STANDARD “CONFIDENTIALITY / NON-DISCLOSURE” AGREEMENT

Prospect(s) Name(s): Driver’s License: State:
(Copy of Prospect’s Driver’s License Attached)

Address: City: State: Zip:

Email Address: Home Phone: Cell Phone: Fax:

The Prospect(s) acknowledges and agrees that Prospect approached The Kelcourse Group LLC, dba BizMax Business
Brokers,(Broker), and that Broker was the first to advise Prospect of the availability and details concerning the following business and/or
real property opportunities:

LISTING NUMBER BUSINESS DESCRIPTION INITIALS DATE

1)
2)
3)

1. Prospect(s) understands and agrees that all dealings concerning the opportunities above will be handled through Broker and that
Broker has entered into agreements with Sellers as TRANSACTIONAL BROKERS for the payment of commissions. Broker will
furnish to Prospect certain proprietary information relating to the various operations, properties, personnel, financial and other matters
which are non-public, confidential or proprietary in nature and are hereinafter referred to as “Proprietary Information”. The Proprietary
Information will be kept confidential and shall not, without the prior written consent of Broker, be disclosed by Prospect or its agents,
representatives or employees, in any manner whatsoever, in whole or in part, and shall not be used by Prospect, its agents, representative or
employees, other than in connection with the purchase of one of the opportunities described above. Prospect shall be fully responsible for
any breach of this Agreement by itself, its agents, representatives or employees. The Proprietary Information (including any copies
thereof) will be returned to Broker, or destroyed, immediately upon Broker’s request. Prospect agrees that it shall not retain any copies of
the Proprietary Information supplied pursuant to the terms and conditions of this Agreement.

2. Any and all information provided to Prospect is provided for informational purposes only. Prospect acknowledges that Broker has
advised Prospect that all proprietary information is given to Broker by Sellers and Broker does not make any representations and/or
warranties as to the accuracy of the proprietary information. Further, Broker advises Prospect to seek the independent professional advice
of an attorney and/or certified public accountant experienced in business transfers and/or due diligence in reviewing and evaluating the
proprietary information and/or make his or her own independent evaluation of the opportunities described above.

3. In the event Prospect discusses the availability of said designated opportunities to a third party who purchases a business without
Broker assistance, then Prospect, in addition to the remedies specified herein, is also responsible for payment of Broker’s compensation
which would have been paid on the listed selling price or minimum compensation, whichever is greater.

4. For two years from the date of this Agreement, Prospect agrees not to deal directly or indirectly with the Seller(s) and/or Landlords of
the opportunities listed above without the prior written consent of Broker. If Prospect enters into a sale and/or purchase agreement, a
management or employment contract, or other financial arrangement with a Seller of an opportunity, including a leasing of the business
premises from the Seller or its Landlord, Prospect shall be liable for any and all damages Broker may suffer, including but not limited to
the Seller’s commission payable on the listed price or minimum commission due, whichever is greater, under the Agreement with Seller
and commission due on the lease agreement negotiated with the Landlord. Prospect agrees and does hereby appoint Broker its attorney in
fact to execute all documents necessary to place a lien on the business assets to collect its compensation, and this agreement shall be the
consent to do so as required by Florida Statute 475.42.

5. This Contract shall be governed by the laws of the state of Florida. Any breach of this Agreement shall result in the prevailing party
being entitled to receive from the other party all of its reasonable attorney’s fees, costs, and expenses incurred at both the trial and
appellate levels. The parties hereby consent to personal jurisdiction and venue, for any action arising out of a breach or threatened breach
of the Agreement in the Circuit court in and for Pinellas County, Florida. The parties hereby agree that any controversy which may arise
under this Agreement would involve complicated and difficult factual and legal issues. Therefore, any action brought by either party,
alone or in combination with any other, whether arising out of this Agreement or otherwise, shall be determined by a Judge sitting without

a jury.

6. The Seller is the intended beneficiary of all covenants of Prospect which benefit the Seller, including without limitation the covenants
concerning the use of information disclosed to Prospect, and a Seller may bring an action to enforce such covenants. Prospect, represents
and warrants to Broker and Seller that Prospect does not represent a third party, governmental agency or competitor of the business, as
owner or employee, and the sole purpose for receiving any information regarding a business is to purchase said business. Prospect
acknowledges receiving a copy of this Agreement and a facsimile copy with signatures shall be considered as original.

Prospect’s Signature Date Prospect’s Signature Date

Broker’s Agent’s Name Broker’s Agent’s Signature Date

The Kelcourse Group LLC, A Licensed Florida Real Estate Company, dba BizMax Business Brokers
3970 Tampa Rd. Suite G, Oldsmar, FI 34677
Office: 813-579-1240 ¢ Fax: 813-891-0301 ¢ Email: info@bizmaxbb.com



Bilma BUSINESS® The Kelcourse Group, LLC

. L% BROKERS CONFIDENTIAL BUYER PROFILE* 3970 Tampa Rd Suite G

Oldsmar, Florida 34677
Fax:813-891-0301 Off:813-579-1240

Date / /20 Associate: Source:

Name: Spouse/Partner Name:

Street: City County State Zip
Home/Cell Phone - - Fax - - Email

Why do you want to buy a business?
Type(s) of Business Preferred:

Why?
Type(s) NOT Preferred?
Employed? Yes No Ifyes, Job Description: How Long Looking?

What/How many have you looked at?

Why didn’t you buy one?

Any Family/Friends Own Business(es)? Yes No. Types

Prior Business Ownership Yes No What types?
If it had good potential would you consider a closed and/or turnaround opportunity? Yes No.Type?

Considering Initial Investment/Down Payment, Closing/Prorated expenses, Operating/Working Capital are all involved

in a purchase, how much total capital have you set aside? $ . How much will that change per

month as you’re looking? $ /month. Source of capital(\ all that apply)? Cash, Home/RE Equity, 401K
Other, Other Investors. If you needed a little more could you get it? Yes No.

Will you work in the business? Yes No. Spouse/Partner?Family? Yes No. Minimum monthly pretax income you
will need first year? $ . If you/family/partners working, combined monthly total?

Who, other than yourself, will be involved in the purchase decision?
How much time are you willing to devote to the business?
What are your geographic preferences?

How many miles and/or driving time are you willing to travel for the right business?
What would keep you from owning your own business?
If we have or find the business that suits you, how many weeks before you can take possession?

Are there other considerations you want us to be aware of?

Please let us know if you would like an explanation of the below concepts/processes you may be unfamiliar with:

_ Why own a Biz _Seller Financing _The Offer _BizMax’s Function
_Why Buy Establ Biz _Biz Pays for Itself __Inventory __Buyer’s Function
__Value of Ongoing Biz __Buying Process __Records after Offer __Advisors/Advice
__Z Diagram __Tour Process __Small Biz Fin Statements __Escrow Process
__ 3 Components __Earnest $ Deposit __Contingency Removal _ Closing

*This profile will only be used to help us search our databases for the types and sizes of businesses that, based on what
you tell us will best suit your needs. This is the beginning of an information exchange between sellers, who have hired

us to educate first-time buyers and prescreen all buyers both financially and operationally, and buyers, who expect us to
educate and prescreen sellers as to the marketplace of selling a business. We hope you appreciate the fact our questions
are just as involved for our sellers so that we can all proceed with the attitude that time is our most precious commodity.



