





ANITA CAMPBELL is CEO of Small Business Trends

(smallbiztrends.com), an online community touching more than 250,000
small business owners each month. It is an award-winning site, twice named
to the Forbes Best of the Web (2005 and 2008). The site has also received
recognition from the Wall Streer Journal and MSNBC television.

Anita also hosts a weekly Internet radio podcast show, and has
interviewed more than 200 small business owners, entrepreneurs and
stakeholders in the small business market (www.smbtrendwire.com).

You can read more from Anita at blogs.openforum.com.



LOOK TO “LOW-HANGING
FRUIT” TECHNOLOGY TO
BECOME MORE EFFICIENT.

Many of us may not be using technology to its
fullest potential. Explore ways to use your tech
investment to help drive down other costs and
accommodate more sales without having to hire
more staff. Look at free or nearly free technology
from the Web, such as Google Apps for business,
Amazon Web Services and other options.



RE-EXAMINE EVERY ONE
OF YOUR OPERATIONAL
SERVICES.

Sometimes we use business services for years
without realizing there may be substantially
cheaper—and better—options on the market.
Look at your telecommunications, your computer
network, your printers and fax machines. For
instance, you might want to evaluate services like
Skype, VoIP or wireless phones with calling circles
to save on telecommunications costs.



CUT EXISTING STAFF ONLY
AS A LAST RESORT.

Most small businesses don’t have much staff to
begin with. So cutting staff often means cutting
your business off at the knees. And every forced
cut may have a demoralizing effect on the
remaining staff. I'd rather ask people to take
temporary, across-the-board pay cuts, or eliminate
some benefits, than lay off people...unless pushed
to the wall.



DON'T CUT MARKETING.

When customer spending slows down, make sure
it’s your competitors’ sales that slow, not yours.
Be more aggressive and creative at marketing than
your peers. It’s an opportunity to gain customers
and help grow your business when the economy
turns around.




FOCUS ON GETTING MORE
SALES FROM EXISTING
CUSTOMERS RATHER
THAN NEW CUSTOMERS.

It can be less costly and less resource-intensive
to sell additional products or upgrades to existing
customers than to bring on new customers.

If you have to make a choice, focus on cross-
selling/upselling existing customers versus new
customer acquisition.



FOR STARTUPS, START
SELLING SOMETHING
ASAP.

If you run a startup, don’t wait until your product
is perfect. And if your main products are big-
ticket items with long sales cycles, come up
with some lower-priced items to sell pending
the big sales closing. Negative cash flow is the big
"gotcha" for smaller firms—you don’t want to
run out of cash before you are out of the gate.



DON'T SKIMP ON
YOUR BOOKKEEPER
OR ACCOUNTANT.

Cash management, and management of accounts
receivables, can make or break you during tough
times. Now is the time to have a better grasp on
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your business numbers than you've ever had before.
Weekly—even daily—attention to your numbers
will give you early warning of issues and buy you
more time to adjust.



FIND UP-TO-THE-MINUTE INSIGHTS
AND ADVICE FROM ANITA AND
OTHER SMALL BUSINESS EXPERTS
AT OPENFORUM.COM.



MEET ANITA CAMPBELL, SMALL BUSINESS EXPERT,
AT THE NEW YORK TIMES SMALL BUSINESS SUMMIT
IN THE AMERICAN EXPRESS OPEN™ ADVICE CENTER.

Calling all business owners:”
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