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International Commercial

Sales:

Challenges in

Contract Drafting, Transport Risks and Documentary

Fraud

The International Sale of Goods and the Transport
Law Commissions have decided to organise a joint
session during the Dakar Congress, to address the
main legal issues that affect international sales
of goods and their delivery, with a strategic and
pragmatic approach. The session will focus on a
comparison between the CISG and OHADA Uniform
Act with regard to contract law, and the status of the
project to reform sales law in the OHADA countries,
with the aim of identifying possible differences in
regulations, as well of raising awareness of the most
topical issues concerning the sale and transport of

goods in/from OHADA countries.

The debate will involve highly qualified practitioners
from different jurisdictions who will discuss the main
practical questions related to the drafting of sale
contracts and transport documents, starting with
analysis of the most widely used standard forms in
international trade, and paying particular attention to
the allocation of risk between the contracting parties.
In this context, the aim of the session will be to
explore the best practices in drafting effective
contract clauses in international sales and transport
contracts, and to offer suggestions for choosing
evaluation approaches and appropriate tools to be
adopted from the perspective of each contracting
party, in order to mitigate the numerous risks that
may occur in international transactions.

Establishing and Operating a Successful Law Firm

Ready for the 21-Century

This session will identify and discuss the features

of establishing and operating successful law firm.

Starting with the basics, panels of senior lawyers will
share their knowledge and experience as we discuss
the process of creating a new law firm and building
in optimal operating and management structures.
Topics will include the key features of a partnership
deed, how to pay partners and other lawyers, how
to organise the business, how to use technology to
maximise efficiency, how Lo create a business plan and
techniques for acquiring clients. We will also discuss
likely future developments with a view to ensuring
that our law firm will succeed for the remainder of
the 21st-century. We look forward to our panels and
audience sharing experiences of the techniques that
have worked well (and those that have not).
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