Survive the recession – downsize but don’t shrink standards

By Mike Lynch, President of the Storage & Handling Distributors’ Association (SHEDA) 

The rising tally of business failures and grim economic analyses bring daily reminders that it’s a perilous trading world out there. 

Surviving in a recession is difficult, but not impossible, and firms are taking some tough decisions in a bid to stay afloat. The quest to reduce overheads has understandably become something of a national obsession.

However, cost-cutting can become false economy if a business pares back too far or sheds its most valuable resources – often the skills and experience of its people – only to lose out to better-prepared rivals when the economy revives.

Investigating every avenue before considering redundancies can make a vital difference to your company's long-term viability. The solution could lie in downsizing – an ideal opportunity to save on rent, rates and related overheads and prepare for a return to a stable and improving economy without compromising on efficiency, safety or future expansion prospects.

Now could be the time to ask some prudent questions:

· Could I free up vital floor space for new income generation – for example sub-letting a business unit or units by freeing up space through well-planned reconfiguration of your storage and handling facilities.

· Could I make better use of my available stock space? How often do you see small products stocked on large shelves or a multitude of products stored together? If you are using storage compartments without careful thought to the time and expense of retrieving stock and stock rotation, the cost of potential damage and even the time and cost of an annual stock take, you could be ignoring vital savings.

· Am I making all my available headroom pay its way? A mezzanine floor or two-tier racking/shelving system could save you money by increasing efficiency, reducing loading and retrieval times and condensing stock into a more manageable space.

Of course downsizing involves investment – so it makes sense to get expert independent advice to ensure the system you choose is likely to save you money in the long term.

SHEDA, the storage and materials handling industry’s leading trade association, provides impartial advice and guidance on safe and effective storage and handling solutions, and its members follow a strict Code of Conduct.

SHEDA members, who sell and install a huge range of racking and shelving systems, have always offered a value-for-money solution to all of their clients and endeavour to ensure that what they supply is the most suitable and cost effective answer to any storage problem.

Safety is another major priority that no recession-proofing business can afford to ignore and health and safety considerations are another major reason for buying new racking and shelving.  

There is an understandable reluctance to spend money on products that are considered “nice but non-essential” and it might be tempting to combat the pain of the credit crunch by buying second-hand storage and racking equipment. But buying second hand carries a risk of compromising on health and safety standards, a major priority for SHEDA which works closely with the Health and Safety Executive to monitor standards and keep its members up to date.

It is no longer practical or legal to make do and mend with old or used and untested equipment. And there’s the risk of taking a real financial beating for any company that does.

Serious breaches of stringent health and safety legislation that governs the materials handling and storage solutions industry could leave a company exposed to devastating financial consequences. In the worst circumstances, this can involve invalidated insurance cover, six-figure fines, multi-thousand pound compensation claims, even the threat of imprisonment.

A client who is determined to buy used equipment is assured an objective response from a SHEDA member who will explain the potential pitfalls and provide a relevant cost comparison. And because they are not tied to one particular product or range they can help you pinpoint the most suitable and cost-effective systems.

SHEDA members recognise that when trading conditions are at their toughest, quality and excellence matter most; and that the right choice of equipment, used effectively, can be one of the most valuable weapons in your recession survival armoury.

Log on to www.sheda.org.uk for more information about SHEDA and its members.

