
n Are you a new user of PPC2000?

n Want to learn more about PPC2000?

n Do you want to unlock the full potential of PPC2000?

n Want to learn about PPC2000 in Practice 
 (avoid the jargon and start putting PPC2000 through its paces)?

PPC2000



‘An effective contract can play 

a central role in partnering. 

It sets out the common and 

agreed rules; it helps defi ne 

the goals and how to achieve 

them; it states the agreed 

mechanism for managing 

the risks and the rewards; it 

lays down the guidelines for 

resolving disputes…Creating a 

contract that can accommodate 

those aspirations is clearly of 

paramount importance in the 

development of partnering.’

In the CIC Guide (2002), Latham said:

Tel: 01732 897766  
Fax: 01732 523404
Email: info@cameron-consulting.co.uk  
Web: www.cameron-consulting.co.uk

Our training programme can be tailored to your specifi c needs and would 
typically include the following:-

All Training Modules will combine a series of ‘Taught Theory’ and 
‘Practical Application’ of using PPC2000. 

The objectives of the Training Programme are:-

1. To raise awareness of PPC2000
2. To provide a Taught programme to lay the foundation for managing 

projects using PPC2000
3. To build confi dence in using PPC2000 through practical application of 

the contract
4. To understand PPC2000 and to further, maximise the benefi ts of using 

this contract over other forms of building contract.

All Training Modules are appropriate for any member of the Partnering 
Team and those engaged on partnering projects using PPC2000. 
This may include:-

1. Clients
2. Consultants - Architects, Cost Consultants, Surveyors, Specialists and 

Client Representatives
3. Contractors - Main Constructors, Sub-Contractors and Specialists
4. Supply Chain Partners - Suppliers, Merchants, Manufacturers
5. Stakeholders - End Users

1. Processes
2. Project Brief & Partnering Timetable
3. Project Partnering Agreement
4. Design Development
5. Commencement Agreement
6. Post Project Review

1. Developing the AMP
2. Open Book Accounting
3. Pricing Risk
4. Overheads & Profi t
5. Site Based Preliminaries
6. Payments

Module 1
Introduction to PPC2000

Module 2
Cost Management 
Under PPC2000

1. Role of the Client Representative
2. The Partnering Adviser
3. Client Duties
4. Constructor Role
5. Meetings
6. Contract Administration

Module 3
Managing Projects 
Under PPC2000

1. Developing the Supply Chain
2. Dispute Resolution
3. Risk Management
4. Team Building
5. Core Group Meetings
6. Continuous Improvement

Module 4
Integrating the Team


