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Welcome and Introduction

Objectives
 To acquaint participants with various survival techniques

 To inform participants of the various resources that can aid in survival

Ground Rules
 There is no – one right answer

 You cannot borrow your way out of debt
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Overview

1. Marketing Management

 Generating cash is a function of Marketing Management

2. Financial Management

 Conserving cash is a function of Financial Management

3. Human Resource Management

 HRM is how you accomplish #1 and #2

4. General Business Management

 Other practical tips



Small Business Survival - Marketing

(C) 2009 TSBDC @ East Tennessee State University

Marketing is about increasing revenue or as a 
minimum keeping the revenue you have.
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1. Do not cut advertising expenses! That doesn’t mean 
to keep advertising and promoting with the same 
methods, but if sales are slow, you may need to 
actually increase advertising, instead of cutting 
back. 
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2. Remember, your media outlets are businesses, too. 
That means they may be hurting for business. You 
might be able to get better deals from the 
newspapers, radio, or TV if you haggle a little.
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3. We have all heard the statistics about how much 
easier and profitable it is to keep a customer than 
it is to create a new one.  Armed with that 
knowledge you should consider developing a 
customer loyalty program that will assist you in 
these tough times.
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8                                New existing customers

108                            New total of customers/month

x $200 Avg sale/customer

$21,600 Revenue/month

x 12 Months per year

$259,200 Annual sales

Increase avg sale/existing customer by 10%

28                              # of existing customers

x $220 New avg sale/existing customer

$6,160 Increased sales/existing customer

x 12 Months per year

$73,920 New sales for existing customers

+ $259,200 Previous annual sales

$333,120 New annual sales

$333,120 New annual sales

- $259,200 Old annual sales

$73,920 Increase in annual sales

28% % increase in annual sales
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4. Review each customer carefully. Don’t look at just 
their sales history; look at their returns, warranty 
claims, payment history and other demands. What 
you think is a good customer may not be.
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5. Identify and develop your competitive advantage. 
Why would the customer want to do business with 
you? What do you do better than your competition?
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Category Your Business Competitor A Competitor B Competitor C Competitor D 

1. Location      

a. Traffic count       

b. Size, square feet      

c. Est. rent/mortgage      

d. Neighboring business      

e. In store image      

f. Exterior image/signage      
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6. Ask your customers what they want. Consider a 
customer survey. Internet survey tools like 
Zoomerang™ or SurveyMonkey™ can be free or 
very low cost.



Small Business Survival - Marketing

(C) 2009 TSBDC @ East Tennessee State University

7. Give the customer what they want. Everyone says 
they have exceptional customer service, but in 
reality few businesses actually perform at this level.
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8. Look for recession-proof or counter cyclical 
products or services to add. Usually in a recession 
new car sales decline but used car and repair 
services increase.
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9. Have a BIG sale; get rid of all slow moving 
inventories. Convert it to cash and hold on to it.
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10. Build an Internet presence if you don’t have one or 
increase your web presence if you do. Expand your 
sales channel by using eBay® or other online 
auction house. Get expert help.
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11. Begin, enhance, or expand your e-mail marketing 
efforts.
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12. Create an e-Newsletter.
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13. Find a new niche. Is there a ―new‖ use for your 
―old‖ product? If you have lost competitors, is there 
a new target market you can serve?
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Financial management is all about operating in a lean 
and mean environment.

Cut costs and keep cash.
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14. Conduct an in-depth financial analysis on your 
business. Look at trends from the last three to five 
years, as well as a comparison with your industry’s 
averages.
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15. Many small businesses, particularly sole 
proprietorships, do not have a balance sheet 
because the business and the personal are all 
wrapped up together. Now is the time to separate 
the two entities. Prepare a business balance sheet 
and a personal financial statement. 
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16. Review your monthly income statement and cash 
flow statement.  You want to look for trends and 
upcoming problems.  If necessary, sit down with 
your accountant to review these financial 
statements.
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17. While increasing income takes a little time, 
decreasing expenses can be immediate.  That 
doesn’t mean to just make broad cuts across the 
board.  Instead, look for specific fixed expenses you 
can lower.  Odds are that there are some expenses 
that you haven’t taken a look at in quite some time.
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18. If you carry an Accounts Receivable, make sure you 
have a collections policy and follow it. Don’t let 
customer credit become bad debt that burdens your 
finances. Expand and enhance your collections 
efforts. If you cannot get tough, consider using a 
collections agency.
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19. Speed up your billing. Rather than billing once or 
twice a month, send out invoices weekly.
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20. Take advantage of all discounts that your vendors 
provide. If vendors do not offer discounts for early 
payment ask them to do so. If no discounts are 
available stretch out your payments as long as 
possible.
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21. Increase your credit policies. Stop being your 
customer’s bank—get a larger up front deposit, 
require credit card rather than selling on open 
account. Above all else, stop shipping product to 
customers who owe you money!
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22. Take advantage of decreasing costs. As a business 
owner you are someone’s customer, so negotiate 
with them the same way your customers are 
negotiating with you.
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23. Try bartering. No cash involved. 

Note: to the IRS they value of goods or services received are taxable 

revenue; and the value of goods or services provided by you (at your cost) is 
an expense.
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24. In uncertain economic times there may be the 
tendency to pay off debt more rapidly than is 
required. However, hording cash may offer you a 
level of safety for future needs since borrowing 
capacity of most small businesses have declined.
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25. Analyze the amount of inventory and other assets 
you have on hand.  While you need products and 
equipment to make sales, you do not need an 
excess of either. What is your inventory turnover 
rate and how does it compare with the industry?
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26. Go Green! Have an energy audit performed on 
your business; many rural electric cooperatives 
and power boards will perform these a little or no 
cost.
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27. Concentrate on finding investors within your 
market area who have experience in your 
industry. Many angel investors stay close to home 
during economic downturns.
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28. Take advantage of the poor planning of others. 
Shop at going-out-of-business sales; you might be 
able to find better/newer display racks and 
shelves, thus enhancing your business image.
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29. Set up a meeting with your banker. Discuss your 
current financial position—good, bad, or neutral. 
Ask for advice and new strategies.
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Human Resources Management is the tool for 
increasing revenue and decreasing costs.
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30. It often cuts across the grain with small business 
owners, but consider laying off unneeded workers. 
Surviving with a few employees is better than 
failing with all employees.
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31. Review employee performance and productivity. 
Get rid of low performers. Do everything you can 
to keep only your exceptional performers.
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32. Reduce other personnel costs. Start with 
yourself…reduce or eliminate all those ―perks‖ you 
have been taking out of the business. 
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33. Audit your Workman’s Compensation Insurance 
policy. Inappropriately classified employees could 
be costing your firm extra premiums.
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34. Take this opportunity to focus on tasks that may 
include professional development and training or 
research and planning. 

An educated and trained workforce is a more 
productive workforce.
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35. Review and revise your business and marketing 
plans. Do you have the correct number of people 
with the right skills?
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36. Conduct a SWOT analysis. Look at your strengths 
and weaknesses (internal to your business) 
honestly. Look at your opportunities and threats 
(external to your business) realistically. Make sure 
you include your entire workforce in this process.
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37. Rid your business of the attitude ―that isn’t in MY 
job description‖ or get rid of the person. High 
employee productivity is essential in poor 
economic times.
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38. Outsource some of your business requirements. 
The use of Independent Contractors to perform a 
specific project may be less expensive than hiring 
a new employee. 

Note: make sure you understand IRS Guidelines on who is and who 
is not an Independent Contractor.
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39. Use cheap labor—think college student 
internships. Check with you local community 
college or university. 

Hire your children.
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40. Develop a solid communication plan with 
employees. Rumors and fear kills employee 
morale, which may not be all that high anyway. 
Face problems and bad news head on.
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General business management suggestions.
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41. Make sure your 30 second elevator pitch is up to 
date and that it is in fact 30 seconds long.

42. Make sure your 5 minute presentation is up to 
date and that it is exactly 4 minutes and 59 
seconds long.
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43. Update your business plan to reflect to the current 
economic conditions and future economic 
conditions.
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44. Review your insurance coverage. Increase 
deductibles to lower premiums. Put your 
insurance needs out for bid.
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45. Do-It-Yourself. It’s a dirty job, but do you really 
need that janitorial service—clean the bathrooms 
yourself. Do you really need that part-time 
bookkeeper, take a bookkeeping class through 
Adult Education at the High School and do it 
yourself.
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46. Assemble an advisory group. Use well respected 
business people as a sounding board. Don’t be 
afraid to ask for new ideas.
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47. Reduce your physical space; sublet unused space. 
If your business is not location dependent move 
from commercial space into lower cost industrial 
or warehouse space.
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48. Update, upgrade, your technology. Put your ISP 
services out for bid. Many smaller companies offer 
the same level of quality for a lower cost. Consider 
VoIP (Voice over Internet Protocol) telephone 
service. Switch to laptop computers rather than 
the desktop models; they use less energy.
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49. Paint your business inside and out. Use light and 
bright colors. Bright interior colors require less 
electric lighting. Bright exterior colors will 
enhance your visibility.
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50. Keep your attitude positive.
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51. Seek help—even Ford, GM and Chrysler are doing 
it. You don’t have to go it alone. 

Call the Tennessee Small Business Development 
Center nearest you.
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Questions?
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Wrap-up and Evaluations


