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TOUGH TIMES TACTICS

By Sam W Stearman No 2, Jan 2009

LET'S MAKE A DEAL

A client of mine who owned a small industrial park was concerned that one of his tenants was
six months in arrears on his rent. He took the initiative to learn the "whole story". His
tenant’s sales were down dramatically and the business was experiencing extremely tough times.
He worked with his tenant to develop a cash flow projection and provided help by reducing the
rent by 25 percent, retroactive to the first unpaid month. While the reduction resulted in a
substantial decrease in his own income from the property, considering other commercial
vacancies in the area, he believed that it was the best alternative available. The tenant
responded to the helping hand. The landlord's initiative helped him get control of his costs and
his destiny and gave him a new lease on life. In a short time the tenant was able to pay most of
the past due rent and get his operations back in the black.

This example shows the benefits of taking the initiative - whether you are the creditor or the
debtor. Nothing is resolved by avoidance. Landlords and tenants, customers and suppliers
are all dependent on each other. If you take the initiative to learn the problem, sell your story
and work together everyone can win. If you don't, everyone will most assuredly lose.

Here’s a simple checklist [ recommend:

IF YOU HAVE DEBT OUTSTANDING -

1.  Don'tsettle for the standard excuses. Take the time and effort to learn the real story.

2. If the customer or tenant is worth salvaging, lend a helping hand. Work with the debtor
to help solve their cash problem by offering your expertise and knowledge.

3. Work out a realistic repayment schedule which can be met. Don't be like the computer
distributor who put a client on COD and demanded 200 percent payment for each order
shipped. Since his markup was only 30-40%, the supplier demanded more money than
the customer's income - a clearly unworkable arrangement.

4.  MONITOR - MONITOR - MONITOR.

IF YOU ARE THE DEBTOR -

1. Take the initiative. Develop your cash flow projections and make it a point to talk with your
suppliers, landlord and bank. Keep them advised and let them know you need their help.
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2. Negotiate revised terms that you can live with. Your landlord, bank and creditors all have a
vested interest in your survival. Actively seek their help.

3. Keep your promises and keep talking.

You have the power to turn a LOSE-LOSE situation into a WIN-WIN experience.

Next issue will be “Grow Your Business in Bad Times”.

Mr. Stearman is a Principal Consultant at Sino-Bridge China Consulting Ltd, Hong Kong. He can
be reached by email: samstearman@amdfk-sinobridge.com or by phone: (852) 6244-5166

Sino-Bridge China Consulting is skilled in helping companies in tough times. Typical services
include cost reduction services, cash flow management, strategic planning as well as coordinating
negotiation with creditors and customers to build relationships while improving cash flow.

Want to know more. Give us a call today.
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