


2 nd Edit ion

7  Scam s And Rip Offs To W atch For!

Save your t im e, your m oney and your dream s…

w w w .Custom PlushToys.com

1) Patent Scam s – There are organizat ions out

there that  will charge you a sm all fee ($200

- $500)  to review your idea. They will claim

that  your idea is very good and there would

be some great  interest  in your toy idea if it  is writ ten up properly. 

They will convince you that you need a Patent. 

A proper Patent is a great tool to protect a product, but for 90% of 

my clients they would not qualify for a patent. I've received calls 

from people who have paid over $18,000 for a provisional patent. I 

asked them to send me everything they had and it was sad what 

was given to them for the $18,000. 

You can read more about why to avoid these Patent Scams here. 

http://www.customplushtoys.com/

http://www.customplushtoys.com/Inventor/inventor_resources.php


2) Buying Direct  From  China  -   Okay, I  want  to do you a big

favor r ight  now and tell you that  You Should  buy direct  from

China...but  not  unt il you are ordering 50,000 to 75,000 toys at  a

t im e. Why? Well, when you are ordering those quant it ies you

can afford to fly over to China, or pay a

t rusted representat ive to fly to China to

view the factory, see your own

product ion line, and inspect  the quality of

the toys com ing off the line. Even then

you will have som e defects in your product ion run, but  that  is

norm al. At  least  though you won’t  have every toy com e back

w rong! Unt il you get  to those order levels, find a t rusted

m anufacturer who has st rong relat ionships with m ore then one

factory.  I  will tell you about  m y factor ies in China on the audio

recording included with this report .

3) Made in USA ( Mexico/ I ndia/ Philippines)  – I  can’t  tell you

how m any calls I  have received over the years from  prospects

that  have spent  their m oney, received their toys and were

furious. The toys ( if they showed up at  all)  were either wrong, or

were of poor quality. These are people who had their  toys m ade

from  a com pany that  they ‘t rusted’ because they were ‘local’.

The local com pany m ay have claim ed the toys would be m ade in

the USA, or they said that  they would be m ade in a count ry

other then China. Let  m e tell you from  experience that  there

really is only one choice the days and it  is ‘Made in China’. You

m ay not  agree with that  from  an econom ical or polit ical point  of

view, but  it  is a fact .  Made in China is the only way to go. My



com pany was the last  com pany m aking custom  stuffed toys in 

North Am erica.  Listen to the audio recording that  cam e with this 

report  and learn m ore about  this potent ial ‘r ip off’.  

4) Fast  Delivery  – I  need you to understand r ight  now that  it

takes a long t im e to m ake a qualit y custom  toy. Any other

com pany that  prom ises you fast  delivery (1 – 8 weeks)  is ly ing.

Sorry.  That  is just  not  possible. Let ’s break it  down. First ,  your

only opt ion is to make the toys in China (See # 3 above) . Next ,

there is a large ocean between you and China. Most  factor ies will

only accept  your order of 6,000 pieces as a m inim um  ( I  offer  as

low as 900 toys as a m inim um )  and your plush toys will take up

a lot  of space. Shipping your toys from  China FAST is expensive

(around $4 -  $5 per toy in shipping alone)  which is why you

must  ship using ocean shipping. When you ship by ocean your

shipping costs go down to $ 0.15 -  $0.50 per toy ( I  include

ocean shipping in the pr ice of the toy)  depending on the size of

the toy. So to ship by ocean, you are looking at  4 to 5 weeks as

a m inim um . That  includes a couple of days to arrange clearance

with the Chinese governm ent , booking space on a boat , and

then 3 weeks on the water sailing across the ocean. Then your

toys need to get  off the boat  and m ust  clear custom s before

local ground delivery can be arranged. I t  all keeps costs down

but  it  does take some t ime. What  all of this m eans is that  you

have just  witnessed 4 – 5 weeks in your t im eline sim ply for

shipping. This m onth to six weeks did not  include designing your

toy (3 – 5 weeks) ,  gathering your m aterials (2 – 3 weeks)  and

get t ing your toys m ade in product ion. (2 – 4 weeks) . Before I

talk you out  of m aking a toy all together, just  think about  it  this



way. Christm as com es at  the sam e t im e every year. I f you 

choose an expert  to help you with your toy idea and if you plan 

ahead you’ll be ready for big Christm as sales year after year 

after year.  I f som eone leads you to believe that  they can create 

a unique toy for  you, that  has never been m ade before, get  your 

approval,  go in to product ion, and deliver it  to your doorstep in 8 

weeks then you are probably looking to get  r ipped off.

5) Low  Prices – Okay, keeping a budget  in m ind is im portant . You

have to pay a reasonable pr ice for what  you are expect ing. But ,

like your Parents probably told you, if the deal is too good to be

t rue, then it  probably is. Please be wary of the 

super cheap toys. Start  now by t raining 

yourself to have alarm  bells go off when 

som ething sounds too ‘cheap’. I  can tell you 

that  m y com pany will never be the cheapest  but  I  do bundle a 

lot  of ext ra fees in to the pr ice of the toy. You get  what  you pay 

for.  So if you order a sm all num ber of toys (900 – 3,600 toys)  

then you are spreading som e costs over that  quant ity. For 

exam ple there are m any fees which I  include in my price. These 

fees are fixed costs, m eaning no m at ter how m any toys you 

order, the cost  of these fixed expenses is the sam e. Som e 

exam ples of these costs are:  brokerage, DDC, dock fees, 

custom s inspect ion, handling, stacking on pallets, etc. I  don’t  

like to bother people with these addit ional fees so I  m ust  adm it  

that  I  ‘hide them ’ by including them  in the cost  of the toy. 

Everyone has to pay these fees, so I  would rather give you one 

lum p of a pr ice, and you know exact ly what  you are paying 

rather then surprise you with new charges later on. I  often get  



calls from  people in tears who are asking m e how to m ake the 

invoices stop. They receive their  toys and for m onths after  

invoices keep showing up for all these ext ra charges. I ’ll share 

with you a key point  in m y 5 point  Money Back Guarantee in the 

audio which prevents all of these ext ra invoices. 

6) FOB /  CI F /  DDC /  Pre- Paid –  This Rip Off is very sim ilar to

# 5 above but  instead of just  receiving a st ream  of invoices…it

gets worse. Let ’s say you found a good supplier.  They produced

a nice prototype. You ordered product ion and you are told it  is

on its way to you. Excit ing r ight? Well, then it  starts. You m ay

not  have realized it  but  you have agreed to som e shipping term s

that  m ay not  be in your favor. You look back at  your cont ract

and you see ‘FOB Hong Kong’.  After you Google it  you realize

there are several definit ions for FOB. Freight  on Board. Free on

Board. Free Over Board. All of them  have very different

m eanings with very different  expenses at tached to them . Then

you receive very official paper work that

you aren’t  quite sure what  to do with. I t

has som e English on it ,  but  also a lot  of

Chinese writ ten on it .  You have to deal

with the technical paper work including the B/ Ls, Pre-Alerts,

declar ing the HS Code, Tariffs,  Duty Rates, Custom  Bond

Applicat ions and m ore. You are left  to navigate the com plex

m aze of governm ent  paperwork as w ell as paying for them .

Years ago, this t ype of thing was a nightm are. Now, with

heightened security around the world and growing expenses the

paperwork dance has becom e beyond com plex and potent ially

very expensive. I  will tell you som e sim ple stor ies about  m y



expert ise in logist ics in the audio recording and why it  pays to 

have an expert  on your side.

7)  Enem ies &  Conspiracies –  I  have received calls over the 

years from  prospects who called m e alm ost  in tears. They had 

just  hung up the phone after calling a 

toy com pany and the person at  the 

other toy com pany was yelling at  the 

caller. Not  good. Creat ing a unique, 

never m ade before toy is not  easy. I t  takes a st rong partnership 

between you and the toy com pany. Keeping that  relat ionship 

posit ive is essent ial.  An expert  in the indust ry will guide you, be 

your advisor and share their  expert ise with you. You also have a 

responsibilit y to the expert  to listen, to understand and to 

appreciate that  you and the toy company are in this together.  I f 

your toy idea does not  succeed, then both part ies lose. The 

biggest  m istake I  see custom ers m ake is t reat ing their  toy 

m anufacturer as the enem y. The toy business is not  easy. I  have 

a story about  this very topic which I  will share with you in the 

audio port ion of this free report .  

Listen to the audio included w ith this report  to learn m ore 

about  these r ip offs and a free offer  from  m e.  

Bear Hugs!

Rob Bishop

Binkley Toys I nc. 

www.Custom PlushToys.com


