
Editor’s note: As a free service, the Union 
Bank Small Business Resource Center provides 
articles and general information offering helpful 
tips, best practices, and tools. The following is 
one article on their website. You can find more 
here: www.unionbank.sbresources.com

One of the oldest forms of exchange still 
works for businesses looking to optimize their 
cash flow while providing and receiving value for 
their products and services. Here’s how bartering 
can legitimately help you grow your business.

For many small enterprises, cash is the 
lifeblood that keeps the heart of the business 
pumping. For business owners looking to optimize 
their use of cash, bartering with other businesses 
can be a winning solution. Barter creates win-win 
situations by allowing products or services to be 
exchanged for equivalent products or services 
from another business, all with minimal or no 
cash consequences.

There is a variety of credible ways to establish 
barter relationships with other businesses. Tapping 
into the local business community is a method 
that allows for a high degree of certainty, as the 
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good outcome, since cash payment isn’t going 
to be available as a point of leverage.

Maintain Your Requirements. It isn’t worth 
saving a little cash if it puts your business in a bad 
spot. Setting the bar lower for a business providing

personal nature of doing business nearby facilitates 
trust and reputation-building. There are also online 
tools available to extend the reach of businesses 
looking to barter their services across geographic 
regions.

Whether you are considering bartering in 
your local or digital community, keep in mind 
the following best practices.

Fairness Is Rule Number One. It may be 
tempting to heavily “discount” barter or otherwise 
reduce the value in work done without cash 
payment, but the reality is cash is just one of 
many ways of paying for products and services. 
Don’t allow the method of payment to determine 
the value you put on your time and effort. When 
both businesses in a bartering arrangement are 
giving and getting fair value, everyone comes 
away the better for it.

Keep It Formal. Just because money isn’t 
changing hands doesn’t mean the expectations 
should be any different. Follow your normal 
practices around contracting and follow-up. If 
anything, apply extra diligence to the process 
of establishing a relationship to make sure of a 
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PUBLIC LEGAL NOTICES
With a database of over 1.6 million businesses, 
SBE assists agencies with public legal notices
Advertisements
Placed in various Small Business Exchange 
Northeast digital publications each month, and 
at www.sbenortheast.com
Special Follow-Up Services
Custom design and development of services 
that you need for particular situations such 
as small business marketing, diversity goal 
completion, and agency capacity building
Call for more information: 800-800-8534 
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George Harms Construction is seeking
DBE/SBE vendors, suppliers, subcontractors

Click for details
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SBE OUTREACH SERVICES
With over 1.6 million businesses in our 
active database—the country’s largest non-
public diversity database—SBE sets the 
professional standard for diversity outreach 
across the nation. For three decades, we have 
served small businesses, prime contractors, 
and agencies—with proven results.
Advertisements
Placed in various Small Business Exchange 
Northeast digital publications each month, 
and at www.sbenortheast.com
Fax, Email, and Postal Solicitations
Targeted mailings sent to businesses chosen 
according to your criteria
Live Call Center Follow-Up
Telephone follow-up calls using a script of 
five questions that you define
Computer Generated Reports 
Complete documentation that will fit right 
into your proposal, along with a list of 
interested firms to contact
Special Services 
Custom design and development of services 
that you need for particular situations such 
as small business marketing, diversity goal 
completion, and agency capacity building
Call for more information: 800-800-8534 
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Boots to Business
Tuesday, April 18, 2017, 8:30 am–Wednesday, 
April 19, 2017, 4:00 pm
Pease Air National Guard Base, 302 Newington 
Street, Newington, NH
Main Sponsor(s): Small Business Administration
Contact: Miguel Moralez, 207-438-5785, miguel.
moralez@sba.gov
Fee: Free; registration required
Boots to Business is a three-step training program 
developed to introduce all veterans and transitioning 
service members to business ownership. This two-day 
workshop helps ensure that every participant has 
access to a standardized entrepreneurship training 
track and the small business resources in their 
local communities. Any veteran, spouse, and/or 
dependent children over eighteen are welcome to 
participate! After completing the two-day Boots to 
Business session, participants will have the tools 
and knowledge they need to identify a business 
opportunity, draft a business plan, connect with 
local small business resources, and launch their 
small business.

Selling to the Government Workshop
Thursday, April 20, 2017, 9:00 am–10:00 am
Hoag Library, 134 South Main Street, Albion, NY
Main Sponsor(s): Small Business Administration, 
Monroe County Finger Lakes PTAC, US Department 
of Agriculture 
Contact: Jennifer Talarico, jennifer.talarico@
sba.gov

Fee: Free; registration required
Hear guest speakers and connect with local 
agencies to learn more about starting or enhancing 
an aspect of your business. This workshop is 
for small business concerns with an interest in 
selling their goods and services to the government. 
You will learn about the programs that SBA has 
available and then how to do business with the 
government from a local PTAC professional. 
Program agenda 9:00 am–9:30 am; federal 
certifications 9:30 am–10:00 am.

8(a) Business Development Eligibility Briefing
Thursday, April 27, 2017, 10:00 am–12:00 pm
Thomas P. O’ Neil Federal Building, 10 Causeway 
Street, Second Floor, Boston, MA
Main Sponsor(s): Small Business Administration 
Massachusetts District Office
Contact: Pauline Swanson, 617-565-5564, 
pauline.swanson@sba.gov
Fee: Free; registration required
Established by the Small Business Administration, 
the 8(a) Business Development Program offers 
a broad scope of assistance intended to help 
socially and economically disadvantaged small 
business owners gain federal contracts, grow 
your businesses, and gain access to sole source 
contracts. This program has helped thousands 
of aspiring entrepreneurs to gain access to the 
economic mainstream of American society and 
to gain a foothold in government contracting, 
while maintaining a healthy balance between 
their commercial and government business. Join 
us to connect with your local small business 
resources and to learn about the various 8(a) 
certification requirements, program benefits, 
the application process, and available technical 
assistance.
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Description of project:  
The LIRR Expansion Project from Floral Park to Hicksville is a strategic component in Governor 
Andrew Cuomo’s comprehensive plan to transform New York’s vital transportation infrastructure 
while improving the economy, environment, and future of Long Island. The Expansion is decades 
in the making. Residents and commuters along the Main Line corridor have long sought a 
mass transit solution to reduce congestion, improve safety and the environment, and provide an 
appealing alternative to driving, with minimal disruption to existing services and without residential 
property takings. The new plan includes construction of a 9.8 mile third track between the 
Floral Park and Hicksville stations, the elimination of 7 grade crossings to improve safety and 
reduce road traffic, and upgrades to infrastructure, stations, and parking along the route.
Subcontracting opportunities include, but are not limited to:
Civil Work, Professional Services, Mechanical Work, Architectural Work, Metals, Electrical 
Work, and Design Services.
If you are interested in bidding on this project, please contact: info@skanskakiewitposillico.com

SKANSKA KIEWIT POSILLICO JOINT VENTURE
IS SOLICITING COST PROPOSALS

FROM NEW YORK STATE CERTIFIED M/WBE AND SDVOB
SUBCONTRACTORS/VENDORS FOR THE

Long Island Railroad Expansion Project from Floral Park to Hicksville
MTA LIRR Contract 

Bid Date: July 6, 2017

Description of project:  
Installation of ~ 8 miles of ballasted track and signals / communication / power systems for the 
new second track on the Ronkonkoma Branch line.
Subcontracting opportunities include, but are not limited to:
Installation of signal / communication / power systems, civil support work for electrical sub, 
and architectural / mechanical / electrical / site work for station platforms.
If you are interested in bidding on this project, please contact Skanska’s Outreach Coordinator: 
Julia.Omanoff@skanska.com

SKANSKA POSILLICO JOINT VENTURE
IS SOLICITING COST PROPOSALS

FROM NEW YORK STATE CERTIFIED M/WBE
SUBCONTRACTORS/VENDORS FOR THE

6257 Track and System Installation for the New Second Track on the
Main Line Ronkonkoma Branch Phase II

MTA LIRR Contract 
Bid Date: April 25, 2017
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Your partner in building
bridges to opportunity
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