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Introduction
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We specialise exclusively in IT Commercial Management providing practical, cost effective solutions to commercial management needs, be they procuring complex IT solutions, developing contract management processes, managing major contracts, implementing robust supplier management arrangements or managing key supplier relationships.
.



Our services developed over twenty years of service to clients, based on real world experiences and delivered in a practical and principled manner will make a contribution to your company’s bottom line.
Contact Phill Clark – proprietor to discuss how we may be of service to you.


Telephone: +44 (0) 7831 771757 


Fax: +44 (0) 1787 462873

Email:  phillc@blackmountainsoftware.tv

Project Services

Gap Analysis

The Gap Analysis assignment maps the client's existing processes and practices to our Commercial Management model.

The resultant Gap Analysis report, which evaluates and benchmarks key areas such as:

· The procurement of IT products or services

· Contract Management

· Supplier Relationship Management

 
forms the basis of our recommendations and Proposal for improved commercial activities and benefit realisation deliverables, which Clients may subsequently retain us to implement.
Fixed price Projects

The provision of project teams for specific commercial management activities e.g. running a major IT procurement, implementing contract management software solutions, managing complex IT contracts.


Resource Services

We provide two types of resource service:

Interim Management
Experienced IT commercial management professionals working with you to address your resource exposures.

Some examples of the assignments, which have been undertaken by Black Mountain consultants:

· Procurement Manager – Banking Services

· Interim Head of Procurement for a central Civil Government Department

· Interim IT commercial management for an UK infrastructure company.

· Lead negotiator and contract facilitator for a Government department on an eHR procurement.

· Development of a commercial management application

· Contract Management for a UK water utility

· Contract negotiations for UK Financial Services Company
· Software Audit for major airline.
The Negotiation Practice(
Obtaining an impartial and objective view can be invaluable when entering into commercial discussions and this unique service offering provides you with the facility to discuss in complete confidence any aspect of your commercial relationship with any of your IT suppliers.

Obtain an additional degree of comfort that your negotiation strategy is sound, that your supplier relationship is on track, that your contract management is effective. 

We provide the facility to book time by the hour and sessions are available 24 hours a day 365 days a year subject to Consultants availability
This service is also available via video conference subject to Clients ability to use a webcam and browser; no software download is required.
Training Services

Skills require refreshing in order to keep them up to date and we offer both classroom and distance learning material.
Experiences have shown that in IT more individuals than ever are required to develop commercial awareness and to deal with third party suppliers. In many cases they have not received training and companies quite unintentionally run the risk of entering into unbalanced value for money arrangements.
Our anecdotal evidence shows that procuring software or outsourcing a service are the most complex areas therefore our courses focus on these items. However the taught skills are applicable to all IT commercial management activities and the role-plays reflect a variety of different IT commercial management situations. 

Our courses provide a solid introduction to dealing with third party suppliers and a process for negotiating contracts and realising balanced value for money.

The information and skills gained from attending will be invaluable to you in the coming months and years.

For detailed information on all training services please visit our web-site www.blackmountainsoftware.tv and click on the training tab.
Classroom
Diary Dates - Public

	Selling for Buyers
	 Supplier relationships
	Workshop 1
	Workshop 2

	
	
	
	

	September 
	September 
	September 
	September

	
	
	
	


On-site

All courses and workshops maybe run at client sites. Dates and fees are by negotiation.
General

Course Location

Usually held at The Hilton Hotel, Stansted Airport.

Course times

All courses start at 09:30 each day and finish at 16:30.  This is with the single exception of Workshop 1, which is a two-day course.  Day one finishes at 17:30 and day 2 starts at 08:45.

Course facilities

Lunch, tea & coffee are included, as are all necessary course materials.

Negotiation Training via web-based video conferencing
Make a difference when you are involved in commercial activities. Understand that negotiation is not an art it is a process and that there are interpersonal skills and techniques that can be acquired. Lay to rest the urban myths about negotiation and understand the critical nature of the key elements of time, knowledge and leverage. Identify how you can influence and persuade key stakeholders. All with the single objective of enhancing your ability to arrive at your desired negotiated outcome.

This method uses an informal approach to present our classroom course material. It considers how salespeople work, how to stay in control of the procurement process, how to negotiate complex IT agreements and how you can effectively manage supplier relationships.

It provides you with the opportunity to undertake this training in your own time and for a modest investment. Please note that  for the optimum learning experience you will need a webcam and browser plus a broadband connection but not any software download.
Terms & Conditions

Payments for all services may be made either by

Cheque (UK £ only) to Black Mountain Software Limited, Falcon House, 3 King Street, Castle Hedingham, Halstead CO9 3ER
or by BACS (to the following account):

 National Westminster Bank Plc

 Sort Code: 01-05-31 

 Account No: 32619308

 Account Name: Black Mountain Software Limited

All payments are to be made within twenty-one days of receipt of invoice, which is deemed to have arrived two days after being mailed by first class post.

For training services

· All payments must be received before delegates attend any course or seminar or Negotiation Clinic( session. There are no exceptions to this.

· Whilst there are no refunds for cancellations, at the sole discretion of Black Mountain alternative dates maybe agreed.

· Discounts will be obtained for block bookings and these are arranged by negotiation.

· Fees per delegate – Training Services



Selling for Buyers



£550



Workshop - 1




£975



Workshop -2




£550



Managing Supplier Relationships
 
£550

Fees per The Negotiation Practice( session

£155 per hour

All fees are plus Vat.
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Commercial Management life-cycle
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