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PREFACE TO
SECOND EDITION

I read somewhere that “the only reason to teach a class once is to teach it
twice.” I believe there is a lot of truth in that statement. Much time and
effort goes into the preparation of a class, and it may not be worth it if you
teach the class only once. In addition, I know I made a fair number of mis-
takes the first time I taught a class and know that I did a much better job
the second time.

I think one could also say that “the only reason to write a casebook is
to write a second edition.” As I used the first edition of this book and heard
from others who had also used it, I realized that there were certainly areas
for improvement in a second edition. So, here it is, and I hope that it is
indeed an improvement.

Of course, one reason to write a second edition is to update the first edi-
tion. Since the last edition was written, new editions of the INCOTERMS
and Uniform Customs and Practice for Documentary Credits have been
released by the International Chamber of Commerce. The Uniform Law
Commission (National Conference of Commissioners on Uniform State
Laws) and American Law Institute decided to drop the 2003 amendments
to UCC Article 2 because they were not being adopted by state legislatures.
More state legislatures adopted the 2001 revision of Article 1. The second
edition of this book discusses these changes, among other things.

Because of the decision to drop the 2003 amendments to Article 2, I
have decided to drop references to them in the second edition. I have also
decided to cite only the 2001 revision of Article 1 (including the change to
UCC 1-301 that was made in 2008) because most states have now adopted
the revised Article 1. I hope this makes things less complicated for the stu-
dents and for the professors teaching the course.

In response to some helpful suggestions by professors who have used
the book, I have added more explanatory material in some areas. I have
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Preface to Second Edition

also changed some of the cases. It is my hope that the new cases do a better
job of exploring the relevant concepts than the cases they replaced in the
prior edition.

I want to give special thanks to my colleague at Loyola Law School,
Associate Dean Sean Scott, for taking the time to give me many thoughtful
suggestions on improvements for the book. I also want to thank Professor
Richard Hyland of Rutgers Law School in Camden, New Jersey, for his
kind comments and helpful suggestions. I haven’t necessarily had time to
implement all of the excellent suggestions I have received, but perhaps by
the third edition I'll get things right! Any errors or omissions in the text are
obviously my own.

Bryan D. Hull

Loyola Law School

Los Angeles, California
January 2012
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