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About Y.O.B. Curriculum

*d*%%* SAMPLES: CURRICULUM *****

The following pages showcase some of the content-robust and design-rich
curriculum we have been producing for over 20 years.

In all we do, we seek to engage the Head and the Heart (cognitive and
affective). We pride ourselves in utilizing best approaches in Adult Learning
Principles (ALPS), Visual - Auditory - Kinesthetic Didactic Methods (VAK),
and we couple those best-practices with highly experienced motivational
coaches, consultants, and speakers.
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Conflict Management (Scrabble Method)

Managing Conflict

The Professional Supervisor
Ways of

pEENRE ¥

Conflict Management Strategies

Conflict ~\Q Q)Q) ik i oo e e it s
Exercise - Opening Clenched Fist \\' @

2 What was the desired outcome?

Conflict Management Keys foi "¢ Atiict
Strategies Resp~nse

used in managing conflict?

Comm tlngE" .
rrrrrrrr b Alyl

©2009 Professional Advantage Courseware

Managing Conflict

SNRAMNECNES) @@
RJ(E]s)P)O)N]DJV]IN)G] [T)O Q
cJlo)N)FJL)T)c)T 7

Conflict
Prevention

Teach and sth ex-mpﬁg
Step up m&nnwﬂ\@u aQ}ate action!
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FLEX Your Leadership Style

Effective Communication Skifls The Professional Supervisor

PERSUASIVE BEHAVIORS: OTH@ DiSC Strategies Effective Usage 2\@

DiSC at a Glance - Level 1 - Build Personal Strengths and Relationshi
Nt K
b Use Self-awareness and knowledge of DISC to: o \b
a@wu
m.

4 Recognize your Dominant Characteristics and be:

overusing them. \
% Recognize your own Potentiol Liabilities and a\
% Recognize Styles of others and respond to em accordi
particularly the people that you interacjym ten.

Q

STRATEGIC COMMUN ON
PRINCIPLE - TH, NUM
S 0

-] Dayo%@ consic fer st (A
increaseygur succespd hat rolds tionships might another style serve you
O

%, Vo 'AV

s X P
(02 - N
.

Behavioral Communication

DiSC Behaviors - ASSETS!
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Public Speaking

Professional Presentation Skills I

Presentations & E.I. Presentation Software

Presentation Software (1): Why Use It?

* Comprehension / Recall
* Impact

* Shorten meeting time
* Enhance speaker credibility
* OR: the antithesis

Presentation Software (2): Multimedia Type

. Text
* Pictures

Anxiety Redp.é:os ,.@\
N it
2 o é\@%
& aliz K
@ Ip Plan,

; (mornin, %s@ Softwareg5J: MULTIMEDIA SLIDES

ver gesture) \Q Advance O
(one-on-one talk) .§ q xx‘fm\/
O &

Presentat @mne@m@ USAGE

. mnkﬂu room bef

 Te: e equi

Avoid Mekructin f visual aid
% making refere¥gg point it o

6lrage W s|Page

©2060 Professional Advantage Courseware PROFESSIONAL

Rhetoric Strategies 2\@
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Change Management

www.you-only-better.org

Motwation & Manoging Change

Learning Journal

Whet & you leaen?

legail to
-D2009
Lo-Rez

Mow can you use 22

Motvaton & Manoging Change The Brofactions Supernizor

Leading Through Change

Leadership

2race

Works Cited

Blanchare, Fes.

Wrace e
e
Mosvson & Manoging Change The refesions! Sapervisor
Personal Change Model The Eight Steps to Successful Change

Méhnlfhlnge‘Mgdg]
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Communication and Delegation

The Delegation Fallacy

anly works from fthe
to do the work has resources required to accomplish it.
Essential elements for effective delegation —

* Resource

1. Identify someone who you can/should delegate to:

2. Describe the level of trust in that relationship:

3. What can you

CHAGAI e o alis
o PRI OD Py | -
You to Others: Lo-Rez Pr -W il

5. Describe the level of trust in that relationship:

Ty e,
e YO0 G 10 attend thak
e o o to cevegete?

7yrage

Communication Elements Chart

38%

o Empahic

Effective Communication Methods Table

Effective Communication skl

The Faithful Translator

— ©2009 Professi

purpo: Z e i i empathic istening 35 the

overall advice.
‘what you have heard from the speaker.

5
with Faithful Translator

Listener is absent

—_—

Step 3
ener describes the
anslation to Speaker and
Faithful Translator
together

ST Page |9
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Creative Problem Solving (EINSTEIN Method)

Lesson 1: INTRODUCTION ®LLASIEID

The ELN.S.TE.LN. Problem Solving Method

®ELNLLTELDN

u . the Problem ]
S

Sa bt

e Problem

the Solution

the Result

)
)
the Solution ]
& Celebrate ]

The signif 5
the same level of thinking we were at when we created

them.
- Albert Einstein
_
Page 12 W W Page |3
Ppaosssionn
Lesson 2: DEFINE the PROSLEM
Activity: Putting the Puzzle Together es
What did you learn? +
prodlem.
& s
-
P
==
Diverge: Example RCA Method - Ask 5 Whys
e I ibute
e § | to SHE i
Combae and ¢ 2 X
want o work
Methods for Evaluating Problems — m 2- anmmwmmm
[ — i
e
| | A visual representation of the causes of an event or stuation
[
R ]
* Cause and Effect Diagrams
* Mind Mapping
Page |20
Lesson 2: DEFINE the PROBLEM L L mvestigate Potertial Solution.

ﬁ How i ench of the anchof e daciion e dfiseth problest Problem Solving Step 2 -

« Dispatcher— . . 5
o sherfs deputy— lnvestlgate Potential Solutions
* Railroad engineer -

i) their ability a " . I
problem and develop a solution? * . l -

— -

levels of the problem been addressed?

Methods to Generate Potential Solutions
‘What are the root causes of the problem?

= past History
* Expenence

Page |10
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Effective Meetings (CANVAS Model)

Lesson 1: Meetings as a Managemens Tool

The CAN.V.A.S. Method of Effective Meetings

b crnvas

. (Agenda & Discussion)

C

)
- (Time, Pace, & Destination) ]
]
)

M

Peavuas

Substtute the larger concept of "Managing” for “Meeting” in the Effective Meetings
method. y refiect your

‘management/ieadership effectiveness as well

1fyou do Meetings Well_. You will Manage Weil..

(Clarity & At*endees)

Execute
(Navigation & Velocity)

Follow-Up

(Accountability &
Synchronization)

'BOARD OF DIRECTORS AND FOUNDATION BOARD
Ange1.
Taaam.

Lesson 1: Meetings as a Management Tool

Activity: Learning Log

What did you learn?

legal to
Lo-Rez

Mow con you use it?

Page |18

@ Clariy- (Purpose & Scope)
Lesson 2 - PLANNING the Meeting

Meetings Step 1 - 1\
_Caiy | CANVAS

“The greater danger for most of us lies not in
setting our aim too high and falling short; but in
setting our aim too low, and achieving our mark.”

- Michelangelo

e e
AT

L A toendees - (People & Logisics)
Invite Participants and Set Expectations

Consider and Address:

« Logistics

Consider and Include

in Invitation:

- & Goals Dynamics

« Agenda and Relationships
. pethod

' « Meeting

Activity: Case Study - Build Agenda / Invite Participants

Jake and his lead designer Tom were discussing their plan to move ahead on the
design and 2 major
Communication Systems Upgrade Project. Jake's team had been assigned the

- been signed with Condor
Telephone Services for the new telephane instafation system. She stressed the high

isibity oh
‘getting the installation vendor of 10 a good start.

Jake and Tom had just Fnished 3 telephone cal with lan Douglas. the Condor project
. They had agn

ager 0

August 1, 200

Page |3
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Energizing and Motivating Employees

Motwation 4 Managing Change

Two Levels of Focus for Goals

Two Levels of Focus for Goals:

2. Short Term Execution Goals

1#considence = not sirang. 32k

i
B Whet evidence do you have for that belief?

ﬂ Hovecan you put those eliefsor resources intoplace”

2yrage

e
The One Minute Management Style

Metraton 3 Mosagivg Chonge The SrofessonetSupervisor
MOTIVATION
aeunce them inane diucion o smathr

Deﬁmng Motivation

e metivate themsmives
orbekavior. There re twe forma of meshation
Intrnsic % "
A drive from within that prompes o incites an acien. Personal & Inter-Personal Motivation

o ddmbun-

. Commlﬁ!i n I

* Gree: o,

* Competition

* Desice to feel good about l_ »
achievements and contributions:

« Personal interest
* Need for challenge or excitement

Intrins!

Extrinsic

* Recognition and Praise

* Money - Salary, boauses 4

 Physical rewards ~ Ploques, . -
certificates |

* Promotions i - -

* Enviconment o]
* Team or organization culture
61Page Trage F—?
Ppabusty
==

Elements of Effective
Performance Agreements:

A )R

One Minute Management Defined

>
(b]e Minute Goals

@
The ne S —

Minute e
Ma CoWMT=o or distri

DTess ‘ = | i~ T e Y

ILo-Rez Pr

Three Secrets of One Minute Management

| Une Niinute Goal Process

Three Secrets of One
Minute Management
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Facilitating for Outcomes

Curriculum Samples

Effective Communicaton sils

Facilitation Skills

Table: DOs & DONTs of Attending
DON'T
L ——
Contimsally scan the group with your eyes.  Tum your back to part of the group.
Wakk toward people. Stare at indwiduals.
Awoid eye contact or scan the group too.

irequenty o 20 rapily.
Distance yourse¥ from the people.
Stand in fived posiions.

Shuffle papers or look at your watch whie:

Look at peaple while they are talking i Ell 0

M Disruptive Behaviors
g The Monopolizer

e Morcpzer E stores,
hows. O s o har extersive knomlesge Or SmTING ese et comes 8 mind in order 10 be the.
St o seteveer

Strategies for dealing with the Monopolizer:
e oppertunty o ask uestons when necessary.”

Strategies for dealing with the Criticizer:
.

o con vl 0
ntaorte Do irows o e epities Suowt
.
Tor st~ S
T O ey e B 1008 P
.
zﬂ, The Controller
e
retructors, L
Strategies for dealing with the Controller:
.
Corocars
s
+
@jpaie
e Commucason ses LSO —

Table: More Disruptive Behaviors

ALPS: Speaking & Learning Styles
Adult Motivations & Turnoffs Table

Turnefts

* The Silent Screen Star

ertarcin e mitert.
se5 for dealing with the
‘Gpen-ended Q's -

by
& S ertu Sebedr - eccura s s by I oy, g s,

or-distrilbuts
e g

= sy. You may

f————J

Only

« Better.

U
w

wy!
vy
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Leadership with Results

www.you-only-better.org

Leadershp and the Roie of the Supenisar

Personal Vs. Organizational
Leadership

+

Behavier that flow from those decisions, and for the outcome that
those actions produce.

llegail to repr
Lo-Rez Pr

[ Critical Leadership Questions

e answr i 00, whit am I going to do about 12

Losdeshi nd the Sleof he upnor

Situational
Leadership

W
V/ Yask Criented /
/ Diiective

Democratic / Modern / People-Oriented /
Relationship-Driven / Supportive

Management Style Continuum

‘The Prfesionsd supenvsor

Direction and Support (Primary Behaviors)

Two Primary Situational Leadership Directive Supportive
Behaviors: Behavior Behavior
+ Directive
-
- Structure | | Praise
Semetimes people need diaction. They need to be
Organize L Listen

I Explain

L Facilitate

Three Situational Leadership Skills

Three Situational
Leadership Skills:

Flexibility = Diagnosis Partnering

‘Leadershp and the Roieof the Supervisar

Leadership Pyramid

Four Leadership Building Blocks
4 Characer — your own personal values, belifs and actions.
- ‘ability to work

“+ Management - the abiity of  person, team or organization to work
 ochieve a resut

“Doing things

results

The Profesions! Supendsor

Results (Efficiency & Effectiveness)

+ y goal
‘our success.

+

-

Lxecution o
the resources to produce the results.

and motivating the resources to achieve the results.

.
D) Leadership Question I
AT WAT veLS 0OES TS MODEL OPERATE?
+ Personal

+ Team
+ Organizstional

What do the connectors i this model represent?

Page |14



Reward and Recognition

Curriculum Samples

Motivasen 4 Managing Change

Recognition and Reward

304 provide the type of recogrition that perzon desires.

Twantto be

want

0 provide tin the style you fike Best.~

What Motivates You!

tnformal

017s5e

The Professions! Superviser

Motivating On a Budget

Suggestions to motivate without spending a lot of money:

Communicate openly & often

individual

wive stals ¢ srtunities for professional growth

syrage T

mmb‘: like Mln-flﬁr-‘ it

Reprimand mst occur 2 lose  poor perforn: =
m Ppeopie dotng
] poor et
all efforts to correct it?

261755

Motvatien 4 Manoging Change

Building a Circle of Trust

The keys o developing aad mamtaining trust A -
.o
8 Developing deep understanding of the needs % ) s

1g ond keepag commaments

and desices of others

Relatipffgyemmlt iy reOT
e ﬁﬁiﬁ“’ﬁ o

The Professions! Supervior

B From whose poist of view must deposits be made?

B How do you know what is  depasit and what is @ withdrawal?

B What deposits can you make to improve the level of trust
in that relationship?

The Professionsl Superviser

Job Performance Coaching

Goals of Job Performance Coaching
& Providing source of occountability for empioyee
4 Offering opinions and guidonce
& supporting
+ suilding trust between cooch/empioyee/team
& promoting emotional buy-in

& Estoblishing cuture thot focitates teamwork

Be Coached By

Emsloyee: must believe that they are capable

Ww
W
YOU. S,

Page |15



Team Building

www.you-only-better.org

Taam suiding Essentits

Team Dynamics

TEAMWORK ACTIVITY LOG

Whet did you learn?

Wiy impertant 10 you? I' P 1 h H

How com you ese it?

o

S1Page

The Professiond superviar

Defining Teams and Teamwork

B How doyou define team™

or distri

team \tém\ n1atwoor draft anis the
implement ..... 4 4 number of parsons associated together in a work activity: as a: &
‘group on one side (as in football or 2 debate).....

teamwork \tém-werk\ n work done by several associates wih each doing a part
but ol subordinatng personal prominence to the effciency of the whoe.

Wabster's New Collegiate Dictionary

Trage

Stages of Team Development

Productivity
=
3
o

Stage

Typical Emotions

* Concern over uncertainty in new stuation

« intial definition of team purpose and goals
* Defining and Feeling out on acceptable behavior

* Set3 good example for team behavior in own actions.

TEAMWORK ACTIVITY LOG

Whot & you learn?

Why i 2 important o you? I fen 1 Bu H

Mow cam you sse it?

o

FITE

The Profession supendsar

Improving Team Performance

Leadership

Team leadership is critcal to improving overall team effectiveness. Leaders,
whethes formal or natural, must constantly:

be clearly defined.
Evaluation must be followed by feedback, recognition,
reward and/or comrective action a5 warranted.

Benefits of Evaluation
pER AT
& tLack of feedback and guidance can resultin )
unmet expectations and can create
resentment.
& frequent feedbock instils self-confidence
‘and assists them in performing at their best.
Eou Ty usoesy/manacens;
-

i it initiative,
‘occountabiliy, and independence.

-
.

process.

piel
glgnll
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PROFESSIONAL ADVANTAGE INTELLECTUAL PROPERTY:

This IP AGREEMENT (the "Agreement") is dated as of December 9, 2011 between Scott Stockton also known as
Professional Advantage (the “COMPANY”) and the ACME COMPANY (the "CLIENT"), each a "Party" and
collectively, the ("Parties").

RECITALS - WHEREAS, the COMPANY, acting through its direct and indirect subsidiaries, currently owns
various Intellectual Property (the “IP”) rights used in connection with a number of businesses.

WHEREAS, the Parties hereto have determined that this Agreement is appropriate in order to promote a clear
understanding of their respective IP rights subsequent to the execution of facilitations and the
distribution of materials(as defined therein)contemplated thereby;

NOW, THEREFORE, in consideration of the mutual agreements, undertakings and covenants herein and therein,
the sufficiency of which is hereby acknowledged, the Parties hereby agree as follows:

ARTICLE I. DEFINITIONS

Section 1.01. "Infringement" shall mean any infringement, imitation, dilution, distortion,
misappropriation or other wunauthorized use or conduct in wviolation or derogation of the rights in
question.

Section 1.02. "IP" shall mean all IP rights related to the Assets or Businesses of the COMPANY as defined,
as they are now or may in future exist or be conducted, including without limitation:

a. any and all rights, privileges, inventions, databases, names and logos, trade dress, technology,
know-how, manuals, tools, and other proprietary information from third persons granting the right to
use any of the foregoing including any rights commonly known as "industrial property rights" or the
"moral rights" of authors relating to the foregoing, regarding the foregoing and all claims, causes
of action, or other rights arising out of or relating to any actual or threatened Infringement by
any person relating to the foregoing;

b. all computer and digital files, including without limitation all design tools, systems
documentation, instructional files, and digital manuals;

c. all cost information, sales and pricing data, customer prospect lists, supplier records, customer
and supplier lists, customer and vendor data, correspondence and lists, product literature, artwork,
design, development and manufacturing files, vendor and customer drawings, reports and other books,
records, studies, surveys, reports, plans and documents.

Section 1.04. "IP Disputes" shall mean any and all controversies, disputes or claims arising out of, in
connection with, or in relation to the interpretation, performance, nonperformance, validity or breach of
this Agreement or in any way related to this Agreement or the IP, including, without limitation, any and
all claims based on contract, tort, statute or constitution.

ARTICLE II. OWNERSHIP OF IP.

L—————J

.-,__-=,||I.-,__-=__. Page |17
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www.you-only-better.org
General Principles of Allocation and Recognition

Section 2.01. Without limiting any obligation or liability of the COMPANY or any Ancillary Agreement, each
of the Parties hereto acknowledges, recognizes and agrees that, after the Distribution, the COMPANY (or
another member of Professional Advantage) shall own all right, title and interest in all IP that (i)
originated primarily with the conduct of the COMPANY’s Business or primarily in connection with the
COMPANY'’s Assets; (ii) was obtained by, or exclusively or primarily for the conduct of, the COMPANY’s
Business or in connection with the COMPANY’s Assets; (iii) was developed exclusively or primarily for the
conduct of the COMPANY’s Business or in connection with the COMPANY’s Assets; (iv) arose from funding by,
or exclusively or primarily for the benefit of the conduct of, the COMPANY’s Business or in connection
with the COMPANY’s Assets; or (v) as of any trainings and the distribution of materials is used or held
for use exclusively or primarily for the conduct of the COMPANY’s Business or in connection with the
COMPANY'’s Assets. If a conflict exists between any of the subsections (i)through (iv) of this Section or
Section 2.02 on the one hand and subsection (v)of this Section on the other hand, then subsection (v) of
this Section 2.01 shall prevail.

Section 2.02. Each of the Parties hereto acknowledges, recognizes and agrees that, after coaching,
facilitations, and trainings and the distribution of materials, COMPANY (or another member of COMPANY)
shall own all right, title and interest in all IP owned by the COMPANY or any of 1its subsidiaries
immediately prior to any trainings and the distribution of materials.

Section 2.03. Reserved.

Section 2.04. Rights Arising in Future. Each of the Parties hereto acknowledges, recognizes and agrees
that, after any trainings and the distribution of materials, (i) any and all IP created by or on behalf of
a Party, including common-law rights related thereto, shall belong solely and exclusively to such Party;
and (ii) any and all subsequent ownership, possession and use by each Party of the IP that it will own,
including common-law rights related thereto, shall inure solely to such Party's own benefit.

Section 2.05. No Warranties. Each of the Parties hereto understands and agrees that, except as otherwise
expressly provided, no Party hereto 1is, in this Agreement or in any other agreement or document
contemplated by this Agreement or otherwise, making any representation or warranty whatsoever regarding
the IP, including, without limitation, as to title, wvalue or legal sufficiency. It is also agreed and
understood that any and all IP assets either transferred or retained by the Parties, as the case may be,
shall be "as is, where is".

ARTICLE III. FURTHER ASSURANCES AND COOPERATION.

Section 3.01. Each Party hereto shall execute and deliver as and when reasonably requested by any other
Party hereto, all such documents and instruments and shall take, or cause to be taken, all such further or
other actions as such other Party may reasonably deem necessary or desirable to effect the purposes of
this Agreement and/or to clarify, confirm and/or record the respective ownership rights of the Parties as
provided for in this Agreement.

Section 3.02. Each Party hereto shall reasonably cooperate with the other Parties with respect to any
government filings or any other actions reasonably necessary to maintain, enforce and/or record the rights
to the IP covered by this Agreement.

Page | 18



Curriculum Samples

Section 3.03. Each Party hereto shall, upon the prior written request of another Party, arrange for the
provision of appropriate copies of Records in its possession or control created prior to any trainings and
the distribution of materials and relating to the IP, as soon as reasonably practicable following the
receipt of such request.

ARTICLE IV. INDEMNIFICATION.

Section 4.01. Article III of the Distribution Agreement shall govern the rights of the COMPANY with
respect to indemnification for any and all Indemnifiable Losses incurred by any Party related to the IP.

ARTICLE V. DISPUTE RESOLUTION.

Section 5.01. Article VI of Agreement shall govern the rights of the COMPANY and CLIENT with respect to
dispute resolution. The term "Agreement Dispute" in that Article shall be read to include all IP Disputes.

ARTICLE VI. MISCELLANEOQOUS.

Section 6.01. Complete Agreement; Construction. This Agreement shall constitute the entire agreement
between the Parties with respect to the subject matter hereof and shall supersede all previous
negotiations, commitments and writings with respect to such subject matter.

Section 6.02. Other Agreements. This Agreement 1is not intended to address, and should not be interpreted
to address, the matters specifically and expressly covered by other Ancillary Agreements.

Section 6.03. Counterparts. This Agreement may be executed in one or more counterparts, all of which shall
be considered one and the same agreement, and shall become effective when one or more such counterparts
have been signed by each of the Parties and delivered to the other Party.

Section 6.04. Survival of Agreements. Except as otherwise contemplated by this Agreement, all covenants
and agreements of the Parties contained in this Agreement shall survive the Distribution Date.

.-,__-=,|"|.-,__-=__. Page |19



www.you-only-better.org
Section 6.05. Notices. All notices and other communications hereunder shall be in writing and hand
delivered or mailed by registered or certified mail (return receipt requested) or sent by any means of
electronic message transmission with delivery confirmed (by voice or otherwise) to the Parties at the
following addresses (or at such other addresses for a Party as shall be specified by like notice) and will
be deemed given on the date on which such notice is received:

To the COMPANY:
3842 Harlem RD Suite 400-150

Amherst, NY 14215

Attn: Scott Stockton

To the CLIENT:

ACME COMPANY

Procurement Department

Attn: Shelle Heaton- Strategic Sourcing Manager
310 Fourth Street

Niagara Falls, NY 14303

RE: # SGC- 0076-11SH

Telephone: (716) 501-2160

sheaton@seneca casinos.com

(RFP) # SNC- 0077-11SH

Section 6.06. Waivers. The failure of any Party to require strict performance by any other Party of any
provision in this Agreement will not waive or diminish that Party's right to demand strict performance
thereafter of that or any other provision hereof.

Section 6.07. Amendments. Subject to the terms of Section 6.10 hereof, this Agreement may not be modified
or amended except by an agreement in writing signed by each of the Parties hereto.

Section 6.08. Assignment. This Agreement shall not be assignable, in whole or in part, directly or
indirectly, by any Party hereto without the prior written consent of the other Party hereto, and any
attempt to assign any rights or obligations arising under this Agreement without such consent shall be
void.

Section 6.09. Successors and Assigns. The provisions to this Agreement shall be binding upon, inure to the
benefit of and be enforceable by the Parties and their respective successors and permitted assigns.

Page |20
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Section 6.10. Termination. This Agreement may be terminated and may be amended, modified or abandoned at
any time prior to the Distribution by and in the sole discretion of the COMPANY without the approval of
CLIENT or the shareholders of the CLIENT. In the event of such termination, no Party shall have any
liability of any kind to any other Party or any other person. After the Distribution, this Agreement may
not be terminated except by an agreement in writing signed by the Parties.

Section 6.11. Subsidiaries. Each of the Parties hereto shall cause to be performed, and hereby guarantees
the performance of, all actions, agreements and obligations set forth herein to be performed by any
Subsidiary of such Party or by any entity that is contemplated to be a Subsidiary of such Party on and
after the trainings and the distribution of materials.

Section 6.12. Third Party Beneficiaries. This Agreement is solely for the benefit of the Parties hereto
and their respective Subsidiaries and Affiliates and should not be deemed to confer upon third Parties any
remedy, claim, liability, reimbursement, claim of action or other right in excess of those existing
without reference to this Agreement.

Section 6.13. Title and Headings. Titles and headings to sections herein are inserted for the convenience
of reference only and are not intended to be a part of or to affect the meaning or interpretation of this
Agreement.

Section 6.14. GOVERNING LAW. THIS AGREEMENT SHALL BE GOVERNED BY AND CONSTRUED IN ACCORDANCE WITH THE LAWS
OF THE STATE OF NEW YORK APPLICABLE TO CONTRACTS MADE AND TO BE PERFORMED IN THE STATE OF NEW YORK.
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Section 6.15. Consent to Jurisdiction. Without limiting the provisions of Article V hereof, each of the
Parties irrevocably submits to the exclusive Jjurisdiction of (a) the Supreme Court of the State of New
York, New York County, and (b) the United States District Court for the Southern District of New York, for
the purposes of any suit, action or other proceeding arising out of this Agreement.

Section 6.16. Severability. In the event any one or more of the provisions contained in this Agreement
should be held invalid, illegal or unenforceable in any respect, the validity, legality and enforceability
of the remaining provisions contained herein and therein shall not in any way be affected or impaired
thereby.

IN WITNESS WHEREOF, the Parties have caused this Agreement to be duly executed as of the day and year
first above written.

Name: Scott Stockton

Title: President
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