
SAMPLE CONVERSATION WITH AN INDEPENDENT CONTRACTOR 

August 21, 2019 

BUYER: 

I want to buy a home that will cost me $500,000.   I have the money, but I understand that you 

may show me how I can buy the home with zero net cost. 

CONTRACTOR: 

 Do you have $550,000? 

BUYER: 

 Yes. 

CONTRACTOR: 

Okay, then you may pay $550,000 to purchase advertising services through an Internet site that I 

can direct you to; you may resell the advertising services to a customer that I can direct you to, 

for $1,100,000; to thus recuperate $550,000 you paid for the advertising services, to have 

$500,000 to pay for the home, and to have a profit of $50,000. 

BUYER: 

 What is “the catch”? 

CONTRACTOR: 

“The catch” is that you must pay for the advertising services by depositing funds, acceptable to 

the advertising services provider, into an account and institution as may be designated by the 

advertising services provider, and you will receive payment for advertising services in an account 

and institution as may be acceptable to the customer you resell the advertising services to. 

BUYER: 

 Why is that “a catch”? 

CONTRACTOR: 

Because the account and institution as may be acceptable to the customer that buys the 

advertising services from you may fall under the category of “other depository” within the U.S. 

FEDERAL RESERVE ACT SECTION 13; which means that moving funds from that depository to an 

institution that you normally do business with may require my help. 

BUYER: 

 So, I suppose you will charge me for that help! 

CONTRACTOR: 



No, you would purchase the advertising services through a site that the advertising provider 

would recognize as being associated with me and would compensate me very well; but I would 

require you to cooperate with me and refer business to me as I may request. 

BUYER: 

 Can you give me some examples of business you may want me to refer? 

CONTRACTOR: 

Yes, you may review http://www.change2100.com/THIBMART/BARGAIN PURCHASING FROM 

OVER 100000 BUSINESSES.pdf and refer businesses that want to benefit by purchasing through 

that method.  

Also, a major USA Bank recently stated that the SWIFT system is broken and obsolete.   You may 

refer businesses that feel the same and I can show them how to most effectively use the 

protocol http://www.change2100.com/THIBMART/USING ADVERTISING TO MOVE FUNDS FROM 

ONE INSTITUTION TO ANOTHER.pdf  

You may also refer to me businesses for which I may negotiate the use of assets as per the 

protocol http://www.change2100.com/THIBMART/PROCESSORS AND REFERRED BUYERS.pdf 

BUYER: 

 Okay, let me study and think about this and I’ll get back to you. 

CONTRACTOR: 

 That would be good, but there is a problem. 

I have been informed that in the next few days the opportunity for new business will shut down 

until business in the pipeline is fully executed. 

So, if you think this is something you would want to do, I would recommend placing your order 

for the advertising now. 

You would be provided an invoice number. 

You could then provide funds as a “place holder” and be part of the business that is to be 

satisfied. 

For example, you might consider paying $50,000 on the order and having the remainder paid 

through the process. 

BUYER: 

 No, I wouldn’t be comfortable doing that without knowing more. 

CONTRACTOR: 

 I understand; so, tell me how much would you feel comfortable with and I can try to arrange it. 

BUYER: 
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http://www.change2100.com/THIBMART/USING%20ADVERTISING%20TO%20MOVE%20FUNDS%20FROM%20ONE%20INSTITUTION%20TO%20ANOTHER.pdf
http://www.change2100.com/THIBMART/USING%20ADVERTISING%20TO%20MOVE%20FUNDS%20FROM%20ONE%20INSTITUTION%20TO%20ANOTHER.pdf
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 I would need to consult with my attorney first. 

CONTRACTOR: 

Okay, that would be good, but delaying may cause you to be out of the picture, at least for some 

period of time. 

But, if you can put in even a token amount of $5,000 and refer other business to me, I may be 

able to arrange for the total remaining amount of $545,000 to be paid through relationships we 

develop with that business. 

BUYER: 

 Well, I will still have to get back to you. 

CONTRACTOR: 

Okay, but let me work for you now, can you refer someone to me that might know people that 

this would be great for and that can take advantage of it right now? 

BUYER: 

 No, I’m sorry, but until I talk with my attorney, I really don’t feel comfortable with this. 

CONTRACTOR: 

Okay, then, have your attorney call me, I can get official answers to any questions, and let’s see if 

we can satisfy your attorney and you before the closing for new business takes place. 

 Thanks.   I will wait for your attorney to call me. 

 

  


