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Black , White and Redlines
Build A Software Contract Review Discipline

Beth Kaminski
Dart Container Corporation

THE SWEARING IN 

Negotiating IT contracts remains a 
core contributor to cost 
management.

The volume of contracts and renewals is 
growing with digital transformation.

High barriers to exit 

1

2

3



5/3/2022

2

A contract is an ask game, and if it asks for an hour, and I 
submit to an hour, then it's an hour. When I look at a 
contract, I look at the obligation - where, when, how long, 
the compensation. If I agree to it, that's the way it is. I 
have an obligation. They have an obligation.

Chuck Berry

Software = Intellectual Property (IP)

Usually comes from creativity
Not tangible
Has value
Has protections

Copyrights

Trademarks

Patents

Trade secrets

Service Description 

Top 
Contract 
Areas of 
Concern

Data Retrieval

SLAs

Insurance
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GET IN FRONT OF THE 
PROCESS

• Review ServiceDesk Tickets

• Project Intake Discussions

• Software Budget Development

• Financial Reporting

• Water Cooler Discussions

COLLABERATE
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• ITAM

• Legal

• Procurement

• Risk

• ServiceDesk

• Financial Management

• Supplier Management

MODEL SCENARIOS

• Contract duration

• Usage flexibility: especially down flexibility

• Price lock or increase cap

• Implementation services

• Payment frequency

• Bundling functionality or not
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“By failing to prepare, you 
are preparing to fail.” –
Benjamin Franklin

GET IN FRONT OF 
THE PROCESS

MODEL SCENARIOS

KEY TAKE AWAYS

COLLABERATE THE MORE TIME 
THE BETTER

THANK YOU
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Beth Kaminski
Dart Container Corporation
beth.kaminski@dart.biz
517-244-6700
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