HOW TO MAXIMIZE YOUR TIME
DURING THE SLOW DOWN
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Most everyone has gone through hard times during their life and has
heard the expression, “when life hands you lemons, make lemonade.”
That phrase is more than just an expression; it’s about resiliency and
getting through those hard times. New, unexpected challenges have
been forced upon all of us. As such, we have choices to make. Consider
how you turn your lemons into lemonade, and use this slower time to
invest in yourself and your business.
Focusing on ways to enhance and improve your business right now
can provide you with a new edge when demand inevitably returns.
Turn those financial losses into value by treating this time as an
investment in your business, and make the most of your downtime
so you can maximize that value.
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IMPROVE YOUR OPERATIONS
Appearance - Leverage this slow down to get your workspace in prime shape – maybe even
in the best shape it has ever been. Refresh the look and feel of your space with new signage
and graphics. Clean, organize, and polish the business like new. Make it a place that will get a
“wow” from customers and employees when they return.
Layout - If you’ve ever found yourself saying, “I wish I had more time to rearrange my office
and be more efficient” – well, now may be that time. Along the same lines as upgrading your
appearance, you can also use this time to improve the layout of your space and make it more
efficient. Work with your team to come up with a floor plan that improves workflow and
productivity, then implement it.
Customer Data - When we’re conducting business as usual, we rarely have time to implement
and manage customer data perfectly. There are always things you can do to have cleaner, more
accurate data. Now is a great time to revisit your database, clean up your customer data, and
get your systems primed and streamlined for more efficient work.
•

Remove old and bad data - Clean out old information and data that is no longer used.

•

Fix and enhance current data - Make sure customer data includes all the necessary
contact details, including full names, email addresses, phone numbers, physical
addresses, websites, and relevant company information. Add industry data, job titles,
and other demographics to help you better segment your data for marketing later on.

•

Tag your data for marketing automation - Properly tag each customer and lead, so
you can fine-tune marketing campaigns for acquisition, retention, and upselling with
accurate and timely information.

Processes - This is a great time to look at the technology you have, make sure the team is fully
trained, and enhance your processes. Dial in your processes, from order to invoice. Review
best-in-class solutions and implement a process that will streamline work, so you are more
efficient – with fewer errors and less waste – when volume returns.
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CREATE A NEW BUSINESS PLAN
Strategic Business Plan - The plans you started the year with will now need to be updated. Use
this time to update your business plan for 2020. Make adjustments for this period of slow down,
followed by the rebound, and then lay out your strategy. Outline plans and contingencies for
getting through this period, as well as the resources you will need to maximize your recovery
in the economic rebound.
Financials and Forecasting - Make sure to keep your books current, and create best- and
worst-case financial models for cash flow. Leverage your accountant to understand week-toweek and month-to-month what cash you have for the short-term. Adjust on a weekly basis
according to your volume. Cautiously use any loans and lines of credit, so you not only survive
the slow down but have the resources to rebound as business returns. For the long-term, look
at any losses or debt incurred and add to your long-term business plan to get a picture of your
total recovery time – aligned with sales targets and goals.
By understanding your current situation, you can better adjust your long-term plans, see the
total impact this slow down has had on your business, and decide how best to recover within
your desired timeline.
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TRAIN YOUR TEAM
One of the best investments you can make during this time is training. Even key team members
will inevitably have some downtime, and you should leverage it for learning.
Cross Training - In addition to helping employees learn and improve in their current roles, use
this time to cross-train team members for future scalability.
Business Functions - Ensure all employees are up to speed on important aspects and functions
of your business, from day-to-day operational policies and procedures, to systems and
technology, to larger brand values and messages.
Management - Participate in peer groups, focus groups, team-building, and coaching. Utilize
internal training resources where available, and look to third-party entities for training across
all areas and levels of business.
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CONTINUE TO DELIVER VALUE
Key in on your value proposition - Identify ways that you provide value to customers, both
now and in the future. Think about what your customers need during this crisis and what
they will need when the rebound begins. Consider how you will help your customers and stay
relevant to their needs, which will likely continue to change in light of every new development.
What solutions can you provide? What expertise do you have to offer? Share those insights
and deliver value.

Reconfigure your marketing and sales content - Build your content arsenal and have it readily
available for when you need it. Provide content online in the formats and on the channels
that your customers engage with, and make sure it is personalized to the situation. Leverage
your content properly, so marketing and sales align in the stages of the sales process. Equip
yourself for virtual sales meetings with updated content.

Leverage and grow your network - Social networks provide opportunities for connecting
customers with peers who share similar challenges. During this difficult time, customers will
look outside their company for validation, insights, and ideas. Connect with them and help
them through these challenges, which will build trust and credibility for your business.

6

© 2020 AlphaGraphics, Inc. All rights reserved.

OPTIMIZE YOUR SALES PIPELINE
As businesses begin to re-open, there will be a heavy focus on driving traffic and revenue
back to the business. Take time to optimize your sales pipeline now, so you are ready when
volume returns.
•

Redefine acceptable performance levels, including actions and sales goals for new and
existing customers.

•

Enhance your ecommerce or online ordering so you can rebound quickly. Prepare
content to service essential and non-essential business needs.

•

Update your communications, and provide relevant and valuable content to demonstrate
your capabilities to support your customers. Continue to utilize your website and blog
to communicate both logistical and sales-specific information.

•

Mine your territory and load the data into your CRM. Leverage this time to load, clean,
and tag your data, so you are ready to execute targeted marketing campaigns. Continue
running regular updates and have your rebound campaign at the ready.

•

Consider offering special incentives or rewards to team members for their business
development efforts. Align incentives with specific activities, and make sure you have a
system in place to track and measure those activities.

•

Offer customer incentives for upfront or accelerated payments.

•

Review your sales goals and compensation structure to ensure both are well aligned
with the current environment.

GET READY FOR A REBOUND
The day will come when business will resume. For those businesses that have been closed,
it will be an important day – a “grand re-opening.” Make sure you are ready to support your
customers’ needs, and prepare to have enough materials, resources, assets, and team members
on hand when the rebound starts.
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WE’RE HERE FOR YOU.
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