Barterfy x TIE Commerce CASE STUDY

lllustrative Case Study: How a Media Company Could Fund a
Campaign With a Self-Repaying Trade Credit Line

Vertical: Media / Advertising

Status: lllustrative example, based on a proposed structure, not a completed Barterfy trade

Media companies sell inventory that behaves like a hotel room: unsold ad space or airtime in a given window is gone the
moment that window closes. At the same time, media companies themselves often need to fund marketing campaigns
for their own growth, which usually means spending cash they would rather keep for operations.

A media company draws on a trade credit line funded by its own unsold ad inventory, using that credit to fund a real
advertising campaign (a TV placement, for example) rather than paying cash for it. As the campaign runs and drives new
members or customers into the exchange, the resulting trade activity and fees repay the credit line, so the campaign is
designed to fund itself over time rather than sit as a straight cash expense.

A media company gets a funded campaign without an upfront cash outlay, using capacity (unsold ad inventory) it already
owns as the funding source, with the campaign's own results covering the credit extended.

For a media or advertising business, unsold inventory is not just a lost sale. It can become the collateral for funding the
company's own growth initiatives, turning what would otherwise be wasted capacity into a self-funding marketing budget.

This example is illustrative. It describes a proposed structure discussed for a media partner rather than a documented completed trade.

It is offered as a starting framework for TIE media and advertising members considering the exchange.
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