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What to Expect 

Who I am (and why you should listen to me anyway!) 
 

The Office Equipment Industry and how it works 
 

The numerous SCAMS in the industry 
 

How to spot the SCAMS 
 

How to avoid the SCAMS 
 

What to do if you’re the victim of a SCAM 



Chas Jordan 



A bit about me 

One of six, middle child, learned how to negotiate 
 

Learned the lesson of honesty early on 
 

Started in the industry at 15! 
 

Moved into sales late 1970’s 
 

Have worked in the industry for 5 decades 

 

 

 



Unregulated and fundamentally corrupt 
 

Commission based – 50% of gross profit 
 

Dealers encouraged to increase turnover 
 

Sales people encouraged to maximise opportunities 
 

Result = SCAMs are rife! 

 

 

The Industry in a nutshell! 



A “Photo Copier”   

 

A ‘Duplicator’ (Plain paper)  
 

The first Plain paper copier 

 

The 1970’s 
 

 

The 1960’s 

The Japanese arrive 

Fax machines arrive  

 

The  Slick operator arrived  



 

Wet, dry, drum, master, sheet or roll, plain or coated 

Faster ‘enlarge’ & ‘reduce’ 

My first colour (Canon at 50) 

The introduction of ‘Copy Plan’ 
 

The 1980’s 

Automation  

DIGITAL arrives!!  

The 1990’s  



The 2010’s   
 

Centralise or decentralise a quandary 
 

Automated everything 
 

Sharks out in force 

The 2000’s  
Multi function equipment 
Centralised printing 
Documentation fees 
Longer contractual terms 



Where we are now 

Unscrupulous dealers 

multiplying 
 

More scams than ever 
 

Honest, ethical dealers are 

being forced out of the 

market – they can’t compete 



Current SCAMs 

SCAM 1  - MAGIC PAPER SCAM 
 

SCAM 2  - MOD SCAM 
 

SCAM 3  - EVERGREEN SCAM 
 

SCAM 4  - COLOUR SCAM 
 

SCAM 5  - COPY CHARGE SCAM 
 

SCAM 6  - COPY PLAN SCAM (MPSA) 
 

SCAM 7  - TAKEOVER SCAM 
 

SCAM 8   - MAINTENANCE SCAM 
 

SCAM 9   - OPPORTUNIST SCAM 
 

SCAM 10 - BULK FREE SCAM 
 

SCAM 11 - FLIPPING LEASE SCAM 
 

SCAM 12 - FRESH AIR SCAM 
 

SCAM 13 - FAB SCAM 
 



“These issues tend to be a combination of very poor decision making and 
opportunistic/predatory sales tactics from suppliers”  

A helpful word from Trading standards 

A word from the Department of Education 

‘’Schools need to be absolutely sure of what they sign up to and read 
the small print because it is usually very difficult to legally challenge or 
break these type of contracts” 



SCAM 1 - MAGIC PAPER SCAM 

What it is 
 

 

Blank areas on documents miraculously get populated 
  

You commit to do lots of copies 
 

You agree to pay 4 times for each colour copy 
  

You order extra equipment 
 

You agree to pay more 
 

Magic paper turns SMALL deals into BIG  

commission for salespeople 
 



SCAM 1 - MAGIC PAPER SCAM 



SCAM 1 - MAGIC PAPER SCAM 



How to avoid it 
 

Never sign a blank document 
 

Strike through blank areas with at least 2 thick lines  
 

Take and keep a copy of any agreement you sign 
  

Insist that proposed amendments are confirmed in writing 
on official letterhead, signed by a registered director 
 

Compare countersigned agreements with your copy.   

SCAM 1 - MAGIC PAPER SCAM 



What it is 
 

Often starts when you terminate 
 

Covers cost of copy, servicing and maintenance 
 

If they do start the agreement, they add  
minor equipment in order to restart it    
 

Generates horrendous settlement charges 
 

Designed to tie you to the dealership 

SCAM 3 - EVERGREEN SCAM 



How to avoid it 
 

Insist that the equipment you agree to buy or lease is 

installed complete before you pay for anything 
 

Do not entertain any additional goods unless they are 

added co-terminus with the existing agreement 
 

Get confirmation from the company on their letterhead 

signed by a registered director of the company 

SCAM 3 - EVERGREEN SCAM 



What it is 
 

Most common on Ricoh machines 
 

Often sold as part of an MPSA type agreement 
 

Pay for each colour when making A4 colour copies 

You pay 3 colours and 1 Mono for each colour copy 

Possible to pay 3 colours and 1 Mono for each black 

SCAM 4 – COLOUR SCAM 



SCAM 4 – COLOUR SCAM 



SCAM 4 – COLOUR SCAM 



SCAM 4 – COLOUR SCAM 



SCAM 4 – COLOUR SCAM 

How to avoid it 
 

When the option of copy/development is shown on a service 

agreement (or MPSA) strike through the word Development 

everywhere it appears on the document (small print too) 
 

Test the meter.  Take a set of meter readings, place a multi- 

coloured original on the machine, take one A4 copy in 

landscape mode, then re-read the meters.  If the colour 

meter increased by 1 your machine is billing pages, if not 

then it is probably billing individual colours 



SCAM 6 – COPY PLAN SCAM (MPSA) 

What it is 
 

Incorporates Finance and servicing into one document 
 

Copy charges considerably higher 
 

Increases are applied to both service and finance elements 
 

Generally poor value 
 

Settle early and you pay finance and all service charges 

which would have become payable 



SCAM 6 – COPY PLAN SCAM (1980) 

Example (1980)  
 

Average copier cost:  

£2,500.00 (we’ll say £3,000.00 to allow for argument) 
 

 

A4 black copy cost:  

1.3p (incl consumables, service and parts) 
 

 

Average production: 

12,000 A4 single sided copies per month. 



SCAM 6 – COPY PLAN SCAM (1980) 

Example (1980)  -  What does it mean? 
 

It means that the machine that could have been leased over 5 
years using 20,000 copies per month at a total and fully 
inclusive cost of £18,852.00  
 
*On a Copy Plan would cost an extra £216,000 –  (£228,000.00 
in total, including the £12,000 from year One). 
 
*This does include a £46,080.00 settlement of the first agreement.  
However, it does not include any annual cost increases. 



SCAM 6 – COPY PLAN SCAM (MPSA) 

 



SCAM 6 – COPY PLAN SCAM (MPSA) 

How to avoid it 
 

Always keep finance and servicing charges separate 
 

Do not accept minimum usage billings 
 

Insist on paying only for what you have used 
 

Check finance & service agreements end at the same time 
  

Remember print audits are to assist the seller not the buyer 
  

Never be hurried into signing an agreement, any special 

offer that ‘runs out today’ will still be available tomorrow 



SCAM 9 – OPPORTUNIST SCAM 

What it is 
 

Multiple leases on the same 

equipment 
  

New lease written annually 
 

Dealer pays previous quarterly lease 

payments 
 

Horrendous problems for the school 
 

Huge profit for the dealer 
 



SCAM 9 – OPPORTUNIST SCAM 

How to avoid it 
 

Remember:  any lease rental agreement you enter into means 

that you lease, not own the equipment 
 

You will have to return the equipment to the first leasing 

company before a second lease expires 
 

You will need to repurchase equipment to return it to the second 

leasing company or pay a in lieu.  
 

The more times you allow equipment to be sold to a new leasing 

company the more times you will need to purchase it to return to  

each of leasing company at the end of each lease 



SCAM 9 – OPPORTUNIST SCAM 

If you allow a finance or leasing companies 

property to be sold to another finance or leasing 

company, you are aiding a fraudulent act and in 

doing so, you risk imprisonment  



SCAM 11 – FLIPPING LEASE SCAM 

What it is 
 

Promises reduced payments 
 

Consolidates multiple leases into 

one new one  
 

Offers just one lease payment 
 

Increases the overall term, so you 

pay more 
 



SCAM 11 – FLIPPING LEASE SCAM 

How to avoid it 
 

Accept that you have the best deal you are going to get on the 

leased equipment you have been using, until you replace it 
  

Understand that if you achieve a reduction in rental charges you 

will undoubtedly increase the term and you will pay interest on 

interest, considerably more than you would have paid had you 

stayed with the original deal 
 

Believe, a salesperson gains absolutely no benefit from 

reducing the costs on your current equipment. He or she does it 

purely for financial gain  



SCAM 12 – FRESH AIR SCAM 

What it is 
 

Sold as a ‘Health and 

Safety’ matter 
 

The Mod SCAM can be 

applied with it 
  

Low (no) worth, High cost 
 



SCAM 12 – FRESH AIR SCAM 

How to avoid it 
 

Accept that a copier manufacturer would never risk 

releasing equipment onto the market which could 

damage your health 
 

Believe, if a copier had a faulty or insufficient filter 

system, the manufacturer would release a free 

modification, or recall the machines 



Questions 
 

Comments 
 

Concerns 



Prevention is better than cure!! 

Prevention PRINCIPLES 
 

Prevention ACTIONS 
 

Prevention AWARENESS 



Prevention PRINCIPLES 

1. Trust what you read (not what you hear) 
 

2. Amendments suggested by the dealer are in their interests 
 

3. Nothing is FREE – you pay for everything eventually 
 

4. No deal is so special it will not wait for your signature  
 

5. You are entitled to question the deal until you understand it 
 

6. It’s your deal, you choose the payment terms 
 

7. Plain English does not mean you will understand it 



Prevention ACTIONS 

1. Read and understand all documents before you sign any 
 

2. Never sign a blank document (make sure ALL boxes are 

completed or double strike through them) 
 

3. Ask the seller what’s in it for them 
 

4. Look at overall cost (add up the periodic payments) 
 

5. Take a copy of all documents before you hand them over 



Prevention ACTIONS 

6. Take time, do not be hurried by a salespersons special   

offers, it will still be there tomorrow 
 

7. Get everything in writing before you agree to sign 
 

8. Have someone with you at each meeting or record the 

conversations 
 

9. Check the sellers website, if they have testimonials, call 

them !! (focus on the oldest ones, most testimonials are 

taken during the first quarters honeymoon period)  
 



Prevention AWARENESS 

1. A salespersons car can often be a give away, is it normally 

what you would expect a salesperson to be driving, do they 

use the same car each time 
 

2. A salesperson is persuasive, that’s their job 
  

3. They will often tell you what you want to hear whether it is 

true or not, or beneficial to you 
 

4. Do not believe that because it is clearly written it can’t lie 
 



1. DON’T BLAME YOURSELF 
 

2. Write a complaint to the dealer 
 

3. Call the dealer back to your offices and record the conversation 
 

4. With-hold payment 
 

5. Write to the lease company and request their advice and help 

(do not seek help from another dealer) 
 

6. Get in touch with us at Fair Contract Associates 

What to do if you’ve been SCAMMED 



Who we are 
Fair Contact Associates Limited 
 

Our vision 
To introduce regulatory change to a corrupt industry 
 

What we do 
Prevent you from being SCAMMED! 

Who we are 



A FREE initial contract assessment (is there an issue?) 

Preliminary Investigation (collect and review all documentation) 

Contract renegotiation (take up the case, negotiation phase)   

Buy with Confidence (pre-purchase peace of mind)  

Check With Chas (on hand for help and advice)  

Dispute resolution (achieve a workable solution for all parties) 

Industry regulation (The Fairness Charter allows buying groups 

to buy safely)   

 

What we offer 



What you now know 

The Office Equipment industry is fundamentally corrupt 
 

What SCAMS exist 
 

How to SPOT them 
 

How to AVOID them 
 

What to DO if you are a victim 
 



What to do next 

Check your Office Equipment Agreements against the 
handout we’ve given you 
 

If you identify a SCAM or even if you are unsure, get in 
touch with us – we  will assess it free of charge. 

And by the way… When we say “Free of Charge”… 
 
 

WE Mean it! 



C 

CONTACT US 

Catalysts for Change  


