Blackboard Consulting
Contract Review
Institutions should review and analyze the contractual relationships that
provide essential services to the campus. Outside vendors and other third
party partners should be evaluated to determine the footprint they leave on
campus, as well as how effectively they support the campus card program
and the institution’s mission.
The result of effective contract assessment is
improved business efficiency, clear understanding
of business needs, and a better student experience.
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Specific Blackboard Deliverables:

Blackboard Contract
Review Service
Helps Clients:
Examine the various
contracts that impact
the performance of the
campus card program.

• Interviews on-site with primary stakeholders
• Review of all service contracts impacting the card program
• Financial impact evaluation
• F inal report of suggested changes and timeline
The final Contract Review Report includes detailed recommendations, strategies, and steps that will help clients maximize the value of their Blackboard
commerce and security management solution. This comprehensive report
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Blackboard has provided many institutions with the guidance to achieve

both short term solutions and long term strategies.

Getting Results:
their operational and long-term goals. Ensure your card program and service
vendor’s long-term success.
For more information about Blackboard Consulting Services, please
contact us at transact@blackboard.com or call 800-528-0465 ext. 2.
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