









































































































ou’re very likely to sign contracts – at least once in a while – in the 
course of doing business. You may need contracts, for example, to 
buy or sell goods or services, lease real estate, or hire key employees.


Whether you draw up your own contracts or have a lawyer do 
it, you want to make sure that you’ve covered all the bases. Here are the key 
points to look for in any business contract:


•	What	each	party	is	promising	to	do. Perhaps it’s to pay money, provide 
a service, or deliver a product. If the contract involves a construction proj-
ect or a customized machine, it may have a separate attachment labeled 
“specifications.”


•	When	the	work	will	be	done	or	the	product	delivered. If strict com-
pliance with contract deadlines is important, be sure to include the 
words “Time is of the essence.” Otherwise, a judge may allow reason-
able leeway in enforcing the deadlines.


•	How	long	the	contract	will	remain	in	effect. If it’s open-ended, list 
the conditions under which you or the other party can terminate it 
without penalty.


•	The	price	–	or	how	it	will	be	determined. Avoid saying that the price 
will be negotiated. This wording can lead to arguments and even a law-
suit. If you use a formula for pricing, include an example for clarity.


•	When	 payment	 is	 due. Will there be installments? Will interest be 
charged? In contracts for consulting and other services, it’s common to 
have a payment schedule tied to interim completion dates.


•	Warranties. If a party guarantees labor and materials for a certain  
period of time, how will problems be handled? By repair, replacement 
or refund?


•	“Liquidated	damages”	if	performance	is	delayed	or	defective. Some-
times actual damages for breach of contract are hard to compute. The 
parties can agree in advance on a fixed amount (liquidated damages) 
that a party who breaches the contract must pay.


•	Whether	either	party	can	transfer	(assign)	the	contract. Depending 
on what the contract is about, you may or may not have concerns about 
dealing with a stranger in the future.


•	How	disputes	will	be	resolved. Lawsuits can be costly and slow. Con-
sider stating that disputes about the contract won’t go to court. Instead, 
an arbitrator will settle them.


•	Legal	fees. You can say that a party who breaches the contract will pay 
the other party’s legal fees and related costs.


•	Notices. Specify where notice of default and other communications 
should be sent – and whether email notice is sufficient.


•	Which	state’s	 laws	will	apply. This clause will help avoid problems 
if the parties operate in separate states, or if the contract is to be  
performed in more than one state.


GettinG a contract siGned
So much for the contents of a business contract. Let’s turn now to how to 


nail down a binding legal agreement.
Many contracts consist of a single document containing numbered claus-


es. Both parties sign in duplicate, and each keeps a copy. But some contracts 
are less formal.


You can have a contract in two or more parts. For example, A sends B an 
offer, and B accepts in a separate letter, fax or email message. Or A sends B an 
offer, B sends back a counter-offer, and A accepts the counter-offer. As long as 
there’s a meeting of the minds, a contract involving several documents is valid.


You can also create a contract by writing a letter that contains the details of 
a proposed deal. If the person you wrote signs an acceptance at the bottom of 
the letter, you have a valid contract. This technique might work well if you’ve 
reached a deal over lunch. You can send your letter to the other person, and ask 
him or her to confirm at the bottom of the letter that you’ve correctly stated the 
terms the two of you have agreed on.


There may be several drafts of a contract before it’s final. The computer 
makes it easy to change the wording. You can also write in changes using a pen, 
but if you do this, each party should initial the changes.


You can also make changes in an addendum – a page added to the main 
contract. If you do this, state specifically that the addendum prevails if there’s 
a conflict between it and the main contract.


Make sure that the right person signs on behalf of each party. A part-
ner can sign for a partnership. A corporate officer can sign for a corporation, 
and a member or manager can sign for an LLC. If you’re dealing with a small  
corporation or LLC, consider asking the owners to guarantee performance of 
the contract.


Contracts needn’t be witnessed or notarized to be legal. C


Building Better contracts
Binding legal agreements don’t need to Be complicated, 
But you must understand the key elements


By Fred S. Steingold
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Business


Y


Fred S. Steingold practices law in Ann Arbor, 
Mich. Legal strategies may vary depending on 
the state in which you live and the specifics of 
your situation. See your lawyer for legal advice.
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• ½ inch to 2 inch Neofit® NSF-61 Potable Pipe Lining System


• 2 inch to 6 inch Inversion Pipe Lining System 


• 3 inch to 6 inch Sectional Pipe Lining System 


• 3 inch to 6 inch Professional Robotic Cutting System


International:1-740-453-9387  •  email: info@flow-liner.com











Perma-Liner receives iaPmO Listing
Perma-Liner was awarded the Uniform Plumbing Code Listing from the 


International Association of Plumbing and Mechanical Officials (IAPMO).
 


WebastO, esW fOrm emissiOns PartnershiP
Webasto Product North America, designer of engine idle reduction 


technologies, and ESW Group, provider of emission control products, formed 
a partnership that will enable fleets and municipalities to obtain DERA (Diesel 
Emission Reduction Act) funding for emission control and idle reduction 
equipment. Webasto manufactures fuel-operated heaters that eliminate the 
need to idle for engine pre-heat and cab comfort. ESW’s DPF (diesel particulate 
filter) removes diesel particulate matter from diesel engine exhaust.


 
LanzO trenchLess exPands services


Lanzo Trenchless Technologies, formerly Lanzo Lining Services, expanded 
to provide services throughout North, Central and South America. Established 
in 1993, the company has installed more than 9 million lineal feet of sanitary 
sewer, force main, sewer drain, NSF 61 potable water transmission, and large-
diameter and non-circular cured-in-place pipe lining in North America.


 
WJta-imca adOPt cOLOr-cOding scheme


The WaterJet Technology Association-Industrial & Municipal Cleaning 
Association adopted a color-coding scheme for pressure hoses. Intended to 
ensure on-the-job safety by making various hoses easier to identify, the color-
coding scheme appears in the Recommended Practices for the Use of High Pressure 
Waterjetting Equipment, published by WJTA-IMCA. The color code indicates 
maximum working pressure: yellow, 10,000 psi; green, 15,000; blue, 20,000; 
silver, 30,000; orange, 40,000; and red, 55,000.


 


WOhLer Partners With rOi marketing
Wohler USA partnered with ROI Marketing, enabling contractors to 


experience equipment in action at ROI’s training facility.
 


Quadex names regiOnaL saLes manager
Quadex/InterfitUSA named James Dugger western regional sales manager. 


He will handle sales and marketing for the company’s line of rehabilitation 
cements and coatings, as well as the Interfit lateral connection sealing system. 
Dugger has seven years of experience in the underground infrastructure 
corrosion protection, rehabilitation and trenchless industry.


usb-seWer eQuiPment names saLes manager
USB-Sewer Equipment Corp. named Leighton White sales manager for the 


West Coast. He has 23 years of sales, marketing and management experience 
within the sewer industry. White will be responsible for sales, service and 
customer support in California. C
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8% ONE YEAR FINANCING AVAILABLE!
Longer lease rates also available. Call Keith for details.


5037 NW 10th
Oklahoma City, OK 73127


BUYING A SEESNAKE?


CALL US FOR 
GREAT PRICING &


FREE SHIPPING!


– Call Us Evenings and Weekends –
       Keith: 405-602-9155 & 


Jim: 405-205-3974
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Get more news, 


more information, 


more features with 


Online Exclusives


Exclusive online content 
for Cleaner


www.Cleaner.com/online_exclusives


Want More Stories?


































