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Table 13.6 Point of delivery and where risk shifts from seller to buyer

EXW FAS FOB C&F CIF Ex dock DDP

Supplier's factary/ x
warehouse

Dock at port of 3

shipment (expert dock)

Port of shipment (on = x x

board vessel)

Port of destination x x

(import dock)

Buyer's warehcuse x
(destination)

Main Lransit risk on buyer  buyer buyer  buyer  seller seller sellar

= Fhe seller transfers the 1isk (O its nsurance comuary
Source: Adapted frem Onkvs Land Shaw (1993). p. 799. Reprirted by permission of Frentice Hall Inc
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(Source: Chase Manhattan Bank, 1984, p. 5)




