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For ease of use the terms 'LETS', 'LETSystems' and 'exchange circles' are interchangeable in this brochure. With these terms we include all systems promoting exchange. Both the moneylike systems and the hours and services exchange agencies, as well as systems for a limited group. As far as we are concerned there is room for everyone to organise LETS in his/her own way. This means that some tips and ideas cannot be applied to every exchange circle.

For this reason: where we write 'trade', you can also read 'exchange'. Where we write 'pay', you can also read 'appreciate'. Where we write 'cheque', you can also read voucher of appreciation or exchange. Where we write 'core group', you can also read 'board'. Where we write 'in the red' you can also read 'promises for the future'. Etc. 

Remarks from the translator: 

- the translation of this document differs somewhat from the Dutch original ("Handelsbevordering in LETS systemen"), for some references to the specifically Dutch situation have been left out.

- 'he' or 'his' can also be read as 'she' or 'her'
- In the Netherlands LETS units have a different name in each place, so you will come across names like: Noppes, Stars, Cobbles, Peat Blocks, etc.

Introduction

A great many people have started a LETSystem, and even more people are active members of such a system. 

They are doing this with various intentions. Good intentions: a better environment, a tighter community, new employment, emancipation, a sustainable economy, an increase of purchasing power and development opportunities etc. According to a research into the environment-saving effect of LETS, commissioned by VROM, the Dutch Ministry of Housing, Planning and the Environment, local exchange circles have great potential to bring these targets nearer. Unfortunately the possibilities of LETSystems have not yet been used optimally. Two things can increase the effect: (1) more trade between the participants and (2) more participants and more exchange systems. Especially those groups that have not yet been reached, offer possibilities for this. 

This brochure is about the first item: the promotion of trade between the participants. The greater part consists of tips: solutions for problems that arise everywhere one time or another. Solutions that have been applied in practice and seem to be usable elsewhere.

Apart from that we have tried to define the common problem areas. Eventually we have taken up a number of ideas of which the value still needs to be proved or which are controversial. In many exchange circles you can see that most participants do not trade often and moreover spend just a few LETSunits. Why do these people join then? Is the  idea  of being a participant enough and are most participants not so eager to trade? Or does the LETSystem as such not function well enough? If this is the case, we must take a good look at the cause of this problem and how we can improve the system's functioning. 

In doing so there is more than one way to Rome. The power and charm of exchange circles is precisely that they are local and all differ from each other. We all can learn from each other. Presumably the problems and choices we shall meet are often comparable, but the solutions may differ. What works on the one spot or in the one group, does not necessarily have to work on another spot with other people. What at first seemed a good idea, can appear to lead to new, even greater problems later on. 

In this brochure you will find a number of possibilities of which we think or have experienced that they can work well. A collection of good practices. Consider the series of tips and ideas below as a source of inspiration from which you can benefit. And take care that this source continues being fed. Let us know which good practices you yourself have developed in your exchange circle. Then we can, in our turn, inspire others. 

Volume and goal

In economic terms the trade in most LETSystems is always limited, certainly in comparison with the regular economy. But the trade in an exchange circle often is of great social significance to the participants.  People have widely different opinions about the ideal size and method of LETSystems. Also internationally there is no consensus on the best framework. In fact there is not yet very much experience with exchange circles. Moreover different situations, different preferences and different possibilities ask for a different approach. For this reason Strohalm aims for a diversity as wide as possible. So both very small and very large systems, both basis-democratic and service-rendering ones. Nearly all exchange circles share the ideal to strengthen communities or to build them up.

For this reason the tips and ideas in this brochure for trade promotion are various and sometimes contradictory. Much depends on the goal, the method and the size of the group. The goal and the size are somewhat connected. If you want an exchange circle to arrange mutual child care, then a small group seems ideal. 

If you want to promote with your system the socio-economic development of the region of Amsterdam (with more than 700,000 inhabitants), then your preference will be a large system in which organisations and companies will also participate.

Some of the tips may be obvious to some people. As if you explain to someone that he can also use the zebra in order to cross the street. "What can you do with such a tip? Am I taken seriously as a reader?"
It should be borne in mind that this can be entirely different for someone else, and that it is very hard for us to judge whether a tip is valuable or superfluous for someone else.
And it is certainly hard for us to determine that a certain tip is valuable for nobody. Perhaps a few knock-down arguments have fallen into this brochure. Ignore them or laugh about them.
Promoting trade between the participants in the exchange circle should not become an obsession. LETS should remain fun. But bear in mind that a well working system can be very inspiring, certainly for active participants and for the core group.
We have structured the good practices (and the inspiring ideas) into a number of chapters. We did this for the clarity of the survey. But there will always remain tips and ideas that in fact belong on more spots or that are just somewhat unfortunately placed. Do not make too much of this or suspect that there is anything behind it.  

The value of exchanging

Local exchange circles work differently from the monetary economy. For many users this is the main reason to join LETS. In an exchange circle you are stimulated to think about many matters that you normally do not normally deal with at great length. Matters such as the role you play as consumer or producer, the relation between being human and economic activity, the relation to one another, the solidarity between people and the relation with nature etc.
Many people are frustrated in their actions by blockades on a psychological, philosophical and/or an ideological level. We have noticed that it is necessary and also inspiring to discuss a few of those blockades seriously. Because of this the tips and ideas in this chapter are less practical than those in the remainder of the brochure. Mainly it is about communication. 
Tip: Listening

Listen as core group regularly and carefully to the participants, both the active and less active ones. Try to find out carefully where the barriers for participation in trade are. There seem to be people who think that they are not allowed to respond to certain offers in the LETS magazine, because they did not demand the same thing in the magazine. 
Only if you have a clear picture of why people are trading so little, can you do something about it with the people involved or with the core group.
A warning: people often give their opinion about what is wrong without realizing that you have worked very hard to let things run so that everyone is satisfied. Because of this criticism can hit hard, certainly when you take it (too) personally. For that matter it may be very good to show it honestly if remarks are hurting you.

Tip: Philosophising at the participants meeting
Many participants meetings are filled with domestic, organisational and financial-technical affairs. This is very important for the practical functioning of your system, but often not very inspiring for those present. At the participants meeting you might spend attention to the philosophy and psychology of exchanging. Why do we actually have a LETSystem? What do we want with it? Where are we going to? What is positive, what is scary, what is strange? 
By talking about this, deeper feelings, images and thoughts are coming to the surface. This can help to understand and to remove the blockades in yourself and others. 

Tip: talking together about goals

In the Utrecht LETSystem the drawing up of the concept regulations in a general participants meeting has led to heated discussion on goals, methods and means. At the subsequent festive start of the Foundation once again the future (wishes, plans, goals, pitfalls) was talked about in a workshop.

Tip: Talking with other exchange circles 

Talking with other people from other exchange circles is often an enriching experience. It gives insights in the reasons why you are actually a member of (the core group of) a LETSystem. You will see that others meet problems that are similar to yours and probably they will have thought out other solutions.

Tip: Recognise 'projection'

People often have contradictory images with all kinds of terms. Money and value, freedom and certainty, equality and power, don't they mean something else for everyone? And don't we project our own meanings on each other and on our surroundings?
With LETS we create 'our own money'. We all pile on top of the existing images of money our own ideals. This can lead to much confusion and expectations that are put too high. Disappointments and frustration can start to form. Take care that you recognise those projections in time with the individual core group members and with the core group as a whole, but also with the participants. If you have recognised your dreams, then you can start to realise them. 
But don't make a better world dependent on LETS, and don't make LETS dependent on an ideal world. Let us take care that our exchange circle makes a little piece of the world a little bit more durable, more liveable and nicer! That is quite something.

Tip: Do not be afraid to make mistakes

To function well as an core group, to clear away all problems and pitfalls, you need courage to try new things. In doing so mistakes will be made. That is not bad, as long as you face up to them, as long as you keep communicating, as long as you can and want to learn from your mistakes. For this an core group is needed in which there is enough safety, in which people can safely  recognise their mistakes.
It is no use to shoot all the bears in the woods for fear of the one that could be on the road. To err is human. And avoidable. And sometimes even amusing and useful. It is fine if you have the courage to do something different from the others. That can go well, but one time it can also go wrong. Well, then you know again that you can be too opinionated, and what the value is of the other people.

Tip: how to deal with strangers I: breaking the ice

Many people find it hard to phone up a stranger or to visit him/her and certain to invite a stranger home. It is very important to break through this shyness. This is possible by organising sufficient contact with other participants. For instance by organising collective courses, by starting a LETS café etc. This way everyone can get to know a number of other participants. 
But don't be mistaken: it is not always easy to come as an 'outsider', as a newcomer to a party. Everyone seems to know each other, only you don't know anybody. Inviting people directly and introducing them to the others may break the ice.

Tip: dealing with strangers II: active mediation

It is another possiblity to appoint a mediator who starts actively searching for somebody who can meet the demands of the participants. This way the Rotterdam LETS swop shop in the borough of Feijenoord is working. The swop shop provides sufficient safety and reliability. It also keeps an eye on the quality of the services offered. 

Tip: dealing with strangers III: diversity in the core group

Many core groups consist of people with similar backgrounds, an own subculture. If you do not choose for operating in one subculture (which is perfectly possible, by the way), this one-sidedness of the core group can lead to not reaching other groups or even repelling them. The remedy is self-evident: take care that within the core group, too, there is sufficient diversity.

Mutuality

All exchange circles are based on the principle of mutuality: in the course of time you do just as much as the group does for you. This makes the LETS economy essentially different from the monetary economy. In what form you do or get something back and the appreciation for this are mostly an individual matter.
In the hours exchange system in Haarlem they have chosen to appreciate all worked hours in principle equally: an hour is an hour is an hour. In doing so the principal equality of people is expressed. But goods cannot be exchanged within such a system. In many other places people choose for a less strict equality: the appreciation of an hour of work depends on the supply and demand. Better said: on the supplying and the demanding persons: together they determine the price and in doing so they take into account individual factors. You can also trade goods. 
It is important that all participants understand how their own system functions and why these kind of choices are made. Organised discussions on this subject make the value of exchanging much clearer to the participants. Many of the services rendered in exchange circles are a kind of friendly turns or neighbourly help, but in this case for people who are not neighbours and were not friends before either. But do you still want to receive Marbles (the LETS units in the region of 't Gooi), if they have become friends? Or are you going to ask all your old friends Marbles as well? Or do you need to register this in another way? Or do we give up the whole administration at the moment we have become friends? Talk about it! What does a friendly turn actually mean? What is the difference with regular work and/or labour? Isn't  labour something that belongs to the monetary economy, or to the (labour) market? Don't LETS units exactly express friendship and appreciation? Does the way in which money is brought into circulation not determine the meaning as well? Do you spend your LETS units differently than the money of the state? Or is LETS just local money: "make no fuss, make everyone rich". Are there rights and duties in an exchange circle? Which ones, and are they any different from the ones in the regular economy?
There are no absolute and unambiguous answers to these questions. Talk about it!

Tip: Being in the red is no problem

What does it mean to a participant to be in the red? In the monetary economy being in the red means having a debt. And although in a LETSystem this is just a promise that you are going to do something in return for the group, for other participants, some of the participants feel guilty if they are in the red. They feel themselves profiteers, or they think or fear that their supply is not wanted for and that they will not be able to redeem their debt. Many participants are often only partly aware of these fears.
Of course, you must explain that is necessary for the system that about half of the participants is in the red. This does help, but it is not sufficient. That is the reason why it is all right to create opportunities for the participants to talk about it with other participants, for instance at the participants meeting or in the LETS café's.
Furthermore the emotion 'I do not want to be (too much) in the red' can also be for some people an important impetus to renew their supply or to make a greater effort to earn more LETS units. Give this point sufficient attention when breaking a person in or activating passive participants. 

Tip: thinkers and doers

However important talking may be, something must be done. LETS is not in the first place a discussion group, but a exchange trade system. Doing and trading are of crucial importance. This certainly counts for the core group. They must take care that the LETS magazine is issued, the administration is kept up-to-date etc. Provide your core group with a good mix of people with visions and ideas (the thinkers) and people with a practical attitude (the doers). Also respect that thinkers and doers are different in their working and learning methods, and priorities. Some want to think everything out, others want to get working and later on will find out what is needed.

Tip: Keep LETS fun!

Do not forget: keep LETS fun!

Differences between the monetary economy and a LETSystem

The monetary economy and the LETSystem have clear similarities. Both organise the mutual exchanging of goods and services. Because of this both help in meeting the needs. Both function thanks to an exchange medium of which the value is generally known, recognised and accepted. 
But there are also differences. We shall sum up a number of differences.

· The exchange means in the LETSystem can only be used in the region, the municipality, the neighbourhood or the street where the system is active. Because of this they stay within the circle and the consequence of your economic actions are surveyable. If you stimulate your surroundings, the advantage will return to you sooner. State money enters a community via the wages and profits and leaks away as soon as purchases are made outside the community.
· LETS is more non-committal than the monetary economy. Trade cannot be enforced. In the regular economy you usually cannot allow yourself to fail to do something. 
· In LETS you are more prone to try something new and to be more playful. This                    

offers a good opportunity to develop latent talents. In the regular economy you need     

to prove yourself first. If you opt out for the labour market (too old, too young, the  

wrong certificates) you can forget it all and you are dependent on others.

· In the monetary economy much money is saved. In the LETSystem it is not useful to save. For LETS does not know any interest. It is better to stay close to a zero balance. 

· The trade in a LETSystem is transparant: everyone knows the balances and the advertisements of the other participants.

· LETS is based on abundance and LETS units are not scarce. As long as there are talents, trade is possible. LETS starts from mutuality, and leads to trust, solidarity if you like, and to consuming less. State money is based on scarcity. The quantity of money that is in circulation is watched carefully. If you want to have more of it, an other person will have less. It is a question of grabbling, scraping and keeping what you have got. Greed and fear lead to growth neurosis, consuming more, addiction to (new) goods, poverty and enrichment. 

Bringing together supply and demand

The LETS magazine with the supply and demand advertisements is the most important publication that you make. In by far the most exchange circles the magazine contains, apart from the supply and demand articles, a part with useful information, amusing stories and articles about the system's individual participants. If you want people to read the information well and pick it up easily, you must make the magazine attractive, fun to read and the important information easy to find. 
In this brochure we make a difference between entries and advertisements. Entries are simple enumerations of supply and demand ("Piet offers a second-hand refrigerator"). Advertisements are larger, especially laid out and eye-catching commercial messages. 

Good entries are indispensable for trade. But the entries must be up-to-date. Nothing is more frustrating than phoning for nothing a few times, for instance because someone is not a participant anymore, does not offer the service anymore, does not feel like it etc. ("Gee, the refrigerator is still being advertised, no, I sold it ages ago.")
So take care that the entries are up-to-date. It is already quite a job to class all entries and to lay-out them. False entries cost more than paper only. 

Tip: how to keep the entries up-to-date

Among other places in Utrecht both an account survey and a survey of the entries placed were sent to each participant. In this last survey all entries that are not once-only are listed. Each participant can look then if everything is all right. By marking an entry and sending back the survey, the administration knows that this entry must be cancelled. In this same form also new entries can be mentioned.
In Haarlem the changes in the advertisements can be written on the back of the cheques.
In whatever way, in any case the files with the entries must be cleared regularly.

Tip: list once-only goods only once

You can also remove the entries with once-only (for instance second-hand) goods after one time. If something has not been sold the participant has to place a new entry. 
Services and goods that are deliverable must, of course, continue to be registered.

Tip: paying for entries

In some systems, like Hilversum and Arnhem, you must pay with LETS units for each entry you place. In doing so you stimulate people to remove old entries. The disadvantage of this is, of course, that people do not offer something new so soon. You can solve this by giving everyone a number (for instance 5) of free entries and let him pay for each following entry. You can make an exception for second-hand goods advertisements: they are always once-only and always for free.

Tip: additions

In Haarlem apart from the quarterly advertisement magazine a monthly addition with the ads of the new participants and the new ads of the existing participants is published. This addition can be kept in the advertisement magazine.

Tip: print new entries in bold

In Steenbergen all new entries are printed in bold, so that you can see quickly what has been added. Then you can limit the reading to the new ads.

Tip: logical structure of the search system

To simplify searching, a logical structure of the files is necessary. Make for this reason easily recognisable categories of goods and services. A rough rule of thumb is that, as soon as a list gets longer than twenty entries, splitting up of the category is handy. 
If you have many categories, it is smart to start with a survey of the categories.
It is often a good idea to place entries in various categories.
You can for instance place computer lessons under 'computers' and under 'lessons'. If you think this takes too much paper, a reference to another category will do.

Tip: first demand, then supply

First place in every category the demand entries, and then the supply entries. This makes participants more active to look if there is demand for their abilities, and not to wait until someone reacts to their supply. 

Tip: give help with the formulation of the entries

In the city of Leiden newcomers and people who trade just a little are coached in making good and creatively formulated entries.

Tip: loose entries or lists

Most systems work with loose entries that are put into categories. Some, among others the Antwerp LETSystem, work with activities (vegetarian cooking) under which  the account words (or numbers) are listed. This is very clear and costs a lot less paper, although the entries are less exciting to read. If you choose for loose entries, be specific. So do not write 'painting', but 'decorative techniques with acrylic'. 

Tip: price indication

Many people find it hard to negotiate about the price. An indication of the demand price offers a handhold. Then participants can think out beforehand what they want to spend on something or what they want to get paid for something.

Tip: format of magazine

An A5 magazine is easy to make and it feels fine in one's hand. But as the exchange circle grows, the magazine gets bulky. Moreover A5 looks as if you have been tinkering with it a bit. You can also use A4 format, laid out in several columns. With a coloured cover of somewhat thicker paper it can look very nice. Since Sterrenstof , the magazine of the Utrecht LETSystem, has this format, positive reactions have been pouring in. 

Tip: Indicate quarter/neighbourhood/village

For many services in an exchange circle you are looking for someone who lives nearby. It is for instance handier to have a babysitter in your street, than one in another village. In exchange circles that consist of a wider area it is handy if in each entry there is a separate column with the place where the supplier lives.
For instance, with an abbreviation of the quarter, the neighbourhood or the village. If desired, this can be indicated in the participants list only. 

Tip: Good lay-out

Keep the lay-out playful and airy, but also recognisable and calm. The lay-out must serve the text, not the other way round. Do not stuff up the pages with characters. Make different kinds of texts also visually recognisable.

Tip: advertisements

Advertisements for interesting supplies increase the interest. Various LETS magazines offer this possibility. Do indicate the cost of such an advertisement. In the city of Hengelo for instance the first 24 cm2 are for free, above this size you 

pay five cents per cm2. In Utrecht individual participants pay this price in Stars (LETS units), companies in guilders.

For that matter you can place such an advertisement in other media in the area where the exchange circle is active, such as (free) local papers or local television networks and teletext.  

Other media for entries

Many people find it not so easy to look into an advertisement magazine and to phone someone. Moreover written text is not for all participants equally accessible. Think for instance of foreigners who have no command of the language of our country. For this reason it is wise - depending on the kind of the participants- to offer the entries not only in an advertisement magazine, but also through other media. 

Tip: Telephone service

In the city of Amersfoort participants can phone a working-group if they are looking for something or want to offer something in the exchange circle. This group searches and mediates and asks for this service a small fee in Cobbles. 

Tip: meeting centre

Give participants the possibility to come to a community centre, a shop or another place where the entries are presented. There are several possibilities:

· In the swop shop Feijenoord in Rotterdam the advertisements are pricked on a notice-board. In order to know whether something is on offer the participants must go there. Older entries should be removed regularly!

· An alternative is a card-box, a loose-leaf book with the pages in covers or a computer with an easy searching system with all entries. For years such a system has been applied by the Amsterdam hours exchange circle Over en Weer.

Tip: presentation map

In Zwolle participants can present their goods in a loose-leaf book with transparant covers. In this book are examples of products that are offered, photographs of the services offered (for instance massage), very well-edited advertisements and the like, with the mention of how many LETS units are asked for. This map is very suitable for an introduction to interested people and new participants and is used with success in LETS cafés.

Tip: free entries in existing papers

Many weekly papers with commercial advertisements offer to private persons and non-profit organisation the possibility to place free entries. Go and talk with them and look if they want to take over the new entries. This means that all new entries are on the participants' doormats every week. Perhaps the paper will even want to place all the entries. 

Starting up trade

They can be found in every exchange circle: participants who offer something that is very much in demand. These participants earn heaps of LETS units, often much more than they spend. So there is no problem as to the course of trade, you would think. Yet this group can cause a problem in the long run. For if there are not sufficient possibilities to spend the LETS units the fun will soon be gone. In the best case such a well-earning person will say NO more often. But there is the risk that he will withdraw, with slight displeasure about the non-spent (but earned) LETS units.

On the other side there is the participant who is never asked for. His supply is less in demand, or his entry looks less attractive. Because being in the red in an exchange circle is obligatory, this participant spends LETS units, but he can do nothing in return. Sometimes it helps to change the entries, but often more is needed. In various ways you can help both groups and where necessary trade can be started up. 

Tip: the acquisition of new supply

A reason of limited trade in the system can be that the supply lacks variation. This can occur in new exchange circles, which often consist of participants with the same background, for instance environmentalists, churchgoers or the elderly. The disadvantage of this is that the supply in the circle is often one-sided. Therefore try to make your acquisitions among groups that bring another supply with them. The exchange circle will then acquire more variation. 

Don't forget that it is for an important part the emanation of the core group that determines whom you attract! The more divers the core group, the more various the new participants.

Tip: initiating new participants

LETS may seem so easy, but new participants in particular often have great trouble in trading actively. What is LETS, actually? What can be done and what can't?

In The Hague new participants must follow a course before they are allowed to become a participant. In this course it is explained how the system works and an exchange game is played. It appears that the participants become very enthusiastic by this course. In many other exchange circles attending an introduction evening is obligatory. Spend much attention to negotiating. For many (new) participants are troubled with threshold fear. 

Tip: coaching new participants

Often is hard for new participants to think out what they can supply or demand. For this reason an intake talk like the one in Hilversum or open consulting-hours such as in Utrecht are very useful. Experienced participants can deal with all kinds of questions and help to make good entries. Noppes, Amsterdam's LETSystem, strives to have an exclusive counsellor for each quarter, with whom you can speak about ideas, questions, complaints, desires and presumably a thousand more things. 

Also in Noppes new participants receive a list of possible activities, which must inspire  them to think out something new.

Inspiration from the city of Flushing (the province of Zeeland)

An asthma patient turned to LETS Flushing. She wanted to join in, for instance by knitting for others. But because of her illness this was not possible. While talking with a councillor she got the idea to start knitting dolls' clothing. This she could cope with. It appeared to be a convincing success. Society sorts us into pigeon-holes and we are prone to think that we cannot do anything outside these pigeon-holes. Fortunately, this doesn't always turn out to be right.

Tip: Stimulating participants who are trading little
Also a large part of the participants who are members of the exchange circle for a longer time appear to trade little. Invite these participants to an evening where you talk about the hindrances they are seeing. Explain again to them what their responsibility is. Play a game to show them how easy it is.

Tip: boarding-out of core group jobs

Many core group members or managers take on a lot of work.

This is not always necessary and in fact even undesirable. For the boarding-out of jobs is a fine way of getting passive participants going. You can easily involve newcomers or slow starters in all kinds of practical jobs and in doing so you offer them the possibility to really do something for the group. They can earn LETS units and they will soon feel more involved. And it appears that the people who are most involved are also the people who trade the most, apart from the 'system tasks' that they carry out. For newcomers and shy people it also offers an opportunity to get to know other participants.

Tasks you can board out very well are among other things organising LETS cafés, meeting evenings and markets, making and delivering the LETS magazine, and the administration.

Tip: stimulating participants with a strong positive or negative balance

In many exchange circles there is at least one core group or board member especially charged with the active support of participants. Especially participants who are very much in the black or in the red or those who haven't traded for some time get coaching. Together they look what can be changed: better entries, a course in negotiating, strengthening self-confidence, finding out themselves, questioning more actively etc.

Tip: Mediator

You can also make someone responsible for the mediation between supply and demand. This may be a member of the core group, but it can also be that a participant offers mediation as a personal service. The participants can telephone such a mediator and pass their question on. Subsequently the mediator searches a suitable supply. When the mediation is successful he receives a compensation in LETS units.

Tip: presentation of the participants

Spend in the editorial part of the LETS magazine some room on presenting the participants. Provide some background information about the motivation of the participants. In the magazine of Noppes there are always a few items with regular questions (who are you? what do you do for a living? what do you offer, what is your demand?, what is your motto?), because of which you will soon get a picture of a person. This makes the system more personal, more human, less anonymous.

Tip: teams

In the city of Alphen aan de Rijn teams make it easier for the others and provide a high, constant quality at the same time. This works as follows:

For instance, all odd-job men or women in a system form a team, with one person as a contact person. Someone who is looking for a carpenter or carpentress, needs only to telephone this contact person and not a whole series of participants who offer carpentry jobs. In a short talk the potential customer tells what he needs, when and where and, if desired, an agreement is made about the price. The 'team leader' then searches for the most suitable team member, who will do the job. The team leader is also the contact person when there are problems that cannot be solved by the parties concerned.

Tip: everyone can join in

The hardest to stimulate are the people who think that they do not need anything. They think LETS is fun and sympathetic. But why should they become members? They have got everything already, they do not need anything. 

You can do three things: let them live long and happily, make them donors or, like the Haarlem swop shop does, look together with those people at their trade patterns and go searching for needs that have not been provided for yet. 

Tip: make inactive people donors

There are always people who support LETS and want to stay members, but yet trade very little. Ask these participants if they would not rather be donors, like some people in the city of Leiden. Then you kill two birds with one stone: money for the exchange circle and less false entries.

You can give donors a little present in the shape of a number of gift vouchers or a limited number of cheques. Then they can participate in the exchange trade on a small scale or stimulate others to do so. Or give them a discount on the yearly LETS party (which is, by the way, a good idea, too).

Tip: gift vouchers for non-participants

People who are interested but are not (yet) members, usually cannot make use of the exchange circle. You can let them join in for one time by bringing gift vouchers into circulation which can be used for payments in the exchange circle. The participants of the system can buy gift vouchers for LETS units, and outsiders for guilders. 

In Amsterdam companies that sponsor Noppes receive a number of gift vouchers that can be used as business gifts. 

Meeting places

In many systems most trade appears to take place or is in any case arranged at gatherings. In the LETS café's, which are praised in many places, and at parties many appointments are made. It is after all easier to trade with participants whose faces you know. Markets and fairs appear to have a strong, positive influence on trade. The SEL system (Système Echanges Locaux) in the Pyrenees organises a large market every two months, where people trade their agricultural produce, second-hand goods and homemade goods. These markets are the most important trade place.

So the organisation of markets and social activities promotes the trade. Apart from this they increase, of course, the mutual coherence and solidarity of the systems. 

Tip: exchange markets

In the Netherlands, too, many exchange circles organise markets. Some of them do so every week, others once per year. In the town of Deventer they started right after the LETSystem's foundation. They started very small in a community center. Everyone who has second-hand, homemade or new products is welcome to sell them there.  Furthermore people who offer services can drop by for demonstrations and workshops.  Noppes organises an auction during LETS markets.

It is wise to invite the most interesting people in the system for exchange markets in order to let them show their crafts or sell their goods. The more interesting the market, the more people will come to look the next time. 

Tip: stall on an existing market

It is easy and effective to build or hire a stall at an existing market. In Alphen aan den Rijn  such a stall is built with goods from the system every week. In this stall only goods are traded for Bridges.

Deventer organises LETS markets in a recycling shop.

Tip: Fairs

To organise a large market that is accessible for outsiders can be rather expensive. To solve this you can let everyone pay for the entrance. The stalls are for free. You could ask the participants to pay an entrance fee of for instance five LETS units, and the non-participants a fee of five guilders. In return you can give them a gift voucher of five LETS units, which is only valid on the fair. In this way you can show to outsiders what the exchange circle has to offer and let them undertake their first transactions right away.

Tip: gift vouchers

In Arnhem all participants receive gift vouchers that are only valid on the exchange market. This stimulates participants to go the market, and if you are there anyway…

Tip: value vouchers

On the large SEL markets in the Pyrenees often turnovers are achieved of more than 100 000 LETS units. Many people are both buyers and sellers. In order to not have to administrate all transactions value vouchers are used with which people can buy goods from each other. To counteract abuse and falsifications the vouchers can only be used that particular day on that market. When entering you 'buy' for instance for 500 Grains (LETS units) in value vouchers and with them you will trade. At the end of the day you hand in the vouchers. If you have left less than 500 Grains, then your account will be debited by the difference. You account will be credited by everything you have more than 500 Grains. You might say: one-day money.

Tip: to make activities more fun

Markets and fairs are even more fun to visit if activities take place. Think, for instance of shows, musical performances, children's theater or a cooking workshop. The Talent system in the Hague organised a fashion show with second-hand clothing of the participants.

Tip: LETS cafés and parties

Try to organise activities for specific target groups such as children, the elderly or participants of the swimmers' society. Parties, LETS cafés, you name it, it is always fun to come together in a relaxed atmosphere. But always give the target that you want to reach due consideration. Everyone will understand that a disco for the elderly is not self-evident. This way you can think out the suitable activities for each target group. To give you an idea:

The city of Maastricht organizes Culinary Afternoons for new and old participants, during which the ingredients are paid in money and the work in Matsen ('matsen' means: to help someone in an unofficial way). In Deventer a LETS party has been organised in which the participants wore name tags to reduce the anonymity. In Zwolle the participants are lured to the LETS night by attaching to the invitations scratch lottery tickets that may yield prizes. In the second Groningen LETSystem Wissels (Bills) LETS picknicks are organized at which much is traded. In Tilburg nights are organized at which the participants can get to know each other and their backgrounds. To do so the Rotterdam LETSystem organizes a participants afternoon every two months. 

Tip: vary

Ellecom prefers a varied approach by putting more emphasis on the social aspect on the one occasion and more emphasis on the economic aspect on the other occasion. For social gatherings living rooms are used, LETS markets take place in larger rooms. 

Idea: Thematic gatherings

You can also organise gatherings and workshops around certain themes or for certain categories of participants. In doing so newcomers are directly stimulated to trade.

Tip: agenda

Put the activities of your system and organizations you will be dealing with very much on an orderly agenda. Do this on a prominent place in the LETS magazine, for instance, on the back cover, on the inside of the front or the back page or on page 3. 

Environment

Many LETSystems are based upon the idea that they are good for the environment. In principle this really is the case. LETS stimulates re-use and reparation, promotes short lines from producer to consumer and connects the social aspects with the economical and ecological ones. The nice thing about LETS is that environment and trade promotion can go very well together. 

Tip: Environmental workgroup

Organize regular nature excursions and theme nights about durability and the environment. Take care there is something to trade with, for instance that the participants can take a organic meal for LETS units, get advice about insulation, or buy a box of organic vegetables. In the Utrecht LETSystem an active Environmental Working Group organizes all kinds of excursions and lectures. These services must be paid in LETS units that can be spent on environment-friendly initiatives. In Groningen en the Zaan region nights are organized about the environment and durability. However, they are not very popular. So you will need to combine them with a good trade supply. 

Tip: re-use tips in the LETS magazine

In Utrecht the LETS magazine Sterrenstof publishes trade tips that are focused on re-use, 'misers' and the environment. With these tips everyone can save money and the environment and promote the local trade. 

Tip: involve a recycling shop into the system

It is a good idea to involve a recycling shop into the system, where you can bring or buy goods and where payment (partly) in local LETS units is possible. Then people do not need to store everything themselves, for potential buyers there is more choice and all stands close together. In the Apeldoorn LETSystem and in the Amsterdam LETSystem Noppes recycling shops that are supported by the local council participate. 

Tip: the hiring out of pieces of equipment

By stimulating new and existing participants to place various entries the attractiveness of the supply list is increased. Ask everyone to offer pieces of apparatus for hire. Think for instance of kitchen machines, do-it-yourself equipment, transport media, washing machines etc. In Noppes' advertisement magazine in every category there is placed a subcategory hiring and lending.

Idea: collective purchase and lending of tools

To promote craft production and home industry tools can be purchased collectively. They are hired out for a small amount of money (to earn back the investment) and for local LETS units (for the maintenance). You can organize something similar for all kinds of do-it-yourself equipment. Drills, paint burners, spoke tighteners, pairs of pliers and you name it, as to their purchase they run into a lot of money, but usually they are used just a few times by the buyer. Collective use is cheaper and more efficient. 

Tip: Car parts

In most of the exchange circles cars are on offer, with a driver or otherwise. Sharing a car is less burdening for the environment than a private car for everyone. For some time in Leeuwarden there has been a 'LETS car' that everyone could use for Gardens. The car has unfortunately broken down, the idea is still alive.

Car sharing
Car sharing is a new way of thinking about mobility. It is based on the thought that one can make use of a car even if one does not own a car. Car sharing implies a durable agreement between participant and supplier of the car. Instead of buying one's own car, one chooses for efficiency and having the use of a car when needed. With car sharing you have, as it were, a subscription to the car. Car sharing is a service, and would excellently fit in a LETSystem.

A shared car can be any car that is placed at an car sharing company (for instance Call-a-Car, Budget, AVIS or Europcar) or at a location in a quarter (for instance Greenwheels or AutoDelen). You take a car when you need one and you do not pay before you drive it. Moreover the car sharing company manages all the fuss and bother, like the maintenance, insurance and taxes. From a research of the Consumers Union of November 1996 the average shared car appeared to be 320 guilders per month cheaper than an own car. Moreover a research of the Technical University of Delft has pointed out that participants in car sharing make 33% less car kilometres and that they make more use of Public Transport and the bicycle and that car possession decreases considerably with car sharing.

Tip: Ecotax as tax collection

In the Groningen LETSystem Keerkring 'tax' has to be paid that is higher in proportion as a transaction is more environment-unfriendly. The buyer and seller determine together in which category an activity can be sorted. 
Quality of the system and of services

Too often it is underestimated what the interest is of participants keeping the appointments and of the quality of the services. If a participant has committed himself to a job, but he does not show up, it is no fun anymore. And if someone says he can do a job, but it appears he can't, it all stops. So it is important to control the quality of the services and the goods provided.

Anyway, take care that you, as core group or board give the right example. The LETS magazine, the administration and the balance information: they have to be all correct. Take care that they are in time, well-edited and clear. Not only the quality of the services, also the quality of the system as a whole must be guaranteed. The method of payment within the system needs special attention. In very informal systems transactions can be communicated in almost any way. Via cheques, by telephone, with loose notices. In larger systems that include shops these methods can be hindrances. Clear, named cheques with a maximum amount not only increases the trust of possible shops, but also gives more self-confidence to the individual participant. A great break-through is to be expected from chipcards. With them it is also possible to combine regular payment with payments in LETS units.

Tip: accurate information processing and distribution

Make sure that cheques and exchange vouchers are quickly and carefully processed, just like new subscriptions, removals, new and expired entries etc. Distribute this information regularly, for instance every two months. Take care that it can be read easily by everybody.

Tip: publicity of the balance of participants

In many exchange circles the balance information of all participants is public. This information can be sent together with the balance survey or can be asked for at the administration. This can stimulate participants who are looking for someone to do a job to ask a participant who is in the red.  This way the system remains balanced. 

Tip: handing-in points for cheques

Offer the participants the possibility to hand in cheques in various ways and at various places. […] You can appoint a head in every quarter. He is apart from handing-in point also the telephone point for payments. Then someone who wants to pay something can only phone his own quarter head for a transfer. Because this quarter head knows everyone in his quarter, this is a safe way.

Tip: limited tenability of filled-in cheques

Try to prevent participants from 'hoarding' their cheques. When people wait too long with handing in the filled-in cheques, this can be done, for instance, by letting the cheques expire or by getting people to pay a fine.

Tip: indicating level of quality

Sometimes you are looking for a professional, sometimes this is irrelevant. But it is pleasant to know approximately what quality is on offer. For this reason in many exchange circles in the entries a code indicating the quality on offer is taken up.

'H' means for instance hobby level. 'S' means semi-professional and 'P' professional. You must, however, take care that people only use an 'S' or a 'P' if they really do their work at a professional or a semi-professional level. Many exchange levels have an advisory price of 15 LETS units for an hour work on a hobby level. This price is of course negotiable. If someone offers a professional service in the system, the price can be higher. 

Leiden gives on request a judgement on the jobs done and references about 

the skillfulness and availability of the participants. Furthermore new participants are interviewed to get a clear picture of their qualities. 

Tip: trust in knowledge and skills

Try to stimulate trust in the knowledge and skills of the various partipants.

For instance, by telling 'success stories'. In the monetary economy we are not used to trusting people outside organised professional groups. We suppose that a painter is good if he is an 'official' one. And if not, we can always sue him. People would often rather trust in an abstract power than in their own judgment and the capacities of someone else.  Within LETS we want something else.

A reader's letter in the Noppes LETS magazine

"Hallo Porum!

Now that I am moving house I have phoned several Noppes characters to ask them if they wanted to carpenter and paint and so on. But many do not take their tasks seriously, I noticed. If I leave a message on their telephone answering device, they don't phone me back. People with whom I made an appointment do not show up and they do not call it off either. But I did find a very sweet girl that paints doors slowly and very beautifully and another person who has attached my heaters. On the other hand I had six phone calls with an, in my opinion, completely egocentric woman who interrogated me in a demanding way about my astrological capacities and what had to be done according to her. An hour before the appointment she cancelled it with an rotten, insulting excuse. I conducted those talks politely and friendly, because I support the Stoa, but really, such a behaviour is not what it should be!

I regret that I could not be present at the discussion evening of 14th July on the development of Noppes, else I would have proposed a minimum norm of politeness which should be met by Noppes participants. Like cancelling your appointments in a proper way, not taking up time without paying it with Noppes and a less non-committal attitude towards having things on offer via an entry. Now I have telephoned three times with people who cancelled an appointment, because they did not feel like it or had no time, or said: 'It does say so in the LETS magazine, but I don't do it anymore, you know."

greetings, Selma Schepel (SELMA)

Idea: coaching of the young by the old

Older people often have much working and life experience and the young often may need advice. Try to couple the young who want to learn something with the old with much experience. Then the knowledge and capacities of the young increase and so does the quality of the services.

Idea: mediation in conflicts

The two parties in a transaction always have, of course, a joint responsibility for this transaction. However, sometimes there is a problem or a misunderstanding that cannot be solved by the two parties. In that case mediation can give relief. This may be done by a member of the core group or the board, or by someone who has been especially appointed for this task. Look for somebody with tact, life experience and an open, solution-directed attitude. This person determines beforehand with the parties whether mediation is binding.

Tricks

Many trade-promoting tricks can be thought out in the field of rewards, levies and subscription. Some may be hard to execute, but they cannot really be a problem for the nerd in your exchange circle in this computer era. 

The way in which you agree to your levying of subscription can influence trade.

Essentially, they work just like taxes. For taxes we have a golden rule: tax what you do not want and reward what you do want. This rule we can also apply within the LETSystem. You would like to have trade, so a fixed percentage of the trade as a subscription is not handy. You would like to have entries and advertisements, so don't make their price too high. On the other hand you do not want false advertisements, so take care that they cost LETS units. You can, of course, combine this kind of rules in various ways. For instance by keeping a limited number of entries for free, but asking a fee for extra advertisements. In any case take care that the fee does not become too high a threshold for participation. And, apart from this, look for positive ways of rewarding a large turnover. 

Tip: subscription according to financial strength

Some people trade a lot more than others. And some people can pay their subscription more easily than others. From people living on welfare you can expect that they will find it hard to pay their subscription in guilders, but that they will be very active.

In several exchange circles there is a gliding scale for the subscription. People with a low income, like people who live on welfare, students and old-age pensioners pay less guilders than others.

The LETSystem in Gorredijk brings in pupils by remitting their subscription in guilders and reducing their subscription in Peat Blocks to the half.

Tip: taxing a positive balance

In the Swiss LETSystem (Talent system) hoarding is counteracted by taxing positive balances. So if you have a positive balance and you spend nothing, then the value of your balance decreases. A derivative of this is the taxing of balances above a limit agreed upon beforehand, for instance 1 000 units. At the moment someone surpasses this limit, a 'negative interest' over the extra amount has to be paid.

Tip: reward for bringing in new participants

In some places participants get a reward in LETS units if they bring in a new member. Groningen II gives a bonus of 10 Bills with a limited durability of a month. 

In fact new participants are only worth anything if they are going to trade.

For this reason this reward could be made dependent on the actual trade of the new member in the first month. 

Idea: a prize for the participant who trades most

Every time that the new LETS magazine is published, you can give a prize to the participant who has traded most. The prize can consist of something that is on offer in the exchange circle: homemade jam, massage, a painting, a gift of a local business, free entrance to the exchange fair. In the magazine you can place an interview with this participant.

Tip: starting bonus

One of the most important restraining factors on trade is the fear to be in the red, which, in spite of all information, occurs with many participants. For: you don't go into the red with your regular giro account. But if nobody goes into the red, nobody spends anything and there is no trade. We should find solutions for this problem.

In Arnhem new participants get 25 Eco's as a starting bonus paid into their account, when they pay their first yearly subscription of 25 guilders. This way they do not go immediately into the red after their subscription of LETS units has been written off and they are stimulated to start trading. In Hoorn new participants received 10 Horns. They have to spend these LETS units within a month, else they will expire. 

Idea: go as a system strongly into the red

Admittedly, it is a subject of fierce debates, but just consider the  idea of letting the system go into the red. When you reward the participants of the system sufficiently for the work they do, the system itself drops of its own accord under zero.

But mind what we say: this only works of course if the participants spend the LETS units again! When the system is in the red and the participants have a positive balance without this having led to trade, we won't make any progress. Furthermore you must be aware that the system needs (to be able) to get out of the red figures. There are systems in which people started enthusiastically paying the participants in the beginning, but stopped doing this after a year. Now for years the system has returned to a zero balance by means of subscriptions in LETS units. 

Paying co-working members?

Paying in your own LETS units of core group or board members who execute tasks for the LETSystem, is a choice that every system can and must make itself. What is of interest here is how you can promote trade with this means. You must bear in mind that an exchange circle that pays its co-workers from the start usually builds up a strongly negative balance. This can have a positive effect, if the participants can spend their LETS units well enough. But if they start hoarding, or if there are not sufficient goods and services demanded, then you would have stagnation or inflation. It can also be that the subscription (in units) has to be raised, what makes the threshold of entering the LETSystem higher. 

There are several ways of introducing the payment of participants in such a way that trade is sooner stimulated than restrained.

· The problem with paying all of the task is that the (LETS units) subscription may get so high that potential participants are put off. This counts in particular for the beginning.

· There is something to be said for not paying the participants in the first years. The work for the exchange circle is then voluntary work. Perhaps is not possible to get the crucial tasks done. Then only jobs for which no voluntary worker can be found are getting paid for.

· A disadvantage could be that the most active people are so busy with voluntary work for the exchange circle that they do not get round to trading. Then it becomes time to divide the tasks or to start with a form of rewarding. 

· You can make a distinction between essential tasks and development tasks of the exchange circle. The essential tasks are the administration, the LETS magazine and the distribution. The development tasks consist of an editorial paper, the acquisition of new members, the organizing of meetings etc. You can only pay for the essential tasks and adapt the subscription in LETS units to them. The development tasks are voluntary work or should pay for themselves. 

For instance by asking an entrance fee for an exchange fair or from the turnover of the LETS café. 

· Also (a part of) the development tasks can be paid. Working groups receive a                                         clear, limited budget. This means that you determine in advance what a certain group or activity is allowed to cost.  The system's account fall under a safe border level. This border is to be determined by the quantity of trade in the system, while the trade of the system itself is not taken into account. As a rule of thumb you could use: the system is allowed to be in the red for an amount that is equal to 10% of the net turnover in the system. The net turnover is here the turnover without the subscription payments and the payments to the participants. The percentage mentioned here is of course nothing more than a suggestion.

Ideas: 'Claim'

The people who work for the system build up a claim. At the end of each period in which the balances are determined, you can look how much they have earned with the work for the organization. Subsequently the balance is checked. It is an idea to pay only if the person involved is in the red. The negative balance is then replenished to zero, yet it is never more than the amount maximally earned. 

Tip: Give people with a negative balance some public attention

You can choose for giving people who are in the red or have a negative balance for some time public attention in a playful way. In the Zierikzee LETS magazine participants who have a strongly negative balance are 'blazed abroad'. In Zwolle those people are kind of black-listed. 

Idea: Lottery

Every LETS unit traded by a participant provides a lottery ticket in the monthly lottery. At the end of the period all tickets are put in a virtual hat. The winner receives a prize.

Organization, authorities and companies

Most of the LETSystems try not only to acquire private persons, but also social organizations, governmental or local authorities and/or companies. Each of these categories has its own peculiarities, desires and possibilities. It works out well for your exchange circle, but it can also cost a lot of time. Try in all cases to think out what might be useful to them. 

Organizations

Social organizations often have extra capacity, for instance a room that is only used two evenings per week, or a telephone operator for three phone calls a day. You can check out how you can make use of this. Organizations usually have many networks which you can use. Think of churches and environmental organizations.

Tip: Look for suitable social organizations

Imbed your exchange circle into social structures by actively seeking for social organizations with which you have something in common and which might work in your interest. The broader the basis, the stronger you are in case of troubles. This way you usually also increase the diversity and quality of the supply and demand. Result: more trade, more satisfied LETS members.

Tip: an own place by co-operation

Certainly for the exchange circles that do not have an own office: try to organise consulting hours and registration afternoons in a place with a low threshold, such as the local library, a friendly café or the church. This way you give LETS a face within the community.

Tip: more co-operation

If you co-operate with a local voluntary organization, a guild or an organization of a different kind, you can save costs because of the collective use of the room and the computer, telephone and other appliances. Furthermore you can strengthen each other by advertising for each other, mediating for each other, creating a collective meeting centre and managing collective PR. 

Idea: even more co-operation

In nearly all exchange circles the balance information and the entries are taken round by the participants for LETS units. If you are biking or walking round anyway, you might as well deliver the post for other organizations. So go to the local societies, like the retailers society, the church or the hockey club. They often have much to offer an exchange circle: a photocopier machine, computer use, working rooms, etc. Make them members of the exchange circle. And let them pay for taking round all the mail you are not in a hurry for, like folders or the LETS magazine. 

Authorities

Authorities are often open to LETS, as long as you approach them the right way. 

Often the whole policy of a local council depends on one single official. So find the right one!

All kinds of institutions supported by the local council can offer good starting-points: community centres, cultural centres, information centres, recycling shops, and don't forget schools and libraries.

Tip: Swop shop Feijenoord

In Rotterdam South the council of the borough has taken the initiative for a low-threshold professional swop shop. In principle it works like any other LETSystem,  but the swopshop presents itself as a shop. You can drop by to make a swop. Some people have been appointed to manage the exchange trade well. The swop shop Feijenoord started off as an experiment in September 1997 and can be a stimulus for other boroughs to do a similar thing. The borough supports the experiment, because they see it as a contribution to the fight against poverty and social exclusion. Or to formulate it positively: as a means for increasing the social cohesion and the wealth in the neighbourhood. These are the targets that all kinds of politicians (can) endorse. 

Companies

Companies usually demand a more business-like approach. Nevertheless many companies join in, even in systems that have recently started. Mostly it concerns shops. That is self-evident, for they can attract customers through LETS. For the participants it is of course ideal if the shops join in, but keep in mind that it is not only an advantage for them, but also for the shopkeepers.

For the mutual trade between the companies LETS does not seem so suitable (yet). 

Tip: shops in LETS

An exchange circle can try to take up local business people in the exchange circle. Self-evidently, this has for the participants the advantage that the supply becomes much larger and more attractive, certainly when it concerns the basic needs. It is true, for the shop-keeper there are not many advantages in the short term, but there are in the (middle) long term. Think of marketing advantages, customer relations, sales of unsold stocks, the increase of turnover and the guarantees for sales. In Noppes a garage keeper who accepts his payments partly in Noppes is joining in. His wife, who manages a farm, uses these LETS units for paying temporary rural workers.

Tip: a percentage in units

Ask the shops and companies to accept in the first instance a small part of the price in LETS units, e.g. 10%. In a starting system it is for a shop rather hard to spend the earned LETS units. The shopkeeper will experience the 10% mainly as the costs for the expansion of his circle of customers. Perhaps, he will think, the LETS units can be used in a later stage, but if this would not be the case, then the risk is acceptable for him. If shopkeepers notice subsequently that they can indeed spend a part of their exchange income, you may try to increase the share of LETS units in the selling price. You must go and look for a percentage with which the shopkeeper can be sure that he can spend all earned units or can write them off as costs for the expansion of his circle of customers.

If the percentage of the price that can be paid in LETS units increases, of course the demand will grow. The shopkeeper and the system must search for a good balance. In doing so they must take into account that a shopkeeper always can pay just a limited part of his expenses in LETS units. For the rent, his insurances, the heating etc. he will always have to pay in guilders and those guilders he must earn with the sales of his products. Only the difference between the selling prices and their share of these costs, can be accepted in LETS units. 

But, of course, a shop has always customers that are not members of LETS. If the shopkeeper supports the goals of the exchange circle enthusiastically, he can even choose to accept the price for 100% in LETS units. The other customers will cover the costs in guilders.

Barter

If an exchange circle wants to stimulate the trade between businesses and to increase the percentage that can be paid in LETS units, some adaptations are desirable. For LETS units are not so suitable for businesses. A small scale is an important characteristic of many LETSystems. For this reason there usually is a limited supply of services, certainly of professional services. Businesses, however, are mainly interested in those services. Apart from this the demand of the private participants is too limited to base a profitable conduct of business on it. So businesses will always accept payments with regular money. Furthermore small LETSystems often stay within a subculture and they have a weak negotiation position with regard to the authorities and (medium) large businesses. Conclusion: if you keep organising in the LETS way it is hard to involve businesses in your system and to persuade businesses to pay each other in LETS units. You must adapt yourself. We fortunately do not have to re-invent the wheel. There are already plenty of exchange circles for businesses and organisations: the barter circles like the WIR Wirtschaftsring in Switzerland and the barter card systems in England and America. Barter is meant to let businesses trade with each other in barter units, without or with a limited used of regular money. They differ from LETS among other things in the way in which supply and demand are brought together, in the goals of the organisation and in the distribution of the competences and responsibilities and the organisation form fitting with them. 

Collective purchases of materials decreases the cost of a product. A LETSystem can start a co-operative buyers society. This buyers society can stipulate discounts at the intermediate and retail trade, because large quantities are bought. Especially for places where many inhabitants do their shopping elsewhere, this is an attractive idea. Because the purchasing power stays local this way, this is also good for the environment.

Exchanging in the future

In conclusion a number of ideas that may seem far away. Yet we think it can be worthwhile to think now about exchanging in the future.

Tip: teletext

In Noppes the participants could watch the 100 most recent entries on two teletext pages of a local broadcasting channel. It appeared that the participants could not make use of this service. If you have a similar idea: it does not seem sensible to invest much time in persuading your own local channel. In any case take care that you do not pay for this, for the benefit of it has not been proven yet. 

Idea: voice-mail programme
The technology is there and is amply used by commercial providers of services. It functions as follows: after calling a number you will hear a recorded voice that says something like: "are you looking for your advice, push 1; are you looking for a do-it-yourself person push 2..." You push a 2. Then the voice continues: "…are you looking for a painter, push 1; are you looking for a plasterer push 2..." etcetera.

Idea: Internet

We are eagerly expecting the first exchange circle that publishes its magazine with supply and demand entries on the Internet. This Internet magazine can be renewed very quickly and it saves a lot of paper, copying work, folding and stapling, collecting, distributing and/or sending. Via intelligent search engines you can search very fast for supply and demand. Noppes hopes to offer this service in Amsterdam in the course of 1998.

Idea: payment with a chip card and/or via Internet

It is still music of the future, but imagine the ease of a chip card with LETS units. It will only function if there are many shops with a chip card reader in the system,
or shops that can be used as telephone booths for tranfers. Furthermore it is to be expected that payments via the Internet will be possible. 

Word of thanks

This brochure has been brought about thanks to the many tips and ideas of the members of the LETS core groups throughout the Netherlands, in particular the participants of the Environment Innovation Training of Strohalm / LETSlink Netherlands on 23rd November 1997. We thank them for their contributions.

This meeting was a part of the project "Globalisation versus Sustainability: education, training and innovation of Financial Micro Initiatives", that is financially supported by the Dutch Commission for Sustainable Development and International Co-operation (NCDO) in the framework of the Extra Impulse Nature and Environment Education. We thank them for their contributions.

The Juliana Wellfare Fund has financed the publication, production and distribution of this brochure. We thank them for this.

In conclusion we want to thank Renee Eek, Max Martins, Henk van Arkel and the co-workers of the Strohalm Foundation for their inspiration, comments and wise advice.
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Contact with Strohalm

STROhalm Foundation

Oude Gracht 42

3511 AR Utrecht

the Netherlands

Tel: +31(0)30 - 2314314

Fax:+31 (0)30 ‑  23 43 986

Email: info@strohalm.nl

Website: www.strohalm.nl

Giro account number Post Bank :355 925

Chamber of Commerce nr: 411 87 305 in Utrecht, the Netherlands
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