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Business sale agreement: sports coach or personal trainer
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Agreement for the Sale and Purchaseofthe s s s s s s s s s s e [mmnn]

The Date of this Agreement is:
The Seller is:
The Buyer is:

[Date]
[name] of [private address]

[name] of [private address]

[Note:ifapartyisacompany, ss s s s ssEEEEEEENN]

It is now agreed as follows:

1. Definitions

So far as the context permits, the followingwordS e s s s s s s s s EEEE =

"Accounts"

"Accounts Date"

"Business"

“Client”

"Confidential
Information”

"Contracts"

"Disclosures"

"Domain Name”

means the audited profit and loss account of the
Business for the year ended [date] and the balance
Sheetllllllllllllllll,lllllll
EEEEEEEEEEEEEEEEER.

means the date to which the Principal s s m s m m =
EEEEEEEENR.

means the [type of business] business carried on by
the Seller until today under the name and style m m m
B EEEEEEEN | EEEEEEEEEEEEEEER
EEENE.

means a client of the Business.

means all information about the Business. It includes
among other things, information about staff, and their
personal contact information, methods of doing
business, future plans, policies, suppliers and
Clients. ltincludeS s s e e e EEEEEEE , EEEN,
EEEEEEEEEEED EEEEEEEEEEEENERN
EEEEEEEEEEEEEEEEEEEEEEEEER.

means current contracts of the Seller in relation to
theBusineSS, s s s EEEEEEEEEEEEEEENER
EEENE.

means the disclosures set out in a disclosure letter of
today'sdate fromthe s m e e e e e e e EEEEEEE
HE BB EEEEEEEEEEEEER.

meansanyorallofthe s m e e e e e e e e EEEN
|
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"Goodwill"

b

"Intellectual Property

"ISP"

"Party"

"Price"

“Services”

"Third Party Software"

"Warranties"

"Website"

[name].com
[name2].com
[name3].co.za

means the goodwill in relation to the Business, being
goodwillofthe Sellerunti s e e e e e e EE EEE =
EEEEEEEEEEEEEEEEEEERE.

means all intellectual property owned by the Seller
and used in the Business, including intellectual
property of every sort, whether or not registered or
registrable in any country, including intellectual
property of kinds coming into existence after today;
andincluding, s s s e s ES , EEEN EEEN,N
EEEEEEN , EEEN, EEEN EEEN EEEEN
E BN EEE N EEEEEEEEEEEE.

means the Internet service provider; that is any
providerofanyservicEiNeE e e e e EEEEEEE NN
EEEEEEEEEEEEEE.

means a party to this Agreement and "Parties" m m m
EEEEEEEEEEEER.

means the price of BusinessaSa s s e e e EemEE®
m3.

means the services sold bythe Sellerin e s mm m m
EEEEEEEEERE.

means software owned by some person other than
theSellerandused s e e e EEEEEEEEEEEER
EEEEEEN.

meansthewarrantiesand e e e e e EEEEE EE N
EEEEEEEEEEEEEEEEEEEEEEEEEETRN
E B EEEEERERNR.

means www.[URL] and wvw.[URL]land s s s e m m =
EEEEEEEEEEEEEEEEEEEEEEEEENERN
EEEEEEEEEEEEEEEEEEEEEEEEENERN
EEEEEEEEEEEEEEEEEEEEEEEEENERN
EEEEEEEEEEEEEEERN.

Agreement for Sale

21. ThisAgreement,WarrantieS, s s s s s e e EEEEEEEEEENEEN
EEEEEEEEEEEEEEEEEEEEEEENEEENEN.
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2.2.

2.3.

Subject to the terms of this Agreement, s s s e e e EEEEEEEEE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEN
EEEEEEEEEEEEEEEEEEENEENEEER:

2.2.1 the Business as a going concern,
2.2.2 the Goodwill;

2.2.3 the Intellectual Property Rights;
2.2.4 the Domain Name(s);

2.2.5 the Website;

2.2.6 rights to use Third Party Software;
2.2.7 the benefit of the Contracts;

Completion shall take placetoday, s s s s e e e e e e EEEEEEE R
EEEEEEEEEEEEEEEEEEENEEENEEEN.

3. The Purchase Price

3.1.

3.2.

3.3.

OR

3.4.

The Price forthebusinessshall s s s e e e e EEEEEEEEEEEN
EEEEEEEEEEEEEEESEEEESEEEEEEEEEEEEEEER
EEEEEEEENEEN:

goodwill EEEN [ ]
intellectual property rights EEEN [ ]
contractsand e e e EEEEEEEEEEEEEEEEN EEEE

total price [excluding m m m m ] EEEN [ ]

The Price shall be paidasto R [amount], by s s s s s s e s /e mmn
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENETR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENETR
EEEEEEEEEEEEEEY{EmEEnm.

Valueaddedtaxwill s s s s s s e s EEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEER:

[List property on which VAT payable]

ThePricCEmm e e EEEEEEEEEEEEEEEEEEEEEENEN.
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Items to be delivered at Completion

The seller shall hand to the buyer or otherwise deliver s s s e s e e e e E &
EEEEEEEEEEEEEEEEEEEEEEEEEEED EEEEEEEEEERmR

4.1.

4.2.

4.3.

4.4.

4.5.

4.6.

4.7.

4.8.

4.9.

4.10.

4.11.

4.12.

4.13.

All books of account, including vat records;

ComputerprogrammeS s s s e EEEEEEEEEEEEEEEEEEN
EEEEEEENEN;

AlldataofthebusinessstoreC s e e e EE EEEEE N , EEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEER,

All information and records relating to clients and suppliers, including
alistofallthe sems | s e EEEEEEEEEEEEEEEEEEEES
EEEEEEEEEEEEN, EEEEEEEESEESEEEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEESEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEENEN;

Marketing material in any medium;

[if the seller is a limited company] signed and certified copy of the
minutesofameetnOf e e E EEEEEEEEEEEEEEEEEEER
EEEEEEEEEESEEEEEEEEEEEEESEEEEEEEEEER
EEEEEEEEEESEEEEEEEEEEEEESEEEEEEEEEER
EEEEEEEEEESEEEEEEEEEEEEEEEEEENEEEEEEER
EEEEEEEN [ EESEEEEEEESEEEEEEEEEEEEEEEEER
EEEEEEEEEN]

Contracts and assignments of contracts;

FormsoftransferOf s s e e e e e e EEEEEEEEEEEEEEEEN
EEEEEEEEEENENNENER,

TransfersofthE s e e E E E EE , EEEEEEEEEEEEEEEEESN
EEEEEEEENER,;

Forms of authority addressedtotheownersof s s s e s e e e e m ®
,IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII/II
EEEEEEEEEEEEEEEEEEEEEEEEEN,

Alltechnicaland e s s s -E EEEEEE N , EEEEEEEEEENNEN,;
Marketing material of every sort in any medium;

[a list of sales distributors and agents, identifyin e e e e e e e e e m =
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
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BN, EEEEEEEEEEEEEEESEEEEEESEEEEEEEEEERN
EEEEEERN]]

414. Allother s e e E E E EEEEEEEEEEEEEEEEEEEENEN.

5. Completion

5.1.

5.2.

5.3.

5.4.

5.5.

5.6.

As soon as the items listed above have passed s s s s e s e mmm B
EEEEEEEEEEEEE  EEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEE.

As soon as possible and in any event within 14 days from the date
hereof, the Seller shall procure that the Domain Names are
transferredtotheBuyer. s e s e e E S EEEEE EEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETSR
EEEEEEEEEEEEEEEEEEE.

As soon as possible and in any event within two days from the date
hereOf,IIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRmE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETSR
EEE EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEENE.

The Seller has a continuing obligationtodowhatiSe s s s , s e e m =
EEE-EEEEEEEEEEEEEEEE  EEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENETR
EEEEREN.

The Buyer shallnotbeobligedtO s s s e e e e EEEEEEEEEES
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENN
EEEEEEEEEEEEEEEEEEN.

If any or all of the transactions set out in this paragraph donot s m m =
EEEEEEEEEE N  EEEEEEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEEEN.
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6. Debtors and Liabilities

6.1. The Seller shall immediately discharge all the debtsofthe s m s m m =
EEEEEEEE NS EEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEER.

6.2. The Seller shall remain liable for all claims by third parties in respect of
any Services supplied by the Seller or any act or omission of the m m m
EEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEENERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEER . EEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEERNR.

6.3. The Buyer shall not be liable for any breach of any Contract by the m =
EEEEEEEEE D EEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEED EEEEEENETRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEER.

7. Value Added Tax (VAT)

7.1. The Parties shall procure that the sale of the BusineSS s s s s s m m m
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETSR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEEEEEEE(EEEN)

7.2. The Seller shall immediately delivertothe s e e e e e e e e EE EE N
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENETR
EEEEEEEEEEEEEEEEEEEEENERN.

7.3. The Buyer shall for a period of not lessthan 6 yearsfrom e s s m m m
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
E AN , EEEEEEEEEEEN EEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERN.

8. Warranties by the Seller

The seller warrants to the buyer that:
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8.1.

8.2.

8.3.

8.4.

8.5.

If more than one person constitute the s m e, EEEEEEEEEEE
EEEEEEEEEEEEESEEEEEEEENEEEEEEEEEEEEN
EEEEEEEEEEEENNEN,;

ThewarrantiesSSeit s s s e s e e e e e e | EEEEEEEEEEEEN
EEE

The disclosures are true, accurate and comprehensive;

Where any warranty refers to the knowledge, information s m s m m =
EEEEEEEEEEEEENR  EEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEENE.

The seller agrees to indemnify the buyer against all costs claims and =
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETSRm
EEEEEN.

9. Future Activities

Inordertogiveth e s e e E EEEEEEEEEEEEEEEEEEEEEEEEN
EEEEEEE EESNEEESNEEEEEEEEER:

9.1.

9.2.

9.3.

9.4.

Commence or continue any business or activity whatsoever similar to
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETSR
EEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEN/EN
EEEEEEEEEEEEEEEEEEEEEERE.

At any time disclosetoanypersonO' s e s EEEEE EEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETSR
EEEEEEEEEEEEEEEEEEEEEEEEEEENERN,

For a period of [2] years after today either on his own account or
throughanyotherperson e e s e e e EEEEEEEEE N , EEEEEE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENETR
EEEEEEEEEEEEEEEEEEEEEEEEEED EEEEEENETRm
EEEEEEEEEEEEEEEEEEED  EEEEEEEEEEEEENETRm
EEEEEEEEEEEEEEEEEEEEEEEEEEENERN,

For a period of [2] years after today's date without the buyer's prior
WitteN e EEEEEEEEEEEEEEEEEEEEEEEEEEE|[EEE
IIIII]IIIIIIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEN,
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9.5.

9.6.

Tradeunderanyname s s e e e EEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEENEEN,;

Register nor purchase nor use any internetdomain e e e e e e e =
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEE.

10. Communications

10.1.

Any communication to be served on either of the PartieS e s s s mm =
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEE-EEENE.

It shall be deemed to have been delivered:

fdelvereC s s e e EEE N  EEEEEEEEEEEEEEEEER
EE

ifsentbypoSi s e e e s EEEEEEEEEEN EEEE/2EEN
EEEEEEEEN;

If sent by e-mail to the address from which the receiving party
haslastsente-maill e e m2{ e e EEEEEEEEEEEEEN
EEEEEEENE-EEEEEEEEEEEEEEEEEEEEEERm
IIIII.[IIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEE-EE NN EEEEEEEEEEEEEEER,
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEE]

11. Miscellaneous Matters

11.1.

11.2.

11.38.

TheheadingQSEEEEEEEEEEEEEEEEEEEEEEEENEEEER

Any cause of action arisingoutof orrelatedtO s e e e e e e EEE ®
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEE EEEN EEEEEEEEEEEEEEEEEEEEEEEER
HENE.
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114, seeEEEEEEEEEEEEEEEEENEEEEENEEENEEEENEN
EEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEN NN
EEEEEEEEEN EEEEEEEEEEEEEEEEEEEEENENEER
EEEEEEEEEEN EEEEEEEEEEEEEEEEEEEENENEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEE EEEEEEEEEEEN EEEEEEEENEEEEEENEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEENENN.

115, s e e EEEEEEEEEEEEEEEENEEEEEENEEENEEEEEEN
EEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEENEEEEN.

116 s e EEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEN
EEEEEEEEEEEEEEEEER.

11.7. se eSS EEEEEEEEEEEEEEEEEEEEEEEEEEEEENER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENER
EEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEEEEER
EENE.

Signed by [personal name], duly authorized for the Seller

Witness to signature: name:

Address

Signed by [personal name], duly authorized for the Buyer

Witness to signature: name:

Address
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Schedule 1 - Warranties

[IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII

Al , EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESRm
IIIIIIIIIIIIIIII.]

Accounts

1.

Since the Accounts Date:
1.1. The Business has operated in its normal way;

1.2. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESRm
EEEEEEEEEEEEEEEEEEENERN,

1.3. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEERE.

1.4. EEEEEEEEEEEEEEEEEEEEEEEEEEEN EEEEEETR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

1.5. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEEEEEEEEEEEEEEEEEEEEEEEEER.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
IIIIIIIIIIIIIIIII[IIII]IIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEERE.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERNm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEHNm
IIIIII(IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
IIIIIIIIIIIIIIII):

4.1. EEEEEEEEEEEE , EEEEEEEEEEEEEEEEEEEEEERN
u;

4.2, EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEENEN,

4.3. EEEEEEEEEEEEEEEENEEEEEEEEEEEEEEEEEEETEN
, IHEEEEEEEEEEEEEEEEEEEEEEEEENEENE.
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Suppliers and Clients

5. EEEEEEEl EEEEEEEEEEEE , EEEEEEEEEEEEEEEEETHmE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETHRm
EEEEEEEEEEEEEEEEEEE  EEEEEEEEEEEEEEEEEETSRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEEER.

6. So far as the Seller is aware:

6.1. EEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEEESR
I3IIII,IIIIIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEEENRNR,

6.2. EEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEEESR
I3IIII,IIIIIIIIIIIIIIII,IIIIIIIIIIII
EEEEEEEEEEEE  EEEEEEEEEEEEEEEEEENEER.

Licences, consents and passwords

7. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEENE.

8. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
IIIIIIIIIIIIIIIIIIIII(IIIIIIIIIIII)IIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

9. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEN EEEEEEEEEEEEEEEEEEEEEEEEEEEEN.

10. EEEEEEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERN.

Joint Ventures and Partnerships

11. The Seller:

1], s EEEEEEEEEEEEEEEEEEEEEESEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
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11.2. EEEEEEEEEEEEEEEEEEEEEEEEEEEE EEEEEETHR
H, IEEEEEEEEEEEEEEEE , EEEEEEEEEEEEEEEESRmR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER,
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESRm
EEEEEEEEEEEEEEEEEEEEEEEE.

[IIIIIIIIIIIIIIIIIIIIIIIIIIII.IIIIIIIIII
IIIIIIIIIIIIIIIIIIIIII.]

Statutory restrictions

12.

13.

14.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEN EEEEETEHm
IIIIII(IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
IIIIIIIIIIII)IIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEENEEEEEEEEEEENEEENEEN BEEEBE
H, IEEEEEE N EEEEEEEEEEEEEEEEEEEEEEEEEEENRHN
BN , EEEN  EEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEER.

Litigation

15.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEN, EEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
[100,000 ], s s e e EEEEEEEEEEEEESEESEEESEEEEEEENENER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEENER.

Seller's activities

16.
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17.

18.

19.

(IIIIIIIIIIIIIIIIIIIIIIII)IIIIIIIIIIIIII
EEEEEEEEEEEEEE , EEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEE N  EEEEEEEEEEEEESRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETHRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEER.

Contracts

20.

21.

EEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEEEEEETERm
El , EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEEEEEEERER.

None of the Contracts:
2], EEEEEEEEEEEEEEEN, EEEEEEEEEEEEEEENER,

212, EEEEEEEEEEEEEEEN-EEEEEEEN (EEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEECOEEEEEEEEEEEEEEEEEEEEEEEEEEENER
EEEEEEEEEEEEEEEEEER)

2. 3. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEE 0 R EEEEEEEEEEEER
EN;

214, sEEEEEEEEEEEEEEN-EEEEEEEN (EEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEENEEEENEEN)

21,5, e EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEENER
EEEEEEEEEEENEEEENEEEEENEEEENNEN,;

21 6. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERN
R R R E R R R R R R R R R R R R RERERRERRERRIOEBNE R
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22.

23.

24.

25.

26.

27.

28.

EEEEEEEEEEEEESEEEEEEEEEEEEEEEEEEEENEEN
EEEEEEEEER 2 e EEEEEEEEER;

2.7, EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEENER
EEEEEEEEEEEEEEEEEEEEEEEE.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEEEEEEEEEEEEEE EEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEERN.

EEEEEEEEEEEE 2 S EEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEE2 S EEEEEEEEEE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
IIIIIIIIIIII(IIIIIIIIIIIIIIIIIIIIIIIIII
IIIIIIIIIIIIIIIIIIIIII)IIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEER.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERNm
EEEEEEEEEEEEE  EEEEEEEEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERNR.

Intellectual property

29.

EEEEEEEEEEEEEEEEEEEEEEEE  EEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEER.
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30. EEEEEEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEETSRm
El , EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETHm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETHRm
EEEEEEEEEEEEEEEEEERE.

31. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEl  EEEEEEEE  EEEEEEEN  EEEEEEEEEEENETHmE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
u.

32. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

33. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEERE.

34. IIIIIIIIIIIIIIII(IIIIIIIIIIIIIIIIIIIIII
IIIIII)IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEENEEN-EEENEE EEEEEEEE BEEEHR
EE NN  EEEEEENEEEEEEEEEEEEEEEEEEEEEEEEEEEHRm
EEEEEEEEEEEENER.

35. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE.

Internet Domain Names

36 EEEEEEEEEEEEEEEEEEEEEENEEEEEENEEE[EEEEEN
EEEEEEEEEN |  SEENEEEEEEEEEEEEEEEEN|[EEEEEEN
EEEEEEEEE | EEEEEEEEEEEEEEEE | EEEEEEEEEEEEEN
EEE]

37. EEEEEEEEEEEN-EESEEEESEEEESEEEEEEEEEEEEEEN
EEEEEEEEEN|[EEEE | EEEEEEEEEEEEEEEEEENEE(EEE
E|EEEEEEEEEEEEEEEEEEEESEEEEEEEENEEEN,;

38. IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII[II
mm]
39. EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERNm

EEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERNm
EEEEEEEEEEEEEEEEENEN,
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40. EEEEEEEEEEEEEEESRE
EEEEEEEEEEEEEEESRE

41. EEEEEEEEEEEEEEER
EEEEEEEEEEEEEEERN

42. EEEEEEEEEEEEEEERE
EEEEEEEEEEEEEEESRE
EEEEEEEEEEEEEEESRE

General

43. EEEEEEEEEEEEEEESRE
EEEEEEEEEEEEEEESRE
EEEEEEEEEEEEEEESRE
EEEEEEEEEEEEEEER
EEEEEENR.

44. EEEEEEEEEEEEEEER

EEEEEEEEEEEEEEEEEEEEEESRS
EEEEEEEEEEENN,

EEEEEEEEEEEEEEEEEEEEEER
EEEEE[EEEEEEEEEEEEEEEN]

EEEEEEEEEEEER  EEEEEEEEERm

End of warranties
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Explanatory notes:

Business sale agreement: sports coach or personal trainer

General notes:

1. This is a long document which requires many changes. We suggest you save
aperfectcopyincaSsée s s s e EEEEEEEEEEEEEEEEEENN.

2. There is little statutory interference in a negotiation of this nature. You may
thereforeaddtoordeleteffom e e e e e e E e E E E E E EEEEEEEEEER
n.

3. This document is usually drawn and submitted by the Buyer to the Seller. Itis

good practice to delete irrelevant warranties, but by all means leave in “tough”
ones. You may be surprised whatcomes ‘e s s s e s s s e e nnnn’n
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

4. There are very many points where your input is required. We suggest you
search for square brackets automatically in ordertochecCk s m e e e e e mm =
EEEEEEEEEEEEEEEEERE.

5. It is essential for a smooth transaction that the Seller gets together absolutely
all the documents which will be needed on completion. It is a good idea to
provide a list of them to the Buyer with a copy of this agreement in final form.
Ask forapprovalofthelist. s e e e EEEEEEEEEEEEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm

6. The Buyer should not hesitate to apportion the purchase price among the
assets so that he does not pay for items he is not getting. Agreement should
belllllllllllllllllllllIIIIIIIIIIIIIIII
HENE.

7. As for the warranties, the Seller should console himself with the thought that
any claim by the Buyer for breach of warranty must prove money loss to the
Buyer and that the Buyer is under a duty to reduce his loss so far as
reasonably possible. As aresult, itisgenerallyworth s s s s s s e e e mmm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRN
EEEEEEEEE'EEEEEEER"

Paragraph specific notes:

Note: numbering refers to paragraph numbers.
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Definitions

It is of course fundamental to the agreement to specify the subject matter
precisely. One of the reasons for so many defined terms is so that this
paragraph is simple and devoid of long descriptions. There is some overlap
betweentheterms, s s s EEEEEEEEEEEEEEEEN . EEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEE.

We know your first thought will be: “Good heavens, do | really need this lot?”
Well, the answer is “Yes, probably”. Even the smallest business has accounts
(we hopel)confidentialinffoO e e e e e e EEEEEE (EEEEEEEN , EEER
EEEN, EEEN, EEEEEEEEN)

The term “Contracts is intentionally broad, so as to cover many types of
business. It could include contractsto buy, sell Or s s s s e e e EEE EEE®
EEEEEEEEEEEEEEEEEEEEEERE.

The term “Third Party Software” is relevant because you never buy your
software. What happens in law is that you get a licence to use it. So your
computer is full of software you do not own. If you buy a business, you expect
to take over all those licences. So the document has to provide for that. There
is more: if any owner tells you the licence is not transferable you will have to
payaffesh. ButyoOU s e e e e EEEEEEEESEEEEEEEEEEEENEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEERN.

Agreement for Sale

There may be some overlap in this list: use the descriptionsthatare s m m m m
EEEEEEEEEEEEEER.

Items to be delivered at completion

It is not of course necessary to physically move or hand assets to the Buyer.
Delivery means delivery of possession. Some assets may of course be
handed over physically, such as keys and certain books of account. If the
Buyerwilnothbe s e e e e EEEEEEEEEEEEEEEEEEEEENEN, NN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEENE.

The necessity to transfer rights and contracts with third party suppliers causes
problems. Issues arise because Internet service suppliers usually operate on
inflexible standard terms. Many have no procedure for fast transfer of their
service. This puts a business Buyer in a difficult position. Take a payment
service provider. The business Buyer needs the transfers in order to operate
the business. He cannot afford to risk buying the business before the payment
serviceisoperatiniO E E E EEE EEEEEEEEEEEEEEEENEN . EEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRN
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5.7

We suggest that the best way must be to put the obligation on the Seller to
get all service changes in place, subject to a telephone call, which can be
made on the same day as completion of the deal. That means the Seller has
to contact all these people And sort out their systems and procedures. He m m
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEENE.

Alternatively, the Buyer should open his own separate account with each
service provider.Eventhal s s s s e s s e EEE EEEEEN-EEEN.

Completion

It is a matter of negotiation and agreement as to the mechanics of completion
and in particular when final issues are to be completed. Leasehold property
will have been dealt with in advance, but domain names may present more
difficulty since there are no provisions for a conditional transfer. The Buyer
has to decide how long he is prepared to allow for the transfer and whether he
will avoid the contract if the Seller fails to arrange the transfers. It is certainly
usefultothe s e EE EEE EEEE EEEEEEEEEEEEEEEEEEENEEER
IIIIIIIIIIIIIIIIIIIIIIIIIII(IIIIIIIIIII
I,IIIIIIIIIIII)IIIIIIIIIlllllllllll.

The power to rescind is very strong. Usually, when a Buyer has taken control
of a business, neither side wantstocontemplaltct s s s s . s e EEEEEEE N
En‘mEEn ' EEEN.

Value added tax

First, be sure to apply to be registered for VAT before this agreement is
signed,sothat s e e EEEEEEEEEEEEEEEEEEEEEEEEN, EENN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERN
EEEEEN.

Warranties by the Seller

This confirmation of the warranties is critical to the protecton s s s s s m m =
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

Future Activities

The Buyer should never take the Seller's word for the proposition that the
Seller will not compete and will say only good things about the Buyer and the
business. The Seller should be bound to appropriate "good behaviour". A
covenant (promise) not to compete is not enforced by the courts unless it is
reasonable N EEEEEEEE . EEEEEEEEEEEEEEEEEEEEEEN
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11 Misc Matters

Leave all these provisionsinplaceunlessyOUs s s s EEEEEEEEEEEE
EEEEEEEEEEEEEENEN.

Matters relating to warranties

To use this document you have to understand how warranties work. They are
simpler than you thought' HerenowiSan EEEEEE EEEEE EEEEEEEEEER
EEEEEEEEEEEEENR . EEEEEE N  EEEEEEEEEEEEEEEENE BEEBm
EEEEEEEEEEEEEEENEERE.

Warranties - the inside-out promises

| will now address the task itself and tell you how to make it happen. The first matter
to consider is the “back-to-front” way in which the Buyer or his lawyer pulls out
informationfroma Seller. s e e e EEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEER . EEEEEEEEEETSR
EEEEEEEEEEEENR EEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEE-EEEEEEEEEEEEEERm
EEEEN.

The agreement is drawn by the Buyer. That is fair because the Buyer knows nothing
about the business and the Seller knows everything (we hope)! So the agreement

first covers the mechanics of the deal - what is being sold, where it is, how it is to be
transferred,andsoon. Thenite e e e e e e e e e e EE e ‘EmEn’ . EEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRN
EEEEEEEEEEEEE . EEEEEEEEEEEEEEEEEEEEEEEEEEEERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEED EEEEENETRmN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE . BEEENERN

Warranties work like this: | am a Seller. You produce an agreement. In that
agreement, s e e EEEEEEEEEEEEEEEEEEEEE(NEEN)EEEEEEN
E,aeEE60EEEEEEEEEEEEEEEEN.

The letter of disclosure is the other “half’ of the process. In my letter of disclosure, |
refer in turn to each of the warranties you have written in to the agreement. | then
qualify them in the letter, so as to make them true. | do this by providing the
informationwhichtheN e e s e e EEEEEEEEEEEEEEEEEEN EEEEER
EEEEEEEEEEEEEEEEEEEE N EEEEEEEEEEEEEEEEEEETERm
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EEEEEEEEEEEEEEEE ‘EEEEEEEEEEEEEEEEEEEEEEEENER
EEEEEN EEEEEEEN, EEEEEEEN(EEEEEEEEEENEN)EEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENN

In that way, before he can sue you, the Buyer has to prove not merely that the
warranty is breached, but that you knewitwaswrong e s s s s s e EEEEEEE N
EEEE Nl EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEER EEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEENEN:

“Where any Warranty refers to the knowledge, information or belief of the Seller, he
undertakesthatithasmadée s e e e E E EEE EEEEEEEEEEEEEEEEEESR

Suppose the Seller warrants:

“‘Neither the Seller nor any of its shareholders has any interest, directly or indirectly,
inanyllIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

The reply to this warranty above couldalsobethat s s e e e e e e e e EE e EEE®
EEEEEEEEEEEEEEEEEEEEEEEEEEEN.

Now, finally, let us suppose the warranty had not been in the draft agreement at all.
This is what would have happened: | sell to you. My dear old mum steps in and
makes the peace between me and my brother and in five minutes | am in there m m m
EEEE N EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESRm
EEEEEER . EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRm
EEEEEEEEEEEEEEEEEES . EEEEEEEEEEEEEEEEEEEE EHE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

You may find aspects of my illustration to be immoral. That may be. But | assure you
that the World is full of pleasantpeoplewhO s s s s s s s s s s s s EEEEEES
EEEEEEEN EEEEEEEEEEEEEEEE . EEEEEEEEEEEEEEENETRmN
EEEEEENR EEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEN.

Warranties - Seller’s tactics

The “task” of the Seller is essentially to provide full and truthful information and to
avoid being tripped up in the process. The task of the Buyer is to ask for the
Warranties,IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII.
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
EEEEEEEEEEEEER . EEEEEEEEEEEEEEEEEEEEEEEEEEETR
‘EEEEr ' EEEEEEEEEEEN.
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AsaSeller,youhaveanumberOf s e e EE EEEEEEEEEEEEEEEEEEER
EEEEEEEEENER:

e You be the one to produce the draft agreement and removethe s m mm “mm m
I”IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII;IIII

e When you receive the draft agreement, you must seekthe s s s e e e e e m m &
EEEEEEEEEEEEEEEEEEEEEEEEEEEEN EEER

e in your draft disclosure letter, which will be sent to the Buyer with your
amendments----------------,-----------------
EEEEEEEEEEEEEEEEEEEEEEN EEERN

e Consider the breadthofeachwarranty. s s s e s s s EEEEEEEEEEEEN
EEEEEEEEEEEEEEEN, S EEEEEEEEEEEEEEEEEEEEEEN
EEEEEEEEEEEEEEEN;NEEN

e Even where you “answer” the warrantyinsome s s s s , s s s s EEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEEEEERm

‘ ” 11}
EEEEEEEEEEEEEEEEEEEEEEEEEEEE EEEE EEEEER

H

e At all costs avoid the easy way out of leavingthe warranteS e s s e e e e e m m
El EEEEEEEEEEEEEEEEEEEEEEEEEEED EEEEEEEESR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEND EEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEESR
EEEEEEEEEEEEEER.

Warranties - Buyer’s response

If you want a fair and satisfactory outcome, usewarrantieS. s s e s e EEEEE EE N
EEEEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEEEEEEESR
H. . EEEEEEEEEEER . EEEEEEEEEEEEEEEEEEEEEEEEEEEER,
EEEEEEEEE NN . EEEEEEEEEEEEEEEEEEEEEEEEEEEEN.

However, if your warranties are all “absolute” in matters where it is unreasonable to
expecttheSellertO s e EEEEEEEEEEEEEEEEEEEEEEEEEEENENEN,
EEEEEEEEEEEEEEEN EEEEEEEN, EEEEEEENEEEEEEEEENEN
EEEEEEN EEEEEEEEEEEEEEEEEEEEEEEN EEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEN.
EEEEEEEEEEEEEEEEEEEEEEEEEEEE ‘EEEEEEEE EEEEE
EE N, EEEEEEEEEEEEEEEEEEEEEEEEEEENEEEN.

Set out the warranties according to the transaction. Do not include warranties which
EEEEEEEl EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERmR
EEEEEEEEEEEEEEEEEN . EEEEEEEEEEEEEEEEEEEEEEETERm
EEEEEEEEEE Nl  EEEEEEEEEEEEEEEEEEEEEEEEEEEEETERm
EEEEEEEEEE-EEEEEEEEEEEEEEEEEEEEEEER!
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If the Seller is represented by a attorney, you will have to decide whether this creates
anunlevelledplayingfield s e s s s s s EEEEEEEEEEEEEEEN ‘EEEE
EEEE EEEEEEEEEEEEEEEE EEEEEEEEEEEEEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
B . EEEEEEEEEEEEEEEEEE NN ‘EEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEE EEEEEEEEEEENERN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEENEEENER
EEEEEEEEEEEEN/

Some attorneys acting for a Buyer will see the provision of warranties as an
opportunitytogobackiO s s s s s e EEEEEEEEEEEEEEEEEEEEEEER
EEEEEN, EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEN
EEEE EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEN, SEEEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEN.

Warranties: drafting notes continued
General

The warranties have been widely drawn so that they are likely to cover a Buyer's m m
EEEEEl EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE BEEHE
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEERm
EEEEEEEEEEN EEENR , EEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEE-EEEEEEEEEEEEEEERm
EEENE.

Accounts

The basis of valuation ofthebusinesSS IS EE s EEEEEEEEEEEEEEEEEEN
EEEEEEEEEEEEEN, EEEEEEEEEEEEEEEEEEEEEEEEEENEESR
EEEEEEEEEEEEEEEEEEEESEEEEEEEEEEEEEENN.

Suppliers and Clients

Of course they have! The purpose of these warrantieSiISE s s s s e EEEEEEE N
EEEEEEEEEEEEEEEEEEEEEEEEEN EEEEEEEEEEEEEEEN
EEEEEEEEEEEN, EEEEEEEEEEEEEEEEEEEEEEEEEEEENER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE"EEER"

Licenses, consents and passwords

In any business which has been operating for more than afewyears, s s s s s m m m
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETRN
EEEEEEEEER EEEEEEEEEEEEEEEEEEEEEEEEEEEE BEEHN
EEEEEEEEEEEEEEEEEEEES  EEEEEEEEEEEEEEEEEEEETERm
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE.
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Seller's activities

This section is particularly important if the Seller is a company. There are
circumstancesSwherfe e s e e EEEE EEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETEHm
Al EEEEEEEEEEEEEEEEEEEEEEER EEEEEEEEEEEEEETR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEN EEEETHR
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER.

Contracts

Particular care should be taken with major contracts which could affect the viability of
thebusiness. TheBuyershoud s s e e e EEEEEEEEEEEEEEEEEEEEN
EEEEEEEEEEEEEEEEEEEEEEEEER EEEEEEEEEEEEEEENETER
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEETR
IIIIIIIIIIIIIIIIIlllllllllllll/llllllll.lll
IIIIIIIIIIIIIIIIIllllllllllll/llllllll,llll
Illlllllllll(lllllllllIII)IIIIIIIIIIIIIIII.

Intellectual property

All business acquires some intellectual property. Even quite small s s s s s s mm =
EEEEEEEEEEEEEEEEEEEEEENR EEENEEEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEER . EEEEEEEEEENEEEEEEEEEEEEEERm
EEEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEEEEE.

Internet domain names

These are of course an item of intellectual property. We have placed them under a
SeparateheadingtO E e EE EEEEEEEEEEEEEEEEEEEEEEEEEEER
. AEEEEEEEEEEEEEEEEEEEEEEN-EEEEEEEEEEEEEEEEEN
EEEEEEE EEESEEEEEESESEEEEEEEEEEN EEEEEEEEEER
EEEEEEEEEESEEEEEEEEEEEEESEEEEEEEEEEEEEEEEEEN.
EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
EEEEEEEEEE'mEEE"'EEEE.

End of notes
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