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INTRODUCTION

THE CONCEPT

PROBLEM: A person has acar he no longer can afford. It may be about to be
repossessed.

PROBLEM: Another person has a“Bad Credit” history and cannot buy acar, but can
well afford to make the payment on arecent mode vehicle.

SIMPLE SOLUTION: Put these two people together. One person will assume the other

person’ s payments and insurance.

NEW COMPANIES EMERGED

A few years ago an industry emerged that served the needs of individuas who have had past
credit problems, but can now afford monthly car payments. These companies helped people
with past credit problems such as:

Bankruptcy
Repossession
Judgments

Divorce

Medicd Bills

No Past Credit History
Late Payments

Many Other Problems



These set—backs are held againgt these individuads by lending ingtitutions for up to seven years.

WHAT THESE COMPANIES DO

These companies would find vehicle owners who can no longer afford their monthly payments.
These owners would gladly alow someone to take over payments on their vehiclein order to

save thair credit, with no credit check.
SAVE $1,500/$3,000

These companies charge the Buyer/Assignee between $1,500.00 and $3,000.00 for their
sarvices just to put these two parties together, without doing a credit check.

Thisinformation package gives you dl the smple secrets on how these companies perform
their services. Y ou can save the $1,500.00 to $3,000.00 fee that they would typically charge.

PERSISTENCE

With your persstence and guiddinesin this information package, you can get the recent
model vehicle that you want, without paying any fees or down payment.

(NOTE: Thisinformation will not assst you in going to anew or used car dedership to get a
car. Thisinformation isintended to target individuas wishing to sall their vehidesto an
individual buyer, one on one.)



THE SELLER’SDIFFICULTIES

Idedly, these sdlers would like to sdll their vehicle for the bank payoff amount. Severd factors
may be preventing them from doing this

A. They have high mileage.

B. They are unable to show their vehicle to a prospective buyer (because of work, school or
other conflicting Stuations).

C. They arein an area experiencing a soft used car market.

D. They put very little money down when they bought the car and gtill owe more than the
book vaue amount indicated.

E. They financed ther car for along period of time (60-72 months) and have not built enough
equity in the vehicle.

F. The biggest reason isthey cannot sdll their vehicle because they smply owe more on the
vehicle than the vehide is worth.

THE OWNER'SCHOICES

A. They can sl ther car for market vaue, then pay the lien holder the difference of what they
owe, (in cash). This could cost the owner severa thousands of dollars up front.

B. The second choice, which has recently gained in popularity, isletting the car go back to the
lien holder.

(If the dreaded repossesson choice is used, the owner will have a seriously damaged credit

higtory for seven years.)

YOU AND THE OWNER CAN HELP EACH OTHER



Y ou help the owner by taking over his or her monthly obligations (car payments and
insurance), and the owner helps you by putting you into a recent modd vehicle. Y ou both help
the lien holder because you will be making the payments on time and the lien holder will not
have to take a big loss on the vehicle by repossessing it.

SUGGESTED ASSIGNMENT AGREEMENT

The Suggested Assgnment Agreement included in this information package is a suggested
agreement only. There may be provisions added to or deleted from the agreement between
you and the assignor (owner) to make the transaction acceptable to you both, but remember,
it isintended for you to use as aguideline only. The Assgnment Agreement is between you
and the owner of the vehicle. The vehicle remainstitled in the owner’ s name until dl payments
are made and the origind loan is paid off. At thistime, according to your Assgnment
Agreement with the owner, he/she hasto sign the title over to you within thirty (30) days after
the car is paid off.

LIEN HOLDER PURCHASE AGREEMENT

Thistype of transaction is very common with Red Estate. Typicdly, the owner of a house will
rent his property and il be soldy responsible for the monthly mortgage payments. The pay-
ments are being made even though the owner is nat living in the house. The renters have a
contract between them and the owner, not involving the mortgage company. Some purchase
agreements from the lien holders may have provisonsagaing subleasing or assgnments,
claming it would bea default of contract. Many disregard this provison and do not contact
the lien holder for their approvad, claming that as long as the payments, insurance and vehicle
maintenance were maintained, the assgnment of the vehide would fulfill the lien holder’s
requirements, and it would not be necessary to inform the lien holder of the transaction. We
recommend thet you contact the lien holder in writing to inform him about your agreement.

YOUR SUCCESS IS GUARANTEED



Using this system, an individua can obtain a vehicle on merits such as character and ability to
pay, rather than credit history. There are no turn downs. Everyone qudifies because a credit
check is never run. Y our successis guaranteed.

Remember, you must be pergastent, make severa cdls, and dways project a good image over
the telephone and in person. Thisinformation is not intended for purchasing avehicle from a
new or used automobile dedership. It isnot our intent to give legd advice. Each state has
different laws. If you have any questions pertaining to Sate or loca requirements, contact your
State Department of Motor Vehicles or your attorney.

UPSIDE DOWN OR NEGATIVE EQUITY

Let ustake this opportunity to explain what is meant by upside down or negative equity. Let's
use the following as an example: Say the owner of a car owes $12,000 to the bank for the
payoff of his car. The average retail vaue of the car (what a car lot would sgll the vehicle for)
isonly $10,000. If the vehicleis sdlling a a car ot for $10,000 then few people would be
willing to pay them the $12,000 that they owe. Theloan vaue on this car (what the bank will
loan someone with good credit) may be only $8,000. This meansthat if a person with good
credit wanted to buy this car for $12,000, they would have to borrow $8,000 from the bank
and would have to come up with another $4,000 in cash to satisfy the lien holder.

EXAMPLE:

Payoff to Lien Holder $12,000
Average Loan Vaue $ 8,000
Average Retall $10,000
Difference or negative eqguity (in cash) $4,000

The sdler will have adifficult time finding someone who iswilling and able to put $4,000 in
cash down for aused car. A buyer with good credit can go to a dedlership and get a new



vehicle with only afew hundred dollars down. So, the chances of the owner sdlling the car to a

person with good credit are very dim.

By explaining upsde down or negative equity to the owner, you will let him know why heis
having problems sdling the car and that he may only have three (3) options I€ft a this point.
The owners options are;

Option #1: Sdl the car for market vaue of $10,000 and pay the bank $2,000 out of hisown
pocket.

Option #2: Turn the car back to the lien holder for repossession and not pay the lien holder
the difference of $2,000. This option will ruin the credit status of the owner for seven (7)

years.

Option #3: He can let you assume his respongbilities of payments and insurance, save his
credit status and not have to pay the negative equity of $2,000.

LISTED ARE THE “FIVE (5) STEPS” YOU WILL NEED TO
FOLLOW CLOSELY

STEP 1: WHERE TO FIND THE VEHICLE OF YOUR CHOICE

Y ou can find the vehicle of your choice in the auto want ads of your loca newspaper, auto
trader advertisng magazines, or any other publications thet list vehicles for sde.

(NOTE: Finding an individua who is upsde down or in a negetive eguity Stugion on ther
vehicle loan is easy. Mogt cars within the firgt three years of their finance contract are in this
Stuation. Y ou may even have afriend of family member in this Stuation. It goes without saying
that afriend or family member would be idedl under these circumstances).

NADA BOOK (NATIONAL AUTOMOBILE DEALERSASSOCIATION)



Your locd library will carry aNADA book. This book will give you the average retail price of
any particular car model. The NADA book is published monthly. It dso gives you the amount
that most banks will finance on those models. If the payoff amount on a car is more than the
NADA retail book vaue, then you will know this sdller isin an upside down position and will
be very interested in talking to you.

THE EAS EST PEOPLE TO WORK WITH

The easest owner to work with is one who is congdering letting his car go back to thelien
holder for repossession. Y ou can find these ownersin your loca newspaper or loca car
magazine. Best results are obtained in aging these issues for two or three weeks before caling.
The owners will dways become more flexible the longer they try to sdll their vehiclesif you
focus on ads proclaiming “Take over payments’ or “Down and take over payments’. These
are individuas who redlize that they are in a negative equity Stuation and can't sell thelr vehicle
outright. Even though their ad requests a down payment, they will dmost dways waiveit.

Most lenders who recommend to the sdler that he finds someone to take over his payments
will dill hold thisindividud liable for the paymentsif there is a default. Many of these lenders
will request an gpplication to be submitted from the assignee.

If the sdller (assignor) has been making his payments on time, the lien holder may want to keep
himin this vehicle. They will want the assignee to have a sronger credit rating than the
assgnor, before they will give ther approva at dl.

Traditiondly, the companies mentioned earlier do not even contact or go through the lien
holder. The assgnor till remains ligble for the payments, whether or not an application is
submitted.

This arrangement alows the owner to monitor his own payments so heis actualy more secure,
asisthelien holder.



The companies contend that under the Uniform Commercial Code, Article 9. Section
311, the owner of avehicle hasthe right to assign his property regardiess of provisonsin the
origind purchase contract by the lien holder (which might clam such atransaction to bein
default). The lender will dways hold the origind owner primarily ligble for payments. Even
though the payments are submitted by the assignee, the lender will still acknowledge the
assgnor/owner as the driver and owner of the vehicle. This because, the assgnment
agreement is between the assignee/buyer and assignor/owner, and not between the
assignee/buyer and the lender.

STEP 2: MAKING THE INITIAL CONTACT

When you have identified severa carsthat you have an interest in, you are ready to make the
initia contact with the owner. Throughout this conversation your goa will beto find out if the
owner isin a negative equity pogtion (or upsde down) on their vehicle. Best results are
obtained if the owner isjust asking for what he owes on the car.

A TYPICAL PHONE CONVERSATION MAY GO ASFOLLOWS
Cdler:  Hdlo, | mcdling about the car you have advertised in the paper. Isit ill for sle?
Owner: Yes it'sdill for sale.

Cdler:  Canyoutdl me about it, what color, mileage, options, etc. , (refer to your telephone
information sheet). Are there any nicks or scratches?

Owner:  (The owner will normdly give you dl the information, except for the price of the
vehicle)

Cdler:  How much are you asking for the car?

Owner: $12,188.00



Cdler:  Istha what you owe on it?
Owner:  (Answer) Yes or No

Cdler:  (If the answer is Yes, ask how long he has been trying to sdll the car). The reason
I’'m asking these questions is because | would like to take over the payments on this type of
car. How much are your monthly payments? (Try to get afed for how badly he wantsto get
out of the car. If this vehicle sounds appeding to you, and you sense the owner isflexible, set
up an agppointment to look at the car).

(If the answer is No, the owner may have put alarge down payment on the car, and it may
not be in a negative equity Stuation, or he may not owe anything on the vehicle a al.)

BE PERSISTENT

Y ou will typicdly have to make twenty or more phone calls to find a vehicle owner willing to
assign his vehicle. One very important thing to remember, be persistent... keep cdling. There
are thousands of desperate people needing to get out of their vehiclesin every area of the
country. It'salso agood ideato cal the owner back aweek or so after your first contact. The
longer he seesthat he can’t sal his vehicle, the more eager he will be to work with you.

STEP 3: THE FACE TO FACE PRESENTATION

The owner will normaly want the car out of his name. His credit is riding on your making the
payments. Y ou will need to show him that heis secure and protected in dedling with you.
When mesting face to face, it is extremely important that you present yoursdlf in a professiond
manner. Tregt this meeting as you would ajob interview. This person is essentidly giving his
approvd of you to assume his $12,000.00 to $17,000.00 investment. Look Sharp.

Once you have seen the car and fed that it iswhat you want, you are ready to make a
proposd. Explain to the owner that you earn more than enough income to afford this car
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payment, but you cannot get financing from a bank because of some credit problems that you
had in the past. Tell the owner strengths about yoursdlf that show your stability and credibility,
such as

Length of residence in your house or area

Length of current employment

Job description or job title

Home ownership if goplicable

The reason for your credit problem

If you paid back past creditors

What your income levd is with bonuses, future pay raises or possibly ajob promotion

Describe what makes you agood risk. Let the owner know that you are building hisequity in
this vehicle, until you pay it off. The more payments you make, the less will be owed oniit.
Give him acopy of the enclosed credit report, persona references and a copy of your driver’s
license. Allow him to verify your employment and that you make your rent or mortgege
payments on time. Show them a copy of the suggested Assgnment Agreemen.
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COMMON QUESTIONSASKED BY THE OWNER OR ASSIGNOR AND
ANSWERSTO THOSE QUESTIONS

Quedtion:  What if you wreck the car?

Answer: The insurance company will issue a check with both your name and the lien
holder’s name on it. This check will be applied towards repairing the vehicle.

Question:  What if you get aticket whiledriving this car?
Answer: Any points are charged to my individud driver’'slicense, not to the car.
Question:  What if you hit someone?

Answer: The Suggested Assgnment Contract statesthat | am driving the vehicle, and
am responsblefor dl ligbilities. Y our lighility islimited because | will carry 100/300/50 ligbility
coverage or whatever your Purchase Agreement with the lien holder requires, which will
protect you. As the owner of this car, you are put in the same position as an independent

leasing company or car renta agency. Y ou own the car, but you are not driving it.
Question:  How do | know that you’ll make these payments?

Answer: You'll receive a cashier’s check or money order made out to the lien holder at
least ten days before your payment due date. If I’ m late, you have the legd right to take the
vehicle back. Believe me, | don't want to lose it. The agreement basically satesthat | will
meake the remaining payments or pay it off early. Aslong as | do this, you are under contract
to sgn over thetitle to me. Nothing hidden, no surprises, it’sfair and legdly binding.

Question:  Why do my tags stay on?

Answer: You are dill the lega owner, just asleasing companies and rental agencies are. |

am the one who is primarily ligble for what happens while it’sin my possesson.



Question:  What if you move and cannot be located?

Answer: You have aligt of persond references, my driver’s license number and my socid
Security number. Any repossession firm could track the car in amatter of hours. | can
understand your concern, but let me assure you that | have no intention of going to jail for car
theft.

STEP 4: CLOSING THE DEAL

Once you have satisfied al the owner’s questions, and have subdued all fears, you need to get
acommitment. If the owner will not commit and wants to think about it, find out when the due
date isfor the next payment. The closer he gets to the next payment, the more flexible he will
become. If the owner remains undecided, you may try offering him concessons. Y ou could
offer to make awhole payment or two payments in advance. He may request some kind of
security deposit, which would be held for damages. At this point, be creetive and willing to
empathize with the owner’s concerns.

STEP 5: PAPERWORK & INSURANCE

LIMITED POWER OF ATTORNEY Thisform needsto be sgned by Assignor and
notarized by a Notary Public. It gives the Assgnee the authorization to Sgn on behdf of
Assignor in matters concerning the vehicle. (To be attached to regigtration)

SUGGESTED ASSIGNMENT AGREEMENT The provisons recommended in this
agreement are meant to protect both parties. If individual concerns are not covered, they can
be added while others can be deleted. This agreement is only meant to be a guiddine for
congructing your own finalized contract.
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CREDIT INFORMATION SHEET The Assgnor will need some information on the
Assgnee just for his protection. If the Assgnee does not make payments, the Assignor will be
ableto give thisinformation over to arepossession firm on the Assignee just for his protection.

INSURANCE Insurance regulations differ widely from state to sate. The smplest and most
widdly accepted structure for this arrangement is as follows:

List the owner as primary insured and assignee as additiona insured. The loss payee will
aways be the lien holder. The policy address can be that of the assignor or assignee.

Insurance can remain on the existing owner’ s policy by just adding the assgnee as an
additiona insured. The owner may prefer to set up anew policy o that the assignee' sdriving
record will not affect the rates that he pays for his other vehicles.

Recommended liability limits of 100,000/300,000/50,000: 100,00 maximum limit of liability
per person, per accident; 300,000 maximum limit of liability for al persons per accident;
50,000 maximum ligbility limit for property damage, per accident. These higher ligbility limits
normaly will account for aminor increasein rates.

If the assignor has a poor driving record, that would make your insurance premiums
prohibitive; however, you do have some options. Some insurance companies will allow you to
list the Assignee as Primary Insured and the Assignor as Non-Driving additiona insured. They
will treet the policy just like anormd lease. In the place of the leesing company, they will insert
the name of the Assignor. The Loss Payee remains the bank or lien holder. Let the insurance
company know that you have the Power of Attorney for this vehicle.

If thisisthe direction that is most economica for you, then you may want to find a creetive,
knowledgesble agent (thisis not dways easy). Many agents may reject your policy without
fully understanding the rlaionship or legdity of it. We recommend talking directly to the
underwriters if the agent does not seem knowledgeable. If you do set up your policy in this
manner, then you may want to contact the Department of Motor Vehiclesin order to seeif a
lease tag can be issued in your name without changing the title.

14



REGISTRATION PROCESS
Each date has different systems. We have found that the following is the most common.

Register Vehiclein Assgnor’s namein care of Assgnee’ s name and address. Keep Limited
Power of Attorney with regigtration. In most states, limited power of attorney aong with the
assgnment contract, is sufficient to register a vehicle. Regidration and license plates are to
remainin Assgnor’s name, (normaly leave the same license plate on the vehicle).

TAXES

Assgnor will receive dl property taxes on vehicle and then forward to the assignee.

15



DEFINITIONS

ASSIGNOR — Person who has vehicle for sale or who wants to be reieved of monthly
payments and insurance.

ASSIGNEE — Person who wishes to assume assignor’ s responsibilities of payments and
insurance.

ASSIGNMENT AGREEMENT — Agreement between assignor and assignee.

UPSIDE DOWN VEHICLE - A vehicle in which the payoff is greater than the book or loan
vaue of the vehicle. (Also referred to as negetive equity.)

LIEN HOLDER — The lending indtitution that financed the vehicle for the assgnor.

PURCHASE AGREEMENT — Purchase contract between lien holder and assignor signed at
the time the vehicle is purchased.

LESSOR — A person leasing an item to another person.
LESSEE — A person leasing an item from another person.
ODOMETER — Mileage indicator stating exact mileage on avehicle.

ODOMETER DISCLOSURE STATEMENT — A form required by Federad and State law
indicating the actua mileage of avehicle upon transfer of ownership.

NEW COMPANIES — A company that finds a vehicle owner, who must rdinquish hisvehicle
because it is close to repossession, and then finds a third party to assume the vehicle owner’s

responsihbilities of payments, insurance and maintenance.

NADA BOOK (National Automobile Deders Association) — A monthly publication found in
mogt libraries that lists average retail sdlling prices and bank loan vaues of late model vehicles.

16



SUGGESTED “ASSIGNMENT AGREEMENT”

This agreement is made and entered into the date indicated below by and between (assgnee)
and (assignor). Whereas the assignor holds legd title or interest to the vehicle described below
and has same financed with (lender) having agreed to pay lender (monthly) for another
months (note payments) with aresidua amount of (if alease). Wheress, the assignor is
desirous of assigning or sdling the vehicle and assignee is desirous of accepting assignment
and/or buying the vehicle.

In consideration of the mutua covenants hereinafter made and for other good and vauable
congderation the sufficiency and receipt of which is hereby acknowledged, the parties agree
as follows

1. Assignor agreesto assign the vehicle to assignee/buyer for the term of the assgnor’s note
payments due his lender, and hereby authorizes assigneg/buyer to drive same, but only for so
long as assigneg/buyer is current in the assgnment payments set out below in paragraph
two (2). The vehicle cannot be taken out of the state without written approva from the

assignor.

2. Assgnee/buyer agreesto pay as assgnment payments for such vehicle, the monthly amount
of assignor’s note payments to Lender, and to pay same by cashier’ s check or money order
made payable to lender and to mail such payment to assignor at least ten (10) days before
the day of each month beginning onthe 199. Any late payments shdl be in default of the
agreement.

3. Assgneg/buyer agrees to take out and maintain insurance on the vehicle satisfactory to
assignor’s lender and to name assignor as primary insured, assignee as additiona insured and
lender as loss payee. Assignee/buyer further agrees and does hereby indemnify and hold
assignor harmless from any damage or liability arisng out of assgnee/buyer’s use of assgned
vehide.

17



4. Assgneg/buyer understands and agrees that should he/she fail to timely pay any of the
assgnment payments called for above, or dlow the aforesaid insurance to lapse, or should
assignor’slender declare adefault under its note or loan agreement, or deem such loan
repayment or the collateral to beinsecure, this Assgnment/Purchase agreement shdll
terminate at once. Assignee/buyer shal no longer be deemed to be an authorized driver of the
vehicle, and assignee buyer agrees to return the vehicle to the assignor or his agent
immediatdly. Fallureto do so shdl result in the immediate repossession of the vehicle by
assignor, its agent or the lender or its agent.

5. Assgneg/buyer shdl have the option to purchase the vehicle upon (a) itsfull and timely
compliance with this agreement and (b) the payment of al note paymentsto lender.
Thereupon, assgnor will ddliver to assignee/buyer the vehicle' s certificate of title. Default
under this assgnment by assgnee/buyer, or other authorized termination of this agreement,
shall forfeit any option to purchase the vehicle that assgnee/buyer may otherwise have had.
Upon full compliance and satisfaction of the lien, assgnor will have 30 days to ddliver

title to assignee.

6. Normadly, legd title to the vehicle shdl at dl times prior to assgneg/buyer’ s proper exercise
of higher purchase option described above, remain in assgnor’s name and possesson if

goplicable.

7. During the term of this agreement, assgnee/buyer agrees to maintain the vehicle in good

repair and full operation condition. Any failure to do so shdl be grounds for termination of this
ass gnment/purchase agreement and assgneg/buyer shdl be persondly liable to owner for the
cost and expense of any repair deferred maintenance, other than for normal use and wear and

tear.

8. Upon a 48 hour notice to the assignee/buyer, assgnor has the right to inspect the vehicle at

a location of his choice, no more than once a month.

9. Any additiona or specid provisons gpplying only to this agreement are written as follows:
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10. This conditutes entire contract. This assgnment agreement including any addendum’s or
exhibits hereto which are by this reference made a part hereof, contains the entire agreement
relating to the assgnment of the vehicle and shdl bind and insure to the benefit of al respective
heirs, persona representative, successors and assigns of the parties hereto except as herein
above expredy limited. Any ord representation or modifications of this assgnment
agreement shdl be of no force and effect, excepting modification in Sgned by the party to be
charged. No delay or forbearance of assignor in the exercise of any remedy or right will
condtitute awaiver thereof and the failure to exercise or a partid exercise of aremedy or right
shall not preclude a subsequent or the further exercise of the same or any other right or
remedy by assgnor. Assgnor shdl have no ligbility for any delay in ddivery of the vehicle for
any reason beyond the control of assignor.

Inwitness whereof, the parties have executed this agreement asof the

day of 199 , a
Assgneg/Buyer Signature Assgnor/Sdler Sgnature
Print Name and Address Print Name and Address

19



TELEPHONE INFORMATION SHEET
(QUESTIONS YOU SHOULD ASK WHEN CALLING
ABOUT A VEHICLE.)

Date:

Owner sName:

Make of Car:

Y ear:

Color:

Mileage:

Condition:

5 Speed Transmisson:

Automatic Trangmisson;

Monthly Payments:

20



Number of Payments Remaining:

Full Pay Off Amount:

Are Payments Current:

Address Where Car |Is Located:

Owner’s Phone Number:

Comments:

SUGGESTION: Make photocopies of the above questions. Then when you call and ask
these questions you will have an easy method of documenting their answers, aswdl asa

convenient record for follow—up.
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ASSIGNEE'S RESPONSIBILITIES

1. Make payments to assignor, by money order, cash or bank draft made out to lien
holder/lender and forward to assignor 10 days before due date. (NOTE: Put account number
on money order or bank draft. Assgnor will promptly forward thisto lien holder in order to
maintain his credit satus.)

2. Provide copy of insurance, naming assignor as primary insured, assgnee as additiona
insured and lien holder as loss payee.

3. Notify assgnor of any change of address.

4. Provide assgnor with credit gpplication (included in thisinformation package) and at least
eight (8) persond references.

5. Provide assignor with origind assgnment agreement.

6. Receive dl manuas, warranties and other information pertaining to the vehicle. Keep

warranty in the name of assgnor.

7. 1t will be the assgnee’ sresponghility to pay for and keep current the collison and liability
insurance, property tax, inspections, permits, and other taxes or fees pertaining to the vehicle,

8. Maintain the vehicle in excdlent working condition as described in the owner’ s manud.

POWER OF ATTORNEY



KNOW ALL MEN BY THESE PRESENTS. That the undersigned of the County of State of
being the Registered Owner of the above ,described motor vehicle, does hereby make,
condtitute and appoint of County, State of true and lawful attorney in fact to Sgnin the name,
place and steed of the undersigned, any Certificate of Ownership issued by the Department of
Motor Vehicles of the State, covering the motor vehicle described above in whatever manner
necessary to trandfer any regidtration of said motor vehicle. Granting and giving unto sad
attorney in fact full authority and power to do and perform any and al other acts necessary or
incident to the execution of the powers herein expressy granted with power to do and
perform acts authorized hereby, asfully to dl intents and purposes as the grantor might, or
could do if persondly present, with full power of subgtitution.

IN TESTIMONY WHEREOF. the undersigned has hereunto

set hand this day of
,19

(PLACE NOTARY SEAL HERE)

X Subscribed and sworn to before me
X this day of
19
Witness:
Address.

Notary Public in and for the County of State of
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UNIFORM COMMERCIAL CODE
Article 9 Section 311. Alienability of Debtor’s Rights: Judicial Process

The debtor’ srights in collaterad may be voluntarily or involuntarily transferred (by way of sale,
creation of a security interest, attachment, levy, garnishment or other Judicia process)
notwithstanding a provision in the security agreement prohibiting any transfer or making the
transfer condtitute a default.

24



