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Helping you and your clients confront risk 

and optimize business performance!

Welcome to Our Spring Education Series

While you wait for the presentation to begin, use the chat button at the bottom 

of your screen and share your name, location, weather, or anything else.



2 0 2 0  S P R I N G  E D U C A T I O N  S E R I E S 2

Planning, Preparing and Executing

for the Looming Recession
Presenter

Lee James, CPA, CBI, CMC®, F.GBA
Principal
Lee James & Associates

Moderator

Joel G. Carson

Executive Director

Geoprofessional Business Association

Tuesday, April 28, 2020



2 0 2 0  S P R I N G  E D U C A T I O N  S E R I E S

Planning, Preparing and Executing 

for the Looming Recession
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Traits of a Downturn / Recession
Definition

• Two consecutive quarters of negative GDP growth 

Example causes

• Financial panic – 2007 - 08 

• Decline in expectations – 2000 dot-com bubble

• Others included rising oil prices and large company frauds

Missing is a Pandemic such as Coronavirus

Why does it affect so many?

• Multiplier effect

• Demand and revenues falling 

• Uncertainty, fear, the unknown 

• People losing jobs, homes, et al.
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Questions Presented on October 5, 2020
Proving factors

• China tariffs

• Declining GDP

• Yield Curve Inversion

• Fed decreasing interest rates

• European economic slowdown

• Rally in Gold and Silver

• Banks Prognostication

• Possible War with Iran

• Foreign Currency & Commodity Weakness

Denying factors

• Low unemployment, feeling of prosperity, increasing backlogs

• Much cash still held by investors, Australian experience
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Why Be Concerned Now? 
Yield Curve Inversion Concern as of 10/5/20
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Irrelevant in 6 months
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Expert Opinions – March 2021 for Next Recession
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NOW  - This Data Is Irrelevant
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Unemployment Change as of mid-March
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We Are in a Recession
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Balancing the Business of Engineering
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Balancing Decisions During a Recession?
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Planning and Preparing – or Reacting

Challenge / Update Your Strategic Plan

• Have none, develop one

• Or work with what you have

• Fits with all operations?

• Is Market mix right?

• Focus on profit making services

• Engage Project Management
1

0



2 0 2 0  S P R I N G  E D U C A T I O N  S E R I E S

Planning and Preparing Or Reacting

Strengthen Client Relationships

• Why clients should stay with you?

• How will your clients be impacted?

• How can I help my clients thrive?

• How do I strengthen my relationships?

• Make working with you easier

• Engage Project Management
1
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Planning and Preparing or Reacting

Determine Ways to Increase Cash

• Strengthen your bank relationships

• Reduce debt; if highly leveraged

• Challenge billing and collecting

• Implement electronic billing

• Paycheck Protection Program

• Engage Project Management
1
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Planning and Preparing or Reacting

Assess / Understand Financial Structure

• 70% of costs are labor related

• Expect and plan layoffs 

• – Force rank now & establish thresholds

• Reduce discretionary overhead now

• Challenge office locations & reduce now

• Engage Project Management now 
1
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Planning and Preparing or Reacting

Understand Impact of Your Culture

• Will it support needed changes?

• How will it fight changes?

• Will it paralyze you?

• Remember:

“Culture Eats Strategy for Lunch”

• Develop approach to overcome - now
1
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Executing Is Now Everything

Success Will Depend on Execution

Communicate – More and Better

• Your people will think more negative 

things than you can possibly share/do.

• Let them know why you are doing what 

you are doing.

• Show them you care.
1
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Executing

Believe declining/disappearing Backlog

• This is reality of a downturn/recession

• Execute staffing changes, as planned.

• Do not rely on BD to overcome

• BD’s projections are frequently too 

optimistic.
1
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Executing

Believe metrics & make difficult decisions 

• Make deep, not small, cuts in labor

o Several small cuts will undermine you

o Leaders wish they had done sooner

o Lead with strength, not reactive or panic

o Be prepared for push back – “You can’t 

cut your way to success” statements

1
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Executing

Understand and Manage BD

• Strengthen Go No/Go process

• Challenge too much optimism

• Continue BD spending, and do wisely

• Challenge reporting – too optimistic??

• Be prepared to do “cheerleading” 

• Promote Never, Never ……… Give-Up!
1
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Executing

Improve Customer Service 

• Starts / Ends with PMs

• Ask for additional work

• Expand Principal visits and involvement

• All to interact more with clients

• Show you care – ask for feedback

1
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Executing – with Optimism and Courage

• Be honest and direct

• Adapt and get creative 

• Take advantage of technology, cheaper 

or less lease space, talent and/or M & A

• Challenge all capital expenditures

• Endless communicating – True open 

door policy is more important than ever!
2
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Planning, Preparing and Executing

• Whether Downturn, Recession or NOT

o Do NOW and continue doing

• The best make hard decisions and benefit

• The best never stop differentiating and 

improving.  

o They win market share in all economies

• Ask for help from grizzled GBA veterans
2
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Questions?Questions?
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• After the webinar, registered participants for this “live” presentation will 

receive an e-mail with a short survey to complete and a certificate for 

Professional Development Hours (PDHs).

• This presentation will be placed on GBA’s website for on-demand viewing.
* PDHs are not available for on-demand viewing.
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Surveys & PDHs
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• Wednesday, April 29th 12:00PM - 1:30PM Eastern

Negotiate It! How to Crush Your Fears, Develop Your Negotiation Muscle, 

and Gain Power in the Workplace
Lynn Price, J.D.

• Thursday, April 30th 12:00PM - 1:30PM Eastern

Recession Tune-up (Overhaul) 
Guy Marcozzi, P.E., LEED AP BD+C, F.ASCE 

• Friday, May 1st 12:00PM - 1:30PM Eastern

Gripped by COVID-19 - An Economic and Geopolitical Outlook 

Past the Media Headlines 
Bernard Baumohl

www.geoprofessional.org/event/gba-2020-virtual-spring-conference-and-education-series/
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Upcoming Webinars

http://www.geoprofessional.org/event/gba-2020-virtual-spring-conference-and-education-series/
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Resources  www.geoprofessional.org/resources/

http://www.geoprofessional.org/resources/
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Future GBA Conferences

Learn more at 

www.geoprofessional.org
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Thank You for Joining Our 

2020 Spring Education Series


