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About this study book
The tutor2u AQA A-Level Law study book provides a comprehensive set of essential study notes on the Law  
of Contract which is assessed in Paper 3 of the AQA Law A-Level exam series.

We've broken down each section into:
 • Specification links; Exam reference and topic content
 • Complete, concise notes on each topic including relevant statutes, case law and examples
 • Exam gold – advice from experienced examiners about common student misconceptions and what 
  to focus on in your revision
 • Theory links – linking substantive topics to overarching legal theory
 • Key terms glossaries – consolidating each chapter with a definition of the important topic terminology 
 • Case summary tables – summarising each chapter with a quick reference review of the key cases 
  with topic links and legal significance of each case

Make this study book your own. Highlight and annotate key points. Add your own comments and examples
to make the notes invaluable for your exam revision.
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ESSENTIAL REQUIREMENTS OF A CONTRACT

Topic introduction 
The law of contract is a civil area of law which regulates the creation and performance of contractual obligations 
between two private parties. As an area of civil law, the parties are referred to as the defendant and claimant. The 
claimant is the individual starting the claim, the defendant is the party against whom the claim is made. Trials for 
contract law cases will be heard in the County Court or High Court. Any subsequent appeals may be held in the Queens 
Bench Division of the High Court, the Civil division of the Court of Appeal, and further appeal can be made to the 
Supreme Court if the case contains a point of general public importance. 

A contract is a voluntary agreement between two parties, based upon the exchange of promises or actions, that is 
enforceable by law. The contractual relationship between the two parties is recognised and regulated by a wide body 
of legal principles. Whilst the law of contract largely originated within the common law, there are now significant 
aspects that are subject to statutory law. The law of contract is vast, the nature of a contract is broad, and the law 
remains deliberately non-prescriptive, where possible. Contract law is an interesting area of law that continues to grow 
and develop in relation to the changing world of business and commerce. The development of technology has had a 
significant impact upon this area of law. 

As distinct to the criminal law, the law of contract is not concerned with punishment but rather the law of contract 
aims to ensure that contracting parties retain freedom of contract, and enter into contractual negotiations as equal 
parties, protected by the legal landscape. The balance between freedom of contract, the ability to enter into contracts 
according to your own agreed terms, and the need to protect smaller parties against larger corporate organisations is 
evidenced throughout the development of law in this area. The law has developed principles that determine when a 
legally enforceable contract is present, law then dictates whether terms of a contract are enforceable.

7162/3A – The Law of Contract AND the Nature of Law and the English legal system (Paper 3)
The essential requirements of a contract (contract formation) is a substantive topic that appears in paper 3 of the 
AQA Law A-Level exam series. 75 marks out of 100 are allocated to substantive law topics in this paper. You will  
be required to accurately explain and apply the essential requirements of a contract. 

• Offer and acceptance.

• Consideration

• Intention to create legal relations

• Privity of contract

Exam 
Reference:
Exam 
Reference:

Topic 
Content:
Topic 
Content:

Theory link
Analysis and evaluation of the voluntary nature of a contract and of the principles governing contract law.

Essential requirements of a contract
This topic is often known as formation of contract and outlines the elements that must be proved in order to establish 
an agreement that is enforceable by law (a contract). It is really important to determine which agreements are regarded 
as contracts, and which fall outside of this legal protection. Many legal disputes will concern whether there is in fact a 
contract present, or more specifically at which point in a course of negotiations a contract is formed, and thus enforceable. 

To establish that a contract is present, and thus, legally enforceable three elements must be proved:
 1 An agreement between the two parties, established by an offer and subsequent acceptance
 2 Both parties must provide consideration
 3 Both parties must clearly have intention to create legal relations  
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If one of these elements cannot be proved, the two parties involved may have an agreement, but not one that the 
courts will seek to enforce. If a contract is proved, the point of contractual formation is clearly established, this means 
that from this moment onwards both parties are legally obliged to perform the contractual obligations that have been 
stipulated in the agreement. Failure to do so, may result in the alternate party commencing legal proceedings and 
seeking compensation in the form of damages, or some other appropriate remedy. 

These three elements are further evidence of the continued existence of freedom of contract for contractual parties, 
the elements required to establish formation do not dictate the content of the contractual terms, but rather ensure 
fairness and clarity when entering into contractual terms.

It is important to note that the essential requirements of a contract do not require that the contract be evidenced in 
writing. Whilst for formal contracts it is commonplace to formalise in writing, so the contractual terms can be clearly 
established, this is not a mandatory requirement. Verbal agreements can equally form legally binding contracts, 
provided the three key elements are proved. There is one exception here, the sale of land and property must be 
evidenced in writing, however these contracts come under the area of land law, which is beyond the A Level syllabus. 

Example: Everyday Contracts
Individuals can enter into contracts numerous times in a day, for example, you enter into a contract every time you 
purchase goods at a shop, order items online, order food in a restaurant, or order a takeaway on an app. 

Example: Benny’s Bistro
If Benny opened up a new restaurant in the city centre and advertised clues with a statement saying ‘There are 4 
golden tickets hidden in local parks. If you find a ticket and bring it to the restaurant on opening day you will be 
given a free three course meal with a bottle of wine’. Benny has made a unilateral offer, he would be contractually 
obliged to provide the free meal and wine if customers attended on that day and presented the ticket. 

There are two types of contract, depending upon the nature of the consideration that is exchanged, contracts are 
identified as either bilateral or unilateral. 

Example: Annie’s Chocolate Bar
If Annie walked into a shop and wanted to buy a chocolate bar, she would select from the choice in the shop and 
walk up to the hill. When she presents the chocolate bar to the cashier, she is making an offer to pay money for 
the item, when the cashier accepts the money, they accept her offer. The contract is formed at this point, there has 
been an exchange of promises, Annie to pay and the cashier to provide the item. The obligations are synonymous 
with the formation.  

A bilateral contract is therefore an exchange of promises that both parties will act. This is a typical example of a 
contract where one party offers to pay money and the other party offers to pass over ownership of an item of property 
e.g. sale of a car.

A bilateral contract is an agreement between two parties whereby they each promise to perform an 
act in exchange for the other party’s act.

Bilateral 
contract:  

A unilateral contract is not an exchange of promises, but rather one party, known as the offeror, 
makes a promise (usually to make payment) in exchange for a specified act by another party.  
The offeree enters into the contract and accepts the offer, by the act.

Unilateral 
contract:  
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It is important to note that contracts can be entered into by a wide range of legal parties, not just individual persons. 
For example, machines can enter into contracts, companies, advocates / representatives, lawyers on behalf of clients, 
governments, councils and other organisations all have the capacity to enter into legally binding agreements.

In the course of negotiations, the party that makes the offer that is subsequently accepted is known as the offeror, the 
party who accepts the offer, the party to whom an offer is made, is known as the offeree. 

An offer is therefore a statement of definitive terms upon which the offeror is willing to contract. In order for an offer to 
be valid and capable of acceptance, it must be clear and communicated. It is essential that an offer be communicated 
in order for it to be valid, an offer may be verbal, in writing or implied by conduct. An offer may be made to an 
individual, a company or it may be an open offer to the ‘world’ i.e. capable of acceptance by any category of persons.  
If an offer is not communicated to the offeree, then it is not capable of acceptance.

Element 1 – Agreement (Offer and acceptance)
The first element that must be established in order to prove a contract, is agreement between the two parties. An 
agreement is proved through recognition of an offer made by one party (the offeror), which is wholly accepted by the 
alternate party (the offeree). In many cases they may be straightforward and clear, in other cases these may occur 
within the course of lengthy and ongoing contractual negotiations. 

An Offer
An offer is a statement of terms upon which one contracting party is willing to enter into a contract with the alternate 
party. If an offer is accepted, the terms proposed form the terms of the binding contract. Acceptance of an offer is the 
point of contractual formation.

Exam Gold  In a scenario question, where there is a series of negotiations between two, or more parties, this 
is often an indication that the question may require you to discuss the principles of offer and acceptance and 
identify at exactly which point the contract came into force. 

Key Case
Taylor v Laird (1856)

Claimant: Taylor (employee)  

Defendant: Laird (employer)

Facts: Mrs Laird owned a ship, for which he employed Taylor as the captain. During a voyage he began 
undertaking the role of crew member rather than captain. Upon return from the voyage the claimant sought  
to enforce payment for his alternate role.  

Outcome: Not liable – no contract 

Legal principle:There was no contract as the claimant had not communicated the offer to the offeree, an 
offeree cannot accept an offer they are not aware of.
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It is also very important that the offeror clearly communicates all the terms of the offer to the offeree with a degree of 
clarity, if not, any vague terms cannot form part of the offer. 

An offer can be made, and indeed accepted, by any legally recognised entity, this includes individuals, businesses, 
local councils, government organisations, political parties etc. In some circumstances, machines are capable of making 
offers and entering contracts. 

Contractual negotiations may involve many different communications between the two parties, a dispute about 
contract formation will involve close analysis of these negotiations in order to identify the offer. Within this context it is 
important to distinguish between offers, requests for information / clarification and invitations to treat. In the course of 
negotiations, where a party requests information, the information received back does not automatically amount to an 
offer, it just simply remains as response to a query. 

As distinct to an offer, an invitation to treat is not an offer of definitive terms, but a statement that indicates readiness 
to enter into contractual negotiations with the alternate party, without offering contractual terms. An offer can be 
accepted and establish contractual obligations from that point. An invitation to treat cannot be accepted, but can be 
the basis upon which an offer is made.

As the law has developed the courts have clearly established in common contracts, what will usually be regarded as 
invitations to treat or offers. Though, as ever, there are always exceptions, each case will be decided upon its facts, so 
something that may usually amount to an offer, may instead be regarded as an invitation to treat due to its individual 
circumstances.

When acceptance takes place in these circumstances will depend upon the exact terms and conditions presented 
by the website. When placing an order online, and making payment, the offeror is typically making an offer. They will 
then usually receive confirmation that the order has been received, this does not necessarily amount to acceptance. 

Many confirmation of order e-mails will clearly state that this does not amount to acceptance, that the seller is not 
contractually obliged to sell. In many cases acceptance does not occur until there is confirmation that the order has 
been shipped. This protects online retailers in circumstances where they run out of stock, but the website still accepts 
orders and send automatic confirmation e-mails. It also provides protection where the wrong price is advertised on the 
website, if acceptance does not occur until confirmation of shipment, there is no contract by which they are bound.  

Theory link
Outline of the distinction between offers, offers in unilateral contract and invitation to treat; outline of 
acceptances including the rationale for the postal rule and its relationship to electronic communications

Example: Old Trainers
If you posted an old pair of trainers for sale on a social media marketplace platform saying, ‘offers welcome’, this 
is an invitation to treat as opposed to an offer for sale. This is indicated by the fact that you only have one pair of 
trainers for sale and the use of words ‘offers welcome’ suggests an invitation for offers, rather than one being made.

Example: Online Sales
If a claimant waited online for a sale and placed an order for an item which was highly sought after. If they 
received an e-mail afterwards stating that the order could not be processed, they would have no legal claim. They 
had made an offer to buy when entering their card details, the seller has the right to decline for whatever reason is 
preventing the sale. 

Online shopping
The same principles are typically applied to goods or services advertised online, they are often advertised with a price 
point, this is an invitation to treat. The website is not legally bound to sell if a party makes an order, the order is the 
offer, not the acceptance. 
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Example: Argos Tv’s
Famously, in 2005, Argos advertised a TV set online for 50p rather than £350. Savvy customers quickly realised 
the mistake and placed thousands of orders, believing themselves to have got a bargain. Argos refused to fulfil the 
orders. Their terms and conditions allowed them to do this without them facing legal action.

Advertisements
Advertisements, whether in shop windows, newspapers or online are typically regarded as invitations to treat. This 
reflects that fact that most people advertising products or services do not have an unlimited amount of availability.

Not all advertisements will be regarded as invitations to treat, where the advert clearly indicates an intent to enter 
contractual negotiations by proposing clear and certain terms, there may be an offer. This is more likely to happen  
with unilateral offers. 

Goods displayed in shops
Goods displayed for purchase in shops are, for similar reasons to advertisements regarded as invitations to treat. 
One reason being that shops need to retain the right to refuse sale if they wish, this may be because there is an age 
restriction on the item e.g. alcohol, tobacco, knives or other dangerous objects. Additionally, retailers often only have 
a limited number of items in stock, so if for example a shop advertised in their window that they were selling three 
bottles of wine for £10, this is an invitation to treat not an offer, as by the end of the day they may only have two 
bottles of wine left. 

This also serves to protect customers in their shopping and allow them to put items in their baskets and put them back 
if they change their minds. If goods on shelves were offers, and acceptance was made by removing them from the 
shelves, you would have to ensure that you definitely wanted any items that you put in your basket.  

Key Case
Carlill v Carbolic Smoke Ball Co (1893)

Claimant: Mrs Carlill 

Defendant: Carbolic Smoke Ball Co 

Facts: The Smoke Ball Co placed an advert in a newspaper claiming that use of their product would prevent 
users from catching the flu. It claimed that £100 would be paid to any person who used the product properly 
and then caught the flu, stating that money had been paid into the bank for this purpose. The claimant caught 
the flu having used the product and sought to enforce the offer, the company refused upon the basis that it was 
just a gimmick and that it was too vague to amount to an offer. 

Outcome: Liable

Legal principle:The advertisement constituted an offer. The deposited monies indicated the sincerity of the 
offer and it was possible to make an offer to the whole world.

Exam Gold  If an advert appears in an extended scenario and you are required to identify whether it is an offer, 
or otherwise. Carefully analyse the wording of the advert to determine its nature, for example words such as 
‘may’ or ‘subject to availability’ or ‘under some circumstances will’, all indicate an invitation to treat. Affirmative 
words such as ‘will’ or ‘does’ or ‘guarantees’ will indicate an offer.



8  AQA A-Level Law Law of Contract Study Book

Example: Hats and Scarfs
If a street vendor had a stall selling hat and scarf sets and signs saying £10 per set this would be an invitation 
to treat, you can choose to make an offer of £10 or may choose to negotiate a different offer, but if whilst you 
were walking past they presented you with two sets and said ‘How about two for £15?’ the verbal and physical 
presentation of the goods with a price would likely amount to an offer rather than an invitation to treat. 

Example: Price Tags
If an item of clothing had the price of £20 on the label, but when scanned in at the till it said £30, the shop does 
not legally have to sell it to you for £20. The price tag is an invitation to treat rather than an offer, therefore, the 
shop is not legally bound by the price on the item.

Key Case
Fisher v Bell (1961)

Claimant: Fisher (a police officer) 

Defendant: Bell (Shop owner) 

Facts: A flick knife was exhibited in a shop window with a price tag attached to it, the court had to determine 
whether this amounted to an invitation to treat or an offer for sale. If the presentation in the window was an 
offer for sale, the defendants had committed an offence under the Restriction of Offensive Weapons Act 1959 
which prohibited the offering of flick knives for sale. The police sought a prosecution for the offence, but the 
court used the law of contract to determine the display as an invitation to treat and therefore not an offer for 
sale. The police officer (Fisher) sought an appeal. 

Outcome: Not liable

Legal principle: It is perfectly clear that according to the ordinary law of contract the display of an article with 
a price on it in a shop window is merely an invitation to treat.

Exam Gold  In the exam you could get a 5-mark question asking you to identify why, in the short scenario, 
there is no legally enforceable offer being made. You should carefully analyse the text and say why there is no legal 
offer with a legal explanation e.g. is there an invitation to treat instead? Or merely a response to an enquiry?  
Or are the terms not certain enough? Is the offer not accompanied by the other essential elements of a contract?

Vending machines
Vending machines displaying products are typically regarded as making contractual offers. They are presenting  
non-negotiable terms for creating the contract. A consumer accepts the offer for sale when they enter the money into 
the machine.

Auctions
Auctions present an interesting analysis of the principles of offer and acceptance. Goods for sale at an auction will 
typically be presented initially in an auction catalogue or listed in an online catalogue. These listings are invitations 
to treats, rather than offers. Bids made by interested parties are offers to buy the items, when the price is right these 
offers will then be accepted by auctioneers on behalf of the original seller. Bidders (offerors) maintain a right to 
withdraw their offers until the hammer of the auctioneer. 
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Example: Food Menus
A food menu with prices, as given in pubs, restaurants and cafes is an invitation to treat. The listed items and 
prices are an indication of the terms upon which the establishment is prepared to sell their products for. As an 
invitation to treat it gives businesses the option to state that certain items are no longer available e.g. due to no 
remaining stock of particular ingredients.

Key Case
Harris v Nickerson (1873)

Claimant: Harris

Defendant: Nickerson

Facts: The defendant, an auctioneer advertised that certain items would be lots in his auctions on certain days, 
a particular lot of office furniture was never brought for sale in the auction house. The claimant attended the 
auction house to bid on the furniture and sought a claim for breach of contract upon the basis that the advert 
was a contractual offer to provide it for bidding in the auction. 

Outcome: Not liable – no contract

Legal principle: An auctioneer does not make a contractual offer when advertising lots that appear in his 
auction catalogue, thus there is no claim when he does not advertise them.

Exam Gold  As a substantive topic, you could face a multiple-choice question on any aspect of the essential 
requirements of a contract. Ensure that you read and re-read these questions carefully as there may only be 
subtle differences between the answers.

Ending an Offer
When an offer is made there is no generic presumption about when that offer will end, this will be determined by the 
particular circumstances of an offer. There is no upper time limit against which an offer is restricted, an offer may be 
open indefinitely, remaining open continuously or have a specific time restriction. A specific time restriction may be 
expressly communicated with an offer or implied by the nature of the offer.

It is important to note that an offer is not ended by an enquiry.

Example: Illegal Goods and Services
Contracts for the sale of illegal goods or services are not legally enforceable, for example for the sale of drugs, sex 
or stolen goods. For this reason, you will likely not have any illegal contracts appear in the examination scenarios, 
as there is little to discuss. The civil courts do not provide a means of resolving disputes for criminal activity.
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Key Case
Stevenson v Mclean (1880)

Claimant: Stevenson 

Defendant: McLean

Facts: The defendant offered to sell iron to the claimant on Saturday, at a specific price and stated that the 
offer would remain open until Monday, the claimant asked within this time frame if it would be possible to 
make payment over a period of time rather than at one point. The defendant did not respond to the enquiry but 
decided to proceed with the sale to another interested buyer. Without a response the claimant, still within the 
agreed time frame (before Monday) accepted the original offer made. The claimant then sought a claim against 
the defendant when they refused to recognise the contract.

Outcome: Liable – a contract had been formed

Legal principle: An enquiry to an offer is not a counter-offer and thus does not destroy the original offer.  
The defendants would have had the legal right to revoke the offer before Monday, but this would only be 
effective when communicated to the offeree, as it was not, the acceptance of the offer was valid.

1 Acceptance by one or more parties
Acceptance is the most common way that an offer ends, when an offer is accepted, provided it is accompanied by 
the other essential requirements of a contract, this is the point at which the contract begins, and the particulars of the 
contractual terms come into force.

Acceptance however does not always end an offer. If an offer is made to just one individual or the offer is for sale 
of one item, the offer must naturally end with acceptance. However, if an offer is made to a wider group, to multiple 
parties, acceptance by one does not end the offer to others.

For acceptance to effectively end the offer, the acceptance must be positive and unequivocal, the complete offer must 
be accepted. If the offeree purports to accept the offer but seeks to amend the terms, this is a counter-offer, and whilst 
it still has the effect of ending the original offer, it does amount to acceptance.

Acceptance must be communicated to the offeror in order to be effective. Acceptance will be considered in more detail 
later in this chapter.

2 Rejection
Where an offeree rejects an offer, that rejection ends the offer. This means that in the course of complex contractual 
negotiations where multiple variations of the terms are being disputed, parties have to think carefully before rejecting 
an offer, as if they do, they are unable to change their mind and later accept, there is no guarantee that those terms 
will be proposed again.

3 Counter-offer
Where an offeree does not fully reject an offer, but instead proposes some alterations to the terms, this is known as a 
‘counter-offer’ and the effect of a counter-offer is the same as rejection, it ends the previous offer.

Example: Wine Offer
Where a supermarket makes a unilateral offer as an advertising strategy, for example ‘buy 6 bottles of wine and 
receive a free prize.’ It will often say somewhere in the small print *subject to availability*, this indicates that the 
offer is not guaranteed as there may be limited numbers of the prize. Acceptance is therefore not ensured by 
purchasing 6 bottles of wine.
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Key Case
Jones v Daniel (1894)

Claimant: Jones 

Defendant: Daniel

Facts: The defendant offered to sell his property to the claimant. The claimant wrote a letter accepting the 
offer, but in this letter included additional terms that had not been included in the original offer.

Outcome: Not liable – no contract had been formed

Legal principle: As the letter purporting to accept the offer contained additional terms it was not an 
acceptance, and no contract was formed.

Key Case
Dickinson v Dodds (1876)

Claimant: Dickinson 

Defendant: Dodds

Facts: The defendant offered to sell his house to the claimant with a document stating, ‘I hereby agree to sell’ 
and stated that the offer would remain open until Friday at 9am. On Thursday, the defendant accepted an offer 
from a third party and instructed a friend to tell the claimant that the house had already been sold, the friend did 
so. On hearing the news, on Friday morning the claimant sought to accept the offer and the defendant refused.

Outcome: Not liable – no contract had been formed

Legal principle: The offer had in fact ended so was not capable of acceptance. It did not matter that the offer 
was meant to stay open until Friday, this was just a promise by the defendant that was not legally enforceable. 
Further, a communication by a friend or other party that an offer had been withdrawn was valid, the claimant 
was fully aware that the offer had ended.

4 Revocation
Where an offer is made by a contractual party, they are not bound to that offer indefinitely, they have the choice to 
withdraw (revoke) that offer provided that the revocation is communicated to the offeree. If the offeree accepts the 
offer prior to the revocation, the contract will be formed.

An offeror may state that they will leave an offer open for a certain amount of time, they may withdraw this offer during 
that time provided that their promise of the offer being open for a certain period of time is not itself contractually binding. 
Sometimes businesses will draw up a secondary contract which states that an offer will be open for a certain amount of 
time and, sometimes, only be available to a particular offeree, this will only be binding where supported by consideration.

5 Reasonable commencement of time
Whilst it is possible for an offer to remain open indefinitely, even where an offer does not stipulate a specific end date 
it may be determined to have lapsed where a reasonable amount of time has passed. What is regarded as reasonable 
will vary depending upon the particular circumstances of the case.

Example: House Sale
If the defendant offered to buy a house for £100,000 on a Monday, but four weeks later it was announced that 
those houses were to be demolished, the owner of the house could not then seek to accept that offer, the offer 
would have expired. This would be due to the amount of time that has passed since the offer.
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6 A condition of the offer is not met
Offers may include in them certain conditions, if this condition is not met then the offer is not capable of acceptance.

7 Death
Death of a contractual party may affect the validity of an offer, but this depends upon which party dies during the 
contractual negotiations. If the party making the offer (offeror) dies, acceptance by the offeree can still be valid until 
the offeree learns of the death of the offeror, except where this is not practically viable e.g. a contract for the painting 
of a picture by a specific artist who dies. If an offeree dies, an offer ends, those dealing with the estate cannot accept 
the offer on behalf of the offeree.

Acceptance
Whilst there are various legal rules about what must be present for a valid offer to be recognised, there is similarly a 
body of rules that dictate when acceptance of an offer is legally recognised. In order for acceptance to be valid, and 
invoking from thereon contractual obligations, it must be positive, unconditional and communicated.

Firstly, it must be positive, this means that the offeree must, via an act, words or conduct declare their acceptance of 
an offer, acceptance cannot be evidenced via on omission or silence.

Example: Felicia’s Antiques
If Felicia, an antique dealer offered to purchase 10 antique vases from a stately home that was selling its goods, 
and she sent an offer saying, ‘I will buy the vases for £1000 each provided that there have been no alterations 
from the original decoration’. Even if the owner accepted, and arranged to deliver them on Friday, the acceptance 
will not be valid if upon inspection on Friday, Felicia can clearly see that they have been altered.

Exam Gold  Essential requirements of a contract may be required for discussion within a short or extended 
scenario for an application question. Always carefully read and annotate the scenario, as well as carefully 
reading the question. Reading the scenario multiple times will ensure that you do not miss anything.

Key Case
Northern Foods v Focal Foods (2001)

Claimant: Northern Foods 

Defendant: Focal Foods

Facts: Northern Foods made a claim against Focal Foods for breach of a contract to supply onions, whilst 
Focal Foods contested that such a contract existed. Focal Foods had supplied Northern Foods with onions for 
a number of years and following a number of discussions, Focal Foods continued to supply onions and other 
vegetables but later sought to increase the price charged. Northern Foods sought to argue this was a breach of 
contract, Focal Foods sought to argue that in fact no contract had been agreed as they did not formally accept 
the offer in writing.

Outcome: Liable

Legal principle: The offer that was made by Northern Foods was accepted by Focal Foods by its conduct in 
thereafter trading upon the basis of the terms that Northern Foods had offered.


