
International commercial law 

Group 1: contract negotiations (subgroups 1a and 1b) 

Joint instructions  

 

Orange and UAC are negotiating a sales contract. The parties need to agree on the following: 

1) Number of units purchased 

2) Price per unit 

3) Manufacturing process used 

4) Terms of delivery 

5) Payment method(s) 

6) Applicable law 

7) Dispute resolution mechanism(s) 

… As well as to incorporate any other provisions they might see fit. 

Assignment: Negotiate all the elements of the contract. Answer the following questions: 

1) While negotiating the contract, have you considered it capable of regulating the legal 

relationship with the other party in its entirety? If not, which factors did you consider 

capable of limiting the self-sufficiency of the contract? 

2) At which point during the negotiations did you start considering which law would be the 

most suitable to govern the contract? In choosing the law most advantageous for your client, 

which factors did you take into account? 

3) What practical and legal significance, if any, did you ascribe to the fact that the contract was 

negotiated (and would likely be written) in English language? 

4) Do you think that it would always be strategically advantageous for your client if the contract 

is governed by the law of his state, as opposed to being governed by the law of the other 

parties’ state? 

5) Look at the boilerplate clauses listed in Chapter 1 of the book. Do you find that your client 

would benefit from incorporation of some of these clauses? If so, which clauses, and under 

which conditions? 

6) While negotiating an arbitration clause, have you considered: 

a. Designating a separate law to govern the arbitration clause itself 

b. Designating place where arbitration shall commence in case of a dispute 

c. Choosing arbitration rules 

And if so, what legal and practical significance did you attach to it? 

 

 


