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INTRODUCTION TO LEGAL CASE-SOLVING AND MOOTING

- a theoretical and practical training with exercises in the field of international sales law -

Contents

Part I: Preparations

§ 1 Presentation of the course and planning of the activities

§ 2 Short introduction to international sales law
I. National and international sales law
II. History, importance and applicability of the CISG!
III. The interpretation of the CISG
IV. Basic concepts of the CISG
V. Bases of claims, pleas and defenses under the CISG

Part II: Skills in theory

§ 3 The methods and techniques of legal case-solving
I. A scientific approach to legal case-solving
II. The main principles of legal case-solving
III. The analysis of the facts and question of the case
IV. The drawing up of a draft outline
V. The systematic solving of the case on the basis of the draft outline
VI. The writing down of the case-solution
VII. The formal design of the case-solution
VIII. The final check

§ 4 The art of legal mooting
I. A playful approach to legal case-solving
II. The main principles of legal mooting
III. The analysis of the facts, questions and legal issues of the case
IV. The preparation of the memoranda
V. The preparation of the oral hearings
VI. The oral hearings
VII. Learning from the experiences at the moot

I United Nations Convention on Contracts for the International Sale of Goods of 1980.
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Part III: SKkills in practice

§ 5 Exercises in legal case-solving and mooting

More information on this course at www.thomas-schmitz-hanoi.vn. For any questions, suggestions and criticism please
contact me in my office (room A.603) or via e-mail at tschmitl @gwdg.de.
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