CHAPTER THREE

Barsto a Contract

How to Know When It=sANo Deal§

WHEN ISA CONTRACT NOT A CONTRACT ? In the last chapter we discussed what you need to make a
contract. Now wexll consider what kinds of things could till prevent alegdly-enforceable contract from
being formed. These are often described as contract defenses. Y ou should understand them because
if one or more of them is present, and provable, you might be in much better shape if youre having

trouble with the terms of aAdeald you might have thought you were stuck with.

[llegality

Illegal contracts -- such as aAcontracti on someoness life -- are not enforceable. Courts will not help
someone collect an illegd gambling debt, or payment for illegd drugs or progtitution. The law treats
these contracts asif they never existed -- they are unenfor ceable or void. Thisisthe contract defense
of illegdlity.

Similarly, some contracts that are not specificaly outlawed nonetheless will not be enforced if a
court determines that enforcement would violate public policy. An example would be a contract to
become a dave, which may not be prohibited by any specific satute but offends the law's view of what
kinds of contracts society will permit.

There are some Situations where a contract was legal when entered into, but the law changes



before it is executed by al parties. Generaly speaking, the Congtitution forbids lavmakers from passing
laws that would impair the rights people bargain for in contracts, but there are many law booksfilled
with exceptions to this generd rule. Therefore, a contract is usualy consdered by courtsin light of the
law that applied at the time the contract was made -- unless the change in the law involves a
compelling public policy.

The key, then, iswhether the new law reflects an important public policy. Here's an example of
alaw that did not involve such apolicy. A contract between arailroad and a property owner who
leased aright-of-way to the railroad provided that the railroad was not responsible for any fire damage
to the property caused by locomotives. Later, the Sate legidature required certain precautions against
fire damaging an adjoining property. The court held that, even if that law would have made the contract
illegd (because it didn't include the newly-required precautions), because it was passed after the
contract was made the law did not affect the contract.

Typicaly, however, courts say that because of achangein public policy as aresult of the
changein the law, they will not enforce the old contract. Obvioudy, a contract to sell someone adave
could not be enforced after davery becameillegd; neither could you enforce a contract to purchase a
banned assaullt rifle that was made before the ban went into effect. This works both ways: a contract
that was illegd when made usualy will not be enforced, even though it would be legd if entered into
today. After World War 11, one party wanted to enforce a contract that violated wartime price-controls.
The court ruled that a contract that was so damaging to the public good when made (and when no
change in the law was anticipated) should never be enforced. To do so would have been to provide an

incentive to enter into illega contractsin the hope that they will someday be enforcesble -- a bad
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prescription for effective public policy.

Remember that anillegd contract is different from an immora contract. The courtswill only
enforce amora code that the law (or "public policy") dready reflects, such aslaws against progtitution
or stedling. You may fed that X-rated movies or fur coats are immord, but aslong asthey're legd, they
can be the subjects of enforcegble contracts. What if it isillegal to gamble in your state, but you go on
line and gamble over the Internet usng your credit card? Chances are you will ill have to pay your
losses. The website operator may bein violation of local law, and you may be aso. But your credit card
agreement probably requires you to pay your gambling debts regardiess, and until thisareais regulated
and controlled you must assume that when you put your money on the line, online, that you may never

seeit again — exactly the bargain you make whenever you gamble.

Sidebar

ISITORISN'T IT ACONTRACT?

Y ou now know that a contract has to be made between willing, competent parties. Also, the contract
must concern alegd subject matter. The preceding chapter aso discussed many aspects of
congderation.

But applying these principles isn't ways easy. Sometimes specia protections in the law
complicate matters. If successfully invoked, only one of these may be needed to provide a complete

defense againgt someone claming you owe him or her money or something else you supposedly
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promised. It would prompt a court to resolve the dispute asif there never were a contract. Snce the
contract is void, neither party may enforce itstermsin court againgt the other.

Other contracts are voidable, but not automaticaly void. What's the difference? A contract
produced by fraud is not automatically void. People who are victimized by fraud may have the choice of
asking a court to declare the contract void or to reform (rewrite) it. On the other hand, if they went
aong with the contract for a substantid period of time, they could lose their right to get out of it. Thisis
cdled ratification, and is based on the idea that they have, by their actions, made it clear that they are

ableto live with the terms. A checklist of contract defenses gppears in this chapter.

Duress

Y ou dorrt usudly have to worry about being held to a contract that you Aentered intofl againgt your will.
A contract that someone agrees to under duressisvoid. Dur essis athreat or act that overcomes
someone's free will. The classc case of duressis a contract sgned by someone "with agun to his head.”
That meansliterally. Since thiskind of duressis very rare -- and often very hard to prove -- the
defense of duressisrardy successful.

Duress is more than persuasion or hard selling. Persuasion in bargaining is perfectly legd. It dso
isn't duress when your friend says, "'l would never pay that much for aEdsd if | had achoice" She does
have a choice: buy anice Taurusinstead. But if she wants that mauve Edsd, she "hasto” pay what the
owner demands. In contragt, duress involves actual coercion, such as athreat of violence or

imprisonment.



Besdes being done by threats of physica violence, it may be duressto threaten to abuse the
court system to coerce your agreement, i.e., to tell someone that Al-=ll tie you up in litigation for ten
years.l Thereisaso economic duress. That was aluded to earlier when the contractor demanded more
money after his workers went on strike and you needed your house painted before you left the country.
Thisisn't the same as "driving a hard bargain." Rather, the contractor had aready made aded. When
the contractor threstened to withhold his part of the dedl, he left you with no practica choice but to
agree. The classic caseis where the supplier of a necessary ingredient or materid threatens, on short
notice and a acritica time, not to deliver it -- in violation of an existing contract -- unless he or she gets
more favorable terms. Courts have set asde contracts made under such economic duress.

A lawyer can tell you how to protect yoursdlf, helping you determine whether you have assumed
any obligation, and what legd rights you might have besides disavowing the contract. With duress, it's
important to act quickly, Snce the courts are especialy skeptical of aclam of duress made long after

the danger has passed.

Undue Influence

There are other uses of unfair pressure, less severe than duress, that void a contract. One contract
defenseis cdled undue influence, which doesn't involve a thregt. Rather, it'sthe unfair use of a
relaionship of trust to pressure someone into an unbaanced contract. Undue influence cases usudly
involve someone who starts out at a disadvantage, perhaps due to illness, age, or emotiona
vulnerability. The other person often has some duty to look out for the wesker one's interests,

An example would be an adult child who "persuades’ his elderly, falling mother to sdl him the
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family homestead for a pittance. The sde contract would be unenforcegble because of undue influence,

regardless of whether the mother otherwise had the capacity to make a contract.

Fraud

A contract can be also be canceled by a court because of fraud. Fraud is when one person knowingly
makes a material misrepresentation that the other person reasonably relied on and that disadvantaged
that other person. A material misrepresentation isan untrue statement of "fact” that isimportant to
the dedl, "materid™ meaning it would affect the terms yourd agree to it if you knew the truth. In many
dtates, this misrepresentation doesn't have to be made on purpose to make the contract voidable.

Congder our earlier example involving acar sde. You offered to sdl your Edsdl to afriend.
Suppose you knew it had no transmission, and you knew she wanted it for the usud purpose of driving
it. You told her it was working fine, and she relied on your statement. Then the contract you made may
be set aside on the grounds of fraud.

Here, there is no issue of the statement being merely the sdller's opinion, or exaggerated "sales
tak" or puffery that people know not to beieve literdly. Y ou didnt merely say it was a great car when
redly it was amediocre car. Saying it's "great” is just an opinion, while fraud requires an outright lie, or a
substantial failure to state a materia fact about an important part of the contract. For that reason -- and
because dishonest people often know well the fine line between fraud and puffing -- actud fraud that

will invaidate a contract is alot less common than people think.



WHEN SOMEONE FORCESYOU TO SIGN

Between the defenses of duress and undue influence, you should never have to fear a court holding you
ligble for a contract that someone forces you to sign. Both concepts are hard to define, though, and
people often use them interchangeably. Also, their limits vary from one state to another. If you think

either might apply to an agreement you want to get out of, see alawyer.

Mistake
Sometimes it seems unfair to hold a party to a contract they entered into by mistake, but thisis a dender
reed indeed on which to seek to avoid a contract. The other party-sfraud is very different from your
mistake, assuming the other party didn't know about your mistake. The defense of unilateral mistake
isamog impossible to prove, even if the mistake is about the most important terms of the contract. If
alowed liberdly, it would lead to alot of abuse. People would claim they made amistake in order to
get out of acontract they didn't like, even though they had no vaid legd defense. Therefore, courts
hardly ever permit such a defense, and even then, mostly in specidized business cases.

Courts have permitted a mistake defense most commonly if there has been an honest error in

cdculaions, The cdculations must be materid to the contract, and the overdl effect must be to make



the contract unconscionable (discussed below), that is, unfairly burdensome. Such mistakes often
happen when a unit of government puts public work out for bid. If a contractor mistakenly bids five
million dollars to construct a bridge and a road, when the true cost to build the bridge done was five
million dollars, he or she might be able to raise this defense. Even then, however, if severa months have
elgpsed and the government has materidly relied on the mistaken figures before the mistake is
discovered (for example, by taking a number of steps to move the process forward), then it would be
unfair to the government to cancel the dedl, and the defense would probably fail. (But see the discusson
of reformation in the section on remedies in chapter 15.)

Of course, if you explicitly state your mistaken ides, the other party has a duty to correct you.
Then the issue is no longer one of mistake but of fraud. In our car-sade example, suppose the car's
heater worked, but not too well, and you, the sdller, knew that. Under contract law, if you and your
friend hadn't discussed it, you probably wouldn't have to tell your friend about it. But suppose your
friend told you, "The best thing about this car isthat it's so hard to find an Edsdl with a perfect heater.”
Then you would be obliged to tell your friend that the heater was faulty. If you didn't, many stateswould
permit your friend to set asde the contract, or would alow your friend to collect damages for repairs
required on the heeater.

Having said this, the best defense is a good offense. Don't assume anything important or
questionable. Ask the questions now -- before you sign.

On the other hand, if both sides make a mistake, they share an erroneous basic assumption.
Then, in order to avoid injustice, the court will sometimes set aside the contract, under the theory of a

mutual mistake.


chapter_15.pdf

The classic case of mutud mistake occurred when someone sold a supposedly infertile cow for
eighty dollars. It turned out soon afterward that the cow was pregnant, which made her worth $800.
The court ruled that since both parties thought they were dealing with a barren cow, the contract could
be set aside.

This does not mean that contracts dways have a built-in guarantee againgt mistakes. Asyou can
imagine, thisis a very tricky and unpredictable area. After al, many people make purchases on the
understanding that the object is worth more to one person than to the other. Y ou wouldn't pay $80 for a
cow if she were not worth at least $80.01 to you. That is, you figure you're somewhat better off with the
cow than with the $30, given your circumstances and opportunities. (Economigts cdl this amount the
"margina benefit.") Smilarly, the sdller would not sl her if she were worth more than $79.99 to the
sler, given the sdller=s circumstances and opportunities. Both people have to be getting some benefit to
agree to the sde. In the case of the cow, both buyer and sdller understood clearly -- but mistakenly --
that the cow could not get pregnant. It's asif they made the contract for a subject that turned out not to
exig.

How serious does amutual mistake have to be before a court will set aside a contract for thet
reason? To take our example, various courts would draw the line on mistake between $80.01 and $800
at different places, if they would be willing to draw it at dl. Competent legd advice about the law in your

dateis crucid if you are consdering voiding a contract because of amistake.

Statutes of Limitations

Y ou should also be aware of statutes of limitations. These are laws setting time limits during which a
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lawsuit can be brought. The typica deadline for bringing a contract action is Sx years from the time the
breach occurs. The idea of this policy isthat everyone is entitled, at some point, to "close the book™ on
atransaction. It encourages people to move on and reduces the uncertainty that, for example,
businesses would face if they could be sued for breaching contracts that no one dive in the organization

remembers.

Changing Stuations

Sometimes changing circumstances make a contract impossible to perform. Suppose that you hire a
contractor to paint your house on Thursday, and it burns down Wednesday night through no fault of
your own. Then the contract will be set aside, because there's no way to perform it. Y ou won't have to
pay the painter, under the doctrine of impossibility of performance. Both of you are out of luck. The
sameistrueif the contract covers a specific kind of product, and it becomes unavailable because of an
act of God, such as an earthquake or blizzard. Courts usualy will not enforce such a contract.

For example, suppose you contract to deliver one hundred barrels of a specific grade of ail
from a specific Arabian ail field by a certain date. Then an earthquake devastates the oil field, making
recovery of the oil impossible. Y ou're probably off the hook under these circumstances.

Thisdoctrineis dso known asimpr acticability of performance, which reflects the fact thet it
may apply even if performanceis not literaly impossible, but is il serioudy impracticd.

Sometimes changed circumstances radically change the cogts of performing a contract, without
making it literally impossible to do so. Courts probably would enforce the contract, on the grounds that

the new circumstances were foreseeable, and that the possibility of increased costs was or could have

10



been built into the contract. For instance, suppose again that you contract to deliver one hundred barrels
of Arabian oil. Thistime, fighting bresks out in the Persian Gulf, interrupting shipping and gregtly
increasing the cost of the oil. When a court consders these facts, it'slikely to say that you should have
foreseen the possibility of fighting and built that risk into the price. The contract will stand.

On the other hand, sometimes a change in conditions doesn't make performance impossible or
impractica, but it does make performance meaningless. Thelegd term for thisisfrustration of
pur pose. One famous case decided around the turn of the century involved a man who rented an
gpartment in London to view the processions to be held in connection with the coronation of the King of
England. Because of the King'sillness, the coronation was canceled. The court excused the renter from
paying for the room. Through no fault of his own, the whole purpose of renting it -- which the people
who owned the room knew -- had disappeared. Such cases, though, are rare indeed. More typicaly,
you take your chances when you make a contract in expectation of some third party's or outside force's
action; many contracts have aterm excusing the parties from performance if any of a number of
specified events occur.

There are three important criteriafor a contract to be set asde for frustration of purpose. Firs,
the frustration must be subgtantia -- nearly total, and with amost no chance at improved benefit.
Second, the change in circumstances must not be reasonably foreseegble. Third, the frustration must not

have been your fault.
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Sidebar

SHOULD THE BUYER STILL BEWARE?

Thewdl-known Latin maxim caveat emptor -- "let the buyer beware" -- isa strict rule placing the risk
in atransaction with the buyer. Under this rule each party is protected only by ingpecting and andyzing a
potentid transaction, because there is no remedy if thereisahidden problem. In fact, this "ancient” law
redly predominated only in the 19th and early 20th centuries, when the idea of "the sanctity of the
contract” reigned. More common are the principles of "just prices' and fair dedling in transactions. They
are part of religious law, medieva law, and more recently statutory law -- particularly the consumer
fraud acts prohibiting unfair or deceptive acts and practices. Having said that, every buyer should
recognize that the firgt line of defense is common sense, and not depend on an expengve lawsuit and a

sympathetic judge to save him or her from abad dedl or sharp practice.

Unconscionability

On rare occasions, a court may let aparty out of a contract because the court deems it
"unconscionable” (from the word "conscience”’). Unconscionability means that the bargaining process
or the contract's provisons "shock the conscience of the court.” An example would be sdlling thousands

of dollars of rhumbalessons to a ninety-five-year-old invaid on socid security. An unconscionable
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contract is one that produces a result unfairly surprisng due to hidden or obscure language, or, asin the
example given above, is grossly unfair, perhaps due to alack of bargaining power. Its terms suggest that
one party took unfair advantage over the other one when they negotiated it. The courts are reluctant to
use this weapon, but consumers have a better chance with it than anyone ese, especidly in ingalment
contracts.

The important thing to remember is that you shouldn't rely on unconscionability in making a
contract. Though courts sometimes will void contracts on these grounds, the gpplication of
unconscionability is uncommon, uneven, and unpredictable. Make the effort to understand dl the terms
of acontract and don't enter into it if it seems too one Sded. After dl, it's also "unconscionable” to let

someone take advantage of you.

FILL IN THE BLANKS
There are many kinds of form contracts. One is the kind you smply have to sgn if you want to
get insurance or aloan, or if you're financing a car. These are caled contracts of adhesion -- if you want
the deal, you have to "adhere" or tick to the terms. "Click box™ contracts for software or other
computer-related merchandise, or access to websites, are also contracts of adhesion.
Ancther common kind of form contract is one with numerous blanks on it, which can be

filled in with the names of the parties, the monetary terms, dates, etc. These are used commonly for the
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sde of homes and for leases on red estate. There are two main points to be aware of regarding these
forms, which can be purchased at stationery stores:

Firgt, while they may be standardized, theré's no such thing as a"standard contract.” Many
innocuous-looking forms are available in severd different versons, each fulfilling the same function - for
example, an gpartment lease - but each subtly different. One might be a"landlord's’ contract, where the
preprinted terms are more favorable to the landlord, while a nearly identical oneisa"tenant's’ contract.
In any event, don't let anyone tell you it's "standard.” Ingst on crossing out or changing any term you
don't like. If the other party refuses to accept changes that are important to you, then don't Sgn the
contract. In today's economy, there is usualy more than one source for the product or service you want.

Second, fill in dl the blanks! A contract with your origina signature but containing blank spaces
can be like ablank check if dtered unscrupuloudly. Be sure dl blanks are filled, either with specific
terms or draight lines to indicate that nothing goes there. And ingst on your own copy with the other
gdesorigina sgnature. If it's a computerized "click box" Stuation, print out a copy of what you're
agreeing to. If you cant, a least consder thisared flag.

Third, if the contract involves a gnificant amount of money to you or your family, takeit to a
lawyer before you sgn. Thisis especidly important in red estate transactions, where there istypically
plenty of room to bargain. Thereis no such thing asa"preiminary” agreement. An "agreement” is just

that -- a contract.

PRACTICAL CONTRACTS
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Sometimes you look at aform contract, throw up your hands, and decide not to read it. There doesrvt
seem to be much room to negotiate with aform contract. Bdieve it or not, it pays to read them. Failure
to read a contract is virtudly never avaid legd defense. In most states the courts have held that people
are bound by al the termsin a contract, even if they didn't read the contract before signing it (unlessthe
other party engaged in fraud or unconscionable conduct). Don't trust the other party to tell you what it
means, even with good intentions, he or she could be mistaken. Also, be suspicious if the slesperson
urges you to "never mind, it's not important.” (Ask the salesperson, "If it's not important, isit okay to
cross out the whole paragraph?') Where a substantial amount of money is at steke, teke the time to Sit
down with the form, and underline parts you do not understand. Then find out what they mean from
someone you trust.

At the same time, you have to be redlistic about exercisng your right to read aform contract. At
the car rental counter at the airport, you probably don't have time to read the contract and get an
explanation of the terms you don't understand. Even if you did take the time, with whom would you
negotiate? The sdes clerk dmost certainly doesn't have the authority to change the contract (but see the
discussion on page 13 on contracts of adhesion). Smilarly, while you should know "what your
getting into" when agreeing to the license terms of acommercidly sold software program, no negotiation

ispossible. If you want the program, you have to agree.

GETTING OUT OF A CONTRACT
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A contract may be set aside if competent parties have not made it voluntarily. It also may be set asde if
there was grosdly insufficient congderation. In addition, certain contracts must be in writing, or they are
aso unenforceable. Hereisalist of other contract defenses discussed in this chapter.

illegdlity;

duress,

undue influence;

fraud;

mistake.

unconscionability;

impossibility and impracticability of performance;

frustration of purpose.

If you can prove any of these, the contract will probably be deemed void or voidable. In ether
caseitispracticaly asif there never were a contract. If either party paid money, it would have to be
returned.

----------- Dorrt ever rush to sgn on the dotted line because youre afraid to lose the bargain of a
lifetime. Rarely will atruly grest bargain not be there tomorrow. For al the greet dedls you rush into that
work out fine, the one you will remember is the one that went sour -- where they socked you with the
fine print you didn't bother to read. A great bargain won't fal into your lap, anyway. It requires alot of

footwork, research, and comparison shopping. If you've done dl that, it's unlikely that someone dseis
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right behind you who has done it so.

While working out the terms of awritten contract, you may sometimes see or hear reference to
acontract rider. A rider is a sheet of paper (or severd pages) reflecting an addition or amendment
(change) to the main body of a contract. Often it's Smpler to put changesin arider, which supersedes
any contradictory parts of the main contract, than to try to incorporate the changes on the origind form.

People are often intimidated by Afine print.§ 1t-s agood idea to get over that, because often the
fine print contains terms that could greetly affect your persona finances beyond what the actua dedl
would lead you to believe. It may contain details about credit terms, your right to sue and your right to a
jury in alawsuit.

Y ou dorrt need alaw degreeto at least try to read the fine print. Often if you St down with it,
sentence by sentence, you'll find that you can understand alot more than you expect, especidly in states
that have passed "plain English” laws requiring that consumer contracts use nontechnical, easy-to-
understand words. You will at least, by expending the effort, identify which terms raise questions for

you. Thetrick isnot to be intimidated by the salesperson or the fine print in the contract.

READ THE FINE PRINT

Perhaps the most unpleasant part of making contracts comes after negotiating your best dedl. It occurs
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when a salesperson presents you with aform contract, which is often one or two pages of tiny print that
you might not understand even if you could read it. But the law usually assumes that you read and, to a

reasonable extent, understand any contract you sign.

Once youve divined the meaning of acontract, it=s in your hands to decide whether the bargain
IS one you want to enter into. Y ou never have to accept a contract. Every part of a contract is open for
negotiation, at least in theory. Just because the salesperson gave you a form contract doesn't mean that
you have to gtick to the form. Y ou can cross out parts you don't like. Y ou can write in terms that the
contract doesn't include, such as oral promises by a salesperson. (Make sure that al changesto the
form agppear on dl copiesthat will have your sgnature; initia dtered but unsgned pages and have the
other party do the same.)

That doesn't mean the other side hasto agree to your changes. Y ou have no more power to
dictate terms than they do. But if you get alot of resistance on what seem to be reasonable issues, take
ahard look a with whom you are dedling -- especidly if they resst your request to put oral promisesin
writing.

Having said al that, there will be times when a contract isjust too inscrutable to understand.
ALegdessl most often occursin contracts that include some type of credit terms, such as when you buy
something on inddlment payments. Itsjust thiskind of legaese that could threaten your property rights
in your house or other important property, so it pays to make sure you know what yourre Sgning. The

parts of this book on consumer credit and automobiles explain many of these terms. If you ill have
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guestions, ask someone you trust (not the salespeople) to explain the terms to you. That could be

someone experienced with the kind of contract you are consdering, a state or loca consumer agency,

or alawyer.

GET IT INWRITING

When desling with awritten contract, a court will amost aways trest the contract's terms as the findl,
complete contract. The court usualy will not even consider ord promises that are not in the contract.
The main exception to thisiswhen ord promises are used fraudulently to induce one party into Sgning
the contract in the first place. That is, the party is persuaded by the fraudulent ord promise to enter into
acontract he or she otherwise would have avoided. The generd rule prohibiting evidence of ora
promisesin all other cases protects both parties, snce they know that once they sign the contract, they
have clearly and findly st the terms.

Don't be swayed if the sdlesperson oraly promises you an extended warranty or afull refund if
you're not completely satisfied. Get it in writing. If the sales person refusesto put it in writing, walk away

from the dedl.

Many states now require plain-English consumer contracts, with potentialy confusing sections
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or clausesin precise, standard terms that nearly anyone can understand. Even if not legally required,
more and more merchants are having contracts prepared this way for customer relations. Federd and
date truth-in-lending laws require providers (or grantors) of credit to furnish specific information about
credit contractsin clearly understandable form.

Finaly, the lega doctrine regarding contracts of adhesion may protect you. As mentioned briefly
earlier, these are contracts in which you have little or no bargaining power, as often is the case in many
of the form contracts discussed above, such as loan documents, insurance contracts, and automobile
leases. The consumer has some protection, however. Courts generaly assume that such contracts have
been drafted to provide maximum benefit to lender, lessor, or insurance company. So when a dispute
arises over terms or language, the courts usudly interpret them in the way most favorable to the
consumer.

In one case, for example, awoman tried to collect on an airline trip insurance policy she had
purchased. The insurance company held that the policy gpplied only to atrip on "scheduled arling’ and
that "technicaly" under some obscure regulations the woman's flight was not "scheduled,” even though
she had every reason to believe that it was. The court held in favor of the woman, saying the ordinary
insurance buyer's understanding should apply.

There is afurther protection for consumers. Even contracts that are not contracts of adhesion
are interpreted or construed to favor the party who didn't draft them. Like the doctrines of
unconscionability and fraud discussed earlier, this rule isn't something to depend on prior to Sgning a
contract. Rather it's a defense that you and your lawyer may raise if a problem arises and the Situation

warrants.
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In the last two chapters werve consdered how you make a contract, and how certain contract
defenses can help you avoid being held to an unfair or illegdl contract. These contracts only scratch the
surface of the topic of contract law, and dor¥t ded with the millions of transactions between merchants
that take place every day, or the more complex subjectsin contract law that will require the assstance

of alawyer.

Click hereto go to Chapter 4
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