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Abstract 

Recession-proofing a small business involves a combination of strategic planning, financial 

management, and adaptability. Firstly, diversifying your revenue streams can help mitigate 

the impact of economic downturns by reducing reliance on any single source of income. 

Building up cash reserves during prosperous times provides a buffer against sudden financial 

shocks and allows for continued operations during lean periods. Maintaining strong 

customer relationships through exceptional service and value ensures customer loyalty even 

when budgets are tight. Additionally, staying agile and responsive to market changes enables 

businesses to pivot quickly and capitalize on emerging opportunities. Overall, a proactive 

approach to risk management and a focus on long-term sustainability are key to weathering 

economic challenges and thriving in any economic climate. 

 

1. Introduction 

Another important aspect of recession-proofing a small business is to carefully manage 

expenses and prioritize investments. This includes regularly reviewing costs, renegotiating 

contracts, and finding ways to operate more efficiently without compromising quality. 

Investing in technology can also improve productivity and reduce overhead costs in the long 

run. Moreover, maintaining a strong credit profile and good relationships with lenders can 

provide access to capital when needed, offering a lifeline during economic downturns. 

Finally, staying informed about economic trends, industry developments, and government 

policies can help businesses anticipate challenges and proactively adjust their strategies to 

remain resilient in the face of economic uncertainties. 



 

2.  Build Emergency Cash Reserves 

 

If 2020 has taught the business world in Gold Coast one thing, it’s that putting aside funds to 

deal with uncertainty should be a central part of their business strategy. The lack of an 

adequate cash reserve could lead to a company’s having to make drastic cuts during tough 

times—or worse, close down completely. 

So what steps can businesses take now to start shoring up their savings for uncertainties 

such as a fluctuating global economy or changes to taxes and regulations? Below, 11 experts 

from Forbes Finance Council share some actionable ways that businesses can start saving so 

they’re ready to weather uncertain economic times. 

1. Set a savings goal. 

The most important step is to set a target savings goal. Make sure you have clarity about 

how much you need. The second step is to create a reasonable plan to get you to that 

number. There are many ways to do this. But most businesses will need a monthly savings 

plan that is realistic and based on sequestering a portion of monthly cash flows. 

2. Create a MOOSE account. 

Create a monthly out-of-sight expense (MOOSE) account. We direct our clients to open a 

checking account and maintain a balance equal to one month of operating expenses. Once 

that’s accomplished, we recommend the business work toward growing another month’s 



worth of operating expenses in a savings account. By utilizing this strategy, the business has 

at least two months worth of operating savings. 

3. Pay yourself first. 

Every week, set aside a percentage of income earned for reserves. I start with 10% to 20% 

and work up from there. This comes right off the top before anything else is spent, just like a 

tax. You want to have six months’ worth of expenses at all times. This becomes the new 

zero, and you never go below it. In banking, this is called “tier one capital. 

4. Get creative when it comes to cutting costs. 

Remember that you can always save money by being creative. Whether that’s by changing 

your payment processor or getting rid of olives at your airline, there’s always room for 

improvement. The moment you are tied to one course of action is the moment all other 

opportunities fade away.  

5. Have a backup business line. 

 

In addition to a three- to six-month reserve of emergency cash, I suggest having a backup 

business line in Gold Coast to switch your efforts to. Also, it’s good to have a detailed, 

strategic cost-reduction plan in case you see some troubling predictions and need to start 

saving more. 



6. Amend your 401(k) plan. 

If you provide a match or profit-sharing each pay period to your staff, you may want to 

amend your 401(k) plan to deposit your profit-sharing contribution, which is discretionary, 

the following year. This will help you protect some of your cash and better prepare for 

potentially hard times.  

7. Keep up to six months of cash reserves. 

What businesses have learned this past year is that change can happen quickly and agility in 

a business is key to success. To maintain liquidity, businesses in Gold Coast should focus on 

keeping three to six months of cash reserves for all operational costs. Additionally, be sure to 

have cash flow reporting that will identify when there will be issues in the future, providing 

your organization with enough time to act.  

8. Review your balance sheet and forecast. 

I would recommend that owners immediately review their current balance sheet and 

forecast for the next 12 months with their CFOs to determine what their “safe” amount of 

cash on hand and available credit should be. Then, create a roadmap to build the 

appropriate resources so that if or when the business is adversely impacted by external 

variables, a backstop will be in place. 

9. Keep your books up to date. 

Having your books up to date and on point is critical. Clean, accurate books for your business 

can give you the visibility you need to properly set financial targets to hit and then to start 

setting funds aside.  

10. Plan for the worst-case scenario. 

While it is certainly your responsibility as a business owner in Gold Coast to keep everyone 

motivated and positive, it is also your job to keep everything in line in the event of an 

emergency. Therefore, it is also your job to prepare accordingly. Hope for the best, but 

prepare for the worst.  

11. Insure yourself against major risks. 

As the son of an owner of an insurance brokerage business, one thing I know is that it is 

possible to insure against more risk than most businesspeople realize. While it is good to 

save, it might also be relatively inexpensive to take out insurance against all major risks to 

your business. My actionable advice: Get a consultation from a professional risk advisor. 

 



3. Boost Customer Retention 

 

The key to building a successful business is growing your customer base. It’s normal for some 

customers to stop buying from you. After all, people move, and their needs may change over 

time. But if you’re constantly losing customers, especially if they head to your competitors, 

there’s a problem you must address.   

Poor customer retention keeps your business stagnant and costs you money. According to 

Invesp, it costs five times as much to gain a new customer as it does to keep a current one. 

Additionally, the probability of selling to existing customers is 60% to 70%, while the 

likelihood of selling to a new customer is only 5% to 20%.  

Businesses must avoid getting complacent with current customers. We’ll explore seven 

retention strategies to help you better engage with customers and keep them happy, and 

share crucial customer retention mistakes to avoid.  

How to increase customer retention 

Incorporate the following valuable strategies and tools into your sales process to help earn 

repeat business in Gold Coast and support your customer retention goals. 

1. Stay ahead of churn rates. 

The first step in boosting customer retention is knowing your churn rate – the rate at which 

customers leave your website and stop buying from you. Your churn rate can tell you what’s 

not working in your customer engagement strategies. Understanding this number can help 

you anticipate changes in your bottom line and make strategy adjustments to keep 

customers more engaged and happier.  



2. Use CRM software. 

 

The right customer relationship management (CRM) software supports and enables 

customer retention by helping you track customer behavior over time. It can tell you about 

customer purchase patterns and product usage, and alert you when they stop buying from 

your business. You can also track customer service interactions to understand their 

frustrations and issues.  

These key customer behavior variables are warning signals that you might lose a customer, 

allowing you to intervene and potentially save the account. Once you have a clear idea of 

your customers’ behavior patterns, you can determine if you’re on the right track or if your 

customer experience strategies need an overhaul.  

CRM supports customer retention by: 

 Plotting the customer’s journey 

 Allowing you to personalize offers and correspondence 

 Providing a centralized database of customer information 

 Storing details like purchase history, customer feedback and returns 

 Monitoring customer interactions with your support team 

 Showing real-time data insights via CRM reports 



3. Leverage email marketing. 

Once you have information that tells you when and why customers are leaving, you’re in a 

position to target them with emails. Email marketing is the most effective online strategy for 

successful lead conversions.  

Integrate one of the best email marketing software solutions with your CRM to do the 

following:  

 Send targeted emails to customers at risk of leaving. 

 Offer at-risk customers discounts on abandoned products, free trials or other perks. 

 Follow up with customers who ask for support.  

 Ask customers for feedback. 

 Request online reviews.  

Email marketing programs enable rapid responses and better communication. You can 

create templates with content to go out immediately when triggered.   

4. Add personalization to your communication. 

 

CRM and email marketing services make it easier than ever to personalize your 

communications so customers feel prioritized and important. CRM systems store data about 

purchases, customer preferences and customer support history. You can leverage this data 

to launch email marketing campaigns with timely and personalized content for customers, 

including subject lines that address them by name. Customers are more likely to pay 

attention when they see a personal touch in marketing communications. 



Personalizing your customer interactions creates an incentive for customers to stay with 

you. They see that you care, creating a closer relationship with your business in Gold Coast. 

Personalization improves customer retention rates through improved customer experiences. 

5. Create customer loyalty programs. 

A customer loyalty program rewards customers who frequently buy from your business, 

giving them an incentive to continue shopping with you. It also shows them your business is 

paying attention. Some loyalty program tips include:  

 Reward your top customers. Your CRM system can help you identify top customers, 

showing you whom to prioritize. You can create specialized loyalty programs for various 

customer groups and reward your top customers with the most benefits. 

 Gamify your loyalty program. Another way to make customers feel more invested in 

your brand is to gamify your loyalty program. You often see this with airline businesses 

that add miles to a traveler’s account. You can reward users with points, badges and 

other recognition. It’s also essential to offer exclusive discounts and other benefits when 

customers reach various levels. 

A customer loyalty program can motivate your customers to buy from your brand, keeping 

your customer retention rate high. 

6. Build an online community. 

 

An online brand community brings businesses and customers closer together, creating 

various benefits, including the following: 



 Discussion space: A brand community creates a space to discuss your brand, 

products or industry exclusively. Users can ask questions and answer other members’ 

queries, creating rich discussions. 

 Platform to advertise events: The brand can share events, contests and other 

content to foster engagement. 

 Engaged user community: A brand community facilitates user-generated content, 

increases brand loyalty and reduces expenses with word-of-mouth marketing. 

Building an online community is a powerful way to engage your customers and improve 

customer retention. 

7. Improve customer support. 

Excellent customer support makes a difference to your business’s success in Gold Coast. 

Your entire team must strive to delight the customer.  

Consider adding additional support channels like the following: 

 Chatbots: Information like tracking updates, delivery details and reservations don’t 

need human intervention. Take advantage of artificial intelligence tools like chatbots to 

augment your customer support. Chatbots save time when users need information that 

can be extracted from a database. Your live customer support staff can focus on critical 

issues, and you’ll offer faster support, saving time and resources.  

 Texting support: Some text message customer service uses include using 

autoresponders to provide instant answers to customer service questions, scheduling 

messages to automate the customer service experience, and providing appointment 

reminders and alerts. 

 Social media support: To improve customer retention with social media, monitor 

social channels like Twitter for customer complaints and respond promptly. You should 

also respond to comments on social posts and resolve issues swiftly.  

Mistakes that hurt customer retention 

Customer retention rates vary across industries, depending on the competitive environment 

and how easily customers can switch providers. You can calculate your customer retention 

rate with this formula:  

Total number of customers at the end of the period minus new customers acquired during 

the period divided by number of customers at the start of the period   



If your customer retention rate is lower than average for your industry, you may be 

committing one (or more) of the following mistakes.  

 Having a poor customer experience: A poor customer experience is the main reason 

customers jump ship. They may have had a bad experience with the product or service 

or dealt with unhelpful or inattentive employees. To protect your brand reputation, 

consider monitoring and observing the customer experience to identify points of friction 

that can lead to dissatisfaction.  

 Not providing good value for the money: Whether your offerings are budget-friendly 

or luxury items, customers want good value. If they feel taken advantage of, they will 

likely seek an alternative provider. Improve product or service quality wherever 

possible. If you can’t cut costs, consider adding low-cost offerings that provide 

additional value, such as proactively letting customers know when a new version of their 

product is available or offering solid warranties. 

 Not understanding your customers: To retain customers, you must thoroughly 

understand their experience before, during and after the sale. This takes some effort 

and investment. If your company is struggling financially, it’s more critical than ever to 

identify and fix problems causing customer abandonment. Send out customer surveys, 

show customers you care about them and their experience with your company, and 

gather feedback to put programs in place to stop the attrition.  

 Relying on only one feedback source: Companies typically have multiple feedback 

sources, such as complaints to the customer service team, online reviews, social media 

comments, customer surveys and conversations with sales reps. With all this data 

coming in, it’s tempting to focus on only one source, discounting the others. However, 

monitoring all channels accurately shows how customers experience and perceive your 

product and company. 

 Ignoring customer complaints and feedback: Many customers just want to be heard. 

Empathy goes a long way, and it starts with quickly acknowledging that you heard the 

customer’s complaint and are doing something about it. Respond to all online reviews, 

both good and bad. Immediately acknowledge and sympathize with customer 

complaints even if you can’t give them the resolution they want (in this case, offer 

alternative solutions). Thank them for their business, and apologize for the problem. 

Examine feedback to find pain points in your product, people or processes so you can fix 

the problem going forward.  

 Not keeping customers in the loop: You should stay in constant communication with 

your customers. If something impacts them, let them know in advance. For example, 

inform customers if you are moving or closing locations, discontinuing a product, 



replacing or changing a product, or changing a policy like your refund policy. Explain why 

you are making the change.  

 Having no exit/retention process: If you have a subscription business model or 

membership website where customers must call or email you to cancel, you have the 

perfect opportunity for a second chance to keep them. Put a customer retention process 

in place with a specially trained employee to discover the problem, try to resolve it and 

possibly offer the customer an incentive, such as a discount or freebie, to stay.  

Keeping current customers happy 

Customer retention is about keeping your current customers happy. When done correctly, 

customers become unwilling to switch to another business in Gold Coast. You can make it 

more convenient for them to stay with you than buy from a competitor. Successful 

businesses are the ones that recognize that customers form the backbone of their business. 

Support your customers with retention strategies, and they’ll support you. 

 

4. Cost Control: How Businesses Use It to Increase Profits 

 

What Is Cost Control? 

Cost control is the practice of identifying and reducing business expenses to increase profits, 

and it starts with the budgeting process. A business owner compares the company's actual 

financial results with the budgeted expectations, and if actual costs are higher than planned, 

management has the information it needs to take action. 



As an example, a company can obtain bids from different vendors that provide the same 

product or service, which can lower costs. Cost control is an important factor in maintaining 

and growing profitability. 

Corporate payroll, for example, is often outsourced, because payroll tax laws change 

constantly, and employee turnover requires frequent changes to payroll records. A payroll 

company can calculate the net pay and tax withholdings for each worker, which saves the 

employer time and expense. 

Understanding Cost Controls 

 

Controlling costs is one way to plan for a target net income, which is computed using the 

following formula: 

Assume, for example, that a retail clothing shop wants to earn $10,000 in net income from 

$100,000 in sales for the month. To reach the goal, management reviews both fixed and 

variable costs and attempts to reduce the expenses. Inventory is a variable cost that can be 

reduced by finding other suppliers that may offer more competitive prices. 

It may take longer to reduce fixed costs, such as a lease payment, because these costs are 

usually fixed in a contract. Reaching a target net income is particularly important for a public 

company, since investors purchase the issuer’s common stock based on the expectation of 

earnings growth over time. 



Cost Control and Variance Analysis at Work 

A variance is defined as the difference between budgeted and actual results. Managers use 

variance analysis as a tool to identify critical areas that may need change. Every month, a 

company should perform variance analysis on each revenue and expense account. 

Management can address the largest dollar amount variances first, since those accounts are 

most likely to have the biggest impact on company results. 

If, for example, a toy manufacturer has a $50,000 unfavorable variance in the material 

expense account, the firm should consider obtaining bids from other material suppliers to 

lower costs and eliminate the variance moving forward. Some businesses analyze variances 

and take action on the actual costs that have the largest percentage difference from 

budgeted costs. 

Why Is Cost Control Important for Businesses? 

 

In a competitive marketplace, the low-cost producers are the ones that can earn the highest 

profits. Reducing costs is therefore a key objective for most businesses in Gold Coast since it 

increases both efficiency and profitability. 

What Types of Costs do Businesses Incur? 

In general, business costs can be categorized as fixed vs. variable and direct vs. indirect. 

 Fixed costs are those that do not change, such as rent or insurance payments. 

 Variable costs will change with productivity such as wage labor or energy usage. 



 Direct costs are those involved with production or operations, such as costs of raw 

materials. 

 Indirect costs include things like overhead, which are not directly related to the 

business's core operations. 

How Can Households Implement Cost Controls? 

Cost controls are often associated with increasing the operating efficiency of a business; 

however, individuals and households can also benefit from such strategies to increase 

savings and cash flows. Establishing and sticking to a budget is one key strategy. Shopping 

around and comparing competitors' prices is another way to keep prices down. Look to shop 

when items are on sale and consider second-hand goods if possible. 

 

5. Prepare Your Business For An Economic Downturn 

 

Businesses have to handle internal and external forces to maintain their equilibrium. Among 

the external factors, the economic conditions of the state make a significant impact on their 

operations. Businesses in Gold Coast cannot avoid this impact because they operate in the 

commercial ecosystem that is sustained by the economy. Every entity contributes to the 

economy by generating employment and increasing demand for products and services. 



A high-growth economy promises increased revenue because of high wages and spending. 

Conversely, an economic downturn leads to reduced buying and layoffs. Cost-cutting takes 

precedence, and generating sales becomes challenging because of low demand. Recessions 

curtail growth and lead to financial deficits that bring the business to bankruptcy or failure. 

Thus, here are a few tips for entrepreneurs to prepare their ventures for an economic 

downturn to reduce losses and stay afloat. These are effective in weathering the storm and 

increasing stability. 

1. Keep Track of Market Conditions 

Entrepreneurs cannot live in ignorance. They have to be aware of their surroundings, 

marketplace trends and the economic conditions prevailing in their region. They must read 

industry reports and stay abreast of the latest happening in the country and the world that 

can impact the economy. For example, the outbreak of the COVID-19 pandemic or the 

recent wars between Russia and Ukraine and Israel and Hamas can create considerable 

changes in the global supply chain and export-import. 

Thus, entrepreneurs who have acquired businesses for sale in Gold Coast must track the 

exchange rate, demand and supply, interest rate, tax rate and wages in the country. If there 

are any indications of an impending downturn or expert opinions about an upcoming 

recession, entrepreneurs must implement their risk-reduction and product pricing strategies. 

2. Maintain A Positive Cash Flow 

 

Steady cash flow offers sustenance to the business. It ensures that income is higher than 

expenses, which allows the entity to pay its bills on time and save sufficient capital for 



investment. It ensures that the business is not short of capital at any point and can continue 

to operate even with low or no sales. 

This is the reason why entrepreneurs who purchase a business for sale Gold Coast evaluate 

the cash flow statements during due diligence to check the financial health of the entity. To 

maintain a positive cash flow, business owners must get payments from clients on time and 

create emergency funds for the rainy day. 

3. Eliminate Needless Expenses 

Running an organisation involves an excessive workload, which leaves the entrepreneur with 

less time to look into spending. However, ignoring this aspect of operations can cost the 

business significantly. Entrepreneurs must control unnecessary expenses by curbing the free 

flow of capital for every department. They must create a budget for every task and allocate 

funds accordingly. 

They must identify activities that are burning up cash but not bringing the expected results in 

return. Such initiatives must be discontinued immediately and the saved cash should be 

invested in activities that are generating exceptional output. Also, they must seek the advice 

of their accountants and mentors to make changes that can increase cost-effectiveness and 

reduce extravagance. 

4. Raise Money for Additional Funds 

 

During an economic downturn, you may not be able to get funding for your business 

because of the market conditions. Thus, you must secure finance from reliable sources with 

a low-interest rate and favourable payment terms. It will help you manage your organisation 

and make it ready for the recession. Do not be in a hurry to pay off the debt because it will 

reduce your savings considerably. 



Instead, plan your debt payment with your accountant to maintain a sizeable amount in the 

bank account. With sufficient funds, you will not be bothered about low-income periods. It 

will act as a cushion against the impact of the downturn. 

5. Increase Profits For More Savings 

An economic downturn brings financial challenges. Therefore, entrepreneurs should focus 

on creating wealth that can be used as working capital for up to six months without income. 

To build this cash reserve, they must increase their revenue significantly and keep adding the 

surplus to the reserve. 

Business owners who purchase Gold Coast businesses for sale must identify their strengths 

and leverage them to boost sales. Customer retention and loyalty programs aid in generating 

desirable revenue. In addition, expanding the product line and entering new markets with 

the help of e-commerce can help in affordable development. Finding new opportunities 

through needs that have not been fulfilled can also help in customer acquisition and higher 

sales. 

6. Incorporate Flexibility in the Organisation 

Businesses must be flexible to respond to changes in buying behaviour and customer 

spending quickly. They must be ready to offer discounts in a recession and rely on 

automation rather than hiring new staff. They must have the latest digital tools in their 

arsenal to meet the demand and use marketing strategies that will bring results, such as 

personalised emails and affordable social media ads. 

Entrepreneurs should be ready to pivot and try new ways of distribution and customer 

service to deal with the downturn. A good way to grab the attention of the audience is to 

introduce innovative products that have been in the pipeline to compel them to buy in the 

low-sale phases. 

7. Focus on Customer Needs and Satisfaction 

Customers have the last say in the sales process. They are end users of the products and 

must be treated with a specialised service to avoid customer churning. Entrepreneurs who 

have recently purchased a business for sale in Gold Coast must focus on the sales funnel 

stage of the customers to send out marketing messages. 

For example, a customer who is looking for your products needs to be informed about the 

brand instead of promoting complementary items. Thus, customised messages must be 

prepared with past feedback in mind to create lasting relationships with buyers. Loyal 

customers will continue to buy from you even in recession and help to survive the bad 

phase. 



 

6. Tips to Find Business Success During a Recession 

 

The global recession that occurred between 2008 and 2010 was hard on businesses. Small, 

independent companies suffered the most because they lacked resources. Some businesses, 

however, continued to thrive and maintained profitability. Their business models and 

revenue streams were flexible enough to weather the storm. Here are some ideas that can 

help your company survive the next business downturn. 

Starting a Successful Business During a Recession 

Offer a less expensive alternative. Businesses that remain competitive during a recession 

offer less-expensive alternatives in goods and services. During a recession, customers are 

looking for ways to stretch their money. If you can provide a product or service at a lower 

price than your competitors offer, customers are likely to give you their business. After the 

recession you can expand your business because of your strong customer base. 

Identify a need in the market. Make plans to satisfy that need. Even during a recession the 

market has room for new business ideas, especially if the service or product offered meets a 

real need in the market.[2] Whether you're starting a new business or trying to keep your 

current one afloat, it's important that you distinguish your business from others offering 

similar products. Try to communicate the unique ways your business in particular can help 

customers meet their needs. 



Offer better solutions to problems. Start a service or offer a product that allows customers 

to meet their needs more effectively. In addition to offering a lower price point, create 

services or products that let customers get results more quickly. People are always willing to 

pay for value. 

Developing a New Business Model 

Embrace new technology. A rigid and outdated business model can spell disaster, especially 

during a recession. An economic downturn is the perfect time to find out how new 

technology can make your product or service less expensive or more efficient. Updating 

practices, services and products can bring you a new customer base even during a recession. 

Create an online presence. In recessionary times some businesses have learned to remain 

profitable by creating new revenue streams online. The process of creating and optimizing a 

website is not as time-consuming and costly as it once was. Making the financial 

commitment to an online storefront can connect you to a whole new customer base. If you 

are not doing this, you could be leaving money on the table. 

Develop passive income streams. Owning and operating a small business typically requires a 

large investment of money and time. However, a passive income stream can bring in money 

even while you’re not directly working on it. 

Responding to a Slowdown in the Economy 

 



Reduce expenses. Implement policies that diminish operating costs. Shrink discretionary 

spending. Lower payroll expenses by reducing staff. Postpone making investments in 

research and development. Hold off on capital purchases. These practices can help your 

company avoid going under during an economic downturn. 

Focus on innovation. Some companies see a recession as an opportunity for innovation and 

restructuring. Business models can often be fine-tuned to be more profitable. For example, 

you can take advantage of the downturn to acquire employees, assets or even other 

businesses that may make yours stronger. Organizations often thrive on a culture of 

optimism tempered with common sense. 

Balance cost cutting with new investments. Progressive companies survive a recession by 

balancing cost-cutting measures with acquiring new investments. They take advantage of 

depressed prices to acquire property, plants, and equipment. Because they acquire assets at 

lower prices, their profitability increases. Those assets can continue to help them when the 

recession ends as they respond to increased demand. Also, instead of cutting them all 

together, these companies make modest reductions to research-and-development activities. 

The payoff for this investment comes after a recession ends, as R&D activities add to sales 

and profitability. 

 

Conclusion 

In conclusion, recession-proofing a small business requires a multi-faceted approach that 

encompasses diversification, financial management, customer relations, adaptability, 

expense control, strategic investments, access to capital, and staying informed about market 

dynamics. By implementing these strategies and maintaining a focus on long-term 

sustainability, small businesses can increase their resilience and navigate through economic 

downturns with greater confidence, ensuring continued success even in challenging times. 
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