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SEMINAROUTLINE

U.S. vs. UNIDROIT vs. CISG Contracts
9:00-10:15, Rebecca A. Bowman
. General Provisions
. Formation and Authority of Agents
. Validity and Grounds for Avoidance
. Interpretation
. Content, Third-Party Rights
and Conditions
Performance and Hardship
. Non-Performance, Termination
and Damages
H. Assignment of Rights,
Transfer of Obligations and
Assignment of Contracts
. Limitation Periods
J. Plurality of Obligors and of Obligees
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. Drafting Best Practices

to Ensure Enforceability
10:30- 11:45, Rebecca A. Bowman
A. Organizing Contract
Provisions Logically
B. Indemnity and Arbitration
Clause Developments
. Conditional Language and its Place
. Exception and Subordination Clauses
. Terms and Deadlines -
What Should and Should Not
be Specified
F. Avoiding Ambiguities
and Inconsistencies
G. Articulating Formulas
That all Parties Agree to
H. Attachments and Modifiers
That Increase Clarity
l.  Enforcement Provisions
That Hold up in Court
J. Amendments and Waivers
on Behalf of Your Client
K. Writing for Readability and Precision
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*If needed, the above agenda may be changed
to best accommodate all of our attendees.

lll. Negotiation and

Re-Negotiation Strategies
12:45 - 1:45, Rebecca A. Bowman
A. Determining the Goals -
What Does the Client Want?
B. Outlining Major Substantive Issues
C. Addressing the Weak Points
of Your Case
D. Choosing a Style -
Cooperative vs. Adversarial
E. Identifying Important Timelines
F. Effective Openers
G. Utilizing the Information
Exchange Phase
H. The Art of Bargaining
. Re-Starting Stalled Negotiations
J. Multi-Party
Negotiation Considerations
K. Practical Tips for Pushing Beyond
an Impasse
L. Negotiation Mistakes to Avoid
M. What to do When
the Negotiation Fails

. Contract Dispute Must-Knows

1:45 - 3:00, Gregg R. Zegarelli

A. Are Documents of Intent Binding?

B. Breach of Contract Steps

C. Total or Partial Failure
of Consideration

. Proving the Contract is Valid
Identifying the Obligation or Duty
When to Pursue a Tort

. When to Litigate vs. ADR

. Limitations of Direct Damages
and Remedies
Limitations of Consequential
and Incidental Damages
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. Ask the Experts Q&A Session

3:15-3:30, Rebecca A. Bowman
and Gregg R. Zegarelli

. Ethics for the Transactional Attorney

3:30-4:30, Gregg R. Zegarelli

A. E-mail and Other Informal
Transmittal of Deal Terms

B. Role of Lawyers in Negotiations

C. Maintaining Confidentiality

D. Avoiding Conflicts of Interest
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SEMINAR OVERVIEW

Draft and Enforce Rock-Solid Contracts

[t can be easy to simply run on auto-pilot when drafting business contracts; however, these important
agreements should be carefully structured, negotiated and worded to ensure your client’s needs are met.
Do you know how to create enforceable contracts that also prevent costly litigation? This program will
go beyond the basics of contract law so you can draft from a litigator’s perspective. Review how

to work through contentious negotiations and re-negotiation road-blocks that can stall the case.
Learn from seasoned attorneys who have perfected their craft and apply their time-tested strategies
and techniques to your next contract. Register today!

BENEFITS OF ATTENDING

Review the principles that govern U.S. and international contract standards.
Identify when and how to use conditional language to your advantage.

Know best practices for avoiding ambiguities and inconsistencies that ultimately decrease
contract enforceability.

Learn which negotiation technique to apply based on the parties involved.

Listen as experienced attorneys provide tips for working through an impasse
when one or both parties is refusing to budge on terms or conditions.

Be able to prove during a dispute that the contract in question is indeed valid and legal.
Calculate direct and consequential damages incurred because of a breach of contract.

Avoid ethical dilemmas associated with e-mailing contract terms and electronic signatures.

WHO SHOULD ATTEND

This intermediate-to-advanced level program is designed for attorneys who encounter
contracts in everyday practice.

CREDIT INFORMATION

The specific continuing education credit(s) listed are for attending the live seminar.
For additional questions regarding continuing education credits, please contact us at 866-240-1890.

PA CLE - 6.0 - This program has been approved by the Pennsylvania Continuing Legal Education Board
for a total of 6.0 hours, including 5.0 hours of substantive law, practice and procedure CLE credit and
1.0 hour of ethics, professionalism or substance abuse CLE credit.

Distance Learning credit is available for the recording + manual.

NJ CLE - 7.2 - This program has been approved by the Board on Continuing Legal Education of the
Supreme Court of New Jersey for 7.2 hours of total CLE credit. Of these, 1.2 qualify as hours of credit
for ethics/professionalism.

Alternative Format credit is available for the recording + manual.

Register Today! 800-930-6182 or www.nbi-sems.com
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OUR DISTINGUISHED FACULTY

ADDITIONAL
LEARNING OPPORTUNITIES

REBECCA A. BOWMAN is the principal of a certified woman-owned
business in dispute resolution, estate planning, civil engineering,
real estate, legal services, strategic development, and training. She is
experienced in dispute resolution, estate planning and administration,
engineering design and forensic analysis, construction/project
management, real estate, small business start-up, employment law,
and nonprofit support. She is a registered professional engineer and
a certified arbitrator and mediator. Mrs. Bowman writes a column
for the PE Reporter, "Risky Business,"and lectures for the Community
College of Allegheny County, Pennsylvania State University,

the Washington County Bar Association, the Pennsylvania Society

of Professional Engineers and National Business Institute. She earned
her BS. degree, in civil engineering, from the University of North Dakota;
her M.B.A. degree from Oklahoma University; and her J.D. degree
from Duquesne University. Mrs. Bowman is involved with the
National Society of Professional Engineers, the American Arbitration
Association, the Institute for Christian Conciliation, the Financial
Industry Regulatory Authority, and the American Bar Association.
She volunteers with the Senior Action Coalition, Legal Aid, Children
and Youth Services, Pregnancy Resource Center of the South Hills,
United Way, Thomas Presbyterian Church, and Interfaith Hospitality
Network of the South Hills.

GREGG R. ZEGARELLI is managing shareholder of the Technology
& Entrepreneurial Ventures Law Group, PC., where he concentrates

in corporate and business transactions, as well as intellectual property.

His representation includes a dynamic mix of public and privately-held
companies; advising on formation and growth strategies; venture
capital; mergers and acquisitions; and licensing of technology

and intellectual property. Mr. Zegarelli has personally negotiated
significant deals with well-known companies, including Coca-Cola,
Disney, General Electric, Intel, Mattel, MGM, Microsoft, Sony and
Xerox. He has given multiple accredited seminars on business and
technology-related issues. Mr. Zegarelli has been interviewed by
local and national media regarding a variety of legal issues, and his
works have been cited in the Pennsylvania Consolidated Statutes
and reprinted in the MacMillan Encyclopedia (Gale Group). He is a
member of the District of Columbia Bar, and the Illinois State and
Pennsylvania bar associations. Mr. Zegarelli has presided for more
than 100 American Arbitration Association arbitration proceedings,
and regularly practices in the federal court. He earned his B.A. degree
from Duquesne University, and his J.D. degree from Duquesne University
School of Law. Mr. Zegarelli is qualified to sit for the CPA. examination
in Pennsylvania.

PlTTSBURGH (Hotel located in Canonsburg)
AUGUST 22

Hilton Garden Inn Pittsburgh Southpointe
1000 Corporate Drive, Canonsburg PA 15317
Phone: 724-743-5000

SCHEDULE
REGISTRATIONTIME ~ 8:30 — 9:00 am
SEMINARTIME ~ 9:00 am — 4:30 pm

Complimentary snacks and refreshments are provided.
Lunch is on your own.

TUITION

$339 for the first registrant

$329 for each additional registrant

Hardship tuition assistance is available. To apply, please call (800) 930-6182.

DIRECTIONS & PARKING
To obtain directions and parking information, please contact the
facility listed.

FREE REFERENCE BOOK

Advanced Business Contract Law

Receive a comprehensive course book, included with your tuition,
which you can take back to your office and use as a reference.

AUDIO RECORDINGS

This seminar will be recorded in its entirety. If you can't attend, you can
still obtain the benefits of the information provided by purchasing the
manual and CD. See the registration form to order.

CANCELLATION
Visit us on the web or call one of our customer service representatives
prior to the live program to learn more about your cancellation options.

THE NBI GUARANTEE

Your satisfaction is our guarantee! If you aren't satisfied with a seminar
or training resource, call or write us and we'll make it right. For shippable
product orders, please return the product within 60 days of the product

receipt and we are happy to refund the product price minus shipping costs.

*Pre-registration is encouraged. If you need to register at the door, you may wish
to call us first to confirm availability and to receive information regarding schedule
or location changes.

VIDEO WEBCASTS

Get your continuing education through streaming audio and video.

Follow along in the reference manual and submit questions electronically
for live responses!

June5  Protecting Assets While Qualifying for Medicaid (63112)
June 12 Revocable Living Trusts From Start to Finish (63114)

June 13 Negotiating Retail and Office Leases:
Key Clauses to Prevent Disputes (63208)

June 19 Military Divorce (63216)

To register, visit us online at www.nbi-sems.com or call 800-930-6182.

TELECONFERENCES

Can't leave the office for an entire day?

You can still get the training you need. No need to leave the office,
relevant topics and convenient 1 to 2 hour sessions are rolled into one.

June 25 Applying the Rules of Evidence:
Hearsay Objections and Exceptions (63217)

June 26 What Estate Planners Need to Know
About LLC Formation (63191)

June 26 Trademark Law Fundamentals (63199)
June 27  Litigating Offshore Oil Rig Accidents (63170)

June 28 A Practical Beginner’s Guide to Land Use Law
in the 21st Century (63183)

To register, visit us online at www.nbi-sems.com or call 800-930-6182.

CDs, DVDs & BOOKS

To order the course recordings and reference materials below, please order
online or call 800-930-6182. For more topics, visit www.nbi-sems.com

Audio CD & Manual

ADVANCED COMMERCIAL LANDLORD-TENANT LAW

© March 2012 - 127 Pages (Product ID: FP59366)

Does the thought of preparing and advising clients on advanced commercial landlord-
tenant issues leave you feeling unsure and overwhelmed? Or are you a well-versed
attorney looking to brush up on some essential skills? Either way, this is the course
for you! With this information packed resource you will learn how to work through
complex problems and be prepared for any situation or complication that may arise
during the lifecycle of a commercial lease. Ensure you can confidently handle tough
questions and scenarios. Order today!

By: Charles E. Bobinis, Joshua M. Farber, Joshua J. Lavring, Jeffrey T. Morris and Gregory H. Teufel.
CD & Manual - $229 Manual - $99

Video DVD & Manual

HELPING YOUR CLIENT BUY OR SELL A SMALL-TO-MEDIUM SIZED BUSINESS
© April 2012 - 262 Pages (Product ID: FP59471)

This program provides detailed instructions on transactional procedures from start to
finish so you can effectively negotiate and structure buy-sell agreements. Minimize
complications and obstacles by identifying critical considerations from both the purchaser's
and seller's perspective. Experienced faculty will share the benefit of their years of
experience so you can pave the way for a straightforward transaction. Order today!
By: Scott M. Hagel, Jason M. Hille and Joe M. Maier.

DVD & Manual - $229 Manual - $99

ON-DEMAND & DOWNLOADABLE COURSES

Get instant access to the course you need and take it when it's convenient for you.
Thousands of recorded courses are J—

! ) ¥ S
available at www.nbi-sems.com. B El &
Just click to purchase, and startand Stop o5 por 0 5 Demand Course Book
the course as your schedule allows. Downloads




Advanced Business Contract Law

[J Can't Attend? Check here to order
the audio CD & course book of
this seminar for $339.

Please add $7.95 for shipping ($14 to AK, Hl or PR).
Shipments to CA, MN, NE, NV, RI, SD, TX, WA and WI
must also include sales tax. Please provide street
address. Allow 2 weeks following program date

Seminar Tuition
$339 — first registrant
$329 — each adt'l registrant

August 22
Pittsburgh, PA 3399

for delivery.
Registration Form (Please photocopy this form for multiple registrants.)
Name Title
NBI Subscription Holder? Enter Subscription # Here* E-mail
Company Name
Co. Size [ [J25 [Je10 [J1-25 ] 26-50 ] 51-100 ] 100+
Address
City State Zip
Phone ( )

Payment Information

=Express Event Registration

Need to register quickly? Use the product code below to complete your
Express Event Registration online or via the phone.

Product ID: 63399

~

J

[] Check enclosed payable to National Business Institute [ _| MasterCard ] visa ] American Express [} Discover
Card No. Exp. Date
Signature

D Please bill me. (If your organization requires a PO. please provide it.)

Can’t Attend?
You can still get the training you need by purchasing the audio CD and course book of this program. See above to order.
Look inside for additional product offerings —

or visit us at nbi-sems.com *What is an NBI Subscription? Call 800-930-6182 to learn more.

NATIONAL
BUSINESS

N B I INSTITUTE

MAILTO: National Business Institute

A Division of NBI, Inc. PHONE: (800) 930-6182

PO. Box 3067 FAX: 715-835-1405

Eau Claire, WI 54702 ONLINE: www.nbi-sems.com

KEY Code: CS

Non-Profit Org.
U.S. Postage
PAID
NBI, Inc.






