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The Challenge: Small business owners complete accelerator programs with
frameworks and knowledge, but remain trapped in recurring growth barriers.

The Research: An analysis of 11 NYC-based businesses ($100K-$5M+ in revenue)
reveals three interconnected challenges that resurface every 3-6 months, despite
completion of mentorship.

The Core Issue: The problem lies not in the knowledge gained, but in its
application. Programs equip business owners with awareness, but fail to build the
necessary systems for sustainable change, leading to an 'implementation gap'
The Solution: What business owners truly need is not more strategic frameworks,

but robust ‘implementation support and accountability structures' to ensure the
knowledge gained is effectively put into practice.

Research Methodology

Sample Size 11 NYC small business owners

Revenue Range $100K to $5M+ annually

Common Background All completed mentorship or accelerator
programs

Data Collection Structured survey, August 2025

Construction, contracting, professional

Primary Industries .
services



Key Findings

Sales Pipeline Inconsistency (64% of
respondents)

The Pattern:
Inability to generate consistent contract
opportunities
Difficulty accessing target markets
(particularly public/government contracts)
The gap between business development
knowledge and execution

Representative Responses:
"Completing these programs hasn't led to
any contracts yet.

"Breaking into government contracts looks
as distant as it did before the accelerator.’

Impact:
Revenue unpredictability creates
downstream operational and financial
constraints.

The Three Interconnected Barriers

Our analysis identified three primary growth obstacles that function as a self-
reinforcing cycle rather than isolated problems:

Cash Flow Instability (55% of
respondents)

The Pattern:
Strong revenue generation with poor
profitability
Payment timing mismatches between
receivables and payables
Inability to fund growth opportunities due
to working capital constraints

Representative Responses:

"We make all this money, but our bottom
line is shit. Everything goes back out in
payroll and materials.

"The lag between submitting requisitions
and receiving payments stretches
resources.’

Impact:
Growth opportunities declined, not due
to capability limitations, but rather due to
timing issues with capital access.

Operational Bottlenecks (45% combined
operations + team building)

The Pattern:

Standard Operating Procedures (SOPs) were
created but not consistently implemented.
The owner remains the critical path for most
decisions and execution
Difficulty finding, training, and retaining
skilled personnel

Representative Responses:
"It was hard for me as one individual to
motivate a team of 11 to implement the

"A lot of processes still require direct
oversight, which limits capacity.

Owner time becomes the constraining
resource, preventing strategic focus on
business development.




The Vicious Cycle

These three barriers form a self-reinforcing system.
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Inconsistent Sales [cycle repeats]

Critical Insight: Addressing any single barrier in isolation provides only temporary relief.
The system reasserts itself within 3 to 6 months.




The Implementation Gap

What Accelerator Programs Provide vs. What Businesses Need

Programs Excel At / x Programs Fall Short On

System
implementation
support

Strategic frameworks

Accountability

Industry knowledge
mechanisms

Networking
opportunities

= Practical execution
tools

Business model s Team adoption
design : N processes

Sustainable habit
formation

Growth awareness

The Core Problem: Knowledge transfer # Capability
building

Respondents consistently reported understanding what needed to change, but they
lacked the necessary infrastructure, support, and accountability to implement changes
sustainably.



Opportunity Cost Analysis

Growth Opportunities Currently Inaccessible

Revenue Scale: Strategic Positioning: Long-term Value Creation:

» Large-scale contracts
declined due to cash flow « Time for business « Building sustainable
concerns development and business infrastructure

« Government/public relationship building « Creating equity value
sector work requiring « Marketing and brand beyond owner effort
bonding or process development initiatives « Establishing a competitive
knowledge « Industry thought moat through systems and

« Project size limitations leadership and visibility reputation
based on team capacity
constraints

Revenue Distribution Insights

O $100K-%$500K @ $500K-%M $IM-$5M @ $5M+
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$100K - $500K $500K - $1M $1IM - $5M $5M+

Key Observation: Challenges persist across revenue scales, suggesting systemic rather
than size specific barriers.



What Would Remove the Barrier?

When asked what single intervention would transform their business, three themes
emerged:

Access to Skilled Expertise @
e Experienced operations or

project managers

e Seasoned estimators and

financial professionals

e Champions or connectors for

market access

Pipeline Predictability
e Systematic lead generation

Capital Structure Solutions@
« Consistent, reliable funding

processes mechanisms

» Established relationships with « Improved payment terms and

key decision-makers collection structures

Repeatable sales frameworks » Removal of bonding or insurance

barriers

Critical Pattern: Solutions focused on systems and people, not additional knowledge or
training.




Business Owner Resilience

When asked to describe their growth journey in one word, responses revealed
determination alongside struggle:

Persistence Themes:

"Persistent” (2) 6.,

53

‘Resilient” ; S
Becoming

Challenge Acknowledgment:

Exponential

Growth Limited

strategy

These are not business owners who quit. They are experienced professionals
seeking sustainable solutions to recurring problems.



Strategic Implications

For Business Owners

4 )

Recognize the System:

Individual barriers are symptoms
of interconnected challenges
requiring holistic intervention.

\ /

4 )

Prioritize Implementation:
Additional knowledge acquisition
provides diminishing returns
without execution support.

\ /

-

Seek Accountability Structures:
Sustainable change requires
external accountability and
ongoing support beyond the initial
learning phase.

~N
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For Program Designers =

f Provide Ongoing Support: \

A one-time program
completion is insufficient for
sustainable transformation.
Continuous support and
learning opportunities are
crucial for the long-term

\ success of small businesses. )

f Build Peer Accountability: \

Community and shared
implementation increase success
rates. The power of peer
accountability and shared
experiences can significantly
enhance the effectiveness of

\ mentorship programs. )

s

\_

Bridge the
Implementation Gap:

Success metrics should measure
behavioral change and system
adoption, not knowledge
acquisition.

~
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Conclusion

The research reveals a critical market gap: small business owners post-accelerator
possess strategic knowledge but lack implementation infrastructure. The recurring nature
of these challenges persisting across revenue scales and industries suggests systematic

rather than individual deficiencies.

The Path Forward

Done-with-you implementation Accountability mechanisms use

over done-for-you consulting information transfer

&

QI

SOLUTIONS
MUST
PRIORITIZE
System building over strategy Peer support over isolated expert
development guidance

®)




Recommended Solution & Execution Plan

IMPLEMENTATION INFRASTRUCTURE

12-18 Month
Implementation Support:

e Months 1-3: Weekly sessions, embedded specialists, template-driven systems
* Months 4-6: Bi-weekly check-ins, peer pods (3-4 businesses)
e Months 7-12: Monthly groups, alumni network, mentor pathway -Peer Accountability

Structured Problem-Solving:

o Weekly 90-min implementation pods (3-4 businesses)
* 4 hrs/week expert office hours (legal, accounting, bonding, estimating)
e Monthly challenge workshops on cohort-identified issues

Contract Restructuring

» Unbundle large contracts into $500K-$1M components
e Bundle micro-contracts for efficiency
e Phased acquisition: prove capability on a small scope before expansion

From Access to Ability

Business owners who completed accelerators don't need more frameworks. They need
implementation parthers who provide done-with-you execution, fractional expertise
access, and peer accountability plus structural changes enabling joint ventures, tiered
competition, and cash flow protection.

Successful accelerators prove these approaches work. The question is whether
programs will evolve from knowledge transfer to implementation support.

Small business owners have proven they can learn. Now they need programs that help
them execute.
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About This Research

This study analyzed responses from 11 small business owners in NYC who had
completed mentorship or accelerator programs. All responses were collected
confidentially and anonymized to ensure candid feedback about post-program

challenges.
Research Period: August 2025

Distribution: Survey participants receive early access to solutions developed from

these insights

Questions or feedback? Contact Diana Benjamin at

info@newgenesispathfinder.com

© 2025, All rights reserved. This research may not be reproduced without

permission.
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