze, structure, negotiate and manage warranties, while avoiding the
pitfalls. It is all well and good to divine brilliant supply-chain strategy with a carefully calculated
P&L. however, poorly articulated contractual terms eat "strategy" and well-intentioned "plans"
for breakfast. Strategy is nothing without planning, and planning is nothing without a wellwritten allocation of the parties' respective rights and responsibilities. Consider this: an
architect can give you beautiful plans, but the contract with the contractor is what will define
success or failure regarding schedule and budget. Strategy, sound planning, and careful
contracting are the tripartite keys to success. Warranty rights and remedies are a big part of
achieving that success. Without all three, you are sitting on a two-legged stool.
This study guide for the elective module Socially Responsible Warehousing and Distribution
(L3M6) forms part of the CIPS Level 3 Certificate in Procurement and Supply Operations
qualification. The study guide follows the syllabus guide with a chapter dedicated to each of the
learning outcomes. On completion of this book you will: understand the concepts of
sustainability and corporate social responsibility (CSR); understand environmental impacts;
understand methods for the storage and movement of inventory.
This book compels the legal profession to question its current identity and to aspire to become
a strategic partner for corporate executives, clients and stakeholders, transforming legal into a
function that creates incremental value. It provides a uniquely broad range of forward-looking
perspectives from several different key-players in the legal industry: in-house legal, law firms,
LPO’s, legal tech, HR, associations and academia. This publication is a platform for leading
legal professionals that offers a new perspective on the accelerating transformation in legal.
Combining expert contributions with editorial insights, it argues that the new legal function will
shift from a paradigm of security to one of opportunity; that future corporate lawyers will no
longer primarily be negotiators, litigators and administrators, but that instead they will be
coaches, arbiters and intrapreneurs; that legal knowledge and data-based services will
become a commodity; and that analytics and measurement will be key drivers of the future of
the profession. A must-read for all legal professionals, this book sets the course for revitalizing
the profession.
The full text downloaded to your computer. With eBooks you can: search for key concepts,
words and phrases make highlights and notes as you study share your notes with friends Print
5 pages at a time Compatible for PCs and MACs No expiry (offline access will remain whilst
the Bookshelf software is installed. eBooks are downloaded to your computer and accessible
either offline through the VitalSource Bookshelf (available as a free download), available online
and also via the iPad/Android app. When the eBook is purchased, you will receive an email
with your access code. Simply go to http://bookshelf.vitalsource.com/ to download the FREE
Bookshelf software. After installation, enter your access code for your eBook. Time limit The
VitalSource products do not have an expiry date. You will continue to access your VitalSource
products whilst you have your VitalSource Bookshelf installed.
This state-of-the-art Research Handbook provides an overview of research into, and the scope
of current thinking in, the field of big data analytics and the law. It contains a wealth of
information to survey the issues surrounding big data analytics in legal settings, as well as
legal issues concerning the application of big data techniques in different domains.
Almost 80% of CEOs say that their organization must get better at managing external
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relationships. According to The Economist, one of the major reasons why so many
relationships end in disappointment is that most organizations 'are not very good at
contracting'. This ground-breaking title from leading authority IACCM (International Association
for Contract and Commercial Management) represents the collective wisdom and experience
of Contract, Legal and Commercial experts from some of the world s leading companies to
define how to partner for performance. This practical guidance is designed to support
practitioners through the contract lifecycle and to give both supply and buy perspectives,
leading to a more consistent approach and language that supports greater efficiency and
effectiveness. Within the five phases described in this book (Initiate, Bid, Development,
Negotiate and Manage), readers will find invaluable guidance on the whole lifecycle with
insights to finance, law and negotiation, together with dispute resolution, change control and
risk management. This title is the official IACCM operational guidance and fully supports and
aligns with the course modules for Certification.
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