
Do You Have a Recession Recovery Plan? 

By Rob Ferguson 

If your business is like most American businesses in 2010, you have experienced a significant shift in the 

dynamics of your business. Many businesses have experienced double-digit gross income reductions, 

loss of clients, unpaid invoices, layoffs, increasing costs for health, energy and compliance and are facing 

challenges in business that they’ve never seen before. Well, what’s your plan for getting through all of 

this? 

Start at the top 

Are your financials up-to-date? Are you capturing the information on your income that you need to 

know; who your customers are today, why they’re coming to you today, what customers have you lost, 

and why? Have your customers left because they are more careful as to how they spend their money, a 

competitor has earned their business, or do they simply not have the money to spend with you 

anymore? The source of your revenue and why you are/are not attracting it is more vital now than ever! 

What is the new reality of your market space? How much market share has been lost to the recession? 

What is the new market space available to you, and how are you capturing it? A thorough review of your 

revenue-generating tactics, market-space analysis, competition, and feedback from your customers is 

vital to the strategic planning process for your business in very hard economic times; you must know 

your market, your customers and have honest feedback to understand the reality that you represent in 

the market among the choices that your customers have. 

Go from there 

Once you have thoroughly reviewed the top-line of your business, where do you go from there? What is 

your new break-even point? Which resources can you do without, or trim, to deliver on your re-defined 

market-space? What is the new profit reality for your type of business in this market? Have you 

reviewed all of your costs and areas of expense to see how they translate into customer satisfaction and 

delivery of your products and services?  

These are tough questions that need to be addressed in tough times. The ability to re-engineer your 

enterprise and successfully respond to changing market conditions can be the difference between a 

successful retirement and bankruptcy. Business ownership is a risky proposition; 80% of all businesses 

fail within the first 5 years, and 80% of the 5-year club fails to reach 10 years! These statistics are built 

upon the reality that every 24-36 months America experiences another recession, followed by a period 

of growth. If big businesses, like Circuit City, Washington Mutual and the auto industry can’t figure out 

how to re-invent themselves and stay a relevant competitor in their market space, how can a small 

business hope to cope? 

Be aware and more nimble! 

A dashboard in your car tells you what you need to know at a glance to keep yourself moving safely in 

your car; do you have a good dashboard for your business? Knowing the key areas of business 



management at a glance can empower you to make great decisions and develop effective strategies and 

tactics, and when you add great decisions with the ability to successfully implement them and execute 

your strategy, you can win where others will fail. Have you ever seen small birds chasing a hawk off and 

away from their nest, protecting their young? Small can win when you are nimble, knowledgeable and 

well-trained in business combat! Develop and maintain sharpness, readiness and preparation for making 

the moves necessary to survive and even grow in periods of economic downturns and changing market 

conditions. The winners make it in good times and grow in bad times.  

What’s you plan? 
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