
 Make the decision to survive and take action.  
Things have changed so consider if there are any new 
markets you can service.  Look for ways to be useful 
to others and improve the demand from your 
customers. Embrace sustainability and simplicity in 
what you do.  Commit to change and innovation. 

 Raise immediate cash by reviewing leasing versus 
ownership of your assets; sell assets you don‟t need; 
sell slow or dead stock (use Trademe or sales 
promotions); chase all customers who owe you money 
older than 60 days and follow them up; move to 
alternative/smaller/cheaper premises. 

 Utilise your staff better by using non-productive staff 
to catch up on tasks left incomplete while you were 
busy; consider attracting staff from vulnerable 
competitors by headhunting or buying them out. 

 Use budgeting and forecasts to assess the viability 
of your business, products, or services; stress test 
your budgets and forecasts at 20% to 50% reductions 
in price/volume to highlight areas of weakness; 
prepare plans to deal with those projected 
weaknesses and identify the trigger points to indicate 
when the plans need to take effect. 

 Assess the risks to you: of any significant customers 
or suppliers businesses failing and the impact to you 
on your service/product delivery; of any key staff 
leaving or being headhunted; to any equity/investment 
of yours in the event of your business‟s failure; and of 
any personal risk in allowing your business to trade 
recklessly or trading insolvent. 

 Consider price increases wherever possible as price 
changes are more acceptable in a recession, then 
market based on other value added benefits to 
customers to substantiate your price.  Don‟t be 
tempted to cut prices unless your product/service is 
price sensitive. 

 Consider equity options where finance looks tight. 

 Review your core business products and/or 
services.  Go back to basics and think about “What’s 
your business” and then cull (or better, sell) anything 
that doesn‟t fall within the core business you identify. 

 Ensure everything you sell, you pay for, and do 
contributes to your bottom line.  If it doesn‟t then 
stop it, get help changing it, or find new ways to do it 
instead. 

 Contact your customers and collect your „old‟ debts.  
If a staff member does this for you, then check it.  
Follow through on your collection terms, ALWAYS!  
Consider ways to lock in customers or incentivise them 
so they pay you on time or even better, in advance.  
Invoice promptly. 

 Focus on profitable/faster moving inventory.  Move 
your „old‟ stock to make room for more faster moving 
or more profitable options.  The longer you hold stock, 
the more it costs you. 

 Review your staff’s effectiveness.  Consider 
training, relocating, or redundancy options for those 
staff who aren't contributing to your business. 

 Consistently check your actual performance against 
your budgets and forecasts.  Use your key 
performance indicators to help identify possible trigger 
points where you will have to act before its too late. 

 Make what you have last longer by taking better 
care of it - it can be cheaper to repair rather than 
throw out and replace; delay any large replacement 
purchases (car, lounge suite, TV …) for another time 
when times are better; use your assets only when you 
have to, and service them to prolong their life (or learn 
to service things yourself). 

 Review all investments and their impact on your 
bottom line.  Cash up poor investments and use the 
cash for better opportunities. 

 Buy expertise?  Your accountants and/or business 
mentors should be able to help you with your focus, or 
help you find savings greater than the cost of their 
services.  If they aren‟t, then find someone who does. 

 The IRD has offered to help those who are/will have 
trouble paying their taxes.  Talk to IRD about tax 
planning/payment options before you default. 

 Talk to your staff and reduce their fear so they don't 
jump ship.  Ask them for their ideas to survive, or 
opportunities to do better.  Why not incentivise them 
for ideas that work?  If you are considering laying off 
staff, the Government offers some assistance to help 
employers retain staff (you may qualify). 

 Expect to negotiate with customers who will be 
looking for better deals.  Ensure your marketing 
message is clear with emphasis on the benefits/value 
of dealing with you, rather than price. 

 Negotiate with your suppliers for better deals/terms 
on your purchases. Use brokers to find the best prices/
options for you (e.g. stationery, insurance …).Get 
quotes from potential new suppliers (but don‟t sacrifice 
quality). 

 Talk to your bank to smooth out cash deficits before 
you need them.  Consider options to refinance at 
cheaper rates. 

 Contact past prospects who went to competitors and 
check the service they‟re receiving now. 

 Negotiate your lease with your landlord - it may be 
better for them to keep you at a reduced (or perhaps 
non-increased) rent than lose you and try and find 
another tenant. 

 Are there joint ventures, partnerships, alliances you 
could create with other businesses within your market 

or supply chain to create a support network. 

 Stop panicking.  It‟s a recession, but it doesn't mean 
its all doom and gloom.  There are always possibilities. 

 Don’t ignore the changes in the environment.  Times 
are tough for a lot of people and that could impact you 
too.  Accept it and find ways to adapt. 

 Stop selling services/products that don't 
contribute to your bottom line (unless you‟re having a 
sale to get rid of stock you no longer want). 

 Ditch marketing that doesn't contribute to your 
bottom line - Can the results of your marketing be 
measured? Are you achieving sales in excess of the 
marketing costs to get those sales?  Consider paying 
for marketing based on results as opposed to just the 
marketing activity. 

 Remove anything that’s blocking your marketing 
channels or impeding your conversion rates.  Your 
customers decision to buy from you should be as easy 
as possible and focused on their needs as opposed to 
yours.  

 Don’t show fear - customers will start to delay 
purchases and ‟hang around‟ waiting for an expected 
fire sale. 

 Discontinue any unnecessary discretionary 
spending that doesn't contribute to your bottom line—
travel, mobile phones, staff drinks/dinners/parties, 
motor vehicles. 

 Wind up or consolidate old entities to reduce 
ongoing compliance costs. 

 Stop leaving your equipment  turned on or on 

standby overnight and save electricity costs. 

Start Continue Assistance Stop 

What haven't you been doing that you could be 
doing now? 

What have you been doing that you should keep 
doing? 

Who else can help you and how you can help each 
other? 

What have you been doing that you should cut 
down now? 

Business Success in “Tough Times” 
Spend up to 60 minutes on any one of these suggestions each day or most days. 
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For more ideas on where you could start, continue, stop or find assistance, then call us at Infinite Possibilities NOW!!! 
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