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Prepared for anything

How Sue Burnett grew Burnett Staffing Specialists after revenue plummeted 41 percent in two years By Kristy J 0’Hara

¥ N 2000, Sue Burnett lost a $16 million
| tdient. Then came the Sept. 11 terrorist
I !attacks, and the economic fallout res-
onated with her business wel through
2002,

As president of Burnett Staffing
Specidists, Burnett could havefreaked out
when her business plummeted from $63
million in revenuein 2000 to $37 millionin
both 2002 and 2003. But she was used to
this, it wasjust another dipin theroad.

She manageswith themindset that
a recession could hit any day. By
closng offices, cutting staff and
watching expenses, she remained
profitable during those difficult
years, and revenue grew to $68mil-
lion last year, a 57 percent increase
over 2003.

Smari Business spoke with
Burnett about how she manages
her businesssoit can grow butdill
stay afloat when encountering
murky economic waters.

£: How do you manage growth?

W& run our company debt-free,
and we want to make sure that
that'simportant.

WE run our company fairly lean
from the standpoint of wetry to
run it asthough there's a reces-
sion around the corner. \Were not
frivolouswith our money,and we
keep alot o money in the com-
pany. We finance our own pay-
roll. We dont borrow any
money.

Business owners sometimes ' .
overexpend and they start bor-
rowing money,and then arecessioncomes
dong, and then they'rein real trouble. I've
seen so many o ny competitors have to
=l because they hit thelimit on their line
of credit, and they can't borrow any more

money.
{1 Wow do you stay debt-free?

If you're going to grow, you need to be
ableto pay foryour growth. \e never open
an officeand borrow money todoit. Weve
dways had enough money to afford to pay
the rent on another office.

If you go into debt to pay for an office,

and the officedoesn't work and you've bor-
rowed the money to doit, then you havea
double problem —you haveafailureof an
office, and then you have debt on top of it.

Watch expenses. | look at that

American Express bill every month and
every item. My staff knowsthat I'm going
to do that because there are peoplethat
will take advantage of corporate credit
cards. | look at the phone bills to make
sure that we're not having excessivelong

distance. I've had people in the past
who've caled al their relatives during
the daytime.

We watch expenses. That's very impor-
tant.

Good times won't last forever. People
forget it. When the good times start
rolling, they say, 'Hey, thisisgoingto last
forever,' and it isnot.

Thisis a rollercoaster. People have to
understand that.

[1: How do you correct those people prob-
lems when they arise?

Let them go as soon as possible. One of
the biggest problemsthat businessowners
have is hanging on to mistakes for too
long. When you know that you've made a
serous hiring mistake, first you have to
anayze, why isthisperson not doingwell?

Isitatrainingissue?Or theofficethey're
in? Or the manager they're working with?
Or isthere a persondity conflict? What is
that problem?

If you determinethat thepersonamplyis
not the right person for the job because of

their work habits or attitudes or

whatever, then cut your lossesand
move on. One of the biggest mis-
takesl'vemde= asa businessowner
is keeping peopleway too long and
hopingthat they will get better. Then
thestaff sayswhen you let them go,
‘What took you so long?

The gaff sees that this person is
not cutting it. They have more
respect for a management that lets
mistakes go versus letting that mis
take continuetosit there.

One bad apple spoils the whole
bunch; therefore, you have one bad
person in the office, it kind of spoils

mweryholy.

{i: what imhikits & compamy from
groveing T

L ol the thimes thal keepd a oo
pany from growing s when your staff
dae=n't think that the management is
warking as hard or as amant = thesy are.
Weve dways led by example. Were
st in, st oul

Thesy know that I'm out there sdlling
e cormgseny oonstantly, 1 ok about

120 company visitsa year to clients. |
make speeches. I'm out there publicizing
the company congtantly. They know that
I'm out thereworkingas hard as| can.

For business owners, when things start
going well, they start playing golf and they
start coming in lateand leavingearly. Your
staff noticesthose things, and they think,
'Wel, why am | working so hard if they're
not wilingtowork so hard?

| never ask them todosomethingthat I'm
not willing to do.

HOW TO REACH: Burnett Staffing Specialists, www.bumnettps com
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