
Advertising (TV, radio, Print)

Email Promotions

Fax blasting

Accounting Services

Legal services

DVD and CD duplication

Bookkeeping

Software

Web design

O�ce equipment

List brokers

Tradeshow exhibits

Floral services

Bakery items

Rare wines

Tuxedos

Fancy dresses

Computer repair

Limo services

Bed and breakfasts

Luxury hotels and country inns

Vitamins

Eyewear

Herbal supplements

Landscapers

Pest control

Painters

Spas

Tanning salons

Health clubs

Home and o�ce furniture

Couches

Chairs

Desks

Jewelry

Apartment rentals

 Hair transplants

 Plastic surgery

 Corrective eye surgery

 Dermatologists

 Chiropractors

 Naturopathic doctors

 Cruise ships

 Wedding planners

 Gourmet caterers

 Dating services

 Car rentals

 Automobile maintenance/repair

 Roofers

 General contractors

 Carpenters

 Landscapers

 Interior designers

 And much, much more!

13 Roadblocks That Can STOP You
From Buying Trade Dollars Overnight

Michael Senoff Coaches Marcello on Barter



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 



Copyright Notices
Copyright © MMVII - © MMVIII by JS&M Sales & Marketing Inc

No part of this publication may be reproduced or transmitted in any form or by any means, 
mechanical or electronic, including photocopying and recording, or by any information storage 
and retrieval system, without permission in writing from the Publisher. Requests for permission or 
further information should be addressed to the Publishers.

Published by:

Michael Senoff
JS&M Sales & Marketing Inc.
4735 Claremont Sq. #361 
San Diego, CA 92117
858-234-7851 Office
858-274-2579 Fax
Michael@michaelsenoff.com 
http://www.hardtofindseminars.com

Legal Notices:  While all attempts have been made to verify information provided in this publica-
tion, neither the Author nor the Publisher assumes any responsibility for errors, omissions, or 
contrary interpretation of the subject matter herein.

This publication is not intended for use as a source of legal or accounting advice. The Publisher 
wants to stress that the information contained herein may be subject to varying state and/or local 
laws or regulations. All users are advised to retain competent counsel to determine what state 
and/or local laws or regulations may apply to the user’s particular situation or application of this 
information.

The purchaser or reader of this publication assumes complete and total responsibility for the use of 
these materials and information. The Author and Publisher assume no responsibility or liability 
whatsoever on the behalf of any purchaser or reader of these materials, or the application or non-
application of the information contained herein. We do not guarantee any results you may or may 
not experience as a result of following the recommendations or suggestions contained herein. 
You must test everything for yourself.

Any perceived slights of specific people or organizations is unintentional.

http://www.hardtofindseminars.com


For more interviews on barter and trade go to http://www.hardtofindseminars.com  
© MMVII JS&M Sales & Marketing, Inc. San Diego California -Tel. 858-274-7851 

 

 
 

 
13 Roadblocks That Can STOP You From 

Buying Trade Dollars Overnight 
 
 
This consultation is an update to my product, the Secret Loophole 
dealing with trade and barter.  I admit trade and barter, as well as the 
“secret loophole,” can appear confusing at first.  A gentleman named 
Marcello had purchased the Secret Loophole package and called me for 
clarification.  This was a wonderful opportunity create this update with 
clear explanations of dealing with trade organizations using easy-to-
understand examples. 
 
Using Marcello’s own business need for radio advertising as an 
example, listen as I explain how he can buy that radio advertising time 
at, for example, 20 cents on the dollar.  He first needs to find a 
member of a trade organization such as ITEX who is sitting on many 
trade dollars that he is willing to sell at 20 cents on the dollar.   
 
Before closing the deal with the trade dollar seller, Marcello would 
need to find another ITEX member who sells radio advertising time.  
Let’s say that the radio advertiser sells radio spots at $100 each.  One 
hundred radio spots would cost Marcello $10,000. 
 
Now that Marcello has found what he wants to buy (radio spots), he 
would contact the seller of the trade dollars again and arrange to 
purchase $10,000 worth of trade dollars for $2,000 – which is 20 cents 
on the dollar.  He would arrange to have the seller of the trade dollars 
deposit those trade dollars into the ITEX account of the radio 
advertiser on his behalf.  Voila!  Marcello can now advertise his 
product one hundred times through the radio advertiser. 
 
Marcello and I also discuss purchasing trade dollars at a discount and 
then re-selling those trade dollars to private parties for profit.  
Marcello could find a company selling radio spots willing to sell 
$10,000 worth of trade dollars for $2,000.  Then, doing a little 
research, find a company (not in the trade organization) and sell them 
the $10,000 worth of trade dollars for, say, $5,000.  The buyer could 
beat his competition at half the price that his competitor is paying.  
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The key here is to have the buyer pay Marcello first, before he buys 
the trade dollars so that he doesn’t have to use a dime of his own 
money. 
 
You’ll also get some tips on how the IRS considers these types of 
transactions and how you can write off anything that the IRS considers 
income. I hope that this audio will clarify any questions that you may 
have had but contact me if you have any other questions.  Enjoy! 
 
 
 
 
 
Michael: Hi, this is Michael Senoff with www.hardtofindseminars.com. Here’s an 

update for the Secret Loophole package. Some of you have had a hard 
time understanding this concept and that’s why it’s really important to 
really pay close attention to this next recording with Marcello, one of the 
persons who ordered the Secret Loophole package. Trade and barter can 
be very confused, but once you understand it, a light bulb will go on in 
your head and you’ll say ah, ha, now I understand. So, be patient if you’re 
a little confused on how this whole thing works, but I’m going to explain 
in detail to Marcello a little bit more about how these transactions work. 
We also talk about a couple websites you can go to and search for all the 
different products and services available and we’ll show you how to do a 
triangular trade and we talk a little bit more on tax implications. So, I hope 
this is helpful. Enjoy. 

 
[MUSIC] 
 
Marcello: First of all, I want to ask you to just clarify how this works because so far I 

understand I can get into a barter exchange program or association group. 
There are no costs and like you instructed in the program, contact one of 
the companies and offer to buy their trade dollars--10-cents or whatever I 
can negotiate on a dollar and I have a credit with them. And then I _____ 
another company, either within the organization or outside, to buy that 
product of theirs. 

 
Michael: There’s a couple different ways you can go about it. Like I said in the 

course, I’m a member right now of two different trade organizations. It 
was three. You know how I talked about the two big ones, ITEX and BXI. 

 
Marcello: Yes. 
 
Michael: ITEX and BXI, about two months ago, the one bought out the other. It 

used to be two competing trade organizations. They were the largest in the 
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United States. One was called Business Exchange and the other one is 
called ITEX. 

 
Marcello: I noticed that. I looked up on the site and the two…they’re together now. 
 
Michael: They’re now together, so ITEX bought all of BXI. So, now you have one 

trade exchange, the largest in the US. It’s called ITEX now. They own all 
the BIX now. So, it’s all one. That just happened. That’s even better 
because it gives you all the trade organizations under one roof. Now, if 
you notice, if you go to ITEX.com--did you go to ITEX.com? 

 
Marcello: Yes. 
 
Michael: Did you search around and look at all the different things available for 

sale? 
 
Marcello: Yes. I saw too many. I looked around and browsed just a little bit. 
 
Michael There’s thousands and thousands. Did you see all the different things? 

And they let you search. You can even get the customer’s names right 
there from the site. 

 
Marcello: I noticed that. That was pretty interesting. 
 
Michael: Can you believe that? I didn’t even realize it when I put the course 

together, but I was just playing around there and you’ve got the entire 
database with the contact information without even being a member. 

 
Marcello: So, basically without even going to join to get the book for all the… 
 
Michael: Yes, it’s all right there online. 
 
Marcello: Just get it online, now. 
 
Michael: Yes, you don’t even have to join. 
 
Marcello: I just noticed that accidentally when I looked on there. 
 
Michael: Now, I don’t know how long that’s going to last. I don’t know if they 

realize that that’s a mistake or what. I guess it’s a double-edged sword. 
What I’m teaching there’s no one else teaching this. So, first of all, there 
aren’t that many people doing this, number one. And they want to do it 
because they want to get people to join their trade exchange and they want 
their people to see all of the different available products and services that 
are available through this group. They’re whole idea is signing people up 
and having them pay the up front fee and become a member. It’s in their 
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benefit to do that. So, I don’t think that’s going to change, but what you 
can do now, like I said in the course, the people who are sitting all the 
trade dollars are the services like publishing companies, companies who 
sell advertising. So, if you go to ITEX.com and search advertising and you 
look at all the different listings who sell classified ads or TV ads or the 
VAL PAK. Do you know what the VAL PAK is? 

 
Marcello: VAL PAK, no. 
 
Michael: VAL PAK, you get them in your mail. Do you live in a home? 
 
Marcello: Oh yes, like a little packet of  business…they’re almost like cards. 
 
Michael: Yes, there’s VAL PAK members who are members of trade because 

they’re selling advertising. So, these guys…a lot of them are loaded up 
because they’re a member of ITEX, they’re loaded up on all kinds of trade 
dollars. And because they’re lazy, they don’t know what to spend it on, so 
you could approach them. You have their email addresses and their phone 
numbers. You may want to just call and say my name’s Marcello. I saw 
you on the ITEX site and are you guys still with ITEX and then you want 
to find out are you guys sitting on any trade dollars you may be willing to 
sell for cash. You heard my calls, right. 

 
Marcello: Right. 
 
Michael: It wasn’t brain surgery. So, let’s say you find someone who says yes. 

Marcello, yes, I’ve got a bunch of trade. I would be willing to sell it to you 
for 15-cents on the dollar or 20-cents on the dollar or 25-cents on the 
dollar. And then you say, okay, great. You don’t have to commit right 
there that second. What’s the most important thing? The most important 
thing is locating a guy willing to sell you the trade dollars. 

 
Marcello: Yes. 
 
Michael: So, now you know you’ve got a guy who’s willing to sell to you and he’s 

agreed and everything sounds good. Now, you go shopping. Go search on 
ITEX for the things you want. Do you have a business right now? 

 
Marcello: Yes. 
 
Michael: What’s your business? 
 
Marcello: I market _____ programs, for example, health programs; the things that 

you see in _____ advertised on TV and also videos, how to protect 
yourself videos. I make it online and through TV infomercials. I have a 
little stock I want to get rid of. 
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Michael: Do you have a website? 
 
Marcello: Yes, it’s called www.howtoprotectyourselfvideos.com. 
 
Michael: Are you selling that stuff through TV? 
 
Marcello: No, not this product. I had another product I was about eight and a half 

years ago called Dr. Morters’s Dynamic Health and snoring, which was 
hot about a couple of years ago. 

 
Michael: So, you were selling this stuff through direct response? 
 
Marcello: Yes, direct response. That Morter program was on TV. I bought 

advertising through media that way and the snoring product was radio 
direct response. 

 
Michael: How many of those things did you sell, the snoring? Is that to stop 

snoring? 
 
Marcello: Yes. It was hot, but now it’s available retail so the timing’s off already to 

do that. 
 
Michael: So, were you selling that stuff through radio? 
 
Marcello: Yes, radio. I’d call and negotiate. 
 
Michael: And how did that go? How many were you selling of that stuff? 
 
Marcello: I forgot how many years. It was a couple hundred. 
 
Michael: Just a couple hundred? 
 
Marcello: Yes, I didn’t do it on mass scale because it was just me and I had one 

assistant. 
 
Michael: How many stations did it take to move a couple hundred? 
 
Marcello: Less than ten. 
 
Michael: Ten stations and how often were they running the spots? 
 
Marcello: They were running just whenever they had available time and randomly 

throughout the day. 
 
Michael: And you split it with them or something? 
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Marcello: Yes, only based on sales, I gave them a percentage of the sales. 
 
Michael: And what else were selling? What was the thing you were selling through 

TV? 
 
Marcello: Before that product, I was doing the Dr. Morter’s Dynamic Health, which 

was airing about five years ago--Dr. Morter being interviewed by _____ 
on TV. So, I had a couple of infomercials on that. And I did well with that. 
I did several thousands of dollars just in one day just on product, but my 
downfall was the organization. I had to do the accounting, all that myself. 
My thing…I was good at getting it aired. I wanted to go talk to the station 
and get it on the air. But with sales coming, I had to be there for the phone 
calls and I took care of that, too. The shipping, the fulfillment. So, a lot of 
time consuming with a full time job, too. 

 
Michael: Very interesting. So, all those things, I guarantee there’s fulfillment on 

trade, there is radio time on trade, there’s probably TV in some markets on 
trade. Now, on that ITEX thing what you’ve got to understand is there are 
more things available. When you’re talking media and stuff, that’s when 
you want to get in touch with a good brokers. You don’t have to do that at 
first, but there are some benefits by becoming a member. If you can get 
into an ITEX office or an old BIX office without any up front costs or 
very little cost, having the availability to a broker is a good idea. But you 
could also contact some brokers outside of being a member, too. 

 
Marcello: To do trades, right. To get their service. 
 
Michael: Well, the brokers have big listings. Brokers are in the business to know 

what’s available. There’s large media trade deals done all the time at the 
corporate level that you’re not going to see on that ITEX exchange. 

 
Marcello: Okay. 
 
Michael: The whole idea is once you locate your person who’s willing to sell you 

the trade dollars you just go shopping for whatever you want. 
 
Marcello: Without paying them yet money? 
 
Michael: Yes. You go shopping first and confirm that the person you’re buying 

from has the product you want and make sure you’re getting it at the price 
they’re advertising and they don’t jack it up on you. You confirm that 
they’re a willing seller. Then you’ve got your willing buyer. Then you ask 
your buyer just to pay for the product in your behalf and just deposit it into 
the sellers account and you just tell the selling I’ve got a friend who owes 
me some money and I’m going to have them just deposit it into your 
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account. It’ll be coming from this account number. They don’t care. They 
don’t care where it’s coming from. 

 
Marcello: Do you mean the seller of the trade dollars? 
 
Michael: The seller of the product. Let’s say you’re buying media time. You found 

your buyers. He’s got $10,000 trade dollars. You want to buy $10,000 in 
media. He’s says I’ll sell it to you at 20-cents on the dollar. So, you’re 
going to pay him $2,000 cash and you’re going to have him pay the ITEX 
dollars to the seller of the media. He’s going to be the buyer in your 
behalf. 

 
Marcello: So, the media person I found, they’re willing to sell their trade dollars… 
 
Michael: The media person is already a member of the exchange. 
 
Marcello: Yes. 
 
Michael: And the seller that you found the trade dollars is a member of the 

exchange. So, they’re going to do the deal, but the product is going to go 
to you in your name. 

 
Marcello: Which one is the example you’re talking about that I’m getting the trade 

dollars and the customer I found to buy the product? 
 
Michael: I’ll start over. Let’s say you found a guy willing to sell trade dollars. 
 
Marcello: Yes. 
 
Michael: Let’s say he was a guy who sold display advertising in the newspaper and 

he says okay Marcello, I’ll sell you $10,000 worth of my trade dollars for 
$2,000 cash. So, then you go look for something you want to buy for your 
business to help grow your business. So, you find a guy who’s selling 
radio spots and you want to sell your snore excess. So, you negotiate with 
the radio spot and you say I’d like to buy X amount of time on your radio 
and then he says okay and he gives you a price and you confirm that it’s a 
trade price. Then you go back to your advertising guy and say I’m going 
to send you $2,000 for your $10,000 in trade. I want you to deposit the 
$10,000 in trade directly into this account and you give him the account 
number of the radio guy. 

 
Marcello: I see. 
 
Michael: You see? 
 
Marcello: Yes. 
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Michael: Now, I want to say something that’s real important because there was 

something people misunderstood and it has to do with the taxes. It’s not a 
tax loophole. Now, when this transactions occurs, some people could think 
that well I’m not even on the books and because I was out of the deal, I 
kind of brokered the deal, I don’t have to claim. But you do have to claim. 
See, what you just did is according to the government because you have to 
file, that was a barter deal. Since you bought $10,000 in trade for $2,000, 
you just earned $8,000. Do you see what I’m saying as far as your taxes? 

 
Marcello: Okay. 
 
Michael: But, if you use that radio time within a year, you’ve already written it off. 

You’ve expensed it out. So, just so you know. I wanted to bring that point 
up. 

 
Marcello: So, this example, like if I found a radio company that I want to buy 

advertising in, where did the $2,000 come from to pay the first… 
 
Michael: You found a radio company who wants to sell you spots. He’s a member 

of the ITEX. Now, remember the guy who you found the trade dollars 
who has $10,000 trade dollars, he’s a member of ITEX, too. And he wants 
to get rid of his trade dollars. You’re going to pay him $2,000 in cash for 
his $10,000 trade dollars. 

 
Marcello: Okay. 
 
Michael: Are you with me? 
 
Marcello: So, I pay the $2,000 first and get the $10,000. 
 
Michael: Yes, you’re buying his trade dollars at a discount. You’ve bought his 

$10,000 of trade for 20-cents on the dollar. 
 
Marcello: Right. 
 
Michael: I want to make sure you totally understand this. 
 
Marcello: This part, yes. 
 
Michael: This is the whole thing. So, you just bought $10,000 at 20-cents on the 

dollar. Now, when you go buy that radio time, you’ve bought the radio at 
20-cents on the dollar. Do you see? 

 
Marcello: So, the $10,000 in trade dollars goes where? 
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Michael: It goes directly to your radio guy because you’ve already agreed to buy 

$10,000 in radio spots from the radio guy. 
 
Marcello: Okay, I’ve got it. I kind of wasn’t clear, but yes, okay, I’ve got it. 
 
Michael: So, let me give you an example. Let’s say before you even found the trade 

dollars let’s say you went to your radio guy. He’s selling radio spots. 
They’re $100 trade per spot. That’s what he charges to anyone else in the 
ITEX organization. Well, when you go buy that $10,000 in trade, you’re 
going to get 100 spots; 100 X 100 is $10,000. 

 
Marcello: Yes. 
 
Michael: But you’re getting it 20-cents on the dollar. So, your $100 spot that used to 

be $100 on ITEX is only $20.00. 
 
Marcello: Yes, I get it. 
 
Michael: Are you with me? 
 
Marcello: When I tell the radio station this example, where it comes from, I just tell 

them to contact this other company where I have credit. 
 
Michael: No, you’re going to handle everything. Let’s say you agree to purchase the 

trade. You made a deal and say okay, send me a purchase order. Send me 
an agreement that you’ll sell me X amount of spots for X amount of 
dollars. Fax it to me. So, once he faxes that to you and you have a written 
agreement, then you just take care of the details, you take care of the 
payment. You call the advertising guy who’s going to sell you the $10,000 
in trade and you do a purchase with him. I’m buying your $10,000 in trade 
for $2,000 cash. I’m going to pay you the $2,000 in cash. You’re going to 
deposit the $10,000 in trade into this IDEX account. Now, you’re going to 
get the ITEX account from the radio guy. You just say what’s your ITEX 
account number. 

 
Marcello: Who’s using the account number I ask for, for the first--the second party 

I’m going to… 
 
Michael: It’s just like a bank account. You need his ITEX account number. It all 

works like a credit card. It works through the phone. 
 
Marcello: You don’t need to know what the account number, the name… 
 
Michael: No, they don’t care. You just say deposit it into this account. 
 
Marcello: Okay. 
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Michael: And then you confirm with your radio guy because he can go online and 

confirm that the payment’s been made. 
 
Marcello: They do these payment on the trade online? 
 
Michael: What will happen is the advertising guy will fax a trade draft, it’s like a 

check, to his broker and the broker does it or you can just have the 
advertising guy fax his trade draft, which is a copy of the check written 
out for $10,000. They don’t even have to say what it’s for. And then the 
radio guy, he gets it into his account by doing an authorization through his 
keypad on the phone. Just like if you ran a credit card through with a 
keypad, it’s all set up through the phone. 

 
Marcello: It’s called trade draft. 
 
Michael: Yes, it’s called a trade draft, that’s right. See, when you sign up as a 

member of ITEX, you get a checkbook and it has your account number 
just like a regular checkbook. And you can write checks for things you 
want to buy and you fax them. 

 
Marcello: Can I ask you a question, another thing before we through is that’s an 

example of how if I want to get something for myself at a discount. But 
how do I do it if I want to earn extra money on the side. This was my main 
reason. 

 
Michael: Well, if you want to earn extra money on the side, whatever you can buy 

at a discount, you can resell at a discount. 
 
Marcello: And they don’t have to be trade members. 
 
Michael: No, it could be to anyone. If there’s a member selling radio spots to trade 

members, he would be willing to sell it to cash members, too, wouldn’t he. 
 
Marcello: Yes. 
 
Michael: Any member of the trade exchange is also selling to the general public, as 

well. They’re only a member of the trade exchange to enhance their 
business. It doesn’t mean that’s their only business. They’re selling to the 
public just as any other business. 

 
Marcello: So, if I find that example of this advertising agency that has these trade 

dollars and want to sell me $10,000 for $2,000… 
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Michael: You could go to a cash buyer. You could find someone who’s advertising 

with that station or find someone who is looking for potential advertising 
and say how would you like advertising at 50% off the normal rate card. 

 
Marcello: Now, the easiest way to find out is like through the other members there or 

besides going door to door. I don’t want to go door-to-door. 
 
Michael: How to find your buyers? 
 
Marcello: Yes. 
 
Michael: You have thousands of different products and services. If you were selling 

radio advertising, I would find out a little information on the radio 
company and I’d find out who some of their customers are. Let’s say you 
found a local pizza restaurant in that market. I would maybe call their 
competitor and say you’re competitor Domino’s is advertising on WKBC 
and they’re also spending full price on their advertising. How would you 
like to compete with them on the same radio station within the same 
market, but pay only half the amount of money for advertising? 

 
Marcello: Yes. 
 
Michael: And then you go sell them the advertising. That’s one idea. I mean radio 

stations have all kinds of clients advertising. Just go to their competition 
and say how would you like to compete on radio with your number one 
competitor and be able to out advertise them for the same cost. 

 
Marcello: So, then in this example, let’s say I would go into a place that wants to do 

that. Have them pay cash directly to the person I secure… 
 
Michael: No, let’s say you have the guy sitting there with the $10,000 in trade. And 

you know he’s willing to sell it. No one else is going to come to him, I 
assure you. You go sell your advertising and get paid for it before you buy 
it from him. 

 
Marcello: Okay. 
 
Michael: So, let’s say you approach me and I’m that other pizza guy and I say yes 

I’ll take advertising at 50% off. 
 
Marcello: Cut me a check for that amount. 
 
Michael: Yes, you get paid first. Then you go to him and do the deal. 
 
Marcello: Okay. 
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Michael: Does that make sense? 
 
Marcello: Yes, that does. 
 
Michael: This is not hard. It’s a pretty unique concept and it’s very powerful. 
 
Marcello: Now, as far as unloading some of my inventory, the product I do have, 

these videos, I could just be a member and pretty much you say I can get 
easily someone to buy my product once I’m a member. 

 
Michael: Yes, you probably could. I don’t know for sure. I don’t know what your 

product is and all the benefits of it, but there’s a good chance you’d have 
an easier time of selling it on trade. That’s very possible. You may want to 
search on ITEX health products and maybe just call some of these people 
direct and say I know you’re a member of the trade exchange, I’m not, but 
I’m sitting on a bunch of trade dollars. You may be able to get them to buy 
those things for you and just have them maintain a credit of trade dollars 
without you even signing up for the organization. Or just say, look, if I sell 
you 10 cases of this Snorex, will you buy me something on ITEX under 
your account. 

 
Marcello: Oh, I see. 
 
Michael: So, you could do that, too, without signing. 
 
Marcello: Use their account to buy something I want. 
 
Michael: Yes, you just make a deal with them. Say, I’m going to send you this 

Snorex, you’re going to give me a credit of trade dollars and buy me some 
stuff that I want. Is that fair? 

 
Marcello: Right. Yes, that’s good. The video I’m selling is how to protect yourself 

videos for normally $40, so I could increase it a little bit more, you’re 
saying… 

 
Michael: A lot of people do inflate stuff. It’s frowned upon, but it’s a reality that it 

happens. So, it’s up to you. You can do it. 
 
Marcello: I was just thinking maybe to raise it to $50 rather than $40. 
 
Michael: Yes, try it. How many of those videos do you have? 
 
Marcello: One hundred. 
 
Michael: I don’t want you to become disillusioned because there are a lot of people 

on trade who inflate stuff where you’re going to see stuff really jacked up, 
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but don’t let that discourage you because they are a lot of people who do 
that. But there’s still a large amount who don’t inflate items. So, only 
focus on the items that aren’t inflated. 

 
Marcello: Things I want to buy myself, right. 
 
Michael: Yes, things you want to buy yourself. You can tell what’s inflated and 

what’s not. 
 
Marcello: Yes, I think I can get an idea. 
 
Michael: But I’m talking about legal services. Legal services are rarely inflated. 

Things you’re going to find inflated are hard products. 
 
Marcello: I just remembered. You mentioned you said you incorporated through 

trade, is that right. 
 
Michael: That’s right. 
 
Marcello: I’d like to do that myself. I haven’t yet and now I’d like to do that. 
 
Michael: When I did that, my accountant, who’s a member of Intagio, you’ll hear 

the interview, he got everything set up for me for my corporation. 
 
Marcello: I mentioned the listing and that’s one of the things I looked at on ITEX 

like incorporating service. 
 
Michael: Did you find anything? 
 
Marcello: No, I didn’t. 
 
Michael: I’ve got your email. I’ll email you my accountant’s number. Now, he’s a 

member of Intagio, which is a different trade organization. 
 
Marcello: Okay. 
 
Michael: But see if you can find an attorney to help you do that. That’s possible. I 

can send you my guy’s name, but he’s a member of Intagio. 
 
Marcello: He’s willing to accept a trade? 
 
Michael: Yes, he accepts trade. 
 
Marcello: Okay. 
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Michael: But Intagio is a different organization, I-n-t-a-g-i-o. They’re another trade 

organization. 
 
Marcello: Would that be available for the members to list to buy trade off, too? 
 
Michael: Yes. I’ve done deals on Intagio, as well. That’s right. Now, I’m a member 

of them, but I’ve been a member for a long time. 
 
Marcello: Would I have to be a member to go in there? 
 
Michael: Yes, on that one, unfortunately, they don’t have the database open to 

everybody. 
 
Marcello: Okay. 
 
Michael: Go in there and check it out. Go see what you can find. 
 
Marcello: Yes, I will. Could you send me that, by the way, for backup in case I don’t 

find any? 
 
Michael: Yes. Intagio, I-n-t-a-g-i-o. Yes, I’ll send you that. 
 
Marcello: Thanks. I might use that especially if you’ve worked with them before. 
 
Michael: Yes, I can send you his name. Sure. 
 
Marcello: Thank you. 
 
Michael: Okay. 
 
Marcello: Yes, I appreciate the information and stuff. 
 
Michael: Call me back if you have any other questions and I’ll walk you through it. 

Enjoy and good luck with it. Call me if you need anything. 
 
Marcello: Okay, thanks. 
 
Michael: Bye. 
 
Marcello: Take care. Bye. 
 
Michael: That’s the end of this consult with Marcello on the Secret Loophole. I 

hope this has been helpful. By all means, please contact me if you have 
any specific questions that we haven’t covered in this short session. Thank 
you. 
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