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Ohio TMA News

Cost Cutting in an Age of Uncertainty
By Maria Dean and Richard Hojnacki,

Inglewood Associates

Since 2008, bankruptcy filings have risen and unemployment levels are at a 30-year high.  
Mortgage foreclosures have set record levels while new and existing home sales have 
plummeted. A recent OpinionDynamics poll* stunned most readers with its finding that 
79% of respondents indicated that they fear an overall collapse of our economy. Certain-
ly, most observers would agree that we are living in uncertain times, and this has imped-
ed the return of consumer spending.  When sales fell in 2008 and 2009, most businesses 
cut costs to stay afloat.  But just cutting costs is not enough.   

Dealing with the uncertain economy will take discipline, time, new ideas and patience.  
Managers and business owners must adapt, anticipate, and prepare for an ultimate turn-
around. 

Revenue Enhancement
Of course, without sales, there is no business.  Managers must review the cuts they have 
made in sales generation areas including the sales force, marketing, advertising and even 
R&D expenses to make sure that costs that were cut to the bone are not through the 
bone.  Management should place renewed emphasis on sales and customer relationships 
to generate the cash flow necessary to survive.  
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Inglewood Associates, LLC is a Cleveland, Ohio-based turnaround and crisis manage-
ment consulting firm with depth and experience dealing with receiverships, bankruptcy, 
operational turnaround, interim management and real estate restructuring and sale. 
Utilizing a very senior, but low-overhead business model, our team provides our clients 
time-proven, practical solutions in a very cost-effective fashion, effectively providing a 
national firm level of expertise at a cost less than many regional firms.

A Note from this 
month’s Featured 
Sponsor

President’s Report by Nancy Terrill
Dear Ohio TMA members and friends,

Our March TMA program included a Bank Workout Panel featuring Sharon Rader, Senior 
Vice President/Market Manager of PNC’s Asset Resolution Team, Tom Goodwin from 
distressed loan sale facilitator DebtX, and John Hecker, Senior Vice President and Business 
Banking team leader in the Asset Recovery Group at Keybank. They updated us on 
current bank loan workout trends.  Tom provided excellent insights regarding the markets 
in general, including the commercial real estate portfolios.  Sharon and John provided 
insights from their own bank’s respective portfolios.  Like many presentations regarding 
the economy, the panel had differing views of the relative strengths and challenges facing 
the economy, but all agreed that we are not likely to see a robust economy in the coming 
year.  The panel members also observed that some financial institutions are sending mixed 
messages to their workout teams, so the lenders’ strategies in workouts are not consistent 
or predictable in some institutions.  We especially want to thank John, who agreed on 
short notice to sit in for his Keybank colleague, Michael Lugli, who was called away at the 
last minute on bank business.

Recently many of us have read about the former AmTrust’s takeover by the FDIC and 
wondered exactly how the FDIC manages bank takeovers.  Our program in April is 
designed to answer those questions.  Our panelists include Jean Robertson, partner 
in the business restructuring and bankruptcy practice at Calfee, Halter & Griswold LLP, 
G. Christopher Meyer, partner in the bankruptcy and restructuring practice at Squire, 
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Sanders & Dempsey LLP, and Joseph F. Hutchinson, Jr., partner in the  bankruptcy, 
restructuring and creditors’ rights practice at  Baker Hostetler LLP.  All three are active in 
the AmTrust/Ohio Savings case and, while they are unable to speak directly about that 
case, they have gained valuable insight regarding the issues and challenges presented 
when a bank fails, and just how the FDIC and others approach these challenges.  We 
anticipate a great deal of insight about the FDIC’s activities regarding bank failures from 
this valuable program.

In May, our program will feature Carol Doeringer from FinStrata (http://www.finstrata.
com).  FinStrata is the most comprehensive source of performance and condition rankings 
of U.S. banking companies.  They retrieve, analyze and integrate financial information for 
the 1,500 largest U.S. banking companies, applying a range of analytical factors covering 
the key dimensions of asset quality, capital adequacy, liquidity, and profitability.  They rank 
banks from strongest to weakest both overall and within each key analytical dimension. 
FinStrata’s top-to-bottom rankings show you how the banks are performing relative to 
each other in their shared, very tough economic environment.  Based on her experience 
working with this data, she has excellent insights into the U.S. banking system to share 
with us, including which banks are at the highest risk of failure in our own back yard and 
across the country.  

Also in May, the Ohio TMA is teaming up with the Cleveland Metropolitan Bar 
Association for the 2010 William J. O’Neill Regional Bankruptcy Institute, which will be 
held May 12-13 at the Marriott at Key Tower (see link on LinkedIn for list of attendees).  
The Ohio TMA will be sponsoring the evening party on May 12th at Pickwick & Frolic, a 
highly anticipated evening networking event.  In addition, TMA members will be able 
to attend the bankruptcy institute and at member rates, a great savings for an excellent 
education program for our members.  More details will follow, but we hope to see 
everyone there!

Our June program will be more pure networking fun in a joint Shoreby event with the Ohio 
ACG chapter.  The Shoreby, for those of you who have not attended in the past, is a fa-
vorite networking venue, with beautiful summer views of Lake Erie and excellent food and 
refreshments.  Pray for good weather because this event will draw a nice-sized crowd! 

July brings our annual golf outing at the Mayfield Country Club, which is always anticipated 
for the great golfing as well as the awards program at the follow-up dinner.  Our golf pro-
gram has been run by Drew Parobek’s committee for years, and we continue to appreciate 
the hard work they put into running the great annual event.

Last year we had a featured event with author Amity Shlaes coming to Cleveland.  That was 
such a success that we are repeating the event in September, this time with Charles Gaspa-
rino, New York Times best-selling author.   Mr. Gasparino became a senior correspondent 
for the Fox Business Network in February 2010, where he reports on major developments 
in the world of finance and politics. Prior to that he was a combative but well-respected 
correspondent on CNBC and also worked at the Wall Street Journal.  Mr. Gasparino’s most 
recent book, The Sellout: How Wall Street Greed and Stupidity Destroyed America’s Domi-
nance of the Global Financial System, is an interesting look at how we, as a country, got 
into the financial mess that we’re in.  Check your calendar so you don’t miss this marquee 
Ohio TMA event.  

See you there,

Best regards, 

Nancy Terrill, president of Ohio TMA  

nterrill@ingw.com

(440) 477-4781
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2010 Meeting Schedule* 
 
April 28 – FDIC Take Overs
■     In the movie classic, It’s a Wonderful Life, worries about the stability of George Bai-

ley’s Building and Loan caused widespread panic and a near run on the bank. How 
is it that today we as a nation are able to absorb many bank failures with seemingly 
no detrimental effect? Join our panel of experts for an entertaining and informative 
discussion of the “then and now” of the FDIC, its origins, evolution and key role in 
the recent wave of bank failures. Our experts will also provide a behind-the-scenes 
look at what happens when a bank fails, including the practical realities that must be 
dealt with and the follow on business matters often encountered by the banks’ various 
constituencies

■     Panelists: 
G. Christopher Meyer, Squire Sanders & Dempsey 
Jean Robertson, Calfee Halter & Griswold 
Joseph Hutchinson Jr., Baker Hostetler 

5:30-8:00 p.m. 
Wyndham Cleveland, 1260 Euclid Avenue, Cleveland, OH 44115     

May 12 –  Ohio TMA Sponsored reception for the 2010 William J. O’Neill Great Lakes Re-
gional Bankruptcy Institute Pickwick & Frolic 5:30pm. 2035 East Fourth Street. 
Cleveland.

 You can register online here:  
http://www.clemetrobar.org/pv/Core/Events/eventdetails.aspx?iKey=S09BANKL

May 20 –  Insightful Review of the US Banking System from Carol Doeringer of FinStrata 
(Luncheon)

FinStrata is the most comprehensive source of performance and condition rankings of 
US banking companies.  They retrieve, analyze and integrate financial information for the 
1500 largest US banking companies, applying a range of analytical factors covering the 
key dimensions of asset quality, capital adequacy, liquidity, and profitability.  They rank 
banks from strongest to weakest both overall and within each key analytical dimension. 
FinStrata top-to-bottom rankings show you how the banks are performing relative to 
each other in their shared, very tough economic environment.  Based on her experience 
working with this data, she has excellent insights into the US banking system to share 
with us, including which banks is at most risk of failure in our own back yard and across 
the country. 

Wyndham Cleveland, 1260 Euclid Avenue, Cleveland, OH 44115  
11:30 – 12 networking, 12 – 1:30 lunch and program

June 15 –  Shoreby Networking Event with Ohio ACG (Evening) 5:30-8:30 
Our annual networking event co-sponsored by the ACG at the luxurious 
Shoreby Club. The club is located at 40 Shoreby Drive, Bratenahl, OH.

July 19 – Golf Outing, Mayfield Country Club (All-day)

September 30 –  Appearance by Charles Gasparino, author of the New York Times best-
seller, The Sellout: How Wall Street Greed and Stupidity Destroyed 
America’s Dominance of the Global Financial System. He is an award-
winning business journalist, on-air editor for CNBC, a columnist for the 
Daily Beast and the New York Post, and a freelance writer for Forbes 
and other publications. He previously wrote for Newsweek and the Wall 
Street Journal.

Opening reception at 5:30, talk begins at 6:15, and coffee & cake with book signing to 
follow.

October 28 – Joint Event with the IWRC (Evening)

November –  Education Program Sponsored by the Cleveland Bar Association (Luncheon)

December 16 – Holiday Party (Evening)

*Event dates and locations are subject to change 
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Business owners should ask themselves: Are you being aggressive enough in your pricing or in passing along increased 
commodity costs?  Have you built a business case to increase your pricing or at least avoid downward pressures on your 
prices?  Have you considered cross-selling opportunities and/or add-on sales or services? What business alliances are avail-
able that will enhance sales opportunities?  

Operating Costs
Regarding operating costs, a return to the start-up mentality may be the prescription for today.   As companies age, ex-
penditures that would have been considered luxuries in the early going seem to become nice-to-haves and then ultimately 
become necessities.  By remembering what you did before, when cash was limited, you can identify those items which 
today everyone considers necessities, but in reality are luxuries. 

Examine the operation for excess layers of supervision and remove those that do not add value.  Empower your people to 
provide you with improvements and/or suggest opportunities to reduce costs; after all, many heads are better than one.  
Evaluate every line of business, every facility, every production line, every customer to ensure that they are profitable.  If 
not profitable, drop and/or close the unprofitable segment or renegotiate the terms with the customer.  Put measuring 
methodologies in place to ensure that you are properly managing your cost structure.

Overall, cost containment requires us to change our way of thinking.  There is no such thing as something too small to 
save money on – as long as it does not require a disproportionate amount of effort.  For example, cancel magazine sub-
scriptions, buy less expensive office supplies, stop buying hand lotion or air fresheners for the bathroom, cancel the plant 
service, etc.   Do not use a supply service if it is cheaper to send someone to the discount store to buy the items, or to buy 
online.  

Evaluate all “pass-through” or “hidden” charges.  You may have carefully negotiated the base selling price of what you 
have bought, but did you look at the charges that were tacked on top of that base price?  For example, if a supplier can 
pass through the full cost of shipping, what motivation does the supplier have to seek the most cost-effective shipping 
method?

Personnel costs are the largest element in the cost structure of most businesses.  Make sure that you have “right-sized” 
your workforce to the level of revenues the new market now produces.  How you do this is as important as when you do 

Feature Article (continued)
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Join us for the 
14th Annual TMA 

Golf Outing

When:
Monday, July 19, 2010

Where:
Mayfield Country Club

1545 Sheridan Rd.
Cleveland, OH 44121

Please plan on joining us for a day of golf, 

networking, camaraderie and fun!  

For information on the outing and sponsorship 
opportunities, contact:

Drew Parobek  -  216.479.6162
or Mark Hanak  -  216.344.6936

Mark your calendars!
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this.  Laying people off proportionately or downsizing the work week evenly across the board may feel like the right thing 
to do.  But ask yourself: When the chips are down, who do you want to have your back?  Those are the people you want to 
protect and preserve.  These people are the doers, the ones who know your products, customers, vendors. The ones who 
maintain relationships, manage costs, and understand your shared goals. 

When these tough choices have been made, it is critical that the remaining employees are motivated and efficient. There-
fore, focus on rebuilding the morale of the remaining team.  Now may also be the best time to realign bonuses and to 
reward folks who successfully reach the company’s goals, including cost reductions in the form of shared savings rewards.  

Actively manage your human resource expenses by evaluating your existing policies and plans in the context of new regu-
lations and new market rates.  Review coverage levels with your insurance and other benefits brokers.  Levels and quality 
of service and efficiency vary widely among brokers, benefits and financial service providers.  Choose wisely, and review 
performance often. Now is the time to seek new bids from multiple suppliers on as many products and services as pos-
sible.  If the bidder knows that they are the only one bidding, human nature will cause them to craft the bid more to their 
favor and less to yours.  Always be on the lookout for legacy expenditures.  We have found companies paying insurance on 
cars that they no longer owned, paying for telephone lines and cell phones that they no longer used, and paying software-
maintenance fees for software that they had not yet installed or perhaps no longer had. 

Wherever possible, benchmark your cost structure against cost indices or the cost structure of others.  If you do not know 
how what you are paying compares to what others are paying, then you are probably paying too much.  Consider that ex-
tended warranty protection is the most profitable portion of your suppliers’ businesses.  Do not buy extended warranties 
unless absolutely necessary. 

As market pressures increase and cash flow tightens, you must prioritize all spending – over and over again.  If you have 
only $1.00 to spend, where would you spend it?  Once you have paid that bill, start over.  Perhaps you may consider 
spending only as much as you have taken in as receipts that day.  Very carefully consider whether you really need to go to 
that trade show or run that ad.  Consider alternative marketing efforts or, more importantly, focus simply on selling efforts.  
Ask of each process, “Does this process add value for the customers, employees or shareholders?”  If not, eliminate it. 

Feature Article (continued)

Continues...(Feature Article, p. 6)



Northern Ohio TMA News page 6

Asset Utilization 
Especially when revenues decline, non-core operations often result in underutilized assets as well as personnel.   Carefully 
evaluate your core operations vs. non-core operations and then consider outsourcing the non-core operations.  If there are 
non-core operations that require capital and personnel, there may be an outside company that can do a better job, more 
efficiently and at lower cost than your company can.  Further, do not spend your cherished cash on something that will not 
have long-term utilization.  

Identify all non-functioning and/or unused assets and sell them – including intangible assets.  Consider what you would do 
if you were in a sinking hot air balloon; you would toss out everything that you could to keep afloat.  Think Craigslist or 
eBay, or you may choose to list items in your local paper.  However you choose to do it, convert your unused assets into 
cash.

Working Capital
What have you done to manage and reduce working capital costs?  Without running the risk of closing down the opera-
tions, work down your inventories and aggressively re-evaluate the minimum re-order levels.  Only restock what you know 
you will sell, and in the quantities that will move quickly.  Efficiency is king in this tight environment.  Realize that some 
bulk-buy discounts may have to be foregone in order to preserve cash flow.  On the other hand, consider bulk buys and re-
quest discounts when the bulk order can be used in a short time period.  Specifically, concentrate purchases to one vendor 
in order to obtain better pricing. 

Finally, examine a shortened shipment-to-collection cycle through quicker invoicing and/or quicker collection.  Many of 
your customers have also experienced tight cash and they are stretching your receivables.  Dedicate yourself to monitoring 
receivables and take action early if receivable quality deteriorates.

Prepare for the Future
Finally, prepare for the future because when sales do return you will need cash to fund this growth.  Your results of opera-
tions during these troubled times might not support any new external funding and you may face failure after staying afloat 
during the downturn.  Just cutting costs to get through the downturn is not enough.

Thomas Edison once stated quite simply, “There is a better way – find it!”  Doing something because “that is the way we 
have always done it” is not going to cut it in today’s market.  Evaluate every operation and ask yourself: “Why we are do-
ing it this way?” Invest in the morale of the remaining team.  And conserve cash by re-evaluating all areas of spending and 
actively managing asset utilization and working capital.

These are incredibly challenging times with long-standing companies disappearing on an almost daily basis.  However, if 
you wring every excess dollar out of your operations, you might not only get through these tough days, you may also be 
well positioned to enjoy the return of sales growth and profits in a less crowded marketplace. 

* http://www.foxnews.com/politics/2010/03/23/fox-news-poll-say-economy-collapse/
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Shoreby Club
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