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This checklist is designed to give guidance to 
businesses on how they can manage through dif-
¿FXOW�WLPHV���'LI¿FXOWLHV�FDQ�EH�FDXVHG�E\�H[WHUQDO�
factors such as a natural, economic or man-made 
GLVDVWHU��D�GHFUHDVH�LQ�FRQVXPHU�FRQ¿GHQFH��ULVLQJ�
IXHO�SULFHV��LQFUHDVHG�FRPSHWLWLRQ��GLI¿FXOW\�DFFHVV-
LQJ�¿QDQFHV�DQG�RU�LQFUHDVLQJ�LQWHUHVW�UDWHV��RU�WKH\�
could be caused by internal factors such as poor risk 
PDQDJHPHQW��IDLOXUH�WR�PDQDJH�FDVK�ÀRZ�SURSHUO\�RU�
EHFDXVH�RI�ORZ�SUR¿W�PDUJLQV���

Regardless of the causes, small businesses need to 
WDNH�DFWLRQ�ZKHQ�WKH�JRLQJ�JHWV�WRXJK���:KLOH�WKHUH�
is no single cure-all, there are many steps a business 
RZQHU�FDQ�WDNH�WR�PDQDJH�WKURXJK�WKH�GLI¿FXOW�WLPHV�
DQG�SRVLWLRQ�WKH�EXVLQHVV�IRU�IXWXUH�JURZWK���

7KLV�FKHFNOLVW�SURYLGHV�VRPH�WLSV�DQG�VXJJHVWLRQV���

Taking stock of your business

$GRSWLQJ�D�ULVN�PDQDJHPHQW�PLQGVHW�LV�WKH�NH\���7KH�
¿UVW�VWHS�LV�WR�WDNH�VWRFN���%XVLQHVV�RZQHUV�QHHG�WR�
identify and manage any weaknesses in their busi-
ness or their industry’s performance, while not being 
EOLQGHG�WR�DQ\�QHZ�RSSRUWXQLWLHV�WKDW�PLJKW�HPHUJH���

To take stock of your business, you should:

Understand your customers.

Any business begins and ends with the requirements 
DQG�EHKDYLRUV�RI�WKH�FXVWRPHU���,I�\RXU�FXVWRPHUV�
DUHQ¶W�VDWLV¿HG��WKH�UHVW�GRHV�QRW�PDWWHU���,W�LV�WKHUH-
fore fundamental to understand your customers, 
LQFOXGLQJ�WKHLU�SD\LQJ�KDELWV���<RX�QHHG�WR�XQGHUVWDQG�
ZK\�\RXU�FXVWRPHUV�EX\�\RXU�SURGXFW�RU�VHUYLFH���,V�LW�
D�OX[XU\�RU�LV�LW�D�GLVFUHWLRQDU\�SURGXFW"��'R�\RX�GHDO�
LQ�PDWXUH�SURGXFWV�RU�VWDSOH�LWHPV"��$UH�\RXU�FXVWRP-
HUV�¿FNOH�DQG�SULFH�VHQVLWLYH�RU�DUH�WKH\�ORQJ�VWDQGLQJ�
DQG�IDLWKIXO"��

Measure, measure, measure.

There are a number of key indicators which will 
TXLFNO\�WHOO�\RX�KRZ�\RXU�EXVLQHVV�LV�WUDFNLQJ���7KH\�
could be as simple as the value of daily sales, or your 
cash balance or your receivable’s balance, or the 
YDOXH�RI�RUGHUV�DQG�LQYRLFHV�\RX�RZH�WR�VXSSOLHUV���2U�
they could be an activity indicator such as total bill-
able hours, an occupancy or usage factor, the value 
RI�VDOHV�ERRNHG�IRU�QH[W�ZHHN�RU�DQ�DYHUDJH�VDOHV�
YDOXH���&UHDWH�D�JUDSK�VKRZLQJ�WKHVH�LQGLFDWRUV�DQG�
XSGDWH�LW�GDLO\�RU�DW�OHDVW�ZHHNO\���,W�ZLOO�TXLFNO\�VKRZ�
\RXU�DQ�DGYHUVH�WUHQGV�DV�WKH\�HPHUJH���

Take action with a purpose and for the right 
reasons.

'HYHORS�VWUDWHJLHV�WKDW�DLP�WR�ERRVW�\RXU�FDVK�SRVL-
WLRQ�DQG�RU�SUR¿WDELOLW\��\RX�FDQ�EH�PDNLQJ�D�SUR¿W�
EXW�VWLOO�JR�RXW�RI�EXVLQHVV�EHFDXVH�\RX�ODFN�VXI¿FLHQW�
cash), without starving the business of the essential 
LQYHVWPHQW�LQ�LQYHQWRU\�RU�PDUNHWLQJ���.HHS�ORRNLQJ�
IRU�XQGHUO\LQJ�LPSURYHPHQWV�LQ�WKH�EXVLQHVV��GRQ¶W�
MXVW�FXW�FRVWV���,Q�WKLV�ZD\��\RXU�FRUUHFWLYH�DFWLRQV�ZLOO�
DOVR�SXW�\RXU�¿UP�RQ�D�EHWWHU�IRRWLQJ�IRU�ORQJHU�WHUP�
VXFFHVV���

Change your attitude.

'RQ¶W�MXVW�GR�ZKDW�\RX¶YH�DOZD\V�GRQH���5HPHPEHU��
that what you did last week may well have contrib-
XWHG�WR�WKH�XQVDWLVIDFWRU\�VLWXDWLRQ�\RX�¿QG�\RXUVHOI�LQ�
WRGD\���&RQVLGHU�QHZ�DQJOHV�RQ�ROG�SUREOHPV���:RUN�
RQ�WKH�SDUWV�RI�WKH�EXVLQHVV�\RX�FDQ�LQÀXHQFH���/HDUQ�
IURP�RWKHUV�LQ�WKH�LQGXVWU\�DQG�EH�SUHSDUHG�WR�EH�ÀH[-
LEOH���3UHSDUH�¿QDQFLDO�VWDWHPHQWV�DQG�EHQFKPDUN�WKH�
information that emerges from them against industry 
DYHUDJHV���*HW�VRPHRQH�HOVH�WR�KDYH�D�ORRN�DW�\RXU�
EXVLQHVV��HLWKHU�\RXU�&3$�RU�D�WUXVWHG�EXVLQHVV�FRQ-
VXOWDQW���

Review your current position.  Identify your prob-
lem areas and your strengths before trying to 
WUDGH�\RXU�ZD\�RXW�RI�GLI¿FXOW\���

Checklist for Managing in Times of Financial Di!culty
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Checklist for Managing in Times of Financial Di!culty

TKH�LPSRUWDQFH�RI�¿QDQFLDO�PDQDJHPHQW�FDQQRW�
be over emphasized, especially when business condi-
WLRQV�EHFRPH�GLI¿FXOW��

Ideas to improve the cash position of your 
business

:KLOH�SUR¿WV�PD\�EH�WKH�PHDVXUH�RI�VXFFHVV��LW�LV�
FDVK�WKDW�GHWHUPLQHV�WKH�EXVLQHVV�VXUYLYDO��,W�LV�YHU\�
important for the viability of your business to convert 
\RXU�FXVWRPHUV�RXWVWDQGLQJ�GHEW�LQWR�FDVK��

3UHSDUH�UHJXODU�FDVK�ÀRZ�IRUHFDVWV��,I�\RXU�
EXVLQHVV�LV�KDYLQJ�FDVK�ÀRZ�GLI¿FXOWLHV��\RX�

should be preparing such forecasts on a regular ba-
VLV���7KH\�ZLOO�VKRZ�WKH�OLNHO\�H[WHQW�RI�DQ\�FULVLV��DQG�
KRZ�ORQJ�LW�PLJKW�ODVW���

Keep an eye on your entire cash cycle. ,I�\RX�
DUH�LQ�D�GLI¿FXOW�FDVK�SRVLWLRQ��VNHZ�SURPRWLRQV�

towards those services or products which consume 
less resources or which can be turned into cash more 
TXLFNO\���,Q�RWKHU�ZRUGV��JHQHUDWH�FDVK�WKURXJK�VDOHV�
EXW�GRQ¶W�XQGHUVHOO�\RXU�SURGXFWV�RU�VHUYLFHV���<RX�
PXVW�PDNH�D�SUR¿W���

Measure and reward the right behavior in 
your staff.  )RU�H[DPSOH��VDOHV�FRPPLVVLRQV�

should only be paid on receipt of payment, not neces-
VDULO\�ZKHQ�D�VDOH�LV�PDGH���7KLV�ZLOO�HQFRXUDJH�VDOHV�
staff to focus on making sales to customers who are 
PRVW�OLNHO\�WR�SD\�

Make full use of your terms of credit as this 
amounts to an interest-free loan.�'RQ¶W�SD\�

your suppliers too early or outside of your agreed 
FUHGLW�WHUPV���%H�VHHQ�DV�D�VROLG��GHSHQGDEOH�FXV-
WRPHU���+DYLQJ�D�JRRG�UHSXWDWLRQ�ZLOO�JLYH�\RX�EHW-
ter scope for negotiating deals and favorable credit 
WHUPV���

Don’t let personal draws get out of hand. 
,GHDOO\��WKH�RZQHUV�VKRXOG�WDNH�D�PRGHVW�EXW�

regular wage and leave the remaining cash in the 
EXVLQHVV��.HHS�IULQJH�EHQH¿WV�RU�ZLWKGUDZDOV�RI�VWRFN�
WR�D�PLQLPXP���

Don’t hide your problems from the bank. 
.HHS�WKH�OLQH�RI�FRPPXQLFDWLRQ�RSHQ��'HPRQ-

strate that you are on top of your business and under-
VWDQG�\RXU�FDVK�ÀRZ���6KRZ�\RX�FDQ�SURYLGH�¿QDQFLDO�
information if you need to ask for temporary relief on 
ORDQV���

To improve the cash position of your business
Prepare regular cash !ow forecasts (see 13 week cash !ow tool)

Generate cash through sales but do not undersell your product

Only pay sales commission when payment is received

Negotiate extended terms of credit with suppliers

Take modest personal draws and wages

Don’t hide problems from the bank. Tell your bank early if you need money to overcome a cash !ow problem
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Ideas to improve the pro"tability 
of your businesss

$�SUR¿WDEOH�EXVLQHVV�LV�JHQHUDOO\�D�VXF-
cessful business and your margin is a 

measure of that success.�3UHSDUH�¿QDQFLDO�VWDWH-
PHQWV�RQ�D�UHJXODU�EDVLV��7KHVH�ZLOO�JLYH�\RX�LQIRUPD-
WLRQ�\RX�QHHG�WR�GHWHUPLQH�\RXU�RYHUDOO�SUR¿W�PDUJLQ�
DQG�ZKHUH�FRVWV�FDQ�EH�VDYHG���7KH\�FDQ�DOVR�EH�
used to determine the margin on individual products 
and to compare how your business is performing 
DJDLQVW�LQGXVWU\�DYHUDJHV���

)RFXV�RQ�ERRVWLQJ�SUR¿W��5HWDLQHG�SUR¿WV�
is an important source of cash to meet your 

REOLJDWLRQV�DQG�LW�FDQ�DOVR�EH�XVHG�IRU�LQYHVWPHQWV���
7R�PD[LPL]H�SUR¿W��\RX�QHHG�WR�IRFXV�RQ�VDOHV�WKDW�
JLYH�\RX�WKH�KLJKHVW�PDUJLQ��QRW�MXVW�³VDOHV´���7KH�RQO\�
H[FHSWLRQ�WR�WKLV�UXOH�LV�ZKHQ�\RX�GHOLEHUDWHO\�VHW�RXW�
to achieve another aim such as liquidating inventory 
WR�PDNH�URRP�IRU�SUR¿WDEOH�SURGXFWV���

If possible, don’t discount prices on lower 
margin products or services. Use an alterna-

tive strategy, such as bundling in support services for 
D�KLJKHU�SULFH���7KLV�LV�DQ�HVSHFLDOO\�YDOXDEOH�VWUDWHJ\�
ZLWK�VORZ�PRYLQJ�OLQHV�DV�LW�MXVWL¿HV�WKH�LQYHVWPHQW�LQ�
WKHP��

8QGHUVWDQG�WKH�SUR¿W�FRQWULEXWLRQV�RI�HDFK�
of your products, and your main customers.  

This will show you where to best focus your efforts 
DQG�LGHQWLI\�RSSRUWXQLWLHV�IRU�LPSURYHPHQW���

Don’t discount unless you can achieve the 
VDPH�RU�EHWWHU�JURVV�SUR¿W�PDUJLQ��,W�PD\�

require large increases in sales to generate the same 
DPRXQW�LQ�JURVV�SUR¿W���:KLOH�VRPH�SULFH�GLVFRXQWLQJ�
may be required to get shoppers’ attention, a much 
better approach is to deliver the discount through, 
IRU�H[DPSOH��DQ�DGG�RQ�SURGXFW���7KLV�VKRXOG�GHOLYHU�
PRUH�GROODUV�RI�JURVV�SUR¿W�WR�WKH�EXVLQHVV���6HH�WKH�
HIIHFW�RI�GLVFRXQWLQJ�RQ�JURVV�SUR¿W�EHORZ��

To improve the pro"tability of your business
Prepare "nancial statements on a regular basis & use them to analyze performance and benchmark your busi-
ness against industry averages. 

Understand the pro"t you generate on each item of product or service you sell. 

Concentrate on improving sales of your most pro"table products & services

Don’t discount prices on lower margin products & services

Don’t discount on your most pro"table products or services unless the discount encourages increased sales that 
lead to at least the same pro"t
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The e#ect of discounting

Checklist for Managing in Times of Financial Di!culty

Present Gross 
Pro"t Margin

10%

If you cut your price by:

15% 20% 25% 30% 35% 40%

to achieve the same gross pro"t margin you will need to increase sales by:

100% 50% 33.3% 25% 20% 16.7% 14.3%5%

6%

8%

10%

12%

15%

20%

150% 66.7% 42.9% 31.6% 25% 20.7% 17.6%

400% 114.3% 66.7% 47.1% 36.0% 29.6% 25%

200% 100% 66.7% 50% 40% 33.3%

400% 150% 92.3% 66% 52.2% 42.9%

300% 150% 100% 75% 60%

400% 200% 133.3% 100%
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Other ways to improve the cash position & 
pro"tability of your business: Control Costs

&RVWV�QHHG�WR�EH�FRQWUROOHG�WR�D�OHYHO�FRQVLVWHQW�ZLWK�
\RXU�EXVLQHVV¶�QHHGV���'RQ¶W�MXVW�FXW�FRVWV���/RQJHU�
term and recurring savings are better than short-term 
ZLQV���2QFH�WKH�HDV\�VDYLQJV�DUH�PDGH��IRFXV�RQ�
LPSURYLQJ�VDOHV�DQG�JURVV�SUR¿W��DV�WKDW�ZLOO�KDYH�D�
ODUJHU�LPSDFW�RQ�WKH�IXWXUH�VXFFHVV�RI�\RXU�¿UP���

Identify the expenses that keep you in 
business.��)RU�H[DPSOH��EXLOGLQJ�PDLQWHQDQFH�

FRVWV��DGYHUWLVLQJ��VWDII�WUDLQLQJ�VNLOOV���.HHS�WKHP�DW�
VXVWDLQDEOH�OHYHOV���5HPHPEHU�WKH�ROG�VD\LQJ��³3HQQ\�
ZLVH��SRXQG�IRROLVK�´

Look at costs carefully, but don’t criticize 
every individual transaction. 2IWHQ�D�UHYLHZ�RI�

the business’s processes can eliminate the need for 
FHUWDLQ�FRVWV�FRPSOHWHO\���)RU�H[DPSOH��WRWDO�LQWHUHVW�
costs might be reduced by changing credit cards, by 
negotiating a lower rate with your bank or by reducing 
WKH�DPRXQW�RI�GHEW�EHLQJ�XVHG���

Measure the success of each promotional 
activity or campaign. )RU�H[DPSOH��GLUHFW�PDLO�

advertising is considered more cost effective than 
advertisements in papers, magazines as well as being 
PRUH�PHDVXUDEOH���7KLV�GRHV�QRW�QHFHVVDULO\�PHDQ�
FXWWLQJ�\RXU�SURPRWLRQDO�DGYHUWLVLQJ�VSHQGLQJ��LW�MXVW�
PHDQV�LQFUHDVLQJ�LWV�HI¿FLHQF\���

%H�ÀH[LEOH�LQ�\RXU�VWDI¿QJ�DUUDQJHPHQWV��
Review staff availability against customer 

FXVWRPHU�GHPDQGV���)RU�H[DPSOH��D�FRUH�RI�IXOO�WLPH��
permanent staff supplemented by a group of seasonal 
SDUW�WLPH�ZRUNHUV�PD\�KHOS�\RX�WKURXJK�EXV\�SHULRGV���
+RZHYHU��PDNH�VXUH�\RX�DUH�IDPLOLDU�ZLWK�DSSURSULDWH�
OHJDO�UHTXLUHPHQWV���

Don’t forget that your staff are a key 
resource. 5HSODFLQJ�VWDII�FDQ�EH�YHU\�FRVWO\���

&RUUHFW�PRWLYDWLRQ�DQG�LQFHQWLYHV�DUH�NH\�WR�FUHDWLQJ�
an environment where people want to stay and suc-
FHHG���

Checklist for Managing in Times of Financial Di!culty

To control costs

Identify the expenditures that are essential to keep your business running. Don’t cut these costs.

Look at these costs carefully, but don’t criticize every transaction.

Conduct a review of business processes to see whether some expenses can be eliminated completely.

Use direct response marketing that is measurable. 

Review sta#ng arrangements.

Work to retain good sta$. Replacing sta$ can be expensive. 
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Reduce the time needed to collect your 
accounts receivables

.HHS�LQ�UHJXODU�FRQWDFW�ZLWK�FXVWRPHUV�DERXW�XQSDLG�
LQYRLFHV���<RX�ZRXOG�EH�VXUSULVHG�KRZ�PDQ\�EXVL-
QHVVHV�GRQ¶W�IROORZ�XS�ZLWK�ODWH�SD\HUV�����

Keep in touch with your customers by 
asking questions such as:

Were you happy with the product/service?
Did we provide you with the right paperwork?
When might we expect to be paid?

This is particularly important if you are discounting 
VDOHV��DV�\RX�KDYH�OHVV�JURVV�SUR¿W�PDUJLQ�WR�JHQHU-
DWH�WKH�FDVK�\RX�QHHG�WR�UXQ�\RXU�EXVLQHVV�

Negotiate periodic payments if that helps 
your customer clear overdue amounts.  

%XW�PDNH�VXUH�WKH\�VWLFN�WR�WKHLU�VLGH�RI�WKH�GHDO���)RU�
H[DPSOH��\RX�PLJKW�DFFHSW�����RI�WKH�ROG�EDODQFH�LI�
LW¶V�SDLG�E\�D�FHUWDLQ�WLPH���

Perform credit checks and establish and 
agree on proper commercial terms for future   

dealings with customers, including realistic 
credit limits.��6RPH�FXVWRPHUV�PD\�QRW�EH�ZRUWK�
WKH�HIIRUW�LI�WKH\�FRQWLQXH�WR�SD\�ODWH�DQG�FDXVH�H[WUD�
DGPLQLVWUDWLRQ�FRVWV���

Make sure your invoicing and accounts  
receivable processes are well managed.  

'RQ¶W�OHW�SRRU�RU�VORSS\�SURFHVVHV��VXFK�DV�QRW�SUH-
paring accounts receivable aging reports, contribute 
WR�FXVWRPHUV¶�GHOD\HG�SD\PHQWV�

Encourage your customers to pay 
immediately with discounts for cash sales, 

for example.

Checklist for Managing in Times of Financial Di!culty

To promptly collect Accounts Receivables

Keep in regular contact with customers, particularly customers with outstanding invoices.

Prepare an accounts receivable aging report.

Negotiate periodic payments to help customers clear past due balances.

Before you sell to a customer on credit, perform a credit check and agree on proper commercial terms of credit. 

Encourage immediate payments by o$ering discounts on cash sales. 
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Control Inventory 

The essential principle is to have the right level of 
inventory to satisfy the needs of your customers and 
WR�KDYH�URRP�IRU�QHZ�LWHPV�

Keeping inventory levels low reduces the 
amount of money you have tied up, thereby 

IUHHLQJ�FDVK�IRU�RWKHU�XVHV���,W�DOVR�KHOSV�WR�NHHS�\RXU�
storage and merchandising costs down and reduces 
\RXU�ULVN�RI�FDUU\LQJ�³XQVDODEOH´�VWRFN�

Get rid of slow-moving and obsolete inven-
tory.  Either put it all in a clearance bin so you 

can convert it to cash or write it off and destroy it to 
FOHDU�VWRUDJH�VSDFH���&DUU\LQJ�WRR�PXFK�LQYHQWRU\�
PHDQV�\RX�DUH�W\LQJ�XS�FDVK���5HPRYLQJ�LW�ZLOO�KHOS�
you focus on the inventory that generates the cash 
DQG�PDUJLQV�WKDW�NHHS�\RX�LQ�EXVLQHVV�

Maintain necessary inventory in order to 
maintain sales momentum and ensure custom-

ers are never disappointed over the products that you 
RIIHU�

Tighten the purchasing of inventory.  .QRZ-
ing your historical sales by product will help you 

EX\�WKH�ULJKW�DPRXQW���&DUU\LQJ�QRW�HQRXJK�LQYHQWRU\�
may discourage customers as you may not be im-
mediately able to satisfy their needs and carrying too 
much means that you are tying up cash that could be 
SXW�WR�EHWWHU�XVH�

Negotiate deals with suppliers but avoid vol-
ume-based discounts.  :KHQ�PRQH\�LV�WLJKW��

WKHUH�LV�QR�SRLQW�LQYHVWLQJ�LQ�QH[W�PRQWK¶V�LQYHQWRU\�
ZLWKRXW�JRRG�UHDVRQ���,QVWHDG�RI�YROXPH�GLVFRXQWV��WU\�
WR�QHJRWLDWH�GLVFRXQWV�IRU�SURPSW�VHWWOHPHQW��XQOHVV�
your cash position is poor) or negotiate for smaller 
and more frequent deliveries from your suppliers to 
VPRRWK�RXW�\RXU�FDVK�ÀRZ�

Don’t let discount prices drive your inven-
tory buying decision.  %X\�LQYHQWRU\�\RX�FDQ�

VHOO�DW�D�SUR¿W�LQ�D�UHDVRQDEOH�WLPH�IUDPH���

Checklist for Managing in Times of Financial Di!culty

To control inventory

Keep the right amount of stock - too much or too little can damage your business.

Identify slow moving and dead stock and try to sell it. If you can’t sell it, write it o$ and destroy it. 

Negotiate deals with suppliers, but avoid volume-based discounts. 

Tighten the purchasing of inventory by knowing when to buy. To do this, you need to know the historical sales 
by item. 

Identify items you must simply never run out of. 
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Improve Sales

)RFXV�RQ�WKH�DGGLWLRQDO�SUR¿W�IURP�VDOHV��'RQ¶W�WKLQN�
that more discounted sales are the measure of suc-
FHVV�

'RQ¶W�FKDVH�MXVW�DQ\�VDOH��FKDVH�SUR¿WDEOH�
sales. 7KH�RQO\�H[FHSWLRQ�WR�WKLV�UXOH�VKRXOG�EH�

when you deliberately set out to achieve another aim 
such as getting rid of dead stock or building market 
VKDUH�

Create added value with your offers. For 
H[DPSOH��SURYLGH�D�JLIW�RU�ERQXV�ZLWK�FHUWDLQ�

SXUFKDVHV�RU�D�GLVFRXQW�RQ�D�VHFRQG�LWHP��7KLV�WDFWLF�
is especially effective if you can bundle slow moving 
or dead stock at a discount together with a full price 
LWHP��<RX�DUH�GHOLYHULQJ�FXVWRPHU�YDOXH�ZKLOH�PDNLQJ�
D�VDOH�RI�DQ�LWHP�\RX�PLJKW�QRZ�KDYH�RWKHUZLVH�VROG���

Encourage companion selling and up-sell-
ing by your sales personnel.

Use in-store signs to highlight the product 
of the week, or today’s special. This is a very 

ORZ�FRVW�ZD\�RI�JHQHUDWLQJ�WUDI¿F�DQG�LQWHUHVW�LQ�D�UH-
WDLO�HQYLURQPHQW���,W�PLJKW�JHW�FXVWRPHUV�LQWR�WKH�KDELW�
RI�FRPLQJ�EDFN�WRPRUURZ�IRU�WKH�VSHFLDO�RI�WKH�GD\���

The best run businesses use these ideas during the 
good times as well as the bad in order to maximize 
WKHLU�SUR¿WV�DQG�PLQLPL]H�ULVN���8VLQJ�WKHP�FDQ�KHOS�
your business to emerge in a much improved market 
condition which will likely lead to long-term growth�

Checklist for Managing in times of Financial Di!culty

To improve sales

Focus on the most pro"table sales. Don’t just chase any sale.

Create added value by bundling a gift or training with your item.

Undertake companion selling and up-selling.

Use in-store signs to highlight the product of the day/week.
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�ƐŚůĂŶĚ 
Morehead State University

1645 Winchester Ave, 2nd Floor 
Ashland, KY 41101 

606.329.8011

�ŽǁůŝŶŐ�'ƌĞĞŶ
Western Kentucky University

1906 College Heights Blvd. #61086
Bowling Green, KY 42101 

270.745.1905

�ůŝǌĂďĞƚŚƚŽǁŶ
University of Kentucky

1105 Juliana Court, Suite 6
Elizabethtown, KY 42701 

270.765.6737

,ŝŐŚůĂŶĚ�,ĞŝŐŚƚƐ 
Northern Kentucky University

305 Johns Hill Road
Highland Heights, KY 41099 

859.442.4281

,ŽƉŬŝŶƐǀŝůůĞ 
Murray State University

2800 Fort Campbell Blvd.
Hopkinsville, KY 42240 

270.886.8666

>ĞǆŝŶŐƚŽŶ 
University of Kentucky

330 East Main St., Suite 210 
Lexington, KY 40507 

859.257.7666

>ŽƵŝƐǀŝůůĞ 
University of Kentucky

NIA Center, 2900 West Broadway, Box 315 
Louisville, KY 40211 

502.574.1378 
 

DŝĚĚůĞƐďŽƌŽ 
Southeast Kentucky Community 

& Technical College - Bell County Campus 
1300 Chichester Ave. 

Middlesboro, KY 40965 
606.248.0563

Morehead 
Morehead State University

150 East First Street 
Morehead, KY 40351 

606.783.2895

DƵƌƌĂǇ 
Murray State University 

926 N. 16th Street, Suite 105
Murray, KY 42071 

270.809.2856

KǁĞŶƐďŽƌŽ 
Murray State University

200 East Third Street, Suite 302 
Owensboro, KY 42303 

270.926.8085

WĂŝŶƚƐǀŝůůĞ 
Morehead State University

224 Main Street
Paintsville, KY 41240 

606.788.7272 
 

WŝŬĞǀŝůůĞ 
Morehead State University
3455 North Mayo Trail, #4 

Pikeville, KY 41501 
606.432.5848

ZŝĐŚŵŽŶĚ
Eastern Kentucky University 

Business & Technology Center, Room 145 
Richmond, KY 40475

859.622.1384

^ŽŵĞƌƐĞƚ
Eastern Kentucky University
ϲϳϱ�DŽŶƟĐĞůůŽ�^ƚƌĞĞƚ͕�^ƵŝƚĞ�� 

Somerset, KY 42501 
606.678.3042

Kentucky Small Business Development Center     |     www.ksbdc.org

KSBDC Centers

Checklist for Managing in times of Financial Di!culty


