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Scott Hoss is a licensed attorney (recovering from civil 
litigation and business law).  Currently, Scott is a 
commercial real estate broker and property manager for 
Paramark Real Estate Services. He also is a small 
business owner and commercial property owner. He has 
degrees in Economics and Political Science from Gustavus 
Adolphus College. shoss@paramark.us  |  (507) 226-1021

COMMERCIAL REAL ESTATE BROKER

mailto:shoss@paramark.us


Rick Indrelie is a Consultant with the Minnesota Small 
Business Development Center (SBDC) of Rochester. He 
provides confidential consulting to help clients identify, 
understand and overcome the challenges of running a 
successful business. Additionally, he packages SBA loans 
for his clients and financial institutions. 

rick.indrelie@rctc.edu  |  (507) 280-5503

SMALL BUSINESS CONSULTANT



WHAT IS A BUSINESS CONTINUITY PLAN?

1. Business continuity planning is the process of creating a system of 
prevention and recovery from threats to a company. The plan 
ensures that personnel and assets are protected and are able to 
function quickly in the event of a disaster.

2. Survival and recovery.

3. The new economy - current and future.  



WHAT ARE THE THREATS TO YOUR BUSINESS?

● Government Orders - 51 Orders since 3/13/20 

● Employee Health and Availability

● Reluctant Customers

● Supply Chain Issues - What business do you rely on?  

● Additional Shut Downs

● Cash, Revenue, Debt….

● Other?  Every Business and Industry is Unique

https://mn.gov/governor/news/executiveorders.jsp


ABSTRACT CHECKLIST  (INNOVATE)

● Investigate
● Innovate
● Communicate
● Innovate
● Negotiate
● Innovate
● Execute
● Repeat



FLOWCHART: MIT SLOAN MANAGEMENT REVIEW



BUSINESS IMPACT ANALYSIS & PLAN

1. Determine what the new economy means to you now.
In 3, 6, 12, 24 months.

2. Revenue

3. Expenses

4. Cashflow

5. Resources (human resources and other)





COVID-19 Preparedness Plan template and instructions

http://www.dli.mn.gov/sites/default/files/pdf/COVID_19_business_plan_template.pdf


CREATING THE PLAN (INVESTIGATE)

1. Identify the goals and objectives of your business.
2. What resources do you have? (employees, products, services, cash, credit)
3. What resources do you need? (customers, cash, product)
4. Rank processes, roles, and resources in your business in level of priority 

and importance.
5. What is essential:

a. Priority A: Essential services or products.
b. Priority B: Services/products that can be suspended for a short period of time (voluntarily 

or otherwise)
c. Priority C: Products or services that can be suspended for an extended period of time. 



REVENUE: Who, What, When, Where & How

1. Current: What cash, inventory, or liquid assets are available?

2. Old Revenue: When and how can I replicate my prior revenue?

3. New Revenue
a. Sales (If so,  of what? to whom? when? and how much?)
b. Loans (SBA, PPP, EIDL, Banks, Family, OPM (Other People's Money))
c. Partnerships (Sale of shares, combination of product/services, other?)
d. Grants (Do I qualify for any? Keep it Local, Otto Bremer, RAF, other?)
e. Innovations (What does the world need now that I can provide?)



EXPENSES

What are my current expenses (what is necessary)?

1. Identify
2. Investigate (What do I really owe, to whom, when is it due, and can 

they collect?)
3. Prioritize (Needs vs. Wants. Timing.)
4. Negotiate (Everything is negotiable. Everything.)
5. What can be reduced, delayed, forgiven, moved, mortgaged, 

assigned, refinanced?



CASH FLOW ANALYSIS 
unsexy, but necessary

1. Budget monthly to mesh the income and expenses.
a. When will you run out of cash?
b. How do you avoid running out of cash?

2. If you can succeed, good for you. If you run out of cash, go back to 
Revenue and Expense slides and Innovate.

3. Share the Analysis and Plan with lenders, landlords, suppliers, 
partners.



EXECUTE THE PLAN

1. First, you (and your team) must believe in the plan.

2. Communicate and train staff on the plan and their role.

3. Share your plan with whomever you can (customers, suppliers, lender).

4. Update the plan (it will change).

5. Make someone accountable for the plan itself.

6. Measure success (on budget, staff morale, health and safety).



PITFALLS / OPPORTUNITIES

1. Business as usual is a huge risk, few are returning to the same world.

2. Failure to understand your new customer. What is important to them?

3. Failure to adapt/innovate/change quickly. Not all ideas will work.

4. Unrealistic expectations. Build it and they will come?

5. Personal guarantees and liabilities. Who really owes the debt?

6. Continuing without a plan for success, there is a time to stop/pivot.

7. What have you learned in the last 8 weeks?



RECAP OF CHECKLIST

1. Investigate & Strategize: Identify the impact COVID -19 has on your business.

2. Revenue: Find revenue sources

3. Expenses: Understand, reduce and forecast debt and expenses.

4. Cash Flow Analysis: Blend the revenue and expenses in a timeline. 

5. Formalize the Plan: Write it down, vet, share, test it.

6. Execute: Apply the resources.

7. Ask for Help



EXAMPLES & THOUGHTS

Pace Electronics

Chamberlain Concierge

Voca

Market Share  vs. Market to Share

Local, Regional, and National Food Production & Distribution



QUESTIONS?

SCOTT HOSS
shoss@paramark.us  |  (507) 226-1021

RICK INDRELIE
rick.indrelie@rctc.edu  |  (507) 280-5503
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