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ABSTRACT

This thesis aims to discuss the issue of precaution in jurisprudence rules and its impact on
sales transactions as a model because of its importance in Islamic lawThe aim of this research
is to identify the correct concept of legitimate reserve, and to push back the illusory
contradiction between the disciplined reserve by other rules, and to identify that the reserve is
a kind of facilitation and raise the embarrassment in the money and to highlight this in the
chapter of transactions. The study began with an attempt to define a clear concept of
precaution that includes all its types and divisions that are frequently mentioned by ulama’,
the study revealed a number of the established jurisprudence rules on the meaning of
precaution and issued by it; Where I clarified the most important findings of this research ,i
showed the position from precaution and the relationship to it, and its effect on directing it,
and 1 praised this by mentioning a number of practical branches issues, especially in the
chapter on transactions.The precaution had an apparent effect in deciding its rulings according
to some jurists, relying on the principle of selection and diversification; In order to give the
reader a brief picture of the effect of precaution in sales transactions as an example.
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