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The AI Operations Playbook for Growing 
Businesses

A practical guide to reducing administration, connecting 
systems, and building a more intelligent operation
Prepared for Australian business owners and operations leaders

Includes a complimentary 30-minute AI & Operations Discovery Call

How to use this playbook
Growth often creates operational complexity faster than it creates operational capability. A 

business may have the right people, strong customer demand, and good intentions, yet still 

lose time to re-keying information, chasing approvals, reconciling spreadsheets, searching 

for documents, and relying on individuals who carry essential knowledge in their heads.

This playbook is designed to help you diagnose those constraints before selecting software 

or commissioning a large transformation project. It gives you a practical sequence:

You do not need to automate everything. You need to identify the few workflows where 

better information, fewer hand-offs, and sensible use of AI can create measurable value.

What you will find inside

Find the friction. Prioritise the opportunity. Test a focused improvement. Scale what 

works.

Section Purpose

The operational problem
Understand why growing businesses 
accumulate workarounds and administrative 
overhead.

Five signs your systems have fallen behind
Recognise the symptoms of operational 
friction.

The AI and automation opportunity map Identify and rank potential improvements.



1. The operational problem

Growth creates complexity before it creates structure
In the early stages of a business, informal coordination is often an advantage. A small team 

can solve problems through a quick conversation, a shared spreadsheet, or an email 

thread. As the business grows, those same methods become hidden infrastructure. More 

customers, jobs, employees, suppliers, locations, and compliance requirements create 

more information to capture, update, approve, and report.

The result is rarely one dramatic failure. It is usually a collection of small delays:

• A customer provides information in an email that someone later enters into a system.

• A quote is prepared using an old template or incomplete job history.

• A schedule changes, but not every person or system receives the update.

• A manager waits for a report that requires several people to reconcile data first.

• A team member is away and nobody is certain how a critical process works.

• An invoice is delayed because evidence of completion is scattered across messages, 

forms, and attachments.

Each issue may appear manageable in isolation. Together, they reduce capacity, obscure 

performance, and make growth feel harder than it should.

The hidden cost of operational friction

Opportunity checklist
Examine common workflows across the 
business.

Industry examples
Translate the framework into practical 
scenarios.

30-day starting roadmap
Move from observation to a validated first 
improvement.

Readiness scorecard
Assess whether your operation is ready to 
adopt AI and automation.

Discovery call
Prepare for a focused conversation about 
your next best step.



Operational friction consumes more than administrative time. It also affects customer 

experience, decision quality, employee confidence, and the ability of leaders to focus on 

growth. The first task is therefore not to ask, “Which AI tool should we buy?” The better 

question is:

A practical friction lens

Review every recurring workflow through five questions:

The purpose of this assessment is not to criticise the team. Manual workarounds are often 

evidence that people are compensating for gaps in the operating system. The opportunity 

is to make the good work easier, safer, and more repeatable.

2. Five signs your business has outgrown its 
systems

Sign 1: The same information is entered more than once
Customer details, job data, purchase orders, delivery information, employee hours, and 

invoice details may be captured in several places. Re-entry increases effort and creates 

opportunities for inconsistency. It also makes it difficult to know which record is current.

Where does work slow down, get repeated, become unclear, or depend too heavily 

on manual coordination?

Question What to look for

Where does work wait?
Queues, approval bottlenecks, delayed 
responses, and hand-offs.

Where is information re-entered?
Duplicate data entry, copy-and-paste, and 
multiple versions of the truth.

Where do errors originate?
Ambiguous forms, missing fields, manual 
calculations, and inconsistent naming.

Where is visibility lost?
Information held in inboxes, personal files, 
spreadsheets, or disconnected systems.

Where does knowledge depend on one 
person?

Unwritten procedures, informal 
workarounds, and “ask Sarah” processes.



Diagnostic question: If one core customer or job detail changes, how many places must 

someone update?

Sign 2: Leaders lack timely operational visibility
Reports may be technically available but practically difficult to produce. Managers often 

wait for end-of-week or end-of-month summaries because information is distributed across 

systems and spreadsheets. Decisions are then made using incomplete or out-of-date views.

Diagnostic question: Which operational questions take longer than one business day to 

answer?

Sign 3: Reporting is assembled manually
If a recurring report requires exporting data, manipulating spreadsheets, checking 

formulas, and reconciling exceptions, the reporting process itself may be a source of risk. 

Manual reporting also reduces the time available for interpretation and action.

Diagnostic question: How much of a report is spent preparing data rather than 

understanding it?

Sign 4: Critical knowledge is trapped with individuals
A process may work only because an experienced employee knows the sequence of steps, 

exceptions, contacts, and decisions. When that person is unavailable, work slows or quality 

varies. This is a resilience issue, not a people issue.

Diagnostic question: Which processes would be difficult to run if one key person were 

away for two weeks?

Sign 5: Delays appear between departments or systems
Sales, operations, finance, customer service, and field teams may each work effectively 

inside their own tools, while the hand-offs between them remain slow or unclear. The 

customer experiences the gap even when every team is working hard.

Diagnostic question: Where do requests, updates, approvals, or exceptions most often 

become stuck?

Quick self-check

Mark each statement that describes your business.

Statement Yes / No



If you marked three or more statements, the next step is not necessarily a new platform. It is 

a structured review of the workflows producing the symptoms.

3. Where AI and automation create value
AI is most useful when it is applied to a clearly understood workflow. Automation is most 

useful when a predictable rule can remove repetitive coordination. The best opportunities 

usually combine both: automation moves information and triggers actions, while AI helps 

interpret, draft, classify, search, or summarise information that would otherwise require 

manual attention.

We enter the same customer, job, or order 
information into multiple systems.

﻿

It is difficult to see the current status of every 
active job or request.

﻿

Recurring reports depend on manual 
spreadsheet preparation.

﻿

Employees use personal workarounds that 
are not documented.

﻿

A small number of people are the only source 
of process knowledge.

﻿

Customers or internal teams regularly ask for 
updates that should be visible.

﻿

Approvals are managed through long email 
chains or informal messages.

﻿

Documents are difficult to find, compare, or 
confirm as current.

﻿

Invoices are delayed by missing information 
or proof of completion.

﻿

New employees take a long time to become 
operationally independent.

﻿

Workflow area Common friction Practical improvement 

examples



A sensible division of labour
The goal is not to replace human judgement. It is to reserve human attention for decisions, 

relationships, exceptions, and accountability.

Customer enquiries
Enquiries arrive through 
multiple channels and are 
manually triaged.

Classify enquiries, extract key 
details, draft responses, and 
route requests to the right 
team.

Quoting
Staff search old records and 
recreate similar quotes.

Capture requirements 
consistently, surface relevant 
history, and generate a 
reviewable first draft.

Scheduling
Changes are communicated 
manually across teams.

Centralise status, trigger 
notifications, and flag conflicts 
or missing information.

Workflow management
People rely on inboxes and 
memory to track next actions.

Create task triggers, escalation 
rules, and exception queues.

Documentation
Staff search folders or rewrite 
standard documents.

Create a searchable knowledge 
base, summarise documents, 
and generate controlled 
templates.

Compliance
Evidence and records are 
incomplete or scattered.

Use standard capture forms, 
reminders, document checks, 
and audit-ready registers.

Reporting
Data is exported and reconciled 
manually.

Establish a consistent data 
model and automate recurring 
reporting with exception 
review.

Invoicing
Billing waits for information 
from operations.

Link completion evidence, 
approvals, and invoice 
preparation in one workflow.

Task type Usually best handled by

Repeating a known rule Automation

Moving data between connected systems Integration or automation

Summarising large volumes of text AI with human review



A practical principle is assist first, automate second. Start by helping people complete 

work more consistently. Once the workflow, data, and controls are proven, consider 

increasing automation.

4. The AI Operations Opportunity Map

Step 1: Describe the workflow
Choose one recurring process and write its current state in plain language. Record the 

trigger, steps, people, systems, decisions, outputs, and exceptions. Avoid starting with a 

product name. The objective is to understand how work actually moves.

Workflow canvas

Drafting routine communications AI with approval controls

Detecting unusual cases AI or rules-based alerts

Making a high-consequence decision
A responsible person using reliable 
information

Defining policy, accountability, and 
acceptable risk

Leadership and process owners

Field Notes

Workflow name ﻿

Business owner ﻿

Trigger What starts the process?

Desired outcome What should be true when it is complete?

Main steps ﻿

People involved ﻿

Systems and files used ﻿

Decisions or approvals ﻿

Exceptions ﻿



Step 2: Score the opportunity
Score each candidate from 1 to 5. Use evidence where possible; estimates are acceptable at 

the initial stage if they are clearly labelled as estimates.

Opportunity scorecard

A simple priority score is:

This score is a decision aid, not a mathematical truth. A lower-scoring opportunity may still 

be the right first project if it creates foundational data or demonstrates value quickly.

Current delays ﻿

Current errors or rework ﻿

Evidence of completion ﻿

Customer or business impact ﻿

Dimension 1 3 5

Impact Minor inconvenience
Noticeable team 
benefit

Material customer, 
capacity, quality, or 
cash-flow benefit

Urgency Can wait
Should improve this 
year

Creates immediate 
operational or 
customer risk

Frequency Occurs occasionally Occurs weekly
Occurs daily or 
continuously

Feasibility Complex or unclear
Achievable with 
preparation

Clear process and 
accessible data

Confidence Little evidence Some evidence
Strong evidence from 
the team or records

Risk control
High consequence if 
wrong

Human review can 
manage risk

Low-risk and easily 
reversible

Priority score = Impact + Urgency + Frequency + Feasibility + Confidence + Risk 

control



Step 3: Select the first use case
Choose a use case that is valuable, bounded, measurable, and safe to test. Avoid beginning 

with a broad ambition such as “implement AI across the business.” A better first target is 

“reduce the time required to prepare standard customer responses” or “create a reliable 

daily view of active jobs and exceptions.”

Selection criteria

The first use case should have a named owner, a defined start and finish, a manageable 

number of systems, accessible source information, and a clear baseline. It should also have 

a human review step whenever the output could affect a customer, employee, safety 

requirement, compliance obligation, or financial decision.

5. AI and automation opportunity checklist
Use this checklist during a workshop with the people who perform the work. Ask them to 

describe the process as it happens, including exceptions and informal workarounds.

Customer and sales workflows

Candidate

 

opportuni

ty

Impact Urgency Frequency Feasibility Confidenc

e

Risk 

control

Total

﻿ ﻿ ﻿ ﻿ ﻿ ﻿ ﻿ ﻿

﻿ ﻿ ﻿ ﻿ ﻿ ﻿ ﻿ ﻿

﻿ ﻿ ﻿ ﻿ ﻿ ﻿ ﻿ ﻿

Check Opportunity prompt Notes

[ ]
Are enquiries captured 
consistently regardless of 
channel?

﻿

[ ] Can the team identify the next 
action and responsible person 

﻿



Operations and delivery

Finance and administration

immediately?

[ ]
Are common questions 
answered from a trusted 
knowledge source?

﻿

[ ]

Can prior customer, quote, or 
job information be found 
without searching multiple 
places?

﻿

[ ]
Are follow-ups triggered when 
a response or decision is 
overdue?

﻿

Check Opportunity prompt Notes

[ ]
Is the status of every active job, 
order, or service request 
visible?

﻿

[ ]
Are schedule changes 
communicated automatically 
to affected people?

﻿

[ ]
Are exceptions separated from 
routine work so they receive 
attention?

﻿

[ ]
Can staff capture information 
once at the point of work?

﻿

[ ]
Are completion records, 
photos, forms, and notes 
attached to the correct job?

﻿

Check Opportunity prompt Notes

[ ] Does billing receive complete 
information without chasing 

﻿



Knowledge and documentation

Governance and readiness

operations?

[ ]
Are purchase orders, approvals, 
and invoices matched 
consistently?

﻿

[ ]
Are recurring reports generated 
from a consistent source of 
truth?

﻿

[ ]
Are overdue actions or 
exceptions visible before they 
become urgent?

﻿

[ ]
Can leaders see the few 
measures that drive 
operational performance?

﻿

Check Opportunity prompt Notes

[ ]
Are standard operating 
procedures current and easy to 
find?

﻿

[ ]
Can a new team member find 
the answer without relying on 
one person?

﻿

[ ]
Are documents named, 
classified, and stored 
consistently?

﻿

[ ]
Can the business search across 
approved operational 
knowledge?

﻿

[ ]
Is there a review and 
ownership process for 
important documents?

﻿



6. Industry examples
The following examples are deliberately practical. They illustrate how to start with an 

operational problem rather than a software purchase.

Transport and logistics
A transport business may manage customer requests, route information, driver availability, 

proof of delivery, exceptions, and invoicing across several channels. A focused first use case 

could be an exception workflow that identifies delayed jobs, missing proof of delivery, or 

incomplete information and routes each case to the right person.

Potential improvement: Capture delivery and exception data in a consistent format, 

trigger alerts when a required record is missing, and prepare a daily exception summary for 

operations leadership.

Human control: Dispatch or operations staff confirm the issue and decide the corrective 

action. AI may assist with classification and summarisation, but it should not 

independently make safety-critical or customer-impacting commitments.

Measures: Time to identify exceptions, time to resolve exceptions, missing-record rate, 

invoice delay caused by incomplete delivery evidence, and customer update response time.

Check Opportunity prompt Notes

[ ]
Is there a named owner for 
each proposed AI or 
automation use case?

﻿

[ ]
Are sensitive information and 
access permissions 
understood?

﻿

[ ]
Is human review defined for 
important outputs?

﻿

[ ]
Can the result be measured 
against a baseline?

﻿

[ ]
Is there a rollback or manual 
fallback if the improvement 
fails?

﻿



Manufacturing
A manufacturer may have valuable information in production notes, maintenance records, 

quality reports, supplier correspondence, and spreadsheets. A useful first use case could be 

a searchable operational knowledge process that helps staff locate approved procedures, 

recurring failure patterns, and relevant maintenance information.

Potential improvement: Classify maintenance or quality issues, surface relevant historical 

records, and produce a structured review summary for a qualified person.

Human control: A responsible production, quality, or maintenance professional validates 

the information before any change to operating procedures or equipment decisions.

Measures: Time to find relevant information, repeat-issue rate, time from issue 

identification to review, and completeness of maintenance or quality records.

Professional services
Professional services teams often lose time preparing meeting notes, updating client 

records, drafting routine correspondence, and locating prior work. A bounded opportunity 

could be to convert approved meeting notes into structured actions, assign owners, and 

draft a follow-up for review.

Potential improvement: Use a controlled template to capture decisions, actions, dates, 

and open questions, then create a reviewable draft in the appropriate system.

Human control: The responsible adviser reviews the summary, checks confidentiality, and 

approves all external communications.

Measures: Time spent on post-meeting administration, action completion rate, follow-up 

delay, and consistency of client records.

Field operations
Field teams frequently work across schedules, forms, photos, customer notes, and 

completion records. A strong starting point may be a mobile-friendly capture process that 

reduces end-of-day administration and ensures the office receives complete information.

Potential improvement: Capture job completion information once, validate mandatory 

fields, classify notes, and route exceptions to the office before billing or follow-up.

Human control: Supervisors review exceptions and approve any customer-facing or 

financial outcome.

Measures: Time spent on re-keying, percentage of complete job records, billing cycle time, 

return visits caused by missing information, and customer follow-up time.



7. The 30-day AI operations roadmap
The safest path is a short, evidence-led cycle rather than a risky whole-of-business 

transformation. The roadmap below can be adapted to the size and complexity of the 

business.

Days 1–5: Discover

Period Focus Activities Output

Days 1–5 Discover

Interview process 
owners, map one to 
three workflows, 
collect baseline 
measures, and identify 
constraints.

Current-state 
workflow map and 
opportunity register.

Days 6–10 Prioritise

Score opportunities by 
impact, urgency, 
frequency, feasibility, 
confidence, and risk 
control. Select one 
first use case.

Prioritised use-case 
brief and success 
measures.

Days 11–17 Design

Define the future 
workflow, data fields, 
roles, approvals, 
exception handling, 
and fallback process.

Future-state design 
and control plan.

Days 18–24 Validate

Build or configure a 
small prototype, test 
with representative 
examples, document 
errors, and gather user 
feedback.

Validated prototype 
and test results.

Days 25–30 Decide and scale

Compare results with 
the baseline, confirm 
ownership, refine the 
process, and decide 
whether to stop, 
iterate, or expand.

Go-forward roadmap 
and implementation 
decision.



Start with people who perform the work, not only people who manage it. Ask what they 

receive, what they do, what they wait for, what they check, what they re-enter, and what 

they do when the process does not work. Collect a small sample of real, representative 

cases, with sensitive information handled appropriately.

The discovery output should be a one-page workflow map and a list of observed friction 

points. Do not attempt to solve every issue at this stage.

Days 6–10: Prioritise
Use the opportunity map to compare candidates. Select one use case that is important 

enough to matter but narrow enough to test. Define a baseline before changing the 

process. For example, measure preparation time across a normal sample, not only the best 

or worst case.

Write a use-case brief containing the problem, affected users, current process, desired 

outcome, information required, exclusions, risks, owner, and measures of success.

Days 11–17: Design
Design the future workflow with explicit ownership. Define where information enters, 

where it is stored, how it moves, what the AI or automation is allowed to do, where a person 

must review it, and what happens when the information is incomplete or the result is 

uncertain.

A good design is understandable without a technical vocabulary. If the team cannot explain 

the new process in a few sentences, it is probably too broad for a first implementation.

Days 18–24: Validate
Test with representative examples, including ordinary cases and exceptions. Record 

accuracy, time saved, user effort, failure modes, and any unexpected behaviour. Compare 

the result with the baseline rather than relying on enthusiasm or anecdote.

The prototype should be reversible. Keep the existing manual process available until the 

new process has earned trust.

Days 25–30: Decide and scale
At the end of the cycle, decide whether the use case should be stopped, refined, rolled out, 

or used as a foundation for a larger roadmap. Document what was learned about data 

quality, process ownership, integration, user adoption, and governance.



A successful first use case is not merely one that works technically. It is one that people can 

use consistently, leaders can measure, and the business can control.

8. AI Operations Readiness Checklist and 
Scorecard
Score each statement from 0 to 3:

• 0: Not in place or not understood.

• 1: Partially in place and inconsistent.

• 2: Generally in place with some gaps.

• 3: Clearly defined, owned, and consistently used.

Readiness area Assessment statement Score

Leadership
A leader has identified the 
operational outcomes the 
business wants to improve.

﻿

Ownership
Each priority workflow has a 
named process owner.

﻿

Process clarity
The current process, including 
exceptions, is documented well 
enough to review.

﻿

Data quality

Core information is captured 
consistently and can be 
accessed for the selected use 
case.

﻿

System landscape
The business understands 
which systems hold important 
operational information.

﻿

Integration
There is a realistic view of how 
information could move 
between relevant systems.

﻿

Measurement
A baseline and success 
measures have been defined.

﻿



Interpreting the result

The score is a conversation starter. A high score does not eliminate risk, and a low score 

does not mean the business should wait. It indicates where preparation will create the 

greatest benefit.

User involvement
The people performing the 
work are involved in design 
and testing.

﻿

Governance
Access, confidentiality, 
approvals, and human review 
requirements are understood.

﻿

Risk management
The business has defined 
fallbacks, escalation paths, and 
a rollback approach.

﻿

Change adoption
Users understand why the 
change is being made and how 
their work will improve.

﻿

Continuous improvement
There is a process for reviewing 
performance and updating the 
workflow.

﻿

Total ﻿ /36

Score Indication Recommended next step

0–12 Early stage
Begin with workflow discovery, 
ownership, and data 
foundations.

13–24 Developing
Select a bounded pilot and 
address the most important 
readiness gaps alongside it.

25–31 Capable
Run a measured pilot with 
defined governance and a clear 
scale decision.

32–36 Strong foundation
Prioritise a portfolio of use 
cases and establish a 
repeatable delivery approach.



9. From pilot to operating capability
A successful pilot should become part of an operating model rather than remain an isolated 

experiment. Establish a lightweight rhythm for reviewing use cases, performance, user 

feedback, data quality, and emerging risks.

Recommended operating roles

Minimum control questions
Before expanding a use case, confirm that the business can answer these questions:

1. What information does the process use, and who is authorised to access it?

2. What is the AI or automation allowed to do, and what is explicitly outside its scope?

3. When must a person review or approve the result?

4. How will errors be detected, corrected, and recorded?

5. What happens if the service, integration, or data source is unavailable?

6. How will users know whether the process is performing as intended?

7. Who owns ongoing maintenance and periodic review?

The objective is controlled usefulness. A workflow that is slightly less automated but 

transparent, reviewable, and resilient is often more valuable than a highly automated 

Role Accountability

Executive sponsor
Confirms the business outcome, removes 
barriers, and approves significant changes.

Process owner
Owns the workflow, measures performance, 
and decides how exceptions are handled.

Subject-matter users
Explain the real work, test the solution, and 
identify practical failure modes.

Technical owner
Maintains integrations, access, configuration, 
and reliability.

Risk or compliance reviewer
Reviews sensitive data, approvals, 
auditability, and controls where required.



workflow that the team does not trust.

10. Suggested implementation roadmap 
beyond 30 days
Once the first use case is validated, group future opportunities into a simple portfolio.

Avoid creating a long list of disconnected experiments. Each new initiative should either 

improve a meaningful business outcome or strengthen a reusable capability such as data 

quality, workflow ownership, knowledge management, or reporting.

11. Preparing for the complimentary 
discovery call
The 30-minute AI & Operations Discovery Call is designed to identify a practical starting 

point, not to pressure you into a software decision. To make the conversation useful, bring 

one workflow that feels slower, more manual, or less visible than it should be.

Suggested preparation

Horizon Focus Typical work

Now Prove value
One bounded workflow with a 
clear owner and baseline.

Next Connect
Improve data flow, standardise 
fields, and remove adjacent 
manual hand-offs.

Later Scale
Extend proven patterns across 
teams, locations, or vertical-
specific workflows.

Question Your notes

What process creates the most avoidable 
administration?

﻿



During the call, 10xGrowth Labs can help you clarify the problem, identify candidate use 

cases, assess readiness, and outline a proportionate next step. Depending on the situation, 

that next step may be further discovery, a focused pilot, a systems and workflow review, or 

a paid solution roadmap.

Book your complimentary discovery call
Bring one operational bottleneck. Leave with a clearer view of your next best step.

Call to action: Book your complimentary 30-minute AI & Operations Discovery Call with 

10xGrowth Labs.

Suggested landing-page fields:

Where does information get entered, copied, 
or reconciled?

﻿

Which delays are most visible to customers or 
employees?

﻿

Which report or operational question is 
hardest to answer?

﻿

What knowledge is concentrated with one 
person or team?

﻿

What would a meaningful improvement look 
like in 30–90 days?

﻿

What systems, spreadsheets, or forms are 
involved?

﻿

What information or decisions require special 
care?

﻿

Field Purpose

Name and role
Understand the participant’s perspective 
and decision context.

Business name and industry
Tailor the conversation to the operating 
environment.

Email and phone Confirm the booking and provide the guide.

Main operational challenge Prepare a focused discovery conversation.



12. Campaign and conversion playbook for 
10xGrowth Labs
The guide should diagnose operational problems first and introduce software only as a 

possible means of addressing an identified need. This preserves credibility and keeps the 

message relevant to business owners who may not yet know which technology is 

appropriate.

Recommended lead-generation journey

mermaid

Current systems involved
Identify likely workflow and integration 
considerations.

Preferred call times Reduce scheduling friction.



LinkedIn or paid 
advertisement

Guide landing page

Contact details captured

Guide delivered

Readiness assessment

30-minute discovery call

Paid discovery or solution 
roadmap

Core advertising copy

Primary headline

Your business has grown. Have your systems kept up?

Primary text



Many growing businesses are still relying on disconnected software, spreadsheets, emails, 

phone calls, and repetitive administration to keep operations moving.

The AI Operations Playbook for Growing Businesses shows you how to:

• Identify the operational friction slowing your business down.

• Reduce repetitive administration and duplicate data entry.

• Connect disconnected systems and workflows.

• Improve visibility across jobs, customers, teams, and performance.

• Find practical opportunities for AI and automation.

• Build a scalable operational roadmap.

Download the free guide and receive a complimentary 30-minute AI & Operations 

Discovery Call with 10xGrowth Labs.

CTA: Download the Free Playbook

Landing-page structure

Section Recommended message

Hero
Your business has grown. Have your systems 
kept up?

Problem
Growth often creates disconnected systems, 
repetitive administration, and limited 
visibility.

Promise

Learn how to identify the highest-value 
operational improvements without 
attempting a risky whole-of-business 
transformation.

Contents
Five warning signs, opportunity checklist, 
friction assessment, industry examples, and 
30-day roadmap.

Credibility
Position 10xGrowth Labs as a practical 
operations and AI partner, not a software 
reseller.

Form
Keep the initial form focused on contact 
information and the main operational 
challenge.



Follow-up sequence

The sequence should be helpful rather than aggressive. The prospect should understand 

the problem more clearly after each message, whether or not they book a call.

Lead qualification prompts

Offer
Free playbook plus a complimentary 30-
minute discovery call.

Trust
Explain how submitted information will be 
used and provide a clear privacy link.

CTA
Download the Free Playbook and Book Your 
Discovery Call.

Timing Message purpose Suggested content

Immediately Deliver value
Send the guide and invite the 
reader to complete the 
readiness scorecard.

Day 2 Encourage diagnosis
Ask which of the five signs is 
most familiar and link to the 
relevant section.

Day 5 Make the opportunity concrete
Share one industry-specific 
example and invite the reader 
to bring a workflow to the call.

Day 8 Reduce perceived risk

Explain the 30-day roadmap 
and the principle of starting 
with a bounded, reversible 
pilot.

Day 12 Conversion prompt

Offer the complimentary 
discovery call with a clear 
agenda and simple booking 
link.

Day 20 Nurture
Share a practical checklist or 
short case-style insight, 
without overclaiming results.



Use the discovery call to understand fit and urgency without turning the conversation into a 

scripted sales interrogation. Useful prompts include:

• Which workflow would you most like to make easier or more visible?

• How is that workflow handled today?

• How often does it occur, and who is involved?

• What happens when information is missing or the process breaks down?

• What would improve if the workflow worked significantly better?

• What constraints should a practical solution respect?

• Who would own the process after implementation?

A qualified next step is one where the problem is meaningful, the process is understood 

well enough to investigate, an owner is available, and the business is willing to measure 

and improve the outcome.

13. Vertical editions for future campaigns
The umbrella guide should remain broad enough to appeal to growing businesses across 

industries. Once the core campaign is validated, create focused editions that reuse the 

same diagnostic framework while changing the examples, language, and use-case checklist.

The vertical editions can support campaigns associated with FleetPro, OpsSync, and 

10xGrowth Labs, while keeping the primary message focused on business outcomes rather 

Edition Emphasis

AI Operations Playbook for Transport & 
Logistics

Dispatch, delivery visibility, exceptions, proof 
of delivery, scheduling, and invoicing hand-
offs.

AI Operations Playbook for Manufacturers
Production information, quality, 
maintenance, documentation, supplier 
coordination, and reporting.

AI Operations Playbook for Field Operations
Mobile capture, scheduling, job completion, 
customer updates, and billing readiness.

AI Operations Playbook for Professional 
Services

Enquiries, proposals, meeting actions, 
knowledge management, client records, and 
reporting.



than product features.

Final action plan
Use the following sequence to turn this playbook into action:

1. Select one workflow where administration, delay, rework, or limited visibility is clearly 

affecting the business.

2. Map the current process with the people who perform it.

3. Score the opportunity using impact, urgency, frequency, feasibility, confidence, and risk 

control.

4. Define a baseline and choose one measurable outcome.

5. Design a bounded improvement with clear ownership, human review, and a fallback 

process.

6. Validate the improvement with representative cases over 30 days.

7. Decide whether to stop, refine, roll out, or build the next connected capability.

Complimentary 30-minute AI & Operations Discovery Call
If you would like help identifying your highest-value starting point, book a complimentary 

discovery call with 10xGrowth Labs.

Bring one workflow that feels harder than it should.

CTA: Book your complimentary AI & Operations Discovery Call.

About 10xGrowth Labs
10xGrowth Labs helps growing businesses understand their operational friction, connect 

disconnected workflows, and apply AI and automation where it can create practical, 

measurable value. The starting point is always the operating problem: the systems and 

solutions come after the opportunity has been properly understood.

Note: This playbook is a practical planning resource. Specific technology, data handling, 

privacy, compliance, and implementation decisions should be assessed in the context of 

The objective is not to become an “AI business.” The objective is to build a 

business that operates with less friction, better information, and more capacity for 

valuable work.



the organisation, its customers, its people, and its operating environment.
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References
This playbook was developed from the recommendations supplied in the accompanying 

source document, pasted_content.txt , including the proposed lead magnet, advertising 

copy, guide structure, opportunity framework, industry examples, 30-day roadmap, 

readiness checklist, campaign journey, and vertical-edition strategy.

[1] User-provided recommendations for the 10xGrowth Labs AI Operations Playbook

Contact details for discovery call coordination

M +61 414 867 802

E: info@deset-consulting.com

W: www.deset-consulting.com
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