Liverpool John Moores University

Title: COMMERCIAL LAW
Status: Definitive

Code: 6002LAWBL (107735)
Version Start Date: 01-08-2020

Owning School/Faculty: Law

Teaching School/Faculty:  Law

Team Leader
Eric Baskind Y
Academic Credit Total
Level: FHEQG6 Value: 24 Delivered 25
Hours:
Total Private
Learning 240 Study: 215
Hours:

Delivery Options
Course typically offered: Standard Year Long

Component Contact Hours
Lecture 12
Tutorial 10

Grading Basis: 40 %

Assessment Details

Category | Short Description Weighting Exam
Description (%) Duration
Exam AS1 examination 100 3
Aims

To provide, in a commercial context, an examination of common law and statutory
rules relevant to the sale and supply of goods and services. To provide an
examination of commercial practice and policy in shaping these rules.

Learning Outcomes

After completing the module the student should be able to:
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1 Develop and demonstrate an understanding and appreciation of the relevant
principles of law.

2 Develop and demonstrate the ability to apply legal principles in the analysis and

solving of legal problems.

Understand Sale of Goods and Supply of Goods and Service Contracts.

Be able to examine transfer of title and differentiate possessor rights.

Understand the rules pertaining to sales promotion, competition and prize draw

schemes.

b~ w

Learning Outcomes of Assessments
The assessment item list is assessed via the learning outcomes listed:

EXAM 1 2 3 4 5

Outline Syllabus

Terms implied via Sale of Goods Act 1979 (as amended) - title, description,
satisfacory quality, fitness for purpose, sample, retention of title, Nemo dat, Transfer
of Property and risk, remedies.

Supply of Goods and Services via Supply of Goods (implied terms) Act 1973 and the
Sale of Goods and Services Act 1982.

Sales Promotion, Competitions and Prize Draws, Alternative Dispute Resolution.

Learning Activities

Lectures and Tutorials, exam preparation

Notes
This module examines areas of commercial law including sale of goods and supply

of services, title and possessory rights, sales promotion, competitions and prize
draws

Page 2 of 2



