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What’s Your Plan for Thriving in Recovery?

ccording to Federal Reserve
Chairman Ben Bernanke,
the recession is “likely

over” in the U.S. Is it over at your
company? Probably not.

It will take a while before the
U.S. economy is really back on its
feet. Business owners are wise to
scrutinize their companies at this
point and see how they can position
themselves to thrive in recovery.

LOOK AT LABOR

Did you have to lay off valued
employees or family members in
the last year or so? As your busi-
ness recovers, it might be tempting
to re-hire these employees. First,
consider a future at this level

of labor. Can you move forward
while maintaining these reduced
labor costs?

HIRE GREAT PEOPLE
If you decide that you have positions
you need to fill, snap up the best

people before others can get to them.

Unemployment numbers are still
high, which means that there are
experienced and qualified people
looking for jobs.

ASSESS THE MARKET

What are your customers buying?
What did they delay purchasing that
you can provide as the economy
perks up? Also consider upgrading
machinery and investing in R&D,
which can set up the company for
future success.

SPREAD THE WORD

Is yours a familiar face around town
or at industry events? Being active in
the communities in which you work
shows that your company is strong
and reliable as a vendor. Advertising
and marketing are always important.
Keep up with these activities as well
as charity event participation and
sponsorships.

ACQUIRE WEAK COMPETITORS
If ever there was a time for a stra-
tegic merger or acquisition, this is
it. Many companies are struggling
because of financing issues. If you
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are in a good position to do so,
consider buying a competitor to fill
excess capacity or gain market share.

EXPAND SALES EFFORTS

There’s no time like the present

to test the waters of a new terri-
tory. It may make sense to expand.
However, proceed with caution.
Do some legwork to be sure you
understand the new market. Create
a plan for growing in that region,
focused on products and services
that meet your core competencies.

RENEGOTIATE COSTS

Conduct a review of contracts or
services that might be renegotiated.
This might include leases, health

or property insurance premiumes,
utility costs or maintenance agree-
ments. Suppliers may give you a
break on costs now if you agree to
new contract terms before the old
agreements expire.

TALK TO THE BANK

Keep the bank abreast of what’s
going on in your business. Share
good news about new business wins
R&D plans, new hires or strategic
operational decisions.
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