
n Are you a new user of TPC2005?

n Want to learn more about TPC2005?

n Thinking about letting new term based/order based works?

n Do you want to unlock the full potential of TPC2005?

n Want to learn about TPC2005 in Practice (avoid the 
 jargon and start putting TPC2005 through its paces)?

TPC2005



TPC2005 certainly addresses the role of a contract in delivering 
true partnering.

Our training programme can be tailored to your specifi c needs. 
Usually we can deliver training over one day and this will typically 
cover the following:-

n Choosing your Service Provider – Contractor Selection, 
The Essential Documents, Evaluating Bidders Responses

n The Integrated Team – How integrated are you?

n Why TPC2005?  Application and Uses in Practice

n Overview of TPC2005 – The essentials, clause by clause

n Pricing and Payments

n Open Book Accounting

n Continuous Improvement – Theory and Practice

n Managing Risk on Term Programmes

n Dispute Avoidance – Role Play Scenarios

n Mobilisation of a Term Programme

Cameron Consulting is a specialist consultancy providing 
partnering, procurement and management consultancy services 
to the construction industry.

We have established over £½bn of construction and service 
contracts using the contract forms, PPC2000 and TPC2005. With 
a wealth of practical, hands-on experience, we can provide your 
organisation with fi rst class training and support in using TPC2005.

Our training programmes are highly interactive and innovative. We 
believe that the best form of learning is by doing and so therefore, 
our programmes involve role plays, scenarios and group tasks to 
supplement taught theory.

Cameron Consulting also offers other training programmes including:-

n PPC2000 Contract Overview & Practical Application

n Partnership Development Training

n Developing People in Organisations

‘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:
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