Navigating Tariffs: Integrated Growth and
Risk Strategies for 2025-2026

Introduction

International growth-stage technology companies are facing a wave of new U.S. tariffs that is
reshaping global trade dynamics. These import duties — part of a renewed protectionist agenda
— threaten to raise costs and disrupt complex supply chains, heightening uncertainty across

markets.

Business leaders rank trade policy turmoil among their top concerns, as tariff uncertainty has
surged and dampened confidence in near-term growth. In response, firms are overhauling their
business development playbooks to balance expansion and risk management. Rather than
retreating, many view today’s challenges as a catalyst for innovation and resilience — an

opportunity to rethink strategies and “springboard” toward long-term success.

The following report analyzes how these companies are proactively expanding into new

markets while simultaneously fortifying against risks, with an eye on the next two years.

Tariffs and an Unpredictable Trade Environment

New U.S. tariffs — ranging from broad-based levies on major trade partners to targeted duties
on tech-related imports — are creating a more volatile trade environment than ever. Recent U.S.
actions have included tariff hikes on Chinese goods (with additional duties now totaling 20%
on many Chinese-origin imports) and even proposed tariffs on close partners like Mexico,
Canada, and the EU. These moves, often justified on national security grounds, have provoked
retaliatory measures and frayed global trade relations. The result is a climate where policies
can shift rapidly and without multilateral coordination. “Forward-thinking companies have
been preparing for tariffs long before [they hit] and continue to refine strategies to mitigate or
capitalize on them”, notes one industry consultant. Indeed, firms must navigate a landscape in
which trade rules change unpredictably, requiring agile adjustments. They confront tough
choices: absorb higher costs, pass them to customers, or reconfigure operations — all while
guarding their competitive position. In this climate, simply standing still is not an option;

companies are moving on multiple fronts to safeguard growth.
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Proactive Market Expansion Strategies

Despite headwinds, growth-stage tech companies are aggressively pursuing new markets and

customer bases to offset tariff impacts. Rather than depending on a single country or region,

they seek to spread revenue across diverse geographies and segments. Key expansion

strategies include:

Entering New Geographic Markets: Firms are expanding sales and operations into
regions less exposed to U.S. tariffs or trade frictions. For example, many companies
have turned to emerging markets in Southeast Asia, Africa, and Latin America,
“exploring new markets in emerging economies, seeking to tap into the growing
consumer base and diversify their revenue streams.” By establishing a presence in
high-growth locales, tech providers can reduce reliance on any one market (such as the
U.S. or China) and capture fresh demand. This often involves tailoring products to local
needs and complying with regional standards, but it pays off in a more balanced global

footprint.

Diversifying the Customer Base: In tandem with geographic expansion, companies are
broadening their customer mix to ensure no single market’s tariffs can cripple their
business. Many firms now court clients in multiple jurisdictions — for instance, a
hardware manufacturer might develop new enterprise clients in Europe or India if U.S.
sales face duty-related price hikes. The strategy of “spreading the risk and having
multiple options on the table” is exemplified by Shenzhen-based Luxshare Precision, an
Apple supplier that mitigated U.S. tariff impacts by diversifying its customer base
beyond a sole dependence on U.S. clients. A wider customer portfolio insulates
revenue: if tariffs dampen demand in one region, sales elsewhere can help compensate.
This diversification often goes hand-in-hand with multi-market product strategies —
releasing variants of a tech product suited to different regulatory or pricing

environments.

Localized Market Presence and Partnerships: Market expansion is not just about
selling abroad; it's about embedding in new ecosystems. Growth-stage tech firms
increasingly establish local subsidiaries, R&D centers, or assembly facilities in target
markets to deepen their roots. By “building authentic connections” and immersing in
local culture, leaders can adapt offerings to regional needs and establish market share
in places that might have seemed unfamiliar.
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Forming strategic partnerships with in-country players is another pillar of this
approach. For instance, a SaaS provider entering the Middle East might partner with a
local telecom operator for distribution, or an electronics startup eyeing Europe could
team with an established regional distributor. Such alliances provide local expertise,
reduce go-to-market risk, and sometimes even help navigate trade barriers (e.g. a local
partner can handle import logistics or assembly to minimize tariff costs). In short,
proactive expansion means going where growth is — and being smart about it.
Companies diversify their market portfolio, customize and localize their products, and
team up with regional allies, all to ensure that tariff troubles in one area don’t stall their

overall global growth.

Risk Mitigation and Resilience Strategies

Hand-in-hand with expansion, international tech companies are fortifying their operations
through robust risk mitigation tactics. These strategies aim to cushion the business against
tariff shocks and broader geopolitical uncertainties. Major resilience measures include:

e Supply Chain Diversification: Perhaps the most critical risk strategy is re-engineering
the supply chain to reduce exposure to any single country’s tariffs. Companies are
sourcing components and manufacturing across multiple countries, a deliberate shift
away from concentrated reliance on China or other tariff-targeted regions. According to
industry analysts, “one of the most effective ways to mitigate the risks of tariff wars is
to diversify your supplier base”, sourcing from countries with lower or no tariffs. For
example, a hardware startup that once procured 80% of its parts from China might now
split sourcing between Taiwan, Vietnam, and Mexico. This multi-country supply
network ensures that if one route is hit with sudden U.S. import duties, alternative
channels remain available. Some firms are also “actively exploring alternative sourcing
options to reduce reliance on tariff-affected regions,” with nearly 30% of companies

surveyed pursuing new suppliers or production locations in response to tariff pressures.

The trend has given rise to “China Plus One” strategies — keeping some operations in
China while adding other Asian manufacturing bases like Vietnam or Thailand — and
more broadly to “friend-shoring.” Friend-shoring means relocating production to
countries considered politically allied or stable from a U.S. perspective (for instance,
shifting electronics assembly to Mexico, Eastern Europe or India). This approach is
becoming “a crucial strategy to enhance supply chain resilience” amid a complex trade

environment.
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By diversifying operations across multiple U.S.-friendly countries, companies can reduce
the risk that any single nation’s trade dispute will cripple their supply chain. In practice,
this might involve using Mexico or Canada (within USMCA trade terms) for North
American-bound production, while using Southeast Asia for Asia-Pacific markets —

creating parallel supply lines that blunt the impact of tariffs in any one region.

Production Relocation and Adaptation: In addition to multi-country sourcing, many
tech firms are reconfiguring where they produce and assemble goods to sidestep tariffs.
Nearshoring and reshoring have gained momentum — i.e. moving manufacturing closer
to key consumer markets or back to the company’s home country when feasible.
Anticipation of tariffs is “accelerating the trend toward nearshoring or reshoring

production”, as companies weigh the rising cost of imports against localized production.

For example, a European tech device maker selling to U.S. customers might invest in a
final assembly facility in Mexico to qualify under regional trade agreements and avoid
U.S. tariffs, or a U.S.-based startup might shift some manufacturing from East Asia to
Mexico or Canada for faster, tariff-free access to the U.S. market.

Similarly, Asian hardware firms have opened plants in Southeast Asia or Eastern
Europe to serve those regions directly, insulating themselves from U.S—China crossfire.
These moves reflect a broader regionalization of supply chains — critical components
may still be globally sourced, but final manufacturing steps are located in tariff-safe
zones or spread across regions. The trade-off, of course, is cost: producing in the U.S. or
allied countries can be pricier. But companies are comparing those higher baseline costs
to the potential 10-25% tariffs they’d face otherwise, often finding that a well-planned
relocation or dual-production strategy is worth it in the long run.

To maintain flexibility, some businesses also build optionality into their supply chains —
for instance, contracting with backup suppliers or keeping the capacity to shift orders
between facilities in different countries. This optionality means a firm can dial up

production in a low-tariff country if another location becomes tariff-prohibitive.

The bottom line: by redesigning supply chains for agility, tech companies are ensuring
they can continue delivering products on time and at a stable cost even as tariff walls
rise or fall.

Financial Risk Transfer (Insurance and Hedging): To further guard against sudden
losses, companies are turning to political risk insurance and related financial tools.

Specialized insurance products can help offset the impact of adverse government
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actions like tariff hikes. For instance, political risk insurance policies provide coverage for
financial losses caused by government measures — some policies are broad enough to
cover even retaliatory tariffs or sudden regulatory changes. In parallel, trade disruption
insurance can protect a firm’s income if its supply chain is upended by events such as

new tariffs or export bans.

These policies might compensate for lost sales or higher costs due to a trade restriction,
buying the company valuable time to adjust its strategy. Additionally, trade credit
insurance is being used to guard against downstream risks: if a customer in a
tariff-affected market defaults or delays payment due to rising costs, the insurer covers
the shortfall. This ensures that a tech supplier isn’t dragged down by a client’s
tariff-induced financial troubles, helping maintain cash flow in uncertain times. Beyond
insurance, firms are also exploring hedging strategies — for example, using futures
contracts to lock in prices of key commodities or components that might spike if tariffs
hit raw materials.

Taken together, these financial tools act as a safety net. While they don’t eliminate the
need for operational changes, they do mitigate the immediate shock of tariffs, providing

a degree of stability in revenue and costs.

Strategic Partnerships and Alliances: Facing unprecedented trade challenges, tech
companies are increasingly looking outward for collaborative solutions. Partnerships
are becoming a cornerstone of risk mitigation — whether with suppliers, logistics
providers, or even former competitors. By forging tight relationships across the supply
chain, companies create a support network to weather tariff impacts. A Thomson
Reuters analysis emphasizes that in “unusual times”, “unusual alliances” can pay off:
collaboration with suppliers (and even competitors) can lead to shared resources and

knowledge that improve overall resilience.

For instance, several mid-sized electronics firms might band together to lobby for tariff
exemptions on certain components, or a software company might join an industry
consortium to pool shipping and warehousing in alternative markets, cutting costs for
all parties. Joint ventures are another form of partnership used to navigate tariffs — e.g.
a Chinese tech manufacturer teams up with a Malaysian firm to produce in Malaysia,
leveraging the local partner’s tariff-free access to U.S. or Indian markets, while sharing

investment risk. Alliances also extend to government relationships: maintaining
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dialogue with policymakers and trade bodies can give companies early warning of

policy shifts and the chance to advocate for their interests.

Some CEOs, as seen recently, have engaged directly with government officials (e.g.
high-profile visits and negotiations in key countries) to secure assurances or carve-outs
that protect their business amidst tariff changes. In addition, contractual partnerships
are being revisited through a tariff lens — companies are negotiating supply contracts
that explicitly address tariff scenarios, agreeing in advance how costs will be split or
which party will be “importer of record” responsible for duties. Such clauses and
partnerships ensure that when tariffs strike, partners share the burden, preventing any
single link in the chain from breaking. Overall, by building a network of strategic
alliances, growth-stage tech firms gain collective strength and flexibility that a
go-it-alone strategy would lack.

Digital Tools and Real-Time Adaptation: Finally, a critical but often unseen resilience
strategy is the investment in technology and data-driven decision-making. In an
unpredictable trade climate, companies are deploying advanced software to stay
nimble. Supply chain visibility platforms, for example, allow real-time tracking of
shipments and inventory; if a new tariff causes border delays or costs to surge,
managers can immediately reroute orders or adjust stock levels. Predictive analytics
and Al tools are also being used to model “what-if” scenarios — “advanced analytics can
assist with predicting and providing models for navigating tariffs”, helping firms
simulate the impact of a tariff change and pre-plan their response. This was almost
unimaginable a decade ago for smaller companies, but now even growth-stage firms
can leverage cloud-based analytics to inform strategy. Some are creating digital twins
of their supply chain to test how shifting a supplier from Country A to Country B might

alter costs, lead times, and tariff exposure.

Others use Al to forecast demand changes: for instance, if a tariff on imported
electronics in the U.S. is set to raise consumer prices, predictive models might anticipate
a dip in U.S. sales and a rise in demand in untariffed markets — guiding the company to
reallocate inventory accordingly. In short, technology is enabling a much more agile
response to trade policy shifts. The firms that “stay informed and adaptable”,
harnessing real-time data on tariffs and regulations, are far better positioned to adjust
pricing, sourcing, or logistics in days rather than months.

This digital agility is increasingly seen not as a nice-to-have, but as a core component of

risk mitigation strategy alongside the physical moves like diversifying suppliers or
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stockpiling inventory. Through these measures — from multi-country supply chains and
insurance hedges to partnerships and digital dashboards — growth-stage tech
companies are building resilience against tariff shocks. Crucially, they are not treating
these as isolated tactics, but combining them into coordinated risk management
frameworks enterprise-wide. Risk officers, supply chain managers, and business
development teams are working hand-in-hand to ensure expansion plans are evaluated
through a risk lens, and conversely, that risk mitigation efforts support the company’s
growth objectives. This integrated approach is key to thriving under volatile trade
conditions.

Balancing Growth and Risk: An Integrated Approach

What distinguishes leading international tech ventures is not just the breadth of their
strategies, but how they integrate proactive growth initiatives with risk controls into a cohesive
approach. Expansion and risk mitigation are no longer seen as separate tracks; they are
intertwined in strategic planning. Companies that excel in the current environment tend to
follow a few integrated principles:

Embedding Risk Assessment into Expansion Decisions: High-performing firms incorporate
tariff risk evaluation into every major market move. Rather than expanding blindly, they assess
“what if” scenarios for new tariffs or trade barriers in target markets and adjust plans
accordingly. As one expert observes, “businesses that integrate risk assessment into supply
chain, procurement and pricing strategies will navigate tariffs more successfully than those

reacting to policy changes.”

In practice, this means when a tech company considers entering a new country or signing a big
contract, it concurrently maps out the potential tariff exposure and how it could mitigate it
(through local sourcing, alternative suppliers, etc.). This foresight prevents costly surprises and
ensures growth initiatives are resilient by design. It's a departure from the past when risk
management might be an afterthought — now it is front-and-center, guiding which

opportunities to pursue and how to pursue them.

Cross-Functional Collaboration and Scenario Planning: Integrated strategy also requires
breaking silos within the company. Tariff navigation is as much a finance issue as it is a supply
chain or sales issue. Leading firms establish cross-functional teams (involving operations,
finance, legal, and strategy departments) to regularly review trade risks and coordinate
responses. These teams engage in scenario planning, effectively rehearsing possible futures.
For instance, they might simulate: What if next year the U.S. expands tariffs to cover our
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finished products? What if a major market imposes retaliatory tariffs on U.S. tech exports? By
preparing playbooks for multiple scenarios, the company can react swiftly if any scenario
becomes reality. This integrated planning was once the domain of large multinationals, but
increasingly growth-stage companies — who are often more nimble — are embracing it too,
using their agility as an advantage. The result is an organization where everyone, from
engineers to marketers, understands the trade strategy and contingency plans, ensuring a

unified response when policies shift.

Balancing Offensive and Defensive Moves: Perhaps most critically, successful companies
strike a balance between offensive market moves and defensive adjustments. They neither
purely hunker down nor recklessly expand; instead, they pursue dual goals: capturing new
opportunities while safeguarding against downsides. A case in point is the approach taken by
Luxshare Precision Industry amid tariff pressures. The firm simultaneously expanded its
manufacturing footprint (developing capacity outside the high-tariff zone) and diversified its

customer mix, all while “integrating risk control into their strategic decision-making.”

This integrated method meant that growth decisions (like taking on new customers in different
regions) were made with an eye to risk (ensuring production could serve those customers from
tariff-friendly locations). The payoff is evident: by diversifying both revenue and production,
companies like Luxshare spread their exposure and create options. Should one market falter

due to tariffs or sanctions, they can pivot to alternatives without starting from scratch

This balance might also involve timing investments carefully — for example, moving into a new
market but in phases, while concurrently negotiating insurance or backup supplier deals to
cover worst-case scenarios. In essence, every growth initiative has a corresponding risk

mitigation element, and vice versa, creating a synchronized strategy.

Continual Adaptation and Learning: An integrated approach is not a one-time plan but a
continuous loop of learning and adaptation. Companies regularly review outcomes — did a
particular diversification move actually reduce risk? Is a partnership yielding the expected
buffer against tariffs? Feedback from these reviews informs the next cycle of strategic
adjustments. Many firms have institutionalized this by setting up “tariff task forces” or internal
think-tanks that monitor global trade developments and steer the company’s integrated
response in real time. They leverage real-time data feeds on tariff announcements and
economic indicators, feeding insights to both business development and risk management
teams. The overarching mindset is one of agility: being ready to recalibrate both expansion
tactics and risk measures as new information emerges. Businesses that cultivate this agility —

effectively making adaptability part of their culture — find themselves not only surviving tariff
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surprises but sometimes even capitalizing on them (for example, moving faster than

competitors to seize a gap in a market others exit due to tariffs).

By harmonizing their market expansion and risk mitigation in these ways, growth-stage tech
companies turn what could be a paradox into a complementary strategy. Each side reinforces
the other: expansion opens new options that reduce dependence on any troubled market, and
risk mitigation secures the foundation that makes expansion sustainable. This integrated
approach is fast becoming a best practice for navigating not just tariffs, but the broader

unpredictable global trade environment of the mid-2020s.

Outlook for 2025-2026: Major Trends and Strategic

Implications

Looking ahead to the next two years, several major trends are expected to shape how
growth-stage tech companies continue to balance growth and risk in the face of trade

turbulence. Below is a summary of these trends and their strategic implications:

e Continued Trade Volatility and Policy Uncertainty: The global trade landscape is likely
to remain unpredictable through 2025 and 2026. The U.S. administration’s aggressive
tariff strategy — leveraging executive powers to impose duties — has injected significant
uncertainty into the system. Businesses should anticipate further twists, such as
additional tariffs or sudden policy reversals, especially as political dynamics evolve. The
implication is that companies must stay vigilant and prepared for rapid changes. Firms
that “stay informed, diversify supply chains, and proactively adjust to policy shifts will
be best positioned” to navigate this volatility. This means real-time monitoring of trade
policy developments and the flexibility to execute contingency plans (e.g. quickly

switching sourcing or re-routing shipments) will be crucial competencies.

e Acceleration of Supply Chain Regionalization (Friend-shoring): We expect an even
stronger push toward regional and “friend-shored” supply chains. Facing the dual
reality that full reshoring to the high-cost domestic market is often impractical, and that
relying on geopolitical rivals is high-risk, companies will double down on the middle
path: locating production in allied or stable third countries. This trend has already
begun, with trade flows shifting — U.S. imports from Mexico, Vietnam, India and other

“friendly” locales are rising as imports from China decline.
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Through 2025-2026, friend-shoring will likely become standard practice, not just for
manufacturing giants but for mid-sized tech firms as well. The strategic implication is a
permanent change in supply chain design. Companies will need to manage more
complex, multi-country operations, and cultivate relationships in multiple host nations.
Those that successfully build these diversified networks will enjoy greater resilience
and potentially even cost benefits (as they can source from the most cost-effective
friendly nations). However, companies must also be mindful of friend-shoring
challenges — not all “friendly” countries have the needed infrastructure or skilled labor,

so due diligence and possibly investing in local capacity building will be necessary.

Expansion into New Markets as a Growth Imperative: Tariffs on traditional trade
routes are effectively accelerating the pivot to emerging markets. Over the next two
years, many growth-stage tech companies will intensify efforts to gain footholds in
regions like Southeast Asia, Africa, the Middle East, and South America. These markets
are attractive not just as production bases but as customer bases, boasting rapidly
growing middle classes and increasing tech adoption. As one analysis noted, companies
are actively “seeking growth prospects in emerging economies” to diversify revenue

streams

The implication is a shift in competitive focus — the battleground for market share is
expanding beyond the U.S,, EU, and China to these newer markets. Companies that
move early to understand local needs, regulations, and distribution channels in
emerging economies will have an advantage. We may see innovations tailored to these
markets (e.g. more affordable or rugged tech products) as firms localize to succeed.
Importantly, this diversification means that even if trade frictions dampen one region,

opportunities in another can keep overall growth on track.

Integrated Risk Management as Standard Practice: By 2026, we anticipate that the
holistic risk mitigation approaches discussed earlier will become standard operating
procedure for globally ambitious tech firms. The volatile period of the late 2010s and
early 2020s — from trade wars to pandemics — has been a lesson that risk management
cannot be an afterthought. Thus, practices like supply chain risk mapping, political risk
insurance, and scenario-based planning will be firmly embedded in company strategies.
More firms will adopt formal “tariff playbooks” and cross-functional risk committees to
continually assess and respond to trade issues

The strategic implication is a more resilient corporate sector: companies will allocate
budget and resources to insurance, flexibility, and intelligence in ways they might not

have a decade ago. This could slightly increase operational costs (insurance premiums,
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multiple supplier arrangements, etc.), but it will pay off by preventing catastrophic
disruptions. For investors and stakeholders, a company’s ability to demonstrate this
level of preparedness will likely become a key metric of its robustness in an uncertain
world.

Strategic Alliances and Advocacy: We expect to see the ecosystem of partnerships
deepen. As tariffs and tech export controls continue to evolve, companies might unite in
new ways — for example, forming coalitions to collectively lobby for favorable trade
terms or to create industry standards that ease compliance across borders.
Public-private partnerships could also emerge, where companies work with
governments on programs to mitigate tariff impacts (such as government-sponsored
trade insurance or incentives for diversifying supply). Additionally, partnership models
like contract manufacturing in target markets, or R&D partnerships to develop
alternative components not subject to certain tariffs, will be more common. The

implication is that collaboration will be a competitive advantage.

Companies that remain insular may find it hard to influence or adapt to the wider trade
environment, whereas those that collaborate can shape outcomes and share the load of
adaptation. We may see non-traditional alliances, for example U.S. and European
mid-tier tech firms partnering to create joint supply hubs that serve both their needs,

thereby achieving scale to make friend-shoring economically efficient.

Managing a Fractured Global Trade System: A broader trend impacting strategy is the
potential fragmentation of the global trading system into blocs. Tech companies might
face a world divided into distinct spheres of economic influence (e.g. a U.S./allied sphere
with one set of standards and a China-centered sphere with another). Already, efforts
like U.S. curbs on Chinese tech and parallel EU initiatives suggest companies may need
to maintain separate operating models for different “imperial blocks.” For example, one
report highlighted that U.S. semiconductor sanctions and EU digital regulations are
forcing manufacturers to manage separate technology stacks and carefully “choose

their markets of operation”

In the next two years, this could intensify, meaning companies will have to decide
whether to be present in all major markets or to focus on certain regions to avoid being
caught in regulatory crossfire. The strategic implication is a possible splintering of
strategies: some tech firms might split their business units by region (with
Chinese-focused operations and Western-focused operations run almost like different

subsidiaries) to comply with each bloc’s rules and tariff regimes. Others might exit or
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reduce emphasis on markets deemed too risky or costly from a tariff/regulation
standpoint. This selective market participation requires tough choices but may be
necessary for long-term stability. On the flip side, if geopolitical tensions ease,
companies that maintained a foothold in multiple blocs will be well positioned to

reconnect supply lines and customer access quickly.

Long-Term Competitiveness and Innovation: Finally, an important implication of these
trends is their impact on innovation and competitiveness. While navigating tariffs
imposes costs and complexity, companies that successfully adapt often emerge more
agile and efficient. By exploring new markets and suppliers, they can discover
innovations — for instance, a new supplier in a tariff-free country might offer a better
component design, or adapting a product for an emerging market might lead to features
that have global appeal. Conversely, there is a risk that heavy tariff costs could siphon
resources away from R&D if not managed well, potentially slowing innovation.

The next two years will test companies’ ability to maintain investment in innovation
even as they invest in risk management. Those that can balance both will likely
leapfrog competitors who are caught flat-footed by trade changes. In addition, the push
for supply chain tech and analytics in response to tariffs is accelerating digital
transformation within firms — making them smarter and more data-driven. Over
2025-2026, we foresee that the divide between companies that embraced an
integrated, forward-looking strategy and those that did not will become stark: the
former will be more global, resilient, and innovative, while the latter may struggle with
margin pressures and reactive firefighting.

CANNMORE 2025



Conclusion

In summary, international growth-stage tech companies are navigating the minefield of new
U.S. tariffs by adopting a two-pronged strategy: proactively expanding their markets and
customer base worldwide, while hardening their operations against risk. This integrated
approach — balancing bold offense with prudent defense —is enabling them to continue
growing in an unpredictable trade climate. Key trends like supply chain friend-shoring, market
diversification into emerging economies, and the normalization of risk management practices
are set to define the next couple of years. Companies that leverage these trends are building

agility into their DNA, ensuring that a tariff in one country doesn’t derail their global trajectory.

Crucially, this is about more than surviving tariffs — it's about thriving despite them. By
investing in resilience (through diversified suppliers, insurance, and partnerships) and
simultaneously seizing new opportunities (new markets and innovations), growth-stage tech

firms are turning a challenging environment into a competitive advantage.

As one law firm noted, the tariff upheavals are “reshaping global trade dynamics worldwide,”
and firms that prepare for an unpredictable environment by staying informed and adjusting
proactively will be “best positioned to navigate the complexities” ahead. In other words, the
playbook being written now in 2025-2026 - of integrated business development and risk
mitigation — will not only help companies weather the current storm, but also set them up for

long-term success in whatever storms come next.

About Cannmore:

Cannmore is a premier U.S. go-to-market partner specializing in business development, sales
acceleration, strategic partnerships, and marketing solutions. With their innovative sales and
business development system, they provide a seamless approach to filling pipelines with
qualified prospects and securing meetings with key decision-makers. Cannmore empowers
businesses to achieve predictable growth without the need for an in-house team, ensuring a

streamlined path to increased revenue and market presence. See more at: www.cannmore.com
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