Praise for Books from PlanningShop
The Sh*t’s Hit the Fan ... Now What?!
In this latest book Rhonda Abrams has confirmed once
again why she is a respected thought leader on what
makes small businesses work. Her passion, dedication,
and commitment to helping businesses achieve success is
evident in all that she does. Whether you are a startup,
a mature business, or someone who supports them—this
book is essential reading to give you the knowledge, tools,
and inspiration that you need to succeed.
—Isaac D. Kremer, Executive Director,
Metuchen Downtown Alliance, Metuchen, New Jersey
Rhonda Abrams is a brilliant and impassioned advocate for American
small business. When my friends and family’s businesses were floundering
to survive the pandemic, Rhonda’s amazing podcast series covering the
governments’ loan programs, including Paycheck Protection Program (PPP),
was a lifesaver … She quickly became our top source of information. Through
her counsel several friends and family members received business-saving
assistance. We can’t thank Rhonda enough!
—M. Davis, Atlanta, GA
Rhonda Abrams is 100% by our side AND on our side through the challenges and
blessings of developing small business viability and sustainability. For America’s
Small Business Development Counselors, Rhonda’s insight, articles, and no-nonsense actionable advice are priceless elements to share with our clients and our
SBDC Team … She is hands-on, accessible, and brilliant in diagnosing countless
small business issues … and presenting practical, imaginative solutions.
—Rita Mitchell, USM Small Business Development Center
Shortly after a Shelter-in-Place order was issued in Palm Springs, my husband & business partner and I were so lost as to what was happening … Rhonda
was a beacon of light and hope in helping guide us thru the unprecedented
times … By closely following Rhonda in March, April and May—I was able
to apply early on for both the EIDL and PPP loans … I am so grateful I was
connected with Rhonda in such an uncertain time.
—Brandon Lindley, co-owner, Havaianas, Palm Springs, CA
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Successful Business Plan: Secrets & Strategies
“[Successful Business Plan]
Plan is user-friendly and exhaustive…highly recommended. Abrams’ book works because
she tirelessly researched the subject. Most how-to books
on entrepreneurship aren’t worth a dime; among the thousands of small business titles, Abrams’ [is an] exception.”
— Forbes Magazine
“There are plenty of decent business-plan guides out
there, but Abrams’ was a cut above the others I saw. Successful Business Plan won points with me because it was
thorough and well organized, with handy worksheets and
good quotes. Also, Abrams does a better job than most at
explaining the business plan as a planning tool rather than
a formulaic exercise. Well done.”
— Inc. Magazine

Six-Week Startup
“What I love about Rhonda Abrams’ new edition of her
bestselling book Six-Week Startup is that it focuses on
action. So many people that want to start businesses
never actually get it off the ground. Rhonda’s book gives
a step-by-step approach to launching your new company, including licenses, branding, setting up your oﬃce,
marketing, money plus easy-to-use checklists and worksheets.”
– Barry Moltz, Small business expert,
author and radio show host

Business Plan In A Day
“A business plan is something every business needs, but
too many fail to create one because it seems intimidating.
Rhonda Abrams is on a mission to change that. With this
book she shows you how to create a professional business
plan that will seem like it took weeks to write instead of
24 hours.”
— Anita Campbell, Publisher of Small Business Trends
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Actual ratings and quotes from
online reviews at Amazon
Successful Business Plan: Secrets & Strategies
Buy it now or miss a plethora of very useful knowledge
Quite possibly the best book out there to give your plan the momentum to
get it done and get it right! This book is worth more than its weight in gold.
I was intimidated at first glance, but the content flows seamlessly and the
worksheets are a fantastic planning tool, some of them can even be physical pieces of the business plan. I highly recommend to anyone serious
about starting a business, get this book immediately, regardless of where
you are at in your planning process and you’ll be the next person writing a
5 star review. Get it done and get it right!

Jam Packed with Secrets and Strategies—Don’t Pass This Book Up!
Ms. Abrams has done an excellent job of putting it all together and imparting concrete business wisdom. The book is up-to-date and a great resource
for anyone in business be it a small or large business. She hit the nail on
the head in the Financial section. She is correct in strongly asserted that
you DON’T ignore your finances if you’re having a bad month. I wish I had
been taught from this book when I was in College!

Six-Week Startup: A Step-by-Step Program for Starting your
Business, Making Money, and Achieving your Goals
I started...and opened in six-weeks!
This is a great book for business beginners (and even those who are on
their second or third time around). It walks you through the well suggested
steps of getting started. If you follow the plan...you should realistically be
able to “start” in 6-weeks.
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Very helpful
This book really does what it promises. I went through each week/chapter
writing down what Rhonda told me to. It all flowed together beautifully,
and I am now almost ready to put my web site live and ready for sales. I
also contacted SCORE and the SBA as per her recommendation, and have
the added value of the counsel of hundreds of counselors who can speak
specifically into my situation. I don’t think there is anything else Rhonda
could add to make this book a better choice for the virgin entrepeneur.
Four thumbs up—two are from my SBA counselor!

Entrepreneurship: A Real-World Approach
You CAN be an entrepreneur!
This second edition of what was a good book to begin with has made
enough changes to make it an excellent guide for those thinking about
starting their own business. It begins with exploring what it means to be
an entrepreneur, moves into and provides tools and strategies for developing and planning a business, takes the next step to create the internal
operational framework to meet the needs of all stakeholders in the business, and then ends with some suggestions on how to grow the business
even into a global market. Being filled with outstanding examples and scenarios, the book is easy to read, follow, and understand. There are pages of
references, extra sources, and practical applications that will guide nearly
every business idea into a potentially thriving enterprise. The price of the
book is a bargain considering the wealth that is in its pages.

Great Book for Beginners
Great book insight and provides sections as to where to begin. Includes
chapters on marketing, legal, naming your business and more. Great book!
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About Rhonda Abrams
Entrepreneur, author, and nationally syndicated columnist
Rhonda Abrams is widely recognized as one of the leading
experts on entrepreneurship and small business. Rhonda’s
column for USA Today is the most widely distributed column on small business and entrepreneurship in the United
States, reaching tens of millions of readers. She was named
one of the “Top 30 Global Gurus” for Startups.
Rhonda’s books have been used by millions of entrepreneurs. Her first book,
Successful Business Plan: Secrets & Strategies, is the best-selling business
plan guide in America and has sold over 2 million copies. It was named
one of the Top Ten business books for entrepreneurs by both Forbes and
Inc. magazines, and one of the 100 best business strategy books of all time.
Rhonda’s other books are perennial best-sellers, with three of them having
reached the nationally recognized “Top 50 Business Bestseller” list.
Rhonda not only writes about business—she lives it! As the founder of
three successful companies, Rhonda has accumulated an extraordinary
depth of experience and a real-life understanding of the challenges facing
entrepreneurs. Rhonda first founded a management consulting practice
working with clients ranging from one-person startups to Fortune 500
companies. Rhonda was an early online pioneer, founding a website for
small business that she later sold. In 1999, Rhonda started a publishing
company—now called PlanningShop—focusing exclusively on topics of
business planning, entrepreneurship, and new business development.
PlanningShop is America’s leading academic publisher focusing exclusively on entrepreneurship.
A popular public speaker, Rhonda is regularly invited to address leading
industry and trade associations, business schools, and corporate conventions and events. Educated at Harvard University and UCLA, where she
was named Outstanding Senior, Rhonda lives in Palo Alto, California.
facebook.com/RhondaAbramsSmallBusiness
twitter.com/RhondaAbrams
instagram.com/rhondaabrams

The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

THE SH*T ’S HIT THE FAN … NOW WHAT?!

Contents
GET YOUR HEAD IN THE GAME
1.
2.
3.
4.
5.

Think of yourself as a startup 3
Stay agile, move fast 5
Be willing and able to “pivot” 6
Take advantage of the advantages of a down economy
Take one step TODAY

11

START LEAN, STAY LEAN
6.
7.
8.
9.
10.
11.
12.
13.

1

13

Keep fixed costs down 15
Reduce variable expenses
Embrace MVP
Fail fast

18

20

21

Reduce inventory

22

Learn to love “just-in-time” 24
Have your vendors “own” your inventory
Cut waste

29

MAKE THE MOST OF YOUR MONEY
14.
15.
16.
17.
18.
19.
20.
21.
22.

Spend money wisely
Get help

27

31

33

34

Get a business bank account 35
Set up your books

36

Watch your cash flow like a hawk 37
Get paid faster 38
Accept credit cards 39
Send out your invoices quickly 40
Defer payments

41

viii
The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

8

99 RECESSION-PROOF TIPS FOR SMALL BUSINESS SUCCESS

BE SMART ABOUT FINANCING
23.
24.
25.
26.
27.
28.
29.
30.
31.

Get the best money of all 45
Check your credit reports 46
Clean up your credit 47
Get—or increase—a line of credit

48

Increase credit limits on your credit cards 49
Get government help
Consider investors

50

51

Check out crowdfunding 52
Watch out for “fintech” lenders

CONNECT WITH CUSTOMERS
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44.
45.

43

54
55

Master marketing basics 57
Use visuals

60

Emphasize “shop small, shop local” 62
Get your customer contact list together 64
Send out an email newsletter

66

Create a customer loyalty program 68
Develop a social media following 70
Advertise on social media 72
Optimize your website for search engines 73
“Claim” your business

75

Keep your customers happy 76
Remember to use signs 77
Create and send out press releases 78
Consider traditional print, radio, and TV ads 79

ix
The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

THE SH*T ’S HIT THE FAN … NOW WHAT?!

MAKE SALES
46.
47.
48.
49.
50.
51.
52.
53.
54.
55.
56.
57.
58.
59.
60.
61.
62.

81

Call on your existing customers 83
Expand how you think about making sales 84
Attract your first customers 86
Offer gift cards and pre-payment options 87
Find sales leads

89

Develop successful sales techniques 90
Polish your sales pitch

92

Figure out ways to up-sell and cross-sell
Follow up!

95

Experiment with pricing 96
Prepare bids or proposals 98
Make cold calls 100
Create a subscription service 102
Sell on social media

103

Enable ecommerce on your website 104
Flirt with crowdfunding 106
Get others to sell for you 108

STREAMLINE OPERATIONS
63.
64.
65.
66.
67.
68.
69.
70.
71.
72.

93

Work from home

109

111

Decide whether you need a separate business address
Step up safety

113

114

Go to the cloud 115
Outsource everything you can 118
Diversify your supply chain 120
Remember customer service 121
Disaster-proof your business 122
Protect your data 123
“Green” your operations 124

x
The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

99 RECESSION-PROOF TIPS FOR SMALL BUSINESS SUCCESS

MOTIVATE AND MANAGE YOUR TEAM
73.
74.
75.
76.
77.
78.
79.
80.
81.
82.
83.
84.
85.
86.
87.

Motivate yourself 127
Manage a remote team
Master virtual meetings

129
131

Use “just-in-time” people 134
Communicate often and effectively 136
Share relevant information 137
Provide clear direction 138
Offer timely and constructive feedback 139
Share goals and a sense of purpose 140
Give employees authority as well as responsibility 141
Recognize effort and accomplishment 142
Consider hiring during a downturn 143
Hire for attitude, train for skills 145
Hire diverse candidates 146
Sharpen everyone’s skills 148

RECESSION-PROOF YOUR BUSINESS
88.
89.
90.
91.
92.

125

Choose a niche—or a few niches

149

151

Look for counter-cyclical lines of business 153
Look to others in your industry 155
Reduce your dependence on one season

156

Be the less expensive alternative 158

GROW THE POWER OF SMALL BUSINESS
93.
94.
95.
96.
97.
98.
99.

See yourself as part of a movement

161

163

Understand the importance of small and local business
Buy local, buy small 165
Team up with other small businesses

166

Support your employees 167
Vote

168

Spread the small business word 169
xi
The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

164

The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

THE SH*T’S HIT THE FAN …

NOW

WHAT?!

SMALL BUSINESS SUCCESS

GET YOUR
HEAD
IN THE GAME

The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

THE SH*T ’S HIT THE FAN … NOW WHAT?!

Let’s face it: the proverbial sh*t’s hit the fan
Yes, that language is a bit crude, but what else can you say when, in
response to a worldwide pandemic, the entire economy came to a screeching halt? When business as we knew it changed virtually overnight?
If you run a business—or want to start a business—you’ve never been faced
with anything like this. Even the Great Depression—another worldwide
economic catastrophe—didn’t happen as dramatically, as quickly, as the
economic impact of Covid-19. Small businesses, in particular, are challenged by this new reality and startups face unchartered waters.
Whether you’re an existing business, a startup, or hope to launch a company, you’re dealing with challenges few entrepreneurs have had to ever
deal with before. But can challenging times lead to successful companies?
Can what you’re facing today lead you to survival, success, tomorrow?
We believe so—we know so. And we are here to help, with specific, timetested do-it-now tips. In the pages that follow, we’ll give you 99 specific
things you can do now to help you survive and succeed—tips based on
decades of experience with successful entrepreneurs—who’ve faced tough
times and come out better on the other side. They could do it—and we
believe so can you!
But to do so, you’ve got to have an attitude that success is possible. You
have to be willing to change, to try new things, to fail. That’s probably not
hard for you—after all, you started (or are starting) a business. That means
you already are the kind of person who can optimistically take risks.
So the first thing is to bring back that resilience, that can-do attitude that
you already have. You’ve got to get your head in the game.
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1. Think of yourself as a startup
Given the new reality—that you have to be nimble, change to meet new
conditions, seize opportunities, work harder and longer than you have in
years—it’s helpful to think of yourself as a startup.
Yes, it’s a useful mental exercise to shift your thinking to that of a startup
mentality whether your business, indeed, is just getting off the ground,
or if you’ve been in business for years, even decades. In a recession—in a
vastly changing economy and society—no matter how long you’ve been in
business, you are actually starting fresh, anew.
If you are actually just starting a business, there’s a good chance that you
have to veer away from your original concept, change your business model,
even dramatically change the kinds of goods or services you thought you
were going to offer. That’s OK—most startups have to change course early
on, regardless of economic conditions. Learn about some of those in the
next tip.
For existing businesses, it may be more challenging to think of yourself
as a startup since you’ve been at this for awhile—but it’s a good way to
approach running your company right now. Of course, you probably
have some baggage that real startups don’t have: leases, bills, inventory,
employees, and more. But you also have a wealth of resources startups
don’t have: loyal customers, vendor relations, experienced employees,
industry knowledge, contacts.
Embracing the idea of being a startup gives you more energy and a more
positive outlook. Like a startup, you’ll learn lots of new things. That’s a
good thing. The way your business—and yourself—will thrive, not just survive, is by growing in new directions. You will learn new ways of doing
business, new things about your customers and potential customers, new
ways that your industry is improving, new ways to manage money and
manage people.
Sure, like a startup, you’ll have to work hard, change fast, experience some
setbacks, and money will be tight. But try to remember the optimism that
3
The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

THE SH*T ’S HIT THE FAN … NOW WHAT?!
someone starting a new business has—and, if you can, try to embody it
yourself.
So think of yourself as a smart, experienced, hard-working startup. Let
that experience and knowledge guide you—not handicap you—as you
launch the next phase of your business.

STAY SANE!
TAKE HEART: THE ECONOMY WILL CHANGE
Whatever situation you are in now, sooner or later, it’s going to change.
The overall economic situation goes through cycles. Eventually economic
conditions improve. History proves that the American economy—like the
Canadian, European, and much of the rest of the world’s economies—is
resilient. You can be resilient too.
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2. Stay agile, move fast
Businesses that survive are businesses that can change. Think about being
mentally agile in your business the same way you think about being flexible—agile—in your body. If you just sit in the same position—never flexing
your muscles, never exercising—you get stiff, old. If you want to survive
both the current situation and thrive for the long-term, you’ve got to stay
flexible in terms of your own attitude.
That’s right—attitude. The single most important thing in preparing your
business to survive in challenging economic times is your attitude. That
may sound a bit simplistic, but it’s true.
In good times—when your business may take a lot of work but not a lot of
thought—you can often avoid changing. After all, things are rolling along
smoothly.
In challenging economic times—when your business is under threat—you
have to be willing to change, to try new things, to stretch your definition
of how you see yourself. There’s always a reason to do nothing, but if you
want your small business to survive, doing nothing is not an option.
Think of this as your “spaghetti year”—throwing a lot of things against the
wall to see what sticks. That means you have to be willing to try a bunch
of new things. Some—many—of them will fail. You can’t let that define or
defeat you.
The key is to understand that changing is part of the process of surviving. When you see a need to change or opportunity to grow, move quickly.
You can take charge of your own destiny—as much as you can—or you can
let outside forces determine your future. A positive, flexible attitude certainly does not guarantee success. But in recessionary times, a negative,
do-nothing attitude almost certainly guarantees failure.
The beginning of succeeding in a recession is to recognize you are going to
have to change, you will sometimes fail, you will often be discouraged. But
your own belief in yourself and your ability to tackle new situations will
help you survive and succeed.
5
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3. Be willing and able to “pivot”
It’s worth repeating: “Pivot” is one of the words you’re going to hear
frequently in a challenging economy. With market transformations coming at us as rapidly as meteors, it’s not at all surprising that you might be
in one type of business—or have some business offerings—and now find
yourself needing to change to—to pivot—to another.
You may find yourself pivoting because:
n What you’re doing is not working—it’s time for “Plan B” and then “Plan C”
n The changing business landscape presents opportunities and you want
to seize those opportunities
n One part of your business takes off, and you want to lean in to that
growth opportunity
n Your market is rapidly changing
n Your industry is rapidly changing, particularly due to technological
change
n Economic, health, regulatory, or other external issues force you to
change
n Something better comes along
And, of course, we’ve seen how Covid-19 caused a massive need for change
in how most small businesses do business.
When the world changes—as it has been doing lately—that creates new
needs, and needs create opportunities. Many of the best pivots are inspired
by a smart entrepreneur seeing—and seizing—an opportunity, particularly
in their industry or area of expertise, often because they see a problem
needing to be solved.
Pivoting is far more common than you’d ever imagine. Many of today’s
most successful companies started with a different concept, then changed
when they hit a wall. Some well-known pivots include:
6
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n Twitter (www.twitter.com): a podcast directory called Odeo
n Pinterest (www.pinterest.com): a mobile shopping site called Tote
n Instagram (www.instagram.com): a social check-in site called Burbn
n PayPal (www.paypal.com): a system to beam payments to Palm Pilots
One of the most successful pivots happened over a century ago. In 1902,
five businessmen formed the Minnesota Mining and Manufacturing
(MMM) company, bought a mine, and set out to extract a valuable mineral, corundum. Only problem: There was no corundum there. Whoops.
The company quickly pivoted. The company now known as 3M (www.3m.
com) started selling sandpaper (there was a lot of sand in that mine). But
the company kept failing, and pivoting. Their openness eventually led 3M
to become one of the world’s most innovative companies. Some of the
many inventions from 3M include masking tape, cellophane (scotch) tape,
video tape, Post-it Notes, and a whole host of medical, solar, photographic,
and industrial products.
Occasionally, business owners pivot because something better just comes
along and presents itself. That requires an openness to change and a willingness to stretch yourself. That stretch may be a little—or it may be a lot.
For example, during the closure of restaurants caused by Covid-19, many
restaurants “pivoted” to begin providing take-out meals, even if they’d
never done that before. That was a first, and relatively easy, step for most.
But some restaurant owners also found other sources of new revenue,
such as selling meal kits, grocery items, conducting online cooking classes.
Some went even farther. For example, a small chain of ice cream stores
in Seattle—which made its own ice cream—was suddenly and completely
closed at the beginning of the pandemic. The owner laid off virtually her
entire staff, and things looked bleak. But she pivoted. Since her stores were
closed, she started packaging and selling her ice cream to grocery stores.
In doing so, she actually added a new line of business for her company—
one that lasted after she was able to reopen her stores. That pivot helped
her not only survive in the short run, but grow substantially.
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4. Take advantage of the advantages
of a down economy
While a down economy may seem like a tough time to launch, run, or grow
a business, history has proven that many great businesses have started,
survived, and expanded during troubled times.
Yes, it is certainly easier to launch, grow, or succeed in business in a strong
and healthy economy when customers feel flush, profits are easier to
achieve, you have more room to make mistakes and time to recover.
But here’s the good news—history has shown that challenging economic
conditions also create opportunities. Many successful businesses that are
now household names actually started in recessions, the Great Depression, or in other down markets—just to name a few: General Electric, IBM,
General Motors, Disney, Burger King, Microsoft, CNN, Apple, WhatsApp,
Venmo, Uber, Square, Hewlett-Packard, Hyatt, Trader Joe’s, FedEx, Electronic Arts, Airbnb. Wow! That’s a lot of terrific companies that started
during hard economic times.
In fact, a 2009 study by the reputable Kauffman Foundation found that
more than half the companies in the Fortune 500 at that time were started
during recessions or bear markets.
Why? How can a bad economy be a good time to start or grow a business?
n Customers are more open to change. In good times, customers can
afford to stick with current vendors and providers, often overlooking
products or services that have slipped in quality, prices that have
crept up, customer service that has lagged. When everything is in flux,
customers re-evaluate previous purchasing decisions.
n Customers seek new, often less expensive, ways to meet their
needs. Cash-conscious customers look for ways to save money. They’re
willing to sacrifice some bells-and-whistles in their choice of providers
as long as they find a viable alternative.
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n Customers have new needs. Changing societal and economic
conditions often mean customers’ situations have changed. They look
for new products and services to meet their new needs. This is especially
true in a society that has been so radically changed by recent events.
n Competitors may have higher fixed costs. Long-established
competitors may have high overhead: rent, equipment leases, long-term
debt. That makes it difficult for them to reduce their prices to compete
head-on with you.
n Competitors reduce their marketing. Typically, one of the first
things many companies do in a downturn is to cut their marketing and
communication budgets. That creates an opening for you to aggressively
market to prospects.
n Competitors are weakened or discouraged. In a recession, many
business owners and executives decide to stop, sell, or just get tired.
Their inability or unwillingness to adapt to the new reality creates
significant opportunities for you, if you’re willing to step up now.
And, wait, there’s more…It’s not just that a down economy presents new
opportunities; starting or running a business during recessionary times
actually provides a few advantages over starting in high growth times.
These include:
n Lower costs. Generally, in a recession, prices for many critical business
needs go down. You may be able to find less expensive rent, lower costs
for raw material and inventory, reduced cost on many supplies, and
even wages of personnel may be lower.
n More ability to negotiate. When customers are harder to get,
vendors are often more willing to do what it takes to close a deal. In
addition to lower prices, you may be able to negotiate better payment or
credit terms, free or low-cost add-ons, better service, and more.
n More available talent. Typically, recessions also create higher
unemployment—meaning it’s easier for smaller and newer companies
to attract high quality workers, often at lower salaries than in nonrecessionary times. This creates an opportunity for you to build your
team with top-notch people who are motivated to help you succeed.
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In an economic downturn, a smart, nimble, hardworking competitor (that
could be you!) often has a leg up, even on well-established big companies.
You can go after their customers, devise new products or services to meet
their changing needs, even look for weakened or disheartened competitors
to acquire.

10
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5. Take one step TODAY
Now, the most important thing you can do is to take action. We recommend doing at least one thing TODAY to make your business more resilient. In this book we’ve got 99 specific things you can do right now (or very
soon) to survive and succeed.
So, as you read through this guide, seize on at least one tip you can do
ASAP—preferably today. You’ll find that taking action gives you back a bit
that sense of taking control of your life as when you decided to start your
own business.
And we know you’ve got it in you! Hey, if you wanted to play it safe, you’d
still be at some old day job. But you wanted to take your life into your own
hands, forge your own destiny. And you still do. You’re an entrepreneur.
The best thing you can do is take action. And take it soon.
Now’s a good time to remind yourself why you went into business in the
first place. Why did you want to own your own business? Be your own
boss? Financial security? Time flexibility? Ability to use your skills? Keep
those goals in mind. They’re probably still motivating you.
n Keep in mind: if you have products or services people wanted and
needed before the recession, they’ll continue to want and need them.
n Keep in mind: you have it in you to forge your own destiny.
n Keep in mind: down economies present opportunities as well as challenges.
n Keep in mind: you’ll have to work hard, make changes, face failures. But
you have it in you to do all those things. As an entrepreneur, you knew
there would be risk. You’re not faint at heart.
Of course, you’ll need to make some changes, but you can survive—you
can even grow stronger and bigger. In a recession, one of your greatest
strategic advantages may be your willingness to work hard, work smart,
and keep at it, while others often are not.

11
The Sh*t’s Hit the Fan…Now What?! © 2020 Rhonda Abrams. DO NOT REPRODUCE.

THE SH*T ’S HIT THE FAN … NOW WHAT?!
Remember the excitement you felt when you first started your business?
Try to recapture that sense of optimism, of taking charge of your future.
Recommit to those goals, and, as you go through the tips in this book, consider at least one step you can take TODAY to get you closer to your goals.

FREE OR ON THE CHEAP
MEET WITH AN SBDC COUNSELOR. One of the best, least-known
services provided by the U.S. Government to small businesses is a
national network of Small Business Development Centers (SBDCs).
There are over 1,000 SBDCs, located primarily at universities and community colleges.
Every year, SBDCs provide free one-on-one counseling and low-cost
training programs to hundreds of thousands of small businesses and
startup entrepreneurs. SBDC counselors are trained professionals;
most have run small businesses and have management expertise.
Since they’ve been around for over 35 years, you know the SBDCs have
helped small businesses like yours weather past recessions—and they
can help you with this one.
I highly recommend checking out your local SBDC sooner rather than
later. You can find a link to a list of SBDCs online at https://americassbdc.
org. Find your center and set up an appointment with a counselor to
discuss your small business.
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What you need to know since the sh*t’s hit the fan.
The best way to survive and thrive is to be able to make changes to meet
changing conditions. To do so, as we said in the last section, you have to be
able to move quickly, try new things, see some of those new things fail, and
make changes. That means being as light as you can—staying lean.
In a nutshell: staying “lean” means spending/buying/owning the least
amount. This not only means you keep more of your money—it means you
are less bogged down by the infrastructure and cost of your operations.
For example—a food truck is “leaner” than a brick-and-mortar restaurant.
The owner of the food truck can literally move to find different customers,
can easily change the type of food offered, has fewer employees, and has
a vehicle lease instead of a long lease on a building. And a catering service
might be even leaner than a food truck—if the owner used a commercial
kitchen (rented facility) only when they had a gig. So—before you open a
restaurant and take on all that “heavy” infrastructure, you can prove your
concept, build your reputation, respond to changing conditions with a
leaner approach to a cooked meal business.
In this step, we’ll focus on how any business can start lean and stay lean.
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6. Keep fixed costs down
When you run a business, you obviously have expenses. But not all
expenses are alike.
First, you have “fixed” expenses that you have to pay every month—or week
or year—regardless of how much you sell. Next, you have other expenses—“variable” expenses—that change depending on how much demand you
have for your products or services. We’ll deal with those in the very next tip.
Fixed expenses are expenses like rent, payment on term loans, equipment
and vehicle leases, insurance, and any other expense you can’t eliminate
or reduce when sales drop.
Fixed expenses are often referred to as your overhead or “nut.” Because
you have so little flexibility with these expenses, they make it harder for
you to be nimble, to pivot, to respond to changing conditions. These are
the expenses that can actually cause you to shutter your business entirely.
So, you need to do everything you can to reduce or eliminate fixed expenses
to make your survival and success more likely.
What are some of the biggest fixed expenses you’re likely to have and how
can you deal with them?

Rent
This is the killer. For many small businesses dealing with the current economic situation and reduced sales, rent is the biggest expense that weighs
on them month after month and can force them out of business. What can
you do to reduce your rent?
n Renegotiate your lease. If you already have space rented, now’s
the time for a conversation with your property manager or owner.
Commercial real estate is facing a huge vacancy crisis as a result of
the economic downturn. Most property owners can’t afford to lose
additional tenants. See if they will work with you to lower your monthly
rent, delay payments, shorten the length of your lease, or otherwise
help you stay in business. Of course, not all property managers are
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smart enough to work with small businesses, and that’s such a mistake
at this time.
n If you do have to enter into a lease, negotiate hard. Try to make
the lease as short as possible, have provisions allowing you to sublease,
and—if at all possible—do not sign a lease where you have to give a
personal guarantee (which means that if your business goes under, you
are still personally responsible).
n Don’t rent anything unless you have to. If you’re a startup or
expanding into a new line of business, look for ways to do business
without having ANY space of your own. Obviously, if you’re a brickand-mortar retailer or restaurant, that doesn’t work. But if you are in
other types of businesses—services, technology, construction—see if
you can find other spaces to work at/from, whether work-from-home,
work-from-truck, or other locations you might be able to use.
n Use “rent-as-you-go” space. In the last few years, a number of
temporary work spaces have popped up—not just shared work spaces
with desks for techies, but rental kitchens (for catering companies,
meal delivery services, food product companies) and other short-term,
rent-by-the-day or hour types of spaces. Some of these have closed
temporarily or permanently due to Covid-19 impact, but search them
out in your area. If necessary, reach out to local businesses that are likely
to have extra space to see if you can rent that space on an "as needed"
basis. One other source to check out is LiquidSpace—www.liquidspace.
com—a site that lists spaces you can rent hourly or monthly.

Term loans and equipment/vehicle leases
Now is also the time to reexamine, renegotiate, and look for alternatives
to any and all of your long-term financial obligations, especially those that
charge interest.
Interest rates are, at the time of this writing, at a very low rate. So, the
first thing to do is to negotiate with your vendor. Perhaps they would be
willing to lower your interest rate—and thus, your monthly payment. Perhaps they would be willing to allow you to forgo a number of current payments—tacking them on to the end of the term—to help you weather the
current situation.
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