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Al for Business Leaders: A Practical Guide

30-Minute Educational Seminar
Hynds.Al

Slide 1: Title Slide

Al for Business Leaders:

What You Actually Need to Know

A practical, no-hype guide to understanding and leveraging Al in your business

Presented by: John Hynds, Hynds.Al

Slide 2: You're Already Using Al Daily
Every Day, Al is Making Your Life Easier:

» m Email spam filters sorting your inbox

» m Netflix recommending your next show

- mm GPS finding the fastest route home

» m Amazon showing you relevant products

» m Your phone predicting your next word
The Question: Why isn't Al making your business more efficient?

Slide 3: Today's Goal

What We'll Cover:

m Demystify Al - What it actually is (and isn't)

m |dentify Opportunities - Where Al creates real business value
m Avoid Common Failures - Why 85% of Al projects fail

m Take Action - Practical next steps you can implement

What We Won't Do:

m Technical jargon or complex algorithms

m Sales pitches or product demos

m Unrealistic promises or hype

SECTION 1: WHAT Al ACTUALLY IS
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Slide 4: Alin Simple Terms

The Definition That Actually Matters:

> Al finds patterns in data and makes predictions or decisions based on those patterns.

That's it. No magic. No sentience. Just pattern recognition at scale.
Example:

* You trained your spam filter by marking emails as spam
« It learned patterns (certain words, sender patterns, links)

* Now it predicts which emails are spam

Slide 5: Three Types of Al That Matter for Business

1. m Predictive Al

What it does: Forecasts future outcomes
Business uses:

* Sales forecasting

* Inventory prediction

* Cash flow projection

» Customer churn likelihood

Example: "Based on historical patterns, we'll need 30% more inventory in Q4"

Slide 6: Three Types of Al (Continued)
2. Om Generative Al

What it does: Creates new content

Business uses:

» Email drafting and responses
» Report generation
» Meeting summaries

* Proposal writing

Example: "Summarize this 50-page contract into key terms and risks

Slide 7: Three Types of Al (Continued)
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3. m Decision Al

What it does: Automates choices based on rules and data
Business uses:

» Dynamic pricing

* Route optimization

* Lead prioritization

*» Scheduling

Example: "Automatically assign incoming leads to the best-fit salesperson”

Slide 8: What Al Can't Do

Be Realistic About Limitations:

Replace human judgment - Especially in complex, nuanced situations

Understand context it hasn't seen - It only knows patterns from its training

Fix bad data - Garbage in, garbage out still applies

Make ethical decisions - It needs human oversight for values-based choices

Explain "why" like humans - It finds correlations, not causation

SECTION 2: WHERE Al CREATES BUSINESS VALUE

Slide 9: The 3 R's of Al ROI

Framework for Identifying Al Opportunities:

1. m *REDUCE**

What repetitive tasks drain your team's time?

2. m *REVEAL**

What insights are buried in your data?

3. m *RESPOND**

What decisions need to happen faster?

Every Al opportunity fits into at least one of these categories.

Slide 10: REDUCE - Repetitive Task Automation

Common Time Drains Al Can Eliminate:

Administrative:
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« Data entry from forms/emails
» Report generation
* Meeting notes and summaries

» Expense categorization

Customer-Facing:

» Answering common questions
« Initial inquiry triage
» Appointment scheduling

* Follow-up communications
Typical ROI: 20-40 hours saved per employee per month

Slide 11: REVEAL - Insights Hidden in Your Data
What Your Data Is Telling You (But You're Not Hearing):
Sales & Marketing:

» Which leads are most likely to convert?
* What's the real customer lifetime value?

» Which marketing channels actually drive revenue?

Operations:

» Where are the bottlenecks costing you money?
» Which suppliers are becoming unreliable?

» What's the optimal inventory level?

Financial:

» Which customers are payment risks?
» Where is profit margin actually coming from?

» What's your true cash flow forecast?

Slide 12: RESPOND - Faster Decision Making

Decisions That Cost You When They're Slow:
Pricing:

* Real-time competitive pricing adjustments
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» Dynamic discounting based on inventory

» Customer-specific pricing optimization

Resource Allocation:

* Service technician routing
« Staff scheduling optimization

* Inventory reordering triggers

Customer Management:

* Lead prioritization and routing
* Retention intervention timing

* Upsell opportunity identification

Slide 13: Real Examples by Department

Sales & Marketing:

* Lead Scoring: Auto-rank leads by conversion probability (30% more closed deals)
» Personalized Outreach: Generate customized emails at scale (5x response rate)

* Pipeline Forecasting: Predict quarter-end revenue within 5%

Operations:
» Demand Forecasting: Reduce overstock by 25%, eliminate stockouts
* Route Optimization: Save 15-20% on delivery costs

* Quality Control: Catch defects 99.9% accurately

Slide 14: Real Examples (Continued)

Finance:
» Cash Flow Prediction: 90-day forecast accuracy within 3%
» Anomaly Detection: Flag unusual transactions for review (prevent fraud/errors)

» Automated Reconciliation: Process invoices 10x faster

Customer Service:
* Intelligent Routing: Direct inquiries to best-fit agent (30% faster resolution)

e Sentiment Analysis: Escalate unhappy customers automatically
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e Chatbot Triage: Handle 60-80% of tier-1 questions

SECTION 3: WHY Al PROJECTS FAIL

Slide 15: The Uncomfortable Truth

Industry Statistics:

85% of Al projects fail to reach production
Only 1in 10 Al pilots deliver measurable business value
Average time to abandoned Al project: 18 months

Average cost of failed Al project: $500K - $2M

But It Doesn't Have to Be This Way

Slide 16: Failure Mode #1: Technology Looking for a Problem

The Wrong Approach:

m "We should use Al because our competitors are"
m "Let's implement machine learning and see what happens"

m "Al is the future, so we need to do something"

The Right Approach:

m "Our sales team spends 10 hours/week on data entry - how do we fix that?"

m "We're losing $50K/month to inventory waste - what can we do?"
m "Customer churn is up 15% - how do we predict and prevent it?"

Lesson: Start with the pain, not the technology.

Slide 17: Failure Mode #2: Perfection Paralysis
The Wrong Mindset:

m "We need to clean all our data first" (18-month delay)

m "Let's wait until we have perfect systems" (never happens)

m "We should build the ideal solution from day one" (scope creep)
The Right Mindset:

m "Let's solve one problem with the data we have"

m "We'll start with 80% accuracy and improve from there"
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m "Deploy a working solution in 60 days, then iterate"

Lesson: Perfect is the enemy of done.

Slide 18: Failure Mode #3: Pilot Purgatory

The Wrong Pattern:

m Endless proof-of-concepts that never launch
m "Let's test this for another quarter"

m Success metrics that keep changing

m No one owns the production deployment

The Right Pattern:

m 30-60 day pilot with clear success criteria

m Production deployment plan from day one

m Single owner accountable for business results
m Go/no-go decision with real deadlines

Lesson: Pilots are for learning, not stalling.

Slide 19: Three Success Factors
1. m Start with a $50K+ Problem
Why $50K?

* Large enough to justify investment
« Small enough to solve quickly

* Clear ROl measurement

Examples:

« Sales team spending 200 hrs/month on admin ($12K/month at $60/hr)

* Inventory waste costing $75K/year

 Customer churn representing $100K in lost revenue

Slide 20: Three Success Factors (Continued)

2. m Think Deployment, Not Demo
Key Questions to Ask Before Starting:

m How will this integrate with our current systems?
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m Who will maintain it after launch?

m What happens when the Al makes a mistake?
= How do we train employees to use it?

m What's the worst-case failure scenario?

If you can't answer these, you're not ready to start.

Slide 21: Three Success Factors (Continued)
3. m Measure Business Metrics, Not Al Metrics
Wrong Metrics (Technical):

» 95% model accuracy
* 0.03 error rate

* 99.7% uptime

Right Metrics (Business):

* 15 hours saved per week per person
 $25K reduction in monthly waste
» 20% increase in customer retention

* 3-day faster order fulfillment
Lesson: Your CFO doesn't care about accuracy scores.

SECTION 4: THE PRACTICAL PATH FORWARD

Slide 22: This Week: The Complaint Audit

Your Homework:
Ask your team: "What are the 3 tasks you complain about most?"
Listen for phrases like:

* "l waste so much time on..."

« "If only we could automate..."

« "l do the same thing every day..."

* "We should have visibility into..."

« "By the time we know X, it's too late to fix Y"

Create a list. These are your Al opportunities.
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Slide 23: This Month: The Data Collection Sprint

Pick One Process to Track for 30 Days:

Measure:

1. Time: How many hours are spent on this?

2. Volume: How many times is this done per week?
3. Error Rate: How often does it go wrong?

4. Impact: What does it cost when it fails?

5. Delay: How long between trigger and completion?

Example: Track every sales quote from request to delivery

Goal: Quantify the problem before you try to solve it.

Slide 24: This Quarter: The Learning Conversation
Have One Conversation with Someone Who's Actually Done This
Who to Talk To:

* Peer in your industry who's deployed Al
» Business owner who's automated a key process

» Technology partner who specializes in your vertical

Questions to Ask:

» What was harder than you expected?
» What did you wish you knew before starting?
« What would you do differently?

» What was the actual ROI vs. projected ROI?
Why This Matters: Learn from others' mistakes, not your own.

Slide 25: Resources You Can Take Home Today

1. m Al Opportunity Assessment (One-Page Handout)

Framework for identifying and prioritizing Al opportunities

2. m ROI Calculator

Simple tool to estimate time/cost savings

3. m Case Study Examples
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Real implementations across industries
4. m Reading List
Books, podcasts, and articles for continued learning

All materials available at: [your-website/ai-seminar-resources]

Slide 26: The ROI Reality Check
Typical Al Implementation Economics:
Initial Investment: $15K - $75K

» Depends on complexity and scope

* Includes development + integration + training

Monthly Ongoing: $500 - $2,500
» Maintenance, monitoring, updates

« Platform fees and API costs

Typical Payback Period: 3-9 months
Year 1 ROI: 200-400% for well-scoped projects

Year 3+ ROI: 500-1000%+ as you compound benefits

Slide 27: Decision Framework
When Should You Move Forward with Al?
Green Light (Do It Now):

m Clear $50K+ annual problem

m Available data (even if imperfect)

m Executive sponsor committed

m Team willing to change processes

m 6-month runway for implementation
Yellow Light (Not Yet):

mm Problem isn't quantified

mm No clear business owner

mm Organizational change resistance

mm Too many competing priorities
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Red Light (Don't Start):
m "We should use Al" without a specific problem
m Expecting Al to fix fundamental business issues

m No budget for maintenance and iteration

Slide 28: Common Questions

"Do we need a data scientist on staff?"

No. You need someone who understands your business problems deeply. The technical execution can be
outsourced.

"How long does it take?"

60-90 days for first deployment. Then faster for subsequent projects.

"What if our data is messy?"

Everyone's data is messy. Start with what you have, improve as you go.

"Should we build or buy?"

Neither. Most businesses need custom solutions deployed on existing platforms, not off-the-shelf software or
massive internal builds.

Slide 29: What's Next?
Three Paths Forward:
Path 1: Do It Yourself

* Use today's framework to identify opportunities
» Start small, learn, iterate

* Build internal capability over time

Path 2: Partner with Specialists

* Get help with strategy and implementation
» Maintain ownership of systems

* Transfer knowledge to your team

Path 3: Wait and Watch

» Continue monitoring the landscape
* Learn from early adopters

* Move when you're ready
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All three are valid. Choose based on your situation, not pressure.

Slide 30: Key Takeaways

Remember These 5 Things:

1. Alis practical, not magical - It's pattern recognition, not science fiction
2. Start with problems, not technology - Find the $50K pain point first

3. Most Al projects fail - But failure is avoidable with the right approach

4. Measure business impact - Hours saved, revenue gained, costs reduced

5. Action beats perfection - Start small, deploy fast, iterate constantly

Slide 31: Q&A and Discussion

Open Discussion:

Questions?
Who here has already experimented with Al in their business?

» What did you try?
* What worked?
* What didn't?

What's your biggest concern about implementing Al?

Slide 32: Thank You

Stay in Touch:
John Hynds

Founder, Hynds.Al

m john@hynds.ai

m hynds.ai

Resources:

All handouts and tools available at:
hynds.ai/ai-seminar-resources

Next Step:
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Book a discovery call (no sales pitch, just strategy):
hynds.ai/discovery

End of Presentation
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