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Create a Revenue Playbook with Al as Your Strategic Partner
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In today's rapidly evolving business landscape, leveraging artificial intelligence (Al) is
not just an option—it's a necessity. Join us for an immersive four-hour Master Class
designed to equip you with the knowledge and tools to harness Al as a strategic partner
in your business. This is your opportunity to bring your toughest questions and
collaborate with your peers.

Hybrid Format: In-person and online

You can attend in person at the Sheraton Pentagon City, 900 South Orme Street Arlington, VA
22204 (10 min from National Airport) or you can participate online using Zoom. This Master
Class will be a mix of presentations, group discussions, and hands-on activities. Participants are
encouraged to bring their unique challenges and questions to facilitate a tailored learning
experience.

Date: April 30th, 2025, from 8:30 to noon

Tuition: In Person $495, Virtual $99
Registration
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What You’ll Learn:

Gain a solid foundation in Al concepts and technologies and create a clear roadmap to
enhance the performance of your people, dramatically reduce your cost, and accelerate
your revenues. Here are the key agenda items:
e Identify Opportunities for Al Integration
Work through real-world scenarios to pinpoint where Al can streamline
operations, reduce costs, and enhance revenue generation.
e Develop Your Playbook
Collaboratively create a tailored playbook that outlines actionable steps to
implement Al strategies effectively, ensuring alignment with your business goals.
e Create Cost Reduction Strategies
Explore innovative Al solutions that can help you cut operational costs while
maintaining or improving service quality.
e Design Revenue Acceleration Strategies
Learn how to leverage Al-driven insights to identify new revenue streams,
optimize marketing efforts, and improve customer engagement.

Who Should Attend:

This workshop is ideal for business leaders, entrepreneurs, CEOs, CROs, VP Sales,
and director-level sales leaders in the manufacturing, transportation, and distribution
markets. This includes healthcare, medical products and pharmaceuticals.
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Hybrid Masterclass / Al Playbook for Revenue Growth

8:30 AM - 9:00 AM: Welcome & Introductions

Overview of the session objectives

Introduce participants (both in-person and virtual attendees)

Brief introduction to Al's impact on sales processes and enablement
Review why adopting Al is essential for future competitiveness and
revenue growth.

9:00 AM - 10:00 AM: Current Sales Landscape & Challenges

Discussion on the current and future role of Al in sales

Discussion about each participants current use of Al in their Sales environments
Identifying key pain points,and gain points particularly around
conversation mastery

Review of existing tools and their current usage both within Sales but also
across the organization...is there integration?

Agreement on the definition of an Al driven revenue generation strategy
How or does Marketing and CX fit into your current sales process and are these
managed separately or collectively?

Introduction of Workbook template for the Al Sales Playbook.

10:00 AM - 12:00 PM: Small Group workshop: Al’s Role in your company

Review of current sales process challenges

Define Al metrics to measure the success of Al initiatives

Discussion of Al strategies to improve efficiency, performance and
revenues.

Creation of a customized playbook

Define a phased implementation plan for integrating Al into existing
systems, prioritizing quick wins and long-term strategies

Incorporate Al-powered tools, such as next-best-action recommendations,
real-time deal insights, and a plan for learning and coaching.

12:00 PM - 12:30 PM: Next Steps & Roadmap
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Finalize the key elements of the customized playbook

Assign next steps for implementation such as potential pilots
Outline a roadmap for further collaboration and follow-up

Gather up all digital workbooks to be finalized and provided back to each
participant and company within the next 10 days.
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How to Create An Al Playbook

In 2025, Al is no longer optional—it's the engine propelling enterprises to new heights. But
without the right plan, Al can become an expensive experiment with minimal impact. This is
your step-by-step playbook to ensure your company audits and implements Al effectively,
setting you up for sustainable growth, efficiency, and a competitive edge. Ready to unlock Al's
full potential? Let’s dive in.

1. Align Al with Business Goals—Don’t Just Experiment

The biggest mistake companies make is deploying Al without a strategy. Successful enterprises
begin by aligning Al projects with business priorities. Identify where Al can provide real
value, whether it's automating processes, improving customer service, or forecasting trends.
Clear KPlIs set the foundation for measurable success.

Successful enterprises begin by aligning Al projects with business priorities. Identify where Al
can provide real value. Objective Management Group (OMG) helps businesses take a
data-driven approach by assessing sales team effectiveness and identifying gaps where Al can
enhance performance. By leveraging OMG’s insights, companies can ensure Al initiatives are
aligned with actual sales capabilities, optimizing both technology and human capital.

Pro Tip: Schedule strategy sessions with key stakeholders from all departments to uncover
hidden Al use cases and create a roadmap that meets business objectives head-on
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2. Audit Your Current Systems—Know What’s Missing

Before diving into Al implementation, evaluate your existing infrastructure. \What data do you
have? What systems need upgrades? Where are the skills gaps within your team? Conduct a
comprehensive audit of data quality, software, workflows, and employee skill sets. This
diagnostic phase reveals whether you need to upskill your workforce or upgrade your
systems.

A thorough audit isn’t just about identifying gaps in data or infrastructure—it's about recognizing
where Al agents can bring the most value. Platforms like 1mind specialize in helping
organizations evaluate how Al technologies integrate with existing systems to create a cohesive
Al roadmap. During this phase, assess how Al agents could complement your workflows, such
as automating repetitive tasks or providing real-time analytics. Understanding this integration
early on ensures a more seamless adoption process and prevents mismatched technology
investments.

Actionable Insight: A well-prepared infrastructure ensures smoother Al adoption. Data
bottlenecks and outdated tools will only delay progress

3. Mitigate Risks and Stay Compliant

The Al landscape comes with regulatory minefields. From GDPR to industry-specific
regulations, it's essential to integrate compliance into your Al strategy. Risks such as data
breaches, algorithmic bias, and privacy concerns can cost your company
heavily—financially and reputationally.

Solution: Collaborate with your legal team to build Al models that are both transparent and
fair, ensuring that every implementation meets compliance standards
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4. Choose Al Vendors Wisely—There’s No One-Size-Fits-All Solution

Your business deserves more than generic tools. Evaluate vendors based on scalability,
ease of integration, and cost-effectiveness. Not every problem requires custom
Al—sometimes, off-the-shelf solutions provide quick wins.

Key Consideration: Ensure the Al platform you choose aligns with your current infrastructure,
whether that’s integrating with CRMs, cloud platforms, or ERP systems. This minimizes
disruptions and accelerates ROI
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5. Pilot First—Deploy Like a Pro

Don’t rush into full-scale deployment. Smart companies test Al tools in controlled pilots
before committing enterprise-wide. Select a use case that offers quick wins—perhaps a
chatbot for customer service or predictive analytics for inventory management.

Start small with internal pilot projects that boost productivity and improve employee satisfaction.
Experiment quickly by customizing out-of-the-box Al solutions that integrate easily into existing
workflows. Technologies like 1Mind’s Al Agent are perfect for this phase. Their plug-and-play
capabilities enable organizations to rapidly prototype solutions that streamline processes and
enhance collaboration. By leveraging 1Mind’s intuitive Al framework, teams can build internal
support for Al, boost adoption, and learn valuable lessons without overhauling existing
infrastructure.

Pro Tip: Evaluate the pilot closely. Use feedback to refine the solution before scaling across

departments
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6. Transform Your Workforce—Embrace Change Management

Al isn’t just about technology—it's about people. Employees fear being replaced unless they
are given new roles and responsibilities. Build excitement around Al adoption by highlighting
how these tools will amplify productivity rather than replace jobs.

To maximize Al's impact on revenue growth, companies must ensure their sales teams are
equipped with the right skills, mindset, and processes. This is where Objective Management
Group (OMG) plays a critical role. OMG helps organizations evaluate their sales teams and
identify key competencies that Al can enhance. Sales teams may resist Al adoption if they don’t
see personal benefits. OMG’s insights ensure Al is implemented in a way that complements
sales professionals’ existing strengths rather than replacing them.

Action Plan: Offer targeted training programs and upskilling opportunities. Equip your
workforce to work alongside Al and unlock their full potential

7. Full-Scale Deployment with Integrated Solutions

Now it's time to scale. Ensure seamless integration by deploying Al models alongside your
existing systems. Clear communication and contingency plans are crucial during the rollout to
minimize downtime.

Implement both turnkey and custom Al solutions for employees and customers that require
more effort and Al maturity. Solutions for employees might focus on front office and back office
use cases. With 1Mind, these implementations can be accelerated using pre-trained Al Agents
that handle complex tasks such as data analysis, report generation, and customer support. For
customers, personalization and conversational Al can be powered by 1Mind's advanced Al
Agents, delivering tailored experiences and 24/7 responsiveness.

Best Practice: Assign an Al implementation lead to oversee performance during the critical first
few weeks

WORKPLACE &

workplace-ai.com



https://www.objectivemanagement.com/
https://www.objectivemanagement.com/
https://www.1mind.com/

WORKPLACE &

workplace-ai.com

8. Monitor and Optimize—Don’t Get Comfortable

Al implementation isn't a “set-it-and-forget-it” operation. Continuous monitoring and
performance evaluation are key to staying ahead of competitors. Regular audits ensure your
models remain relevant, accurate, and compliant.

Implement both turnkey and custom Al solutions for employees and customers that require
more effort and Al maturity. Solutions for employees might focus on front office and back office
use cases. With 1Mind, these implementations can be accelerated using pre-trained Al Agents
that handle complex tasks such as data analysis, report generation, and customer support. For
customers, personalization and conversational Al can be powered by 1Mind's advanced Al
Agents, delivering tailored experiences and 24/7 responsiveness.

Pro Insight: Create real-time dashboards for key metrics and empower your team to act on
data-driven insights swiftly
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9. Establish Governance and Ethics—Build Trust

In the age of automation, governance and ethics are paramount. Your customers and
stakeholders need to trust your Al processes. Develop policies for model management and
ethical guidelines to ensure transparency and accountability.

Next Step: Form an internal Al ethics committee to review algorithms for unintended bias
and ensure every decision aligns with your values

10. Document and Report—Showcase Your Success

Proper documentation isn’t just about compliance—it's about learning. Detailed reports on Al
performance help identify opportunities for optimization and scale. Share these insights across
departments to foster a culture of continuous improvement.

Bonus: Well-documented Al wins attract investors, partners, and top talent, helping you scale
faster.

Be Bold. Be Proactive. Lead with Al.

Al isn’t just a technology—it's a game-changer that separates industry leaders from followers.
This playbook gives you the tools, frameworks, and insights to launch Al effectively. Every
step, from strategic alignment to ongoing optimization, ensures your company extracts
maximum value from Al.

The future belongs to those who plan strategically and execute boldly. With this playbook in
hand, your enterprise is poised to lead, disrupt, and thrive in the age of Al. Let’s get to work.
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