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CRISIS 101

R3.91 Rescue Team

Different complementary
skills required to save the
business

CATEGORY

Decision-
makers

Employees

Customers

Creditors

Specialists

Other

externals

Private
relationships

PEOPLE THAT CAN
CONTRIBUTE

Business owners
Board members
Management
Heads of department
Team Leaders
Production staff
Sales staff
Admin. staff
Current clients
Potential clients
Product suppliers
Service providers
Banks
Advisors
Volunteer counselors
Industry colleagues
Psychologist
Coach
Lawyers
Accountants
Authorities
Interest groups
Politicians
Media
Competitors
Family members
Good friends
Network connections
Inventory controller

Maintenance manager

IMPORTANT

YES

NO

ROLE OR INTEREST

Future direction
Objective input
Operational know how
N/A

Team SWOT
Technical know how
Market / customers
Supplier / payrolls
On-going business
New sales

Extended terms
Tecnology interventions
Funding

Objective view

Market input

Change management
Sound board, drive
Legal processes

NB numbers, Tax
Gov assist, programs
Industry bodies
Local support

Public relations
Benefit / threat
Emotional, financial
Confidant

Intro new opoortunities
Stock on hand

State of machinery

Solution

NAMES OF PERSONS TO SIT AT THE TABLE

Daniel
Mngomezulu Ismo
Yolande Mandy
Thandi Ntando
Samiel Alwyn
Johan



CRISIS 101

52.95 Solutions Planning

Evaluate various options to
address the crisis

 Continue trading

« Exit/ close down

DEVELOPMENT

REALIZATION

SCENARIOS FOR HOW TO GET OUT
OF THE CRISIS

Debt Agreements
The company works its way out of the crisis
through payment agreements and voluntary
repayment schemes with creditors.

Comp ag with ci
The company is reconstructed through
agreement with the creditors.

Reconstruction
The company is reconstructed into a new
company or form of business.

Fusion
The company merges with a competitor or
other players in the market.

Change in management
Hiring of a new CEO or management team
who can get the company back on track.

Growth and business development
The company grows out of the crisis with
liquidity creating activities.

Solvent closure
The company voluntarily closes before the
debt becomes too large.

Minimizing activities
The company reduces its activities and the
owner starts to work with another company.

ADVANTAGES OF
THIS SCENARIO

Going concern
maintained

Going concern
maintained

Going concern
maintained

Business continues
in some form to the
benefit of all
stakeholders
Business future
secured

New broom and
fresh approach
Going concern
maintained

Owners minimize
potential losses of
forced closure

Going concern
maintained

Less pressure on
owner

Selling the company Better prices
The company's assets are bei \d btained than at
as part or united before or while liquidation auction
declaring bankruptcy.
Bankruptcy or dissolution Owners can close
The company is declared bankrupt so that he chapfer and
move on

the owner can start a new working life.

Bankruptcy with debt relief
The company is declared bankrupt, but the
owner obtains debt relief.

Owners can close the
chapter and move on
with reduced

ac ility for

DISADVANTAGES
OF THIS SCENARIO

Reputational damage
in market place

Creditors dictate
direction of company

New partners come
with new
complexities

New partners

Loss of control
Unequal power share
due to crisis
Current mngmnt
team laid off,
organisational
memory reduced
Assets sold below real
value due to fire sale,
may need bridging
capital - cost of which
may be high

Cost incurred to
close, staff jobs
lost, owners
psychological issues
re failing business
Owners passion lost
Business may lose
direction

Potential of lawsuits
from creditors

All stakeholders
stand to lose, owner
psychological issues
re failing business
All stakeholders
stand to lose, owner
losses capped, owner

losses incurred by 3™
parties

hological issues
re failing business

Yes

Solution

REALISTIC

Maybe

CRITICAL FAKTORS FOR
THIS SCENARIO

Excellent relationship
with suppliers
Realistic cash flow

Excellent relationship
with suppliers

Common ground on future
of business

Gocd relationship
between partners
Common ground on future
of business

Good relationship
between partners
Common ground on future
of business

Clear vision and mission
established

New team allowed to
operate freely

Assets sold not critical
for future operations
Cost of cash not
debilitating

Owners clear and
objective decision
Process to close followed
diligently

Total commitment
remaining staf f
Excellent controls and
reporting structures
Transparency and
fairness in distribution
of funds raised

Legal steps to close
business followed to the
letter of the law

Legal steps to close
business followed to the
letter of the law, debt
relief measures complied
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S2.95 Solutions Plannin

Evaluate various options to
address the crisis

 Continue trading

Exit / close down

* R1.3.12 Business Sale Questions
« R5.91 Bankruptcy Process

ORGANIZATION
[fownecship & Board

DECISION SHEET
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CRISIS 101

R1.91 Crisis Agenda

Prioritise the steps to
execute the solution

DEVELOPMENT
AREA

DECISION THEMES

New profitable product range
- Product development
- New profitable customer segments

- New attractive markets

 Better business model

- New prices and terms of sale

- Collaboration with competitors
iReview vision & mission

New owners

New role for owner / director
Organizational change

New board members

1N (P44 8 Termination of employees
Optimization of business processes

New vendors / credit terms
Alternative distribution channels
Introduce new company culture
Fast/cheap marketing efforts

New sales systems and methods
(IS 0] V(3 ; 8 Press coverage that improves sale
LSRUBLER N ew partnership agreements with customers
Letting go of unprofitable customers
Stay close to core customers
Updated sales budgets

Financing and capital injection

Cost cutting

OPERATIONS RESAERINES
Sublease or sale of facilities

Inventory reduction/outlet

Focus on cash management

QUICK EFFECT

Yes

Maybe

Solution

DESCRIPTION OF DECISION

Evaluate product mix ¥2.01

Develop products and MVP to test ¥2.03 ¥2.05
Review target markets ¥4.01 Y4.02

Review target markets ¥4.01 Y4.02

Business model canvas revisited, new box...

Review revenue streams and prices ¥3.01, ¥3.02, ¥3.31
Joint opportunities explored ¥5.02 R3.43

Mission statement ¥1.01 Vision ¥1.02

Sell business, attract new investors R1.01

Review partner social contract R1.11

Realign organisational structure R2.01

Fresh inputs from new board members R1.2.21
Redundant staff let go R2.21

Review and improve processes R4.02

Negotiate alternative products, better terms R3.03
New distribution partners to access markets G
Culture of productivity R4.05

Improve networking and marketing mix 61.02 61,04 63,01 63.06
Change sales approach and training 63.01 63.41
Publicize new direction of business 64.02 G4.03
Forge relationship with favourite customers Y4.02 R3.01 R3.43
Identify and fire resource heavy customers B1.209
Regular and clear communication 61.04

Realistic forecasts under new conditions B1.21
Identify opportunities, need, options B2.21 B2.31
Reduce costs and eliminate waste B1.22 B3.12
Consider new premises B5.01

Align occupation to capacity requirements B5.02
Identify obsolete and slow moving stock B5.03

Key activity and resource Manage it carefully 1118113



CRISIS 101 Solution

Mission '
Formulate the company’s é‘&
purpose and mission @F

Y1.01
Mission Statement

frowythwhee

BUSINESS CONCEPT
/Business Idea

DECISION SHEET - “':::m" 1 Offer business coaching to Hd:'::::rs / managers better runand
Know where you are DI emen grousws

3
S
£
E

. who 2 Entrepreneurs & small business owners in southern Africa
g O I n g Job to be done CUSTOMER/ is the company solving
TARGET GROUP
The company s missicn has to do with the. the problem for?

motivation and drive that built the business idea <
and the fourdation of the company. . wow 3 Tailor-made solutions utilising BMC and GWheel in face-to-face i
::n;::‘::::i:,;‘m.‘: srealean i m'"m"Em’, is the problem solved?  S€SSions or online courses with & human interface i
and its target group, - - - Y
v WHICH 4 Business suocnf improved by lrucrusmg turnover, saving time, saving £

How to do it clu‘wmsu valueis created for costs and b g better b leaders =
Start Py glving a short anseer toeachol the b theargetormip? j
S bl gl ey 5 Address unemployment and inequality, help owners become more g
Continue by using the answers as sn inspiration &
to come up witha sentence that can be usad as FURROSE does it matter? balanced 2
afirst draft of your written mission. 5
Finishby trpng 1 reduce the written mission to ;
2 mantra of 2-5 words, $ v
v

Next Step THE DRAFT MISSION IN ONE SENTENCE &
® Use draft and mantra to make amore Ireely 1
written misaion. ™ y's mission is to Jr S

® Send your written miszsion fo pesple whe can 1 business cogching services =
give feedback, % »

® Make action plan for how ycur company’s The missiontold to the customer group... 4
mission can be experienced by customers asa mantra: 2 SMEs in southern Africa g
Empower entrepreneurs ey s 2

3 develop custom solutions for each client using the BMC and 6Wheel S

and thereby help our customers to... 2

4 improve Their business performance and own peace of mind &

We are passionate about this task because... rg

5 it speaks to unemployment, inequality and the well-being of the owner &

Oatu Namu Lomparty ::
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B1.20
Profitability Review

OPERATIONS
[Financials

DECISION SHEET

v2z.1

|dentify the most
profitable products
and customers

Job to be done

Some products and customears create moce
profit than others

By calcuating the gross profit of each product
and/er customer, we can dzcide if some of the
products or customers shoud be phased cul.

How to do it

Start by choosingthe pradu
customers for whidh to Glcula!
Therwrie down the salesp
the net sales price of cach item.

Continue by noting i relevart coxts of goods
sold. Calculate the gross profit prunit and in
parertage by subtracting the total cost of
goods sold irom the net sales prce. Next, note
the number of units that you expect to sell and
calculats the total sales and gross profit

Finally, roughly guess the indirect costs that
should be covered by the gross protit and
calculate the contribution to and share of net
result

Next Step

® Cenfirm calculsied cost amounts

* Decide which products or customers 1o phase
o

« Consider incri

5iNg your prices.

Profitability Review
Calculate earning power of
products and customers

RETAIL PRICE

SALES PRICE

COSTS OF
6000S SOLD

BGROSS PROFIT

TRADE
VOLUME

INDIRECT COSTS
TOBE COVERED BY
THE GROSS PROFIT

BOTTOM LINE

SPECIFICATION

Retail price incl. tax

Gross selling price

- Sales commission
Netsales price

Goods purchased

Mater jzls fe.g. raw matenals]
Processing

Transportabon costs

Stock

Time consumed

Total cost of goods sald
Gross profit pr. unit
Gross profitin percentage
Sold units

Total sales

Total gross profit
Salaries

Sales costs

Rent of facilities

Total contribution to net rasult

Share of net result

units

PRODUCT/SERVICE/CUSTOMER

#2:

units

#3:

Solution

units

Thta

rnational Inc. All r




CRISIS 101 Solution

Cost Budget
Calculate costs
and reduce expenses

B1.22

CHECKLIST: TYPES OF COSTS
v Directcozs v Sales v Administration v Personnel v Capacity v INierestrates,
OPERATIONS depreciation
Rawmaterials Marketing Frene Ownsalares Rent Interest onoverdraft
/Financials
Goods Traveling Interret access Freelancers Heat Bank fees
Production costs Catering Subescriptions Catering Eleetricity Depraciation on
DEC'SIO N S H EET Extemnal Representation Membership fees Edugation IT costs e Ut sqpuipmennt
V221 020 paNEr Insurances Minor
nalyse the CoS ; Lierure FEes
HOW CAN WE HOW CAN WE
St r U Ct U r e Job to be done CATEGORY TYPE OF COST paHOMNTS || FeanounT, REDUCE USAGE? REDUCE PRICES?
The first step of making a budget 15 to detine |savings. sreamline work flows) Irenegotiation, change supplier!

what type of costs we have 1n the company

When we know more sboul our cozls we can
more easily make decisions about how te run

the company. Direct costs =,
Howtodoit 3
Start by noting all the types of costs that you =
bave Inyour company, Use the checklist for 5
mnspiration 2

Sales costs s
Continue by roughly guessicg the ly costs 2
and adding wp the costs per year 3
Finish by coming up with ideas for how 1o bring =
down your usage and your purchase prices in i)
order Lo reduce your costs, o )

Administration
costs
Next Step
o Traraferthe numbers toa spreadshect
» Consider it the numbers are realisticand
corroct tham ifnecoszary.
® Make action plan for the best ideas for
bringing down the costs Rersonnel casts
Capacity costs
Interests

Depreciation
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CRISIS 101

R5.03
Contract Negotiation

Renegotiate terms

PARTIES TO
THE CONTRACT

CUSTOMERS

CREDITORS

SUPPLIERS

EMPLOYEES

LAWYERS

ACCOUNTANTS

ADVISORS

PROPERTY
OWNER

LESSORS

BANK

OTHER

AGREEMENTS

Upfront pay for cash di

Solution

RENEGOTIATE
IDEAL TERMS OF CONTRACT 2 N DATE RESPONSIBLE
es o

Price regulations

Credit period

Discounts

Payment by installments
Extension of payment
Interest rate

Security

Small order sizes

Price regulations
Freight and fees

Terms of payment
Leasing

Consignment

Salary level (and reduction)
Bonus agreements

Joint ownership/profit sharing
Temporary flex time
Overtime without pay
Collaboration process
Time of invoicing

Time of invoicing

Fixed price

Time of invoicing

Fixed price

Step-up lease
Permission to sublet
Postponement of rent
Reduction of deposit or rent
Reduction of rented space
Leasing payments
Buy-back prices

Credit limit

Interest terms

Security and guarantee
Invoice discounting
Credit maturity

Dep on cash requirements and difficulty in
collecting debt, cash in hand at a discount may be
preferable,

¥3,02 Price points, ¥3,31 Price plans, ¥3.41
Discounts policy revisited

30 days from statement with 2 5% settlement disc
Volume purchases, retrospective rebates

Pay off bulk purchases, or consignment stock
Negotiate extension with one friendly supplier

On extended terms, compare to overdraft
Personal surety required, remember to cancel
Know economic order quantities and lead times
Price points, price plans, discounts available
Compare ex warehouse to delivered price
Repayment terms as per Credifors

Consumables use locked in by leasing equipment
Pay as you use agreements

Evaluate against market conditions

Implement incentives as appropriate

Locking-in and empowering employees

Consider a better deal for all with flexi time
Norm for senior employees

Define process to be followed

Upon completion of project / engagement
Completion of task and payment terms

Retainers gives predictability of expenses
Completion of task and payment terms

Retainers gives predictability of expenses

Annual increases linked to inflation per contract
Underutilised space to desk-near-me or co-sharing
Negotiate repayment if cash strapped

Market conditions dependent

Reduce space not utlised

Extend term or simply negotiate reduced payments
Supply and demand and relocation costs of equipm
Extent of overdraft, short and longer term loans
Linked to LIBOR, BA rates and prime interest rates
Linked to perceived risk for lenders

B2.21 Funding options

Final date to settle debt extended



