Managing a Recession
Time changes many things, 18 months ago we were in a booming economy , inflation was under control and times were good, now they are not so good and times have changed.

People must also change, spending habits , for example are being reduced as people come to terms with lack of credit.

This also has to have a detrimental effect on demand as a whole, if we are spending less then our attitude to money must have changed either by external forces or some internal feeling that scarce resources (cash) must be preserved.

Unless you are change ready and can adapt to the  environment you will become extinct like the Dodo

Organisations should focus on staying afloat and cash management is the key

Calm is needed and not knee jerk responses to the latest crisis news from the media, people will always want your product, the difference now is that price, and more importantly service are now more sensitive than ever.

We will learn much about ourselves during the current climate, not just about how to react to changing market conditions but also about our own personalities and where our strengths and weaknesses are, as the coming months will prove a test of your own personal resilience, will power and sheer bloodymindendness.

Not only have you to manage the current economic prospects but you also need to be receptive to those changes in behaviour  that get a result, and learn from these new attributes so you are best placed to take advantage of the upturn when it comes

In a sense it is back to the relationship of trust., trusting yourself and your fellow man

When you tell someone you will ring them back at a certain time—do it, even if you cannot give the answer they want, at least give them an update as to why

When asked for information, give a timescale for production and again, communicate if this goes haywire.

Don’t attempt to do things you are not good at, admit this to your fellow and yourself but commit to asking someone else who can do it to help.

Sp when you ask when your bill will be paid, at least put the onus back on the individual concerned and not have a contagion of misinformation and mistrust.

The most crucial relationship with a supplier you will have will be the one with your bank, keep them fully informed

Have a clear plan and communicate it clearly, if it can’t be understood by your bank then you will not have their support.

Emphasise the length of the relationship and the historic track record of your business, I am not a fan of changing banks for the sake of it

Get your self some headroom in your facility for those rainy day moments when things don’t go according to plan

Emphasis your competitive advantage over and over again to yourdelf and your bank

Seek professional advice whenever possible and tell your Bank you have done so.

Above all, prove yourself by performance

Control debtors and stock

Increase Volumes, maybe at the expense of margin 

Get more out of your existing customers

Cut out waste

Maximise relationships, mailshots, telephone calls, websites, increase the stickiness factor

Get reliable information systems

remember to keep insurance in place against foreseeable losses 

