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As a part of Butler Street's mission to 

help companies and their people grow, 

our research division executed this 

Impact & Outlook survey to capture the 

impact of the COVID-19 crisis of 

businesses across two primary 

industries from CEOs, Owners and 

senior executives.



Survey Respondents

80 survey responses representing 75 distinct organizations were 
gathered from Presidents, Chief Executive Officers, Owners and Senior 
Executive leadership.  

55% of the companies represented are under $25M in annual 
revenue, 25% between $25M and $100M and the remaining 20% are 
over $100M.

Three quarters of the responses represent the Human Resources & 
Staffing industry while 21% represent the Print industry.

Company Size Industry

Role



Crisis Impact to Monthly Revenue

As of the end of April to mid-May 2020, monthly revenue has 

declined by 20-50% for nearly half of companies represented. 

80% have resulted with a decline of 10% or more.

Very few (6.5%) have experienced either no change or a slight 

increase as a result of the crisis.
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How has the COVID-19 crisis impacted your monthly revenue?



Revenue to Build Back Over Time
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37%
Average

60 Days

The Average and Median percentages denote the 

revenue anticipated to be built back over the next 30 

days, 60 days, 90 days, 6 month and 1 year.

The peaks illustrate the largest percentage of respondents 

for each timeframe.  The average revenue build back for 

the next 30 days is 26%, however most respondents 

believe only 10% of their monthly revenue will return in 

the first month. The Median result is 15%.

In 60 days peaks occur at the 15% and 50% marks.  In 90 

days, the peak, median and average fall within 2% 

variance with continued but slower growth for the 

remaining months.

Percent of Revenue Percent of Revenue Percent of Revenue
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What % of your business do you anticipate will build back over each of the timeframes listed?

30%
Median

26%
Average

30 Days

15%
Median

52%
Average

90 Days

50%
Median

85%
Average

1 Year

100%
Median

70%
Average

6 Months

75%
Median



2020 Forecast
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Roughly what % of your original budget for 2020 are you currently forecasting to achieve?

Almost half of the companies 

surveyed estimated to achieve only 

60-80% of their original 2020 budget.

While the smallest percentage, 8% are 

anticipating to meet or achieve 

(100%+) their original budget.
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Challenges
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Rank the following areas from 1-6 with 1 being the biggest present challenge for the organization.

Revenue retention and New client 
acquisition were ranked #1 and #2 
most frequently as the biggest present 
challenge for the organizations 
surveyed.

The scores for Employee engagement 
and Open receivables tied though the 
latter received more higher ranks than 
engagement which was more 
frequently ranked towards the bottom 
of the areas surveyed.

The least challenge of those provided 
was Employee retention.



Team Ratings
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How would you rate your team on each of the following?

Respondents rated their teams the lowest in 2 

key sales skills areas:

1. Securing new meetings

2. Selling virtually

Teams were rated highest for Leading through 

crisis and Collaborating virtually.



Team Accomplishments/Improvements
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Nearly 80% of respondents have 

improved systems or processes 

followed closely by developing 

strategies for the future.

More than half of respondents have 

also refined messaging, brainstormed 

new products or services, introduced 

new client-focused offering, generated 

new leads, and invested in 

professional development (eLearning 

and/or virtual training).

The fewest respondents performed 

competitive analysis (SWOT, financial 

segmentation), conducted customer 

interviews (either through VOC or 

NPS) and honed skills through internal 

practice and coaching.

What improvements has your team made or accomplished within the two prior months?



Top Strategic Initiatives
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Choose from the following and stack rank up to 3 strategic initiatives that are in progress or being planned.

With Cost savings 

initiatives coming in with 

the top score for either 

being in progress or 

planned, Training the sales 

team is the next highest 

ranked initiative.

While Staff reduction was 

the lowest ranked initiative, 

Hiring internally is also not 

a top initiative for 

respondents.



Brand Positioning/Client Messaging
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Considering your post COVID-19 brand positioning/client messaging, which stage best matches your current state?

At the time of the survey, half of the respondents noted that 

post COVID-19 brand positioning/client messaging was in 

progress, but less than 30% had it defined, scripted and 

implemented.

Very few (a total of 4.5% of respondents) had not defined 

post COVID-19 brand positioning/client messaging and 

either noted it was not an initiative or were looking for 

outside help.



Personal Development Investments
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What investments in your personal development in the last month have been the most impactful?

75% of respondents indicated Webinars
have been the most impactful personal 
development investments made in the prior 
month.

Virtual learning and Online learning 
investments were made by 47% and 41% 
respectively.  Books and Podcasts were 
noted by fewest number of respondents. 

From those that chose Other, a majority 
cited Peer Groups (exchange group, CEO 
groups, speaking with other CEO’s, Vistage 
membership) as personal development 
investments along with other news sources



www.butlerstreet.com

About

Butler Street
Butler Street is a management consulting, training and research 

firm comprised of knowledge sharing, experienced C-Level 

executives who help companies achieve lasting results in the two 

most challenging areas they face: Client Development and Talent 

Development. 

We combine the diagnostic capability of a consulting firm with 

customized training content that is designed to be woven into 

the fabric of your company. Our clients average four times 

industry growth through building great client relationships and 

creating high performing leaders and teams. Most importantly, 

Butler Street’s approach is designed to advance your client 

relationships, improve your team’s decision making, provide 

actionable insights and deliver measurable results.

Survey
This Impact & Outlook Survey: Build Back Better 2020 was 

distributed on April 23, 2020 and closed on May 18, 2020.


