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In “Business Contracts: Turn Any Business Contract to Your Advantage”, author Laura Plimpton teaches you how to transform a one-sided business contract into a deal that minimizes your legal risks and maximizes your profits. Plimpton, an attorney with over 25 years of contract drafting experience, guides you through the maze of legalese and boilerplate language, once solely the domain of lawyers. The book won’t make you a lawyer, but it will empower you to understand the contracts you sign, negotiate contractual terms with confidence, and know when to hire a lawyer to help you avoid legal minefields.

The author begins with six “secrets” that will protect your company. These are not so much secrets as tools of the trade. For example, Plimpton shows you the proper way to sign a contract to bind the company rather than you as an individual. She also tells you how to avoid being the victim of an unscrupulous con artist who changes a contract after it is signed.

Perhaps the most useful chapter is the chapter in which Plimpton teaches you how to “bulletproof terms for every contract.” She explains 23 common boilerplate terms that should be considered for inclusion in every contract such as assignment, force majeure (acts of God), indemnification, integration (entire agreement), and limits of liability. This is a heavy-duty chapter that may take you a few hours to read. 

Plimpton introduces you to a simple 15-minute strategy for conquering a contract. This involves prioritizing your goals for the contract and relationship, skimming the proposed contract, comparing the contract terms to a checklist, and then negotiating to make sure your goals are met. She alerts you to hidden dangers such as “best efforts” clauses that can favor one party over the other. Plimpton explains that when someone hands you a contract, it is always slanted favor of the drafter. She shows you how to revise a contract clause to benefit your side or to mutually benefit both parties. She also walks you step-by-step through a service contract and sales contract. 

Other chapters tutor you on how to modify a contract already in effect, how to use the “track changes” feature of your word processing system to indicate proposed changes to a contract, and how to modify the 23 bulletproof terms to meet your needs. The book also includes an 80-page appendix with sample bulletproof terms, a checklist for modifying or extending a contract, and sample repair, construction and service agreements. Plimpton explains how to draft purchase orders and independent contract forms. She also includes a pro-buyer and pro-seller service contract. An accompanying CD-Rom includes these contracts as well as checklists for you to follow when you review a contract. 

This book requires you to commit substantial time and effort to learning how to review and draft contracts. That commitment is well worth it if you or your business frequently enters into everyday business contracts. The book will give you the confidence and knowledge to draft documents ranging from sales and supply contracts, independent contractor agreements, and contracts for services such as janitorial services and equipment rental. If you don’t want to read the book, then you should consider delegating it to your employees who do draft contracts.

Jayne Zanglein is an assistant professor of business administration and law at Western Carolina University. As a lawyer, she has reviewed hundreds of contracts. She is currently using Plimpton’s “Business Contracts” book in her senior-level business law class. For previously reviewed books, visit us at our website at www.wcu.edu/cob.

