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TAKE A HARD LOOK AT YOUR EXISTING 
BUSINESS MODEL

Now is the time to get serious about your business 
model.

• Goal is to look for opportunities to pivot to
generate cash. 

• Revaluate sales pipelines and sales 
channels

• Look for opportunities to find new 
customers and build new relationships.

• Do You have a new “value proposition”

• Are there ways to preserve cash is expense 
cutting measures, such as: 
• New supply chains
• New vendors
• Develop a new cost structure
• Create new pricing strategies



Importance of Having a Business Plan

• While many small businesses open and operate 
without a business plan, it’s highly advisable to have 
one. having a business plan offers considerable value 
to owners:

• A business plan provides a roadmap for action 
address your course of action for sales, management, 
staffing, and other key aspects of running a business.

• It sets a benchmark for success. 

• Enables you to create and adjust your strategies

https://bigideasforsmallbusiness.com/recovery-strategies-revising-your-business-plan/

“A goal without a plan is 

just a wish.” ― author 

Antoine de Saint-Exupéry



Elements of a Business Plan
• Company overview: Here, you’ll describe your business’s history, leadership team, and locations.  What has 

happened during the pandemic and how did you pivot your business?

• Market analysis: This section will illustrate your intended industry and how your business would stand out 
from competitors. What are you doing differently?

• Product and services: Here, you’ll be able to discuss your business’s product or service and how you plan to 
price it.  How are you doing things different?

• Marketing and sales plan: This section will describe your customer acquisition and retention plans. What
new marketing strategies, customer markets, and pivot plans have you developed and implemented?

• Financial plan and projections: You’ll want to create a revenue forecast and other financial projections for at 
least the next three years.  How are you change your financial practices? What are you new cost saving 
measures and financial goals and strategies?

• Goals for the Futures:  What plans do you have for recovery, growth and expansion?



Crafting Your Business Plan Revisions

• The key here is to adjust your current business plan and address the 
changes you have made or are planning to make.

• Describe the problem(s) your products/services seek to remedy.

• Identify marketing strategies on how you plan to reach and retain 
customers as well as find new ones

• Who is your competition and what are they up to? How did your 
competition pivot?  What are you doing better?            

https://bigideasforsmallbusiness.com/recovery-strategies-revising-your-business-plan/



Marketing Analysis

• Identify your new marketing strategies

• The COVID crisis has clearly caused a surge in online sales strategies.

• How urgently do I need to establish my online sales approach? Am I 
behind or ahead of my competitors?

• Which distribution methods do my clients prefer? Has the crisis 
affected their purchasing behavior?  - RESEARCH!

• What is the industry like now and what distribution strategies can I 
create (retail stores, distributors, direct online sales to consumers)?

https://www.bdc.ca/en/articles-tools/blog/how-revise-strategic-plan



Pivoting To Online Sales

The crisis has put e commerce on the fast track.

• Consider selling your products online and 
having your clients pick them up in-store. 

• Helps promote your brand, maintaining 
inventory and allowing potential customers to 
see or try your product.

• In areas where you don’t have retail partners, 
you can use your online strategy to develop 
your sales for a new customer segment.

• Whether or not you own your retail network, 
you should evaluate how it contributes to 
your sales, promotes your brand and provides 
customer service before making any changes.

• You need to conduct a detailed analysis of 
each store and possibly renegotiate your 
agreements.

https://www.bdc.ca/en/articles-tools/blog/how-revise-strategic-plan



Increase Your Social Media Presence  

• More people are using social media for informational purposes

• Go big on social media with relevant, shareable content that delivers 
value to your follower base.

• Many people are on social media to escape the news and look for 
entertainment. That’s why it’s a great time to add social media to 
your digital marketing strategies. 

• Video is a great way to engage your audience. You can show behind 
the scenes of your business. Or you can share stories about your 
business or your staff.  Don’t forget blogging opportunities!  

• Use your analytics to increase your social media presence.





• Take advantage of free marketing opportunities. 
• If you have cut spending on your marketing activities, doesn’t mean your marketing 

efforts need to halt altogether. 
• Explore the free marketing resources available through some of the applications 

listed below. 
• Getting your brand and value-added message out there is essential to drawing the 

interest you need to regain consistent sales. 
• This is also an opportunity to solidify relations with new customers. 

Social media platforms (Face Book, Pintrest, Instagram, Snap Chat, Tik Tok)
Google My Business
Buffer for social media scheduling
Hubspot for lead generation
Medium for blogging
Mail Chimp for marketing advice/email resources

Additional Marketing Strategies 



Financial Plans and Projections

• Managing employees remotely – cost cutting strategy

• Motivating employees and monitoring projects remotely may require new tools 
and management habits.

• Assess financial and operational risks and respond quickly.

• Consider debt modifications and loan covenants.

• obtain additional financing, amend the terms of existing debt agreements or 
obtain waivers if they no longer satisfy debt covenants.

• Use Cash Flow Tools

https://www.bdc.ca/en/articles-tools/blog/how-revise-strategic-plan



• Cash flow management is a tool and source of information to monitor and 
assist with money coming in and out of your business.

• It doesn’t offer any miracles; you still need to make more money than you 
spend

• Managing your cash flow will create a proactive approach to fiscal 
management for your business.

• Allow you to act early enough and create time for solutions

Cash Flow Management



• It is critical to conduct ongoing 13-week cash flow forecasting.  

• Thirteen weeks represents one quarter of operations, which is short enough to 
be accurate but long enough to carry strategic value to your business. 

• If you don’t have a forecast, now is the time to put one in place.

• If you do have a forecast, make sure it is updated regularly to include all 
organizational decisions, such as the strategies mentioned in this post.

Use A Cash Flow Analysis to Forecast





Supply and operations

• Consider your supply chain. 

• The crisis has highlighted the dangers of over-dependence on 
imports, especially for essential services like the health and food 
sectors. 

• As a result, we expect to see supply chains diversify in favor of 
regional suppliers to reduce risks and delivery times.

• You need to make sure that your own chain remains stable and that 
you have different options. 

• If the security of your supply chains are an issue, make sure you have 
several suppliers, including some nearby, you can turn to.

https://www.bdc.ca/en/articles-tools/blog/how-revise-strategic-plan



Products and Services

• Talk to your existing customers and ask, if you can make something more for them.

• Ask from customers, if they have need for something else you could do.

• Contact all customer prospects and try to find out, if something to do to get them to buy and buy 
sooner.

• Brainstorm new product ideas.

• Can you sell something else that has now more demand in the market?

• Try to see, what your competitors and other companies in your industry are doing successfully.

• Is wholesale or government contracting a new sales pipeline that you can tap into?



• Build resilience in preparation for the new normal.

• Listen, get feedback and maintain strong relationships.

• Prioritize people safety and continuous engagement.

• Once you have solidified strategies and communicated any new directions with 
relevant stakeholders, they will need to execute based on revised plans while 
monitoring what continues to be a fluid situation. 

• Pivot and address any changes needing to take place and adjust your business plan 
plan in a timely manner to avoid further negative impact. 

• Once the COVID-19 outbreak is controlled, you will want to review and renew business 
plans. 

• Consider putting new internal guidelines in place based on lessons learned, as well as 
solid contingency plans to build resilience and better respond to future crises.

Final Thoughts



Questions?


