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- — countries
More than 30% at
director level or above

*An equal divide of buy-
side and sell-side focus
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Geographic Profile
60 O Americas
40 e
O Europe, Middle

20- East, Africa

0 B Asia-Pacific

B Technology/ Software

Industry Profile

@ Telecoms

B Services / Outsourcing
| Oil /Gas / Utilities

O Aerospace/Auto

B Financial Services

O Health / Pharma

B Engineering / Construction
O Public Sector

B Manufacturing / Process
@ Electronics

B Transport/ Logistics

O Other
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L On-Demand and User
Empowermenit Havessecome
MVainstream
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iPod
Which iPod are you?




__— Web 2.0 & Social
Networkingw=-sBIWiding™
The Genera_tions

& Blogger

open source

iimyspace.com,.

a place for friends
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he Hotel'Industry: Selling Anl Image

The World’s Hotel Company

hould remind you we're all

The Right Approach.
The Right Attitude.
The Right Applications.

Lowest Internet Rate Guarantee

Do you live an Intercontinental life?




merginarelobal Values Conflict With, Tihe
REglities Of The ContractinguProCESS, s

o Fast SESIewW
- J/n NI ® [ransfer or avoid risk
- m tworthy e Avoiding respoensibility
SN hovative ® [raditional
n:-'T-'*’:‘.f—' _
= s Collaborative e Confrontational
s Stretching boundaries © Constraining
e Eitting my needs ® Fitting standard needs

e \/alue-focus ® Cost / margin battle
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PENCONtracting Rracticessivatter?

commitment

M One-sided
approach to
risk
Lack of
authority

irieltisifles
SR BeNdentifiy pricing and
3’ ﬁtractlng practices as ‘a 2
— o
= -'=major source of complexity "
and-dissatisfaction’
s" 8496 say this ‘significantly 0
impacts trust and loyalty’ N

Time

92%) sevy nlaiaflgleltisiny
snEIENaIificult to do mNo
PUEMESSAWith than other % Mo

IACCM member survey October 2007




WhVIATE Contract & Relationshipras
VEREOEmENt Becoming Meredifiportant?.

MEOVENTANCE — regulation, risk-management,
'o L IEssintegrty and controls

2 6 PIdlZation — ensuring common
iderstanding, defining and managing complex
= elatlonsh|ps controlling costs
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== Networking — coordinating supply chain
= relatienships, managing change and performance

® Organization — from employees to contractors,
understanding requirements, negotiating
CONSensus




TIHE TACCMITOP TEN BEST PRACTIGES N
COMMERCIAL CONTRAGTHING! d—

SGWREKSHIP ane 6. An electronic, contracting
acconiizle)ilinaior Stiiaegy —
COIIACTING [OFOCESS 7. Self-help skills and
BIErMS and structure development tools

diiditand update 8. Strategically aligned
Slptegration with Product measurements and
qa-—LlfecyCIe Management reporting

':_' 4‘.' Portfoelio risk 9. Pro-active change
management management

O. Value focus (economic 10.Differentiation and
cost and opportunity) sources of value:

awareness and
marketing
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Jarks reveal improvement priorities

15 h:-.'rmation Systems / Knowledge
vianagement

~ E’Flnanmal

3 Leadership

4, Solution Reguirements

5. Strategy

IACCM Capability Maturity Model August 2007




KeyVetrics: Dowou know: the
ANSWESZ: s

Cy Ie
fae ency of disputes;/ claims

ofl Jeney and nature of contract changes, rework
I time to mamnage changes or disputes
quency ef negotiated terms

fnprovement Initiatives (business value)
~User group satisfaction

s |nitiatives to Improve user effectiveness

e Ease of doing business metrics

e Economic value of term options




