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ike many massage therapists starting a business,
Enrique Ramirez, spa director and founder of
«Face to Face NYC Day Spa, struggled to stay
aﬂﬂat in the early going. With approximately five
clients at the outset, his budget didn’t allow for
advertising or marketing expenses. To help get the
word out about his business without breaking the
bank, Ramirez resorted to a time-tested technique.

“] began trading massage services for a small ad in
a local magazine and also with a friend who served
as my marketing director,” Ramirez says. This

arrangement enabled him to build his business with-
out waiting for his savings account to grow or having
to secure a large business loan.

Common Practice
ince before written history and the invention of a
common currency, barter—the exchange of servic-
es and goods for the same—has been a common prac-
tice and continues to flourish today. A 2003 study
titled “U.S. Domestic Barter: An Empirical
Investigation” by Barbara Cresti indicates that barter
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