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• Cash is always a top concern for business owners, but it becomes critical in a recession. 

Determine your current cash balances and monthly sources and uses of cash. 

• Pay as you go as much as possible.

• Prepare a rolling cash flow forecast for the next 90 days to guide operations and as an 

early warning sign in the event of variances.

• Be aware of customers seeking to stretch receivables.

• Have a plan of how to handle customers that consistently pay late.
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• It is not uncommon for employee expense to be the largest expense in an 

organization.

• Make sure you have the right people, in the right seat within your organization.

• Identify key employees who are critical for your Company’s success.

• Be ready to make changes if necessary to weather any storm.
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• We rarely think of recession and how it might impact our business.

• During good times, we may think little of opening a new or branch office, buying new equipment, 

hiring employees, etc., all of which may be a sound decision while business is booming, but might 

come back to bite you if a recession hits.

• So, before you invest, ask:

o Do I really need to update my software or acquire the state-of-the-art equipment?

o Is the item a wish, want or need for our company to be successful?

o Does it make sense to enter a long-term real estate or a multiyear software or other 

contract?

o Do I really need to hire more people, or should I wait?
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• Explore potential sources of capital before you'll need it. Consider revolving loans, owner 

infusions, alternative financing, private equity and government resources.

• Offer loyal customers a discount for faster payment.

• Create an emergency fund to cover necessary expenses for at least a six-month period to cover 

essential costs, including payroll, inventory and utilities. 

• Aggressively collect receivables.
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• Live off your cash as much as possible because being as debt-free as possible positions a 

company for a better ride through a recession. 

• Paying down debt may also save some interest expenses, which can be tucked away in cash 

reserves.

• Identify and eliminate unnecessary operating expenses, even small adjustments may make a 

difference.

• Inventory levels require careful monitoring. When inventory turnover slows, inventory can become 

even more costly, since it becomes more susceptible to obsolescence, theft, damage, and higher 

costs for longer storage. 

7



• When times are good, we enjoy the continuing relationship and loyalty of customers.

• However, when times get tight, everyone is seeking another dollar and that may come from your 

customers, who are also seeking to survive.

• Therefore, it makes sense to stay connected to your customers in all economic climates and 

especially during a recession. 

• Be aware of their changing needs as they too struggle to get through tough times.
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• What makes some companies seemingly recession-proof?

• Why do their customers continue to purchase goods and services from them?

• Create the perception that you are a go-to company for your products and services. 

• Be aware of opportunities where you can create the perception so that your company becomes the 

essential go-to for a product or service.

• Sometimes this has to do with how well you handled customers before the recession.

o Were you responsive to customer needs?

o Can they rely on you to deliver your product or service without issue or concern?

o Have you always responded to issues promptly and properly?
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This segment is focused on the transportation & logistics sector.

Today we will discuss the following: 

- Current state of international supply chain,

- Domestic and global supply chain issues,

- Areas to focus on for the next twelve to eighteen months,

- When “might” we see the supply chain get back to normal?
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• Factory and port shut-downs were commonplace in early 2020 and thanks to coronavirus 

outbreaks, China suspended operations in its third-busiest port. The infamous Suez canal 

blockage had ripple effects, increasing port congestion. Then the recent, Ambassador Bridge 

blockage.

• Suppliers have increased production dramatically since 2021. They are still working to match 

the continuing demand – massive shift in e-commerce.

• Soaring container prices, and availability of components are severely limited.

• Other factors contributing to the supply chain crisis included: outdated freight and rail systems,

truck driver and other labor shortages, lack of container movement, full warehouses and more.

• COVID did not create the problem, but it did bring about the perfect storm!
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• 0.6% year over year growth – per Container Trade Statistics. 

• Freight rates crash – after a staggering increase, rates decline 

for the 34th consecutive week. 

• Increased congestion - focus has shifted from LAX/LGB to 

Houston and Savannah and New York ports.  

• Increased stock earnings outlook for 2022 – by Carriers.

• 40% schedule reliability - for Global Ocean Carriers.

• GPS trackers on all its containers beginning Aug 2022 – by 

Hapag

• Sources:

- http://www.containerstatistics.com/

- https://www.sea-intelligence.com/155
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Port

Bottlenecks

Poor Freight status visibility

Inadequate information

Poor communication
Inability to plan & execute

Labor Issues



West Coast port congestion eases as 

other ports struggle

Exceptionally high contract rates 

to carry 2022-2023 through

Container shipping is expected to remain strong for 2022

End-to-end real-time visibility, 

and improved technology

Review and reset network 

with a from a strategic 

perspective

Transit time in Asia impacted by broken supply chains 

and burned-out workers, and Zero-Covid policy

Supply 

Chain

Challenges
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ANNUAL REVENUE ORGANIZATION TYPE

The 2022 BDO CFO Outlook Survey polled 100 manufacturing & automotive industry CFOs with revenues ranging from $250 

million to $3 billion.
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45% 38% 16%

Supply Chain Disruption Threat Level
Degree of risk posed to respondents' businesses in 2022

Significant Risk Moderate Risk Minimal Risk
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PREVIEW: TOP 5 

SUPPLY CHAIN 

STRATEGIES FOR 

2022

TOP 5 SUPPLY 

CHAIN STRATEGIES 

FOR 2021

1 2 3 4 5

Perform Risk 

Assessment
Identify Alternative 

Suppliers

Capital Efficiency 

& Margins 
Invest in Supply 

Chain Technology

Relocate 

Manufacturing

Invest in Supply 

Chain Technology
Identify Alternative 

Suppliers

Realign Tax 

Structure
Perform Risk 

Assessment

Relocate 

Manufacturing

1 2 3 4 5

Companies plan to be more focused on transformation and driving competitive advantage.
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Strategy  

 Can we differentiate how we serve our best customers?

 Recent supply chain disruptions and Geo-Political trends 

are forcing us to re-evaluate our supply chain network

 Inorganic growth is a priority for us

 Should I nearshore or onshore my manufacturing?

Procure

 We aren’t given priority treatment by our suppliers

 We aren’t sure of what level of supplier risk we have

 I am struggling to meet my cost reduction goal

 My suppliers are not meeting contracted service 

commitments

Warehouse

 Is our distribution network sufficient to meet 

fulfillment channels?

 We struggle to keep up with stocking and picking

 We need to add more warehouse capacity

 I need to optimize my distribution network after a recent acquisition

Deliver

 Our transportation costs are increasing

 Customers expect premium service

 Lead times are increasing, impacting customer 

satisfaction

 How do I get more capacity?

Make

 Our production capabilities haven’t changed for 20 years

 We have a lot of production defects

 Our manufacturing capacity is not keeping up with demand

 How do I transition to a hybrid manufacturing approach?

Plan

 We’re not sure we ordered the right amount to meet 

customer demand

 We have a lot of slow moving and obsolete inventory

 Operations are out of sync with our sales teams

Supply Chain
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COST FOCUSED SUPPLY CHAIN

• Just In Time (JIT) Philosophy

• Cost Center

• Static

• Single Strategy (fully outsourced)

RESILIENCY FOCUSED SUPPLY 

CHAIN

• Just In Case Philosophy

• Strategy Investment

• Dynamic

• Hybrid Strategy
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My Supply 
Chain 

Network
Add and diversify carrier network

Supplier management (relationship and diversification) 

Spread out your inventory

Leverage existing data and increase data capture

Increase transparency
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Clarity of the Mission

• This must be clear to all stakeholders

• Cannot achieve your goals if no one is aware of what they are

• Document in writing

• More than job descriptions 

• How does the job contribute to the overall mission

• What the consequences of not executing will mean for the business

Use a Top-notch Accounting System

• Must have accurate numbers to gauge how you’re doing

• Use it to guide your future, not just look at the past
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Know Your Customer

• Think about the process from your customer’s point of view

• Listen to what your customer values
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• Market Research

• Good Estimating and Accounting

• Great Sales Agents

• Product Development and Cool Communities

• Marketing

• Defined Pro Forma

• Raving Fan Index
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Culture Starts at the Top

• Clarity on Expectations

• High Standards

• Teamwork

• People
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Top Two Items for Our Company

• Great communities that are inviting when you enter along with community 

amenities that enhance the neighborhood

• Perpetual monitoring of customer satisfaction. The goal is to have the highest 

referral rate or customers buying several homes from us over the years.
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• Define what your customers want.

• Create a vision that is easily understood.

• Create a management team that understands the vision.

• Clarity for every stakeholder in your team. Each person must know the “why” of what they do.

• Have a metric system that is clear and holds stakeholders accountable.

• Utilize a great accounting system that allows management to look forward into the future with 

great information.

• Create a culture of caring for your people who will, in turn, care for your customers.

• Management’s ego should be completely housed in the success of their people.
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