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The Pivot Your Biz Framework
For many businesses restarting at the end of COVID-19 lockdown is a scary
prospect.
The eBook will highlight the most important things that you need to focus on, so
your business can hit the ground running when the lockdown ends.

PROTECT YOUR BUSINESS
We are into the second month of lockdown. By now you should have protected the
things that your business need to survive and sustain without wage subsidy at the end of
the lockdown.
Have you done everything you can to reduce your expenses, overheads and protect
the revenue from your key customers?
Have you identiﬁed the key customers with post-COVID-19 opportunities and growth
potentials and done everything you can to retain them?
Have you done everything you can to protect your customers, protect your staff and
addressed health and safety issues related to COVID-19? People include you and
your mental well being as well!

Let’s look at what else we need to do before we RELAUNCH or REOPEN your business in
COVID-19 Alert Level 2. When we move to alert level 2, it doesn’t mean we are completely
safe from COVID-19. So, there are certain measures that need to be done to protect your
business, staff members and other stakeholders.
Keep reminding people working in your business about hand sanitising through
posters around your premises and electronic communications. Provide soap and
water or hand sanitiser at convenient places throughout your workplace.
Protecting your staff is protecting your business. So, clean your workplace
frequently, especially the places such as door handles, reception area, toilets, etc.
that people touch or use often.
Modify your workplace to practice social distancing of 2 metres between every
individual. If social distancing is not permitted due to design or any other factors
then consider placing barriers between workers.
Ensure that your policies are ﬂexible on leave and working from home.
Now that we are used to video conferencing and other virtual meeting tools,
conduct meetings virtually through those tools to eliminate small gatherings.

Ensure that your stakeholders, including your suppliers and contractors, are familiar
with the workplace policies and procedures.
Discuss a settlement with your debtors for a shorter repayment period, so that your
cash ﬂow is not affected.
Discuss a settlement with your creditors stating the various reasons why you
deserve to be offered more time for repayment. If that doesn't work out, you must
request a payment holiday or a repayment plan at a reduced rate.

The PIVOT PLAN
The world has changed in the last 8 weeks. Can you sell your product or services in the
current form now?
Many products or services will see a huge drop in demand. If you are facing a down
market, you might need to consider pivoting (or adopting your previous offering to align
with what is in demand in the new market). If your product or service revolves around
travel, events, hospitality it will take a long time before things will return to how it used to
be. Is there a demand for your product right now?
Next look at your messaging.
While you might be way ahead, many people are still in fear or in survival mode. Have
you changed the way your offers are promoted on your Web, landing pages, sales
funnels and email sequences? Have you changed the messaging to resonate with
current and future pains?
Next look at how the world has changed during the lockdown. Does the way you deliver
your product or service need to change?
Social distancing means Face-to-face meetings need to be minimized and be
contactless. What does this mean for your business during Lockdown level 2? Have you
thought of how you will offer and deliver your product or services?

Here is a short checklist for you to consider if you
have pivoted your business due to COVID-19.
Update your business plan and metrics. Establish new KPIs and success
measurements in order to fit the new business model.
No business is successful without proper cash flow. A monthly recurring revenue
model is absolutely necessary to grow and scale if you offer services or products
with high lifetime value.
Establish a new compensation model or adapt an existing model for your business
development team to reﬂect different sales cycles.
Inform your customers, suppliers, contractors and other relevant stakeholders
about the new change in your business through both digital and non-digital ways.
Update your website with the new information so your customers know your
updated processes. Convey your information through the channel that is
appropriate for your niche and business model - e.g. videos / personalized email.
Test the new processes and systems, and update the policies and procedures
according to the new changes. Hire/buy any equipment relevant to new changes
and test it out before exposing them to your customers.
Train your staff on the new changes, and inform them well about the updated
policies and procedures.
Test and validate your new business changes with your customers, and be
prepared to change anything during the next few weeks if it’s not working well.
If required, create a different brand identity to differentiate your new pivoted
offering. This helps your internal team to adopt the new structure, and also helps
your customers to clearly understand your new unique value proposition.
Consider using online inﬂuencers to reach the mass target audience about the new
changes in your business.
Continue to build the culture of innovation in the business while incorporating new
changes in the business model.
Seek legal advice and get all the clariﬁcations as soon as you pivot your business to
avoid any legal obligations later. Update all the contracts according to the new
changes.

The Relaunch Plan
Consider investing in digital marketing, and discuss the marketing budget with the
relevant stakeholders.
Consider creating videos of your products or services. Story videos aligned to
solving challenges for your customers are working well at the moment.
Update your website and other social media platforms with new messaging that
resonates with the current market.
Create marketing & sales funnels aligned with the current market
Develop all possible ways of creating the best customer experience remotely.
Improve the customer touchpoints such as your website, your social media ad,
online chat, lead magnets, customer call centre, etc., and ensure that the customer
experience is more empathetic and customer-oriented.
Automate tedious and time-consuming manual tasks in the business process so
that your team has enough time to focus on the most important tasks.
Consider creating automated online marketing funnels and the client onboarding
systems.
Consider selling your services online in order to scale the business.
Once you are into the business during alert level 2, things will be rolling really fast. You
need to keep up with the changing mindset and financial conditions of your customers,
suppliers, and other stakeholders, before making any decisions in the business. There
are several things you should be doing in order to keep the business running at a
constant pace.
Review your KPIs and targets more frequently in order to make effective decisions to
help business growth. Ensure your financial goals are met.
Use digital marketing to reach new customers on social media to bring in more
brand awareness and sales. Provide more social proof to your potential customers
through video testimonials.
Find every single opportunity to automate your business.
Above all, expect the unexpected. If you have pivoted your business, it is almost like
a new business. Be ready for unexpected situations. Remember it takes time to
settle down.

Human Resources (HR)
There are several challenges faced by the HR team during Covid-19. This challenge will
continue to exist even in alert level 3 or 2 depending on your business type, and other
parameters. Some of the most common challenges for the HR team are:
Developing business continuity plans
Health of employees
Managing ﬂexible work arrangements
Managing employee communication
Addressing employee concerns on workplace policies
Implementing preventive measures
Reviewing current welfare policies
It is good to consider the following for your business in order to plan out HR
responsibilities in place in order for your business to survive after the lockdown.
If you are considering staff restructuring, communicate with your staff with several
options and get to know their opinions, and decide accordingly.
If you are thinking of redundancies in your business, consider what NZ law says, and
devise employment contracts and termination contracts respectively.

Continue to provide updates to all the stakeholders regarding the actions adopted
by the management. This makes your stakeholders feel inclusive. Also, when you
communicate with them later on any issues, they know very well about the
company’s situation.
It is the responsibility of the HR team to issue guidance to the travelling employees.
Check the ‘protect’ section of this document for more details.
Always share trusted and verified links to resources for information. You may also
consider Introducing a centralized information centre on COVID-19.
Provide ongoing communication on HR policies related to the pandemic outbreak.
Stay up to date and comply with government policies, and communicate the same
with the employees.
Help employees manage stress and mental health. Protecting health & well-being
must be the ultimate priority.
Ensure continuity of critical business operations.
Collect real-time data to identify the problems in the business, and rapidly develop
programs to mitigate it.
There are several things the HR team needs to execute including clients, employees and
other stakeholders. If there are multiple teams, business units and regions, coordination and communication may be complex, but clear and concise
communication from the top leaders would be helpful. Help employees cope with
uncertainties about the future. Always, retain focus on long term success while
responding to immediate threats. Above all, stay positive and communicate a positive
growth spirit.
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So what should we be focussing on now?
The Government has announced New Zealand will move from Alert Level 3 to Level 2 at
11.59pm on Wednesday 13 May.
This is the time to focus on changing, testing and iterating your messaging and tune into
the conversations your customers are having in their head and their pains. It is also the
time to think about business continuity and have plans in place if we have to revert back
to more restrictions or back to Level 3 again.

Why not take advantage of new funding ?
The Covid-19 Business Advisory Fund, part of the Government’s allocation to support
businesses, is to enable businesses to access expert advice and support through the
Regional Business Partner Network. Business owners can access up to $5000 excl. GST
per business from the Covid-19 Business Advisory Fund. This funding can be used with a
range of registered providers for a variety of registered services depending on business
needs. It is 100% funding; no co-funding is required.

We are one of the registered providers - checkout how we can help -->>

You don't have to do it alone.
If you are getting your business ready for the new tomorrow, you don’t need to go alone.
You can work one-on-one with us to get the clarity and the outcome faster.
Hi, I am Tim Muhundan and I am the guy who put this book together.

Talk to the real person

Tim Muhundan

021 2767727

I went through the same pain you are probably going through a few weeks ago – that
overnight I lost all my revenue. I had to quickly pivot and re-imagine my offerings as well
as create a new brand, products and messaging around it.
Having recovered my cashﬂow, I helped dozens of business owners achieve similar
outcomes and getting great results using the same framework.

We have been working right through the lockdown
Here is what some of our latest lockdown customers have to say about our services :

Our 100% FREE (funded) programs for service businesses
If you been selling your time of service before the lockdown, then you will get huge value
out of these one-on-one programs: whether it is pivoting your offer to the new market,
create funnels aligned to current pains, or productising your offerings so you can scale . . .

$2k-$5k - 100% funded by Regional Busines Partners

Check out our web site:

https://bizx.nz

