A Dollar Saved is a Dollar Earned!
If you have been a reader of this newsletter for a while, you undoubtedly realize that I am
essentially a sales guy. Sales guys are not generally focused on saving monies within an
organization. Today I have on my Entrepreneur’s hat – which I have also been wearing for a
half century.
You also realize that there are three ways to make more profit: 1) Increase revenues; 2)
Decrease expenses; 3) Do both; So, let’s focus on where we can save more money as a
company to reap more profit.
Everyone is aware that we are in extraordinary times, and the messaging we send out to all
of our constituents is more important now than ever before. Here are some thoughtstarters for your saving money initiative…
1) Review your payables list (or vendors list) and consider ways that you can spend
less in light of challenging circumstances; rank all expenditures as essential, nonessential, or negotiable, and follow up with appropriate actions;
2) Consider your payroll and how you can decrease expenses there; This is one of
the biggest cost categories in most companies. Here are some considerations:
a. Lay off some personnel, but try hard to help them find other employment;
b. Furlough some personnel for a set amount of time;
c. Cut back the hours of some personnel. Look for these staff members to be
cross trained in other positions within your company and use their
contributions here to help decrease the cuts in their wages you have
planned to make.
d. Decrease the pay of some personnel;
e. Close down or sell an unprofitable division of your company;
f. Use your “whiteboard” to lay out different combinations of the actions
listed above to make certain careful thought has been the catalyst for all of
your personnel decisions.

3) Contact vendors/suppliers and ask for special treatment regarding prices and/or
terms;
4) Contact your banker/s and ask to re-cast a loan with more liberal terms, or refinance capital loans;
5) Got a landlord? Re-negotiate your lease if possible;
6) Shop the pricing of essential items and consider changing vendors, especially
those who won’t/don’t cut you any slack in this time of need;
7) Check your bank account to re-visit any “automatic deducts” from your account;
again, label each entry as essential, non-essential, or negotiable, and take
appropriate actions;
8) Have meetings with your key people to brainstorm ideas for saving money (pool
your collective intellect – all of us is smarter than one of us!). Just the fact that
you are having such a meeting sends a message to everyone that these are
serious times.
9) Get an appropriate number of your sharpest people together and have a brainstorming meeting to discuss…
a. Your “Deliverables” – discuss any that might be discontinued, those that
need to be expanded, or completely new ones in response to new
customer needs;
b. Discuss your competitive dynamic – how are you doing in comparison to
your competitors? What are they doing differently under these special
times and circumstances;
c. Open the floor for any and all ideas to be considered – even if they initially
seem outlandish; this can incubate the genesis of cutting-edge new ideas!
These ideas can be in regard to additional cost-cutting or innovative
approaches to revenue generation, all of which result in improved profits;
10) Manage the purpose and use of office supplies. If you take a close look at what
all of these items cost you each month, you might be amazed. Make certain
that all of the materials are the most cost-efficient choices without affecting
quality. Maintain a “paper-less” office as much as practical. Repurpose
everything as much as possible from obsolete copy paper to file folders.
11) Make certain that your office meets all Covid guidelines so that your staff
members avoid the disease for their own well-being and to avoid disabling
themselves and others on your team who are vital to your operations.
12) When possible, use the short-run printing process to produce only the
materials you need. This method will cost more than a long-run, but you will
not wind up with a large inventory of obsolete brochures containing
information that is no longer valid.
13) If you are storing obsolete promotional materials, there’s a possibility that you
can create a high quality, self-adhesive sticker that offers the updated
information. When used to cover the incorrect information, they can turn a
liability to an asset cost-efficiently.

14)

15)

If appropriate, make certain that you have a refrigerator, microwave, and
coffee maker in your break area. This will make it possible for staff members to
eat-in for their lunches and breaks with food and beverages brought from
home. This can help them save money daily while making certain they are
always available should operational emergencies occur that demand their
immediate attention. Again, Covid prevention protocols must be enforced.
Turn off the lights! If you are responsible for utility bills at your office, make
certain that everyone follows the guidelines for energy conservation.

Use these thought-starters to open a continuing dialog with everyone on your team, your
suppliers, and even those that consider you a trusted advisor. This cross pollination of
concepts might generate more savings for you and others involved. Your proactive
approach might even stir up additional revenue – literally using strategies developed for
saving dollars to actually earning more dollars.

U.S. Learning is offering a new program: Pivot for Profit!
Your access to responses to all of the
examples above is covered in our highenergy Pivot For Profit Program that
will be launched during December – just
in time for fine-tuning your 2021
planning. We invite you to participate
and see how well what we are offering
just might be the perfect fit for your
strategies.
I am writing a book now titled Pivot for
Profit. It will be published as a part of
the program mentioned above. Email
me at Don@DonHutson.com to reserve
your free copy of the e-book version.

Let’s make 2021 a year to
remember in our sales
achievements!

Don Hutson is a #1 NY Times and Wall Street Journal
International Best-selling author, a Hall of Fame speaker,
and CEO of U.S. Learning based in Memphis, TN
www.DonHutson.com
901-767-5700

