contracts for international sale of
goods

Contracts for International Sale of Goods: Navigating Global Trade with
Confidence

Contracts for international sale of goods form the backbone of global
commerce, enabling businesses to exchange products across borders smoothly
and securely. Whether you’re a small enterprise venturing into export or a
multinational corporation managing complex supply chains, understanding the
nuances of these contracts is crucial. They not only establish the terms of
sale but also protect parties from misunderstandings and disputes that can
arise due to differences in legal systems, cultures, and business practices.

In this article, we’ll delve into the essentials of contracts for
international sale of goods, explore key legal frameworks like the CISG,
discuss common clauses, and offer practical tips to craft agreements that
minimize risk and maximize clarity.

What Are Contracts for International Sale of
Goods?

At its core, a contract for international sale of goods is an agreement
between parties in different countries to buy and sell tangible products.
Unlike domestic sales contracts, these agreements must account for
international laws, customs regulations, currency fluctuations, and
logistical challenges. They define the rights and obligations of buyers and
sellers, including delivery terms, payment methods, quality standards, and
remedies for breach.

Because international transactions often involve higher stakes and
complexities, these contracts tend to be more detailed and carefully
negotiated than local contracts. They serve as a roadmap to ensure that both
parties are on the same page regarding the scope and expectations of the
sale.

The Importance of Clear Terms in International
Contracts

Clear, unambiguous language is vital in contracts for international sale of
goods. Ambiguity can lead to costly disputes, especially when parties operate
under different legal traditions or languages. Using standardized terms and
internationally recognized rules helps reduce confusion and provides a common
legal framework.

For instance, specifying delivery terms using Incoterms (International
Commercial Terms) clarifies who is responsible for shipping costs, insurance,
and risk at each stage of transportation. This reduces misunderstandings and
ensures smooth handoffs between buyers, sellers, and carriers.



Key Legal Frameworks Governing International
Sales

Navigating international sales contracts requires an understanding of the
legal regimes that may apply. Different countries have their own commercial
laws, but several international conventions and rules have been developed to
harmonize contract law globally.

The United Nations Convention on Contracts for the
International Sale of Goods (CISG)

One of the most influential frameworks is the CISG, often called the “Vienna
Convention.” It provides a uniform set of rules for contracts involving the

sale of goods between parties located in different signatory countries. Over
90 countries have adopted the CISG, making it a default legal regime unless

the contract specifies otherwise.

The CISG covers essential aspects such as contract formation, obligations of
buyers and sellers, remedies for breach, and passing of risk. Its application
can simplify disputes by providing a neutral legal ground, avoiding the need
to litigate under unfamiliar national laws.

When the CISG Doesn’t Apply

Not all international sales contracts fall under the CISG. Some countries
have not adopted it, and parties can exclude its application in their
contract. In such cases, contracts may be governed by national laws chosen by
the parties or by international commercial terms and practices.

Understanding whether the CISG applies is the first step in drafting an

effective contract. Legal counsel can help determine the best governing law
depending on the countries involved and the nature of the transaction.

Essential Clauses in Contracts for
International Sale of Goods

A well-drafted contract includes clauses that clearly define every critical
element of the sale. Here are some key provisions to consider:

1. Description of Goods

Specify the type, quantity, quality, and specifications of the goods being
sold. Detailed descriptions help avoid disputes over product expectations.



2. Price and Payment Terms

Include the total price, currency, payment schedule, and method (e.g., letter
of credit, wire transfer). Payment terms often reflect the level of trust
between parties and the risk involved.

3. Delivery Terms

Use Incoterms to clarify responsibilities for shipping, insurance, and risk
transfer. Common terms include FOB (Free On Board), CIF (Cost, Insurance, and
Freight), and DDP (Delivered Duty Paid).

4. Inspection and Acceptance

Outline how and when the buyer can inspect goods and the process for
rejecting non-conforming shipments. This protects buyers from accepting
defective products.

5. Warranties and Liability

Define any guarantees regarding product quality and the extent of liability
for damages or losses.

6. Force Majeure

Cover unforeseen events like natural disasters or political unrest that may
prevent contract fulfillment, allowing parties to delay or cancel obligations
without penalty.

7. Governing Law and Dispute Resolution

Specify which country’s laws govern the contract and how disputes will be
resolved—through arbitration, mediation, or litigation. Many international
contracts opt for arbitration to ensure neutrality and confidentiality.

Tips for Negotiating and Drafting Effective
International Sales Contracts

Crafting contracts for international sale of goods is both an art and a
science. Here are some practical tips to help you navigate the process:

¢ Understand Cultural Differences: Negotiation styles and expectations
vary across cultures. Being sensitive to these can build trust and lead
to smoother agreements.



e Use Clear and Simple Language: Avoid legal jargon and ambiguous terms.
Plain language reduces misinterpretation, especially when parties speak
different native languages.

e Include Contingency Plans: Anticipate potential issues like delays,
customs problems, or currency fluctuations, and address them upfront.

e Consult Legal Experts: Engage lawyers familiar with international trade
law to ensure compliance with applicable regulations and to draft
enforceable contracts.

e Leverage Technology: Digital contracts and electronic signatures can
speed up negotiations and execution, especially across time zones.

Common Challenges in International Sale
Contracts and How to Overcome Them

International trade is rife with challenges that can complicate contracts.
Recognizing these hurdles early can help prevent disputes.

Language Barriers and Miscommunication

Differences in language and legal terminology can lead to misunderstandings.
Providing translated versions of contracts and clarifying key terms helps
bridge this gap.

Legal and Regulatory Differences

Each country has unique import/export controls, taxes, and product standards.
Conducting thorough due diligence and ensuring compliance avoids costly
delays or penalties.

Currency Exchange Risks

Fluctuations in exchange rates can impact the contract’s financial wviability.
Parties may include clauses to adjust prices or use hedging strategies to
mitigate this risk.

Logistics and Delivery Issues

Shipping delays, damaged goods, or customs hold-ups are common. Choosing
reliable carriers and clearly defining responsibilities in the contract can
reduce these risks.



The Role of International Trade Terms
(Incoterms) in Sale Contracts

One cannot discuss contracts for international sale of goods without
highlighting Incoterms. Published by the International Chamber of Commerce
(ICC), Incoterms define the responsibilities of buyers and sellers regarding
delivery, risk, and costs.

Using Incoterms in your contract provides clarity on questions like:
- Who arranges transportation?

- Who pays for insurance and freight?

- At what point does risk transfer from seller to buyer?

For example, under FOB, the seller delivers goods on board the vessel, and
risk passes to the buyer once loaded. Under DDP, the seller bears all costs
and risks until goods reach the buyer’s premises. Choosing the correct
Incoterm based on the nature of the goods and logistics capabilities is
crucial for smooth transactions.

Understanding Remedies and Dispute Resolution
in International Sales

Despite best efforts, disputes can arise in international sales. Contracts
often specify remedies available to parties when breaches occur, such as:
— Claiming damages for non-performance

- Requesting repair or replacement of defective goods

— Canceling the contract and seeking restitution

Dispute resolution clauses are equally important. Many contracts favor
arbitration under bodies like the International Chamber of Commerce or the
United Nations Commission on International Trade Law (UNCITRAL) Arbitration
Rules. Arbitration tends to be faster, private, and enforceable across
borders under the New York Convention.

Final Thoughts on Contracts for International
Sale of Goods

Entering into contracts for international sale of goods opens doors to
lucrative markets but also requires careful planning and legal insight. By
understanding the legal frameworks, drafting clear terms, and anticipating
potential challenges, businesses can create agreements that foster trust and
promote successful global trade.

Whether you’re negotiating your first international contract or refining
existing processes, staying informed about best practices and legal
developments is key. In the dynamic landscape of international commerce,
well-crafted contracts are not just paperwork—they’re strategic tools that
underpin lasting business relationships.



Frequently Asked Questions

What is the CISG and how does it relate to contracts
for the international sale of goods?

The CISG (United Nations Convention on Contracts for the International Sale
of Goods) is an international treaty that provides a uniform framework for
the formation and performance of contracts for the sale of goods between
parties in different countries that have adopted the convention. It aims to
reduce legal barriers and uncertainties in international trade.

Which countries are bound by the CISG?

As of now, over 90 countries are parties to the CISG, including major trading
nations like the United States, China, Germany, and Australia. However, some
important commercial countries have not adopted it, so it is essential to
verify whether the CISG applies to a specific contract.

How does the CISG determine the formation of an
international sales contract?

Under the CISG, a contract is formed when an offer is sufficiently definite
and indicates the intention of the offeror to be bound in case of acceptance,
and when the acceptance is made within the time limit and corresponds to the
offer. The CISG allows for acceptance by conduct and does not require strict
formalities.

Can parties exclude the application of the CISG in
their contract?

Yes, the CISG allows parties to opt out of its application entirely or
partially by including an explicit clause in their contract stating that the
CISG does not apply or that certain provisions are excluded. This provides
flexibility for parties to choose their governing law.

What are the main obligations of the seller under the
CISG?

The seller must deliver the goods, hand over any documents relating to them,
and transfer the property in the goods as required by the contract. The goods
must conform to the contract in quantity, quality, and description, and be
free from any third-party rights or claims.

How are remedies for breach of contract handled under
the CISG?

The CISG provides remedies including requiring performance, claiming damages,
avoiding (terminating) the contract, and reducing the price. The injured
party must give notice of non-conformity within a reasonable time and may
seek specific performance or damages depending on the circumstances.



What role does Incoterms play in contracts for the
international sale of goods?

Incoterms are standardized trade terms published by the International Chamber
of Commerce that define the responsibilities of buyers and sellers for the
delivery of goods. While not part of the CISG, they are often incorporated
into international contracts to clarify issues related to shipping, risk
transfer, and costs.

How are disputes under international sales contracts
typically resolved?

Disputes can be resolved through negotiation, mediation, arbitration, or
litigation. Arbitration is a common method in international sales contracts
due to its neutrality, enforceability under the New York Convention, and
flexibility. The contract usually specifies the dispute resolution mechanism
and jurisdiction.

Does the CISG apply to the sale of goods sold for
personal use?

Generally, the CISG does not apply to contracts where the goods are bought

for personal, family, or household use, unless the seller neither knew nor

ought to have known that the goods were bought for such use. This exclusion
aims to focus the CISG on commercial transactions.

Additional Resources

Contracts for International Sale of Goods: Navigating Complexity in Global
Trade

Contracts for international sale of goods serve as the backbone of cross-
border commerce, facilitating the exchange of products between buyers and
sellers across different legal jurisdictions. In an increasingly globalized
economy, these contracts are not merely transactional documents but complex
instruments that address risks, regulatory compliance, and logistical
challenges inherent in international trade. Understanding their structure,
governing laws, and practical implications is essential for businesses
seeking to engage in or expand their global footprint.

Understanding Contracts for International Sale
of Goods

At their core, contracts for international sale of goods establish the terms
under which goods are bought and sold between parties located in different
countries. Unlike domestic sales agreements, these contracts must account for
a myriad of variables such as differing legal systems, language barriers,
currency fluctuations, and international trade regulations. The need for
clarity and precision is paramount to avoid disputes and ensure smooth
transactions.

One of the most significant frameworks governing these contracts is the



United Nations Convention on Contracts for the International Sale of Goods
(CISG), often referred to as the Vienna Convention. Adopted in 1980, the CISG
provides a uniform set of rules applicable to international sales contracts
between parties whose places of business are in different contracting states.
As of 2024, over 90 countries are signatories, making it the most widely
recognized international treaty on the subject.

Key Features of International Sale Contracts

Contracts for international sale of goods typically include essential
elements that address both the commercial and legal aspects of the
transaction:

e Description of Goods: Detailed specifications, including quantity,
quality, and technical standards.

e Price and Payment Terms: Currency denomination, payment methods (e.g.,
letters of credit, wire transfers), and timing.

e Delivery Terms: Often defined by Incoterms, which specify the
responsibilities of buyers and sellers regarding shipping, insurance,
and customs clearance.

e Risk Transfer: When and how the risk of loss or damage to the goods
shifts from seller to buyer.

e Inspection and Acceptance: Procedures for verifying the goods upon
delivery.

e Dispute Resolution: Jurisdiction clauses, arbitration agreements, and
applicable law provisions.

The Role of Incoterms in International Sales

International Commercial Terms, or Incoterms, are a set of standardized trade
terms published by the International Chamber of Commerce (ICC). While not
contracts themselves, Incoterms are frequently incorporated into contracts
for international sale of goods to clearly allocate responsibilities between
contracting parties.

Commonly used Incoterms include:
e EXW (Ex Works): Seller's minimum obligation; buyer assumes most risks
and costs.

e FOB (Free On Board): Seller delivers goods onto the vessel; risk passes
at this point.

e CIF (Cost, Insurance, and Freight): Seller pays costs, insurance, and
freight to the destination port.



e DAP (Delivered at Place): Seller delivers goods ready for unloading at
the named place.

Selecting the correct Incoterm is crucial as it influences the allocation of
risks, costs, and liabilities, thereby affecting pricing and logistics
planning.

Legal Frameworks Governing International Sale
Contracts

The legal landscape of contracts for international sale of goods is
multifaceted. While the CISG provides a uniform regime, it applies only when
parties are located in contracting states and have not explicitly excluded
its application. In addition to the CISG, other significant legal instruments
and national laws often come into play:

United Nations Convention on Contracts for the
International Sale of Goods (CISG)

The CISG’s primary advantage lies in harmonizing contract law across borders,
reducing legal uncertainty. It covers contract formation, obligations of
buyer and seller, remedies for breach, and more. However, parties may opt out
of the CISG or modify its provisions in their contracts if they prefer to
rely on domestic law.

National Laws and Their Impact

When the CISG does not apply, national laws govern contracts for
international sale of goods. This can lead to significant disparities. For
instance, the United States relies on the Uniform Commercial Code (UCC)
Article 2 for sales contracts, which differs in several respects from the
CISG, particularly regarding contract formation and remedies.

European Union member states may apply their national laws or, in certain
cases, harmonized EU directives. Other jurisdictions, such as China or India,
have their own commercial codes or contract laws, each with unique provisions
that affect international sales contracts.

Arbitration and Dispute Resolution Clauses

Given the complexity of cross-border disputes, contracts for international
sale of goods often include arbitration clauses specifying that disputes be
resolved through international arbitration forums such as the International
Chamber of Commerce (ICC) or the London Court of International Arbitration
(LCIA). Arbitration offers advantages like neutrality, enforceability of
awards under the New York Convention, and confidentiality.



Challenges and Considerations in Drafting and
Executing International Sales Contracts

Crafting effective contracts for international sale of goods requires careful
attention to detail and foresight. Several challenges commonly arise:

Language and Interpretation Issues

Differences in language and legal terminology can lead to misunderstandings.
Contracts are often drafted in English, the lingua franca of international
trade, but parties must ensure that translations and interpretations do not
introduce ambiguities.

Regulatory Compliance and Customs

International sales contracts must account for import/export controls,
tariffs, sanctions, and other regulatory requirements in both the seller’s
and buyer’s countries. Failure to comply can result in delays, fines, or
seizure of goods.

Currency Fluctuation and Payment Risks

Volatile exchange rates can affect the value of payments. Contracts may
include clauses addressing currency adjustments or stipulate payment in a
stable currency like the US dollar or Euro. Additionally, the method of
payment must balance risk and convenience.

Force Majeure and Political Risks

Unforeseen events such as natural disasters, political upheaval, or pandemics
can disrupt supply chains. Including force majeure clauses that clearly
define excusable delays protects parties from liability in such situations.

Quality Control and Inspection Rights

To minimize disputes, contracts often specify inspection procedures and
criteria for acceptance or rejection of goods upon delivery. This is
particularly critical in industries where product specifications and safety
standards are stringent.

Emerging Trends and the Future of International
Sales Contracts

The landscape of contracts for international sale of goods continues to



evolve, influenced by technological advancements and shifting trade dynamics.

Digitalization and E-Contracts

Electronic contracts and digital signatures are becoming increasingly
accepted, streamlining the negotiation and execution process. Blockchain
technology is also being explored to enhance transparency and traceability in
supply chains.

Sustainability and Ethical Considerations

Environmental regulations and ethical sourcing requirements are prompting
parties to include sustainability clauses, ensuring compliance with
international standards and consumer expectations.

Impact of Geopolitical Changes

Trade tensions, sanctions, and regional trade agreements (such as the USMCA
or RCEP) influence contract terms, risk assessments, and jurisdictional
choices. Businesses must remain agile to adapt to these changes.

Contracts for international sale of goods represent a critical junction where
legal precision meets commercial pragmatism. Their careful drafting and
thoughtful negotiation not only enable successful transactions but also
foster trust and cooperation in the global marketplace. As international
trade grows ever more complex, mastery of these contracts becomes
indispensable for businesses aiming to thrive on the world stage.

Contracts For International Sale Of Goods

contracts for international sale of goods: The International Sale of Goods Revisited Petar
Sarcevic, Petar [Jar?evi?, Paul Volken, 2001-06-27 The contributors to this volume, well-known
experts from Europe and the US, analyze various issues relating to the United Nations Convention
on Contracts for the International Sale of Goods (CISG). With its current global network of 58
Contracting States, the CISG is widely applied in practice today. To make the growing case law on
this subject matter readily accessible, the UNCITRAL Secretariat in Vienna has set up a reporting
system for national court decisions relating to the CISG. The extensive documentation already
collected there and elsewhere will surely have a lasting impact on the ongoing scholarly debate on
this topic. The present book is intended to contribute to this debate by addressing controversial
issues relating to the interpretation and application of some important provisions of the new sales
law. In addition, several authors also deal with the development of international principles of
contract law, such as the Principles of European Contract Law, the UNIDROIT Principles and the lex
mercatoria . In view of the increasing number of such rules, a discussion of the CISG would be
incomplete without taking account of the relationship of the Convention to these principles as well.

contracts for international sale of goods: Review of the Convention on Contracts for the
International Sale of Goods (CISG)., 1995

contracts for international sale of goods: Convention on Contracts for the International
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Sales of Goods (CISG) Joseph Lookofsky, 2020-10-20 Also sometimes referred to as the Vienna Sales
Convention, the Convention on Contracts for the International Sale of Goods (CISG) regulates the
rights of buyers and sellers in international sales. The Convention, which first entered into effect in
1988, is the first sales law treaty to win acceptance on a worldwide scale. The current list of more
than 90 Contracting States accounts for more than three-fourths of all world trade. The importance
of the CISG in the international arena is underlined by thousands of reported decisions where the
CISG has been held to apply, thus evidencing the conduct of countless international traders who-by
default or by express choice-regularly subject their sales contracts to the Convention regime. The
CISG has also impacted on sales legislation at national and regional (e.g. EU) levels. With this
monograph as their guide, lawyers and scholars who deal with international sales contracts and
sales contract disputes will obtain an excellent overview of the Convention, as well as valuable
information as to all its 101 Articles, compromising key topic areas such as the following:
Determining when the CISG applies; Freedom of contract under Article 6; Interpretation of the
Convention and of CISG contracts; Sales contract formation, validity, defences to enforcement;
Obligations of the parties, including conforming delivery & notice of non-conformity; Liability and
remedies for breach, including specific performance, damages, avoidance/termination; Liability
exemptions; Reservations under Articles 92-96. The Third Edition of this IEL monograph takes
account of the latest scholarly commentary as well as key CISG case law worldwide.

contracts for international sale of goods: UN Convention on Contracts for the International
Sale of Goods (CISG) Pilar Perales Viscasillas, Loukas A. Mistelis, Stefan Kroll, The second edition of
this seminal text provides an authoritative 'article-by-article' commentary on the CISG. Moreover, it
goes further than existing literature by taking account of those various legal settings in which the
CISG operates. Strictly following the structure of the Convention itself, it examines specific topics
such as E-Commerce and the CISG and comparative texts such as Unidroit Principles of
International Commercial Contracts and the European Principles of Contract Law. The Incoterms
are also dealt with in detail. With a truly global and stellar line up of contributors, this is an
invaluable tool for all lawyers practising in the field.--

contracts for international sale of goods: The Convention for the International Sale of
Goods Daniel Barstow Magraw, Reed R. Kathrein, 1990

contracts for international sale of goods: Review of the Convention on Contracts for the
International Sale of Goods (CISG) 2003-2004 Pace International Law Review, 2005 The Pace
International Law Review edits the Review of the Convention on Contracts for the International Sale
of Goods (CISG). The Review of the CISG is published once yearly and features articles written by
prominent legal scholars in the field of international sale of goods from around the world. In addition
to scholarly writings analyzing the various articles of the CISG, the book seeks to compile
translations of recent decisions as well as commentaries of notable cases relating to the CISG. The
Review of the CISG provides both a forum for legal discussion within the international legal
community in the area of international sales law and as an authoritative source of reference for
international scholars. The Review was former published by Kluwer Law International.

contracts for international sale of goods: The UN Convention on Contracts for the
International Sale of Goods Clayton P. Gillette, Steven D. Walt, 2016-05-10 Updated and
expanded for the second edition, this volume provides attorneys, academics and students with a
detailed yet accessible overview of the United Nations Convention on Contracts for the International
Sale of Goods (CISG). Adopted by more than eighty nations and governing a significant portion of
international sales, the CISG regulates contract formation, performance, risk of loss, conformity to
contractual requirements and remedies for breach. This volume explains the CISG doctrines and
their ambiguities, and appraises the extent to which the doctrines reduce transaction costs for
commercial actors. Its topic-based approach will be ideal for those pursuing academic analysis or
subject-specific research.

contracts for international sale of goods: ,

contracts for international sale of goods: (Non-)conformity in the 1980 UN Convention on



Contracts for the International Sale of Goods Sonja Kruisinga, 2004 The 1980 UN Convention on
Contracts for the International Sale of Goods (CISG) unifies the law governing the rights and
obligations arising from a contract for the international sale of goods for the seller and the buyer.
The CISG entered into force on 1 January 1988. The current number of 62 contracting States,
representing two thirds of the world trade, shows the relevance of this Convention. Moreover, the
International Chamber of Commerce (ICC) has published a model for an international sales contract
that presupposes the application of the Convention. Since no supranational court exists to safeguard
a uniform interpretation of its provisions, the case law from different states on the basis of the CISG
needs to be compared. One of the main obligations for the seller under the Convention is to deliver
goods which are in conformity with the contract (art. 35 CISG). With respect to this particular
obligation, a number of questions have arisen. For example, do the goods delivered need to comply
with any public law requirements in the country where the goods will be used? When and how does
a buyer have to give notice to the seller of any lack of conformity? Is any fault on the part of the
seller required for a buyer to be able to rely on this provision? Who bears the burden of proof? Can a
buyer rely on any concurrent claims based on national law, alongside his claim based on lack of
conformity? This book contains an analysis of the case law that has been established on the basis of
the CISG concerning the aforementioned questions. Special attention has been paid to court
decisions in Austria, Belgium, France, Germany, the Netherlands and Switzerland, as well as to
arbitral awards by the ICC Court of Arbitration. In this respect, the role of the UNIDROIT Principles
of International Commercial Contracts in the interpretation of the CISG has also been analysed. The
book provides a unique combination, because it contains both an analysis of the issue of
(non-)conformity as such and an overview of the recent case law on this topic, as well as
recommendations for international commercial practice. Therefore, this book will be of interest to
both academics and legal practitioners.

contracts for international sale of goods: A Short Course in International Contracts 4th
Ed., eBook Karla Shippey (C.), 2002

contracts for international sale of goods: Review of the Convention on Contracts for the
International Sale of Goods (CISG) 2004-2005 Pace International Law Review, 2006 The Review
of the Convention on Contracts for the International Sale of Goods (CISG) is published yearly and
features articles written by prominent legal scholars in the field of international sale of goods from
around the world. In addition to scholarly writings analyzing the various articles of the CISG, the
book compiles translations of recent decisions as well as commentaries of notable cases relating to
the CISG. The book provides both a forum for legal discussion within the international legal
community in the area of international sales law and as an authoritative source of reference for
international scholars. This 2004-2005 volume includes articles such as: Claiming Damages in
Export Trade on Recent Developments of Uniform Law; Article 74 of the United States Convention
on Contracts for the International Sale of Goods; Brown & Root Services v. Aerotech Herman
Nelson: The Continuing Plight of the U.N. Sales Convention in Canada; and Causation in Damages:
The Convention on Contracts for the International Sale of Goods, the UNIDROIT Principles of
International Commercial Contracts, the Principles of European Contract Law.

contracts for international sale of goods: Convention on Contracts for the International Sale
of Goods (CISG) Joseph M. Lookofsky, 2016 Derived from the renowned multi-volume International
Encyclopaedia of Laws, this practical analysis of the law of contracts in Convention on Contracts for
the International Sale of Goods (CISG) covers every aspect of the subject - definition and
classification of contracts, contractual liability, relation to the law of property, good faith, burden of
proof, defects, penalty clauses, arbitration clauses, remedies in case of non-performance, damages,
power of attorney, and much more. Lawyers who handle transnational contracts will appreciate the
explanation of fundamental differences in terminology, application, and procedure from one legal
system to another, as well as the international aspects of contract law. Throughout the book, the
treatment emphasizes drafting considerations. An introduction in which contracts are defined and
contrasted to torts, quasi-contracts, and property is followed by a discussion of the concepts of



'consideration’ or 'cause' and other underlying principles of the formation of contract. Subsequent
chapters cover the doctrines of 'relative effect’, termination of contract, and remedies for
non-performance. The second part of the book, recognizing the need to categorize an agreement as
a specific contract in order to determine the rules which apply to it, describes the nature of agency,
sale, lease, building contracts, and other types of contract. Facts are presented in such a way that
readers who are unfamiliar with specific terms and concepts in varying contexts will fully grasp their
meaning and significance. Its succinct yet scholarly nature, as well as the practical quality of the
information it provides, make this book a valuable time-saving tool for business and legal
professionals alike. Lawyers representing parties with interests in Convention on Contracts for the
International Sale of Goods (CISG) will welcome this very useful guide, and academics and
researchers will appreciate its value in the study of comparative contract law.

contracts for international sale of goods: Contracts for the Sale of Goods Henry D. Gabriel,
2009 Leading trade law expert Henry Gabriel analyzes and compares the substantive law of the UN
convention on Contracts for the International Sale of Goods (CISG) with the sales provisions of
Article Two of the UCC and the UNIDROIT Principles on International Commercial Contracts. The
author highlights which provisions apply to a transaction and what impact each provision has on a
sales contract.

contracts for international sale of goods: Review of the Convention on Contracts for the
International Sale of Goods (CISG) Pace International Law Review, 2007 The Review of the of the
Convention on Contracts for the International Sale of Goods (CISG) is published annually and
features articles written by prominent legal scholars in the field of international sale of goods from
around the world. In addition to the writings analyzing the various articles of the CISG, the book
compiles translations of recent decisions as well as commentaries of notable cases relating to the
CISG. The book provides a forum for legal discussion within the international legal community in the
area of international sales law and is an authoritative source of reference for international scholars.
This 2005-2006 volume includes the following articles: -- How the Fact of Accepting Good Faith as a
General Principle of the CISG Will Bring More Uniformity -- Defective Performance in Contracts for
International Sale of Goods: A Comparative Analysis Between the Brazilian Law and the 1980 United
Nations Convention on Contracts for the International Sales of Goods -- Canadian Jurisprudence and
the Uniform Application of the UN Convention on Contracts for the International Sale of Goods --
Good Faith in the CISG: The Interpretation Problems of Article 7

contracts for international sale of goods: Convention on Contracts for the International
Sale of Goods (Cisg) Joseph Lookofsky, 2022-01-21 Derived from the renowned multi-volume
International Encyclopaedia of Laws, this practical analysis of the law of contracts in Convention on
Contracts for the International Sales of Goods (CISG) and Wales covers every aspect of the subject -
definition and classification of contracts, contractual liability, relation to the law of property, good
faith, burden of proof, defects, penalty clauses, arbitration clauses, remedies in case of
non-performance, damages, power of attorney, and much more. Lawyers who handle transnational
contracts will appreciate the explanation of fundamental differences in terminology, application, and
procedure from one legal system to another, as well as the international aspects of contract law.
Throughout the book, the treatment emphasizes drafting considerations. An introduction in which
contracts are defined and contrasted to torts, quasi-contracts, and property is followed by a
discussion of the concepts of '‘consideration' or 'cause' and other underlying principles of the
formation of contract. Subsequent chapters cover the doctrines of 'relative effect’, termination of
contract, and remedies for non-performance. The second part of the book, recognizing the need to
categorize an agreement as a specific contract in order to determine the rules which apply to it,
describes the nature of agency, sale, lease, building contracts, and other types of contract. Facts are
presented in such a way that readers who are unfamiliar with specific terms and concepts in varying
contexts will fully grasp their meaning and significance. Its succinct yet scholarly nature, as well as
the practical quality of the information it provides, make this book a valuable time-saving tool for
business and legal professionals alike. Lawyers representing parties with interests in Convention on




Contracts for the International Sales of Goods (CISG and Wales will welcome this very useful guide,
and academics and researchers will appreciate its value in the study of comparative contract law

contracts for international sale of goods: Review of the Convention on Contracts for the
International Sale of Goods (CISG) 2002-2003 Michael Maggi, 2004-01-01 Nations in all regions of
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