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VOLUNTEER: The National Center for
Citizen Involvement is the only national volun-
tary organization created solely to stimulate
and strengthen citizen volunteer involvement.
It offers an opportunity for local involvement
in charting national policy directions, provides
a home base for individuals and organizations
wishing to launch new program initiatives or
refine existing efforts, and serves the volunteer
community with a wide range of expertise in
volunteer management and citizen involve-
ment. VOLUNTEER’s services and functions
include: VOLUNTEER READERSHIP — a
book distribution service offering over 60
books, manuals, and handbooks on a wide vari-
ety of topics designed for volunteer administra-
tors and citizen activists; THE NATIONAL
CONFERENCE ON CITIZEN INVOLVE-
MENT — an annual event offering speakers
and trainers dealing with citizen involvement;
PUBLICATIONS — Voluntary Action Leader-
ship, Volunteering, and Exchange Networks —
each published four times a year, as well as spe-
cial reports and manuals on various citizen-
involving strategies; INFORMATION,
CONSULTING, AND TRAINING SER-
VICES, SPECIAL PROJECTS, and NA-
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VOLUNTEER: The National Center
for Citizen Involvement
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Barter will not replace a cash income, but
can liberally supplement it, improve your
relations with your neighbors, conserve
energy, recycle goods, and physically
restore many parts of the community with-
out using money.

Annie Proulx

Back to Barter




Introduction

On the West Side of Grand Rapids, Michigan,
middle-income, blue-collar, and low-income
residents weatherize one another’s homes
through SWAP (Service With Action Participa-
tion), a multi-service exchange program. In
Milwaukee, senior citizens swap services among
themselves and with nearby youth, exchanging
transportation and grocery shopping help for
baked goods and advice. In Grants Pass,
Oregon, the Jo-Co Skills Exchange sponsors tu-
toring and apprenticeship arrangements be-
tween retired elderly, unemployed adults and
youth. The Volunteer Exchange Cooperative in
Oakland, California brings the disabled together
with other residents for mutually satisfying ser-
vice exchange. In Reston, Virginia, and Eugene,
Oregon, residents learn of services to be bar-
tered through the Useful Services Exchange and
Community Energy Bank skills directories.
These are only a few of the growing number of
skills and service exchange/barter networks
cropping up in communities across the U.S.
Some, like the Useful Services Exchange, with
its relatively well-to-do members, concentrate
on providing neighbors with an increased op-
portunity to get to know one another and in-
crease their “spirit of community,” than on
helping members save money and make ends
meet. Other networks, in cities like Los
Angeles, Chicago, Boston, and Seattle, provide
low-income and unemployed people with a
means of temporary survival, or entrée into the
job market. Neighborhood barter networks are
one of the newest and most innovative of the
hundreds of self-help programs which got their
start during the so-called “complacent” and
“narcissistic” *70s.

Nations and multinational corporations have
been bartering for years, finding it more expedi-
ent and profitable than dealing in currencies
which can change in value overnight. Over
50,000 small businesses and individual profes-
sionals, swapping through over 300 barter “bro-
kerage” firms, have found that barter can yield
expanded markets, increased profits, and a way
both to conserve cash and avoid high interest
rates. For thousands of individuals participating
in neighborhood skills and resource exchange/
barter networks, who have been sharing and

swapping services as a means of social and eco-
nomic survival, barter can mean an increase in

cash flow, a greater sense of community, and a

way to conserve otherwise wasted or unused re-
sources of the individual and the community.

In depressed communities today, in both the
U.S. and abroad, and for a brief period in the
1930s, barter is seen as a way to complement
and sometimes even to replace currency as a
stable means of exchange. In almost every in-
stance where people have come to rely upon
barter, faced with a shortage of funds, this type
of non-monetary exchange has taken two
forms. The first is where individuals barter di-
rectly with one another in simple trading. For
instance, “I’ll give you ten bales of hay in ex-
change for the temporary use of your horse,”
or, “I'll repair your jeep in exchange for some
transportation.” The other form of barter is in-
direct exchange, where the trading takes place
through a pool or clearinghouse of three or
more individuals. Such trading is facilitated ei-
ther with the use of chits, coupons and tokens,
or with some central recordkeeping system of
credits being earned and spent.

Unlike the kinds of organized bartering prac-
ticed in the *30s, contemporary bartering is
demonstrating its importance to many people
who are largely unaffected by the ebbs and
flows of the larger economy. For those people
often referred to as the “permanent underclass”
— the hard core unemployed, the unskilled,
and others thought to be permanently trapped
in a state of poverty — “depression” is a per-
manent state of affairs, regardless of the infla-
tion rate or national employment statistics. For
these people, informal bartering is an essential
part of day-to-day survival, and organized bar-
tering increases their ability to conserve cash,
develop job skills, or in other ways helps them
to solve their economic and financial problems.
For those who are experiencing the often devas-
tating effects of inflation and recession for the
first time, barter is both a means of temporary
survival and a permanent means for making
use of wasted talents and other resources.

Just as food and housing cooperatives began
as a largely middle class or rural phenomenon,
and are fast becoming a way of life for all sorts



of people, bartering ““co-ops’ are an appropri-
ate self-help strategy for the inner city.

According to the Barter Research Project, a
six-month study conducted by the University of
Wisconsin Extension in 1978, neighborhood
barter systems address . . . “a continuing eco-
nomic crisis marked by high rates of un- and
under- employment, a societal failure to utilize
the work capacities of large numbers of people

. the inability of private enterprise to gener-
ate jobs in either the quantity or quality to sat-
isfy the needs of those seeking work; and the
need to explore other alternatives as a means to
people’s self support. . . .”

The grassroots activity which began before
this study was commissioned and flourished
soon after its release, provides evidence of
neighborhood barter systems as innovative,
practical, and viable mechanisms for identify-
ing and utilizing the often wasted talents of in-
dividual citizens, especially older adults and
youth, and serve such neighborhood institu-
tions as churches, co-ops, and public and pri-
vate social service agencies.

In March of 1979, the University of Wiscon-
sin sponsored the First National Barter Confer-
ence in Madison. Barter program coordinators
and enthusiasts from across the country came
to share their experiences, ideas, problems, suc-
cesses, and hopes for the future of neighbor-
hood bartering. Many of those present — who
shared an appreciation of bartering as a form of
neighborhood revitalization, neighborly shar-
ing, and a means of addressing the problems of
poverty and inflation — expressed an interest
in the creation of a national clearinghouse to
support grassroots barter organizing through
technical assistance, communications, research,
and training. Representatives of successful bar-
ter organizations and others who identified with
the neighborhood movement were asked and
agreed to serve on an organizing committee of a
national support project for neighborhood bar-
tering, subsequently named The Barter Project.

No two barter networks are exactly alike.
They reflect the different ambitions and capa-
bilities of their organizers, the different needs
and inherent resources of different communi-
ties, and different philosophies of community
improvement, empowerment, or social change.
Yet every barter network has some similarities
— the core, or essential needs of any organized
barter effort, as well as the variations and com-

plementary activities which improve upon the
primary networking activities of the network.

Most of the strategies described herein have
been tried, tested, and proven successful —
some have worked in individual communities
but failed in others. A few are still being experi-
mented with. It is up to the reader to determine
which ideas, strategies, and suggestions pre-
sented in this manual are most appropriate to
your bartering “game plan” and will best meet
the needs of your community.

Chapter 1, What Is a Barter Network, de-
scribes in basic detail the workings of several
existing barter networks, and draws some con-
clusions about what barter networks do and
how and why they do it. Chapter 2, Organizing
Your Barter Network, is the “heart” of the
manual, suggesting ways to find the help and
resources needed to start a barter network, how
a network can be structured, publicized, and
administered. Chapter 3, Supportmg Your Bar-
ter Network, describes some innovative ways to
raise the money and in-kind support needed to
operate.any neighborhood program, and a few
fundraising ideas unique to barter networks.
Chapter 4, Evaluating and Monitoring the Net-
work, suggests ways to regularly and periodi-
cally evaluate the successes or shortcomings of
a barter network. Chapter 5, Barter and the
IRS, dispells some of the myths about the con-
cerns which the IRS has over barter. It presents,
as clearly as possible, the individual’s obligation
to the government. Chapter 6, Barter Networks
and Computers, is an introduction to the role
computers can play in managing the data accu-
mulated by a barter network. And last but not
least, Chapter 7, Where to Go for More Help,
lists numerous books, newsletters, information
packets, and organizations worth consulting for
more information on community organizing,
fundraising, and barter/self-help development.

Though the Barter Network Handbook is the
most comprehensive and up-to-date how-to
publication on neighborhood barter networks,
it alone cannot guarantee the success of your ef-
fort. That will depend on your work, creativity,
attentiveness to individual and community
needs, and a little luck. So, good luck and
happy bartering!



CHAPTER 1.

WHAT IS A
BARTER NETWORK?



Typically, nonprofit barter networks are
neighborhood-bound; that is, they focus on a
specific, manageable target area that is defined
by geographic or other boundaries. Ordinarily,
they include a diverse constituency representing
a variety of age, ethnic, and income groups rep-
resenting a variety of needs and skills. They
may include organizations as well as individ-
uals. Members may include social service agen-
cies, community organizations, churches,
co-ops, and small businesses.

Membership usually is open to anyone in the
community. There may be membership dues,
which often are solicited as “donations.” Such
dues ordinarily are nominal and rarely restric-
tive. A sliding scale for membership dues may
be used, with volunteer labor accepted in lieu of
payment. Barter networks may be incorporated
as nonprofit corporations, either sponsored by
larger incorporated tax-exempt entities, or they
may be operated informally.

Participants list the services they offer, and
this information is maintained in a central loca-
tion, on anything from a 3" x 5" file card to a
microcomputer. Individuals with a particular
need are referred to others offering the service.
A match is made, and the two participants ei-
ther arrange to exchange services directly, or
agree upon a credit value which is received by
the provider of the service. These credits, in
turn, entitle the holder to receive services from
others. For example, member “A” and member
“B” agree that a service given to “B” is worth
four credits (with one credit loosely equated in
value to one hour of work). Upon completion
of the work, “A” receives four credits deposited
in an individual account, while “B’s” account is
debited by the same amount. “A” later uses
these credits to obtain a return service from a
member “C” or “D” — and so it goes.

Services most commonly exchanged include
transportation; home maintenance and repair,
such as painting, roofing, minor electrical and
plumbing services which are either unavailable
or unaffordable to the consumer; personal ser-
vices such as haircuts, home visits, and clothing
repair; child care (babysitting); small appliance
and auto repair, such as fixing a loose wire or
performing a minor tune-up; tutoring in a wide
variety of subjects, which may include resume-
writing, job-seeking, writing and verbal skills,
or specific job training; administrative services,
such as typing, graphic design, composition,
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printing, editing, loaning of hand tools, meeting
space, office equipment, or management assis-
tance; and various other services.

One population group which has shown a
strong interest in bartering is the elderly. More
than a few barter networks have grown out of,
or have been developed by, organizations work-
ing with or for seniors. There are a number of
obvious reasons for this: 1) The elderly are an
all-too-often neglected, but growing segment of
our society — an invaluable resource we can-
not afford to neglect; 2) Seniors possess years of
experience in a wide variety of skills and sub-
jects, making them a potential resource in these
times of seemingly diminishing resources and
increasing social needs; 3) They have a variety
of specific needs which are rarely met by exist-
ing social service programs or commercial en-
terprises; and 4) There is an unsurprising desire,
on the part of many seniors, to seek out alter-
natives to institutionalization and remain inde-
pendent and in their own homes. Barter
networks have demonstrated a capacity to con-
tribute greatly to tapping this resource and
meeting the special needs of many older
Americans.

The following prototype, the Community
Barter Bank, is a composite of the successful
approaches used by a number of barter net-
works operating in different areas — specifi-
cally, the Community Skills Exchange in
Olympia, Washington; Skillsbank in Ashland,
Oregon; Give & Take Barter Center in
Burlington, Vermont; and the Work Exchange
in Milwaukee, Wisconsin.

The Community Barter Bank is located in a
fictitious urban neighborhood of 10,000 low-
income and middle-income residents. The net-
work developed in response to many residents’
complaints that the professionals who tradition-
ally provide such services as plumbing, auto re-
pair, sewing, and carpentry no longer find it
cost effective to handle minor repairs or small
jobs. Other residents simply cannot afford to
purchase many services and either are unable
or unwilling to turn to social service agencies
for assistance.

The Community Barter Bank is now six
months old and has more than 500 members
on file, listing their offers of skills and re-
sources. In addition, a health clinic, an advo-
cacy group, a cultural center, a legal aid service,
and a Meals-on-Wheels program participate in



the network, along with a print shop, food co-
operative, volunteer clearinghouse, and the
nearby community college.

The Barter Bank operates on a system of ser-
vice “credits,” and for each individual swap it
generates, it receives a percentage of the credits
exchanged. Individuals and organizations, upon
establishing a file of their skills and resources to
share, simultaneously establish a credit file.
Credit value is determined by the amount of
time needed to provide a particular service, and
this becomes the medium for indirect exchange.

“Mary Jones” is an elderly resident living
alone in a sturdy but decaying old house. Her
front steps were in need of repair, but she was
afraid the cost of repairing them would be out
of reach. Though physically handicapped, she is
an excellent seamstress and has that service to
offer through the Barter Bank.

“Larry Whyte,” a student at the nearby com-
munity college, has limited carpentry skills. His
student budget makes the purchase of new
clothes difficult. Recently, Larry joined the lo-
cal food cooperative and was given the opportu-
nity of working in the co-op a few hours per
month or else he could have his Barter Bank
account debited by three credits. This alterna-
tive was possible because the co-op uses mem-
ber credits to barter for the printing services it
needs. Larry chose the latter option.

The Community Barter Bank referred Mary
Jones to Larry Whyte to repair her porch. Us-
ing Mary’s late husband’s carpentry tools, Larry
fixed her steps for ten credits. She, however,
was charged 11 credits: ten to Larry, plus an ad-
ditional one which was credited to the Commu-
nity Barter Bank as a surcharge fee. Later in the
year, Larry will seek out Mary for clothing re-
pair, which will deplete his surplus and cancel
out the deficit which Mary owes.

This even exchange between Larry and Mary
could have taken place as simple barter in a di-
rect exchange. The credit system, however,
made it possible for them to exchange some of
the ten credits at one time and some later, pos-
sibly in combination with other services pro-
vided by other members.

Staffed by a full-time coordinator and volun-
teers working for service credits, this barter net-
work keeps track of swaps it facilitates through
the credit accounting system. A large portion of
the membership, however, arrange their own
direct exchanges outside thé organization.

The Work Exchange in Milwaukee, Wiscon-
sin, is a successful barter network with em-
phasis on the involvement of seniors. Their
motto, “Everyone has a talent someone else
needs,” is more than a slogan; it means that
over 1000 people in Milwaukee County benefit
from each others’ skills.
Work Exchange, Inc. (WE), began in Febru-
ary, 1975, as a pilot program (The Elder Care
Work Exchange) of Elder Line, Inc., an organi-
zation providing transportation to seniors. The
pilot program was the result of Elder staff and
community discussion initiated by a United
Way report which mentioned an older adult
barter program in San Diego, California. (As
part of their Elderly Division, the City of San
Diego sponsored the project.)
To promote the barter concept, in March,
1976, WE obtained tax-exempt nonprofit cor-
poration status to serve as an independent orga-
nization focusing on barter for seniors.
The Work Exchange states its purpose as fol-
lows:
¢ To improve the quality of life for non-
institutionalized Milwaukee older adults.
¢ To promote and support the independence of
older adults.

¢ To provide safe, reliable minor home and
personal maintenance assistance for older
adults.

¢ To provide for useful, needed activity for
older adults.

The Work Exchange accomplishes this and
more. Their services include home care, social
activities, minor home maintenance, personal

The trend towards bartering represents a
positive shift in social service program-
ming, to where people’s needs are really
served . . . offering bartered services puts
the sponsoring organization in touch with
what the needs are, and enables it to re-

spond with local resources.
Marian Wasierski, former director
Work Exchange, Inc.

services, transportation, and a bimonthly news-
letter, “Swap Talk.” WE’s Youth Program em-
phasizes intergenerational contact by bringing
Milwaukee youth together with senior members



of WE. Youths run errands, do yard work, pre-
pare meals, and do laundry and housecleaning.
Seniors respond by cooking, mending, babysit-
ting, and teaching a wide range of skills.

Today, though more than half of WE’s 1000+
members are over 60, over 400 of them are be-
tween the ages of 18 and 59. WE members ex-
change services with the help of a salaried
organization staff. The value given to exchange
transactions is based on hours of service pro-
vided. WE also sponsors a United Way-funded
Support Group program, a Telephone Reassur-
ance program funded by the Office on Aging. It
is staffed by four full-time persons supported by
city Community Development funds, one full-
time VISTA volunteer, four part-time senior
aides supported by Part IV of the Older Ameri-
cans Act, and one part-time staffer for the Tele-
phone Reassurance Program.

The Work Exchange screens all new mem-
bers through interviews, where the interviewer
obtains a description of each member’s needs
and the services each member can provide. Tel-
ephone calls establish the contact between the
WE office and members, and calls are made to
“matchmake” workers and jobs. When mem-
bers discover whom to call, they communicate
directly with the member whose service they
need. After completion of the job, the worker
calls the WE office and a staffer records the
hours worked for credit. Members are free to
exchange services directly, if they prefer.

There are many variations and spin-off activ-
ities related to neighborhood barter systems. A
growing number of barter networks utilize skills
directories, which provide neighborhood resi-
dents with a listing of their neighbors’ skills, ser-
vices, and materials, such as tools and building
materials, to share. More convenient than a
phone-in swap service, skills directories can
provide residents with a convenient alternative
to the Yellow Pages. In many areas, skills direc-
tories are gaining in popularity, and they have
done a lot to help people trade their goods and

services.
The 1980-81 Skills Directory of the Commu-

nity Energy Bank (CEB), a neighborhood bar-
ter network in Eugene, Oregon (founded in
1977), is an easy-to-use illustrated listing of
over 300 services, including members’ names,
phone numbers, qualifications, a brief bio-
graphical sketch of each member, and an exten-

sive tools listing. The directory was produced
almost completely by bartered services, and re-
sponds to the imaginations of people, in respect
to those needs which can be met through barter
and those services that can be provided.

The directory includes 22 major service head-
ings, such as Business/Finance/Law, Children/
Teens, Clothing, Construction/Home Repair,
Counseling, Food, Health, Labor/Odd Jobs,
Repair and Servicing, and Transportation. The
individuals listed offer such services as animal
sitting, legal services, pottery, accounting, child
care, carpentry, cooking and baking, preventa-
tive health care, hauling/moving, music lessons,
appliance and shoe repair, and food preserva-
tion. Under each subheading appear the names
and phone numbers of members offering the
service, along with detailed information specific
to each member, such as qualifications, in-
volvement preferences (i.e., weekdays only or
evenings only), and background. In a section ti-
tled, “Tools, Resources, and Materials,” ap-
pears a list of approximately 150 items such as
“Truck (pickup, 3/4 ton),” “garden space,”
“microcomputer,” “carpentry tools,” “sewing
machine,” “camping gear,” “loom,” and “elec-
trical tools.”

Institutionalized, well-staffed organizations
like the Community Barter Bank, and the sim-
pler, less-structured projects like the Commu-
nity Energy Bank directory, represent two of
the most popular types of neighbor-to-neighbor
service exchanges. Some organizations combine
the two approaches, providing their members
with an opportunity to exchange services
among themselves directly (using their direc-
tory), or indirectly through the pool of services
and the credit system. Pot lucks, barter fairs,
learning workshops, and other spin-off activi-
ties enhance the work of many barter networks,
along with barter-based neighborhood improve-
ment campaigns and apprenticeship and tutor-
ing programs.

Barter has its primary value in poor neigh-
borhoods as a substitute way to generate
capital. It's an initial means to getting peo-

ple to work together.
Karl Hess




CHAPTER 2.

ORGANIZING YOUR
BARTER NETWORK



part one

Laying the Groundwork

The amount of preparation required to estab-
lish a barter network will depend, for the most
part, on how ambitious you are, and on the
amount of human, material, and other tangible
resources you have available at the outset.
However, whether you are an interested indi-
vidual with no organizing experience, a sea-
soned community activist, or a representative
of an established community organization with
staff, leadership, and financial resources, you
will want to begin by taking an inventory of
your resources at-hand — not unlike the pro-
cess you will use later in recording the services
and other resources of each network member.

List the services or supplies available to you,
such as office space, telephone, access to copy-
ing or printing equipment, use of a typewriter
and/or word processor, and so on. Also ask
yourself, “How much time do I have to in-
vest?” “Do I want this to be an independent
undertaking, or do I want to involve other peo-
ple?” “Whom do I know that may be willing to
help?”

Generally, the best barter organizers are peo-
ple who care about people, who have a strong
sense of people’s potential to solve their own
problems, and who are able to think creatively
when it comes to ways people might help one
another. It also helps if you are concerned
about the amount of wasted talent, time, and
energy that exists all around us. Perhaps the
greatest joy of barter organizing is knowing that
you are contributing to the use of individuals’
skills and talents that would otherwise be
wasted. Good barter organizers are people who
enjoy cooperation and the fruits of collective
endeavor. People involved in organizing food
and other cooperatives are generally good bar-
ter organizers, because they recognize that peo-
ple, by pooling their resources, are able to
improve the quality of their lives. In short, good
barter organizers are good networkers. It is
their job to put people, and sometimes organi-
zations, together for mutual benefit.

Clarifying the Purpose of
the Network

The first step in organizing a barter network
1s developing a clear sense of purpose. In most
cases, your first question will not be, “Is there a
need for a barter network in my community?”’
but rather, “What type of barter network would
be most appropriate?” While it’s possible that
some type of barter network may exist in your
city, state, or region, it is more likely that one
does not exist in your particular community or
neighborhood. Nonetheless, you will want to
look very closely, as some barter networks are
very small, informal, and hard to detect at first
glance.

Speak with your neighbors, friends, co-
workers, and social service providers to see
what kinds of spontaneous or organized barter-
ing may be going on already. It’s just as impor-
tant to get a feel for how much informal
bartering goes on in your community. Do
neighbors seem to know and help one another?
Is it common for neighbors to share tools,
equipment, or expertise? If so, how would orga-
nized bartering benefit the community?

In general, consider the composition of the
area you hope to reach out to. Are there many
extended families in your community, or is it
composed mostly of isolated households? Is it
composed of isolated ethnic groups? Is there
hostility between young and old residents? In
short, does there exist a “spirit of community”
or is it a climate of distrust, fear, and isolation?

The reasons for considering these questions
will become clearer as you read this manual
and discuss the barter network idea with others.
It is important to begin thinking of your com-
munity as an entity, a resource, a source of in-
dividual talents, needs, and resources that you
hope to channel into a “pool” of accessible ser-
vices for exchange among network members.

These are some additional questions you will
want to answer early on in your consideration
of a barter network: Are there formal or infor-
mal systems of mutual support (“self-help”)
networks already in place in the community?
What are they? What needs do they address?



What kinds of people participate in them? Who
lives in the community? Is it a transient com-
munity? Is it economically stable or experienc-
ing rapid growth (or decline)? What are the
primary needs in the community? Housing?
Employment? Health or child care? What
“gaps” could a barter network fill?

FORMING AN ORGANIZING COMMITTEE.
Once you have done this initial thinking, and
have some sense of what your barter network
may do and for whom, you are prepared to re-
cruit help for the planning process. Your next
step will be to form an organizing committee
composed of yourself and a small number of
people. Try to select people who are like-
minded, whom you think you can work with
easily, and who may possess valuable skills you
are lacking.

Bring the group together and ask yourselves:
“Why do we want to establish a barter net-
work?” “What do we hope to accomplish?”’
“Why?” Don’t go into too much detail (this
comes later), but allow everyone to get their
“two cents” in. The result of this first meeting
should be a clear statement of purpose, but one
that leaves room for change and growth of the
network.

GROUP PLANNING AND GOAL-GETTING.
Once you have reached a consensus on your
overall purpose, translate it into short-range
specific activities and goals. Setting specific
goals, and identifying tasks related to those
goals can be difficult and time consuming. Yet
it doesn’t need to be that way. Sharing hopes
for the future of the network can be stimulating
and exciting, and can serve to build enthusiasm
and morale among the organizing committee.
More directly, detailed and realistic planning
can help assure that your network “stays on
track” when it comes to fulfilling your hopes
and expectations — and that you will be less
vulnerable to being diverted from doing what
you’ve set out to do. Once you’ve mapped out
what you hope to accomplish, sticking to your
goals can enhance the identity of your network
in the community, as members and residents
will see that it has a clear sense of direction and
purpose.

Evaluation is an essential part of planning,
and conversely, establishing goals makes realis-
tic evaluation possible. Planning will provide
you with a clear sense of mission; evaluation

will enable you to monitor your success at
working towards accomplishing that mission.
This is discussed in Chapter 4.

A variety of general and not-so-general ques-
tions should be answered by the organizing
committee. Some of these are:

e What do you want the network to be? An ex-
change service only, or a multi-faceted pro-
gram providing residents with referral to
other self-help and social service networks as
well? Where do you want the emphasis to be
placed, on service exchange, neighborliness,
economic revitalization, housing improve-
ment, child care, home weatherization, job
training, helping people save money while be-
ing useful to others? All of these?

e How large an area do you eventually want to
serve? A block, a neighborhood, a whole
town, city, or region? Do you want to focus
on (but not be limited to) a specific group of
people, such as the elderly, low-income resi-
dents, youth, the unemployed? Why?

SCOPE

Exchange of goods

Exchange of goods and services

Tools and other equipment

Garden space or food

Vehicles

Other material resources

For individuals

Seniors

Handicapped

Low-income

Unemployed

Everyone

For organizations

Nonprofit organizations

Food or housing cooperatives

Small businesses

Any interested organizations, business, or
institution

Advocate of self-help

Referral



EMPHASIS

Increased sense of community
Empowerment through increased self-worth

and independence

Peer recognition of skills and talents

Economic revitalization
Housing rehabilitation
Job training

Helping people save money
Intergenerational or inter-ethnic contact

AREA TO BE SERVED

Block
City
Region

SUPPORT

Completely self-sufficient
Mostly self-sufficient
Membership dues
Grants

Local fundraising

SERVICES

Transportation
Home maintenance
Health services
Legal services

Auto repair

Home weatherization
Tutoring

Other
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e Do you want to be totally self-sufficient, or
seek out outside sources of support? What
will it take to accomplish these aims (see
Chapter 3)?

e In addition to facilitating service exchange,
do you want to encourage the swapping of
material goods as well?

e Do you want to involve other nonprofit orga-
nizations, civic groups, or small businesses in
the network?

Asking yourself these kinds of questions, and
coming up with answers which outline specific
tasks with definite goals in mind — all this will
increase your chances of success. Moreover, it
will provide a real sense of satisfaction to those
individuals who have contributed their time
and energy to the organization. Goal-setting
will provide you with a greater sense of direc-
tion and clarity of purpose, and enable you to
honestly evaluate the results of your efforts.

If you have decided that your primary pur-
pose is to “facilitate the exchange of services
among residents,” you may establish a short-
term goal of recruiting “x”” number of members
in the first six months of operation (for exam-
ple, 5% of the area population). If this is your
approach, ask yourself why you have selected
this specific number. You might want to be
more specific, and break down this figure into
categories of members, such as “x’’ number of
elderly, “x” number of unemployed or low-
income individuals, and “x” number of minori-
ties. Or, potential membership may include a
certain number of people skilled in home main-
tenance and repair, a certain number skilled in
auto mechanics, another category able to pro-
vide transportation or companionship services
to the elderly.

In any case, bear in mind that the number of
members, no matter what they are willing to
provide, is secondary to what they actually do
provide. A total of 500 or 1000 members con-
stitutes success only if a significant number ac-
tually use the network on some regular or
substantial basis. Obviously, “significant,” “reg-
ular,” and “substantial” are relative terms. Is
your objective that every member use the net-
work once a month, once every two months, or
once a year? Only you can determine what con-
stitutes success, though the guidelines in Chap-
ter 4 can shed some light on this.

Your initial goals may include “bring elderly
and youth together,” “bring neighbors together



for mutual exchange,” or “tap wasted commu-
nity resources.” Tasks may include: “Recruit 50
elderly and an equal number of teenage mem-
bers, and match them with one another for ser-
vice exchange.” “Sponsor a barter fair where
community residents can meet one another and
identify needs and services they might offer one
another.” “Identify individuals in the com-
munity with talents they are not using, and
develop strategies to make use of them.”
“Approach the local priest and president of the
nearby tenants’ association and discuss ways to
recruit their parishioners and members.”
“Sponsor a local workshop on how residents
can barter with one another.”

GOAL

Increase bartering among individuals

OBJECTIVE

Months 1-6 Recruit 200 members

Months 6-12 At least one exchange per mem-
ber per month

TASKS

Develop promotional flyer
Identify free publicity available through local
media
Sponsor barter fair
Make presentations before membership
organizations
Housing co-op
Seniors organization
Youth group
Churches
Schools
Develop statement of purpose
Find a sponsoring organization
Incorporate
Obtain tax-exempt status

Once you have decided what you want to do,
why you want to do it, and how you want to go
about accomplishing your goals, you need to
determine what resources, both material and
non-material, you’re going to need.

Examine your goal(s) and its (their) related
tasks and develop a “wish list” of resources
you’re going to need. At this stage, the list need
not include dollar figures for each need (devel-
oping a detailed budget is covered in Chapter
3), but simply include such items as a place
from which to work, a telephone, typewriter, or
perhaps an answering machine to record re-
quests for services when the office is closed. It
might include a full-time coordinator (or equiv-
alent) and ““intangibles,” such as “better con-
tacts in the community,” “someone
experienced in community organizing,” or
“contacts with the media.” Take into account
your needs for printing brochures, flyers, or
other materials. Like any good networker, you
want to have a clear idea of what you need
before you go looking for it. At the same time,
you want to have a clear idea of what material
and non-material resources the organizing com-
mittee has available. Combine your personal
inventory of needed resources with those of the
organizing committee members, including their
available time and expertise in certain areas.
Another list should be made of all material re-
sources currently at hand and ready to be used.

If you are planning to sponsor a barter net-
work as part of your present involvement with
a community organization, you still want to
have a clear idea of what it’s going to take, and
what resources you have available to devote to
1t.

At this stage of planning your barter network,
you are ready to get a bit more formal, and
prepared to explore different ways of structur-
ing the barter network. You have asked yourself
and others questions about what the network
should be and how it should function. You’ve
developed a statement of purpose and identified
some short-term goals and tasks to perform.
You have a fair idea of the resources available
to you and a “wish list” of the things you need.

The next section of this chapter discusses in
general a few ways of structuring the network,
including incorporation (and obtaining tax-
exempt status) and finding a sponsoring organi-
zation to help you get started, or to continue its
support. Other approaches also will be consid-
ered. For detailed information on incorpora-
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tion, tax-exemption, and other basic organizing
material, you will want to refer to the resource
listings in Chapter 7.

SELECTING A STRUCTURE. Up to this point,
the network organizing committee has worked
in a relatively informal way. If you have de-
cided that you want to form a well-organized
barter network, you’ll need a more formal oper-
ating structure — one that will provide consis-
tent leadership and technical expertise for the
project, as well as assume legal responsibility
for the network. You will want to elect a board
of directors, determine how often they should
meet, and how they should divide the work.

There are many different approaches to bar-
tering, both with respect to operating the net-
work (recruiting members, designing an
exchange system, etc.) and structuring it. If
your goal is to serve a single block, or a pool of
50 or fewer people, the organizing committee
may be sufficient as a decision-making and
staffing unit. Very small barter networks often
function with the help of only a handful of
neighbors doing most of the organizing and
staffing work themselves (recruiting members,
matching them for services to be exchanged,
etc.). In such cases, a formal structure may be
unnecessary.

A separate formal entity also may be unnec-
essary, if you’re already associated with an orga-
nization. In any case, you should ask yourself
such questions as: “How can [ best present the
idea to my board of directors?” “Should the
network simply be an additional project, or a
semi-autonomous program?”’ “Do I plan to
‘spin-off” the network once it gets underway, or
keep it within my organization?”’

If your goal is to develop a multi-faceted, per-
manent network, and if you and your organiz-
ing committee are working independently,
you’ll want to be better organized.

FINDING A SPONSORING ORGANIZATION.
You may want to relieve yourself of the tasks
associated with developing a formal structure at
the beginning, by finding an existing organiza-
tion to sponsor your efforts. A sponsoring orga-
nization may include a church, civic group,
branch of lccal government, or community or-
ganization. You can provide them with ideas,
your volunteer time (at least at first), and a
worthwhile project with which they can be asso-
ciated — all in exchange for use of office space,
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telephone, supplies, and other materials. You
may have access to their communications net-
work, and benefit from their visibility and cred-
ibility as an established organization. The
potential material benefits of having a sponsor
should be considered together with the non-
material benefits of visibility, credibility, and
other intangibles which could be derived from
being associated with this sponsor. Depending
upon the kind of sponsoring organization, it
may be able to provide you with a ready-made
board of directors, tax-exempt status (discussed
later in this chapter), and other benefits. The
value of an organizational sponsor will also de-
pend on your needs and the resources at-hand.

You may be a member of a potential spon-
soring organization, or know someone who
works with one. Approach the organization (or
the person you know) and propose a sponsor-
ship arrangement. You might consider asking a
representative of the organization to join your
organizing committee. Remember that the
more planning you have conducted, the greater
your ability to express your purpose and goals
to potential sponsors. You will want to impress
them with the amount of thought you have
given to the whole idea and your level of com-
mitment to making it a successful community
project.

There are a few things you should consider
before approaching potential sponsors. Are




their policies and their overall goals compatible
with your own? Does a barter network seem
like a project compatible with their present ac-
tivities or concerns? Before deciding to ap-
proach a potential sponsor, discuss the
potential benefits and drawbacks of sponsorship
with your organizing committee. Organiza-
tional sponsors can be a great asset, but they
also can be a liability. Don’t rush into a collab-
orative relationship until it’s been well thought
out.

INCORPORATION AND TAX-EXEMPTION. Even
a barter network needs some money to operate,
and the receipt and spending of money brings
legal liability and responsibility into the picture.
By incorporating, your barter network becomes
a legal entity responsible for the business you
conduct. Incorporation has an added benefit —
by making the network an entity with a life of
its own, organizing committee members and
future leaders are forced to think of the net-
work to which they are accountable and the
collective efforts for which they are responsible.

There are various ways to incorporate — as a
nonprofit, for-profit, or cooperative corpora-
tion.

Nonprofit corporations are able to apply to
the IRS for tax-exempt status, which can, de-
pending on the type of exemption applied for
and received, make it possible for individuals,
foundations, and others to deduct donations to
the network on their tax returns. (More infor-
mation on tax-exempt status is covered later in
this section.) Incorporating as a nonprofit (also
called “not-for-profit”) does not mean that you
can’t make money. It simply means that earn-
ings must go to running the corporation, not to
the individuals who started it. Nonprofit corpo-
rations are eligible for free television (commer-
cial, public, and cable) and radio public service
air time.

For-profit corporations are required to pay
corporate income taxes and donors cannot de-
duct their contributions on their tax returns.

Every state has different laws regarding coop-
erative corporations, but generally, a co-op
structure requires open membership, member-
ship control (one member, one vote), and any
profits have to be distributed to members.

Organized barter networks in which the orga-
nizers aim to improve the quality of commu-
nity life, and hope to involve and benefit
low-income or unemployed individuals, usually
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are organized as nonprofit corporations. Barter
“clubs,” which involve primarily middle- or
high-income individuals or businesses, usually
are for-profit corporations. Incorporating as a
cooperative is a viable option for nonprofit
groups, but charitable contributions to most co-
operatives are not tax deductible.

Incorporating as a tax-exempt nonprofit cor-
poration takes time (up to seven months) and
money (up to $100, usually no more). It is not
a difficult process, but it involves paperwork
(writing the required Articles of Incorporation,
applying for tax-exemption, etc.), expertise, and
organization. An excellent resource book on in-
corporation is The Successful Volunteer Orga-
nization, listed in Chapter 7, along with other
helpful publications providing detailed infor-
mation on incorporating, applying for tax-
exemption, and so on.

One important benefit of receiving 501(c)3,
tax-exempt status, is that charitable contribu-
tions to the network are tax-deductible. This is
an added incentive to individuals and a prereq-
uisite for receiving funds from most founda-
tions, community trusts, and other organized
givers. Another common type of tax exemp-
tion, 501(c)4, is of value only to those non-
profits who devote more than 20% of their
budgets to lobbying for legislation. It can pro-
vide for lower mail rates, but does not allow for
tax deductible contributions.

There are certain rules barter networks
should follow which do not appear (or are not
adequately emphasized) in popular books on
community organization. If network users are
required to pay a fee (in dollars or labor), some
community residents are excluded from bene-
fitting from the program if they are unable to
pay. If network users are referred to as “mem-
bers” in the program’s application for 501(c)3
status, or if the terms “membership” and (in
some cases) ‘“‘barter” appear in related docu-
ments such as articles of incorporation or by-
laws, the implication exists that the program
does not benefit the entire community. If these
or other policies of the program suggest that it
is anything but “charitable” and “of benefit to
the entire community,” or operating for the
“common good™ or “general welfare” of the
community, an application for tax-exemption
under section 501(c)3 will be denied.
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serving private interests, more than public
need, was the primary focus of the
organization.

Steve Van Hook, founder and director of the
Exchange, filed a formal appeal, responding di-
rectly to the IRS opinion that the organization
was not serving the public good. Van Hook
pointed out that . . . by providing a means for
the unemployed, retired, limited income, or
otherwise indigent persons to utilize individual
talents and resources in exchange for needs in
such areas as emergency care, education, food,
home repairs, etc., we offer the opportunity to
gain help without having to resort to tax-
supported social service agencies. This not only
lessens the burdens of government, but also
serves the defense of human and civil rights by
allowing a means to be self-sufficient and sup-
porting; avoiding the humiliation of having no
other recourse than public assistance, or
crime.” In distinguishing his organization from
for-profit “barter brokers,” Van Hook requested
that “consideration must be given to agencies
serving a majority of low-income
participants . . .”

Four months after its initial application for
tax exemption, the Jo-Co Skills Exchange was
deemed eligible as a 501(c)3 tax-exempt
organization.

If you want to receive 501(c)3 tax-exempt
status, special care should be taken to stress the
““charitable” nature of the barter network and
its openness to the entire community.

Many nonprofit organizations use a member-
ship structure as a way of raising money. How-
ever, these are organizations which can easily
demonstrate that their activities benefit not just
their members, but the larger community as
well. If the primary function of the barter net-
work is perceived as that of a “broker” for indi-
vidual members to exchange services, then it
will be considered (like a cooperative) to be op-
erating for the benefit of a specific membership
and thereby ineligible for tax-exempt status un-
der section 501(c)3.

If you hope to acquire tax-exempt status for
your barter network, either request membership
donations on a regular basis in lieu of dues, re-
quire membership fees but on a sliding scale
based on ability to pay (see Chapter 3), or be
able to demonstrate specifically how your net-
work is of obvious benefit to the community at-
large, not just your members.
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Sponsorship of a barter network will not
threaten the status of a 501(¢)3 nonprofit orga-
nization. Tax-exempt status is only in jeopardy
if the primary function of the organization is
considered to be facilitating service exchanges
for the mutual and exclusive benefit of a mi-
nority of community members.

Staying Small and Informal

While becoming a corporation doesn’t mean
that your network has to be large, it does for-
malize it. As mentioned earlier, a barter net-
work involving only a small close-knit group of
neighbors needn’t incorporate. The legal protec-
tions and tax benefits provided by incorporat-
ing may not be seen by the group as worth the
effort of incorporation. One alternative is to be-
come an unincorporated association. This is a
simple process, and guarantees that no one can
do business using the name of your group.
However, individual members then remain lia-
ble for the business of the network.

For many, incorporation or formal associa-
tion simply won’t provide any tangible benefits.
For others, incorporation may be considered
necessary for operating the network. Only you
and the organizing committee can decide what
kind of structure is most appropriate. The deci-
sion should be made only after receiving com-
petent legal advice.

Our reflections have led us to the conclu-
sion that it will not be until people accept
the fact of limited resources — not until
they see that to achieve their goals re-
quires them to exchange resources in bar-
ter style with others who have some of the
resources they need — that they stand a
chance of experiencing a more satisfying

sense of community.
Seymour Sarason
Human Services and Resource Networks




part two

How Organized Barter Works

E very barter network uses its own methods of
locating its participants, and cataloging all the
various goods and services, both those offered
and those needed. Methods differ, also, in how
the wants and offers of the members are
brought together to achieve satisfactory results.

Whether a network operates with a system of
recording all the credits earned and spent, or
whether it keeps no such records, but simply is-
sues trading stamps, tokens, and chits, a value
is given to the credit unit, and it is this, together
with the pool of available services, that facili-
tates the multiple indirect exchanges character-
istic of these barter networks. Some networks
are highly structured, with all sorts of required
procedures, while others simply put people to-
gether with the information they need and leave
them to fend for themselves.

Some networks maintain a 24-hour tele-
phone answering capability, while others dis-
tribute lists of available services together with
the names and phone numbers of the people
who are offering to perform these services.
Some groups have been able to get along with-
out an office. There are a myriad of variations
in the way an office can be run, depending
upon the goals of the organizer(s) and the needs
of the community. This part of Chapter 2 de-
scribes some of these approaches, how they
work, and what basic information is needed for
any neighborhood barter network to function
effectively.

PROMOTION AND RECRUITMENT. Promoting a
barter network differs very little from promot-
ing any community program, except that more
than an organization is being promoted. An
idea is being put forward which suggests an un-
familiar and different way of doing things. That
is why the promotional activities of a barter
network focus in two directions. On the one
hand, you are promoting an organization which
is needed to make available, in a particular
manner, services of a certain value. At the same
time, you have to promote and get neighbors to
do things differently from what they are used
to. The barter network offers an organized
method for people to get some of the things
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they need by sharing and providing their ser-
vices to others. You are appealing to a variety
of people of differing values and different moti-
vations. While saving money certainly is one
benefit of barter appreciated by all people, a
stronger appeal for some will be the opportu-
nity to bring out their unused talents and to
help out in the community. Promotional activi-
ties should cater to these differences in people’s
attitudes and demonstrate to potential mem-
bers that organized barter can be of real value
to them. You should be able to show what your
barter network can do for its participants and
for the community.

POSTERS, FLYERS, AND BROCHURES. A rela-
tively inexpensive way to promote your barter
network is by distributing posters, flyers, and
brochures. The flyers and posters should con-
tain a condensation of the material used in a
good brochure. This should include, but not be
limited to, the following:

Brief description of the network and how it
works. This description should be as brief and
to-the-point as possible. It should respond to
the following questions: “Is it a network of only
individuals, or does it include organizations?”’
“Is it a community-wide program?” “Does the
program offer goods as well as services?” “Who
supports or sponsors the program: members,
government, a community or civic organiza-
tion?” “How long has the network been
around?” “What is its primary purpose?”

Examples of available services. All promo-
tional materials should provide either samples
of services that can be bartered or a complete
list of services being offered. Initial printings of
these materials need not list services that are
readily available through the network (a begin-
ning network will have an insufficient member-
ship to deliver a wide array of services), but can
be the product of a brainstorming session of the
network organizers. The skills listing or exam-
ples of available services found on promotional
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materials are an invaluable educational tool.
They respond to the question, “I don’t have
any skills that someone else would need; what
could I offer?” A creative listing should show
each individual that their needs can be met and
that their services will be in demand. If a skills
listing is used, it should consist of major catego-
ries (“Arts, Crafts, and Theater,” “Business and
Law,” “Communications,” “Education,” “Con-
struction and Home Repair,” “Gardening and
Forestry,” “Health,” “Odd Jobs,” *“Sports and
Games,” “Transportation,” etc.) under which
specific services are listed (see example). For
each reading, the categories should be con-
structed so that no service appears in more than
one category. A master skills list in the network
office may include multiple listings (of the same
services under different categories), be cross-
referenced, and will represent those services
currently available through the network (see
“Getting the Information You Need”).
Statement of how the network will benefit the

reader. A brief statement, which spells out the
many benefits of the network, will complement
the examples of services and skills listed. It may
refer to the individual’s need to save money,
make new friends, gain valuable job experience,
help people in need, be creative, and make use
of spare time, etc.

Statement of any costs associated with partic-
ipating in the network, such as membership
fees, “handling charges,” required donations of
work, etc. (see Chapter 3).

Graphic illustrations which convey the barter
message or a network logo (or both). Graphics
should be used as much as possible — pleasing
to the eye and often are more effective than
written statements. As they say, “A picture is
worth a thousand words.”

Contact information tells prospective mem-
bers how they can get additional information to
join and participate in the network. The bro-
chure itself may include an application form, or
else it may have a space for applicants to write

ﬁl, EILEEN!. FINALLY FIXING
OTHER PEOPLE'S CARS FOR MONEY?
2, / NOPE,RAY, FOR

OUR CUSTOMER YNOPE. T'M GET-
15 PAYING YOU
IN GUITAR LESSONS?, LESSONS FROM

ARE YOU
PUTTING

TING GUITAR

NOPE. BY JOINING THE
BARTERBANK, I CAN FIX
A PERSON'S CAR FOR CREDITS
AND THEN TRADE

WHAT A RIGHT ON!

GREAT IDEA!

( ‘EM INTO GET
O\ WHATEVER T
m“mﬂ’ ) { oTHER FEveeR!
| -W G Sogdoar— )
BARTER — AN OLD WHAT DOIHAVE TO OFFER? INTEREST LISTING
IDEA IMPROVED You don't need to be a professional to be A small additional fee provides you with

Up to now, people have bartered directly
with one another, exchanging clothing for
food, yardwork for music lessons, repair-
work for babysitting. . . The Barterbank,
Inc. goes beyond the “simple swap” by
making possible indirect cashless trade, by
using a credit system. For example, Wendy
teaches French to Larry for which she
receives credit. She can then use those
credits to obtain a table from Helen. What
makes The Barterbank, Inc. unique is that
you do not need to trade with the same per-
son to receive the goods and services that
you want. This will enable you to readily
tap into a tremendous network of people
with all sorts of skills, goods and services.

WHY BARTER?

In these hard times, barter can help if you—
© are short on cash.

e are concerned about inflation.

e need private lessons but can't afford them.

e are putting off services that you need done.

e own something you no longer need that

you would love to swap for something else.

o seek amore personal way of doing business.

o have skills or knowledge you could be
using to increase your earning power.

e want to meet people through sharing.

qualified to teach or offer a service. What-
ever your level of expertise, this is an excel-
lent opportunity to share and benefit from
skills you might not otherwise use. If you
feel stuck for ideas, see the back flap.

HOW THE BARTER-
BANK WORKS

You can teach flute, repair a car or bike,
offer appliances or stereo equipment, etc.
and receive credit which can be exchanged
for any services or goods the bank has to
offer. Prices charged are left up to you to
bargain for and are expressed in credits

for the doer and debits for the receiver”
When a transaction is completed, doer and
receiver inform The Barterbank, Inc. of
the amount of their respective deposits
and withdrawls.

QUALITY OF OFFERINGS

As part of the application procedure each
member is required to describe the back-
ground he or she has in a given skill or sub-
ject area. Unrestricted access to this infor-
mation enables you to find the person with
the level of expertise you need. In this way,
The Barterbank, Inc. maintains quality in
its offerings.

*Each credit or debit unit is equal in value to one U.S. dollar.

access to a related kind of network. Using
the Interest Listing, you'll be able to find
people who share your interests in tennis,
sailing, literature — anything which is not
to be bartered.

WHAT DOES THE BARTER-

BANK HAVE TO OFFER?

° LOW COST
For $15 per year, you have unlimited use
of a network whose number and variety
of offerings is as unlimited as members'
interests and skills. No extra charges.

o BI-MONTHLY NEWSLETTER
Every other month, The Barterbank,
Inc. will publish a newsletter to inform
members of the current availability of
categories of goods and skills, plus
unusual items.

° CONVENIENCE
You'll be referred to people who live
closest to you.

e EFFICIENT COMPUTERIZED
SERVICE — Call us, say what you need,
and you'll immediately receive the phone
numbers of people who meet that need.
Using a computer, information is kept up
to date and dependable.

The Barterbank, Inc. is @ member of the Free University Network and
The Barter Exchange of The National Center for Citizen Invoksement.
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in their name and phone number. The applica-
tions can be followed up later by network staff.

Posters, flyers, and brochures can be placed
or distributed in public facilities (such as public
libraries and schools), posted on community
bulletin boards, distributed at public gatherings
(such as fairs, festivals, and flea markets), or the
information may be inserted in the newsletters
of local civic groups, churches, agencies, or
other organizations. Any place where people
congregate is ideal for distributing promotional
materials, especially those places where people
stand around waiting. This may include waiting
areas in hospitals or car wash lines, unemploy-
ment offices, or food stamp or other public as-
sistance agencies. No matter which facility you
select, ask the manager or other person in au-
thority for permission to distribute your
materials.

PUBLIC PRESENTATIONS. Flyers and brochures
can be distributed at times when talks and lec-
tures are being given to civic groups and to
other gatherings of prospective members.
There, you can discuss your network and/or
distribute your materials. In making any public
presentation, however, keep in mind the need
to show the tangible benefits of barter. This
might include producing a slide show or video-
tape showing members bartering with one
another.

Any publication or presentation on the barter
network should be as anecdotal as possible.
You want to convey the “personal side” of bar-
tering and what it means to people. Discussing
barter in the abstract will do little to promote
people’s enthusiasm for the network. If you are
speaking before a group, ask members of the
audience what their needs are, ask them what
skills or services they have to offer, and demon-
strate how organized barter can help them. You
will want to anticipate such questions as: “I ex-
change services with friends all the time; how
will this be different?” “I do such-and-such for
a living, but don’t have any skills worth barter-
ing; what do I have to trade?” “What skills are
available right now through the network?”
“How many members do you have?” “Where
do I have to live to be a member of the
network?”

Barter fairs also demonstrate, in a very tangi-
ble way, what bartering is all about. They re-
quire only the use of a free location, such as an
open field, parking lot, or baseball diamond; a
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Barter Fair

Slated

A spring Barter Fair,
sponsored by the Josephine
County Skills Exchange, is
scheduled for Sunday, April 1,
in the Grants Pass Boys Club.

Steve Van Hook, exchange
director, said there is- still
plenty of space left to set up a
booth for tradeabies.

“If you haven't enough to
warrant a table, bring what
you have in a bag or box and
mingle with the traders,” he
advised.

The spring fair will be
modeled on the Christmas
Barter Fair which saw

. everything from crafts to food

and from household
necessities to entertainment
being exchanged.

Jo-Co Skills Exchange is a
service based on the premise
that everyone has something
to offer that someone else
needs. The emphasis is on
fairness of exchange. Only
when both parties to a trade
are satisfied is the success of
the service guaranteed.

Membership is not required
to use the exchange. Services
may be offered by calling the
exchange office. The ex-
change does the rest.

“An example,” said Var
Hook, “is a woman who

April 1

wishes to trade a portable TV
set for an electrician to rewire
her puinp house.”

Members are entitled to
increased service through
having goods and services on
file, access to avertising of
trades, use of the credit
system and the moathly
newsletter.

Membership is obtained
through 2 $5 donation and $2
per month dues which can be
paid in cash, goods or time.
Nobody is excluded because of
lack of money, Van Hook says.

Details are available from
Van Hook at his office, Room
402 of.the Wing Building, 215
SE Sixth St., or by calling 479-
0375.

way to promote the fair to potential attendees;
and volunteers to put up signs, control the
crowd, and coordinate the event. Fairs can take
many forms, but basically provide people with
an opportunity to bring their talents or goods to
share, let people know what they have to trade
and what they need in return, and arrange mu-
tually beneficial swaps.

Barter auctions are often sponsored in coor-
dination with barter fairs. Auctions provide in-
dividuals with an opportunity to present their
skills, materials, and needs (on a stage or po-
dium) for “auction” to people who can offer
something in return.

Skits or plays which tell the “barter experi-
ence” are an enjoyable way for members to
share their enthusiasm with others. They are an
inexpensive and highly effective way to pro-
mote the network. Slide shows and videotape



presentations can be more costly, but they are
well worth the effort, providing that the neces-
sary equipment and technical expertise are
available.

LEARNING WORKSHOPS. Network members
not only perform services for one another, or
trade material goods, but often learn from one
another as well. One member may receive
credits or a service in return for teaching a par-
ticular skill in lieu of doing for someone else.
This notion can be expanded in the form of
learning workshops, which bring a number of
members together to learn a particular craft or
acquire practical skills in plumbing, carpentry,
creative writing, auto repair, weaving, resume
writing and job hunting, to name only a few.

, ¢

SkillsBank

COMMUNITY LEARNING SERIES

THE COMMUNITY LEARNING SERIES is an educational experience avallable to
members of the SkillsBank on a credit-hour exchance basis. All of the
classes will be held on Saturdays. If you are not alreadv a member of
the Hank, now 13 a ood time to loin. Call 482-BANK in Ashland, or
773-3818 in Medford for information on Joining. If you are already a
member and would like to reeister for a class, please contact the Ashland
office, as reristration i{s beine handled there. Thanks, and hope to see
vou one Saturday soon!

JANUARY 12 BASIC CAR TUNE-UP/Ron Niccum
JANUARY 19 MAKING TOFU/Ken Frires

JANUARY 26 BAKING YEASTED BREAD/Elizabeth Bolster

FEBRUARY 2 ETS/Kathleen Buchanan

FEBRUARY 9 GROU

UP/creative movement with Mary Ward Smith

FEBRUARY 16 RELIEVING TENSION WITH JIN SHIN DO ACUPRESSURE/Joyce Ward

FEBRUARY 23 THE VITALITY OF SOLAR FNERGY/Lawrence Schechter

MARCH 1 THF ART OF SPINNING/Suzanne Rainbow

MARCH A STORYTELLING AND IMPROVISATIONAL THEATER/Carolyn Myers
MARCH 15 FUNDAMENTALS OF T'AI CHI CH'UAN/ Shandor Rainbow-Wind
MARCH 22 HEALING WITH SOUND/Gaea lLaushinebird

MARCH 29 USEFUL WILD PLANTS/Tom Ward

N2
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In some instances, network organizers will
find that one service is in high demand but be-
ing offered by only a few members. This
presents an opportunity to bring members
needing the service together with one or more
members providing it — for a “learning ex-
change.” Workshops may be limited to network
members, but if they are open to the entire
community, they are an excellent promotional
tool.

The transfer of knowledge and experience
may be more structured, in the form of an ap-
prenticeship or tutoring program where one or
several network members will be matched with
network “mentors’” who teach a particular craft
over an extended period of time.

Whether learning exchange takes the form of
““one shot” or serial workshops, or are more
structured apprenticeship or tutoring arrange-
ments, the exchange of knowledge from one
person to several is an appropriate function of
the barter network. Not only is such skills de-
velopment of value to individuals, it is also a
good way to promote the barter network.

COOPERATIVE RECRUITMENT. Nonprofit and
civic groups utilize network members as con-
sultants in fiscal or program management, vol-
unteer recruitment and training, or as office
workers. These organizations can also trade a
variety of services among themselves as well: of-
fice space, equipment, written materials, or ex-
pertise (technical assistance) and training, or
volunteers. In exchange, existing membership
organizations can provide the barter network
with a “ready-made’ pool of members.

Small businesses, especially print shops, type-
setting and graphic firms, restaurants, and other
service industries can provide valuable services
to the network itself (and to its members) in ex-
change for needed publicity. New small busi-
nesses often are especially eager for the kind of
publicity which can be provided through net-
work affiliation.

Community organizations, cooperatives, and
small businesses require special attention be-
yond that given to individual members. Net-
work staff need to assure institutional members
that they will not be overburdened with re-
quests (a special concern for profit-making
members, who must limit their barter activity),
and that network membership is beneficial in
both the short and long run.

One individual should be responsible for all
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institutional accounts to assure continuity,
member confidence in the network, and maxi-
mum creativity. Distinctions may have to be
made between the account of a particular insti-
tution and the individual accounts of its em-
ployees.

Different institutions may participate for dif-
ferent reasons. For example, a struggling small
business may see barter as a way of reducing its
overhead. and of increasing its visibility in the
community. Another business may see network
membership as merely part of its civic duty. A
nonprofit organization may see the network as
a way of trading services with other organiza-
tions, or as a way of increasing its own
membership.

The two most successful forms of cooperative
recruitment include: 1) liaison between net-
work staff and institutional representatives, and
2) presentations made before the entire staff
and/or membership of local institutions.

Cooperative recruitment should be con-
ducted by those network staff (or members)
who are familiar with the needs and operation
of community organizations and small busi-
nesses and, preferably, who have some personal
experience working with these institutions.

WORD-OF-MOUTH. Perhaps the most effective
and least costly way to promote your network 1s
by word-of-mouth. Satisfied network members,
speaking to their friends, co-workers, or other
associates, will be able to tell what being a
member of the network means to them, and
they will share their enthusiasm with others.
Members may be offered special incentives to
do recruiting, such as free membership, or
waiver of membership dues for recruiting one
or more new members. Additional benefits are
described in Chapter 3.

Barter gift certificates are an innovative one-
on-one way to introduce people to the barter
network before they take out membership.
Such certificates generally are used, however,
only by those networks which operate with a
credit system and a record of member accounts.
Here’s how gift certificates work: Member “A”
“purchases” a gift certificate worth five credits,
and his account is debited accordingly. The
member then gives the certificate to a friend,
who is able to use the certificate as a way to
obtain a needed service. Such certificates, like
those offered by many restaurants or retail
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stores, specify only the value of the gift, not the
nature of it. Somepne who has this kind of a
barter gift certificate may ask for any service
available through the network, yet is not obli-
gated to provide a service in return. When used
in a limited way (such as a seasonal way to
promote the network), gift certificates can be an
excellent way to recruit new members and pro-
mote the network.

MEDIA. Television (commercial, public, and ca-
ble), radio, newspapers (regional, city, and lo-
cal), and area newsletters all are good sources of
free publicity for the network, available because
you are a nonprofit organization. All of the me-
dia are required to help in promoting worth-
while community projects, and they should be
eager to provide their professional help to get
your message across.

The resources listed in Chapter 7 will show
you how to identify and approach the media to
promote your program. However, when using a
broad-based medium of communication, bear
in mind that it may reach people far beyond the
area in which you are building your barter net-



SECRETS OF SUCCESSFUL SWAPS

e Set up swaps so that you feel good about
them — both about what you are offering and
what you will receive.

Be flexible when setting up a swap. The more
skills or goods you have to offer, the more people
your swap may attract with a wider range of skills
and goods for you to choose from.

Define your swap carefully (e.g., the front lawn,
14 X 20 feet, mowed and edged for a chicken
dinner with apple pie.

Equate your goods or services in hour, dollar, or
product values as nearly as possible (e.g., a
shampoo and set in exchange for a piano lesson).

You will be expected to furnish any materials
needed in your swap (i.e., the wood and brackets
for shelves to be put up). The only exception to
this would be if you specify otherwise in order to
even out the swap should you find yourself offer-
ing much more service than your swapper would
be.

Be realistic about the value of your goods in
terms of condition, amount of wear or life left in
them, and whether it has been outdated by newer
models, styles, or fads — or is in fact a priceless
antique (in which case get a professional to price
it!). Check actual market value or want ads for
prices on similar articles. But first be sure you
want to part with that article at all. Imagine how
you will feel to see it going out the door with
someone else.

o Offer only those services you really feel comfort-

able and competent giving now (e.g., the former
baker who has developed an allergy to flour
should not offer his baking skills!).

Keep your expectations of your swapper reason-
able (e.g., the swapper needing “a few altera-
tions’’ handing over nine garments requiring
extensive changes).

Do be able to say ‘‘no’ and set limits should you
find yourself in a situation as above.

Once you have defined your need and set up a
swap, do not change what you expect your swap-
per to do (e.g., the man who arrives prepared to
install locks on the windows should not be asked
to rewire the lamp instead).

Be sure that both you and your swapper know
and understand the exact terms of the swap.

Where there is any doubt, ask to see a sample of
the work first so you can suggest any changes
that might be necessary.

Enjoy your swapper’s company. He is a volunteer
there to help you. The happier you can make him,
the more likely he is to do something for you an-
other time — or for someone else.

Do keep in touch with Swap-A-Skill at 277-4101
so that we know how your swap works out.
That’s how we keep in touch with what you really
need! Should we not hear from you within a
month’s time, Bill Irwin will call you.

(Educational brochure provided to network users. Courtesy of
Swap-A-Skill, San Jose, CA)
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Swap Talk

by Steve Van Hook

In this column for the next few issues we will be
listing the goods and services that people have
offered to trade on a barter basis. Providing you
have (or do) something of worlh to the person you
want to deal with, you too can participate in this
rewarding means of sharing.

New skills are constantly being added to our
roster, so if a service you seek is not on the list, give
us a try anyway. We'll give every effort to meet your
needs.

For your future convenience, be sure to clip this
and the following columns until the series is
completed. Call the Skills Exchange at 479-0375 to
join in with the fair and friendly peopie already a
part of barter.

These are available: Accounting. acreage.
advertising. air conditioner repair. airplane rides,
anatomy tutors, alterations, answering service.
unholstery, appliance repair. architecture. arts and
crafts tutoring, art supplies. art work. astrology.
auto body work. auto painting. auto repair, auto
tune-up, baby sitting. back-hoeing. baking. band
instrument repair, band saws. barbers. batiking.
beauty operators, bees. bible study. hicyele work,
bio-dynamic farming. birthing coaches, bleaches
(hair), blue prints, boat trips. body brace maker.
books, bookkeeping, brief hand. brass instrument
instruction, butchering, cabinetry. cab-over
campers. cake decorating. camera and projector
repair. canning. cars-trucks-trailers, carpentry,
carctaking, carpet. carpet cleaning, carpet
sweepers, cartooning, carvers, hiers, cat work,

e

(business and personal), cooking, crafts, crocheting,
cross country skiing, dance classes, dance partners,
death and dying counseling, decorative painting,
deep freezers, dental hygiene tutoring, dentists,
denturist training, dog exercise, dog grooming, dog
obedience training. dog sitting, doll repair,
domestic work, draftsmen, drama tutoring. drapes,
drapery installation, dried food preserving,
driving, driving instruction, drug workshops,
drywall work and dump trucks.

jobs with his four-wheel drive diesel tractor. Says
Gray: “I gave him a couple of hours work, he gave
me a truckload of wood. It worked out fine. .. areal
good trade.” If you, %00, can use the services of
Gray's tractor, he adds: “I can always use mare
wood.”

Much For Trade: Hermana & Marianne
Schroeder are from Germany, and can tutor
German with the expertise of natives. They also
offer for trade leather goods and repairsof all types,
bookkeeping, tap dance and accordian lessons, two
accordians, a sh k di hine, a solid
iron press “clicker”, a Searselectric dryer, a No. 700
“Fabric master”, and a wood stove that takes 20
inch logs. They are especially looking for dental
services, firewood. 2' x 6" redwood boards to build a
patio, brown eggs. and any kind of nuts (save the
human variety). They can be reached by calling the
Skills Exchange at 479-0375.

Good Cook: Joan Edwards writes us and says she
is a “good cook that will exchange my skills for

catering, c.b. repair, t finishi 3
chainsaw work, child care, clarinet instruction,
cleaner:, clearing land. clerical skills, clock repair,
clothig, clowning, communications,
commu nication workshops, computer
progran ming, concrete work, consultation services

who could make me some bird feeders and
plant boxes. Bring your own recipe, or let me know
what you want cooked.” You can reach her at 476-
9649, 479-6505, or through the Exchange.

Washer Won't Work: Rhonda Cowie needs her

washing hine fixed in exch for reliable and
capable babysitting services. Please call to help.

Car Pal: Doris Oltman would like tofind someone
willing to share rides with her husband in the
interests of gas conservation. He works in Medford
from 8 to 6 at KOBI, then returns to Granta Pass.

Glass Wants Window: The talented local artist,
Roberta Glass, would like to find a business window
she can do her pastel portraits of the public in. She
offers in exchange publicity, bringing new people
into your business, bookkeeping and typing. and
adding a little color and life that is sure to attract
customers from the street. Roberta will be teaching
artistic skills at the Masterpiece Gallery on Fridays
starting the 18th.

Thank Heaven: Jane Miller would like to trade
some of her like-new little girls’dresses and clothes,
size 2 and under for some little boys’ clothessize 6 to
7.

.Hot Pop: Peggy Taylor would like to trade
miscellaneous talents and goodies for a hot-air
popcorn popper. Call the Exchange to reach her.

Paulson's Jam: Al Paulson, a voracious
consumer of peanut butter and jelly sandwiches had
offered his iandyman talents in exchange for
homemade jams and jellica. Bertha Sigelkoff
needed her rain gutters cleaned, and was unable to
do it herself. She called and asked us if we could
help her get the job done, noting she had some
preserves to trade. Al rushed on over, and Bertha
reports: “He is a very fine person . . . I really
recommend him. [ gave him more jam than he
asked for, because he was worth more.” She also
applauded the Skills Exchange with “] appreciate
all this free service. Thank you so much!”

work. Your promotional activities should not
extend beyond your intended membership. Ac-
cordingly, some of the most suitable media for
a small-scale or beginning barter network to use
are the newsletters of the local civic and com-
munity groups and local cable TV.

A good newsletter can complement a net-
work brochure as a promotional tool. In any
case, it is an added benefit of membership. A
network newsletter can provide members with
an opportunity to “advertise’ their services (if
they haven’t been called upon frequently), to
hear the “personal side” of exchanges taking
place through the network, to get a chance to
participate in the leadership or administration
of the network, hear about important “goings
on” in the community, or generally be kept up-
to-date on the activities of the network.

In addition, a number of major newspapers
across the country feature swap columns where
individuals can list things they need or services
they are willing to trade. With barter networks
providing the copy, most newspapers will spon-
sor a swap column at no charge.
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GETTING THE INFORMATION YOU NEED. Col-
lecting the necessary information on new mem-
bers can be done in various ways: On-site —
Member information can be obtained at the
place of recruitment. Recruitment can be con-
ducted immediately following a public presen-
tation or through a booth at a public event.
Mail-in applications — Interested individuals
can be sent an application form to complete
and mail back to the network. Walk-in — In-
terested individuals can come to the network
office, obtain information on the network, and
complete an application form with assistance
from a network staffer. Phone-in — Prospective
members can provide information over the
phone, have a completed application mailed to
them for their signature, and return it to the
network by mail.
The information needed from network mem-
bers includes:
e Name, address, day and evening phone num-
bers;
e Goods and services offered;
o Availability preferences (the time of day,
week, or season of year the member is willing
to provide the service).




Optional information includes:

¢ Proficiency codes or some indication of the
member’s knowledge of the services they are
offering. Proficiency codes may designate: (1)
for “interest only, no special training;” (2) for
“accomplished amateur or hobbiest™ or “se-
rious student;” (3) indicating the member has
““at least three years of on-the-job experience”
or “one year of on-the-job experience and a
college or technical school degree;” (4) indi-
cating “five years of on-the-job experience”
or ““one year of on-the-job experience and
graduate or professional degree;” and (5) “ten
years or more of on-the-job experience” or
“five years of on-the-job experience and grad-
uate or professional degree.”

e Personal references or other information of
possible use to network coordinators, such as
member’s age, sex, race, income, employ-
ment status (unemployed, employed part-
time, or fully employed), or whether or not
member is a student.

This information should be provided by the
member on an application form and also
should include:

e A statement of tax liability (see Chapter 5)

Application Form

NAME: MEMBIR S

SURVICES & SKILLS | AM OFFERING.

Cotrent dillener 12348

L Wil gre advie o
3 Cntact others with 1his same nterest OR Wil Meip orgamize.
T Aoy rotescn

Do oniy oxcavonally UG Licensea
.

M Have 10013 of thes shidl o achivaty

SERVICE OR SkiLL

<001

T
i

TOOLS MATERIALS PRODUCTS & RESOURCES 1AM OFFIRING:

ODEs
O Oonate to libear

€ Letlibrary use & heeo sn central location
% Keep at my home and tend out H

M Use onty at my home
5 Useineschange tor
Banter

LT For a gesignated or hmited e only
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SKILLS & SERVICES | WOULD LIXE TO PURSUE:
oDty

~a

Iearning or acdng -

.
NHO eed help organsting

which may read: “The exchange of goods or
services represents income and is taxable. Ac-
cording to the Internal Revenue Service,

‘... The amount of income which must be
reported is determined by the fair market
value of the goods or service received . . .’
However, some exceptions are made when fa-
vors are exchanged among friends or neigh-
bors. If you have any doubts that an item or
service gained through the network is taxable,
contact your nearest IRS office.”

A statement of network liability which clari-
fies the network’s role as limited to that of
matchmaker. This statement should be sim-
ple and devoid of legal language. By stating
clearly where the network’s role begins and
where it ends, the member understands that
he/she is responsible for damage to property
or individuals and that the network makes no
guarantees as to the quality of services
provided.

A place for member signature and date of
application.
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1ation, even the cost of fixing a
eaky faucet can be prohibitive to
some household budgets.

But a new program available
‘hrough the John Ball Park Com-
munity Association (JBPCA)
should provide some home-
ywners with an alternative to
aighrepair bills. .

The JBRCA SWAP program is
oased on the barter system of ex-
shanging services. SWAP s
1n acronym for Service With Ac-
-jve Participation. _

The program is based on the
sremise that wzn hour's worth of
work is worth an hour's worth of
work,” said SWAP coordinator
Jjane Simonson.

Residents who qualify for the
program can exchange their
abilities or skills for another
cesidents time for needed repairs
without any hard cash ex-
:hanginghands.

«This program is totally unique

for Grand Rapids,” said Simon-

son. “Any resident with anything
tradeable canregister »

Simonson  said similar

s are being run in Ann

John Ball Park association
inaugurates community
service exchange prograti

Arbor and Evanston, n.

by Paul Overeiner " i ¢ o
The program 1S organized so  repairs easier, If someone nes

In these days of double digit in- that a person with a skill or a basin wrenchto do some plumb-
ing repair, for example, the

ability can pledge his time, much
like making a bank deposit. That
person is then eligible to receive
time from another person with a

different set of skills.

And valuable skills are not [OF the program Wwas received
limited! to home repair justovera month ago-
techniques, either. Tobin said the JBPCA has

A person with” the ability to received $30,000 in community

teach someone

program:

some of those specialized home

JBPCA might be able to supply
it onloan.

According .to Thomas
director of the JBPCA,

Tobin,
funding

how to play the development funds which will

{t's based on the old fashioned bartef
system where neighbors take care of

each other.

piano might be able to receive in-
struction in a foreign language
trom another resident as part of
the exchange.
“We're pretty

eachother.”
As an added bonus, if a reside
gets a registered neighbor to
the work, he is eligible for ¢/ Maximum
worth of repair materials. $13,850,
1n addition, the JBPCA is
acquiring 2 ool bank to 1

ne
cme a]loWed is

o
Sime.s“ the excit;
hidd, o is help;

o enskills, piny

any olde,
ave noth;; T women c}y;
Change, Sy, 2 offer in e o
delighyey MO"SON Said, and se
therg a0 tell th +andshe js

Sometip, 1B You cand. T
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as basje a:s these abijjy;

. \Vatcmng so es are
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Among the barter networks which keep the
exchange credit records of their members, some
make use of the application form to show the
running balance record which results when the
credits are earned and spent. (See “Indirect
Exchange.”)

Once the necessary information is obtained,
its use will depend upon how the network 1s
structured. The information may simply be re-
printed in directory form for distribution to
network members only or to the public at large.
The applicant’s information may be stored in
one of several other ways which help the net-
work members get in touch with one another,
without the need to keep complicated records.

The application forms, placed in a file drawer
or folded and placed in a card file, may serve as
a member file. If this approach is used, applica-
tion forms usually are printed on heavy stock
and folded in such a way that the member’s
name appears on the top.

Many networks assign a registration number
to every new member. Then, instead of using
names, only these numbers are used in the
skills file, which is the detailed list of all the
services offered. If, for instance, ten people offer
to help with sewing, then, after the item “Sew-
ing,” the ten registration numbers will appear.
It is evident that this use of numbers in the
skills file saves space. Also, it saves time and
helps to simplify the work of the office. More-
over, it protects the confidentiality of this file,
because, without a special cross-index or listing
of all members with their registration numbers,
no one could know who was offering which
services.

The last registration number of the last per-
son to join the network can tell the office
workers at a glance just how many people have
joined the organization. After a member leaves
town or drops out of the network, the registra-
tion number is reassigned.

SKILL FILE CARD

(Skill or Service)

MEMBER # (OR NAME) PROFICIENCY CODES COMMENTS
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL
1-2-3-4-5 SORTEAOCTOL

PROFICIENCY CODES EXPLAINED
Current skill level (low) 1-2-3-4-5 (high)

S Contact others with same interest
OR Will help organize as a group activity
TE Willing to teach

A Will give advice

OC Do only occasionally
TO Will teach only

L Licensed or certified to provide service
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Whether or not members are assigned regis-
tration numbers, every neighborhood barter
network maintains some sort of skills file or in-
ventory of all available services. Without this, it
is impossible to do the essential work of infor-
mation and referral. This file is a listing of all
services available throughout the network. File
cards (5" X 8'") can be used, each one showing
one service and the names (or registration num-
bers) of the members providing this particular
service. Ordinarily the filing is done alphabeti-
cally, though it may be done under category
headings within which only the detailed listings
are alphabetical.

These files of available services also may in-
clude helpful information about the members
who are offering their services. For example,
proficiency codes (taken from the member’s ap-
plication form) will help the network staffer to
choose and select either a skilled or an un-
skilled person to do the job being requested.
Additional helpful comments can be written on
the cards of this skills file.

Other information which some networks reg-
ularly include on all of their cards which list
services is the zip code and those telephone

number prefixes which show the general area in
which people live. If it is desirable to narrow
down or pinpoint the location of the member’s
residence, this can be done with a map and spe-
cial codes to show, for instance, city block areas
and other boundaries.

A separate file of goods or materials offered
by network members may also be maintained,
listing materials alphabetically with reference to
the members providing them (see example).

All requests for services, referrals of mem-
bers, and reports of completed transactions are
recorded on a network daily log. This log can
indicate which network staffer is handling the
request, serving as a reminder when a referral
should be followed up. Once a request for a ser-
vice has been made, and names and phone
numbers of two or three members providing
the service requested have been provided, the
network staffer is responsible for: a) following
up on the request to make sure that someone
has been found who will provide the service,
and b) following up again to make sure that
the service has been completed. At this time, a
special notation can show whether the work
done was satisfactory or not. This information

DAILY LOG
MEMBER SERVICE MEMBERS DATE FOR | TAKEN
DATE MAKING REQUEST REQUESTED REFERRED FOLLOW-UP | BY
1/25 Jim Auto tune-up Susan 1/29 Grace
1/26 Susan House-sitting Bob 1/30 Grace
1/26 Bob Carpentry Jim 1/30 Grace
1/27 David Child care Ruth 1/31 Mike
1/27 George Haircut Kathy 1/31 Mike
1/28 Henry Clothing repair Nan 2/1 Mike
1/29 Larry Car repair Susan 2/2 Karen
1/30 Ruth Shoe repair Henry 2/3 Karen
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may be recorded in the member files or in some
other convenient location. It will be helpful in
making future referrals.

It is extremely important that new members
receive quick referrals to service providers, that
network staff are attentive to the new member,
and that a successful, mutually satisfying ex-
change takes place. While this is an ongoing re-
sponsibility of network staff, it is particularly
important in the early stages of network opera-
tions and when introducing new members to
the network.

Whether the network staff is full-time or
part-time, paid or volunteer, all these workers
may have their own member “case load.” This
assures that the needed follow-up is done and
that proper “one-on-one” attention is provided
to network users. Network staff may also
“matchmake” over the phone using the three-
way calling option available from the phone
company (not available in some areas). Two
people with a need are brought together to dis-
cuss their potential for a transaction. The role
of the network staffer, in this instance, is to in-
troduce the members to one another, infuse as
much creative thinking as possible, and make
the two persons involved feel at ease.

INDIRECT EXCHANGE. The primary function
of the barter network is to make the exchange
of services occur more often and among people
who ordinarily don’t have an opportunity to in-
teract. Without such a network, lists or directo-
ries of people and their available skills can
facilitate this interaction, but only to the degree
that two people can arrange a mutually benefi-
cial exchange. Even though one person may
provide a service in exchange for a reciprocated
service at a later time, the swap is still limited
to two individuals trading only things they con-
sider to be of equal value.

A pool of services, however, can make a
member’s services available to all network
members, and enables the user to give and re-
ceive services to/from different members at dif-
ferent times, trading in different parts or
amounts of these services. A barter network
pool facilitates “triangular’ or indirect ex-
changes; that is, barter involving three or more
people trading either simultaneously or over no
predetermined time period. This service can be
provided in one of three ways: 1) through a
coupon system; 2) through a system of debits
and credits where each network user maintains

a bank-like account of “‘assets” and ““liabili-
ties”; or 3) through a referral system which
matches three or more people simultaneously
without coupons or credits.

THE COUPON SYSTEM. Under this system
credits are issued to and spent by members, but
no central records are kept of these transac-
tions. Members are issued a limited number of
chits, stamps, or tokens, each being valued as
being worth one credit or one hour. Individuals
possessing this kind of currency trade among
themselves until their coupons are used up.
They can start earning them back by providing
their skills to those other members who have
not yet spent all of their coupons. This system
is simple, and it leaves the office staff to spend
most of their time with the basic function of in-
formation and referral. Like money, coupons,
stamps, and tokens can be lost or stolen. The
use of coupons in neighborhood barter net-
works is often found in England and in Can-
ada, where they are called “link schemes” or
“link exchanges.”

COMMUNITY ENERGY BANK

credit exchange

DESTRIPTION OF EXCHANGE (work done):

WORK DONE FOR:
(member's name)

WORK NONE BY:
(membar's name) (memhar numhar)

NUMBEQ OF FRFNIT Y4NURS FXMHANAFN SIANED,
DATE BERUN NATE €AMPLETEN SIANEN

This €nem Is to ha slened hy hoth narticinatine
hy the Indlvi4ual nroviding the service

YOUR WNE //;/ S
wE@ER f — N P
st You PROVIPED —— — =
REQUESTER — L GIVE _——

e OF SKTLL _ DATE At

vemer f _— s - —

eED UPOR ———— e
FXCHANGE AGT e 10 1% ACCOUNT _——
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THE CENTRAL ACCOUNTING RECORDS
SYSTEM. Most neighborhood barter networks
make use of this system, which keeps track of
the credits earned and spent by their members.
Each member has an account, not unlike those
kept in banks, except that it is not money.
Credits usually are counted as credit “hours,”
each credit being worth one hour of a member’s
time. Ordinarily, everyone’s time is considered
to be of equal value, regardless of experience,
skill, or the nature of the service performed.

Few networks try to put a dollar value on the
credit point or credit hour. Some of them, how-
ever, do come up with guidelines to differenti-
ate between the value of skilled and unskilled
labor time. Most networks avoid all the compli-
cations of trying to value one kind of work over
another, and leave it all up to the members
themselves when they are dealing with each
other. After all, the member doing a job and the
one for whom the work is being done must
agree as to the number of credits or credit hours
which are to be reported to the central office.

It may be unfair to lump together as equal
value the work of the lawn boy and the
plumber or the nurse, and it may be impracti-
cal to put a dollar value on any of the services
done by the members of the network. The task
of working out these differences is seen to be al-
most impossible when you consider that many
of the services offered cannot be measured logi-
cally, even in terms of credit hours. How many
hours do you charge, for instance, for borrow-
ing freezer space for a week or for taking care of
a neighbor’s dog while that neighbor is on vaca-
tion? How much is it worth to borrow a ladder
or a sewing machine? The only practical way is
to let the members work it out for themselves.

In both of the systems or ways of handling
the credits earned and spent by members,
credits must be issued by the network. Under
the coupon system, each new member is given,
say, two hours or four hours of credit, each
credit being worth one hour of work. This
credit enables the member to receive a service
prior to providing one. Under the other system,
the one which keeps an accounting of all the
members’ credits, the network lets its members
start trading and getting the services they need
just as soon as they join. Of course, a close
record is kept of the number of credit hours be-
ing spent, so as to not let the member get
“gverdrawn.” Most networks may not let their
members chalk up a deficit of more than ten
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credits before requiring them to repay with
some of their own services. Some of the smaller
networks, however, and others which closely
watch over their members’ accounts, may not
have to set debt limits, but they will examine
each case of heavy indebtedness on its own
merits.

Aside from the matter of dealing with and
accounting for credits, there is the question of
paying for the parts, supplies, and ingredients
for which money has been spent when a service
was provided. If I tune up your car in exchange
for five credits, and get some other service in re-
turn, who pays for the $30 worth of parts that 1
used? If I am providing child care for three lo-
cal mothers, and pay for feeding these children,
how do I get compensated for the cost of the
food? In most cases, the answer is simple — the
person receiving the service pays for the parts
and supplies, the lumber, gasoline, or whatever
other out-of-pocket expenses were needed in
providing the service. Of course, a neighbor can
say, “I enjoyed the ride, forget the cost of the
gas,” or “Your kids were no problem; they even
helped to wash the dishes.”

When a network operates with a centralized
system for keeping credit records for the mem-
bers, monitoring these activities can become a
problem. Basically, there are three parts to an
effective monitoring system: a) Member ac-
counts. On each member’s account, all the
member’s transactions are recorded, giving the
hours of credit earned and spent since the
member joined, and the current balance. It is
useful to give the name of who did what for
whom, with each entry. These member ac-
counts may be kept on the bottom of the mem-
bership application, though it may be more
convenient, as the network grows, to keep a
separate card file. The examples on the next few
pages show how this information can be main-
tained. b) A system of reporting when a service
transaction has taken place. Once a service has
been provided by one member for another, the
date, the nature of the service, and its value in
credit units or hours should be reported back to
the network office, so that the credit records
can be brought up to date. This will involve, let
us say, taking two hours for a ride to the doctor
from one card (as a debit), and adding these
two hours onto another member’s card or rec-
ord (as a credit). This reporting usually is done
by the member who provided the service and
received the credits. This reporting can be by



phone or else with a mailed-in exchange slip or and for what amount, and shows the network’s

transaction card. No matter how this informa- own balance of credits, providing that the net-
tion is obtained, it should include: date of work itself does receive a “handling fee” on
transaction, members involved, service pro- each exchange (see Chapter 4). In the example
vided, value of the service, and space for addi- below, Bob has worked in the network office
tional comments. ¢) Master ledger of exchange and received six credits. Susan has performed a
activity. The use of a credit ledger book (avail- tune-up for Jim and has received ten credits,
able in most office supply stores) allows the net- while Jim has been debited 11 credits (the elev-
work to keep track of all exchanges. It records enth credit going to the network for facilitating
which members exchanged what service when the exchange). The ledger book shows that two

CREDIT LEDGER BOOK

Member Network
Date Members Provided Received Credits Debits Balance Balance

1/25 Bob Staffing 6 + 6 —6
1/26 Susan Tune-up 10 +10
1/26 Jim Tune-up 11 - 5 =5
2/10 Bob Hs. Sitting 2 + 8
2/10 Susan Hs. Sitting 3 i+ 7 -4
2/15 Jim Carpentry 4 = 1
2/15 Bob Carpentry 5 + 8 —3
EXPLANATION

Bob has provided 6 credits worth of office work. His previous balance was zero soitis now +6.
The network itself, which accumulates credits as “handling fees’”” on member exchanges, is
debited 6 credits as a result of crediting Bob for his office work.

Susan has provided a tune-up to Jim worth 10 credits. Her previous balance was zero, so it is
now +10.

Jim has received a tune-up from Susan, so his account is debited 11 credits (10 for Susan and
one to the network as a “*handling fee™). Jim’s previous balance was +6. Since 11 credits are
debited, his balance is now —5. Since the network has received one credit for brokering the
exchange, it's balance of —6 is changed to —5 (to reflect the credit it has received).

Bob has provided housesitting to Susan, so his account is credited 2 credits. His previous
balance was +6 so it is now +8.

Susan has received 2 credits worth of housesitting from Bob, so her account is debited 3
credits (one to the network) and her balance is changed from +10 to +7. The network balance
is changed from —5 to —4.

Jim has provided 4 credits worth of carpentry services to Bob, so Jim’s account is changed
from —5 to —1.

Bob has received 4 hours of carpentry from Jim, so his account is debited 5 credits (one credit
to the network) and his balance changes from +8 to +3, and the network balance changes
from —4 to —3. 31



transactions have taken place: one between Bob
and the network, and other between Susan and
Jim. The book indicates when these exchanges
took place, what services were provided and re-
ceived and by whom. This ledger also shows the
account balances of each member along with
the balance of the network itself.

THREE-WAY REFERRAL SYSTEM. Let’s assume
that a network office maintains the type of
member information described in the previous
section of this chapter — name, address, phone
number, and services available. A three-way
swap may go something like this:

e Jim calls the network looking for someone to
tune up his car.

¢ A network staffer searches the files and finds
Susan, an auto mechanic.

e The staffer checks Jim’s file and finds that he
offers carpentry (among other services). Jim
confirms his availability to do carpentry. The
staffer informs Jim that he will be called back
later.

The staffer contacts Susan, informing her of
Jim’s need for a mechanic, and asks if she has a
need for some carpentry work. She doesn’t. The
staffer asks her what she does need, and she re-
plies that she’s planning to go out of town for a
week and needs someone to take care of her
plants and feed the cat. The staffer informs her
that she will be called back.

The staffer searches the files and finds Bob,
who is available for housesitting and plant care,
and calls him to see if he has any carpentry
needs. He does. The staffer asks if he is avail-
able to provide housesitting during the week of
Susan’s trip. He is. The staffer informs Bob that
he will be called back.
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The staffer then brings all three together, by
giving them each other’s phone numbers, and
follows up to make sure all arrangements have
been made. A second follow-up is conducted
two weeks later, to see if the exchange went
smoothly.

Here’s an illustration of this exchange:

/SU{SAN
O \("
& K
& %
/ i \.
BOB « carpentry JIM

The most effective design and production of
network promotional materials, the best ways
to promote the network, and the most efficient
systems for intake, referral, and evaluating ser-
vices, all becomes clear as networks develop
over time. However, in almost all successful
cases, barter networks begin with a relatively
uncomplicated system, growing in complexity
and sophistication only as these changes are
needed, as shown*by the organizers and mem-
bership. In every instance, the number of mem-
bers and the amount of structure of the
program is all secondary in importance to visi-
bility, the degree of interaction among the
membership, and the success of the network as
a small-scale, people-oriented neighborhood
self-help organization.
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Member requests
service. Skill file
searched for po-
tential providers.

Is match possible?

— YES -»

1-4 members with
needed skill are
referred to person
who requested
service. Member
name, service re-
quested, name(s)
of member(s) re-
ferred, date of
request{referral.
name of staffer,
and date for
follow-up re-
corded on daily
log.

NO
L

Member told will
be called back.
Member name,
service re-
quested, date of
request, name
for staffer, and
follow-up date re-
corded on daily
log.

A 4

Individual(s) with
skill needed are
recruited ("tar-
geted recruit-
ment”). 1-4 new
members with
skill needed are
referred to per-
son who re-
quested service.
Name(s) of
member(s) re-
ferred, date of re-
ferral, name of
staffer, and date
for follow-up re-
corded on daily

log

\ 4

Has match been
made?

— YES &

Name of person
requesting ser-
vice, provider,
staffer name, and
date for follow-up
recorded on daily

log.

Follow-up call to
assure that ser-
vice has been pro-
vided OR
exchange sllif or
repgrt t|,:>mvi ed/
made by person
who requested
service/recipient
of service. Name
of person who re-
quested service,
provider, service
provided, date job
completed, ai
name of staffer re-
corded on daily
log.

Gain and loss of
credits recorded
in individual mem-
ber accounts and
master ledger
book (along with
date of exchange,
names of mem-
bers involved, and
name of staffer.




part three

Guidelines For Success

The following guidelines and strategies are
based on the successes of a number of barter
networks across the U.S. They are not all-
encompassing, but should be considered during

the early phases of barter network development.

Provide sufficient time and resources to plan-
ning and design. The evolution of local barter
networks is typically dynamic in nature; that is,
they tend to change their focus and approaches
as they develop. This results partly from the
fact that barter networks vary in the way they
relate to community needs, and the initial pro-
gram design may not be suitable to meet chang-
ing and newly recognized needs. This change 1s
a positive process, but the degree and frequency
of this modification can be reduced by respon-
sible planning, as discussed earlier in this
chapter.

Draw heavily on the experience of comparable
networks. There presently exist sufficient num-
bers and concentrations of resource networks to
look to for assistance. Similarly, the body of
practical written materials is increasing. Chap-
ter 7 lists many of these resources. They should
be tapped and utilized, but with sensitivity to
the fact that what works in one community
may not work (as well or not at all) in another.

Provide for consistent staffing. Whether you
use paid staff, volunteers, or both, make sure
that people are readily available to answer ques-
tions, phone calls, and other inquiries, and that
they get to know network members as well as
possible. While much of the work of operating
the network can be conducted by volunteers
and/or network members (bartering their time),
the first year will probably require one full-time
paid or volunteer person who can play an on-
going leadership and coordinating role.

Begin with a target “sub-group,” smaller than
the eventual network “community,” as a pilot
site. Such a group may include a block club,
church, civic group (with a close-knit member-
ship structure), housing project or cooperative,
a tenants association, or a combination of di-
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verse groups, such as a senior center, youth
group, school, and professional association. To
insure later success and minimize the risk of
damaging the network’s later credibility as a re-
sult of early mistakes, begin with a small, man-
ageable group or combination of groups with
which to work closely. It is preferable to select a
group which represents more than one segment
of the population, as, for instance, the elderly
or a particular income level, because the more
diverse the membership, the greater the number
and variety of services to be traded. For exam-
ple, it may take a young person to move heavy
furniture or clean the leaves out of rain gutters
for an elderly person. By working initially with
a well-organized group, you will be able to iron
out problems in your approach that could be
damaging when attempting to reach out to the
larger community. By beginning small, and
growing in proportion to your ability to facili-
tate successful swaps, you will avoid reaching a
point where providing the necessary attention
to network members is unmanageable.

Once you have “tested the waters” with a pi-
lot sub-group, you can proceed in one of two
directions. You can either promote and expand
your network into a large area (such as a whole
town or city) and manage the network through
“satellite” offices (such as one per neighbor-
hood or four-square-block area); or, you target
a single neighborhood, community, or small
town. Once you are successful in that locale,
you can spin off barter networks to outlying
areas. Initially, each will be able to focus on the
needs and resources available in its respective
community, but eventually all the independent
networks can interact (assuming their systems
are compatible), forming a city-wide or regional
network.

Attempt to provide tangible evidence of what
bartering can do. Exchanging a service has very
real value, involving more direct human con-
tact, creativity, and “loving care” than com-
monly found in the marketplace. This can be
fully appreciated, however, only by the individ-
uals involved. It can be difficult to convince



people who have not tried barter, how it can be
helpful to them. Part Two described several
strategies for publicizing barter and the barter
network, through sponsoring barter fairs, with
“human interest” stories in a network news-
letter, and with barter workshops. The advan-
tages of barter should be demonstrated from the
start. One approach is to barter for your operat-
ing needs. One barter network, the Skillsbank
in Ashland, Oregon, bartered for its office space
by acquiring a deteriorated building (about to
be torn down) from the city, totally refurbishing
it through bartered services. Now it shares this
office space with other community organiza-
tions. Starting off a barter network with a
highly visible, exciting, and worthwhile project
is not only impressive to casual observers, but
can build an enthusiasm and a momentum
that can help to get the project underway
operationally.

Barter is not a panacea for all social ills,
but the use of direct, concrete exchange
gives people a sense of control over their
economic destiny. This is significant for
those groups divested of that control —
the unemployed, those on welfare, teen-

agers, and the elderly.
Dyanne Asimow Simon
The Barter Book
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CHAPTER 3.

SUPPORTING YOUR
BARTER NETWORK



B arter networks promote neighborhood im-
provement and people helping people. They are
not “charities” in the popular sense, in that no
one is receiving something for nothing. Mem-
bers give their time, energy, and expertise in re-
turn for the satisfaction of a “job well done”
and for return services received in exchange.
Barter networks often implicitly promote both
interdependence and self-reliance. They are ca-
pable of being largely self-sustaining and, to
some degree, are obligated to be as self-
sufficient as possible. As suggested in Part
Three of the previous chapter, a barter network
should provide tangible evidence to the com-
munity of what it can accomplish. By using the
barter system as much as possible to pay for the
expenses of the network, the organization can
be viewed as practicing what is “preaches.”

By virtue of the fact that barter networks rep-
resent a pool of individual talents and energy,
they are quite able to draw on their member-
ship for financial, in-kind, and staffing support.
Unlike many community organizations, which
often require substantial amounts of financial
support for their survival, many barter net-
works are capable of keeping their financial
overhead very low. Use of an office, for exam-
ple, can be bartered for or donated in-kind.
Membership fees and credits can be used crea-
tively to support the operation of the network.
However, in-kind contributions of space, mate-
rials, or labor, and financial support from net-
work members, may not be enough to support
all the activities you choose to undertake.
Therefore, the fundraising strategies used by
other self-help and community projects may
become an integral part of the ongoing efforts
to support the network.

Successful strategies for local fundraising and
grant writing are the topics of the books and
manuals listed in Chapter 7. This chapter on
supporting your barter network is devoted to
those strategies that are more-or-less unique to
barter networks, such as raising money and vol-
unteer support from your members, and using
the credit system to get the most out of tradi-
tional fundraising events. However, the section
entitled, “Fundraising and Budget Planning”
presents some basic principles for planning and
finding help in supporting your network.

MEMBERSHIP FEES AND DONATIONS. Mem-
bers can give financial support to the network
through membership fees or dues, donations, or
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else “handling charges™ paid whenever an ex-
change takes place. Individuals may be asked to
pay for the use of their network with money or
by volunteering their time.

Just as many food co-ops require that shop-
pers donate an hour or so of their time per
week in exchange for the lower costs of the co-
op, network members may be asked to donate
their time in exchange for the “matching” ser-
vices of the organization. Members may be-
asked to volunteer a certain number of hours
per month helping operate the network, or be
asked to undertake special projects, such as pre-
paring or distributing a brochure or flyer, or
providing legal or other professional services to
the organization.

If a system of credits and debits is used,
members may contribute their time in credits.
For example, individual member accounts may
be debited at the rate of one every two months
(or six per year) as membership “dues.” How-
ever, it is preferable that member accounts only
be debited when they actually use the system.
With an “automatic” dues debiting system, the
network receives credit “income” whether or
not people are making use of the network. For
example, if a member does not use the system
for six months, yet, through inaction, discovers
that during that period this individual has run
up a deficit of three credits, such dues may be
an unfit penalty. As a more equitable alterna-
tive, a “handling charge” may be levied on each
exchange. If one member receives ten credits
for providing a service to another, the recipient
of the service would be debited 11 credits, with
the eleventh credit going to the network. This is
not only more equitable for system users, it as-
sures that the organization itself is “rewarded”
only when people are using it.

The “income” of volunteer time or member
credits can contribute greatly to the manpower
of the network or its ability to raise funds from
other sources (see next section).

Network members also can be an important
source of financial support. Membership dues
ranging from $2 to $25 (or more) per year can
be required for participation in the network, or
solicited as “donation’ dues. It may be neces-
sary to avoid charging fees, in order to assure
that the network obtains tax-exempt status. If
monetary dues are required, and the network is
serving members only (as opposed to benefiting
the larger community in a tangible way), the
Internal Revenue Service is not likely to ap-



prove an application for 501(c)3 (tax-exempt/
deductible contributions) status, as discussed in
Chapter 2, Part One. Two alternatives are to re-
quest dues on a sliding scale based on ability to
pay, or provide potential members with the op-
tion of paying in volunteer labor as mentioned
earlier. It is best to administer sliding scale dues
based on the “honor system’’; that is, request-
ing the potential members pay what they can
afford instead of asking for personal informa-
tion regarding their income.

One option is to adopt a “multi-level” mem-
bership structure. Individuals, families, senior
citizens, and organizations or businesses may
pay different amounts. Or, members can pay
different amounts depending on whether or not
they choose to become “sponsoring” or “sup-
porting” members or “patrons.” Each category
will pay a different rate, and receive different
benefits in return. For example, basic member-
ship in the network may cost nothing, requiring
volunteer labor only. It may entitle the member
to be listed in the network’s files and to ex-
change services with other members. A “spon-
sor’” may have the option of paying in labor or
money, and also receiving a window decal or
poster signifying affiliation with the network. A
“supporter,” in addition, might be given the
network’s newsletter or a list of all the members
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in the network. A “patron” could receive all of
these benefits as well as other “bonuses,” such
as a certain number of network gift certificates.
A network directory may also be a benefit to
certain members, or it could be sold to the
community at large, for additional income.

If no fee is charged for membership or use of
the network, donations from individual mem-
bers can be solicited by phone or mail. While
mass-mailing is generally not the most effective
fundraising strategy, it can be effective if a solic-
itation letter is well written. A mass mailing
may be worth considering, providing it costs lit-
tle or nothing to produce. Whether a mailing
does or does not result in financial contribu-
tions, it may help you to evaluate your net-
work’s popularity (or lack thereof).

No matter which type of neighborhood barter
network you adopt, remember: It is not unrea-
sonable for the members to “pay” for the ser-
vices of the organization, either in volunteered
time or in money. Monitor closely your mem-
bership requirements, and make necessary
changes if these rules are seen to discourage
membership or if they do not give sufficient
support to the core activities of the network.
Members will support the barter network if it is
meeting their needs.

WINDOW DECAL

member of 8

COMMUNITY
ENERGY DANK

454 WILLAMETTE ® EUGENE * OREGON 97401 * (503) 485-8133
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FUNDRAISING AND BUDGET PLANNING.

Broad categories of potential funding sources

include:

e Network members (as discussed) and other
individuals who live in the community;

e Local institutions
(hospitals, schools, churches, unions, social
service agencies, €tc.);

¢ Voluntary associations
(block clubs, neighborhood groups, veterans’
organizations, fraternal organizations, etc.);

¢ Businesses
(small businesses such as the corner bar and
grill, mom and pop grocery store, florist, tire
dealer, auto repair shop; and large businesses,
such as department stores, auto dealerships
and rental companies, banks, insurance com-
panies and individual agents, and savings and
loan institutions);

¢ Local and state foundations
(including community and family trusts);

e National corporations
(with local outlets in your community, such
as IBM, Xerox, Exxon, etc.);

e Government
(local, state, and federal agencies);

e United Way
(your local United Way affiliate);

¢ National foundations

Raising money or in-kind support from these
sources requires the time and energy of a num-
ber of people — you, your volunteers, your
leadership, and paid staff members, if you have
them.

Responsibility for fundraising should not fall
on the shoulders of only a few people. Fund-
raising should be viewed not only as a way of
raising money and in-kind services, but a way
to build your leadership and volunteer base as
well. A variety of leadership sources exist in
your own community. Many of these leaders
are past, present, or potential board of organiz-
ing committee members — people who have a
strong personal or professional interest in pro-
moting your barter network. They can help
identify potential contributors, play a leading
role in soliciting contributions, and develop
schedules and deadlines for fundraising
activities.

Ideally, fundraising should be conducted by
those individuals who have some direct per-
sonal knowledge of the prospective donor, ei-
ther through past experience or present
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personal contact. People to consider for this re-

sponsibility include:

e Peers.
People often respond favorably to people who
are in the same line of work. For example,
clergy will respond to clergy, union official to
union official, business leader to business
leader. For this reason, it is wise to look for
representatives of businesses, institutions, and
local foundations.

¢ Fellow members of an organization.
A potential donor may respond favorably to
your request for an appointment, if both of
you are members of the same civic or frater-
nal order. Why? Because presumably you
both share common interests and concerns.

¢ Constituents.
Potential donors are likely to react favorably
to a request from someone served by their
business or organization. For example, have a
congregation member approach a clergyman,
a union member approach a union official, or
a good customer or supplier approach a mer-
chant or industrialist.

e Neighborhood residents.
A prominent leader or network member who
resides in the neighborhood served by the
prospective contributor might be of assistance
in convincing the business person or institu-
tion director to meet with your representative.

A team and/or subcommittee can provide for
ongoing involvement in the development and
implementation of your fundraising strategy.

You might establish a Budget and Finance
Committee to take the lead in fundraising.
Committee members may work on all types of
fundraising throughout the year, with specific
subcommittees assigned to selected funding
sources, or they may be broken down into tem-
porary fundraising teams which are active only
during certain times of the year.

Use a worksheet similar to the one on page
41 to list specific individuals and those specific
skills, interests, and personal contacts which
would make these people desirable members of
a fundraising committee.

As part of your initial fundraising planning,
you will want to determine the costs of these ef-
forts. The budget analysis worksheet on page 42
is provided for you to list your needs (such as
telephone, staff, office rent and overhead, print-
ing, etc.) and the cost per year of each item.
Costs can be estimated by examining your pre-



Budget and Finance Committee

Worksheet

Name and Contact Information Specific Skills and Interests

(Indicate person'’s relationship to your effort) (Include professional affiliations and other
information)

Joe Smith, Board Chairperson Pastor, 1st Presbyterian Church

210 9th Avenue

332-7649

Ed Brown President, 1st Federal Savings & Loan

310 Main Street

363-8250
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vious year’s budget or by consulting another or-
ganization. List these specific line-items in
column [ and their costs in column 2 of the
worksheet.

The total amounts of your core and supple-
mental budgets (columns 3 and 4) are your gen-
eral fundraising goals. Make sure you include
the monetary value of in-kind donations or vol-
unteer staff time in your overall total.

Once you have determined your financial
and in-kind needs and found individuals to
help you meet them, you will be prepared to
undertake the sponsorship of special events,
grant writing, and other activities described in
the publications listed in Chapter 7. However,
whenever you consider sponsoring a special
event or other activity that often requires an

“up-front” investment of time or money, keep
in mind that you have considerable potential
support in your membership and in the credit
system.

If you have adopted a membership structure
which provides the network itself with credit
“income’ generated by member dues or “han-
dling charges,” these credits can be used to de-
fray the monetary investment required of many
fundraising events. The more that barter credits
are used for planning, implementing, and in
other ways supporting a fundraising effort, the
more net income will be left for the network.
For example, let’s say you decide to sponsor a
show in the local community theater, and
charge your audience a certain fee to attend.
Many community organizations would have to

Budget Analysis Worksheet sample

Core  Supplemental

Needs (by line-item) Cost Budget Budget
Y2 time Director salary (inc. fringe) $ 8,000 $ 8,000
Secretarial help (full-time, inc. fringe) 9,000 9,000
Office rent 5,000 5,000
Telephone 250 $ 250
Printing of materials 2,500 2,500
Supplies 2,000 2,000
TOTALS (FUNDRAISING GOALS) $26,750 $ 4,750 $22,000
your budget

Core  Supplemental
Needs (by line-item) Cost Budget Budget
TOTALS (FUNDRAISING GOALS) $ $ $
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invest a portion of their budget for rental of the
theater, advertising (printing and distribution of
flyers), design and printing of programs, cos-
tume rental, and other necessary items and
activities.

As another approach, you might list those
items or activities that ordinarily require spend-
ing money, and attempt to find network mem-
bers who would be willing to do the work for
credits in lieu of cash. Organization members,
as mentioned in Chapter 2, Part Two, can
prove very valuable in fundraising. The com-
munity theater may be a member of the net-
work, along with a local print shop, graphic
designer, seamstress, or costume rental com-
pany. If these organizations, businesses, or indi-
viduals are not members of the network,
consider asking their in-kind voluntary support
(or recruit them as members). Remember, one
of the best ways to raise money is not to spend
it in the first place! The more that credits are
used instead of cash to sponsor a money-raising
event, the more worthwhile and the more eco-
nomical it will be.

Too often, organizations neglect to differenti-
ate between those needs which are essential to
the organization’s survival and those that could
be called “‘supplemental.” Making this distinc-
tion at the outset and developing a fundraising
plan which reflects this distinction can deter-
mine at a later time whether your network sur-
vives or suffers, perhaps permanently, from the
whims of a particular funding source. For ex-
ample, an organization which becomes solely
dependent on a federal grant for its bare essen-
tials may find itself closing down at the time
the grant is terminated. If essential costs are
covered by reliable and permanent sources of
funding (like your membership), and only sup-
plemental costs are covered by less reliable
sources, then your network will have a better
chance to survive financially.

Once you have listed the line-item expenses
and their related costs in columns 1 and 2 of
the budget analysis worksheet, you will need to
discern those items considered essential to your
survival from those which could be considered
supplemental. A look at a sample family budget
can serve as a helpful analogy. Essential, or core
needs of this family would include such necessi-
ties as a place to live, food, clothing, and
transportation. Vacations, a second car, or
frequent family outings would constitute less
essential, supplemental items. Therefore, your

network’s core needs may include such items as
office space, telephone, full- or part-time staff
(paid or volunteer), printing of brochures and
membership forms, and necessary supplies.
Your organization’s desirable but supplemental
needs may include such additional items as (ad-
ditional) paid staff, funds for travel, expenses
and tuition for workshops or conferences, secre-
tarial help, or funds for consulting services. In-
dicate which of the line-item expenses you have
listed in the core budget versus the supplemen-
tal budget, by transferring their value to the ap-
propriate column(s).

After listing your network’s needs by line-
item, examine them again and consider those
which might be made available through in-kind
contributions. For example, if you have listed
printing or mailing costs as two of your pro-
gram needs, you may be able to find a local
print shop, mailing house, business, or other or-
ganization that will provide you with these ser-
vices at cost or free of charge. Similarly, you
may be able to find a local church or commu-
nity center to provide you with office and meet-
ing space (often including use of a telephone).
The possibilities are endless and the benefits
can be great.

It's imperative that any community im-
provement program not contribute to the
dependency which discourages individual
initiative.

Steve Van Hook

Jo-Co Skills Exchange
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CHAPITER 4.

EVALUATING AND MONITORING
THE NETWORK



E valuating the effectiveness of a barter net-
work has some obvious benefits. A success story
can provide a real sense of satisfaction to those
who have contributed their efforts to the orga-
nization when they can demonstrate to
doubters that success is possible. Improvements
on the design and operation of the program
may be facilitated. A favorable evaluation may
help secure continued funding and commit-
ment from sponsors. Moreover, new members
may be attracted due to the demonstrated suc-
cess of the network. All in all, evaluation of the
program is one of the least expensive and most
responsible ways to monitor and improve your
barter network.

Bartering is a rather basic human activity and
its effects are both immediate and long term.
Bartering has a short term function of distribut-
ing skills and services, while in the long run it
may help to form lasting friendships, based on
mutual neighborly help. The broader implica-
tions of barter in the community are that it cre-
ates a sense of belonging and promotes
interdependence among a neighborhood’s resi-
dents, and thereby strengthens the local social
fabric. This social aspect of bartering is every
bit as exciting and significant as the economic
and practical gains, yet it is much harder to
document. It seems fair to assume, however,
that if bartering is widespread in a neighbor-
hood or community, the benefits will be felt by
an improvement in the quality of life of that
community.

The best way to evaluate the barter network
in an ongoing, realistic way is to monitor your
adherence to the goals and objectives you have
established, as suggested in Chapter 2, Part
One. Ask yourself periodically, perhaps every
few months, “Have we accomplished our objec-
tives in a manner and within a time frame con-
sistent with our initial expectations?”” If not,
you will want to explore the reasons why not,
and then either lower your expectations for the
future or else identify the reasons for failure
and remedy them.

The bulk of this chapter describes ways to
collect and present information that may help
you evaluate your efforts on an occasional or
ongoing basis. It is often difficult to quantify
the success of a barter network based on num-
ber of members and number of exchanges
alone. A barter network with 500 members, in
which only 25, or 5%, exchange services in a
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six-month period, is undoubtedly doing some-
thing wrong. The same network, with an active
membership rate of 60% (or 300 members ex-
changing services in a six-month period) should
probably be considered successful. Bear in
mind that the number of members is always
secondary to the proportion of them actually
participating in exchanges.

Membership size should not be used as a pri-
mary measurement of success. You may find
that your membership will grow dramatically in
even the first few months of operation, but that
only a handful of participants will use the net-
work often. Growth rate and number of ex-
changes per member will be able to tell you
something about your operations, but such data
are not necessarily reliable indicators in them-
selves. Take care not to be overly encouraged
by a successful recruitment effort. It is not un-
usual that a large number of people will be at-
tracted to the idea of bartering in order to save
money, to make new friends, and for other rea-
sons. Making it convenient for people to use
your network is of the utmost importance.

Despite the limitations of an evaluation pro-
cess which solely monitors membership size,
growth, and exchange activity, this information
can serve as a barometer of overall program
success. At the same time, it can enable you to
modify or at least pay special attention to cer-
tain components of your network operation.
For example, a sudden drop in membership
growth (or a sudden increase) and a comparable
drop in increase in exchange activity, may be
telling you something about your recruitment
or educational efforts. It can be extremely use-
ful to monitor not only the number of ex-
changes taking place (per member), but also the
types of services most (or least) often ex-
changed. You may find that a particular service
is most in demand during a certain time of
year, so you will want to tailor your recruit-
ment efforts to recruit people who offer the
needed skill. What follows is one method of
graphically monitoring and showing the growth
rate and amount of exchange activity among
your network users.

NUMBER OF MEMBERS AND OVERALL

EXCHANGE RATE. The size and amount of ac-
tivity of your program can be measured by us-
ing the data provided by the credit system and
member records. The size of the organization’s



membership can, of course, be determined by
counting the number of persons who have filed
applications (minus the number of members
who have left the system). A simple graph
might be prepared to indicate the growth of the
organization over time (see below). Note that
each month shows the number of new members
for that month in addition to the previous total.
This type of cumulative graph frequently is
used to display growth patterns.

While it’s important to know how many peo-
ple belong to the barter network, the size of
membership is only one yardstick for success.
It’s more important to know how much barter-
ing the members do. The barter activity gener-
ated by the network can be expressed in the
number of exchanges per member for a given
time period, or else the number of credit hours
traded. This measure will indicate how success-
ful the barter network has been in facilitating
actual exchanges among people. However, a
barter network can only keep track of those
transactions conducted through and reported to
the system. In many instances, persons, having
experienced bartering through the network, will
go off on their own to barter directly with each
other.

CUMULATIVE
NUMBER OF MEMBERS
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The level of membership activity can be pre-
sented in graphic form, where each data point
on the graph represents the exchange-per-
member on a monthly basis. This figure is de-
termined by dividing the number of exchanges
(from the credit ledger book or daily log) by the
number of members for each month. The graph
on the following page shows member exchange
activity over a one-year period. It is apparent
from the figures in this example that the net-
work’s members were relatively inactive during
January (1 exchange per member) and April
(1.5 exchanges per member). It is evident that
they didn’t exchange services at a very high
rate. Remember, these figures are average; if
every member participated in, say, two ex-
changes per month, this would not be consid-
ered an alarmingly low rate. It is more likely,
however, that a relatively small number of very
active members are responsible for the impres-
sive averages computed, and that other mem-
bers were not active at all (see next section).
These figures are most important for monitor-
ing changes in the program over time. The rate
of exchange transactions by itself, assuming it is
not alarmingly low, is of relatively little value.
A sharp drop or sudden leap in the number of
barter operations, however, indicates that you
probably are doing something very wrong or
very right. The most significant variable is: as
number of members increases, number of ex-
changes should increase proportionately, except
for those instances where an external condition
beyond your control is the cause of changes in
this rate. For example, a neighborhood crisis
may divert attention to other local concerns, or
a seasonal cycle can be expected to affect the
frequency or rate that exchanges occur among
the members.

Another measure useful for evaluation is the
percentage of member requests that are met.
Each request is recorded on the Daily Log. Di-
viding the number of requests by the number of
exchanges will yield a percentage that can be
graphed for easy inspection (see next page).

If there are a great many unmet requests, it is
advisable to search for people who can fill those
requests, particularly for those services that are
consistently in demand. Requests should al-
ways be responded to as soon as possible, so
that new members do not become discouraged
with the program from the outset. Hard-to-fill
requests can be publicized through a network
newsletter, on a community bulletin board,
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Barter Program

SERVICES EXCHANGED  January 1 through June 30

Service Category
Auto mechanics
Bicycle repair
Haircut

House repair
Lawn care
Painting

Plumbing

Sewing

Sign painting

Typing
Upholstering
Yardwork

TOTALS

through the local newspaper, or similar chan-
nels (as discussed in Chapter 2, Part Two).

It may also be helpful to track the number of
times certain services are traded through the
barter network, and the number of credit hours
these trades have generated (if a credit system is
used). This information can be taken from the
Credit Ledger Book and displayed in table form
as shown above. This information can be help-
ful in showing patterns of service-giving within
a barter network. It will give you an idea of
which services are most in demand during cer-
tain times of the year, and it can help you
determine where emphasis should be placed in
order to bring about improvements.

These evaluation approaches are most easily
implemented by those barter networks which
use the credit recording system and have mem-
bership records. Formal evaluation is more dif-
ficult, though not impossible, in those networks
where the credit recording system is not used.
The daily log which records the number and
type of requests, should be used with any barter
network, no matter how informal. It can be
used to keep track of the number of users, the

Number of Number of Credit
Exchanges Hours Exchanged

10 50

7 16

2 3

5 25

3 10

1 23

2 4

3 7

1 9

5 8

1 13

3 5

43 173

number of requests made, and the number of
successful matches made (see page 28).

MONITORING INDIVIDUAL MEMBER ACTIVITY.
While it is important to monitor the overall ac-
tivity of the network (that is, the number of
members, number of requests met, and general
rate of exchange), it is equally important to
tend to the needs of individual members who
are either inactive or overburdened with re-
quests for their services.

Your overall evaluation should indicate
which members are most active, what services
they are exchanging, as well as tell you which
members are not using the network (or using it
very little). Just as an overall evaluation might
suggest changes in the operating procedures of
the network, information on individual mem-
bers’ activity, obtained through the general
evaluation and on a daily or regular basis, will
allow you to improve the services of the
network.

For example, if you have uncovered many
unmet requests for the same service, you may
target your recruitment efforts at people who
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have the particular skill in demand. If you dis-
cover that one member is receiving an inordi-
nate number of requests for a particular service,
you might contact this person to be sure the
member is not feeling overburdened. Perhaps
an effort should be made to refer people re-
questing the same service to a variety of pro-
viders, instead of to just one. Another option is
to sponsor a workshop where a skill in high de-
mand can be taught to interested network
members, as suggested in Chapter 2, Part Two.

“Neglected members,” those who are receiv-
ing few if any requests for their services, might
be given an opportunity to work in the network
office to earn needed credits. Additionally, their
availability could be publicized in the network
newsletter (as described in Chapter 2, Part
Two).

Some network members may be inactive be-
cause they are hesitant to contact a stranger to
request a service, or else they may be reluctant
to provide services to people they don’t know.
This is where some of the promotional strate-
gies described in Chapter 2 will be useful. Bar-
ter fairs, workshops, and other social gatherings
can help network members feel more at ease
with one another — a chance to connect a face
to a name. It is important to pay regular atten-
tion to individual members so as to encourage
their involvement in the network.

ADDITIONAL EVALUATION METHODS. In addi-
tion to keeping track of the number of mem-
bers and their exchange activity, it is helpful
periodically to evaluate the promotional
methods used, in order to evaluate how mem-
bers learned about the program and what they
like, or don’t like, about it, as well as how much
service exchange is going on independent of,
but resulting from, individual participation in
the network. It should be assumed that network
members, perhaps as a result of their introduc-
tion to bartering through the network, now are
bartering directly with other members or non-
members, independent of the network. The
only way to find out how much of this indepen-
dent activity is going on is to ask the members
themselves. The questionnaire on page 51 in-
cludes questions on the overall success of the
network in general and the activity of the mem-
bers both “within’ and also independent of the
network. Two cautions to keep in mind when
using questionnaires as an evaluation tool:
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1) Questionnaires, no matter how well con-
structed and distributed, typically have a very
low response rate. A low return of question-
naires should not be interpreted as a failure of
the program (though it may be the case). 2)
Those responding to the questionnaire are most
likely to be overly positive. Do not be deceived
by glowing praise; rather, pay attention to criti-
cal responses.

You might consider posing your questions to
members by phone, using a telephone “tree” or
“pyramid” run by volunteers (or members for
credit). Otherwise, this could be done by door-
to-door canvassing. The practicality of these
various approaches will depend on the size of
your membership, the geographic size of the
area serviced, and the human and financial re-
sources available to you.

The evaluation process, like the member re-
cording and credit/debit system, can become
quite elaborate. For example, the relationship
between the dollar cost of the program and the
rate at which exchanges among members take
place can reveal quite a bit about the cost effec-
tiveness of the program. Just as programs using
volunteers may estimate the dollar value of vol-
unteer services to demonstrate cost effective-
ness, the barter network should be able to
demonstrate its capability to meet human
needs in a relatively inexpensive manner. This
can be taken a step further by estimating the
dollar value of the services provided, and com-
paring that figure to the cost of administering
the program. Once again, it is important to
keep in mind that only the tangible and imme-
diate benefits of the program lend themselves
readily to quantitative evaluations, yet they rep-
resent only one aspect of what a bartering sys-
tem can provide to a neighborhood.

Judging from the experience of SWAP, we
would highly recommend that organiza-
tions attempting to assist individuals
across a wide socio-economic spectrum
should develop a barter relationship with a
neighborhood, religious, or community or-

ganization in their community.
Doug Bradley, founder of SWAP




Barter System Member
Questionnaire

1. How did you hear about the barter network?

radio friend
flyer newspaper article
brochure newsletter

2. How often have you contacted the network for services?
at least once a week

at least once a month

less than once a month

3. How often have you been successful in obtaining services through the barter network?
almost always

sometimes

almost never

4. How often have you been asked to provide a service through the network?

very often almost never

not very often never

5. How convenient is it for you to use the barter network?

very convenient inconvenient

convenient very inconvenient Why?

neither convenient

nor inconvenient
6. How satisfied are you with the services you’ve received through the barter network?

very satisfied dissatisfied

satisfied very dissatisfied Why?
neither satisfied

nor dissatisfied

7. What feature(s) of the barter network do you like most? Please be specific.

8. What feature(s) of the barter network do you like least? Please be specific.

9. How can the barter network be improved?

10. Have you bartered on your own as a result of your involvement in the network?

Yes No

If “Yes,” how often do you exchange service on your own?

at least once a week

at least once a month

less often than once a month

11. How many new acquaintances have you made as a result of your participation in the
program?
12. If you moved from this neighborhood, would you like there to be a barter network in
your new community? Yes No

13. Do you feel more a part of the community as a result of your bartering activity?

Yes No

14. How long have you lived in this neighborhood?

less than one year less than ten years

less than five years more than ten years
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CHAPTER 5.

BARTER AND THE IRS



The story of the Internal Revenue Service’s in-
volvement in bartering is an interesting one. It
tells us something about government regula-
tions and their rationale on the one hand, and
the limited power of government to interpret
and enforce these regulations on the other.
Government efforts to discourage the untaxed
exchange of services demonstrates the limita-
tions of even the largest of federal agencies to
interfere with or otherwise monitor the activi-
ties of individual citizens. The IRS has always
been a highly visible and often-feared arm of
government, and the controversy over its in-
volvement in bartering has been highly publi-
cized. However, just as the power and resources
of the IRS are often greatly exaggerated, its con-
cern over bartering may have been given more
attention than it deserves.

Under United States tax laws, gross income
includes all income from whatever sources de-
rived, including barter, which means that indi-
viduals are obligated to report the fair market
value of goods and services received through
barter as income on their tax returns. In Inter-
nal Revenue Service publication number 553,
Highlights of 1979 Tax Changes, the agency
states:

‘... An exchange of property or services is called
bartering. You must include in your income
property or services you receive at fair market
value on the date received. If you agree ahead of
time to the value of services, that value will be
accepted as fair market value unless shown oth-
erwise.

Example 1. You perform legal services for a cli-
ent, a small corporation. In payment for your
services, you receive shares of stock in the corpo-
ration. You must include in income the fair mar-
ket value of the shares in the year you receive
them.

Example 2. Both you and a housepainter are
members of a barter club, an organization that
each year gives its members a directory of mem-
bers and the services they perform. Members get
in touch with other members directly and bar-
gain for the value of the services. In return for
your accounting services, the housepainter
painted your home. Each of you must report in
income the fair market value of the services you
each received.

Example 3. You own an apartment building.
You receive a work of art from an artist in return
for the rent-free use of an apartment by the art-
ist. The fair market value of the artwork is re-
ported in your income, and the fair market value
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of the apartment is reported in the artist’s in-
come...”

Prior to the 1979 notice, IRS policies on
what did or didn’t constitute taxable income
made no mention of barter, but stated clearly
that *. . . if services are paid for other than in
money, the fair market value of the property or
services taken in payment must be included in
income. . .” (Internal Revenue Code of 1954,
Income Tax Regulation 1.61-2d 1).

The tax laws state clearly that goods and ser-
vices received through barter are taxable, yet
the IRS recognizes that swaps between neigh-
bors may not be subject to IRS scrutiny due
partly to the practical limitations of applying
fairly sweeping regulations to every individual
citizen.

Tom Glynn, assistant to the commissioner of
the IRS, has conceded that many of the infor-
mal barter arrangements that take place be-
tween friends and neighbors carry no tax
liability, since they fall into the category of *“fa-
vors.” The IRS can’t be watching what you’re
going to be doing in return every time a neigh-
bor brings your paper in out of the rain. “If you
paint a house for a neighbor, and he tends your
lawn in return, such favors among friends
might not have to be reported. It’s impractical
for us to tax and expect people to report neigh-
bors doing favors for each other.”

What the IRS is most concerned about is the
growing number of unreported high-value
swaps, which take place among professionals
(“I’'ll do your books in exchange for you repre-
senting me in court”) and businesses (“You
take my Windjammer Cruises and I’ll take
those Vegas hotel rooms off your hands™). In
the past two years, the IRS has launched a con-
certed effort to clamp down on informal as well
as organized bartering among professionals
and for-profit corporations, but this activity
has had little or no effect on nonprofit or
neighborhood-oriented barter networks and
their members.

Not only is it somewhat impractical for the
IRS to monitor all bartering (in fact, any “thor-
ough” job of this would require auditing virtu-
ally every citizen’s tax return), but is also is
often impractical for the members of a barter
network to set a fair market value on services
(not goods) received through an exchange. For
example, if a barter network utilizes a credit
system in which credits are not assigned any



consistent value in time or money, network
members would be hard-pressed to declare the
“fair market” value of their credit “income.”
Once these credits are “spent” obtaining a ser-
vice in exchange, the member may declare as
income the fair market value of the service re-
ceived.

The IRS has ruled that members of barter
“clubs,” who receive credits valued at $1 each
for services they perform, must report them as
income when they are received, even though
they may not make use of them until a later
time. Credits possessing no monetary or “time-
spent” income, however, have not been covered
by any IRS rulings to date. (Chapter 2, Part
Two discusses these credit systems in detail).
Many barter network users would have consid-
erable difficulty assigning a fair market value to
many bartered services — services which may
not be available in the marketplace, or, like
many services, may have a value which can’t be
counted in monetary terms.

On the one hand, the IRS activity regarding
barter is a logical extension of our national tax
policies. On the other hand, it is generally ac-
cepted that modest (in regard to their monetary
value) exchanges among individual citizens are
not, for all practical purposes, taxable.

Network members living on low or modest
fixed incomes, or subsisting with federal assis-
tance (such as Aid to Families with Dependent
Children), or who, for some other reason, are
not in taxable income brackets, are exempt
from paying taxes on barter “income” unless
the fair market value of services they receive is
so high that it places them in a taxable income
bracket.

Rural barter is often the economics of
necessity, nonprofit barter is self-help in a
hostile economic environment, but barter
clubs are there to make a profit for some-
body.

Annie Proulx
Back to Barter

For barter network participants whose in-
come levels demand a tax payment, the ex-
change of goods and services through barter
remains a source of substantial financial savings
even when the fair market value of goods and
services received are declared as taxable in-
come. For example, if a network user is in a
30% tax bracket, and he or she receives a ser-
vice through barter valued at $1,000, the tax
payment on that service equals approximately
$330. Therefore, the member has received
$1,000 worth of services at a cost of $330, a net
gain of $670!

Most barter organizers feel an obligation to
inform network members of the tax laws re-
garding barter and do so through their member-
ship application forms or in a brochure (see
Chapter 2). It is up to the individual barterer,
however, to comply with these laws if they ap-
ply to the particular swaps which he or she un-
dertakes. The incorporated barter network itself
1s under no obligation to the IRS beyond its tax
responsibilities as a corporation.
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CHAPTER 6.

BARTER NETWORKS
AND COMPUTERS



The application of computer technology by
small community organizations is a subject
worthy of its own manual. A few words of ad-
vice here, however, will help you consider com-
puters as an information processing alternative
for your barter network.

First it is generally unwise to start off your
barter network using a computer. While such
information systems are “flexible” (that is, they
can be modified to accommodate changing
needs), in your early stages of development you
will want an information system with as much
of a “hands on” capability as possible — one
you can easily “tailor” to meet the heeds of
your members. At the same time, the greater
your data base, the greater your need for com-
puters. This suggests that in your first six
months or year of operation, a “manual” sys-
tem will be more than adequate. Generally,
computers don’t become appropriate until
you’ve reached a membership exceeding 500.

Second, you must really want to make the
jump to computers. As with any innovative
step, you must be prepared to enter a period of
adjustment, where your daily way of doing
things will undergo change, perhaps of a dra-
matic nature. Your reasons for the move must
also be sound and agreed upon by those af-
fected. For example, you may want to use the
computer to re-establish your network onto a
more productive foundation, and/or you may
wish to better educate and train yourself and
your staff to deal with the new communication
technologies that are being implemented
throughout our society.

Third, you must be able to afford the finan-
cial investment. A computer is a financially
worthwhile alternative only if at least one of the
following applies:
¢ You can use or obtain a computer free or at a

cost that you can manage without going after

additional funding.

e Someone is willing to provide the needed
funds.

¢ You have a variety of other uses lined up for
the computer (for example, word processing,
financial accounting, mailing label genera-
tion, statistical analyses) that together justify
the computer’s cost.

¢ You and a number of other organizations can
join together to support and use the com-
puter.

¢ You want the experience of working with a
computer and are willing to take the risk that
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financial paybacks will come soon enough to
justify the investment.

Fourth, you need an entrepreneurial attitude.
This involves achieving a balance between the
computer options available to you and the
amount and kinds of jobs for which you will be
using a computer. For example, buying your
own computer may initially appear more
costly, but if that ownership means you now
can provide computing services to others and
receive a fee in return, then you may actually
be in a position to generate revenue from your
computer investment.

On the other hand, if you perceive the uses of
the computer to be limited for the time being
and some computer source (a university, corpo-
ration, or member with a home computer, for
example) is offering you use of their equipment
free, for credits, or for a modest fee, you may
wish to “get your feet wet” using someone else’s
computer for awhile.

Your basic computer needs may be quite
modest, and only require a simple word pro-
cessing capability. For example, a generous
owner of a word processor or home computer
with word processing option (and printer) could
enter such information as members’ names, ad-
dresses, and services offered, and have this in-
formation printed out for you in various
combinations. The list can then be updated
once a month, and used in the interim in lieu
of the various file cards, forms, and indexes dis-
cussed in Chapter 2.

When deciding to buy your own or use some-
one else’s computer, consider these points:

Part of the reason for “going computer” is to
learn how that technology really works. If you
will be using someone else’s equipment, try to
arrange to have “hands-on” involvement with
at least some of the tasks. For example, you
could handle the data entry, using a terminal to
type in the member information for the net-
work. If the computer is a small one (it may
even be an advanced word processing system),
ask to be trained to operate the sorting and
other information processing routines that or-
ganize your member data into alphabetical or-
der, skill indexes, and so forth. You will be
saving that computer owner staff time in the
process. You will need to satisfy the concern of
the owners in safeguarding their equipment and
the information on their other files. These are
concerns that can readily be dealt with if you
have good rapport with the owners.



When putting your information on a com-
puter belonging to others, be sure that you are
not left vulnerable to their problems or limita-
tions. You will need assurances that your net-
work reports (if you go for a “batch process”
approach) will be produced on time and ac-
cording to agreed-upon specifications. If you
want an “online” hook-up, you should be
aware of their frequency of “downtime” when
the computer is temporarily not working or is
being totally used by others. Also, there is often
a great deal of difference in the speed at which
some of these on-line hookups perform. Watch
them in action while they are being used by
others, to see if it takes a couple of seconds or
even several minutes to respond to questions
being asked of it by an outside terminal. These
speeds are affected by the number of users most
likely to be on the computer at any one time of
the day.

There should be no reason to develop from
scratch the computer software needed to run
your network reports or on-line inquiries. Soft-
ware packages that come with almost all com-
puters can already handle a good deal of the
requirements for a network. A barter network,
after all, is very much like an inventory job, the
software for which exists everywhere. What’s
needed, then, is the customization of some ex-
isting software. These are costs that can be re-
duced or otherwise covered by a bit of
entrepreneurship. Customization of software
can be arranged with a programmer in ex-
change for computer time, as a class assignment
for a college intern, or by friends, spouses, or
your own network members and others who are
willing to volunteer their time.

Buying a computer is not as financially scary
as you initially might think. First, the purchase
price for a good system and a basic software
package can be under $5000. This, of course, is
a large figure, but as with any equipment pur-
chase, it can be made in installments for usu-
ally up to five years. This manual will not
attempt to detail the financial arrangements
which can be made for a computer purchase —
your local computer store can do that, but if
you expect to spend anything over $1500 over
the next year for your network information
processing requirements (card box, keysort, or
fees paid to someone else’s computer), it is
probably cheaper to buy your own computer. If
you plan to use that computer for your organi-
zation’s other needs (mailing labels, word pro-

cessing, financial recordkeeping, statistical
analyses), then the computer becomes even
more financially attractive. And if you perform
fees-for-service work for others (such as doing
their mailing labels), then the computer actu-
ally may generate a return in excess of your
monthly installments.

Which computer to buy, of course, is a diffi-
cult choice. With the proliferation of computer
stores throughout the country, almost every
community has easy access to a range of com-
puters and computer services that fit your needs
and finances. When you shop, compare the fol-
lowing points.

Cost comparisons are important, of course.
But be sure you are comparing all the costs —
for the equipment, installation, training, soft-
ware, servicing charges, and financing.

With a friend who knows computers, com-
pare:

¢ The memory size of the system. Memory is
the space the computer uses to handle the
software programs that run a network’s re-
ports, mailing labels, and other jobs. It can be
thought of as the computer’s “scratch pad.”
Memory size is expressed as “16K,” “32K,”
“48K.,” and so forth. (The “K” refers to thou-
sand “bytes,” a byte being equivalent to a
typed character). Smaller memory sizes begin
to limit the range of sorting, reporting, and
other organizing of your network information
that you will normally want. What you
should do, then, is identify the software that
you need now; its memory requirements will
define the size of the processor.

e The “storage” capability of the system. Com-

puter storage refers to the manner in which
your network’s member information is re-
corded and held for use by the computer.
This can be done on magnetic tape (cassettes
for small computers), floppy disks (5.25 or 8
inch), and hard disks (fixed disks not remov-
able from the computer and drum-like disks
which are removable). Using cassettes is not
recommended for a barter network because
this medium is extremely slow. They work
like a music tape, where, if you want to find
your favorite selection, you have to play the
whole tape, going through one song after an-
other, until you get to the one you want.

Floppy disks (which look like a 45 record en-
closed in a paper sleeve and are inserted into
slots called disk drives) enable you to go di-
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rectly to the part of the disk where the infor-
mation you want is located. This is called
“random access” and is very much faster

than the sequential access of the tape cassette.

A floppy disk typically holds from 80K to
600K (80,000 to 600,000 characters). This
means that about 300 to 1000 members
could be held on one disk (depending on the
amount of information you wanted on each
person). :

¢ Hard disks provide the same random access
to data as do the floppies, but they can hold
anywhere from 10 times to 1000 times and
more of the data than floppies. This means
that your searches and other jobs can be done
in one operation. Hard disks also have a
more sophisticated way of locating data, and
are thus 10 to 30 times faster than floppies.
Fixed hard disks (of a type referred to as
“Winchester” disks) are much less expensive
than comparable removable ones; they are
also less likely to be damaged from use be-
cause they are sealed from dust, and they
have a sophisticated internal error checking
capability. The only real advantage of remov-
able disks is that when they do fill with data,
another can be inserted. Fixed disks, how-
ever, typically have much more storage space
to begin with, so they do not fill up nearly as
fast. Also, the information on them can be
copied and sorted onto floppy disks to free-
up more space on the hard disk and to pro-
vide a backup copy to protect against any
accidental loss of information.

e The speed and versatility of the computer’s
processing system. The processor is the part
of the computer that does the “thinking” —
it handles the instructions written in the soft-
ware that then run the reports, labels, etc.
Speed is expressed in many ways, but proba-
bly the best measure is the term Million
Instructions Per Second (MIPS). If the com-
puter literature uses some other measure,
such as “clock speed” (which is defined in
terms of Mega Hertz), ask for a conversion of
this into MIPS and then compare. Versatility
is affected by a computer’s operating system
(the way it interprets the computer language
used in a software program) and by the brand
of microprocessing “chips” used (for exam-
ple, “Z-80,” “6502C,” etc.). Some operating
systems will not “understand” software pro-
grams written in certain languages; the same
applies to the kind of “chip” used. There are
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computers, however, which build in two or
three of the most widely used processing chip
brands and are, therefore, configured to work
with the widest range of available software.

¢ The upward expandability and compatibility

of the system. Many small computers are not
capable of converting to hard disks or of add-
ing on additional terminals (multi-user
systems). If you believe your use of the com-
puter will increase in time, you will want a
system that can grow with you. This also ap-
plies to your software. For example, some
software packages that come with a computer
may have an excellent way of recording and
then reporting your member information by
skills category, but the package does not eas-
ily permit you to also produce mailing labels
from that file. Check to see, therefore, if the
several functions of a software package can be
interrelated so that you do not have to reen-
ter your basic file information for each type
of job.

e The rapport you can establish with the com-

puter vendor. Let’s face it, you need someone
you can trust because half of the time (at
least for the first year), you will not really
know how to best operate your system. You
need a vendor who will listen to your prob-
lems on the phone and help guide you
through places where you are stuck. You
want someone who will give you the best ad-
vice about what is best for you now and for
later. You really need that vendor as a friend.
If it means paying some extra dollars at the
start, it is probably going to be worth it if you
get the relationship you need for the long
run,

For further guidance on computers, it is
strongly recommended that you identify a local
person who has experience with more than one
kind of small computer. (Those experienced
only with the large systems may well have a set
of prejudices and working habits that are not
useful in evaluating microcomputers). Familiar-
ize this person with the reasons why you want a
computer (put him or her on your board, for
example) and have him or her help you with
the shopping and systems evaluation. Be sure to
visit small businesses and nonprofits who al-
ready have some experience with their own
computer, especially those using the brand of
computer in which you are interested.



CHAPTER 7.

WHERE TO GO FOR
MORE HELP



Barter

Back to Barter. Annie Proulx. 1981. 138 pp.
Garden Way Publishing, Charlotte, VT $5.95.
The most up-to-date and readable book on
person-to-person barter. Emphasis is placed on
rural swapping.

Useful Services Exchange of California.
Sample forms, brochure, and newsletter for
$2.50 from USE of California, 7443 Aldea Ave-
nue, Van Nuys, CA 91406.

Community Skills Exchange. History of their
program, office procedures, and analysis of
problems they have encountered, for $2.00
from Community Skills Exchange, 921 N.
Rogers Street, Olympia, WA 98502.

Useful Services Exchange of Reston. Summary
of their development and sample materials for
$3.50. 25-minute videotape: An Introduction to
USE also available for rental. Write Useful Ser-
vices Exchange, 2310 Colts Neck Road, Reston,
VA 22091.

The Traders’ Journal. A new bimonthly maga-
zine “for people who barter — or would like
to” which includes tips for organized, individ-
ual, and commercial bartering. Available for
$18 (twelve issues) for a Charter Subscription
from The Traders’ Journal, P.O. Box 1127,
Dover, NJ 07801.

Service With A Purpose (SWAP). Copy of the
Barter Research Project, summary of the First
National Barter Conference, and sample SWAP
materials available for $10.00 from SWAP, 29
S. Mills, Madison, WI 53715.

MiniMax: The Exchange Game. Putnam
Barber, Richard Lynch, and Robin Webber.
Workshop exercise that encourages participants
to share information and skills according to the
needs and interests of the members. An excel-
lent training tool for barter network volunteers
and a good way to introduce individuals to bar-
tering skills and services. Available for $22.95
from Volunteer Readership, 1111 N. 19th
Street, Arlington, VA 22209.
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Self-Help

Voluntary Action Leadership, Volunteering, and
Exchange Networks. Three quarterly publica-
tions of VOLUNTEER: The National Center
for Citizen Involvement provided exclusively to
VOLUNTEER Associates ($30 for Basic Asso-
ciate Plan). The three publications cover a wide
variety of topics related to volunteering and
self-help, as well as cover government actions
and programs affecting volunteering, fundrais-
ing, and where to go at the national level for
help in a wide range of areas. For details write
to VOLUNTEER, 1111 N. 19th Street,
Arlington, VA 22209.

Neighborhood Works. A biweekly information
service which includes abstracts from over 100
publications dealing with neighborhood issues,
book reviews, information on federal and pri-
vate funding sources, and useful training mate-
rial. Individual and nonprofit subscriptions are
a worthwhile $25 per year ($40 for libraries and
government programs, $60 for corporations
and for-profit institutions). The Works is avail-
able from the Center for Neighborhood Tech-
nology, 570 W. Randolph Street, Chicago, IL
60606.

Self-Help Reporter. An excellent resource,
published five times a year and available free
from the National Self-Help Clearinghouse, 33
West 42nd Street, Room 1206A, New York,
NY 10036.

Citizen Participation. An extremely informa-
tive tabloid published bimonthly. Available for
$12 per year from Citizen Participation,
Lincoln Filene Center, Tufts University, Med-
ford, MA 02155.

Conserve Neighborhoods. An excellent news-
letter on projects related to rehabilitating hous-
ing, mounting clean-up and improvement
campaigns, and fundraising. It is published bi-
monthly and available for $10 per year from
the National Trust for Historic Preservation,
1785 Massachusetts Avenue NW, Washington,
DC 20036.



Neighborhood Ideas. An informative monthly
newsletter on all types of neighborhood pro-
jects. Published bimonthly, the newsletter is
available for $30 per year (which includes
membership in Neighborhoods USA) from the
Civic Action Institute, 1010 16th Street NW,
Washington, DC 20036.

Community Jobs. A 24-page monthly tabloid
that lists jobs and internships with community
organizations but also includes excellent articles
on community activities, publicizes resources of
interest to community workers, and provides
how-to information. Available for $8.88 per
year for individuals, $12.00 per year for organi-
zations, and $24.00 per year for libraries and
universities, from Community Jobs, 1520 16th
St. NW, Washington, D.C. 20036.

Organizing
and Publicity

Organizing: A Guide for Grassroots

Leaders. Si Kahn. 1982. 387 pp. McGraw-Hill
Book Company, New York. $7.95. The best
and most up-to-date guide book for the begin-
ning organizer of any community effort.

The Successful Volunteer Organization. Joan
Flanagan. 1982. 376 pp. Contemporary Books,
Chicago, IL $9.50 from Volunteer Readership,
1111 N. 19th Street, Arlington, VA 22209. An
invaluable resource book on everything from
planning to incorporation to job assignments to
fundraising and more.

How To Do Leaflets, Newsletters, and
Newspapers. Nancy Brigham. A highly recom-
mended booklet for $3 from the Boston Com-
munications Center, 10 West Street, Boston,
MA 02211.

We Interrupt This Program ... Robbie
Gordon. 1978. 117 pp. (workbook). Citizen In-
volvement Training Project, Amherst, MA
$6.85 from Volunteer Readership. A compre-
hensive and usable workbook on using the me-
dia to promote your program.

Effective Management of Volunteer

Programs. Marlene Wilson. 1976. 197 pp. Pa-
per — $7.35 from Volunteer Readership. Dis-
cusses leadership, motivation, organizational
climate, planning and evaluation, and delega-
tion — and applies them to the tasks that most
often confront the volunteer coordinator.

Helping People Volunteer. Judy Rauner. 1980.
95 pp. $10.50 from Volunteer Readership.
Functional, informative workbook covering
factors influencing your program, an opinion
survey, program planning, job development, re-
cruitment, orientation, interview and place-
ment, training, supervision, etc.

Winning with Staff. Ivan H. Scheier. 1978.
$6.25 from Volunteer Readership.
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L ocal Fundraising

The Grassroots Fundraising Book. (Second
Edition). Joan Flanagan. 1982. Contemporary
Books, Chicago, IL An updated version of the
“bible” of local fundraising. An invaluable
guide to planning and raising money for any lo-
cal nonprofit organization. $9.35 from Volun-
teer Readership.

Organizing for Local Fundraising. Bob
Johnsen, David Tobin, and Jessie Bond. A
workbook on fundraising planning and imple-
mentation with emphasis on self-sufficiency
and fundraising from local businesses and insti-
tutions. $7.35 from Volunteer Readership.

Foundations

Research materials on foundations are avail-
able at Foundation Center libraries, which
make available factual information on philan-
thropic foundations through programs of li-
brary service, publications, and research.
Foundation Center libraries contain all of the
Center’s standard reference works, recent books
and reports on foundations, and foundation an-
nual reports. A complete list of Foundation
Center libraries and the complete collections of
data covering all U.S. foundations can be found
at the following national Foundation Center
libraries:

The Foundation Center
888 Seventh Avenue
New York, NY 10019

The Foundation Center
1001 Connecticut Avenue NW
Washington, DC 10036

Also consult your local public university library
for The Foundation Directory, The Foundation
Grants Index, The Foundation News (published
by the Foundation Center), and the Grantsman-
ship Center News (published six times per year
by the Grantsmanship Center, 1031 South
Grand Avenue, Los Angeles, CA 90015. $20.00
subscription for one year, $36.00 for two years).
Other useful publications on philanthropy in-
clude: The Grantseekers Guide (1981, National
Network of Grantmakers, 919 North Michigan
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Avenue, Fifth Floor, Chicago, IL 60611, $5.00
prepaid); The Rich Get Richer and the Poor
Write Proposals (Nancy Mitiguy, 1978, Citizen
Involvement Training Project, Amherst, MA,
available for $6.85 from Volunteer Readership,
1111 North 19th St., Arlington, VA 22209); the
National Directory of Corporate Charity (1981,
Regional Young Adult Project, 944 Market
Street, Room 705, San Francisco, CA 94102,
$30.00 plus $2.00 for postage and handling).
NOTE: The directory is a recently released, in-
depth listing of over 640 major corporations,
and is considered a major new resource for re-
searching corporate giving); and the Taft Corpo-
rate Foundation Directory (updated annually,
Taft Corporation, 5125 MacArthur Boulevard
NW, Washington, DC 20016, $145.00 plus
$6.50 for postage and handling). Before pur-
chasing such expensive publications as the Taft
Directory, thoroughly research your local public
or university libraries. Chances are, all of the
above publications are available for loan or use
locally.

Churches

A number of community organizations were
formed with the active help and participation of
local churches. In many neighborhoods and ru-
ral areas, the local church remains the most in-
fluential institution in the lives of residents and
even where it has no money to give the com-
munity group, it can be a source of free space
and volunteers. It 1s important to bear in mind
that, with very few exceptions, church funding
sources at the judicatory level will require some
degree of support or approval from their local
churches in the area served by the local organi-
zation before a grant is made. National church
funding sources will require some approval, as-
sent, support (at least not a veto) at the judica-
tory or local level before making a grant to a
community-based organization. Even if the lo-
cal church cannot provide financial support,
clergy or key lay people may help you contact
other churches of their denomination in the
area and/or explain how to apply for funds that
may be available at the judicatory or national
level. Having allies in local churches gives your
organization a better chance of raising funds
from any source which may be available within
that denomination if the denomination is one
that funds community-based organizations.




The Lutheran Resources Commission-
Washington (LRC-W) is a grants consultation
agency established by the American Lutheran
Church, Lutheran Church of America, and the
Lutheran Church-Missouri Synod, but which
also services by contract, units of the United
Methodist Church, the Presbyterian Church in
the U.S., the Presbyterian Church USA, and the
Roman Catholic Archdiocese of Washington,
DC. LRC-W identifies resource opportunities
of all kinds and reports this information to the
denominational offices to which it is related.
From these same offices, it receives requests
and proposals for funding of broad community
services in the fields of health, welfare, housing,
education, and the arts and humanities. After
careful research for funding opportunities, the
LRC-W reports back to the project and pro-
gram directors and the national church staff,
providing information and professional guid-
ance in final preparation of proposals, how to
apply for grants, and follow-through with pro-
spective donors before and after grants are
made. LRC-W also publishes an excellent
monthly newsletter, Newsbriefs, which men-
tions funding opportunities and lists other valu-
able information. Newsbriefs is available for
$50 per year from Lutheran Resources
Commission-Washington, 1346 Connecticut
Avenue NW, Suite 823, Washington, DC
20036. For information on LRC-W funding as-
sistance, contact Dr. Lloyd Foerster, Executive
Director of LRC-W, at the same address.

The U.S. Catholic Conference — Campaign
for Human Development is an action/education
program seeking to attack the root causes of
poverty in American society. It funds self-help
projects for the poor and powerless, which give
them a chance to change the institutions op-
pressing them and the strength to succeed
within the existing social structures. The Cam-
paign funds projects working for long-term so-
lutions in the critical areas of economic and
social development, education, health care, le-
gal assistance, communications, and housing.
Contact: Campaign for Human Development,
U.S. Catholic Conference, 1312 Massachusetts
Avenue NW, Washington, DC 20005.

United Way

The national headquarters of the United Way
of America will provide you with a fact sheet
describing the organization, its activities, and
the best way to approach your local chapter, by
writing United Way of America, 801 North
Fairfax Street, Alexandria, VA 22314.

Computers

Patrick Saccomandi (137 S Street NW,
Washington, DC 20001) is a consultant and pi-
oneer in the development of “‘community com-
puters” for small nonprofit organizations, and
has worked with developing computer pro-
grams applicable to barter networks.
Saccomandi will provide advice on computer
applicability and design at a negotiable rate.

Recommended readings on computers in-
clude: The Personal Computer Book (Peter
McWilliams, Pallantine Books, New York, NY,
1982, $9.95), Information and Communication
Technology for the Community (Steve Johnsen,
Center for Urban Education, 0245 SW Ban-
croft, Portland, OR 97201, $6.00), and Popular
Computing (Byte Publications Inc., 70 Main
Street, Peterborough, NH 03458, $15 per year).
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A ccounting system, central, 30-33
see also record keeping
administration, of your network, 2, 17-35
Aging, Office on, 6
application form, 24-26
sample, 25-26
apprenticeships, as promotional tool, 21
area (geographic) to serve, size of, 9-10, 22-24
association, unincorporated, 16
auctions, barter, 20

B ack to Barter (Proulx), viii, 55, 62
Barter Book (Simon), 35
barter network
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organizing (starting), 8-16
what it is, 2, 3-6
Barter Project, The, 2
Barter Research Project (University of
Wisconsin), 2, 62
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and IRS, 14-16, 38-39
biographies, of members, 6
Board of Directors, 12
Bradley, Doug (quoted), 50
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“brokerage” firms, barter, 1, 13-14, 16
budget planning, 11, 40-43
bulletin boards
recruiting members via, 20
to seek hard-to-supply services, 47-49
business, small
as neighborhood network members, 4
“brokerage” firms, 1

C alifornia

Los Angeles, 1
Oakland, 1
San Diego, 5
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flow, increase in, 1, 42-43
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30
charitable contributions, tax deductibility of,
13-14, 16
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chits, use of, 1, 17, 29
churches
as network members, 2, 4
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“clubs,” barter, 14, 55
collaboration, with other groups, 10, 11, 12-13
community, spirit of, 1, 8, 16
Community Barter Bank, a prototype network,
4-5,6
Community Energy Bank (Eugene, Oregon), 1,
6
Community Skills Exchange (Olympia,
Washington), 4, 62
computers, and barter network, 2, 58-60
further information on (list of resource
material), 65
conferences, barter (University of Wisconsin,
1979), 1
cooperative recruitment with member
institutions, 21-22
cooperative(s)
as network members, 2, 4
food/housing, 1-2
incorporating as a, 13-14
corporations
cooperative form, 13-14
for-profit form, 13-14, 16
national/international, barter by, 1
nonprofit form, 13-16
coupons, use of, 1, 29
credit
accounting systems, 4, 5, 17, 29-33
file, 5
ledger book, 31-32
value, of services, 4, 5, 17
currency, replacement of, 1

D irect/indirect barter, 1, 4, 5, 6
directories (lists), of skills/services, 1, 6, 17

aid in revealing skills/talents unknown to

prospective member, 18, 20

as fundraising tool, 39

as tool to tapping unused skills, 18
donations/dues/fees, membership, 4, 16, 38-39
dues/donations/fees, membership, 4, 16 38-39



E conomic need, bartering out of, 1, 2, 6
Elder Care Work Exchange (Milwaukee,
Wisconsin), 5
Elder Line, Inc. (Milwaukee, Wisconsin), 5
elderly citizens
meeting unmet needs of, 4
Work Exchange, Inc. (Milwaukee,
Wisconsin), 5
- youth exchanges, 1, 5-6, 11
establishing a barter network, 8-16
evaluating/monitoring an established network,
2,9, 46-51

F air market value, concept of, and IRS, 54-55
fairs, barter, 11, 20
fee, “handling,” 5, 31, 38-39
see also donations/dues/fees
file
card, of member service transactions, 30
of member applications, 27
of skills, 5, 27-28
financial support, 2, 8, 10, 38-43
flyers, promotional, 18
for-profit
barter firms, 1, 13-14, 16
corporation, incorporating as, 13-14, 16
formal (organized) vs. informal bartering, 1, 8,
12
foundations, information on (lists of resource
material), 64
fundraising, 38, 39, 40-43
further information on (lists of resource
material), 64

Gift certificates, a recruiting device, 22
Give & Take Barter Center (Burlington,
Vermont), 4
Glynn, Tom (IRS Asst. Commissioner), quoted,
54
goals, establishing, for group, 8
long-/short-term, 9-11
grant writing, 38
see also foundations
graphics, in promotional material, 19
grassroots movement, 1-2

£f
H andling” charge
of money, 38-39
of time, 5, 31, 38-39
help/information, where to obtain more, 2,
61-65
Hess, Karl (quoted), 6
Human Services and Resources Networks
(Sarason), 16

l llinois, Chicago, 1
incorporation, 4, 5, 11, 12, 13-16
independence, of elderly, 4, 5
index, of services/skills (see directories [lists] of
skills/services)
indirect barter, 17, 27, 29-33
indirect/direct barter, 1, 4, 5, 6
inflation, 1, 2
informal vs. formal (organized) bartering, 1, 8,
12
information needed from new members, 24-25
institutionalization of elderly, alternatives to,
and barter, 4, 5
institutions

neighborhood, as network members, 2, 4

recruiting cooperatively with, for individual
members, 21-22
Internal Revenue Service (IRS), and barter,
15-16, 25, 38-39, 54-55
international barter, 1
IRS (see Internal Revenue Service)
inventories, of services/skills (see directories
[lists] of skills/services)

Job

market, entrée into, 1
skills, developing, |
Jo-Co Skills Exchange (Grants Pass, Oregon), 1,
15-16, 43

Learning workshops
as promotional tool, 21
to teach high-demand, low-supply skills, 50
ledger book, credit, 31
as evaluation tool, 49
liability
of network, 25
tax, 25
“link” schemes/exchanges, 29
locating
of existing self-help community groups, 8-9
of prospective members, 17-24
of services on file, methods of, 6, 32-33
log, of daily transactions, 28
as evaluation tool, 47

M arkets, expansion, of, 1

Massachusetts, Boston, |

“matchmaking,” of workers and jobs, 6, 29,
32-33

material goods, swapping, 10, 18

means of exchange, barter as, 1
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media, use of
to fill hard-to-supply services, 47-49
to recruit members, 22-24
members, of network groups
interviews with new, 6
new, information needed from, 24-26
recruitment of, 17-24
who they are, 4
memberships, various levels of, 39
Michigan, Grand Rapids, |
middle class groups, |
monitoring
an established network, 2, 9, 46-51
individual member activity, 49-51
motives, for bartering, 1, 3, 18, 22, 46

National barter, 1
need, economic, bartering out of, 1, 2, 6
needs, unmet

of elderly, 4

of individual members, 47-50
neighborhood

barter systems, 1-2, 4

revitalization, 2
newsletters

of other local groups, recruiting via, 22-24

of your network, 35, 24

to advertise unused services, 50

to seek hard-to-supply services, 47-49
newspapers, swap columns in, 24, 47-49
nonprofit corporation, incorporating as, 4, 5,

13-16

Older Americans Act, 6
Oregon
Ashland, 4, 35
Eugene, 1, 6
Grants Pass, 1, 15-16, 43
organizations
neighborhood, as network members, 2, 4, 10
network member, collectively recruiting
individual members, 21-22
organizing (starting) a barter group, 2
further information on (lists of resource
material), 63
guidelines for success, 34-35
organizing committee, 9
steps to follow, 8-33

P ersonality characteristics
effect of barter on, 16, 38, 46
needed for good barter organizers, 8
posters, promotional, 18
poverty, 1, 2, 5, 6
presentations, public
and recruiting of members, 20-21
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as promotional tool, 20-21
proficiency, level of, of skills offered
(qualifications), 6, 25, 27, 28
profits, increase of, |
promotional material/strategies, 2, 17-24
Proulx, Annie (quoted), viii, 55
publicity for your network, 2, 17-24
further information on (lists of resource
material), 63
purpose of your barter network, 8-9

Quality, of work performed, 25, 28
questionnaires, as evaluation tool, 50

Recession, 1
record-keeping system, of exchange credits, 1,
5,6,17,29-33
recruitment, of members, 17-24
registration number, member, 27-28
resources
financial, 2, 8, 11, 38-43
tangible/intangible, needed to start a
network, 2, 8-35
unused, of individual/community, 1, 2, 4, 11,

18
Sarason, Seymour (quoted), 16
scope, of proposed network, 9-10
self-help, 8-9
lists of resource material, 62-63
senior citizens, 1, 2, 4, 5-6
Service With Action Participation (SWAP),
Grand Rapids, Michigan, 1, 50
services, methods of learning who offers what
by directories/listings, 1, 6, 17
by telephoning office staff, 5, 6, 29, 32-33
Simon, Dyanne Asimow (quoted), 35
size, of your group, 9-10, 22-24, 46-47
skills/services
file of, 5, 27-28
offered, level of proficiency of, 25-28
Skillsbank (Ashland, Oregon), 4, 35
skits/plays, recruiting members via, 20
slide shows, recruiting members via, 20-21
sliding-scale membership fees, 4, 16, 39
social aspects of bartering, 1, 8, 16, 38, 46
social service agencies, as network members, 2,
4
solicitations, for contributions, 39
spin-off activities of groups, 6
sponsoring organizations, 5, 11, 12-13
staff functions, administrative, 5, 6, 28-34
stamps, trading, use of, 17, 29
starting a barter network, 2, 7-34
structure, of network, 2, 11-12
for tax purposes, 13-16
formal/informal, 1, 8, 12



success
of established network,
evaluating/monitoring, 2, 9, 46-51
of swaps, secrets of, 23
support, financial, 2, 8, 11, 38-43
surcharge (see handling charge)
survival, barter and, 1, 2, 5, 6
swap columns, in newspapers, 24, 47-49
SWAP (Service With Action Participation),
Grand Rapids, Michigan, 1, 50
swaps, successful, suggestions for, 23, 34

Talents

tapping unused, 1, 2,4, 11, 18
unearthing prospective member’s unknown
talents, 18, 20
tasks, related to established goals, 9, 11
tax status, 4, 5, 11, 12, 13-16, 25, 54-55
telephone
answering service, 17
“matchmaking” of workers and jobs, 5, 6,
29, 32-33
reassurance program, 6
time, a factor in starting/maintaining a barter
network, &, 11, 34
tokens, use of, 1, 17, 29
tutoring program, as promotional tool, 21
trade credits, of services (see credit)

U nemployment, temporary, survival of, 1
United Way, 5, 6, 65
University of Wisconsin, 2

Useful Services Exchanges, (Reston, Virginia),
1,62

Value

credit, of services, 4, 5, 17

of barter, to variety of people, 18

of skilled/unskilled labor time, 30

Van Hook, Steve (quoted) 16, 43
Vermont, Burlington, 4
Videotape, recruiting members via, 20-21
Virginia, Reston, 1, 62
VISTA volunteers, in barter networks, 6
Volunteer Exchange Cooperative (Oakland,

California), 1

Washington,

Olympia, 4, 62

Seattle, 1
Wasierski, Marian (quoted), 5
Wisconsin, Milwaukee, 1, 2, 4, 5-6
Wisconsin, University of, 2
word-of-mouth, promotion by, 22
Work Exchange, Inc. (Milwaukee,

Wisconsin), 4, 5-6

Workshops

learning, as promotional tool, 21

to teach high-demand, low-supply skills, 50

Youth

- senior citizen exchanges, 1, 5-6, 11
unused talents of, 2
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To order additional copies of The Barter Network Handbook: Building Community Through Organized
Trade, photocopy and fill out the order form below and mail with your payment to: VOLUNTEER
READERSHIP, 1111 N. 19th Street, Arlington, VA 22209.

Please send me additional copies of The Barter Network Handbook at $5.95 each (plus shipping and
handling charges below).

$2.25 for 1 copy e $3.25 for 2-3 copies o $4.25 for 4-5 copies e $5.00 for 6-10 copies e $6.75 for 10 or
more copies

For information on special discounts for purchases of 25 copies or more, call (303) 447-0492.

Name

Organization (if applicable)

Street Address

City State Zip

Daytime telephone number ( )

Please check methed of payment: [ Check enclosed (0 Mastercard O VISA

Credit Card Number (All Digits): Card Expiration Date _/ __/__
OO0O0O0000000000o0oaaa0

Signature

1 copy $2.25 4-5 copies $4.25

2-3 copies $3.25 6-10 copies $5.00

10 or more copies  $6.75
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