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[image: image1.png](A)  Illustrate the role of Interest Groups in business. (10 marks)

(B)  Explain, using examples where appropriate, the essential elements of a valid contract
(30 marks)
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[image: image2.png]The Chief Executive of Mecca Enterprises, a national firm in the leisure business, believes that
good relationships, which help in resolving situations of conflict between business organisations,
are most important. At present, however, she feels that there is a very high risk of ongoing conflict
into the future.

(c)  Describe a co-operative and a competitive relationship that would typically exist between
Mecca and other business organisations. (20 marks)
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[image: image3.png]Question 1. (People in Business)

(a) Role of interest groups 2 + 4 + 4 marks. Must illustrate with example. Name only -2
marks. (Total 10 marks)

(b) Elements of valid contract. 5 at 6 marks (2 +2 + 2 marks). (Total 30 marks)
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QUESTION 1

(A) Interest Groups

Interest groups are groups that wish to influence the political and decision-making
process but are not part of the accepted political structures, They are groups who put
pressure on government and the EU to accept their position on an issue. They can cause
bad publicity for any business they oppose. This can increase costs as more advertising is
needed to counter the bad publicify. Security has to be increased because of protest
meetings, possible picketing at premises, etc. The image of the business may be damaged
sometimes leading to a fall-off in the demand for its products,

Examples: Promotional pressure groups e.g. Greenpeace (environmental protection), Irish
National Organisation for the Unemployed (INOU). The Consumer Association of
Treland, Irish Business and Employers Confederation (IBEC). Chambers of Comumerce of
Treland (CCI) and the Irish Congress of Trade Unions (ICTU) try to influence




[image: image5.png]government by issuing reports on important issues like unemployment, taxation and small
business policy.

(B) Elements of Valid Contract
All contracts are similar in that they have many elements which are common. These
common elements are:

1. Agreement

An agreement may be made in any manner:

o Inwriting, (a formal and very common way of making contracts for the purchase of
assets, e.g. a house or land)

o By word of mouth (oral), e.g. at an auction

o Tmplied from the conduct of those making the agreement. While nothing is said or
written down, the behaviour of the parties signifies agreement, <.g. when a customer
goes to a checkout in a supermarket with a basket of groceries

An agreement however cannot be validly made without the existence of a valid offer and

an acceptance of that valid offer.

(a) Offer
An offer is a promise by the person making the offer to be bound by the contract if the
offer is accepted properly.

The offer made has to be clear and final. It must be communicated to the person
receiving the offer (the offeree) so that there is an opportunity to either accept or reject it.
The offer can be made to an individual or to the world at large. It can be communicated
in any manner whatsoever. It may be made orally (in words). or in writing or it may be
implied from the conduct of an individual




[image: image6.png](b) Acceptance

An acceptance can be made in any way. e.g. orally, in writing. by conduct, by post, efc.
An acceptance of an offer must have no conditions attached to it and must agree fully
with the terms of the original offer.

For example, if a product is offered or sale at £100 and the offer is accepted with the
condition that ten instalments of £10 each be the method of payment, the acceptance is
not valid because conditions have been attached to it. There is o agreement
A further important point is that if a valid offer is made and a counter offer is received in
return, <.g. a product is offered for sale for £50 and a counter offer of £48 is made in
return, then there is no acceptance of the offer and therefore no agreement.

2. Intention

There must be an intention by the parties to create a contract. What the parties intend to
do can be assumed from the way they conducted themselves or what they wrote down or
said. Where a business agreement is concerned there is a presumption that a legal
contract is the intended result. With social and domestic contracts, e.g. an agreement to
20 to a football match, the presumption is the opposite. i.e. that the parties do not intend
legal relations to exist.




[image: image7.png]3. Consideration

Consideration means that some advantage or benefit must move from one party to the
contract to the other. The consideration must be valuable and real. Money, being both
valuable and real, is the most common form of consideration, e.g. cash.

Consideration is an essential part of a valid contract. It is the price for which a promise is
bought. A bare promise, without valuable consideration, is not legally binding. If both
parties act in good faith then the price (consideration) need not be adequate.
Consideration must not be vague or illegal

All contracts for the sale of goods provide examples of consideration in a contract
because goods are exchanged between the parties for money and each party benefits eg.
if Mary agrees to sell Barry a car for IR£5,000, both Mary and Barry receive something;
this is a valid contract.

4. Consent
Real consent must exist between the parties to the contract. The consent to the agreement
has to be genuine and voluntary in all respects. No pressure of any kind can be exerted
from the parties to the deal.

If there is something that damages the agreement in any way then there is no consent and
therefore no contract. If. for example, an honest mistake was made or force was used to
get the consent, then one party to the contract may be consenting to something which
they do not fully understand.

5. Capacity
The parties to a contract have to have the capacity to make the contract. All natural
persons, (a legal term for a human being). and legal/corporate persons. such as
companies, have contractual capacity.
The exceptions to this general rule would include the list below who normally do not
have the capacity to contract.





[image: image8.png]o Infants (those under 18 years of age).
o Persons under the influence of drink or drugs

o Tnsane persons.

These people are all deemed to be incapable of making valid contracts ie they do not
understand fully what they are doing and if they do enter a contract then it is void (not
valid)

There are however some contracts that are binding on infants, e.g. when an infant enters a
contract for necessaries (e.g. medical services, accommodation, food. etc.) or contracts of
education and training (e.g. professional apprenticeship, sporting contracts. etc.)

6. Contracts must not be Illegal

The courts will not allow action to be taken on illegal contracts such as those which break
the law of the land, e.g. contracts for the commission of a crime, contracts to evade tax, to
corrupt public life. to interfere with the course of justice, etc. If an illegal contract exists
then no action can be brought for its breach.
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[image: image9.png]“ A Co-operative and a Competitive Relationship: 10 + 10 marks (4 + 4 +2). Must
illustrate with example. (Total 20 marks)




[image: image10.png]Question 1. (A) A co-operative and a competitive relationship.
Co-operation. A co-operative relationship exists where joint action or effort is required so that people
can work together to everyone’s benefit eg. employees hielping each other in a spirit of teamwork to
achieve a certain level of sales or profit for an enterprise or one business co-operating with another
business in the marketing or distributing of each other’s products or services

Businesses sometimes get together and co-operate with each other in local areas to encourage economic
development and the to create jobs which benefits the whole community.

People working and co-operating together in a business make it successful. Employees co-operate with
their employers. They agree pay and working conditions and produce goods and services for customers
They may also co-operate with each other by consulting each other and making decisions together e.g.
worker representatives on the board of directors.

A business will more than likely have outside investors. The relationship between the owners of the
business and the investor must be one of co-operation to ensure that both of them gain. Money will
have to be made by the enterprise to give the owners (shareholders) an adequate profit and the investor
an adequate refurn.

Producers listen to their customers and co-operate with them to supply the goods and services that are
needed and wanted by them. Customers trust their producers to supply them with high quality goods at
prices they can afford.

Compeition. A competitive relationship within an organisation might be where salespeople compete
with each other for orders, employees compete for promotion or departments for cost savings. Outside
the organisation. elements like price, quality and service are common areas of competition between
business enterprises who are competing with each other for market share.




[image: image11.png]Competing interests among the parties to business form the background in which business activity
takes place. All interests compete with each other in the business enterprise and businesses are always
in competition with other businesses for sales, the recruitment of labour and in the price of goods and
services,

Consumers are interested in the best value for money possible.

Suppliers and producers are interested in having customers buying at the right price.

The government is interested in collecting taxes and keeping employment levels high.

The trade unions are concerned with working conditions and pay rates for their members.

The employees of the enterprise and interest groups may be interested in possible damage to the
environment, health risks, etc.

Sometimes one might find a mixture of competition and co-operation between business enterprises. By
co-operating with each other for example on storage and distribution of goods the enterprises may feel
that total market share would increase and all businesses will gain. Competition would still exist
however in areas such as advertising, sales techniques, product design/development and price.





