
 
1. Save cash on capital expenditures 

Say you're buying a computer. After you've negotiated the lowest price you can get, you agree to the price if the 
seller will take a portion (or all of the transaction) of that negotiated price in your product or services.  Ideally 25 
percent to 50 percent or 100%.  What's that accomplish?  It just lowered the true cost to you of that computer by 
one-third to eighty percent.  And gave YOU dating on the barter portion of the purchase, while allowing you to 
pay it off later, interest free.   

 

2. If you become really good at trading, you can probably get a higher percent trade --- 
up to 100 percent 
You could even trade a lesser dollar value of your more desirable goods or services for a larger dollar value of 
computer --- and your cash savings could be 70 percent or more.  Car dealers trade cars for many times more 
value in advertising, for example. 

 

3. Increase your total sales (or the total sales of any business you help) 
Since many businesses focus their attention on the "total gross", barter accentuates your gross while continuing to 
minimize your overhead.  This means that the cost of producing barter instead of 100 percent dollars lets you 
increase your gross sales at a fraction of what doing it with cash expenditures would be; consequently, your 
bartered sales could be many times more profitable. 

 
4. Barter lets you pay operating expenditures - even payroll- with soft dollars 

That means that you could be low on (or even out of) cash and still continue to operate - and prosper and continue 
to employ critically needed people using barter as your means of commerce.  Check with your accountant, but the 
strategy does work when funds are low or gone. 

 
5. You can print your own “currency”, i.e., "scrip" which is usable only at your place 

of business 
While only your imagination can limit the advantages that having your own legal tender can do to benefit your 
business, here's just one to think about.  Say there is something your company or employer (or you, personally) 
really needs or wants to acquire but you can't afford it on a cash-paying basis.  Using your own ‘currency”, where 
the cost is based on the cost of supplying the goods and services and where you take delivery now but pay for it 
much, much later - you can afford to acquire the needed, item.  I’ve gotten a Porsche convertible, Land Rover 
Supercharger, mammoth diamond rings, travel, and luxurious furniture – all from my consults. 

 

6. Automatically get terms, credit and discounts far more easily than you ever could by 
paying cash 
You issue a $5,000 credit to a printer. He gives you $5,000 worth of printing and delivers it -- immediately.  You 
pay with your barter script or credits that give the printer one-to-two years to use his credit with you.  Until the 
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printer actually uses those credits, you haven't paid out a thing.  And since he probably will only use a smaller 
portion of his credit with you at a time, its cost will be easily handled a little at a time, as opposed to all at once. 

 

7. Breakage 
Breakage represents the barter certificates you issue when you trade with someone that are never used.  A certain 
percentage of all barter credits issued, if they have an expiration date (which we recommend), will not be used.  
 
A major New Orleans hotel traded $125,000 worth of radio and TV time and issued barter script in that amount 
with a one-year expiration date.  Right up front the hotel got $125,000 in advertising at regular cash rates.  This 
was advertising they had been paying $125,000 for in real cash. 
 
At the end of twelve months an audit revealed that only $35,000 worth of the barter script had been redeemed 
within the time limit period.  The rest expired unused.  The cash cost of the hotel delivering $35,000 worth of 
rooms was only $5,000.  The hotel had leveraged up $125,000 in advertising for 5,000 hard dollars.  However, 
that doesn't take into consideration two overlooked (but extremely significant) other factors. 
 
• Statistically, $35,000 in room trade produces $17,500 in "cash" food, beverage and miscellaneous sales with a 

gross profit in excess of $8,000 for the hotel.  The hotel actually got paid $3,000 net after all costs to enter 
into the trade ($8,000 profit less $5,000 cost to fulfill on the $35,000 worth of rooms). 
 

• All $35,000 worth of rooms were not used at one time.  It was spread out over twelve months.  Meaning that 
the hotel got to pay the $5,000 over twelve months totally interest free.  In essence they got $125,000 worth 
of advertising up front and got paid to do so. 
 

• You always stand ready to fulfill, but if people don’t take advantage, your discount on the transaction 
increases. 

 
8. Cash Conversions 

Many barter items, merchandise or services you acquire (in addition to paying bills with) can be sold or 
"converted" to cash at a fee well above the cost of acquiring them.  Chrysler Corporation traded a Spanish 
television network 92 cars a few years back. 
 
The seven-station chain sold the cars to their employees at a 30 percent discount over what the cars normally 
"stickered" for.  The employees were overjoyed because the most the dealer would discount them was I 5 percent.  
The average value of each car was $10,000, and the television network received from the sale more than 
$1,920,000 in real cash for unsold air time that cost them nothing (time that probably would have gone unused 
and, thus would have produced zero revenue unless it was traded). 
 
Forty-five of the cars were traded to a television transmitter manufacturer by the radio station in exchange for a 
half million dollars' worth of transmitter equipment that permitted the station to open up a new "full-power" UHF 
station in San Francisco - without using any cash.  The ability to trade for this equipment set the time table to get 
the San Francisco station on the air ahead by more than one full year and enabled the station to operate in the 
beginning without draining all their cash. 
 
They became a runaway success before any other Spanish station ever penetrated the San Francisco market.  The 
stations subsequently were sold for $400,000,000 (that's four hundred million) and that same San Francisco 
station today is worth in excess of $50,000,000 by itself. 

 
9. Create a Barter Profit Center 

Some sales people who are not effective in "cash" selling are extremely successful in bartering.  So you might 
have a "sleeper employee" whose sales will sky-rocket and will give you huge "bonus" margins on the products or 
services you sell if you trade for products and services at full rate then turn right around and sell the merchandise 
you acquire to the open market at a slight discount under the going price for that merchandise. 
 
For example, a prominent travel magazine traded airline credit for full pages of advertising in their magazine.  A 



page sells for $15,000 so they receive $15,000 worth of first-class tickets every time they run an ad.  The actual 
"hard-cost" of the page of advertising to the magazine is a mere $750 or one twentieth the rate they are charging. 
 
The magazine has a barter liquidation department that takes the airline credits and immediately resells the tickets 
for 80 cents on the dollar (20 cents less than anyone could buy the tickets for directly from the airline itself).  As a 
barter "profit center", the magazine takes ad pages that cost them $750 and turns them into $12,000 of revenue. 
 
Does this give you any imaginative ideas of ways you could profit from operating a barter profit center of your 
own inside or outside your business?  You can net profits of double or quadruple your costs in a few weeks.  
Annualized, the income a barter profit center can produce dwarfs any other division your company may operate. 
 
The Home Shopping Network, which is now a billion dollar business, was actually conceived and started by the 
owner of a small radio station in Florida who was having difficulty making payroll. The owner traded 1,400 
electric can openers with the hardware store and "cash converted" them over the air and the company was saved. 
 
He then began trading and auctioning goods and services he traded for over the radio to the listening audience. 
Within 60 days the small station was in the black and the "seller on the air" concept was further tested on the local 
cable television channel. When this also proved successful, investors backed the concept into a satellite up-link 
and went national. The stock run-up was bigger than Xerox. The company's sales now exceed more than one 
billion dollars a year. And it all started with 1,400 can openers and trade. 

 
10. Vastly expand your available advertising budget without using any cash 

An international air courier company in competition with Federal Express hired a barter firm to pay for its 
upcoming television schedule.  The barter company put up the cash - ran the television - and took credits with the 
air courier service as payment, which it cash converted over the next two and one-half years.  Only new accounts 
(no existing ones could purchase or use the credits so no existing "cash" revenues were ever displaced) were 
allowed to use these credits. 
 
The barter company made a profit in the cash conversion.  The courier had two and one-half years to pay for the 
advertising time - without any interest charge.  And many of the cash conversion barter sales (some were Fortune 
400 companies) have continued to use the air courier on a full-cash-paying basis long after their barter credits 
were used up. 
 
In other words, people who were originally not customers of the air courier service developed such a habit of 
doing business with them through barter usage, they stayed on and paid full cash after the barter credits were used 
up.  
 
We estimate that the cash business which continues exceeds $3,000,000 a year for the courier service.  So far, in 
the eight years since the original trade was done, nearly $24 million dollars worth of resulting "cash continuation" 
business has occurred as a lucrative "by product" of the initial one-time barter transaction. 

 
11. Finance rapid growth without cash 

Carnival Cruise Lines, a Florida-based cruise line which is now the largest cruise line in the world, started with 
one ship and insufficient operating capital.  The line traded empty cabins for radio, television and newspaper 
advertising in 100 cities over a ten-year period.  The cost of an empty cabin once the ship sails is minimal.  Plus 
the passengers may spend considerable cash in the bar, casino, gift shop and shore excursions; thus the net cost to 
the cruise line to fill an empty cabin was literally less than zero.  Stated differently, they made a massive profit off 
the bartered cabin being occupied instead of going out empty. 
 
Here's the payoff to the cruise line.  They used this technique to become the largest cruise line in the world and 
continuously advertised in 100 cities for more than ten years without spending a penny of hard cash.  A 
conservative estimate of the amount of sales generated was $100,000,000.  The owner of the cruise line is now a 
billionaire and in the top ten on the Forbes richest list.  And it all started with one 30-year-old ship and heavy 
barter advertising. 

 



12. Ability to instantly and continuously generate a steady stream of profits at far above 
close-out prices 
A cosmetic company traded a deodorant that was no longer being manufactured for advertising credits at their full 
wholesale price, thus getting their full market price in value for undesirable items.  The advertising was used to 
advertise a new line.  The old goods, which probably would have only brought in ten cents on the dollar as a 
"close-out" item, brought full wholesale as an advertising trade; thus the chief financial officer did not have to 
"write down" the product.  The company was saved not only the book loss - but the cash loss too!  And they were 
able to take an item and benefit from it at full price while also saving millions of dollars in cash. 
 
In a different twist, a major Japanese auto manufacturer had 1,000 cars that were in the US that they had been 
unable to sell at any price.  The cars were bartered through radio and TV stations in selected markets at full retail, 
i.e. "window sticker."  The advertising was used to introduce a new sports car that became a runaway success but 
which the company couldn't afford to previously run advertising for. 
 
The bottom line - the cars were sold at full retail and millions of dollars were saved on the advertising schedule 
and the introduction of the new sports car became the basis of a blockbuster success for the car company because 
they advertised it constantly with the advertising they acquired solely on trade. 
 

13. Turn excess inventory into cash without losing regular business 
A major international hotel corporation issues its own barter certificates in the amount of $7,000,000 per year.  
The certificates over the years have become extremely popular in the advertising community since they are used 
at more than 1,500 hotels around the world.  The hotel corporation is able to trade for advertising on nearly any 
radio, TV, or outdoor advertising company on a trade basis because of the popularity and desirability of their 
hotels which have developed over the years.  An estimated $10,000,000 a year in cash is saved through this 
process by the hotel corporation. 

 
14. Recycle dollars right back to your own pockets 

The City of Palm Springs ordered advertising for its tourist bureau.  In order for the media (radio stations, TV 
networks, or magazines) to be paid for the advertising they had run, the Palm Springs tourist bureau required that 
the media had to travel to Palm Springs and spend money in the city itself.  In essence, the media had to spend an 
equal number of dollars in Palm Springs and show proof of purchase - before they got paid.  
 
The entire multi-million dollar budget was 100 percent recycled back into the hands and bank accounts of Palm 
Springs merchants.  The tourist bureau didn't care if a magazine bought a car in Palm Springs, stayed at a hotel, 
booked travel through a Palm Springs travel agent or ordered furniture from a furniture store so long as they did it 
with a Palm Springs merchant.  Many shopping centers have also adopted this technique to recycle their 
advertising dollars back to their center merchants. 

 
15. Stockholder benefits 

Many companies issue employee and stockholder benefits in barter, either for the company itself - or for other 
barter they have acquired.  They give Christmas presents, sales bonuses, customer inducements - all without using 
cash. 
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