WHOLESALE & RETAIL
To help you understand TEXAS HOLDINGS, INC BUSINESS MART CALL CENTER
business, consider the relationship between buying wholesale and reselling retail.
See http://www.change2100.com/THIBMART/BUSINESS MART CALL CENTERS.pdf
The price differential may be considerable.
But, what justifies the price differential?
The answer is always “added value”!
When you buy ADVERTISING CREDITS from TEXAS HOLDINGS, INC, if you provide
“added value” as desired by TEXAS HOLDINGS, INC, the ADVERTISING CREDITS may be
repurchased, paying you full retail value equal to four times the price at which they
were acquired by you.
See http://www.change2100.com/THIBMART/ADVERTISING CREDITS.pdf
See http://www.change2100.com/THIBMART/PURCHASE ORDER.pdf
See http://www.change2100.com/THIBMART/REPURCHASE AGREEMENT.pdf
Acquiring ADVERTISING CREDITS requires simultaneous ordering of items with the
same price from a SUPPLIER registered with TEXAS HOLDINGS, INC.
You may use funds from the repurchase to pay for the items ordered from the
SUPPLIER, or to recover the cost if you already paid the SUPPLIER.
And, you could have twice the value of the items you ordered from the SUPPLIER as
additional profit.
The “added value” that TEXAS HOLDINGS, INC wants is referral business that provides
ADVERTISING CREDITS income accumulated to eight times the value of the
ADVERTISING CREDITS involved in your purchase transaction.

To keep this from being “over-whelming”, remember the saying, “Anyone can eat an
elephant, one bite at a time!”
In short, break it down into “bite sizes”, and repetition with the same referrals may
quickly take care of business!
By the way, “referrals” do not even have to know you; they may simply represent
business that you identify and pass on as information to a CENTER!

USING CREDIT
A SUPPLIER may offer a BUYER the use of COMMERCIAL CREDIT the SUPPLIER may
obtain through TEXAS HOLDINGS, INC, for the BUYER to acquire the ADVERTISING
CREDITS, with terms that may be negotiated by the BUYER with the SUPPLIER.
So, that, completing the “added value” requirements, you may use the resulting
income to repay the COMMERCIAL CREDIT, to recover any funds you may have used
in the transaction, to acquire the items you want from the SUPPLIER, and receive an
additional income equal to twice the value of the items!
You may also negotiate to obtain items you want from the SUPPLIER, upfront, by
applying for additional credit to be arranged for you commercially by the SUPPLIER
and/or with financial lenders; which you could repay through completing the “added
value” requirements associated with repurchase of the ADVERTISING CREDITS.
Business with ADVERTISING CREDITS may be structured similar to a gas station
receiving gasoline on consignment and paying for it once it is sold.
Or, like unto taking plants from a wholesale nursery, on consignment, to be paid for
once retailed.
In short, by negotiating every purchase as a business transaction, using credit but
repaying with referral profits instead of spending money or creating debt to be
serviced, every business can expand business income to pay off existing debt and/or
enjoy growing self-capitalization.

