


Dear Student,

I’m Michael Senoff, founder and CEO of HardToFindSeminars.com. 

For the last five years, I’ve interviewed the world’s best business and marketing minds. 

And along the way, I’ve created a successful home-based publishing business all from 
my two-car garage. 

When my first child was born, he was very sick, and it was then that I knew I had to have 
a business that I could operate from home.

Now, my challenge is to build the world’s largest free resource for online, downloadable 
audio business interviews. 

I knew that I needed a site that contained strategies, solutions, and inside information to 
help you operate more efficiently 

I’ve learned a lot in the last five years, and today I’m going to show you the skills that 
you need to survive.

It is my mission, to assist those that are very busy with their careers 

And to really make my site different from every other audio content site on the web, 
I have decided to give you access to this information in a downloadable format.

Now, let’s get going.

Michael Senoff

        

Founder & CEO: www.hardtofindseminars.com 
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How To Use Barter As Your Personal Ticket 
To Ride Out The Recession 

 
Michael Senoff Interviews Barter Expert 

 
Now is the perfect time to get into a barter exchange program because they offer so many powerful 
opportunities to stretch every dollar – especially if you own a small business. You can pay employees in 
part‐cash and part‐barter. You can put together employee benefit packages using barter, or just pay for 
your next vacation with your barter bucks. And in this interview, you’ll hear exactly how it works. 
 
Donahue is a broker for the Itex barter network, so he knows everything there is about barter and how 
to take advantage of it. And according to him, Itex is ideal when the economy is poor because you can 
“buy” goods and services, promote your business, obtain new customers… all without using cash! 
 
He says it’s a lot like eBay – only without the bidding. If something comes up that you want, buy it with 
your barter dollars. Worried you won’t have enough barter dollars to get something you need? Itex 
loans barter bucks at the unheard‐of low rate of 1½ percent interest. And you’ll hear all about it in this 
40‐minute interview.  
 

You’ll Also Hear… 
• Creative ways to use barter in your everyday life – at work and at home 
• All about some of the exciting products that come up on Itex 
• How to use barter to create incentives for your employees 
• How Donahue used the barter exchange program to land a huge $100,000‐a‐year contract for 

his business  
• How much barter programs cost – you might be surprised – it’s cheaper than you think 
• All about the advertising co‐op Itex offers – Pay for your advertising with barter dollars, include 

the Itex logo in your ad, and Itex will reimburse you for half your costs! 
• How this is all perfectly legal 

 
Recessions are hard on everyone. That’s why you can’t just sit around and wait for things to get better. 
This is the time to get creative and make connections, and this is the interview that will show you how 
to do it.   
 
For more information call toll free in the US 1-888-503-0819 and ask for 
Donahue. Tell him Michael Senoff sent you and you'll be treated like the 
king that you are. 
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Michael: I’ve got an article here that is called “Nine Powerful Ways To Use Your 
Company’s Trade Dollars.”  I want to talk about some of these so for any 
listener who is listening to this who has a business to give them some 
ideas of how they can use their trade dollars if they decide to do barter.  I’ll 
mention the nine different ways and if you could comment if you’ve ever 
seen anyone use trade in this way and maybe a benefit of that.   

 
 The first one is wages; can you use barter to pay part of your wages for 

employees and such.   
 
Donahue: Well, sure.  A lot of business owners do.  I have a friend now who has a 

large printing company and pays, in other words let’s say he pays 
somebody and I’ll just pick a number, $12 an hour, to make up this barter 
he’ll pay them $12 cash and $4 barter an hour and put that in their 
account.  Also a lot of people including myself pay a sales commission 
when they have a full time salesman or something and pay them part cash 
and part barter.   I have telephone marketing girls and I’ve paid them like 
$6 an hour cash and $6 an hour barter.  So it is a very, very good way to 
hire employees, pay more and use barter and cash.   

 
Michael: The next powerful way to use trade in your business it talks about using 

trade as bonuses for your employees.  Can you discuss some examples 
of how you’ve ever used barter as bonuses? 

 
Donahue: That happens too, in the same situation.  Like at Christmas time people 

get bonuses for sales representatives if he does X amount, they may have 
a cash bonus but then they’ll give bonuses in trade also.  That is very 
common with bonuses.  

 
Michael: Okay, how about medical benefits? 
 
Donahue: The way that you can do medical benefits is you can’t really give them 

medical policies or anything but I can give you one of my cases.  I had a 
girl that worked for me a few years ago and her teeth were really bad.  
She is a pretty girl, young girl in her 30’s so what I did is and she only 
worked for me for a couple of years and finally as a bonus I paid a dentist 
on trade to take care of her teeth.  You can do that with somebody that is 
overweight; you can send them to a clinic or pay for them to help lose 
weight.  There are so many things on barter, there are so many medical 
things there that you can for your employees and other people you can 
pay for what they need.  

 
Michael: Yeah, absolutely.  In my home we were doing some brick work and I had a 

guy doing some brick work for me and his wife, whose name was Mary, I 
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traded as part of the brick work I paid for her to go to an ophthalmologist 
and get her eyes examined and some new glasses all on trade.   

 
 There are cosmetic surgeons, hair transplant, everything you can think of.  

I was just shopping for my father in law who needed some dental surgery, 
he needed some bridge work and there were about four or five or six 
different dentists who did all that in Southern California on trade.   

 
Donahue: Sure.  I know of another case where somebody got one of their 

employee’s hearing aids.  
 
Michael: Another powerful way business could use trade dollars is special events.  

Have you ever used trade for a special event for your business? 
 
Donahue: Well, sure.  That is quite common especially at Christmas time and there 

have been other times where we signed up a hotel or catering company or 
whatever.  I’ve had parties where I have a caterer on barter and have like 
a ballroom or hotel conference room and the people put the two together 
and bring their employees there for a party and it’s all paid for by the 
caterer on barter and the hotel for the conference room on barter.  So 
promotions like that are common, too.  

 
Michael: How about employee training programs?  Have you ever done any training 

using trade? 
 
Donahue: Yes in a way because there are people who have seminars and on a 

couple of occasions I know I have sent people to those seminars to help 
the people either with sales or public relations or whatever.  I know a lot of 
the high tech brokers have sent their employees or their people that work 
for them to seminars because there are a lot of people that put on 
seminars on barter or exchanges.   

 
Michael: Here is one; benefit packages.  How would you create benefit packages 

on trade to help your business or help you hire the right people? 
 
Donahue: Well sure, with employees I mean I would set them up with an employee 

account and this has been all through the barter system.  I mean even our 
members will set up an employee account where I will set up the account, 
I’ll pay for the cost of putting the money into the account or barter and this 
is an incentive for my people because if I’m putting $500, $600, $700, 
$800 or whatever in the special account they have and then I give them 
the checks they can use the checks to purchase medical, or travel, or they 
can go stay in a nice hotel or do whatever they want to with it.  It’s like a 




