!
\ , : == —/'\ Al Insights
| Revenue
|
|

| ". _ L) /\/\,\/\/\/
‘ III,I The i o

BusmessLﬁe.S’Ey\e 2 o = 0):
Al Growth Guide o :
e Ll TS

20 practical ways tou
to save time, win customers

| Work
d grow your business. \
g LA sy ngarter.

¥ The

BusinessLife.Style ::::::
Al Growth Guide ::::::
20 practical ways to use Al to save time,

win customers and grow your business.



1. Clarify Your Ideal
Customer

One of the most powerful things Al can do for your
business is help you get crystal clear on who you
actually want to attract. Many small business owners
have a vague sense of their audience but have never
formally mapped out the detail. Al can help you explore
this with depth and precision.

Use Al to investigate your ideal customers' goals,
frustrations, buying triggers, objections and decision-
making habits. The more specific you get, the more
targeted and effective your marketing becomes. Rather
than speaking to everyone, you begin speaking directly
to the people most likely to buy.

@ Promptidea: "Help me define three ideal
customer profiles for my business."



2. Create Better Customer Personas

Al can help you build richer, more nuanced customer profiles that go far beyond basic
demographics. A strong persona captures what customers care about, what they fear, what they
value, what makes them trust you and — crucially — what makes them buy.

Better personas make your marketing more relevant. When you understand your customer deeply,
you can write copy that resonates, create offers that feel tailored, and build relationships that last.
Use Al to challenge your assumptions and uncover insights you may have overlooked.

G AN i

Goals & Motivations Fears & Frustrations Trust Signals

What does your customer want  What keeps them up at night? What makes them trust a
to achieve? What does What problems are they supplier? What builds
success look like for them? desperate to solve? confidence before they buy?



3. Turn Customer Questions Into

Content

Your customers are already giving you content ideas — you just need to listen. Every question

asked before a purchase is a signal of what your audience needs to know, understand or believe

before they feel confident enough to buy from you.

List the questions people ask before they buy, and use Al to turn them into blogs, social posts,
videos, FAQs, emails and downloadable guides. This approach creates content that is genuinely
useful, naturally search-friendly and directly aligned with your sales process. It is one of the most

efficient content strategies available to small businesses.

1 2
Collect Questions Use Al to Draft
Gather real questions from Turn each question into
enquiries, emails and blogs, FAQs, posts or guides

conversations

3

Publish & Attract

Share content that answers
exactly what buyers need to
know



4. Build a 30-Day Marketing Plan

Consistency is one of the biggest challenges in small business marketing. Al can help you create a
full month of content from one core message, removing the daily struggle of deciding what to post
or write about.

Ask Al for daily post ideas, email topics, video prompts, blog titles and calls to action — all built
around a single theme or campaign. This gives you structure, momentum and variety without
starting from scratch each day. The key final step: edit everything so it sounds like you. Al provides
the framework; your voice and personality make it work.

(X
<
2 Blog or Video
. . Weekly Email Turn the theme into deeper
Daily Social Posts Stay in touch with one content that builds trust.
Keep your feed active with clear message each week.

quick, on-brand posts.

Review & Adjust

©

Calls to Action Refine what worked and

Guide people toward the improve the next round.
next step with purpose.

G A 30-day plan built around one core message keeps your marketing focused, consistent
and far easier to execute week by week.



5. Improve Your Website Copy

Your website has seconds to convince a visitor to stay. Most small business websites lose people
because the copy is unclear, too focused on the business rather than the customer, or fails to
answer the questions visitors are silently asking.

Al can review your existing copy and suggest clearer, more compelling wording. Use it to ensure
every page answers the four essential questions visitors need answered before they act.

—0— —0— —0—

Who do you help? What problem do Why should people
? ?
Make your audience you solver: trust yous
immediately recognise Name the pain or Demonstrate credibility,
themselves on your page. challenge your customer is experience and social
experiencing. proof clearly.

_— 00—

What should they do next?

Give a clear, low-friction call to action that guides the next step.



6. Write Better Service Descriptions

Most service descriptions tell people what a business does. The best ones tell people what they
will get, why it matters and why they should choose you. Al can help you make this shift — turning
plain, feature-led descriptions into benefit-led messages that speak directly to the customer's
situation.

For each service, use Al to structure your description around five key elements: who it is for, what
problem it solves, what outcome it creates, why it matters and how to take the next step. This
framework transforms a list of services into a compelling case for working with you, making it far
easier for the right customers to say yes.

Who It's For Problem Solved Outcome Created
Name the specific Describe the challenge or Paint a picture of the result
customer this service is frustration this service the customer can expect.
designed to help. addresses.

Next Step

Make it easy and obvious for the right person to take action.



7. Personalise Your Marketing

The same offer may need very different wording depending on who you are speaking to. A startup
founder and a local authority procurement manager have different priorities, different language and
different reasons to buy. Generic messaging tries to speak to everyone and often connects with no
one.

Use Al to adapt your core message for different audiences — whether that is startups, established
businesses, local authorities, sponsors, partners or consumers. Personalisation does not mean
creating entirely different products; it means framing the same value in the language and context
that resonates most with each group. When people feel understood, they are far more likely to
engage and buy.

Startup Founders Established Local Authorities

Lead with speed, growth Businesses Focus on compliance,

and a lean budget. Emphasise efficiency, community impact and
scale and reduced risk. process.

Sponsors & Partners Consumers

Highlight ROI, reach and strategic Use emotion, trust and simple, clear

alignment. language.



8. Create Email Campaigns Faster

Email remains one of the most effective marketing channels for small businesses — but writing a
sequence of good emails takes time and creative energy. Al can dramatically speed up the drafting
process, helping you produce welcome emails, follow-ups, event invitations, post-event messages,

sales emails and reactivation emails far more quickly.

A good email builds trust before asking for action. Use Al to draft the structure and key messages,
then refine the tone so it feels personal and genuine. The goal is not to automate your relationships
— it is to give you more time to focus on the human elements that make those relationships

valuable.

Welcome Emails

Set the tone and build confidence from the
very first interaction.

Sales Emails

Make compelling offers that feel helpful
rather than pushy.

Follow-Ups

Stay present and relevant after meetings,
events or enquiries.

Reactivation

Re-engage past customers or cold contacts
with a fresh reason to connect.



9. Improve Sales Conversations

Great sales conversations are built on preparation and genuine curiosity. Al can help you prepare
thoroughly for meetings and sales calls — not by scripting everything, but by helping you think
through the conversation in advance so you show up confident and focused on the customer.

@

%

Research the
Prospect

Use Al to gather context on
the company, role, recent
updates and likely priorities
before the call.

Prepare Discovery
Questions

Generate thoughtful
questions that uncover
goals, pain points and
decision criteria.

=Y

Anticipate
Objections

List likely concerns in
advance and draft calm,
helpful responses that
keep the conversation
moving.

Draft the Follow-Up
Structure the

. Write a concise recap that
Conversation

reinforces next steps and

Create a clear flow for the keeps momentum going

meeting so you can guide after the meeting.
the discussion without

sounding scripted.



10. Create Stronger Proposals

A well-structured proposal does not just describe what you offer — it demonstrates that you have
listened, understood and thought carefully about the client's specific situation. Al can help you
build proposals that follow a clear, persuasive structure rather than defaulting to a generic

template.
Client's Situation The Problem Desired Outcome
Summarise the client's Define the challenge Show the future result the
current context and what clearly so the proposal client wants to achieve.
matters most to them. responds to a real need.
Recommended Value Delivered Clear Next Steps
Approach Connect the proposal to Make it easy for the client
Outline the solution and concrete benefits and to move forward with
explain why it fits the business impact. confidence.
situation.

Use Al to organise your proposal around six key elements: the client's situation, the problem they
are facing, the desired outcome they want to achieve, your recommended approach, the value it
will deliver and the clear next steps to move forward. This structure keeps the focus on the client
throughout, making your proposal feel tailored and considered. Always check accuracy, pricing and
promises yourself before sending.

(& Important: Always verify accuracy, pricing and any commitments in Al-assisted proposals
before they leave your desk.



11. Research Prospects Before
Outreach

Cold outreach that feels generic rarely works. Before contacting a potential client, sponsor or
partner, use Al to build a clearer picture of who they are, what they do, who they serve, what they
may need and where there could be a genuine fit with what you offer.

Better research creates better conversations. When you arrive at a meeting or send an email that
demonstrates real understanding of the other person's world, you immediately stand out. Al can
help you synthesise publicly available information quickly, identify potential talking points and
frame your approach in a way that feels relevant and respectful of their time. The goal is not to
appear clever — it is to be genuinely useful.

What do they do? Who do they serve? Where is the fit?
Understand their business Know their customers so Identify the specific overlap
model, services and market you can frame your value in between their needs and
position before you reach terms that matter to them. what you can genuinely
out. offer.

The goal of research is not to impress — it is to show genuine interest and make the conversation
more relevant and valuable for both parties.

@ Promptidea: "I'm meeting [company name] next week. Help me understand their
business, likely priorities and where there could be a fit with what | offer."



12. Improve Event
Follow-Up

Events create a burst of energy and connection — but the real
value is in what happens afterwards. Most businesses under-
invest in post-event follow-up, missing a significant
opportunity to deepen relationships and convert interest into
action.

If you run events, Al can help you turn one event into weeks of
relationship-building. Use it to draft thank-you emails to
attendees, sponsor updates, attendee surveys, LinkedIn posts,
speaker follow-ups and invitations to your next event. Each
touchpoint reinforces the connection made on the day and
keeps your business front of mind. Al makes it practical to
follow up with everyone, not just the people you personally
spoke to.

Thank-You Emails

1 Send personalised notes that make attendees feel
appreciated and remembered.

Sponsor Updates

2 Share outcomes, highlights and value delivered to
keep sponsors engaged.

Attendee Survey

3  Collect feedback while the event is still fresh in
people's minds.

LinkedIn Posts

4 Extend the event's reach by turning key moments
into shareable content.

Speaker Follow-Ups

5 Thank speakers, share next steps and keep the
relationship warm.

Next Event Invitation

6 Convert momentum into attendance by inviting
people back while interest is high.



13. Summarise Customer Feedback

Customer feedback is one of the most valuable assets a small business has — yet it is often
scattered across emails, online reviews, survey responses and informal conversations. Making
sense of it all takes time that most business owners simply do not have.

Al can help you identify common themes across all of this feedback: recurring praise, frequent
complaints, common questions, unmet needs and clear improvement opportunities. By aggregating
and analysing feedback more systematically, you gain a clearer picture of what is working, what is
not and where to focus your energy. This helps you make better decisions — grounded in what
your customers are actually telling you, rather than gut feel alone.

© ©

Common Praise Recurring Complaints Unmet Needs

Identify what customers Spot patterns in negative Discover what customers

consistently love so you feedback before they wish you offered —

can double down on it. become bigger problems. potential new revenue
streams.

Once you have these insights, turn them into action: improve your offer, update your messaging,
train your team, and prioritise where to invest next. The goal is not just to understand feedback, but
to use it to make your business sharper, more useful and easier to choose.

@ Prompt idea: "Here are 20 customer reviews. Identify the top 3 themes, the most common
complaint and any unmet needs."



14. Spot Market Opportunities

It is easy to become so focused on day-to-day operations that you lose sight of the bigger picture.
Al can help you step back and think more widely about your market — exploring possibilities you
might not have considered when you are deep in the business.

Use Al to explore missing services in your sector, underserved customer groups, gaps in what
competitors offer, emerging local trends, potential partnership opportunities and new product or
service ideas. This kind of strategic thinking is often the first thing to get dropped when a business
gets busy. Al makes it faster and more accessible. That said, Al should support your research and
thinking — not replace the real-world conversations and observations that give you genuine market
insight.

Underserved
Groups

There are some bfits whose
people who are avinterred.

Missing
Services

Empty services in with

shelf lifon-and services.

New Product
Ideas

Competitor
Gaps

Competitors gaps on
column in missising chart.

Marketing a nertral new
products, and new ideas.

Partnership
Opportunities

Partnerships and partnerther
to organize or finke lines.

Local Trends

Local trends andienaturally
marketing wiirin the loas.

Al is a thinking partner here: it helps you explore possibilities faster, but the real insight comes from
combining its output with your own market knowledge, customer conversations and lived
experience.

@ Promptidea: "What services are commonly missing in [your sector]? What customer
groups are often underserved?"



15. Improve Business Planning

Many business owners have a clear sense of where they want to go but struggle to translate that
vision into a structured, actionable plan. Ideas stay scattered across notebooks, conversations and
mental to-do lists rather than becoming a coherent roadmap.

Al can help turn scattered ideas into a clearer plan. Use it to draft goals, priorities, action steps,
risks, assumptions, milestones and 90-day plans. This is particularly useful when you know what
you want to achieve but need help organising your thinking into something you can actually work
from — and share with others. A clear plan does not just guide your actions; it builds confidence in
everyone around you.

Goals & Priorities Action Steps Risks & Assumptions

Define what matters most Break the plan into specific Identify what could go

and put it in the right order. tasks you can start now. wrong and what needs to
be true.

Milestones 90-Day Plan

Set checkpoints that show whether you are Create a focused short-term roadmap to

making progress. build momentum.



16 & 17. Build Processes and Train Your
Team

As a business grows, the owner often becomes the bottleneck — the person everyone turns to
because the knowledge lives in their head rather than in documented systems. Al can help you
change that by turning repeated tasks into simple, reusable processes.

Use Al to create standard operating procedures for enquiries, onboarding, event preparation,
content publishing, invoicing, complaints handling and lead follow-up. This makes the business
easier to manage, delegate and scale. Al can also help you create staff training materials — how-to
guides, checklists, role-play scenarios, quizzes, induction plans, customer service scripts and
process documents. Together, these tools help you build a business that does not depend entirely
on you being present for everything to work.

Operating Procedures Training Materials

Document enquiries, onboarding, Create guides, checklists, scripts

invoicing, complaints and follow- and induction plans that free the
up so anyone can handle them owner from being the only source

consistently. of knowledge.



18. Summarise Meetings and Actions

Meetings are only as valuable as the actions they produce. Too often, good conversations end without
clear next steps — and momentum is lost. Al can help make every meeting more productive, from
preparation through to follow-up.

Use Al to create focused agendas before meetings, summarise notes afterwards, identify key decisions
made, list agreed actions with owners and deadlines, draft follow-up emails and turn conversations into
concrete plans. A good meeting should always produce clear next steps — and Al makes it far easier to
capture, organise and communicate those steps quickly. This is one of the simplest and most
immediately impactful ways to start using Al in your business.

Prepare oo
e

Act

Capture

y
o/

This simple cycle transforms meetings from time-consuming conversations into engines of progress —
with Al supporting each stage.

Focused Agenda

Set a clear structure before the meeting starts
so everyone knows the purpose, priorities and
timing.

Action List

Assign owners, tasks and deadlines so every
next step is visible and easy to track.

Meeting Summary

Capture the key points, decisions and
outcomes in a clear, organised format straight
after the meeting.

Follow-Up Email

Send a concise message to all participants so
the conversation turns into clear, shared
momentum.



19. Create Simple Al Rules

Before using Al widely across your business, it is worth taking a moment to establish some simple
ground rules. Without them, well-intentioned use of Al can create risks around data privacy, quality
control and brand consistency.

Decide which tools can be used and by whom, what information must stay private and never be
entered into Al tools, who is responsible for checking Al-generated work before it is used, and
when human approval is required before something goes out. These rules do not need to be
complex — a single page is enough. But having them in place gives everyone in the business clarity
and confidence. It also ensures that Al remains a tool that supports your standards rather than one
that inadvertently undermines them.

Approved Tools Data Privacy Quality Checks
Decide which Al tools are Define clearly what Establish who reviews Al-
permitted and ensure information must never generated content and
everyone uses the same be entered into any Al when human approval is

approved platforms. tool. required.



20. Start Small and Build From There

The most important step is simply to begin. Start with one task where Al could save you time or
improve quality. Good starting points include content creation, follow-up emails, customer
questions, proposals, feedback summaries or process documents. Choose one task, test it,
measure the result — then build from there.

BusinessLife.Style helps business owners use practical tools, clear thinking and strong
relationships to build businesses they love — and that their customers, teams, suppliers and
communities love too.

Book an Al Growth Review and discover the practical opportunities for your business.

Choose One Task Test It Measure the Result
Pick a single area where Al Run a real experiment — Assess the time saved,
could make an immediate use Al on that task and see quality gained or outcome
difference. what happens. improved.

Build From There

Add one more use case at a time, growing your Al capability steadily.

Book an Al Growth Review



