
THINK ABOUT

Determine a consistent metric of your current cash in 
hand using one of the following liquidity ratios.

To get a better idea of the behaviours, touchpoints and requirements of your target audience during the COVID-19 
pandemic, create a ‘Crisis customer avatar worksheet’. 

Use this worksheet to understand the world of your ideal client in this crisis. Do not continue solving the problem  
of last year! 

Successful businesses are starting to fuse e-commerce and social media to make social commerce the norm. The best 
way to do this is to start offering Web-to-Print services and advertise this via paid social media ads, shoppable stories 
and regular posts. 

Taken from ‘Selling through a crisis’ training workshop.

Virtual selling processes are a lot different from the normal ones you’re used to. Make sure your sales team are fully 
equipped and capable of selling/communicating during this tough time.

Get a firmer grip on your cash flow

HR and staffing issues

With COVID-19 stunting the growth of the printing industry,  
getting a better handle on your cash flow now is integral in  
securing the success of future operations. If you haven’t already, 
you must implement better processes to successfully regulate 
income and control expenditure.

One of the most important factors in planning for recovery and rebuilding your printing business starts with  
addressing pending HR and staffing issues.

Once your country’s government eases lockdown measures, things will be different. The whole world won’t simply click 
its fingers and revert to ‘business as usual’. It will be a gradual process which prevents the spread of COVID-19 and 
integrates the new needs of the market. 

Consumer habits are shifting and placing greater importance on e-commerce. For the print industry, this means 
efficiency and ease of using a service need to be accessible within seconds, not hours. While the pending  
recession will force consumers to become savvier with their money. 

Introducing Web-to-Print into your business means you can provide a 24/7 service, streamline processes and 
drive down the cost to help compete in a competitive marketplace. 

Building the service from scratch – developing your own solution can give you a real asset.  
However, this is time-consuming and requires expertise, so you’d need the right  
personnel helping out.

Buying the service – find a provider who can offer the Web-to-Print solution and  
you just sell the service to your customers. This is the quickest and cheapest option,  
pending on whether you choose wisely. 

Bespoke/hybrid solution – create a Web-to-Print solution tailored to cater to only  
one or two print services. You can then expand as the business grows.

During the pandemic, your approach to selling has to 
change. You must go beyond short-term thinking and 
focus on being prepared for a new normal – i.e. different 
consumer habits and needs. 

It’s essential that your sales team adopt a customer-led 
approach and sell the solution (if applicable), instead  
of simply selling your printing services. For example, 
identifying a problem and telling them how your  
service can help solve it.

Your sales team also need to be prepared to move away 
from just selling during the crisis. As the old saying goes, 

“People love to buy, but hate to be sold to.” This is  
especially true when businesses or customers are trying 
to plug cash flow gaps during the pandemic. 

Start sharing authentic stories about your company  
and what it’s going through during this time. Build  
relationships and look at ways you can help. Listen to the 
needs of your prospects, ask supplementary questions 
and show genuine concern. By connecting with prospects 
on a personal level, you’ll be able to come up with a  
solution that enables them to tap into their need of  
having stability and control of a situation. 

For instance, if a prospect is struggling to generate business, 
offering them free resources or setting up a payment plan gives 
them a chance to take control of the situation and their finances, 
while maximising their chances to generate sales.

Selling in a crisis isn’t all about generating top sales, it’s a matter 
of forming long-standing relationships, proving your company’s 
worth and securing their custom further down the line. 

A great deal of marketing and sales in the print industry 
relies on word of mouth. Now’s the time to establish  
yourself as a helpful brand. As well as payment plans, 
start offering free resources, guides and support via 
email communications and social media. Delivering  
a free webinar focusing on ways to sell through the  
COVID-19 pandemic using print marketing is a fantastic 
starting point. Or a ‘getting to know you’ virtual call is  

an innovative way to start the conversation now and  
replace the gaping hole left by the cancellation of  
networking events. 

Video streaming is on the up too. Posting valuable  
content via video marketing is an innovative way to  
connect with future prospects, put a face to the brand 
and stay relevant during this quieter time. 

The current ratio
This liquidity ratio measures your 
business’ ability to pay  
off its current liabilities with  
its current assets (cash,  
inventories, account  
receivables). The higher it  
is, the better your liquidity.

Current ratio = current  
assets / current liabilities 

The quick ratio
This liquidity ratio measures  
your business’ capabilities  
of meeting short-term  
obligations with its most liquid  
assets – excluding inventories.

Quick ratio = (cash & cash  
equivalents + marketable  
securities + accounts receivable)  
/ current liabilities

Days sales outstanding  
(DSO) 
This liquidity metric is  
used to measure the  
number of days it takes  
your business to settle  
accounts receivables. 

DSO = average accounts  
receivable / revenue  
per day

Identify cash flow gaps
Another way of regulating current income/expenditure and planning for the future is to pinpoint any potential 
cash flow gaps using these two simple formulas.

Operating – this shows your business’ net income, plus or minus increases or decreases  
in their current assets, liabilities and expenses.

Investing – this figure shows any increases or decreases in long or fixed term assets  
independent of accumulated depreciation.

Financing – this figure represents any increases or decreases in long-term liabilities/debt  
owners’ capital or dividends.  

Once you have all three figures, you can either add or subtract from the beginning cash  
balance to get the overall net cash balance.

This will give you a better idea of forecasted cash inflows and outflows so you can plan for future 
investments more wisely. To conduct a cash flow forecast, use the following formula:

Cash flow forecast formula: current cash + projected cash inflows  
– projected outflows = forecasted cash

Find the best liquidity ratio 

The conversion rate for SEO is 14.6%, dwarfing the 1.7% conversion rate for other traditional  
outbound methods. Prep for the post-COVID-19 world by working on your website’s content 
and improving your searchability now. 

Improve SEO

Reaching out to existing customers

To start implementing it in the next 90 days, you have three options:

Create a social commerce presence

Alter operations and control expenditure

Look at your virtual sales processes 

Crisis Customer Avatar Worksheet 

Cash flow statement

Cash flow forecast

Working on your current  
debt collection process
• Automate manual  
 processes

• Improve the tone  
 of comms

• Offer early payments

• Accept credit card payments

Post more valuable  
blogs (circa 750- 

2,000 words)

Work in print  
industry keywords  
into website copy

Tweak page meta titles/
descriptions and alt tags 

on images

Add more inbound  
links by linking back  

to your website on local 
directories/search sites

Optimise your ‘Google 
My Business’ account

Submit a sitemap  
to search engines

Use robot TXT to tell 
search engines what 

web pages to index and 
what to ignore

Liquidating old inventory
• Liquidate old stock  
 or supplies

• Adopt a free cash flow  
 inventory model

• Implement a just-in-time  
 (JIT) inventory system

Address existing  
operating expenses
• Ask suppliers for bulk  
 inventory costs 

• Lease printing equipment

• Invest in better equipment  
 to streamline processes

Who is your ideal client?  
(Existing or imaginary)

How are they communicating  
with clients and colleagues? 

What are they mainly  
focused on today?

Finish this sentence from their 
point of view.  
 
“If I could get help with one thing 
this week, it would be...”Which social media are they using 

to connect with people?

What’s frustrating them  
right now?

Which social media are they using 
to get help/ information?

What mistakes are they  
making, or likely to make,  
because of this crisis? 

What are they having to achieve  
to boost their professional  
credibility/ stay in business?

What problem are they  
experiencing right now  
when dealing with clients  
and colleagues?

What new pressures have  
emerged for them since  
March 2020?

How is ‘working from home’  
affecting then and their business? 

What key metrics are likely  
to have changed for them?

Set-up virtual meetings 
instead of face-to-face

Adjust the tone of  
email communications  
and LinkedIn Inmails 

Run PPC campaigns and 
social media adverts to 

increase traffic

Manage sales productivity 
using CRM or task  

management platforms

£

Marketing
In the same way you need to adjust your sales strategy,  
your marketing efforts must also reflect the differences  
in the print market amidst COVID-19. 

Web-to-Print

Use interactive content  
to drive engagement. 

• Quizzes 

• Polls 

• 360-degree videos

NOW IS THE TIME
INTERACT AND 
BOOST PRESENCE

Solutions to the biggest HR and staffing challenges

Business continuity plans – just how quickly can you start pushing sales and adopting a proactive approach?  
The solution is to build a highly robust plan factoring in both the best and worst-case scenarios. 

Managing flexible working arrangements – some industries will take longer to get back to normal, while other  
pandemic-related issues may cause further disruptions. Therefore, it pays to be adaptable and allow staff to continue 
with flexible working hours. 

Addressing employee concerns on workplace policies – this includes the implementation of preventive measures and 
ensuring your business doesn’t contribute to the second wave of COVID-19. Maintain social distancing rules, introduce 
new hygiene rules and keep anyone with any cold-like symptoms at home.

The review of current welfare policies – your HR team needs to rethink your business’ sick pay policies,  
the environment they work in and the support it offers for those affected by COVID-19. 

Higher demand, less staff – if you’ve been forced to cut the hours of some workers or even make a few of them  
redundant, you may find yourself struggling to cope with consumer demands when busier times return. Use this  
opportunity to upskill your current staff. Can your customer service team start selling? Look for webinars, online  
courses and other free resources. Or is it possible to outsource marketing and introduce Web-to-Print solutions  
to streamline your workload? 

Selling in a crisis 

Focus on the 
future of print
The future of the print industry 
depends on the strategic path  
you decide to take. Those who 
continue to be innovation and 
operation driven will thrive. How 
many of these elements have you 
considered over the past  
few weeks?

Print industry  
crisis management 
An essential checklist on how to effectively handle 
the challenges of COVID-19 over the next 90 days


