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Limits of Liability / Disclaimer / Copyright

The authors and publishers of this course make no claims or warrantees
about the use of this material, including any guarantees of business success
or income claims. The authors shall in no event be held liable for any losses
or other damages, including but not Ilimited to special, incidental,
consequential, or other damages. The advice of a legal, tax, accounting, or
other professional should be sought as applicable.

Federal and International copyright laws protect the material in this course.
Reproduction other than for personal use by is strictly prohibited. Resale
rights are reserved by the publisher - you may not resell or give away this
ebook without express written consent of the authors and publishers.
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