
Surviving the Coronavirus Crisis 

The effect of the Coronavirus on trade and commerce worldwide has been, rapid, 

indiscriminate and potentially devastating. The only comfort, perhaps, is that this will be 

only a relatively short-term issue. However, for businesses to survive the current crisis 

taking positive action now is imperative. Good businesses will proactively try to manage the 

situation and try to understand what is required to improve the chance of survival. Clear 

decision making followed by effective action is what is required even though, in some 

circumstances this may be hard. 

Survival is the key priority but there must be a mutual/community understanding that every 

business will be facing the same challenges i.e.  

• loss of income due to being unable to trade normally 

• having to cope with the burden of paying overhead costs 

and therefore, to adopt a flexible, negotiable and community spirited approach is a better 

way than having a “hard-nosed “, inflexible and totally selfish attitude. Successful 

negotiation is about win/win and not “I am going to come out on top whatever the cost to 

others”. 

Set out below are some thoughts, ideas and a framework to help you develop a strategy 

which can be implemented within your business to help. 

Firstly, what should be understood is that profit is really not the focus here; this is really a 

scenario where “Cash is King” and the priority exercise is about how a positive cashflow can 

be maintained over the next 6 to 12 months. 

Here are several suggested actions you should consider: 

1. Size up your problems 

You won't be able to create a survival plan unless you know how much of a problem your 
business faces. A key start for this is to carry out an immediate review of you Cashflow 
Forecast based on a realistic/worst case scenario. Obviously, in the current circumstance, 
the major change is going to be your trading income and what the effect of this is likely to 
be on the cash in your business. You will only be able to appreciate the size of the potential 
problem if you do this. 
 

2. Build up your Liquidity 
 
It is crucial that, as fast as you can, you collect as much cash as you can into the business. 
 

• Get your Debtor Book up straight – chase outstanding invoices to get them paid 

immediately. If your customers cannot pay you in full, consider negotiating a partial 

immediate payment and payment terms for the balance. (Remember if you vary 

your initial invoice terms you should confirm any amendment(s) agreed in writing. 



• Check your T & Cs in relation to transfer of ownership of goods. If you retain 

ownership until full payment is received, then you may be in stronger position to 

negotiate. 

• Are there any other ways in which you can deliver your products and services 

“virtually” or are there any other products or services you could offer your 

customers, possibly by working with other partners. 

• Are you holding old or unused stock which you may be able to sell off for cash? 

• Are there any assets in the business which could be sold to bring in additional cash? 

• Is there any other way of bringing additional cash into the business, even if this is 

only temporary i.e. from friends or family? 

• Accessing available Lines of Credit. This may be an option but must come with a very 

strong health warning and should, therefore not be considered until the full future 

Cashflow position is understood and agreed. Taking on additional finance without a 

calculated repayment plan is not recommended. 

 

3. Cut your costs 

Use you Cashflow Forecast to review all your costs with a view to minimising your 
outgoings. Assess every area of your business and find ways to eradicate waste and 
inefficiency. Rule nothing out. Often survival involves having to make tough decisions.  Start 
with your biggest cost and work your way through. 
Significant costs are likely to be: 

- Salaries and Wages – Are you and your staff able to reduce your personal 
expenditure e.g. by taking advantage of the recently announced mortgage payment 
relief? If you and your staff can do this, you/they may be willing to temporarily 
accept lower incomes to reduce the Salaries/Wages bill. Speak to your 
Accountant/Payroll provider to assess the likely cost savings before you take any 
action. 
REMEMBER – the key assets in your business are you and your staff and the aim is to 
preserve goodwill support and jobs in the short term in the light of better times in 
the future. 

- Business Rates – In the light of the just announced Government measures some 
business will be able to claim Business Rate relief for up to 12 months. It is important 
that businesses check their eligibility and exactly what must be done to suspend 
payments from their bank account as quickly as possible. If they are not eligible for 
relief, they should contact their Local Authority to negotiate a relief period or 
reduced payments. 

- Rent – If the business is not going to be able pay its rent then it is very important 
that you notify your Landlord as soon as possible. Asses how much will be able to 
pay and negotiate with the Landlord to accept reduced payments until the crisis is 
over and the business is able pay what is owed. 

- Suppliers – by negotiating with your suppliers you may be able to extend your credit 
terms or have them accept partial payments until the position improves 

- Loan/Finance Repayments – Firstly, check the Default Clause(s) in the Loan /Finance 
Agreements as you are looking to avoid defaulting and the whole amount 
outstanding becoming “repayable on demand”. Contact your Loan/Finance 



provider(s) and negotiate a repayment holiday to cover the crisis. If they unwilling to 
do this offer to pay the interest only part of the repayment. 

 
When you have calculated the amount of cash that can be input into the business and 
reviewed all your costs and assessed the potential savings, you will need to compile a new 
Cashflow Forecast (your realistic/worst case scenario adjusted). 
Remember: any negative cashflow position that still arises will need to be financed in some 
way i.e. more cash will need to be found or more payments deferred until it is covered. 
 
To support businesses faced with this situation the Government has announced a financial 
support package – the Coronavirus Business Interruption Loan Scheme provided by The 
British Business Bank through participating providers. Details can be found on the British 
Business Bank’s website: www.british-business-bank.co.uk  
Business will have to support their requests with a sound borrowing proposal and you may 
need to seek the help of a professional accountant or business adviser to produce this. 
 

4. Seek Advice - NOW 

You might not be able to come up with all the answers, particularly when you are under 
pressure and possibly lacking in experience. There will be people who can help you, possibly 
within your business networks and there are several sources of free support and advice 
available through the Internet. Don’t rule out paying for tailored advice from professionals 
such as accountants, solicitors or business advisers. The key here is to seek help early, 
before it is too late to act on advice you may receive. When trying to save a business, it's 
often wise to seek dispassionate professional advice from the outside. With professional 
help, your problems might not turn out to be as insurmountable as you thought. 

 
 

5. Communicate, communicate, communicate! 
 
The message here is to make sure you keep everybody informed. Staff, shareholders, 
customers, suppliers, sub-contractors, financiers, investors and anyone else who has any 
involvement with your business. The aim is to retain their support and help and they will do 
this if they are confident that the business has a clear strategy and is in control. This can 
often be achieved by explaining the relevant issues and offering a proposed solution rather 
than just being negative. 
 

6. Improve and Amend your Offer 

Are there any no-cost ways to enhance or amend what you're offering? If you have not 
considered offering your products or services online, then this is the time to do so. Perhaps 
by doing this you could enhance, update or otherwise improve your products to provide 
better value for money and enable you to service your customers remotely. Maybe you 
could introduce new products/services, but only if it won't place even more demands on 
your time. Don't rule out trying new things. As other business fail, there could well be new 
opportunities for your business. 

http://www.british-business-bank.co.uk/


7. Refocus your marketing 

Cutting costs doesn't mean stopping all your marketing activity, but it does mean stop 
wasting time and money on things that don't deliver enough sales. Reassess your marketing 
strategy and, if you haven't already done so, explore no cost and low-cost ways to publicise 
your business including social media such as LinkedIn. Review your website to ensure it is as 
effective as it can be. 
 

8. Stop doing things that don't make money 

You and any employees cannot afford to waste time doing things that ultimately do not 
bring any money into your business – especially now when times are tough. Look for ways 
to boost efficiency and productivity so all team members can maximize their contribution to 
your business. 

 

9. Caring for Your Customers 

Now is the ideal time to review your Customer Care systems and even though you may not 
be able to sell your products and services to them right now, it does not mean you should 
stop regular contact. Retaining customer loyalty is not difficult but does require a 
continuous investment is proving what their value means to your business. Spending time 
reviewing their needs with them may give you new ideas about what you could do now to 
help them. They may well be looking for different solutions for their businesses to help 
them survive. 

10.   Networking 
 
Whilst conventional networking events may have been postponed by Networking 
Organisations for the time being, it is crucially important that you continue your networking 
activity. Many networking organisations either have or are developing online networking 
forums e.g. Kingston Chamber of Commerce https://www.linkedin.com/company/kingston-

chamber-of-commerce/  and, if you have not done so already, now is the time to join them to 
maintain and build your contacts. 
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