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Contract Law-Formation of Contract

Key Points
After reading this chapter, you will be able to:

< describe the rules of law relating to contractual offers (including invitations

to treat);
< describe the rules of law relating to contractual acceptance;

@ describe the rules of law relating to consideration;
< describe the rules of law relating to contractual intention;
& describe the rules of law relating to contractual capacity.

Infroduction

contracts are agreements, not all agreements are contracts. There
is a particular type of agreement that can be identified by certain characteristics:

OFFER

> AGREEMENT

acceploance

$ CONTRACT
INTENTION

CAPACITY )



Offer

An offer is a proposition put by one person (offeror) to another (offerce) with an

indication that they are willing to be bound by its terms should the other person

accept. The proposition can be made orally, in writing or by conduct, and made
to a specific individual, group or the world at large. To be regarded as an offer it
must be clear, precisc and capable of acceptance as it stands (Harvey v. Facey

[1893]; Gibson v. Manchester C.C. [1979]).

Invitations to treat
et e

An invitation to treat is a proposition indicating a willingness to consider offers \

made by others or to enter into negotiations. It is important to distinguish

between offers and invitations to treat, as while an offer is binding once

accepted, an Invitation to treat is not. However, this is not always an easy

distinction to make, as some propositions commonly regarded as offers are, in

legal terms, only invitations to treat. Two common forms of invitation to treat

are: AL

o displays of goods for sale, either in-store (Pharmaceutical Society of Great
Britain v. Boots Cash Chemists (Southern) Ltd [1952]) or in a shop window
(Fisher v. Bell [1961]). The shop is not offering to sell the goods but is
inviting customers to make offers to buy;,

o Advertisements (Partridge v. Crittenden [1968]). Again, the general position
is that the advertiser is not offering to sell but is inviting offers to buy.
However, an advertisement may be regarded as an offer where it forms the

basis of a unilateral contract (see below).

Once an offer has been made it will either be accepted or terminated. No offer
remains open indefinitely.

Termination of offer

Revocation. An offer may be revoked at any time prior to acceptance, even
where stated to be open for a certain period of time (Payne v. Cave [1789]). A
promise to keep the offer open for a certain period is not binding unless
supported by consideration, i.e. it is an option purchased under a separate
contract (Routledge v. Grant [1828]). For revocation to be effective, it must be
communicated to the offerec. We should note that the postal rule (see below)



does not apply to letters of revocation (Byrne & Co v. Leon Van Tienhoven & Co
[1880]). However, communication does not have to be made by the offeror
himself-eommunication via a reliable third party is effective (Dickinson v.
Dodds [1876]).

Rejection. Rejection by the offeree immediately terminates the offer (Hyde v.
Wrench [1840]). This includes not only straightforward refusals, but also
counter-offers. These are responses that scck to vary or amend the original offer
and, thercfore, reject it and establish a new offer in its place. However, it is
important to distinguish counter-offers from mere enquiries or requests for
further information (c.g. whether payment on credit terms is available). These
sorts of enquiries do not terminate the offer (Stevenson, Jacques & Co v.
McLean [1880]).

lapse of time. Where the offer is stated to be open for a certain period of time, it
will lapse once that time has expired. Where no time limit for acceptance is
specified, the offer will lapse after a reasonable time (Ramsgate Victoria Hotel
Co v. Montefiore [1866]).

Failure of condition. Where the offer is made suoject to a condition, then it will
lapse if that condition is not fulfilled (Financings Ltd v. Stimson [1962)).

Death of one of the parties. Death of the offeree terminates the offer. Death of
the offeror will terminate the offer where the offeree has notice of the death prior
to acceptance (Re Whelan [1897]). However, where the offeree is unaware of the
death, the offer will only be terminated where the contract could not be fulfilled
by the offeror's personal representatives (e.g. where it is one for personal

services) (Bradbury v. Morgan [1862]).

Acceptance J~

-

The general rule is that acceptance must exactly match the terms of the offer. As
has been seen, a response that seeks to vary or amend the terms of the offer is a
counter-offer, not an acceptance. Generally, to be effective, acceptance must be
communicated to the offeror, i.e. actuaily brought to lus attention (Entores Ltd v.
Miles Far East Corporation [1955]). Where the offer specifies a particular
method of communication, acceptance is only effective if this method is used.
Where the offer indicates a preferred (but not compulsory) method, then
communication by any method which is at least as advantageous to the offeror
will be effective (Tinn v. Hoffman & Co [1873]); Manchester Diccesan Council
Jor Education v. Commercial and Genera al Investments Ltd [1969]).




The postal rule

The postal rule is the one significant exception to this general rule regarding

communication of acceptance. Acceptance by post is cffective (and thecrefore

binding) as soon as it is posted (Adams v. Lindsell [1818]) cven where the letter

is delayed or lost in the post (Houschold Fire and Carriage Accident Insurance

Co v. Grant [1879]) provided it was capable of delivery (i.c. correctly addressed

arid stamped) (Re London and Northern Bank, ex p. Jones (1900)). However, the

rule will only apply where:

o postal acceptance is specificd by the offeror; or

o postal communication is rcasonable in the circumstances.

Furthermore, the offeror can exclude the rule by stating in the offer that postal
acceptance will only be effective upon receipt (Holwell Securities Ltd v. Hughes
(1974)). The postal rule also applies to analogous forms of non-instantaneous
communication (e.g. cables and inland telemessages). but not to written
communication transmitted instantaneously (e.g. telex and fax) (Brinkibon Ltd v.
Stahag Stahl GmbH (1983)). This emphasises that it is the delay between
despatch and receipt which is relevant, not the written nature of the
communication. The position regarding e-commerce is yet to be determined.

Uncertainty

There may be rare cases where the parties believe they have reached agreement
but the courts decide that it is too vague or uncertain to be enforced (Scammel]
(G) and Nephew Ltd v. Quston [1941]). However, the courts attempt to remove
apparent uncertainty by reference to previous dealings between the parties and to

relevant commercizal custom and practice (Hillas & Co Ltd v. Arcos Ltd (1932,

Consideration

As noted above, an agreement must be supported by consideration if it is to be a

contract. Consideration transforms the agreement into a bargain; It is what one

person does (executed consideration) or promises to do (executory

consideration) in return for the act or promise of the other.

There are four main rules regarding consideration:

e It must be either a detriment to the promisee or a benefit to the promisor
(though usually it is both). incurred by the promisee at the promisor's
request, e.g. A agrees to sell his car to B for £1000. A's consideration for B's



promise to pay £1000 is his promise to transfer ownership of the car. This is
a detriment to A (he no longer owns the car) and also a benefit to B (who

now owns the car).

o Consideration must move from the promisee but need not move to the
promisor (Tweddle v. Atkinson (1861)), e.g. A's promise to give C £100 1s
valid consideration for B's promise to do the same. The consideration (£100)
moves from the promisee (A) at me request of the promisor (B). The fact
that it moves to C rather than B is irrelevant. Therefore A can enforce B's
promise and vice versa. In the past, C could not enforce either promise as he
was not a party to the bargain-under the doctrine of privity of contract, a
person who was not a party to the contract could not accrue rights or incur
obligations under it. This was sometimes explained by saying that C was a
stranger to the consideration. However, following the Contracts (Rights of
Third Parties) Act 1999, section 1, a third party will be able to bring a

claim where:
o the coniract expressly provides for this; or
e the contract purports to confer a benefit on him (unless It IS clear from

the contract that the parties did not intend it to be enforceable by the

third party).

o Consideration must be sufficient bul need not be adequate. "Sufficient
means something of value, however small or trivial. There is no requirement
it be of equal value to that which is being given in return. The law 1S
generally only concerned with the existence of the bargain, not its quality
(Thomas v. Thomas [1 842]; Chappell & Co Ltd v. Nestle Co Ltd [1960)).

o Consideration must not be past-past consideration is no consideration
(Roscorla v. Thomas [1842]; Re McArdle [1951)), e.g. A cleans B's
windows and B later promises to pay A £10 for doing so. A cannot enforce

B's promise to pay because his consideration (the window cleaning) was

already past when B made the promise.

There are two difficult areas regarding consideration:

e Can performance of an existing duty be valid consideration for a later
agreement? This depends on the origin of the existing duty.

e Where the duty is one imposed by the general law, performance of that
duty can only be valid consideration where performance exceeds that
required by law. It is this additional element that forms the consideration

for the later agreement (Collins v. Godefroy [1831]; Glasbrook Bras Ltd

v. Glamorgan c.c. [1925)).



(-]

Where the duty 1s imposed by
performance of that duty will again be valid consideration for the later
agreement where it exceeds that required by the earlier one (Stilk
Myrick [1809]; Hartley v. Ponsonby [1857)). However, it has been helq
that merc re-affirmation of an earlier promise may be valid
consideration where the re-affirmation is a benefit to the promisee,
provided the later agreement was not the result of fraud or economic
duress ([¥i/liams v. Roffey Bros & Nicholls (Contractors) Ltd [1991)).

where the duty 1s imposed by an earlier contract with a different party,

performance of that duty may be valid consideration for a later

an earlier contract with the same party

agreement
(Scotson v. Pegg [1861];, New Zealand Shipping Co LId v. A M

Satterthwaite & Co Lld (The Eurymedon) [1975]).

 Can a promise to pay part of a debt be valid consideration for a promise to
release from the remainder? Under the rule in Pinnel's Case [1602] this is
not valid consideration. However, there are a number of exceptions.

Part-paymet.It at the creditor's request before the date the debt is due is
valid consideration. The early payment provides additional and fresh

consideration.
Part-payment at the creditor's request at a different place is similarly

valid.
Part-payment at the creditor's request together with some goods, or

settlement by goods alone is similarly valid.

The rule does not apply where the amount is disputed. The consideration
i$ the risk of paying more than is in fact due.

The rule does not apply where the smaller sum is paid by a third party.
To allow the creditor to go back on his promise would be a fraud on that
third party (Hirachand Punamchand v. Temple [1911]).

The rule does not apply where the debtor has entered into a composition
agreement with his creditors. Under this, all creditors agree to accept a
dividend (so much in the £) in full settlement of their claims. Again, to
allow one creditor to go back on this agreement would amount to a fraud
on the others (Wood v. Robarts [1818]).

Promissory estoppel

Despite these limitations on the rule in Pinnel's Case, there may still be



circumstances where the common law rule applies yet it would be unjust to
allow the creditor to go back on his promise. In such circumstances, the debtor
may be able to rely on the equitable doctrine of promissory estoppel: where the
debtor has acted in reliance on the creditor's promise, the court may
exercise its discretion to estop (prevent) the creditor going back on that
promise even though the debtor has provided no consideration (Central
London Property Trust Lld v. High Trees House Ltd [1947]).

Unilateral contracts

As indicated above, slightly different rules regarding offer, acceptance and
consideration apply in relation to unilateral contracts. A unilateral contract arises
where one p;rty has made a conditional offer-for example, an offer of reward. If
A offers a £50 reward to anyonc who finds and returns his lost dog (the
condition), then he is bound to pay that reward to anyone

regarded as invitations to treat, an advertisement of reward will usually be held
to be a conditional offer (Carlill v. Carbolic Smoke Ball Co [1893]). However,

unilateral contracts are rare, and largely limited to contracts of reward and
analogous circumstances.

Once a conditional offer has been made, acceptance is effective (in that the offer’
cannot be revoked) as soon as' someone begins to perform the condition (£rring
ton v. Errington and Woods [1952]), and the offeror 1s held to have waived the
requirement of communication (Carlill). However, the offeror will be released

from his obligations if performance of the condition 1s begun but not completed.

While partial performance is sufficient acceptance to prevent revocation, only

full performance will amount to consideration.

Intention

For the bargain to be a contract, the parties must have intended it to give rise to
lepal obligations. In deciding this, the courts are guided by two presﬁmptions :

e Social and domestic agreements-here no contractual intention 1s
presumed (e.g. agreements between husband and wife-Balfour wv.
Balfour [1919]). However, this presumption may be rebutted by clear
evidence to the contrary (e.g. where the husband and wife have
scparated-Merritt v. Merritt [19 0)).



¢ Business and commercial agreements-here a contractual intention 18
presumed. though this may again be rebutted by clear evidence to the
contrary (c.g. through the usc of honour clauses-Rose & Frank Co v. J R

Crampron & Bras Ltd [1923]).

Capacity
The parties must have the lcgal capacity to enter into contractual relations. While
most pcople have full contractual capacity, the law places restrictions on the

capacity of certain groups to protect them from exploitation.
The mentally disordered. Where a person, at the time of making a contract, g

suffering from a mental disorder that prevents them understanding the nature o
significance of the arrangement, then he may subscquently avoid the contract
provided the other party was or ought to have been aware of the disorder at the
time the contract was made (Molton v. Camroux [1848]). This applies to a]|
contracts except contracts for necessary services (Re Rhodes [1890]) and goods
(Sale of Goods Act 1979, scction 3), where the disordered party may be

required to pay a reasonable price for them. A reasonable price is not necessarily
the same as the contract price, thus still providing protection against

exploitation.
Drunkards. Drunkards are given the same protection and are in the same
position as the mentally disordered (Gore v. Gibson [1845]; Sale of Goods Act

1979, section 3).
Minors. Minors’ (those under 18) contracts fall into three categories:
o Valid. A minor is bound by contracts for necessary services (Chapple v.
Cooper [1844]) and goods (Nash v. Inman [1908]; Sale of Goods Act
1979, section 3) to pay a reasonable price for them. "Necessaries" are
goods and services that are suitable both to the condition in life of the
minor and his actual requirements at the time the contract was made,
Therefore, a minor will only be bound where the contract is for goods or
services that not only might be regarded as necessary (given his status
and lifestyle) but also that he actually needed at the time. A minor is also
bound by beneficial contracts of employment (Doyle.v. White City
Stadium [1935]], e.g. contracts of apprenticeship..
e Voidable. A minor can subsequently avoid contracts concerning
interests i land (e.g. a lease], contracts to purchase shares or contracts

of partnership.



s Void. These are contracts which can neither be enforced by the minor
nor enforced against him, and include contracts for non-necessary goods
and services and contracts of loan. The position here is regulated by the
Minors' Contracts Act 1987:

e any guarantee of a loan made by an adult guarantor can be enforced
notwithstanding that the contract of loan itself is void (section 2).

s the courts may order the rcturn of non-necessary goods or any
identifiable proceeds of their sale (section 3).

Revision Notes

You should now write your revision notes for Contract Formation. Here is an
example for you and some suggested headings:

Formation ©-Intention

e ptys must have intended to create legal relations

e  two presumptions:

e social/ domestic-not binding (Balfour v. Balfour) unless evidence to
contrary (Merritt v. Merrilt)

e business/commercial-binding unless evidence to contrary (c.g. honour
clauses-Rose & Frank v. Crompton)

Formation®-Offers
Formation®@-Invitations to Treat
Formation®- Termination of Offer
Formation®-Acceptance
Formation®-Postal Rule
Formation®-Uncertainty
Formation@-Consideration
Formation®-Unilateral Contracts
Formation®@-Intention
Formation@-Capacity



21|Contract Law - Terms of the Contract

Key Points
After reading this chapter, you will be able to:

@"describe contractual terms by status.
« describe contractual terms by origin;

It is the terms )f the contract that define the rights and duties of the parties to it.
These may be classified in two ways:

o By status-this creates three categories:
conditions-the most significant or important terms: they define the principal
rights and duties of the parties, and are central to or lie at the heart of the
contract;

o warranties-the less significant or minor terms: they identify the
secondary rights and duties of the parties, and lie at the periphery of
the contract;

e innominate terms-terms whose status or importance is unclear and
that can only be decided in light of the consequences of the term being
breached.

e By origin-this creates two categories:

° express terms-terms expressly stated by the parties themselves:

e implied terms-terms implied into the contract by law, either common
law or statute. At common law, the courts are reluctant to interfere in
the nature of the contract as decided by the parties. Therefore, they
will only imply a term where it is both reasonable and obvious and
necessary to give business cfficacy or make commercial sense of the
contract (The Moorcock [1889]; Liverpool C.C. v. Irwin [1977]). The
most obvious source of such implied terms is commercial custom and
practice (Hutton v. Warren [1836]). Regarding statute, a number of
Acts of Parliament imply terms into contracts, e.g. the Sale of Goods
Act 1979 and the Supply of Goods and Scrvices Act 1982.



Revision Notes
vou should now write your revision notes for Terms of the Contract. Here is ap

example for you and some suggested headings:

-
Terms®-Status
o conditions-central or primary obligations

o warranties-peripheral or secondary obligations
o innominate terms-status unclear-determined by consequences of breach

Terms®-Status
Terms@-Origin (express and implied)

- Using your cards, you should now be able to write a short paragraph in response

. to each of the following questions:
|.Explain the distinction between conditions, warranties and innominate terms.

2 Explain the difference between express and implied terms.



23|Contract Law-Remedies for Breach of
Contract

Key Points

After reading this chapter, you will be able to:

<" describe damages;
@ describe specific performance:
= describe injunctions.

At common law, the only remedy is damages. In exceptional circumstances, the
equitable remedies of specific performance and injunction may be available.

Damages

The aim of damages (financial compensation) is to put the injured party, as far as
possible, in their anticipated post-contractual position (Robinson v. Harman
[1848]). Put another way, damages are intended to compensate the injured party
for any loss suffered as a result of the breach of contract. A claim for damages

may take two forms:

Liquidated damages

Thus is where the parties have provided for compensation in the contract itself by
specifying the amount to be paid or formula for working it out (e.g. cancellation
charges in a package holiday contract). These clauses are valid provided they are
a genuine attempt to pre-estimate the likely loss.

However, a dominant party may mi5-use these clauses to introduce penaltics
into the contract to ensure performance by the weaker party. If the courts decide
it is a penalty clause, it will be struck out and the claim treated as one for
unliquidated damages (see below), The courts will regard it as a penalty clause
where (Dunlop Pneumatic Tyre Co Ltdv. New Garage & Motor Co Ltd [1915]):
o the sum specified is clearly greater than any conceivable or likely loss;



e breach is a failure to pay sums due and the damages specified exceed that
sum;

e same sum is specificd for a number of breaches, some of which are trivial
and some serious.

Unliquidated damages

Where there is no liquidated damages clause, the claim will be for unliquidated
damages and assessed according to principles established in Hadley v.
Baxendale [1854] (confirmed in The Heron I [1969]). The injured party may
recover damages for:

o Josses that arc a natural consequencce of the breach (including any
consequential loss);

o losscs that; though not a natural consequence of the breach, were either
known or ought to have been known to be a possibility by both parties at the
time the contract was made.

Two further points should be noted:

o Speculation. The fact that the loss may be difficult to quantify is no bar to
recovery. The court may engage in a degree of speculation in estimating the
lass (Chaplin v. Hicks [1911]).

« Mitigation. The injured party must take reasonable steps to mitigate their
loss. They cannot recover for loss due an unreasonable failure to mitigate
(British Westinghouse Electric & Manufacturing Co Ltd v. Underground

Electric Railways Co of London Ltd [1912]).

Specific performance

This is a court order instructing the party in breach to perform their contractual
obligations. As with all equitable remedies, specific performance isidiscretionary
and (with the exception of contracts concerning interests in land) is rarely

awarded. It will not be awarded where:

» damages are an adequate remedy, e.g. in a contract for the sale of goods,
specific performance will not be awarded unless the goods are unique
(Cohen v. Roche [1927]);

e the contract lacks mutuality, 1.e. where the remedy would not be
available to both parties (e.g. contracts with minors) (Flight v. Bolland
[1828));

the order would require constant supervision (Ryan v. Murual Tontine



Westminster Chambers Association [18931);
s the contract 1s onc for personal services (Rigby v. Connol [1880]).
Where an application for specific performance is refused, the court may award
damages in lieu.

Injunctions

A prohibitory injunction may be granted to prevent brecach of an express
negative contractual obligation (e.g. a valid restraint of trade clause) (Lumley v.
Wagner [1852]; Warner Bros Pictures Inc v. Nelson [1937]). However, this will
not be done where the consequence would be to compel performance of other
positive obligations for which specific performance would be unobtainable
(Page One Records v. Britton [1967]). Again, the court may award damages in
lieu where an injunction 1is refused.

Revision Notes

You should now write your revision notes for Remedies. Here is an example for
you and some suggested headings:

Remedies@-Injunctions

o prohibitory to prevent breach of express -ve obligation (Lumley v.
Wagner, Warner Bros v. Nelson)

e not if effect to compel performance of other +ve obligations (Page One
Records v. Britton)

Remedies@-Unliquidated Damages
Remedies®-Specific Performance
Remedies@-Injunctions

RemediesM-T.iquidated Damages

Using your cards, you should now be able to write a short paragraph in response
to each of the following questions:

Explain the rules of law relating to the following:

1.Liquidated damages.
2.Unliquidated damages.



lgz Consumer Protection-Enforcement,
Sanctions and Remedies

Key Points
After reading this chapter, yéu will be able to:

@ describe the enforcement of criminal law provisions for consumer
| protection; -

@ describe the informal approaches available to a dissatisfied consumer;

@ describe the sources of advice on consumer rights;

<-describe the appropriate forms of ADR,;

@ describe the formal procedures in bringing a civil claim

Enforcement of criminal law provisions

The responsibility for the enforcement of criminal provisions relating to trade

escriptions, pricing and product safety falls to local authorities. This is carried
out by Trading Standards and Environmental Health departments. They carry out
their own investigations and inspections and also act in response to complaints
from consumers. Where necessary, they instigatc prosecutions and liaise with
the Department of Trade and Industry to avoid unnecessary duplication (e.g.
multiple prosecutions of a national retail chain for the same offence). The
sanctions available are fines and imprisonment, e.g. regarding trade descriptions
offences, the maximum penalty for each summary conviction .is £5000.
Following conviction on indictment, the maximum penalty is an unlimited fine

and/or up to two years imprisonment. However, the Divisional Court has stated
that prison terms should normally be reserved for cases involving dishonesty (R.

v. Haesler [1973]).

Iinformal solutions for the dissatisfied consumer

The cbvious thing for a dissatisfied consumer to do is approach the supplier of
the goods or services to seek a remedy. In most instaaces, this will be successtul,



I f nowever. 1t 1s not. the conciimer shmiiid - . )
If, however, > oL e consumer should consider taking the matter further

within that organisation-for example, by contacting the head office or customer
services department. Where an informal approach proves unsuccessful, the
consumer will need to take further action involving the intervention of a third

party.

Sources of advice on consumer rights

The consumer may nced advice on their rights and how to enforce them. The
various sources of legal advice arc discussed in detail in Chapter 9. Some of
these will not only provide advice but will also assist the consumer in enforcing
their rights. The internet is also becoming a very uscful source of general advice
on consumer rights and a number of website addresses are listed at the end of

this chapter.

Appropriate forms of ADR

It may be necessary for the consumer to undertake formal or semi-formaj
proceedings to enforce their rights. The various forms of ADR are discussed ip

detail in Chapter 7. Among the most relevant to consumers are:
o conciliation and arbitration through Trade Associations;
e ombudsmen schemes; '
e utility regulators.

Taking formal action through the civil courts

The consumer may have ultimately to pursue a formal claim through the courts.
e.g. for breach of contract or negligence (defective goods or services) or
misrepresentation (false trade descriptions). Most consumer claims will fall
within the limit of the small claims track. Details of this and other civil court
procedures can be found in Chapter 6. If successful, the most usual remedy is
damages (financial compensation)-for the principles regarding the assessment of

damages, see Chapter 23).

Revision Notes

You should now write your revision notes for Enforcement, Sanctions and



Remedies. Here is an example for you and some suggested headings. You
should also cross-reference this topic with relevant notes from other chapters
(e.g. sources of advice, ADR, etc.):

ESR®@-Informal Solutions:

e approach supplier

¢ usually successful-if not:

s take higher (e.g. head office, customer services)-if not:
Le take further-need advice? Third party intervention?
ESRO®-Criminal Enforcement
ESR®-Informal Solutions
ESR®-Advice on Consumer Rights
ESR®-Appropriate ADR
ESR®-Court Action & Remedies

Using your cards, you should now construct a flow chart showing a dissatisfied
consumer's progress from complaint to resolution, including all stages and
options along the way.

Useful Websites

& www.lawrights.co.uk

& www.oft.gov.uk

© www.tradingstandards.gov.uk

& www.adviceguide.org.uk

2 www.justask.org.uk

Lok

&The various ombudsmen schemes may be accessed via www.bioa.org.uk
&The public utility regulators may be accessed via WWW.0pen.gov.uk
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1.Contract
2.Enforceable
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4.Offer
5.Acceptance
6.Consideration
/.Intention
8.Capacity
9.Invitation to treat

10.Laps of time
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14 .Promise to pay
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1.Vitiating factors
2.Restitution
3.Rescission
4.Duress

5.Undue influence
6.1llegality

7.Reckless

8.ldentity
5.Corruption
10.Recoverable

11.Crime

12.Tort
13.Quasi contract

14 . Mistake

15.Misrepresentation

16.Fraudulent
17 .Negligent
18.Innocent
19.Parties
20.Immorality
21.Gaming

22 Wagering

23.0bjective

24.Manner of

Performance
25.Consumed

26.Good faith
27 Affirmation

28 Violence
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1.Statute

2 .Condition
3.Duties
4.lnnominate
5.Periphery
6.Express terms
7.Implied terms
8.Secondary
9.Mirror
10.Warranties
11.Principai

12.Lie

13.Significant
14.Reasonable
15.0bvious
16.Reluctant
17.Interfere
18.Custom
19.Efficacy
20.5ense
21.Necessary
22.Consequence
23.Breach

24.0bligation
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1.Discharge of
contract

2.Performance
3.Perform
4.Exactly
5.Entirely
6.Forfeit
7.Harshly
8.Severable
9.Choice
10.Genuine
11.As equiralent
12 Benefit

13 .Agreement

14 Liable

15.Bar
16.Reduction

17.Frustration
18.Failure to

performe
19.Fault

20.Unforeseen

21.Liability is strict

.
N

2 Insurance
23 .Release
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ustrating

M
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5.Mere breach

NI

26.Expense
27 Valuable

28 Anticipate




VA EE el
AL Core
STy

QA el
AATTE) sTre
AL} 560
ALVTY
Wianetimmbc 1 )
B aakeala:

b\ <o) e
A i
AT € epe
aul

QLo



1.Remedies
damage
2 .Equitable

3.Injunction
4,Availéible
5.Injured
6.Anticipate
/.Position
8.Claim

9 Suffer loss

10.Liquidated
damages
11.Likely loss

12.Clauses

13.Penaltie
14.Mis- use

15.Ensure

16.Weaker
17.Stvick out
18.Unliquidate
19.Establish
20.Including

21.Possibility

22.Speculation
23.Mitigation

24 Engage
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25.Reasonable
26.Mitigate
27.Unique
28.Interests
29.Goods

30.Adequate

31.Specific

Al’m@nlﬂ\ﬂiﬁ

perrormadnce

32.Supervision
33.Constant

34 Lieu

35.Restrain of
trade

36.Mutuality
37.Application
38.Natural
39.Dominate

4().assess
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1.Consumer
2.Limitation
3.Freedom
4.Sale

S.Supplg
6.Developments
7. Took place
3.Great
S.Expansion
10.Significant
11.Regulation
12.Laissez- faire
13.Free trade

14.Individual

15.Bargains
16.Notion
17.Assume
18.Skill
19.Acumen
20.Consequences
21.Ineptitude
22.Intervene

23 .Negotiations
24 Equality
25.Bargaining
26.Dominance
27.Consistent

28.Realities
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29.Emerging
30.Industrial

- 31.Capitalist

- 32.0ut date
33.Multinational
34.Fiction
35.5trength
36Nulnerable
37.Unfair

- 38.Exploitation
39.Intervention
40.Represented
41 Steady

47 Retreat

43 Orderly
44 .Absolute
45.Acknowledge
46 .Vitiate
47 .Unde influence
48.0peration
49 Employees

CD

Jenant

i

51.Fair trading

Ry

52.Monopolies

53.Merger

54 Legislation

55.Entering

56.Accurate
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1.Exclusion clauses
2 .Limit liability
3.Judicial
4.Incorporation
5.incorporate
6.Construction

7 .Effective
s.Contra

D

nroferentem

9.Doubt

Vo

10.Ambiguity

11.benefit

12 Comprehensively

13.Failing

14 . Fulfil
15.Prohibit

16.Enactment

17.Prohibition

18

(‘O

L Attem '{3

-

19.Limit

20.Exclude
21 Contractual
22 Tortuous

23 .Personal
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24.injury
25.Negligence
26.Non-consumer

27.Hire

- 28.Provide

29.Contemplation
30.Dealing
31.Introduce
32.Requirements
33.Plain
34.Intelligible
35.Favourable
36.Qualifying

bodies

37.Utility
38.Regulator
39.Complains
40.Investigation
41.0btain

42 .Undertaking
43 Appropriate

44 Indicative

45 Schedule
46.Non-exhaustive
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.1,Tortucus
2.0ffences

- 3.Local authority
© 4.Avoid

| L_ S.Annexed
6.Statements
/.Request
8.Circular
9.Recklessly
~10.Defence

11.Disclaime

13.Charge
14 Took

15.Precautions
16.Due
17.Defendant
18.Relying on
19.Requirement
20.0mission
21.Code of practice
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27 .Death

28.Compliance
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1.Informal

2.Advice

. 3.Local authorities

- 4.Inspection
;S.Prosecutions
6.Regulator

7. formal claim through
d.Sanction

9.Fine
10.Imprisonment

11.Conviction

17 InAdirtrmaond
AL I LiLiIcCiiL

13.Solution

14 .Obvious

15.Approach the
16.Services to seek
17.Intervention
18.Third party
19.Becoming
20.Undertake
21.Semi-formal
22.Detail

23 .Conciliation

24 Arbitration

25.Association
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