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1. Introduction

Building a successful business isn’t just about working hard day-to-day - it's about
knowing where you're headed and how to get there. That's where business strategy
comes in. Especially for small and medium-sized business (SMB) founders, a clear
strategy acts as a roadmap that guides your decisions, from how you attract
customers to how you allocate resources. In fact, lack of planning is a leading reason
many small businesses fail. Rather than winging it or just reacting to daily challenges,
having a well-defined business strategy helps you steer your company toward long-
term success. This article will explore what business strategy is, why it’s valuable,
where companies often go wrong with strategy (and how to avoid those pitfalls), and
how a solid strategy influences every part of your organization - from sales and
marketing to HR and customer service. Let’s dive in and set you on a strategic path to
growth.

2. What Is Business Strategy?

In simple terms, business strategy is a plan of action for achieving a particular
business goal. It defines the direction you want your company to go and outlines how
you will get there. A helpful definition from Harvard Business School is that a business
strategy is “a framework that helps define an organization’s vision, objectives, and
tactical decision-making processes”. In other words, it's a cohesive game plan that
connects your high-level vision (where you want to be in the future) with the practical
steps and resource allocations needed to reach that vision.

A business strategy is not the same as a detailed business plan or a to-do list of daily
operations. Instead, think of it as a roadmap or compass. It guides big-picture
decisions like which markets to target, what products or services to focus on, how to
differentiate from competitors, and how to allocate budget and personnel. A good
strategy provides clarity on how the business will create value for customers and
compete effectively in the marketplace. It also ensures that all team members, from
founders to new employees, understand the company’s direction and their role in
achieving its goals.

For example, imagine you run a local bakery. Your vision might be to become the go-
to bakery in your city for organic, gourmet breads. Your business strategy would
outline how to get there — perhaps by emphasizing unique recipes, sourcing high-
quality local ingredients, targeting health-conscious customers, and offering baking
classes to build community loyalty. This strategy sets a clear direction (being the top
organic bakery) and guides decisions (like what products to offer, how to market, and
where to invest resources) so that every part of the bakery is working toward the
same goal.
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3. The Value of Business Strategy for SMBs

Why invest time in crafting a business strategy, especially if you're a busy SMB owner
juggling many tasks? The truth is that a well-thought-out strategy can be a game-
changer for your business. Here are some key benefits and reasons a business strategy
is extremely valuable:

e Clear Direction and Better Decision-Making: A strategy provides clarity on what
you're trying to achieve, which makes everyday decision-making much easier. When
you know your long-term goal and plan, you can evaluate choices based on whether
they move you closer to your goal or not. This prevents wasted time on distractions.
As Investopedia notes, strategic planning leads to improved decision-making because
everyone understands the company’s priorities. Instead of reacting impulsively to
every issue, you and your team can ask, “Does this action serve our strategy?” and
stay focused on what truly matters.

e Efficient Use of Resources: Small businesses have limited time, money, and people.
A good strategy helps ensure you use those resources wisely. By knowing your target
market and key objectives, you can allocate budgets and effort to the most impactful
activities. This means less waste on projects that don't fit your core plan. In fact, one
key benefit of strategic planning is enhanced resource allocation — making sure funds
and personnel are invested in the right initiatives. For an SMB, this might mean
focusing marketing dollars on a specific customer segment that aligns with your niche
strategy, rather than spreading yourself too thin.

e Alignment and Team Cohesion: When everyone in your company understands the
strategy, it gets all team members on the same page. Your employees, partners, and
even investors can rally around a common vision. This alignment boosts efficiency
and morale - people know how their work contributes to the big picture. A strong
strategy “creates clarity and builds consensus” among stakeholders, as one small
business guide explains. In practice, this could involve sharing your mission and
strategic goals with your team regularly, so that even a new hire knows the
company'’s priorities and can make decisions that fit. A well-aligned business means
each employee is aware of the goals and how their decisions affect the business,
which empowers them to act without always waiting for approval. The result is often
faster execution and a more autonomous, motivated team.

e Competitive Advantage: Developing a unique strategy can set your business apart
from competitors. In crowded markets, it's not enough to simply “work hard” - you
need a way to differentiate your company. A strategy pushes you to identify what you
can do better or differently than others. For example, your strategy might be to offer
an exclusive service or superior product quality that competitors can’t easily match,
or to serve a niche market that others overlook. By doing so, you create a sustainable
competitive advantage. One case in point: in its early days, Southwest Airlines’
strategy was to make flying so affordable and convenient that travellers would choose
it over buses. To execute this, Southwest did things very differently (using a single
type of airplane to reduce costs, no frills like meals, quick turnarounds, etc.), which
competitors found hard to copy. This strategic differentiation helped Southwest, a
once-small company, build tremendous value and outpace larger airlines. The lesson
for SMBs is that the right strategy can carve out your unique space in the market.
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e Long-Term Vision and Adaptability: A business strategy forces you to think long-
term, beyond the day-to-day fires. This vision is crucial for sustainability. It doesn’t
mean your plan never changes - on the contrary, part of strategic planning is about
anticipating changes in the environment and being ready to adapt. Companies with no
strategy often find themselves scrambling when markets shift. Those with a strategy
have already thought about “what if” scenarios. They manage risk better and seize
opportunities faster. For instance, if your strategy includes keeping an eye on
technology trends in your industry, you're more likely to adapt early to online sales,
automation, or other changes, whereas a business with no strategy might be caught
off guard. In short, having a strategy helps your small business stay proactive instead
of reactive, which is vital in a changing world.

In summary, a solid business strategy gives an SMB the benefits of focus, efficient
resource use, a united team, an edge over competitors, and better preparation for the
future. It's like having a guiding star — you'll navigate your business with more
confidence and purpose, increasing your odds of success.

4. Where Businesses Fail in Creating a Strategy

e Lack of Clear Goals or Vision: A strategic plan is useless if you're not crystal clear
about what you want to achieve. Vague or fuzzy goals lead to confusion.
Organizations often falter because of this “pervasive fog” where the destination isn’t
well-defined. For example, saying “we want to grow” is too vague - how much
growth? in what market? over what period? Without specific objectives, your team
can’t align or measure progress. A lack of clarity in the vision can leave employees
unsure how their efforts connect to the strategy. To avoid this, take the time to define
clear, measurable goals and communicate them. Everyone involved should understand
exactly what success looks like.

e Overly Ambitious or Unrealistic Plans: Another common mistake is creating a
grand strategy that sounds good on paper but is not feasible in reality. Small
businesses sometimes draft elaborate multi-year strategic plans copied from big
corporations, only to find they don’t have the resources or bandwidth to execute them
. As one expert noted, assuming that a traditional long-term strategic planning
approach will work unchanged for a small business is “fundamentally wrong” if it
results in a plan that’s too costly or complex to implement. In other cases,
entrepreneurs might set targets that are unrealistically high (“triple our revenue in
one year without extra funding”) or pursue too many initiatives at once. The cure
here is to ground your strategy in reality: know your constraints, start with a focused
approach, and don't bite off more than you can chew. A simpler, well-executed
strategy beats a grand plan that never leaves the paper.

e Poor Execution and Follow-Through: Even a brilliant strategy will fail if it’s not
executed properly. In fact, studies have found that the majority of organizations fail
to execute their strategy effectively (one report famously noted 9 out of 10
organizations fail to execute their strategy as intended). Execution can falter for
various reasons - lack of internal alignment, no accountability, or inadequate project
management. If team members don’t understand their roles in the strategy or if
leadership isn’t fully committed to driving the plan, things fall apart quickly.
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For instance, if your strategy is to improve customer service to retain clients, but you
never train your staff or update your processes, the initiative will flop. To overcome
poor execution, ensure you break the strategy into actionable steps, assign clear
responsibilities, and regularly monitor progress. Make strategy a living process, not a
one-time document that collects dust. It's wise to set up checkpoints (e.g. monthly or
quarterly reviews) to track how you’re doing and adjust as needed.

e Failure to Adapt (Resistance to Change): Crafting a strategy often means
deciding to do some things differently — entering a new market, changing your
pricing, adopting new tools, etc. However, humans are creatures of habit, and both
leaders and employees can resist change. Strategic initiatives can fail if the team
clings to the old ways of doing business. In larger companies, corporate culture can
be a barrier; in small businesses, even a tight-knit team might be reluctant to
overhaul comfortable routines. This resistance to change is a “formidable adversary”
in executing strategy. For example, you might decide to pivot to an online sales
strategy, but your staff resists learning the new e-commerce platform. Overcoming
this requires change management: involve your team in the planning process so they
understand why the change is needed, communicate clearly, and possibly implement
changes gradually. Leadership must champion the change and address concerns
head-on. Remember, a strategy isn’t set in stone - it should be revisited and revised
as conditions evolve. Avoid the pitfall of sticking slavishly to an outdated plan. The
business environment can change rapidly (new competitors, economic shifts, etc.), so
a strategy must be a living document. Make it a habit to revisit and adjust your
strategy periodically rather than seeing it as a one-and-done exercise.

e Insufficient Market Research and Intelligence: A strategy based on incorrect
assumptions or poor understanding of your market is destined to fail. Some
businesses draft a strategy in a vacuum - without thoroughly studying customer
needs, competitor moves, or industry trends. This can lead to pursuing the wrong
opportunity or misidentifying what makes your product valuable. Smart strategy
requires good market intelligence, which successful entrepreneurs instinctively
prioritize. If you skip this step, you might invest in launching a product that
customers don't actually want or set a price point that’s way off the mark. To avoid
this, do your homework: conduct customer surveys, analyze competitors, and gather
data to inform your strategic choices. A great strategy is rooted in reality - it
addresses a real customer problem with a solution that you can competitively deliver.

e Not Aligning Team and Leadership: Sometimes a strategy fails simply because the
people responsible for executing it aren’t on board or prepared. If the business owner
creates the strategy alone and doesn’t involve key team members or gets no buy-in,
the plan may end up as just the “owner’s idea” with little support. Small companies
often have limited leadership bench strength, but it’s still crucial to get input and buy-
in from those who will implement the plan. Additionally, having the wrong people in
leadership positions can derail strategic efforts . For example, if your strategy is to
innovate and launch new products, but your team leaders are all extremely risk-
averse or stuck in “business-as-usual” thinking, they might inadvertently sabotage
new initiatives. The solution is to involve your team early — solicit their ideas during
strategic planning and ensure they understand their roles once the plan is set. It
might also involve training or hiring to fill skill gaps (if, say, your strategy involves
digital marketing and no one on your team has that expertise, you may need to
acquire it).
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These pitfalls highlight that creating a winning strategy isn’t just about writing down a
vision - it's about making sure the vision is clear, realistic, and supported by your
organization. Avoid “strategy in name only” - a strategy that sounds good but isn’t
executed. By being aware of these common failures (unclear goals, unrealistic plans,
poor execution, inflexibility, lack of research, and misaligned teams), you can craft a
strategy for your SMB that is both actionable and adaptable, greatly improving your
chances of success.

5. Examples of Business Strategy in Action

Discussing theory is useful, but it helps to see concrete examples of business strategy to
understand how it can be applied. Let’s look at a couple of scenarios - one from a well-
known company and another in a small-business context - to illustrate what a good
strategy looks like and how it guides decisions:

One famous example of a bold business strategy is Tesla’s approach to entering the
automotive market. When Tesla was a young startup, instead of immediately trying to
mass-produce a cheap electric car for everyone, they took a different route. Tesla’s long-
term strategic goal was to become the world’s biggest car company by volume,
competing in the mainstream market. But they knew they couldn’t achieve that
overnight. So, their strategy was to “play the long game”: start by building high-end
electric sports cars (like the Roadster and later the Model S) to establish the brand and
fund R&D, then gradually move to more affordable models. This was counter-intuitive to
the typical startup advice of launching a minimal product at a low price. Yet, by
beginning upscale, Tesla created buzz, proved that electric cars could be desirable, and
generated revenue which they reinvested in battery technology and manufacturing
capacity. With each step (Model S, then Model 3, etc.), they brought the price down and
expanded their market. This strategic sequence - high-end to mass-market - was
deliberate and allowed Tesla to survive and grow in a capital-intensive industry. The
payoff is evident: today, Tesla is a leader in electric vehicles, and it didn’t get there by
accident, but through a carefully phased strategy. For SMB founders, the Tesla story
shows the importance of aligning your product roadmap with your long-term vision. It’s
about making deliberate choices: Tesla chose not to chase short-term volume at the
expense of building a strong foundation.

Another example to consider is Southwest Airlines, which actually began as a scrappy
small business (just three planes in 1971) and grew into a major airline by sticking to a
clear strategy. Southwest’s original business plan covered the basics of starting an
airline, but its strategy was what really set it apart. The core strategic idea was to make
flying accessible and affordable, almost like taking a bus. To execute this, Southwest
focused on short, frequent flights with quick turnarounds, used a single type of aircraft
to minimize maintenance and training costs, and did away with extras like assigned
seating or in-flight meals. These choices all aligned with the strategy of low-cost,
convenient air travel. The result was that Southwest could offer fares so low that it
attracted a whole new segment of travellers (people who might otherwise take a car or
bus). This strategy also required saying “no” to certain things - for instance, no costly
hub-and-spoke network or international routes in early years — which kept the operation
simple and efficient. For small business owners, the Southwest example underlines a key
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point: strategy is as much about choosing what not to do as it is about choosing what to
do. By clearly deciding to be the affordable, no-frills option, Southwest aligned every
part of its business to that goal and created a competitive advantage that big airlines
struggled to match. The take-home message: identify your unique value proposition and
orient your business around it relentlessly.

Finally, imagine a more local example: say you run a boutique coffee shop in a town
filled with big chain coffeehouses. You decide your business strategy will be to target
coffee aficionados looking for an artisanal experience. This means your shop won't try to
compete with the chains on price or speed. Instead, your strategy is differentiation -
perhaps you source rare single-origin beans, roast them in-house, and create a cozy
atmosphere for coffee education and tasting events. How does this strategy get applied?
It will guide your marketing (you’ll advertise in foodie magazines or local farmer’s
markets rather than blasting generic discount coupons), your product decisions (curating
a unique coffee menu, maybe offering home brewing classes), and even your customer
service (staff are trained to spend time chatting with customers about coffee). You might
not sell as many $1 drip coffees as the convenience-oriented shop down the street, but
the customers you do attract will be willing to pay a premium for the experience. Over
time, if executed well, this strategy can earn your shop a loyal following and strong
reputation that the generic competition can’t touch. This hypothetical illustrates that
even for a very small business, having a strategy gives you a guiding framework. It
ensures consistency in how you operate and helps you build a brand that stands out in
the minds of customers.

In all these examples, the common thread is strategic clarity. Whether it’s Tesla focusing
on a long-term sequence, Southwest sticking to low-cost simplicity, or a local cafe
differentiating on quality, the companies had a clear vision of how they would win, and
they aligned their actions with that vision. The examples also show that strategy involves
trade-offs — choosing a path and not pursuing conflicting approaches. As a founder, once
you define your strategic approach, it becomes much easier to make decisions and to
explain to your team and customers what your business is all about.

6. Impact of Business Strategy Across the
Organization

A well-crafted business strategy doesn’t sit in a vacuum - it affects every part of your
business. When you change or implement a strategy, it will cascade through various
departments and functions. For SMB founders, thinking through these impacts ensures
that your whole organization is moving in sync with the strategy. Let’s discuss how a
clear business strategy will influence key areas of your company:

e Client Acquisition: This refers to how you attract and gain new customers. Your
strategy will define who your target customers are and how you plan to reach them.
For example, if your strategy is to focus on premium, high-value clients, your client
acquisition efforts will be targeted and personalized - perhaps through relationship
marketing, networking, and referrals. On the other hand, a strategy that aims for
broad market penetration would mean investing in wider advertising campaigns or
online lead generation. In short, strategy sets the priorities for marketing channels
and customer segments. It ensures that your customer acquisition tactics (whether
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SEO, social media, events, etc.) are aligned with your overall value proposition.
Without this alignment, you might waste money chasing the wrong leads. With a clear
strategy, however, you can answer questions like *"Who are our ideal customers?” and
“"What message will resonate with them?” - then focus your marketing budget on
those specifics.

e Sales: Your sales approach and processes should flow directly from your strategy. If
your business strategy emphasizes, say, quality and expertise over low price, then
your sales team will need to sell based on value, not discounts. This might involve
consultative selling techniques, educating the customer, and building trust.
Alternatively, if your strategy is about being the cost leader in your niche, your sales
pitch might stress affordability and ease. The strategy might also dictate the structure
of your sales team and goals: For instance, a strategy to expand into new geographic
markets means you might hire dedicated sales reps in those regions or find reseller
partners. A strategy focused on key account retention would shape your sales
incentives to reward customer satisfaction and repeat business. In essence, business
strategy guides what you sell, to whom, and how. It gives your sales team a clear
target and value proposition to stand behind. This clarity can be motivating -
salespeople do better when they know the “why” behind what they’re offering and can
confidently communicate how their product/service stands out.

e Marketing: Strategy and marketing are deeply intertwined. Marketing is the voice of
your strategy - it conveys your positioning to the world. Once you decide your
strategic positioning (e.g., innovative disruptor, friendly local provider, luxury brand,
etc.), marketing translates that into branding, messaging, and campaigns. For
example, if your strategy is innovation-driven, your marketing might highlight new
features and the cutting-edge nature of your offerings. If your strategy is customer
intimacy (building close relationships), your marketing might emphasize testimonials,
community involvement, and personal stories. The channels you choose (digital, print,
social media, partnerships) and the budget you allocate also tie back to strategy. A
small business with a niche strategy might do better with targeted online ads and
content marketing aimed at a specific community, whereas a broad strategy might
require mass marketing channels. Consistency is key: with a clear strategy, your
marketing department (or person - many SMBs have a very small marketing team)
will ensure that every advertisement, social media post, or brochure carries the same
core message and aligns with the company’s strategic goals. This consistency
strengthens your brand and helps attract the right customers efficiently.

e Customer Experience: How you service customers is also shaped by strategy. If
your strategy is to be known for superior service (perhaps as a way to differentiate),
then you will invest more in training your customer service staff, implementing
customer feedback loops, and maybe offering generous return policies or support
hours. Your strategy might dictate that every customer inquiry is answered within 1
hour, for instance, or that service reps have more authority to resolve issues without
manager approval - all because you’ve decided to compete on service excellence.
Conversely, if your strategy is low-cost leadership, you might opt for a leaner service
model (e.g., online self-service FAQs, no-frills support) to keep costs down - provided
it fits your customer expectations. An SMB founder should consider: what customer
experience do we want to be known for? That desired reputation, rooted in strategy,
will guide how your service or support team operates daily. Ultimately, a coherent
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strategy ensures that the promise you make to customers in your marketing and sales
process is actually delivered in the service phase. This keeps customers happy and
loyal, reinforcing the cycle of growth.

e Product Development & Delivery: Whether you offer a tangible product or a
service, your strategy will influence what you deliver to customers and how you do
so. For a product-based business, if your strategy is innovation, you'll likely have a
product development roadmap that prioritizes R&D and new features; you might
adopt agile methodologies to beat competitors to market. If your strategy is cost
leadership, your operations team will be obsessed with efficiency - finding ways to
reduce production costs, optimize supply chains, and perhaps simplifying the product
offerings to achieve economies of scale. For service businesses, strategy might
dictate the design of your service delivery process. For instance, a strategy built on
personalization means you'll tailor your services for each client (which might mean
investing in customer data systems or training staff in customized service delivery).
On the flip side, a volume-based strategy might standardize services to serve more
people quickly. Additionally, strategy can impact partnerships and suppliers: a
strategy that emphasizes quality might lead you to choose higher-end suppliers or
build in quality control steps; a strategy focusing on speed might prioritize suppliers
who can deliver fastest. In short, your operations, supply chain, and product/service
design choices should all support the key pillars of your strategy. This alignment is
what makes the strategy real - it's no good if strategy says “premium quality” but
your product team is using cheap materials or rushing out half-baked features.
Ensuring coherence between strategy and delivery keeps your promises credible.

e Human Resources (HR): People are the ones who execute strategy, so it’s only
natural that your strategy will shape HR decisions. If you've determined that your
competitive edge comes from, say, top-notch customer service, then hiring the right
people (friendly, empathetic, customer-oriented individuals) and training them
becomes a strategic priority. HR might adjust recruitment profiles to find candidates
who fit the company’s values and strategic needs. Strategy can also influence how
you structure teams and what you incentivize. A collaborative innovation strategy
may lead you to break down departmental silos and encourage cross-functional
teams. A strategy centered on operational efficiency might prompt you to establish
clear performance metrics for productivity and reward employees who find cost-
saving improvements. Even company culture initiatives tie back to strategy - e.g., if
your strategy relies on constant innovation, you’ll want to foster a culture that
encourages experimentation and tolerates failure, so HR might implement programs
to recognize creative ideas and not penalize well-intentioned mistakes. In a small
business, HR might not be a full department, but as a founder, you wear the HR hat in
deciding who joins your team and how to develop them. By keeping your strategy
front and center in those decisions, you build a workforce that’s capable of and
motivated to carry out the strategy. As business advisors often say, strategic
alignment between your team and your goals is crucial - when HR practices align with
strategy, it ensures everyone is “rowing in the same direction,” which improves
execution across the board.

e Other Departments: Virtually every function can be viewed through the lens of
strategy. For example, your finance department (even if that’s just you and an
accountant) will budget differently depending on strategic priorities — perhaps
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allocating more capital to marketing or to product development as dictated by the
plan. Finance also assesses investments or expenses by asking, “"Does this support
our strategic goal?” Similarly, if you have an IT department or tech role, they will
make technology decisions that align with strategy: a strategy focusing on data
analytics will spur IT to invest in good data infrastructure; a strategy emphasizing
online presence will make IT prioritize your website, e-commerce platform, or
cybersecurity for safe transactions. Even something like logistics or supply chain
management is guided by strategy - a business aiming for fast delivery will structure
its logistics for speed, whereas one aiming for cost savings will optimize for low cost,
possibly at the expense of speed. The key point is that strategy provides a unifying
direction for all these functions. It helps resolve trade-offs; for instance, if there’s a
conflict between minimizing cost and improving quality in operations, your
overarching strategy (whether it's cost leadership or quality focus) will dictate which
way to go. When all departments understand the strategy, their individual plans and
KPIs (key performance indicators) can be set accordingly, creating a cohesive effort.
Organizations that achieve this kind of alignment see better performance because
every part of the business is working harmoniously toward the same objectives.

In practice, ensuring your strategy’s impact is felt across the organization means
communicating and translating the strategy to each team. As the leader, you’ll want to
share the strategic vision with your employees and perhaps even write down how each
department contributes to it. When done well, this creates an environment where, for
example, a customer service rep and a marketing manager and a product engineer all
understand the company’s mission and strategy, and they make day-to-day choices that
reinforce each other. This alignment fuelled by strategy is what turns a small business
into a focused, effective unit rather than a bunch of separate silos. It's the difference
between everyone “doing their own thing” versus everyone working toward a common
goal. And as we discussed earlier, that kind of unity not only improves execution but also
builds a culture of accountability and trust — people see how their work matters to the
big picture, which is highly motivating.

7. Conclusion

Crafting and implementing a business strategy might sound like an intimidating task,
especially when you’re an SMB founder wearing many hats. However, as we’ve explored,
the payoff of strategic thinking is well worth the effort. A clear business strategy is
essentially your roadmap to success - it defines where you want to go and how every
part of your business can contribute to getting there. It helps you make better decisions
in the face of daily challenges, use your limited resources wisely, and rally your team
around common goals. It also helps you avoid common pitfalls that trip up many
businesses, such as unclear objectives, lack of execution, or resistance to change.

Think of strategy as the story of your business’s future. When you have that story well-
defined, you can communicate it to employees, investors, and customers in a way that
gets them excited and aligned. And remember, strategy isn’t a one-and-done deal - it's
okay (in fact, necessary) to revisit and tweak your strategy as your business and the
market evolve. The business landscape will always have uncertainties, but with a solid
strategy, you'll navigate them with a steady hand, rather than just drifting.
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In closing, whether you’re planning how to outshine a local competitor or plotting an
expansion to new markets, taking the time to develop a thoughtful business strategy is
one of the best investments you can make in your venture. It's the difference between
driving your business with purpose versus just reacting to events. So grab that
proverbial map, involve your team in the journey, and chart a course for your business
that leads to lasting success. As the saying goes, failing to plan is planning to fail — but
with a strong strategy in place, you're stacking the odds in favor of your success. Here’s
to your strategic growth and the exciting path ahead for your business!
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Thanks for downloading this

guide. So, what do you
do now?

If you are seriously considering improving your business and moving
up to the next level, it is time to get extra help.

ClerPath will help.

ClerPath is specifically designed to help founders and business owners.
Connect with us and you'll learn how to:

e Increase your revenue

e Decrease operational costs

e Identify new opportunities

e Leverage industry to help you scale and grow

e Build a resilient long-term business

Schedule A Consultation Today!

Visit: www.clerpath.com/book-free-consultation
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