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(f) release,satisfaction or any other fact affording a personal defense against
the claimant;
(g) any other lawful excuse.

(2) A person claiming goods covered by a document of title must satisfy the
bailee’s lien where the bailee so requests or where the bailee is prohibited by law
from delivering the goods until the charges are paid.

(3) Unless the person claiming is one against whom the document confers no
right under section 28:7—503(1), he must surrender for cancellation or notation of
partial deliveries any outstanding negotiable document covering the goods, and
the bailee must cancel the document or conspicuously note the partial delivery
thereon or be liable to any person to whom the document is duly negotiated.

(4) “Person entitled under the document’” means holder in the case of a negoti-
able document, or the person to whom delivery is to be made by the terms of or
pursuant to written instructions under a non-negotiable document.

§ 28:7—404. No liability for good faith delivery pursuant to receipt or bill

A bailee who in good faith including observance of reasonable commercial
standards has received goods and delivered or otherwise disposed of them ac-
cording to the terms of the document of title or pursuant to this article is not
liable therefor. This rule applies even though the person from whom he received
the goods had no authority to procure the document or to dispose of the goods and
even though the person to whom he delivered the goods had no authority to
receive them.

PART 5—WAREHOUSE RECEIPTS AND BILLS OF LADING:
NEGOTIATION AND TRANSFER

§ 28:7—501. Form of negotiation and requirements of ‘“due negotiation”

(1) A negotiable document of title running to the order of a named person is
negotiated by his indorsement and delivery. After his indorsement in blank or
to bearer any person can negotiate it by delivery alone.

(2)(a) A negotiable document of title is also negotiated by delivery alone when
by its original terms it runs to bearer.

(b) When a document running to the order of a named person is delivered to
him the effect is the same as if the document bas been negotiated.

(3) Negotiation of a negotiable document of title after it has been endorsed
-to a specified person requires indorsement by the special indorsee as well as
delivery.

(4) A negotiable document of title is “duly negotiated” when it is negotiated
in the manner stated in this section to a holder who purchases it in good faith
-without notice of any defense against or claim to it on the part of any person
.and for value, unless it is established that the negotiation is not in the regular
course of business or financing or involves receiving the document in settlement
or payment of a money obligation.

(5) Lndorsement of a non-negotiable document neither makes it negotiable nor
.adds to the transferee’s rights.

(6) The naming in a negotiable bill of a person to be notified of the arrival of
the goods does not limit the negotiability of the bill nor constitute notice to a
purchaser thereof of any interest of such person in the goods.

§ 28:7—502. Rights acquired by due negotiation
(1) Subject to the following section and to the provisions of section 28:7—205
-on fungible goods, a holder to whom a negotiable document of title has been duly
-negotiated acquires thereby:
(a) title to the document;
(b) title to the goods;
(¢) all rights accruing under the law of agency or estoppel, including rights
to goods delivered to the hailee after the document was issued; and
(d) the direct obligation of the issuer to hold or deliver the goods accord-
ing to the terms of the document free of any defense or claim by him except
those arising under the terms of the document or under this article. In the
case of a delivery order the bailee’s obligation acerues only upon acceptance
and the obligation acquired by the holder is that the issuer and any indorser
-will procure the acceptance of the bailee.



