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My grandfather often related to me how when he was a boy, a man’s word was his honor.  He related to me a story about a man who borrowed money, promising that he would return one year from that date with the balance to be paid in full.  On the one year anniversary, the man did not have the money in full but he made a three day trip to deliver what he had and to make arrangements to pay the balance owing as quickly as possible.  The creditor was never given an address and the debtor never gave him enough information to track him down – but his word was his honor so he showed up as promised.
Many people continue to prefer to do business on a “handshake” (myself included when possible) but you should be aware that any promise not made in writing is most likely not enforceable in court.  Therefore, if you can afford to lose whatever is at stake, feel free to do business on a handshake but if whatever you are bargaining for is more than you can reasonably afford to lose, make sure it is in writing.  This is especially true when you are working with businesses that make you sign a contract.  A common clause attorneys refer to as an “integration” clause makes all verbal promises null and void after you sign the contract so if the contract says one thing and the salesman is promising something else – be cautious about who you are dealing with and consider your risks.
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