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Applied Al Business Playbook

Message
From Shama

I launched my career during the social media revolution. ( W
The winners weren't the biggest; they were the ones

who : “The future isn't

Today Al is that open window. Over the last three years, somethlng that happens

I've coached hundreds of leadership teams wrestling to you_itrs something

with one question: “How do we apply Al right now—

without a seven-figure budget or an army of data you bUiId, starting

scientists?”

Monday morning.”

This playbook is my answer. Fifteen years of
in-the-trenches lessons—wins, missteps, and k

repeatable patterns—compressed into a field manual
you can keep on your desk.

Bottom Line Up Front

z Turn every $1you invest in Al into $3.70 in
enterprise value (IDC study).

Z Identify your first Al win in under
60 minutes.

/| Pilot your first win within a 30-day
test window.

z Execute a clear 90-day roadmap
to results.
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The 5-Question Diagnostic
Where Do | Start?

Use this diagnostic to pinpoint your highest-ROI first pilot in under 60 seconds
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answer points directly to a play in the chaj
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Q-
HO
Regional
Distributor

Al chatbot now fields
80% of “Where's my
order?” tickets, saving
six FTEs and cutting
reply time from 12 min
to 90 sec.

Al Pilots That Paid Off

6%

xxx Healthcare
Network

TWO_ Plant Virtual agent slashed

ManLIfa cturer call center wait time

from 14 min to 3 min,
boosting patient
satisfaction 12 pts.
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The Art of Strategic Urgency

| launched my career during the social media revolution. The winners weren't the biggest; they were the ones

who . I call that mindset Strategic Urgency™: moving quickly and smartly while the
window of advantage is wide open.

Watch Shama
in Action

Watch Shama explain how early
adopters turn Al into competitive
advantage (2 min)

The Case for Applied Al:

Why “Later” Is Too Late

£ 72%
Mid-Market Al Adoption ROI for Early Adopters Strategic Risk of firms that
of mid-market firms are ROI on average for early delayed Al now call catch-up
piloting generative Al. adopters. their top strategic risk.

Sources: RSM Middle-Market Survey (2024) | IDC Business Opportunity of Al (2024) | McKinsey State of Al (2024)

Key Takeaway (Window of Advantage): You have roughly 12—-24 months before “table-stakes
Al" becomes the new norm. Everything in this guide helps you seize that first-mover premium.
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The 4 Pillars of
Strategic Urgency

After years of watching tech initiatives succeed and fail, I've identified the critical difference: Strategic Urgency(tm).

This isn't about moving fast for speed's sake -- it's about accelerating with clarity when it matters most.

e ¢
Decide Fast Ship Small
Analysis paralysis kills more Al initiatives Big bang implementations fail because they
than technical failures. One manufacturing try to solve everything at once. Instead of
company established a simple rule: Any Al overhauling their entire customer service
pilot under $50K could be approved by a operation, a retailer started with a chatbot
department head within 24 hours. Result? handling just one question: “Where is my
They launched 12 pilots in 90 days, with 8 order?” Success there led to eventually
delivering positive ROI. managing 80% of all inquiries.
ﬂ i
.~.’.
sl 1
1] Show Proof -#4- Set Guardrails
Visibility creates momentum. A healthcare Urgency without guardrails becomes chaos.
company created “Al Win Wednesday” Clear boundaries actually enable speed by
emails, highlighting one success with removing uncertainty. A bank established
specific metrics each week. After two five “never compromise” rules for Al. These
months, departments were competing clear boundaries accelerated deployment

to be featured, driving organic adoption because teams knew exactly what was
Se— acceptable without endless approval meetings.
throughout the organization

“Perfect strategy tomorrow loses to good execution today.”
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The Evolution of
Al Implementation

Transformation is a journey, not a leap.

The real winners evolve through three distinct stages:

Al as Assistant
Quick wins, immediate time savings
(where most stop)

« Answering simple questions

+ Automating repetitive tasks

+ Basic data analysis

+ One-off content generation

Al as Partner
Real-time collaboration that amplifies
your capabilities.

« Pattern recognition across
complex data

» Dynamic decision support

« Contextual recommendations

« Continuous learning from your
processes

Al as Operator
Autonomous systems that scale
your business.

« Self-improving workflows

» Predictive actions before
issues arise End-to-end
process ownership

« 24/7 intelligent operations
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The 3-P Model:
Your Al Roadmap

, I've found that successful Al initiatives fall into three
categories. This isn't just convenient alliteration—it’s a proven framework for identifying and
prioritizing opportunities.

. People-focused Al empowers employees by enhancing, not
- replacing, their workflows—delivering quick productivity gains with
minimal integration. It elevates every team member's performance,
People from helping new hires write with the polish of seasoned pros to

enabling HR teams to predict retention issues before they happen.
Elevate Your Team g P y happ

/ \ Process automation drives major cost savings by eliminating
-Q- repetitive work, reducing errors, and speeding up operations so
\ / employees can focus on higher-value tasks. The biggest wins come
from automating high-volume, accuracy-dependent processes—like
Process using Al to handle invoice processing or streamline quality control.
Streamline Operations

- ®- Personalization powered by Al fuels growth by tailoring experiences
to each customer—boosting conversions, loyalty, and competitive
- g yaity, p

edge. By understanding individual preferences, Al delivers what

Pe rSOnallzatlon customers need in real time—for example, offering personalized

Drive Revenue product recommendations or predictive customer support that

anticipates their next move.



e People

Immediate Wins to
Elevate Your Teams

Applied in Action: What You Can Do

Multi-Persona Messaging: Speak Everyone’s Language
Think about your last all-hands presentation. Your CFO wanted ROl numbers. Your sales team wanted to know
how it helps them hit quota. Your tech team wanted implementation details. You probably sent one generic

version that excited no one.

Al changes this completely. Feed it one document and get back personalized versions for each stakeholder—

same core message, different emphasis and language.

Use-case:

HVAC supplier rewrote a $1.2M CAPEX brief for three audiences in 30 minutes;
approval time dropped from 3 weeks to 4 days.

30-Minute Play

Draft one unified message

Tell Al: “Rewrite this for our CFO (focus on ROI), sales team (focus on quota impact),

and operations (focus on timeline)”

Send the right version to each group

This is Al as Assistant evolving to Partner—it understands context and helps you communicate more effectively.
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Star-Performer Cloning: Bottle Your Best

We all have that one employee we wish we could clone. Maybe it's Lars, your top trainer, who somehow
gets members to show up consistently and upgrade their packages. What if you could identify what makes
Lars special and teach it to everyone else?

Use-case:

Software firm analyzed 200 - calls; the patterns they found _

2-Hour Play

Gather of your star’s work (emails, call recordings, customer feedback)
Ask Al: “What patterns make this person more effective than average performers?”

Transform insights into training materials

10



@ Process

Operational Efficiency
with Immediate ROI

Applied in Action: What You Can Do

Al Demand Forecasting: From Guessing to Knowing
Every business with inventory faces the expensive balance between too much (tied-up cash) and too little
(lost sales). Al transforms this from educated guessing to data-driven precision.

Use-case:

Consumer goods maker jumped forecast accuracy from 65% to 89%, freeing $1.2M in
working capital while reducing stockouts by 40%.

4-Hour Play

Export 12 months of plus promotional calendar
Add external signals (weather patterns, local events, competitor activity)
Let Al find patterns humans miss

Test predictions against recent actuals

This is Al as Operator—it runs continuously, learns from results, and improves over time without your

constant involvement.

1
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Predictive Maintenance: Fix Tomorrow’s Problems Today

Traditional maintenance is either reactive (fix it when it breaks = expensive downtime) or preventive (fix it
on schedule = unnecessary costs). Al enables predictive maintenance—fix it right before it would break.

Use-case:

Paper mill prevented 200 hours of downtime; Al detected subtle patterns 2-3 weeks
before failures. Maintenance costs dropped 45% in year one.

2-Hour Play

List your top 5 equipment failure causes
Install basic sensors or tap existing equipment data

Ask Al: “What patterns predict failures before they happen?”

Start with Al as Assistant (analyzing data), evolve to Partner (real-time monitoring), then Operator

(autonomous scheduling).

Document Al Teaser

Al turns documents from time prisons into instant
intelligence. Insurance carrier cut processing time from
5 days to 2.3 hours, saving $725K annually.

12



@ Personalization

Revenue Growth Through

1:1 Engagement

Applied in Action: What You Can Do

Dynamic Customer Experiences: Beyond “Hey {FirstName}"”
Your customers compare you to their last best Amazon, Netflix, or their favorite local
business that remembers their name. Al makes this level of personalization scalable.

Use-case:

Outdoor retailer lifted email conversion 183% by moving from demographic segments
to behavioral personalization. Revenue jumped 27% year-over-year.

1-Week Play

Export 90 days of customer interaction data
Ask Al: “Group customers by behavior patterns, not demographics”
Create dynamic content for your biggest behavioral segment

Measure lift vs. traditional approach

This is personalization evolving from Assistant (mail merge) to Partner (dynamic content) to Operator
(individual journey optimization).

13
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Al-Powered Sales Acceleration: Time Kills All Deals
In B2B sales, velocity matters. The longer a deal sits, the more likely it dies. Al accelerates every stage from
lead scoring to proposal generation.

Use-case:

SaaS company cut sales cycle from 120 to 78 days while improving close rate 41%.
Reps gained 10-15 hours per week for actual selling.

3-Day Play

Feed won/lost deal data to Al
Ask: “What patterns differentiate wins from losses?”
Score current pipeline based on win probability

Focus effort on highest-probability opportunities

, evolve to Partner (real-time monitoring), then Operator
(autonomous scheduling).

Dynamic Pricing: The Next Frontier

Pricing is the most powerful profit lever—1%
improvement typically yields 11% profit increase. One
distributor grew margin 3.7 points, increasing profit by
$875K per quarter.

14
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Your 90-Day Strategic
Urgency ™ Roadmap

a )
Days Sprint Key Moves

1-30 Foundation - Align on one North-Star metric
- Build 4-person Al Strike Team

- Launch 3 pilots (one per P)

\-

31-60 Acceleration - Double down on winning pilot
- Kill/fix laggards
- Add intelligence + integrations
61-90 Scale - Document playbooks

- Present ROI

- Set guardrails

- Secure budget for next wave

Victory Lap: Live demo + metrics showcase. Momentum locked.

Your Al Strike Team Blueprint (Roles, Not Titles):

-

<

The Executive
Sponsor

The leader who clears
roadblocks and says
‘yes' (This is you, the

reader).

The Process
Expert

The person who truly
knows how the work
gets done today (e.g.,
your customer service
manager or plant
foreman).

Y

.

The Data
Wrangler

The person who
knows where to
find the data (in IT,
finance, or ops). They
don’t need to be a
data scientist.

P
The
Implementer

The hands-on,
curious person who
will run the Al tool or

prompts.

15
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Bring It All Together

Act Now, Win Tomorrow

Compounding data moats mean today’s experiments become tomorrow's insurmountable leads.
The organizations that act with Strategic Urgency™ now will define their sectors. Pick a Monday-
Morning Action Plan, assemble your Strike Team, launch, learn, scale.

Choose a Plan
Select one Monday-Morning Action Plan

Build Your Team
Assemble your Al Strike Team

Launch
Implement your first pilot

Scale
Expand successful initiatives

The clock is ticking. What will you do first?

16



Tools I'd Mandate

(Note: Not endorsements—these are categories I'd standardize if | ran your Al team.)

Leaders

Decision copilots, synthesis, and executive briefings

@ Chat GPT Perplexity

Writers & Marketers

Messaging, ideation, SEO optimization

(=) Jasper WY writer

Claude

Design & Visual Teams

Visual generation and layout prototyping

Ops & Analysts

Workflow automation and team dashboards

P> Airtable + Al ‘ Knapsack Al

Sales & CX Teams

Personalization and customer interaction

@ Regie.ai “;‘ Lavender

Transcription
& Meeting Intelligence

Note-taking, summarization, and task extraction

Fathom G| Granola

4= Fireflies lih| WwisorFiow

Research &

Contextual Memory

Instant recall of meetings, docs, and insights

Bottom Line:

Start with the tools that shorten your thinking-to-action loop. You can’'t automate insight—but you can automate

everything aroundit.

o)

Design Support

& Visualization
Ideogram, Canva Magic Studio, Midjourney

D Midjourney

@ Canva Magic
Studio
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About The Author

Act Now, Win Tomorrow

Join Shama on
Substack

The Hyder Ground

Shama Hyder shows you how to soar
above the noise and turn trends into
Monday-ready results.

Shama Hyder is an international keynote speaker, strategic advisor, and
bestselling author who has been called the "Zen Master of Marketing" by
Entrepreneur and the "Millennial Master of the Universe" by Fast
Company.

She started Zen Media at 22 with $1,500 after 18 firms told her social
media would never matter for business. Over 17 years, she scaled it into a
multi-million-dollar firm serving Fortune 500 clients including Microsoft, JP
Morgan Chase, Adobe, and the US Navy across 26 countries, then
successfully exited. As one of the few women to build and exit a
multimillion-dollar B2B tech company, she brings operator credibility most
speakers simply cannot.

Her keynotes on Strategic Urgency(tm) help leaders read the signals
others miss, identify which opportunities are actually theirs, and act before
competitors know the window is open. Her insights appear in The Wall
Street Journal, The New York Times, Forbes, Inc., and Fast Company.
She is a 4x LinkedIn Top Voice, a Henry Crown Fellow at the Aspen
Institute, and a White House and United Nations honoree as a Top 100
Entrepreneur.

Bestselling author of The Zen of Social Media Marketing (four editions, six
languages, 100,000+ copies sold) and Momentum. MA in Organizational
Communication from the University of Texas at Austin. Based in Miami.

Connect with Shama:

iﬂ\ Website: in Linkedin:

“1 ’,’ shamahyder.com in/shamahyder

=

Email:
shama@shamahyder.com
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Turn Al Overwhelm Into
Operational Wins

You've got the playbook. Now bring Strategic Urgency™
to life for your entire leadership team.

Shama delivers high-impact keynotes that transform Al from buzzword to bottom line.

Whether in-person or virtual, she'll help your organization:

@ Identify your highest-ROI Al pilot in real time

'-;"."; Build momentum with your leadership team

lﬁ Create your custom 90-day implementation roadmap

Book Shama for your next:

o Executive leadership summit

o Strategic planning session

o Annual sales kickoff

o Board meeting or investor conference

"Shama Hyder was the highlight of our summit. She has this rare ability to make you feel both energized and clear-headed
at the same time, like she's giving you permission to stop reacting and start leading strategically. She showed our
audience how to spot timing windows that give them a massive competitive advantage, how to read signals everyone else
is missing and act while the window is open. She makes the future feel actionable and the present feel calm. If you want a
speaker who will genuinely shift how your audience thinks, not just inspire them for an hour, book Shama."

-- Wesley Williams, CMO, GoHighLevel
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