
 
 

 
 

Top 10 Tips to Maintain and Grow your Business in a Downturn 
 
 
For SMEs, keeping a eye on the core business, maintaining a healthy cash position, 
red ucing operating ex penses, increasing ef f iciency and  strengthening ex isting supplier and  
customer relationships w ill all go a f air w ay to help ensure your business w eathers tod ay’ s 
tough economic climate.  
 
H ow ev er, d on' t get too bogged  d ow n in battening d ow n the hatches - d ow nturns can also 
open up opportunities and  continued  inv estment d uring a recession might actually be the 
smartest mov e you make.  
 
W hile the f irst priority of  any business d uring d if f icult times is to become more ef f icient and  
cost ef f ectiv e, if  you are f ocused , resourcef ul and  proactiv e in spotting opportunities to 
grow  - ev en d uring a recession - your business w ill be in a much stronger position w hen 
the market recov ers.  A s a result, you may f ind  that you’ v e also managed  to gain market 
share f rom more cautious competitors in the process.  
 
H ere are 1 0  top tips to position your business to surv iv e and  ev en thriv e in the current 
economic d ow nturn:  
 

1 .  Keep your eye on cash flow. C ontinuously monitoring and  controlling cash f low  is 
f und amental to continued  business success.  Monthly f orecasting w ill ensure 
ex penses and  any planned  ex pend iture are in line w ith money coming in.  I f  you’ re in 
control of  your cash, you are also in a better position to make any ex cess cash w ork 
f or you ( see inv estment) .  

2 .  R e-neg ot i at e wi t h suppli ers. L ow ering supplier costs w ill prov id e ongoing benef it 
and  can be achiev ed  in d if f erent w ays.  I f  you d on’ t hav e cash av ailable, ex tend ing 
payment terms w ill av oid  hav ing to borrow  money to pay suppliers.  I f  you d o hav e 
cash, negotiate a d iscount f or timely payment.  Y ou can also look to negotiate low er 
material prices f rom suppliers and  re-negotiate terms w ith your f inance prov id ers 
and  land lord .  

3 .  C ri t i cally ev aluat e your st affi ng  need s. R ed ucing ex cess staf f , w hile sometimes 
unpleasant, w ill prov id e an immed iate cost sav ings.  B e caref ul not to let any staf f  
cuts af f ect customer serv ice lev els.  Some business f unctions can also be 
outsourced  to ind epend ent contractors or outsourcing agencies, d epend ing on your 
siz e.  

4 .  E x pand  your suppli er b ase. I n a tough economy, d on’ t rely too heav ily on any one 
supplier.  Ensuring that your business isn’ t d epend ent on one or tw o key suppliers 
means that if  they f ail, you w on’ t f ail w ith them.  

 



5 .  F ocus at t ent i on on your ex i t i ng  cust om er b ase. N ow  is the time to make your 
current customers the priority.  T he cost of  gaining new  customers is signif icantly 
higher than grow ing your ex isting customer base and  intelligence about buying 
patterns w ill also enable you to of f er special d eals to encourage customer loyalty 
and  continued  spend ing.  

6 .  B ui ld  rapport  - wi t h suppli ers,  cli ent s and  cred i t ors. G ood  relationships w ill 
strengthen your ability to negotiate better supplier or cred itor terms;  it w ill also 
secure business relationships through tough times and  beyond .  

7 .  Keep com m uni cat i ons open and  enli st  em ployee support . Sharing business 
d if f iculties w ith employees can mobilise staf f  around  a common goal and  help 
id entif y w here cost red uctions can be mad e and  how .  H onest communication w ill 
pay d iv id end s and  employees, suppliers, ad v isors and  customers are all in a 
position to prov id e ad v ice and  long-term support w hen times are tough.  

8 .  I ncrease m ark et i ng  and  ad v ert i si ng . B eliev e it or not, now  is not the time to 
red uce marketing and  ad v ertising spend .  W hile it w ould  be prud ent to re-allocate 
spend  to areas that are strategic to the business, continued  activ ity to raise brand  
aw areness and  create market d emand  f or your prod uct or serv ice is actually an 
opportunity in a d ow nturn as you’ ll be d oing so w hen your competitors are likely to 
be scaling d ow n ef f orts.  

9 .  I nv est  i n new t echnolog y t o lower cost s and  i ncrease com pet i t i v eness. 
I nv esting in the right technology can help your business w ork more ef f iciently, cut 
costs, improv e customer satisf action and  help you stay ahead  of  the competition.  
T echnologies that enable smooth collaboration betw een employees, partners, 
suppliers and  customers are a sure w ay to boost ef f iciency and  red uce costs.   

1 0 .  S t art  spend i ng . W hile spend ing d uring a recession can seem the opposite of  good  
business sense, it is in f act w hat smart companies d o to see them through.  I f  you 
continue to inv est in your core business f or ex ample, hiring ad d itional staf f  or 
implementing new  technology in a critical area that w ill prov id e competitiv e 
ad v antage, you’ re likely to be ex pand ing at a time w hen most of  your competitors 
w ill be contracting.  I f  you inv est in initiativ es that strengthen your business, you’ ll be 
better placed  to hit the ground  running w hen the economic climate picks up.   

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 

Q u e s t i o n s  a b o u t  C i s c o  S m a l l  a n d  M e d i u m  B u s i n e s s  S o l u t i o n s ?  
V i s i t  w w w . c i s c o . c o m / u k / s m b  f o r  m o r e  d e t a i l s  o r  c a l l  C i s c o  o n  0 8 0 0  0 1 5 2 0 3 4  o r  1 8 0 0  5 5 6  6 7 0  f r o m  I r e l a n d .  


