
2020 Strategies for an Economic Downturn 
Challenging economic -mes and market uncertain-es can be especially daun-ng to small businesses.  
But the reality is that there are a number of steps business owners can take to thrive and survive.  
Managing cash flow, cu?ng costs, and refocusing marke-ng are key areas to address.  

Solve any immediate cash crisis 
• Organize financial data in one place 
• Make a list of the problem areas 
• Set priori-es for collec-ons and payables 

Collect accounts receivable  
• Bill customers as soon as possible 
• Use aging reports to manage and project cash 

flow 
• Begin collec-on for overdue accounts 

approaching 90 days 

Set firm credit policies  
• Make all invoices due within 30 days 
• Send collec-on leIers at 30, 45, and 60 days 

Contact creditors 
• Priori-ze who to pay first (e.g., IRS, bank, 

landlord) 
• Complete a cash flow forecast before se?ng a 

payment plan 
• Offer par-al payments and keep payment 

promises 
• Renego-ate exis-ng payment terms 
• Consolidate exis-ng debt  Request interest-only 

payments 

Adjust prices and reduce costs 
• Be compe--ve in pricing and value  
• Revise pricing to improve sales and profits 
• Charge extra for value-added services, such as 

delivery 
• Eliminate discounts and giveaways 
• Ask for rent reduc-on or restructure to allow a 

short abatement period 
• Rent out unused space 
• Reduce personnel expenses (hire part -me, 

eliminate over-me, etc.) 
• Ask suppliers for trade discounts 
• Reduce personal expenditures (travel, 

entertainment, etc.) 
• Sell unproduc-ve assets 

Manage inventory 
• Review inventory levels monthly 
• Liquidate everything that has been on the 

shelves more than 90 days 
• Restock shelves with faster-selling items 

Require accurate and Cmely accounCng 
• Create and interpret financial statements 
• Review financial statements regularly to make 

-mely management decisions 
• Forecast short-term cash flow 

Establish checks and balances 
• Implement financial controls 
• Enforce cash-handling policies 
• Review financial reports monthly 
• Reconcile daily register close-out with bank 

deposits and credit card transmiIals 
• Prevent opportuni-es for embezzlement 
• Divide financial responsibili-es and func-ons  
• Require checks to have two signatures, if 

possible 
• Examine payroll records for accuracy 

Focus on markeCng  
• Con-nue to invest marke-ng dollars 
• Redefine the core target market and think about 

a niche focus 
• Look for complementary areas requiring 

minimum start-up capital 
• Reassess your marke-ng strategy 
• Keep in touch with current and past customers 
• Ask for referrals 
• Repackage services to accommodate smaller 

clients and reduced budgets 
• Examine the best and least costly way to contact 

customers 
• Watch for new trends and look for opportuni-es 

to provide solu-ons 

Retailers:  Pay aHenCon to your image 
• Appearance counts—clean it and paint it 
• Keep window displays fresh 



• Add ligh-ng to highlight product displays 
• Clean and install new carpet 
• Re-merchandise products and shelving 
• Install aIrac-ve and descrip-ve signage 
• Train employees to deliver top-notch customer 

service 

Set criCcal business policies 
• Decide on behavior that is essen-al for business 

success 
• Set policies for customers and suppliers that will 

contribute to your success 
• Set policies for employee behavior that meet 

customer expecta-ons 
• Hold everyone accountable 

Be an effecCve business owner 
• Develop a succession plan that spells out the 

posi-on, the current person in it, contact 
informa-on, and who should succeed if the 
current person is incapacitated 

• Refine your business skills 
• AIend workshops in subject areas where you 

need support 
• Invest -me in solving problems 
• Make a commitment to improve 
• Communicate with customers, employees, and 

suppliers 
• Talk with other business owners—you are not 

alone 

Times of change can also be -mes of opportunity but 
careful and though`ul research and ac-on is cri-cal.  
Contact your local SBDC for more informa-on and 
assistance.  
The counselors and staff of the local Small Business 
Development Center (SBDC) are available to help you 
individually with any of the recommended steps.   

Business owners and managers can count on 
professional guidance, experienced insight, and prac-cal 
solu-ons from Virginia SBDC business counselors. 

POTOMAC REGION  
Alexandria SBDC        703-778-1292  
Loudoun SBDC        703-430-7222  
Mason SBDC         703-277-7747  
SBDC at Community Business Partnership     703-768-1440 
University of Mary Washington SBDC      540-654-1383 
University of Mary Washington SBDC - Warsaw     
804-333-0286  

CENTRAL REGION  
Central Virginia SBDC (CharloIesville)     434-295-8198 
Lord Fairfax SBDC - Culpeper      540-727-0638  
Lord Fairfax SBDC - Fauquier      540-216-7100 
Lord Fairfax SBDC - Middletown      540-868-7093 
Shenandoah Valley SBDC               540-568-3227 

HAMPTON ROADS REGION  
Hampton Roads Chamber of Commerce SBDC    
  Eastern Shore        757-789-3418 
  Hampton     757-825-4078 
  Norfolk       757-664-2592   
  Suffolk         757-825-4078 
  Williamsburg      757-565-4373 

SOUTHERN REGION  
Longwood University SBDC 
  Danville      434-797-8482 
  Farmville     434-395-2086 
  South Boston     434-572-5444 
  Mar-nsville     296-656-5473 
  Petersburg     804-518-2003  
SBDC—Lynchburg Region   434-582-6170 

SOUTHWEST REGION  
Blue Ridge Crossroads SBDC (Galax)      276-601-7727 Mt. 
Empire Community College SBDC   276-523-6529 Roanoke 
Regional SBDC       540-983-0717  
Southwest Virginia Community College SBDC      276-964-7345  
Virginia Highlands Community College SBDC     276-739-2474 

VIRGINIA SBDC NETWORK OFFICE 
Fairfax     703-277-7703


