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If you choose option one, you now
must create, develop, build, launch, and
successfully hit a perfect bulls-eye
on a market need that may be com-
pletely new to you. And you have to
do it NOW, with, in all likelihood, a
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cash strapped operation. This, to even
the most aggressive entrepreneur,
would be a task worthy of pause.
On the other hand, there is option
two. The real question then becomes
“are you still marketing?” Usually
the first thing that happens in a down-
time is marketing and advertising
budgets get chopped. This strategy
could not possibly be worse for your
pressure washing business. It is crit-
ically important though to spend very
smart. You must carefully analyze
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the marketing and/or advertising
methods and the return they have
delivered to see if they need to go or
stay. If you have a Yellow Page ad that
has only generated one good job
over the last months (or even the

last year), it HAS to go. Doesn’t

matter who else is in the book.

This ad just isn’t generating the

cash to keep it. Either rebuild the

ad with the right message or dump

it entirely and find somewhere

else to spend the money. Don’t be

afraid to do this. If the plan is already

losing, you have nowhere to go but
up by changing.

Do some research in your market
area. Your existing client base is a
treasure of information. Ask them
smart questions like these: What serv-
ice do you think is missing from the
area? What else would you buy from
me if I offered it? How often would
you need /want this?

After you have finished, ask your-
self: Can I fill this need fast and with
low investment? Who else is in the
game or am [ the first? What makes this
unique and in demand? Do I have, or
can I rapidly build an affordable mar-
keting plan to answer this need?

Investing is a key component here.
As much as the glass may look half
empty, the half full view is actually
pretty terrific. Lending rates are as
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low as they have ever been. Short-
term notes, lines of credit, and other
instruments can be a real bargain if
you are looking in the right place with
the right people. There’s an important
note here though. Avoid, if at all pos-
sible, using high interest credit cards.
This is the slow drowning by the
anchor of financial death if you are
not careful. If you have credit card
debt that is out of hand, see if you can
consolidate or convert into a lower
rate with your bank. In any case, get
down to your banker, show him or
her opportunities you have discov-
ered, and get the professional lend-
ing advice they have. At a time when
most are pulling back into full defense
posture, a small but well planned and
properly funded move ahead might be
all that you need to take a leading
position in your area.

For your business to survive in
2008, it all comes down to prepared-
ness and planning. Get prepared.
Make a smart plan. Improvise, Adapt,
and Overcome.
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