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DISCLAIMER 
 

This product is sold “as-is,” without warranty of any kind, either express or implied, respecting the 
contents of the product, including but not limited to implied warranties for the product’s quality, 
performance, merchantability, or fitness for any particular purpose.  Senior Living University shall 
not be liable to the purchaser or any other person or entity with respect to any liability, loss or 
damage caused or alleged to have been caused directly or indirectly by this product. 
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