
AN INTRODUCTION TO
COMMERCIAL
CONTRACT LAW
AND LANGUAGE
15 September 2009 (London)

6 October 2009 (Birmingham)

11 February 2010 (London)

SEMINAR
An essential and very practical one-day seminar to help you to protect your own interests,

to get the best deal, and to resolve difficulties with customers or suppliers.You will:

SAVE £100
when you book & pay by

21 July 2009

• Learn the basic principles of contract law –

using plain English, translating the legal jargon

into terms of everyday business life

• Understand the problems in performance which

may affect your rights or responsibilities under

the contract

• Avoid the pitfalls – ensure you know whether

and when you have a binding contract and how

to avoid unintended liabilities

• Understand the most common terms to be found

in all contracts – and their practical implications

• Understand the contractual issues now arising

as a result of the economic downturn

‘Interesting case law, enjoyable
and well presented’
Darren Kokuciak, Commercial Manager

Abacus Lighting Ltd

contract law & lang 10873  23/6/09  09:48  Page 2



1 Introduction
• Sources of law

• Common law

• Statute law

• The courts

• International, European and English Law

2 Achieving an enforceable agreement
• The four essential ingredients:

i) Intention to create a legally binding agreement

ii) Certainty

iii) Offer and acceptance

iv) Valuable consideration

• Intention to be bound

– do we have a contract?

– on whose terms?

– can advertisements and sales literature be binding?

• Certainty of terms

– the meaning and effects of ‘estimates’, ‘quotations’,

‘reasonable price’, ‘subject to contract’, ‘agreement in

principle’, ‘heads of agreement’, ‘letter of comfort’,

‘letter of intent’, and other typical contract usages

• Offer and acceptance

– or only an ‘invitation to treat’?

– forms of acceptance

– the effects of contradictory sales and purchase forms

• Valuable consideration

– ‘buying’ a promise

– rights of third parties

– reliance and estoppel

• Writing

– desirable, or essential?

3 The terms of the contract
• Express and implied terms

– implied terms – the test of necessity

• Conditions and warranties

– repudiation or damages?

– acceptance

Seminar presenter 
Stephen Ashcroft BEng, MSc (Management), is a business

consultant with Brian Farrington Ltd specialising in the role

of procurement, contract management and commercial

contract negotiation. His previous operational experience

was with the British Aerospace international contracts

department.The detail of commercial contracts including

contract negotiation, the interpretation of contractual

terms, disputes and breaches of contract and contract

management are key areas of his consultancy experience

and expertise. Stephen lectures to a doctorate programme

in engineering, and, for over 12 years has presented to many

managers in purchasing, sales, contracts and project roles,

including the UK Atomic Energy Authority; Standard Life,

Vickers Defence Systems; Home Office, Rolls Royce Naval

Systems; 3Com, Southwark Council, ScottishPower and

many others.

He is co-author of the CIPS course book ‘Contracting for the
Public Sector’.

An introduction to commercial contract law and language 15 Septem

Continuing professional development
Kaplan Hawksmere events satisfy the continuing professional

development requirements of a variety of professional institutions.

We are also a registered member of the CPD Certification Service

that has independently accredited all our courses. Certificates of

attendance will be given to all delegates, so that they may claim

appropriate credits in respect of continuing professional

development requirements. For further information please visit

www.hawksmere.co.uk

Sponsorship opportunities
Are you looking for new ways to promote your company? Kaplan

Hawksmere events are an ideal platform to reach your potential

customers directly.We create tailor-made packages to suit your

company's needs. If you are interested in discussing opportunities

(which could include exhibition space, display space or sponsorship

of an event, cocktail party or lunch) please call Simon Owen on

020 7960 5663 or email simon.owen@hawksmere.co.uk

‘Great introduction/refresher on contract law 
and surrounding issues’

Paul Stuart, Commercial Director, Readers Digest

� For more information call 0845 833 3212

Quality training at upto half-price and much more

Kaplan Hawksmere Membership 

Call 0845 833 3212 
or visit www.hawksmere.co.uk/membership ©
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Kaplan Financial and Hawksmere joined forces in
January 2008. So we can now offer you more courses,

industry specialisms, nationwide locations, discount
schemes and in-company training solutions. 
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ptember 2009 (London) • 6 October 2009 (Birmingham)
11 February 2010 (London)

‘Steve did a good job trying to keep the
potentially dull subject matter interesting’

Alex Nuttall, Commercial Officer, BAE Systems– Aerosystems

• Specific terms, including:

– entire agreement clauses

– quality, fitness, and statutory terms on product liability

– acceptance clauses

– time clauses

– risk and retention of title terms

– payment; letters of credit

– exclusion clauses

– right of audit

– termination clauses

– arbitration and alternative dispute resolution clauses

– choice of law clauses

4 Avoiding the contract
• Mistake

– when and how a mistake affects a contract

• Misrepresentation

– innocent, negligent or fraudulent?

• Duress

– hard bargaining or illegal pressure?

• Frustration

– force majeure and hardship clauses

5 Breach of contract
• Strict liability

– the basic rule

• The remedies

– specific performance

– repudiation

– damages

– problems of assessment

– mitigation

– liquidated damages and penalty clauses

– time limit

N Visit www.hawksmere.co.uk/27723

In-house learning and development solutions
Tailor-made training for your company. If you have a 

group of five or more delegates you could benefit

from our flexible in-house training programmes.

FREE in-house training quotation
For more information and an initial discussion please 

call Gary Mee direct on 020 7960 5616 or e-mail

gary.mee@hawksmere.co.uk

Why you should attend this seminar
Commerce depends on contracts, particularly in the present

economic climate. Every sale of goods or supply of services

involves a contract. Some contracts are so straight forward

there is no need to worry about the law. But any substantial

business deal can immediately raise difficult questions of

legal rights and wrongs. Are you bound, for example, by

what your representative said? Are you quite sure you have

reached agreement on all points? Are the terms clear, and are

they what you wanted? Are you liable if your supplier lets you

down? These are typical issues.Without a clear understanding

of the law, you risk heavy losses.

This programme has therefore been designed to help you deal

with customers or suppliers to avoid exposing your company

to unintended legal risks.This seminar will explain, simply and

clearly, in plain English, the fundamentals of contract law.The

rules are illustrated by reference to many decided cases and

to a wide range of standard sales and purchase forms.

This is a very practical programme and the participants will

undertake relevant case studies – in groups – to ensure the

subject is based in the ‘real life’ of commercial relationships.

It will help to ensure that you are better equipped in the

future to reach clear agreement with customers or suppliers

and thereby avoid potential legal problems. It will also minimise

the risk of you unintentionally committing your organisation

to unforeseen liabilities, improve your performance in your

current role and enhance your career prospects.

Key benefits
1 Learn the basic principles of contract law – using plain

English, translating the legal jargon into terms of everyday

business life

2 Discuss the significance of some of the most common terms

to be found in commercial contracts – highlighting their

practical implications

3 Avoid the pitfalls – ensure you know whether and when you

have a binding contract and how to avoid unintended liabilities

4 Analyse some of the problems in performance which may

affect your rights or responsibilities under the contract –

with particular reference to breach of contract and the

remedies available to you

Who should attend
• Newly-appointed contracts and commercial

executives/managers

• Business development managers

• Sales, purchasing and marketing managers

• Project managers and engineers
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