
1 

 

BUSINESS COUNSELOR ADVISOR 
 
 

Week of November 18, 2013  

 

TRAINING FOR CONTRACT MANAGEMENT ACTIVITIES 

 

By Alan S. Gutterman of Gutterman Law & Business 

 

It is recommended that companies should develop training and educational programs 

for officers, managers and employees on contract management procedures that provide 

those persons with the information necessary to easily and efficiently complete the 

contracting process so as to not unduly slow the pace of business. Among other things the 

legal department can draft and disseminate a short memorandum that highlights the basic 

steps that a person initiating a new contract would need to take in order to obtain 

approval.  For an example, see Business Transactions Solution § 47:114.  In addition, 

however, efforts should also be made to educate members of the legal department on how 

to efficiently and successfully carry out their assigned contract management activities and 

this process can begin with distribution for a memorandum on that topic from the general 

counsel to in-house legal personnel.  A memorandum of this type, which can be found at 

Gutterman’s Business Transactions Solution § 47:114.50, can serve as the basis for 

training activities conducted for in-house attorneys to assist them in understanding and 

carrying out various activities associated with contract drafting and management 

including gaining an appreciation of the needs and expectations of internal clients: 

managers and employees working in non-legal departments who turn to the legal 

department for assistance in completing contracts they need in order to conduct their day-

to-day functional activities. Among the key issues that should be covered in a 

memorandum of this type is the need for counsel to understand the business and legal 

background for the contract; the steps that need to be taken in order to comply with the 

requirements of any contract review and signature authority policies and procedures that 

have been established by the company; and the need for the in-house attorney to establish 

his or her role in the contracting process.  Counsel should also expect to provide guidance 

on what contracts will be required for a particular transaction and the schedule for 

completing the drafting and negotiation process.  Finally, counsel should be trained in the 

nuances of managing outside counsel relationships since outside counsel is often tapped 

to provide assistance on contracts that fall outside the expertise of members of the in-

house legal team.  For further information on contract formation and management, see 

Chapter 47 of Business Transactions Solution.    
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Alan S. Gutterman is the founder and principal of Gutterman Law & Business 

(http://www.alangutterman.com), a leading provider of timely and practical legal and 

business information for attorneys, other professionals and executives in the form of 

books, online content, webinars, videos, podcasts, newsletters and programs that also 

offers legal and training services to businesses of all sizes around the world.  Mr. 
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Gutterman has three decades of experience as a partner and senior counsel with 

internationally recognized law firms counseling small and large business enterprises in 

the areas of general corporate and securities matters, venture capital, mergers and 

acquisitions, international law and transactions, strategic business alliances, technology 

transfers and intellectual property, and has also held senior management positions with 

several technology-based businesses including service as the chief legal officer of a 

leading international distributor of IT products headquartered in Silicon Valley and as the 

chief operating officer of an emerging broadband media company.  All editions of the 

Business Counselor Advisor are compiled into Business Counselor Update, which is 

released monthly and available along with other publications by Mr. Gutterman on the 

Thomson Reuters Legal Solutions site and through Westlaw Next at Business Counselor.    

Mr. Gutterman can be reached at agutterman@alangutterman.com. 
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