Barterfy x TIE Commerce CASE STUDY

Case Study: When Corporate Barter Reaches Billions, Not
Thousands

Vertical: Corporate Trade / Countertrade (general industry example, not a Barterfy transaction)

Purpose: Context on the scale barter and trade commerce can reach

It is easy to think of trade exchanges as a small-business tool for filling empty tables or unused hotel rooms. The same
underlying mechanism, exchanging goods and services instead of cash, has also been used to close some of the largest
corporate deals in modern history, in situations where currency itself was the obstacle rather than a preference.

In 1989, PepsiCo needed a way to get paid for Pepsi sold in the Soviet Union, whose currency, the ruble, was not
convertible on international markets and therefore useless to PepsiCo outside Soviet borders. The two sides structured
a deal in which PepsiCo received payment largely in kind: Stolichnaya vodka for distribution in Western markets, and, in
a later expansion of the arrangement, a fleet of decommissioned Soviet naval vessels, including submarines and
warships, which PepsiCo then sold for scrap value. At the time, the arrangement reportedly made PepsiCo's fleet, briefly,
larger than several national navies, a detail that has made the deal a recurring case study in business schools ever
since. (Sources: History.com, Atlas Obscura, VinePair)

This kind of transaction is formally called countertrade, and it remains a standard tool in international business
specifically because it solves problems cash cannot: currency inconvertibility, capital controls, or a trading partner with
real value to offer but limited hard currency to pay with. The International Reciprocal Trade Association (irta.com), the
global industry body for barter and trade exchanges, has tracked and promoted this model for decades precisely
because the underlying logic scales from a single restaurant table all the way to a fleet of warships: unlock value that
cash alone cannot move.

The mechanism a TiIE Commerce member uses to trade a hotel room or a set of accounting hours for trade credit is the
same mechanism, at a different scale, that has closed some of the largest corporate deals in history. Trade commerce is
not a workaround for small businesses that cannot access cash. It is a deliberate tool used by organizations of every
size, including the world's largest, whenever cash is not the most efficient way to capture value.


https://www.history.com/articles/pepsi-navy-soviet-submarines
https://www.atlasobscura.com/articles/soviet-union-pepsi-ships
https://vinepair.com/articles/soviet-union-pepsi-stoli-vodka/
https://irta.com/

This case study describes a well-documented, publicly reported historical transaction between PepsiCo and the Soviet government. It is

not a Barterfy or TIE Commerce transaction and is included here for industry context on the scale trade commerce can reach.
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