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[1]	
  

“So	
  far	
  you	
  have	
  not	
  spent	
  a	
  dollar”	
  	
  

[ h ow 	
   t o 	
   s u bm i t 	
   y o u r 	
   c o n c e p t 	
   g u i d e l i n e ] 	
  



4	
  

[2]	
  

“s2ll	
  haven't	
  spent	
  a	
  single	
  penny”	
  	
  

[ h ow 	
   t o 	
   s u bm i t 	
   y o u r 	
   c o n c e p t 	
   g u i d e l i n e ] 	
  



[ h ow 	
   t o 	
   s u bm i t 	
   y o u r 	
   c o n c e p t 	
   g u i d e l i n e ] 	
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[3]	
  

“siNng	
  in	
  your	
  cubicle	
  thinking	
  of	
  your	
  idea	
  won’t	
  get	
  you	
  out	
  of	
  the	
  cubicle”	
  



[ G e n e r a l 	
   Q&A ’s ] 	
  

[1]	
  

What	
  happens	
  if	
  my	
  idea	
  generates	
  interest	
  at	
  the	
  retail	
  buying	
  level	
  ?	
  	
  2	
  
A	
  favorable	
  response	
  from	
  the	
  retail	
  buying	
  community	
  will	
  create	
  an	
  opportunity	
  for	
  
the	
  inventor	
  to:	
  	
  
1)	
  Con>nue	
  down	
  the	
  path	
  and	
  “self	
  fund”	
  the	
  next	
  stage	
  of	
  produc>on.	
  	
  
2)	
  Solicit	
  [i2R]’s pool	
  of	
  investor’s	
  in	
  an	
  effort	
  to	
  fund	
  the	
  next	
  stage	
  of	
  produc>on.	
  
3)	
  Hire	
  [i2R] to license the product out. 

Does	
  [i2R]	
  Guarantee	
  a	
  Purchase	
  Order	
  from	
  the	
  Retail	
  Buying	
  community	
  ?	
  	
  

NO.	
  	
  What	
  [i2R] does	
  guarantee	
  is	
  that	
  your	
  concept	
  will	
  have	
  the	
  best	
  chance	
  of	
  
geNng	
  a	
  Purchase	
  Order	
  understanding	
  that	
  we	
  have	
  incorporated	
  over	
  20	
  years	
  
experience	
  into	
  the	
  buyer	
  ready	
  package.	
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Does	
  [i2R] parBcipate	
  in	
  the	
  cost	
  of	
  producing	
  the	
  “buyer	
  ready	
  package”	
  	
  [BRP]?	
  	
  
NO.	
  [i2R] rarely	
  profit’s	
  from	
  the	
  cost	
  of	
  producing	
  your	
  [BRP].	
  Our	
  sites	
  are	
  set	
  
down	
  the	
  road	
  when	
  it	
  becomes	
  >me	
  to	
  manufacture	
  the	
  item.	
  Remember,	
  the	
  main	
  
reason	
  your	
  item	
  is	
  being	
  developed	
  by	
  [i2R] is	
  that	
  we	
  have	
  determined	
  there	
  is	
  a	
  
very	
  good	
  chance	
  a	
  retailer	
  will	
  buy	
  it,	
  and	
  we	
  manufacture	
  it. 

1	
  

What	
  are	
  some	
  of	
  the	
  costs	
  associated	
  with	
  the	
  “Next	
  Stage”	
  of	
  producBon	
  ?	
  
The	
  cost	
  of	
  moving	
  forward	
  to	
  the	
  “next	
  stage	
  of	
  produc>on”	
  include	
  but	
  are	
  not	
  
limited	
  to;	
  
1)  Tooling:	
  	
  This	
  can	
  run	
  anywhere	
  from	
  $2,500	
  up	
  to	
  $300,000.	
  	
  It	
  all	
  depends	
  on	
  the	
  

product	
  concept.	
  We	
  do	
  provide	
  an	
  es>mated	
  tooling	
  cost	
  chart	
  based	
  on	
  certain	
  
common	
  products.	
  	
  

2)  I.C.:	
  	
  	
  I.C.	
  stands	
  for	
  integrated	
  chips.	
  These	
  are	
  the	
  >ny	
  li`le	
  silicone	
  chips	
  that	
  run	
  
the	
  calculators,	
  provides	
  the	
  sound	
  for	
  talking	
  toys,	
  and	
  a	
  host	
  of	
  other	
  
applica>ons.	
  What	
  most	
  inventors	
  don’t	
  know	
  is	
  that	
  there	
  are	
  minimum	
  
quan>>es	
  that	
  the	
  I.C.	
  factories	
  demand	
  and	
  command.	
  They	
  run	
  anywhere	
  from	
  
25,000	
  to	
  50,000	
  chips.	
  	
  Chips	
  can	
  cost	
  as	
  li`le	
  as	
  $0.10	
  or	
  as	
  high	
  as	
  $1.00.	
  It	
  all	
  
depends	
  on	
  how	
  complicated	
  the	
  product	
  is.	
  	
  The	
  point	
  is	
  this	
  is	
  a	
  significant	
  part	
  
of	
  the	
  total	
  start	
  up	
  cost.	
  

3)  Other:	
  Costs	
  include,	
  but	
  are	
  not	
  limited	
  to;	
  produc>on	
  samples,	
  fed	
  ex	
  charges,	
  
follow	
  up	
  presenta>ons	
  to	
  the	
  buyers.	
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[ G e n e r a l 	
   Q&A ’s ] 	
  

[2]	
  

How	
  do	
  I	
  make	
  my	
  money	
  if	
  my	
  idea	
  goes	
  to	
  retail	
  ?	
  	
  5	
  

	
  Can	
  I	
  source	
  my	
  own	
  manufacturing	
  ?	
  	
  6	
  

Who	
  is	
  liable	
  for	
  any	
  damages	
  resulBng	
  in	
  product	
  defects	
  ?	
  
If	
  	
  [i2R] has	
  taken	
  on	
  your	
  product	
  to	
  both	
  manufacture	
  and	
  market	
  it,	
  any	
  liabili>es	
  
would	
  be	
  covered	
  under	
  our	
  liability	
  insurance	
  program.	
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I	
  have	
  my	
  own	
  retail	
  connecBons	
  that	
  I	
  	
  would	
  like	
  	
  to	
  introduce	
  my	
  product	
  to	
  ?	
  

[i2R] offers	
  three	
  different	
  ways	
  for	
  the	
  inventor	
  to	
  make	
  money:	
  

1)  Royalty	
  Basis:	
  If	
  [i2R] pays	
  for	
  all	
  “Next	
  Stage”	
  or	
  post	
  “BPR”	
  development	
  costs,	
  
then	
  inventor	
  will	
  be	
  offered	
  a	
  royalty.	
  	
  (ranging	
  from	
  3-­‐5%)	
  

2)  Profit	
  Split	
  Basis:	
  If	
  the	
  inventor	
  pays	
  for	
  100%	
  of	
  the	
  post	
  “BRP”	
  produc>on	
  cost	
  
and	
  agrees	
  to	
  give	
  [i2R]	
  exclusive	
  rights	
  to	
  manufacture	
  and	
  market	
  the	
  item,	
  then	
  
[i2R]	
  will	
  pay	
  the	
  inventor	
  the	
  difference	
  between	
  the	
  manufactured	
  cost	
  and	
  the	
  
“sold	
  to”	
  retailer	
  price.	
  (i.e.:	
  if	
  the	
  factory	
  cost	
  is	
  $5.00	
  and	
  sold	
  to	
  a	
  retailer	
  for	
  
$8.00,	
  inventor	
  receives	
  50%	
  of	
  $3.00	
  (or	
  50%	
  of	
  net	
  profit	
  aeer	
  mark	
  downs	
  and	
  
or	
  returns)	
  

3)  Licensed	
  Royalty	
  Split;	
  	
  if	
  the	
  product	
  is	
  licensed	
  to	
  a	
  third	
  party	
  manufacturer,	
  the	
  
inventor	
  would	
  receive	
  a	
  “split”	
  royalty.	
  (i.e.:	
  1.5%	
  -­‐2%) 

7	
  

YES.	
  	
  Once	
  the	
  inventor	
  has	
  paid	
  for	
  100%	
  of	
  the	
  en>re	
  cost	
  to	
  product	
  the	
  “BRP”,	
  he/
she	
  can	
  take	
  the	
  data	
  and	
  source	
  alternate	
  manufacturers.	
  	
  	
   

No	
  problem.	
  Just	
  tell	
  us	
  who	
  your	
  contacts	
  are	
  and	
  we	
  will	
  take	
  them	
  off	
  our	
  list.	
  	
  The	
  
only	
  thing	
  that	
  would	
  change	
  this	
  is	
  if	
  your	
  contacts	
  are	
  Dollar	
  Chain	
  Stores.	
  	
  We	
  only	
  
present	
  to	
  this	
  chain	
  aeer	
  all	
  other	
  markets	
  have	
  been	
  exhausted.	
   

“If	
  you	
  have	
  any	
  other	
  ques2ons,	
  feel	
  free	
  to	
  contact	
  us”	
  	
  



[ N o n 	
   D i s c l o s u r e 	
   A g r e eme n t ] 	
  

This	
  Agreement	
  is	
  being	
  entered	
  into	
  by,	
  and	
  in	
  connec>on	
  with	
  discussions	
  between,	
  	
  	
  	
  [i2R] Invent	
  to	
  
Retail	
  USA,	
  and	
  the	
  inventor	
  	
  

Individually	
  and	
  collec>vely,	
  the	
  “Party”	
  or	
  “Par>es”)	
  regarding	
  a	
  possible	
  business	
  opportunity	
  between	
  
the	
  Par>es	
  (the	
  “Possible	
  Transac>on”).	
  	
  In	
  connec>on	
  with	
  such	
  discussions,	
  the	
  Par>es	
  recognize	
  the	
  
need	
  to	
  keep	
  strictly	
  confiden>al	
  all	
  business	
  and	
  technical	
  informa>on	
  regarding	
  the	
  Par>es,	
  including	
  
not	
  only	
  proprietary	
  informa>on	
  belonging	
  to	
  the	
  Par>es,	
  but	
  also	
  informa>on	
  belonging	
  to	
  or	
  regarding	
  
the	
  business	
  of	
  the	
  Par>es’	
  respec>ve	
  clients,	
  customers,	
  consultants,	
  licensees,	
  affiliates	
  or	
  third	
  
par>es,	
  conveyed	
  in	
  whatever	
  form,	
  whether	
  by	
  wri`en,	
  oral,	
  visual,	
  electronic	
  or	
  by	
  any	
  other	
  means	
  
(“Confiden>al	
  Informa>on”),	
  and	
  to	
  refrain	
  from	
  using	
  such	
  Confiden>al	
  Informa>on	
  except	
  as	
  provided	
  
below;	
  provided,	
  however,	
  that	
  Confiden>al	
  Informa>on	
  does	
  not	
  include	
  informa>on	
  which	
  (i)	
  was	
  
independently	
  developed	
  by	
  the	
  non-­‐disclosing	
  Party	
  without	
  viola>ng	
  any	
  obliga>on	
  under	
  this	
  
Agreement,	
  (ii)	
  pertains	
  to	
  one	
  Party	
  of	
  this	
  Agreement	
  and	
  becomes	
  generally	
  available	
  to	
  the	
  public	
  
other	
  than	
  as	
  a	
  result	
  of	
  a	
  disclosure	
  by	
  the	
  other	
  Party	
  to	
  this	
  Agreement	
  in	
  viola>on	
  of	
  the	
  terms	
  of	
  
this	
  Agreement	
  or	
  (iii)	
  was	
  available	
  to	
  one	
  Party	
  to	
  this	
  Agreement	
  on	
  a	
  non-­‐confiden>al	
  basis	
  through	
  
a	
  source	
  not	
  a`ributable	
  to	
  the	
  Par>es	
  or	
  their	
  employees,	
  provided	
  that	
  such	
  source	
  is	
  not	
  known	
  by	
  
such	
  Party	
  to	
  be	
  bound	
  by	
  a	
  confiden>ality	
  agreement	
  with	
  the	
  Party	
  to	
  which	
  such	
  Confiden>al	
  
Informa>on	
  relates	
  or	
  is	
  otherwise	
  prohibited	
  from	
  transmiNng	
  such	
  informa>on	
  by	
  a	
  contractual,	
  legal	
  
or	
  fiduciary	
  obliga>on	
  known	
  to	
  the	
  Party	
  to	
  which	
  such	
  Confiden>al	
  Informa>on	
  was	
  disclosed.	
  	
  In	
  
order	
  that	
  the	
  Par>es	
  may	
  hold	
  such	
  discussions,	
  the	
  Par>es	
  agree	
  that	
  the	
  following	
  terms	
  shall	
  govern	
  
and	
  control	
  the	
  use	
  of,	
  and	
  obliga>ons	
  with	
  respect	
  to,	
  the	
  Confiden>al	
  Informa>on.	
  
Each	
  Party	
  shall	
  keep	
  all	
  Confiden>al	
  Informa>on	
  conveyed	
  to	
  it	
  by	
  the	
  other	
  Party	
  in	
  accordance	
  with	
  
the	
  terms	
  of	
  this	
  Agreement.	
  	
  Each	
  Party	
  shall	
  use	
  the	
  Confiden>al	
  Informa>on	
  solely	
  in	
  connec>on	
  with	
  
considera>on	
  of	
  the	
  Possible	
  Transac>on	
  and	
  will	
  not	
  otherwise	
  use	
  it	
  in	
  its	
  business	
  or	
  disclose	
  such	
  
Confiden>al	
  Informa>on	
  to	
  others,	
  except	
  that	
  each	
  Party	
  shall	
  have	
  the	
  right	
  to	
  communicate	
  
Confiden>al	
  Informa>on	
  to	
  (i)	
  such	
  of	
  its	
  directors,	
  officers,	
  employees	
  and	
  agents,	
  consultants,	
  
advisors,	
  financing	
  sources	
  and	
  financial	
  ins>tu>ons,	
  and	
  any	
  management	
  firm	
  who	
  assists	
  you	
  in	
  
evalua>ng	
  or	
  implemen>ng	
  the	
  Possible	
  Transac>on	
  (collec>vely,	
  “Representa>ves”),	
  provided	
  that	
  in	
  
each	
  case	
  each	
  such	
  person	
  shall	
  be	
  informed	
  that	
  such	
  informa>on	
  is	
  strictly	
  confiden>al	
  and	
  subject	
  to	
  
this	
  Agreement	
  and	
  directed	
  not	
  to	
  disclose	
  or	
  use	
  such	
  informa>on	
  except	
  as	
  provided	
  herein,	
  and	
  (ii)	
  
to	
  any	
  court,	
  arbitra>on	
  board,	
  governmental	
  agency,	
  na>onal	
  stock	
  exchange	
  or	
  similar	
  en>ty	
  in	
  
response	
  to	
  or	
  in	
  compliance	
  with	
  any	
  law,	
  ordinance,	
  governmental	
  order,	
  regula>on,	
  rule,	
  subpoena,	
  
inves>ga>on	
  or	
  request.	
  	
  Each	
  Party	
  shall	
  promptly	
  no>fy	
  the	
  other	
  Party	
  of	
  any	
  disclosure	
  that	
  it	
  is	
  
required	
  to	
  make	
  pursuant	
  to	
  clause	
  (ii)	
  of	
  the	
  immediately	
  preceding	
  sentence	
  so	
  that	
  such	
  other	
  Party	
  
may	
  seek	
  an	
  appropriate	
  protec>ve	
  order	
  or	
  other	
  remedy	
  and	
  such	
  Party	
  will	
  reasonably	
  cooperate	
  
with	
  such	
  other	
  Party	
  (at	
  the	
  reques>ng	
  Party’s	
  expense)	
  to	
  obtain	
  such	
  protec>ve	
  order.	
  	
  In	
  the	
  event	
  
that	
  such	
  protec>ve	
  order	
  or	
  other	
  remedy	
  is	
  not	
  obtained,	
  such	
  Party	
  will	
  furnish	
  only	
  that	
  

[i]	
  



[ N o n 	
   D i s c l o s u r e 	
   A g r e eme n t 	
   C o n > n u e d ] 	
  

informa>on	
  which	
  is	
  legally	
  required	
  to	
  be	
  disclosed	
  and	
  will	
  use	
  its	
  reasonable	
  efforts	
  (at	
  the	
  
reques>ng	
  Party’s	
  expense)	
  to	
  obtain	
  assurances	
  that	
  confiden>al	
  treatment	
  will	
  be	
  accorded	
  to	
  such	
  
informa>on.	
  	
  Each	
  Party	
  shall	
  be	
  responsible	
  for	
  any	
  breach	
  of	
  this	
  Agreement	
  by	
  any	
  of	
  its	
  
Representa>ves;	
  provided,	
  however,	
  that	
  each	
  Party	
  agrees	
  that	
  the	
  other	
  Party	
  shall	
  not	
  be	
  liable	
  for	
  
disclosure	
  of	
  Confiden>al	
  Informa>on	
  to	
  any	
  of	
  its	
  affiliates	
  if	
  such	
  affiliate	
  shall	
  execute	
  a	
  separate	
  
confiden>ality	
  agreement	
  in	
  favor	
  of	
  the	
  other	
  Party.	
  
In	
  the	
  event	
  that	
  the	
  Possible	
  Transac>on	
  is	
  not	
  consummated	
  or	
  at	
  any	
  >me	
  upon	
  the	
  request	
  of	
  the	
  
other	
  Party	
  at	
  its	
  sole	
  discre>on,	
  each	
  Party	
  shall	
  return	
  to	
  the	
  other	
  Party	
  (or	
  destroy,	
  at	
  such	
  Party’s	
  
sole	
  op>on),	
  immediately	
  upon	
  wri`en	
  request	
  from	
  the	
  other	
  Party,	
  all	
  wri`en	
  Confiden>al	
  
Informa>on	
  conveyed	
  to	
  it	
  rela>ng	
  to	
  such	
  other	
  Party	
  together	
  with	
  all	
  copies	
  of	
  such	
  informa>on	
  in	
  
its	
  possession	
  or	
  to	
  which	
  it	
  has	
  access	
  which	
  have	
  not	
  already	
  been	
  destroyed,	
  as	
  to	
  which	
  destruc>on	
  
such	
  Party	
  shall,	
  upon	
  wri`en	
  request	
  from	
  the	
  other	
  Party,	
  cer>fy	
  to	
  in	
  wri>ng.	
  
Each	
  Party	
  understands	
  that	
  money	
  damages	
  would	
  not	
  be	
  a	
  sufficient	
  remedy	
  for	
  any	
  breach	
  of	
  this	
  
Agreement	
  by	
  the	
  other	
  Party,	
  or	
  such	
  Party’s	
  Representa>ves,	
  and	
  that	
  such	
  Party	
  may	
  be	
  en>tled	
  to	
  
specific	
  performance	
  and/or	
  injunc>ve	
  relief	
  as	
  a	
  remedy	
  for	
  any	
  such	
  breach.	
  	
  Such	
  remedy	
  shall	
  not	
  
be	
  deemed	
  to	
  be	
  the	
  exclusive	
  remedy	
  for	
  any	
  such	
  breach	
  of	
  this	
  Agreement	
  but	
  shall	
  be	
  in	
  addi>on	
  
to	
  all	
  other	
  remedies	
  available	
  at	
  law	
  or	
  in	
  equity.	
  	
  Each	
  Party	
  further	
  agrees	
  that	
  no	
  failure	
  or	
  delay	
  in	
  
exercising	
  any	
  right,	
  power	
  or	
  privilege	
  under	
  this	
  Agreement	
  shall	
  operate	
  as	
  a	
  waiver	
  thereof,	
  nor	
  
shall	
  any	
  single	
  or	
  par>al	
  exercise	
  thereof	
  preclude	
  any	
  other	
  or	
  further	
  exercise	
  thereof	
  or	
  the	
  exercise	
  
of	
  any	
  right,	
  power	
  or	
  privilege	
  under	
  this	
  Agreement.	
  	
  In	
  the	
  event	
  of	
  li>ga>on	
  rela>ng	
  to	
  this	
  le`er	
  
agreement	
  and	
  upon	
  final	
  determina>on	
  of	
  a	
  court	
  of	
  competent	
  jurisdic>on	
  with	
  respect	
  thereto,	
  the	
  
no	
  prevailing	
  Party	
  in	
  such	
  li>ga>on	
  shall	
  reimburse	
  the	
  prevailing	
  Party’s	
  reasonable	
  costs	
  and	
  
expenses	
  (including	
  reasonable	
  a`orneys’	
  fees)	
  incurred	
  in	
  connec>on	
  with	
  such	
  li>ga>on.	
  

	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  The	
  terms	
  of	
  the	
  Agreement	
  outlined	
  herein	
  shall	
  expire	
  1	
  year	
  from	
  the	
  date	
  hereof.	
  	
  

	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  This	
  Agreement	
  shall	
  be	
  governed	
  by	
  the	
  laws	
  of	
  the	
  State	
  of	
  North	
  Carolina.	
  	
  	
  

	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  IN	
  WITNESS	
  	
  WHEREOF,	
  	
  	
  

	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  this	
  Agreement	
  has	
  been	
  executed	
  as	
  of	
  the	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  day	
  in	
  the	
  year	
  20____.	
  	
  

	
  	
   	
   	
  	
    - BETWEEN - 

Mr.	
  Leslie	
  Mann,	
  President	
  [i2R] Signature	
  of	
  Inventor	
  
&	
  

Print	
  Inventor	
  Name	
  above	
  
let	
  the	
  adventure	
  begin 



[ Yo u r 	
   B u y e r 	
   R e a d y 	
   P a c k a g e ] 	
  

“prices	
  range	
  subject	
  to	
  changes	
  based	
  on	
  the	
  scope	
  of	
  work	
  &	
  prototype”	
  	
  

Concept	
  sketch(s)	
  that	
  embodies	
  the	
  features	
  and	
  benefits	
  of	
  your	
  idea.	
  

File	
  for	
  your	
  Provisional	
  Patent.	
  You	
  will	
  now	
  have	
  12	
  months	
  protec>on.	
  

Digital	
  modeling	
  that	
  will	
  provide	
  the	
  data	
  needed	
  to	
  determine	
  the	
  tooling	
  cost.	
  	
  

Online	
  search	
  to	
  determine	
  if	
  your	
  concept	
  is	
  already	
  patent	
  protected.	
  

Tooling	
  cost	
  from	
  a	
  qualified	
  factory	
  in	
  Asia.	
  This	
  is	
  handled	
  by	
  our	
  office	
  in	
  China.	
  

Unit	
  cost	
  from	
  the	
  qualified	
  factory	
  in	
  Asia.	
  This	
  is	
  handled	
  by	
  our	
  office	
  in	
  China.	
  

Packing	
  details	
  that	
  will	
  determine	
  product	
  shipment	
  cost	
  to	
  the	
  USA.	
  

Flash	
  built	
  web	
  site	
  highligh>ng	
  the	
  features	
  and	
  benefits	
  of	
  your	
  product.	
  	
  10	
  

11	
  

12	
  

(1)	
  Sell	
  Sheet	
  that	
  will	
  contain	
  all	
  the	
  elements	
  a	
  buyer	
  will	
  need	
  to	
  see.	
  	
  

Packaging	
  design	
  and	
  one	
  packaging	
  prototype.	
  

13	
  

14	
  

15	
  

Dialogue	
  between	
  various	
  buyers	
  introducing	
  your	
  product	
  concept.	
  	
  	
  

Consulta>on	
  on	
  “what	
  to	
  do	
  next”	
  if	
  the	
  buyers	
  respond	
  favorably.	
  	
  

Full	
  report	
  on	
  what	
  the	
  cost(s)	
  will	
  be	
  to	
  start	
  manufacturing	
  and	
  ship	
  your	
  product.	
  

(1)	
  3-­‐D	
  Virtual	
  Rendering	
  of	
  your	
  product.	
  Used	
  for	
  marke>ng	
  and	
  communica>on.	
  	
  

One	
  working	
  prototype	
  that	
  the	
  buyer	
  can	
  feel	
  and	
  touch.	
  (copies	
  are	
  extra)	
  	
  

9	
  

8	
  

7	
  

6	
  

5	
  

4	
  

3	
  

2	
  

1	
  



[ D i s c l a i m e r ] 	
  

“no	
  other	
  invent	
  help	
  services	
  get	
  you	
  closer	
  to	
  your	
  dream”	
  	
  

[i2R] was	
  born	
  as	
  a	
  result	
  of	
  many	
  frustrated	
  inventors	
  contac>ng	
  our	
  sister	
  company	
  BCP	
  
USA	
  looking	
  for	
  help.	
  	
  Inventors	
  who	
  paid	
  tradi>onal	
  “invent	
  help”	
  companies	
  significant	
  
amounts	
  of	
  money	
  only	
  to	
  receive	
  a	
  fancy	
  presenta>on	
  of	
  their	
  product	
  concept	
  and	
  
confirma>on	
  that	
  companies	
  like	
  BCP	
  where	
  contacted	
  in	
  the	
  event	
  of	
  a	
  possible	
  licensing	
  /	
  
royalty	
  agreement.	
  	
  What	
  they	
  did	
  not	
  get	
  was	
  a	
  real	
  opportunity	
  to	
  get	
  their	
  product	
  in	
  
front	
  of	
  a	
  real	
  buyer.	
  	
  

Buyers	
  are	
  hired	
  to	
  look	
  for	
  new	
  and	
  innova>ve	
  products.	
  The	
  compe>>on	
  for	
  shelf	
  space	
  is	
  
fierce.	
  	
  The	
  [i2R] model	
  was	
  set	
  up	
  to	
  provide	
  sophis>cated	
  inventors	
  a	
  realis>c	
  
opportunity	
  to	
  get	
  their	
  product	
  concept	
  in	
  front	
  of	
  these	
  buyers	
  and	
  hopefully	
  onto	
  the	
  
shelves.	
  	
  The	
  product	
  needs	
  to	
  be	
  presented	
  to	
  the	
  retail	
  buyer	
  in	
  a	
  format	
  that	
  he/she	
  will	
  
understand.	
  	
  It	
  is	
  important	
  for	
  you	
  to	
  understand	
  that	
  [i2R] does	
  not	
  guarantee	
  the	
  
success	
  of	
  your	
  idea.	
  	
  We	
  have	
  had	
  many	
  ideas	
  that,	
  quite	
  frankly,	
  bombed.	
  Luckily	
  we	
  have	
  
had	
  more	
  success’s	
  than	
  failures.	
  	
  If	
  you	
  are	
  an	
  inventor	
  that	
  cannot	
  afford	
  to	
  “lose”	
  the	
  
investment	
  of	
  geNng	
  your	
  idea	
  into	
  the	
  hands	
  of	
  a	
  buyer,	
  we	
  encourage	
  you	
  to	
  find	
  an	
  
investor	
  who	
  can	
  afford	
  to	
  lose	
  the	
  investment.	
  We	
  remind	
  inventors	
  of	
  “losing”	
  your	
  
investment	
  because	
  there	
  is	
  a	
  chance	
  your	
  product	
  concept	
  will	
  not	
  result	
  in	
  a	
  Purchase	
  
Order.	
  	
  	
  
Although	
  we	
  do	
  not	
  guarantee	
  that	
  your	
  product	
  will	
  be	
  sold	
  to	
  a	
  retailer,	
  we	
  will	
  	
  guarantee	
  
that	
  you	
  are	
  provided	
  with	
  unparallel	
  service,	
  honest	
  opinions,	
  real	
  costs	
  from	
  real	
  factories	
  
through	
  our	
  office	
  in	
  Asia,	
  the	
  most	
  talented	
  industrial,	
  graphic	
  and	
  packaging	
  designers	
  
available.	
  	
  We	
  also	
  guarantee	
  that,	
  compared	
  to	
  tradi>onal	
  invent	
  help	
  based	
  business,	
  our	
  	
  
[BRP]	
  “buyer	
  ready	
  package”	
  by	
  far,	
  has	
  the	
  most	
  value	
  for	
  any	
  inventor	
  looking	
  to	
  get	
  his/her	
  
product	
  introduced	
  to	
  a	
  retail	
  buyer.	
  	
  	
  	
  

Leslie	
  Mann,	
  President	
  [i2R]  


