RECOMMENDATIONS

Negotiating International Commercial
Contracts: Practical Exercises
by Gustavo Moser and Michael Mcilwrath
“With its combination of
practical commentary and
practical exercises [this book] is
nothing short of a pedagogically
pathbreaking tool for all who
contemplate working in this field.”
Prof. George A. Bermann
“[This book] is the product of
experienced practitioners who
provide all the practical key
tools for successful contract
negotiations in international
transactions.”
Prof. Comair-Obeid

20%
OFF

“An inspiring, really valuable book
for both experienced and newly
qualified lawyers negotiating
international contracts. I wish I
had read this half a century ago.”
Michael Leathes

“This compendium ... will be
useful not only in in-house
corporate teams and law firms,
but also for any institution
or organisation training and
preparing commercial contract
negotiators.”
Julian Lew QC
“A useful tool to assist lawyers
hoping to enhance their skills
in negotiating contracts with
international elements.”
Prof. William W. Park
“A must-have toolkit for anyone
entering the unchartered territory
of international contracts.”
Prof. (em.) Ingeborg Schwenzer
“A brilliant and innovative
approach to understanding
and honing skills in negotiating
commercial contracts, created by
two highly experienced experts.”
Prof. Patricia Shaughnessy

About Negotiating international commercial contracts – practical exercises is an innovative workbook that
comprises over 80 real-life case scenarios, accompanied by suggested answers and guidelines. These are
built upon the authors’ experience and understanding of both legal and business interests which underlie
the negotiation of an international commercial contract. The exercises focus on two of the most vital choices
in an international commercial contract:
(i) the choice of the substantive law to govern the contract (or the failure to choose a law); and (ii) the method
and place of dispute resolution (or the failure to specify an adequate dispute resolution clause).
ISBN 9789490947095 | 1st ed. | Paperback | 122 p. | € 45.00 € 36.00

VIS MOOT ATTENDEES ENJOY A 20% DISCOUNT UNTIL 1 MAY 2022.
Please email your order with the code: ‘VM30’ to info@elevenpub.com!
Eleven is part of Boom uitgevers Den Haag
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Rethinking Choice of Law in
Cross-Border Sales
By Gustavo Moser
“It may be the most important
thing that in-house commercial
lawyers of any level of experience
should read...it is a phenomenal
work, unlike anything that I’ve
seen on the subject...”
Michael Mcllwrath
“Dr. Moser is to be commended
for a timely book which fills a gap
in the readily available materials
on the subject.”
Prof. Julian DM Lew QC

50%
OFF

“Dr. Moser’s innovative inquest
of how the parties make this
decision ... highlights the cognitive
biases and limitations that
frequently lead to the designation
of suboptimal rules.”
Prof. Luca G. Radicati di Brozolo
“Dr. Moser impressively explores
choice of law both on a practical
and theoretical level, resulting in
a useful guide on this important
subject.”
Prof. Bernardo Cremades

“Dr. Moser has produced a very
interesting and well researched
book which explores an important
legal question from a unique
perspective...”
Dr. Michael Pryles AO PBM
“Rethinking Choice of Law in
Cross-Border Sales is the book
you want on your bookshelf, or
on your desk, when you are up
against a difficult choice of law
matter, be it as counsel, arbitrator
or judge.”
Prof. (em.) Ingeborg Schwenzer
“This is an exceptionally
interesting and innovative book...”
The Rt Hon Lord Collins of
Mapesbury
“A must-read for academics
and practitioners alike to better
understand matters related to the
choice of law.”
Prof. José Antonio Moreno
Rodríguez

The governing contract law dictates and regulates the life of a contract. Despite its importance, little is known
about the choice of law decision-making process. Is there (ir)rationality involved? How can we ascertain this?
How can we improve these judgements? Rethinking Choice of Law in Cross-Border Sales is an innovative,
multi-disciplinary, and practice-oriented initiative to examine what factors determine the way contracting
parties choose the law to govern their agreements. It presents evidence on how negotiators approach this
topic, including the main drives and triggers of their decisions. The book also invites readers to explore
and understand the idiosyncratic world of contracting parties’ minds; a complex device of imperfections,
cognitive limitations, and emotions.
978-94-6236-846-0 | 1st ed. | Hardback | 260 p. | € 102 € 50

Order your copy today via:
www.ipgbook.com (USA) or www.elevenpub.com (EU)
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