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The guidance outlined below is intended to serve as reminders of steps you can take 

now to be intentional about how you and your business will overcome the current 

economic conditions relative to the COVID19 outbreak.  This is not an exhaustive list and 

may illuminate other steps to be taken specific to your organization. 

    

FINANCIALFINANCIALFINANCIALFINANCIAL    

Critical Spend PlanCritical Spend PlanCritical Spend PlanCritical Spend Plan – The 2020 budget, if you have one, has been compromised.  To 

quickly get a sense of your ability to remain operational, list each of the non-

discretionary line items that you need to continue operations.  Net this spend against 

credible revenue – do not speculate.  If the result will not sustain operations, reduce the 

spend list from non-discretionary to critical.  What must be funded to “keep the lights on.”  

If still in the red, see Secondary Funding section. 

Secondary FundingSecondary FundingSecondary FundingSecondary Funding – to sustain operations at least to a degree, it may become 

necessary to secure secondary funding from alternative markets.  This may include 

grants and loans from the Small Business Administration and other governmental 

agencies.  These are low cost loans with extended terms.  Under certain conditions, the 

loans can be forgiven.  Please monitor the SBA and MEDC for details as they are fluid. 

Cash ConservationCash ConservationCash ConservationCash Conservation – access to cash equals decision making options.  Whether funding 

for operations is a current issue or not, consider two things.  First – in your critical spend 

plan, trim all non-essential spends to reduce cash outlays (conserve).  Second, secure 

secondary funding.  An inexpensive cash reserve can provide options for decision making 

relative to operations, personnel, etc.. 

Vendor/Creditor OutreachVendor/Creditor OutreachVendor/Creditor OutreachVendor/Creditor Outreach – be proactive with both vendors and creditors.  Ask for 

temporary changes in terms.  Payment deferral, lower interest, etc..  Open dialogue with 

your vendors and creditors can bring additional flexibility in conservation of cash or 

otherwise managing your ability to continue operations. 

The emphasis in each area described above is to model potential scenarios.  Keep it 

simple, a few excel worksheets can do the job.  These models are likely to better inform 

your decision making. 

Additionally, ensure you are documenting any negative impact on your business relative 

to COVID19.  This means canceled orders, suspended deliveries, delayed payments, etc..  

Evidence will be helpful when leveraging relief programs. 
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PERSONNELPERSONNELPERSONNELPERSONNEL    

Employee CommunicationsEmployee CommunicationsEmployee CommunicationsEmployee Communications – you cannot over communicate.  List out each of the topics 

that may be of concern to your team.  Will I be laid off?  Am I still going to get paid?  Will 

my healthcare coverage continue?  Address the hard questions early and often.  Your 

team is looking for reassurance.  This crisis requires leaders to be open, honest, and 

direct. 

ShortShortShortShort----Term Term Term Term Staffing PlanStaffing PlanStaffing PlanStaffing Plan – Your critical spend plan likely informs what has to happen 

with respect to staffing.  Identify those skillsets or organizational capabilities that are 

critical to maintaining baseline operations.  From there, determine the best fits by 

individual aligned with those skillsets.  One of the toughest decisions you are likely to 

make are who stays, and who goes.  Difficult and emotional, but it must be done.  

Compassion is your friend and procrastination is your enemy. 

GGGGovernment Agency overnment Agency overnment Agency overnment Agency SupportSupportSupportSupport – both Federal and State agencies will be implementing a 

variety of programs to provide relief to businesses and their employees.  The programs 

are not always self-evident.  Task a member of your staff to actively research and 

monitor government programs.  Funding rules are being relaxed, so loans and grants will 

be administered quickly with minimum underwriting.  Understanding unemployment for 

your staff is important, they are relying on you for guidance. 

 

CLIENT OUTREACHCLIENT OUTREACHCLIENT OUTREACHCLIENT OUTREACH    

Our relationships with our clients are the lifeblood of our business.  In uncertain times, 

reach out if nothing but to check-in.  A genuine care for their welfare and support of their 

operational needs not only further nurtures the client relationship, but it’s the right thing to 

do. 

• Call or write to check-in 

• Share any changes in your ability to provide goods and services.  Candor is a 

strength, not a weakness. 

• Are there changes to your products and services that can better serve your Client 

under the circumstances?  There may be opportunities to prosper. 

• Discuss the future – things will eventually improve 
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RECOVERY PLANNINGRECOVERY PLANNINGRECOVERY PLANNINGRECOVERY PLANNING    

The challenges we face are significant, but there will be recovery.  To the extent your 

business is dependent on a recovery period may rest in how well you are preparing both 

during and after this event.  Consider what your business looks like when the 

environment improves.  What is your strategy?  What needs to happen?  What do you 

need to do to be intentional? 

Recovery Spend PlanRecovery Spend PlanRecovery Spend PlanRecovery Spend Plan – Imagine 60, 90, 120 days from now as the economic 

environment begins to change.  What resources (plant, equipment, technology, 

personnel) will you need to get back online to react to increased orders, a demand for 

services, etc..  Identify what spending will be necessary to make this happen. 

Recovery Staffing PlanRecovery Staffing PlanRecovery Staffing PlanRecovery Staffing Plan – assuming a reduction in staffing was needed, consider how to 

best recover personnel.  Consider those capabilities that are necessary and those 

resources that are the best fit.  In some ways, this is an opportunity to evaluate those that 

make the best fit and should be welcomed back.  Tough, but true. 

 

LEADERSHIPLEADERSHIPLEADERSHIPLEADERSHIP    

Successfully leading a business does not necessary align directly with leading through a 

crisis.  We often learn about ourselves and those around us during these times.  How well 

we lead or how poorly we lead is what will be remembered.  You’ll need the best parts of 

yourself to lead your team though this crisis.  Here are a few considerations: 

• Communicate, Communicate, Communicate.  Formal, informal and everywhere in 

between.  Share what you know and what you don’t know.  People are anxious 

and are looking for reassurance. 

o Share the truth no matter how difficult or uncomfortable.  Honesty matters. 

o Express gratitude 

o Set expectations 

• Show compassion.  Every person has a different circumstance.  Some are well 

prepared for what is coming and others are living day-to-day.  It is not always 

evident, so empathy and compassion are paramount. 
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• Plan at all levels.  Do you have a action plan for the things you need to do 

yourself specifically to lead your business through this crisis.  Invest time in the 

areas mentioned above – staffing plans, spend plans, recovery plans.  If there was 

ever a time to be intentional, it is now. 

• Lean on your resources – you are not alone.  Reach out to your advisors – 

business, legal, financial, et al. 

• Stay healthy – follow your own advice.  You are needed! 

 

If COVID19 isn’t scary enough, navigating the economic crisis challenges us all.  You are 

not alone – please contact me and we can discuss any aspect of planning to see you 

and your business through to recovery.   


