How Small Businesses Can Simplify Lead Generation

Practical ways to attract the right people, stay connected with potential customers,
and reduce the work involved in turning interest into opportunities

Contents

Introduction 2

Why Lead Generation Often Feels Harder Than It Should 2
What Al Can and Can't Do For Lead Generation4

A Simple Lead Generation Process 5

Help The Right People Discover Your Business 5

Make More Use Of Content You Already Have 7

Give Potential Customers A Reason To Stay Connected 8
Stay Connected With Simple Follow-Up 9

Keep Track Of Potential Customers 11

Understand What Is Actually Working 12

Find The Biggest Gap In Your Lead Generation 13

Common Lead Generation Mistakes To Avoid 14

A Simple Al Lead Generation Workflow 16

Examples Of Beginner-Friendly Tools To Explore 18
Make Your Lead Generation Easier Before You Make It Bigger21
Work Lighter Tips For Lead Generation 21

The Work Lighter Approach 22

Ready To Simplify Your Lead Generation? 23

Continue Exploring The Work Lighter Approach 23

Frequently Asked Questions 24



Introduction
Generating leads is important for almost every small business.
But generating more leads can also create more work.

More content to create. More platforms to manage. More enquiries to follow up. More
contacts to keep track of. More marketing activity to maintain.

Before long, lead generation can start to feel like another job in itself.

Al can help with some of this work, but adding more technology is not necessarily the
answer.

A better starting pointis to look at the lead-generation process you already have and ask
where things are becoming unnecessarily difficult, time-consuming, or easy to lose
track of.

You may find that a small improvement to an existing process creates more value than
adding another marketing channel or Al tool.

For example, you might:

¢ Make better use of content you have already created

e Give website visitors a useful reason to stay connected

e Create asimple follow-up process

e Keep potential customers organised

¢ ldentify which marketing activities are actually producing results
Al can then help with some of the repetitive work involved.
The aim is not to create more marketing work.

It is to make lead generation easier to manage while giving you a better chance of
turning genuine interest into opportunities.

Why Lead Generation Often Feels Harder Than It Should
Most small businesses do not have a shortage of marketing ideas.

The problem is that lead generation can gradually become a collection of activities
rather than a simple process.

You might find yourself:
e Posting across several social media platforms

e Creating content without knowing what generates enquiries



e Collecting marketing tools you rarely use
e Sending emails without a clear follow-up process
e Trying different tactics because you are unsure what works

e Spending time attracting attention without having a simple next step for
interested people

None of these activities are necessarily wrong.

The problem is what happens when they accumulate.
More platforms create more content to manage.
More content creates more work.

More tools create more systems.

More systems create more things to maintain.

Eventually, lead generation can become so complicated that you spend more time
managing the process than improving the results.

This is why it can be useful to ask a different question.
Instead of:

“How can | generate more leads?”

Try:

“Where is my current lead-generation process creating unnecessary work or losing
potential customers?”

That question helps you look for the actual gap.

Perhaps not enough people are discovering your business.

Perhaps people are visiting your website but leaving without taking action.
Perhaps people are showing interest but never hearing from you again.
Perhaps you are receiving enquiries but struggling to keep track of them.

Or perhaps you are doing plenty of marketing but have no clear idea which activities are
producing results.

Each problem requires a different solution.
You do not need to improve everything at once.

Find the biggest gap first.



What Al Can and Can't Do For Lead Generation
Al is often presented as a way to automate marketing from beginning to end.
For most small businesses, that is neither necessary nor desirable.

Al is more useful when you have a clear way of doing something and want to make parts
of it easier or less time-consuming.

For example, Al can help you:
e Brainstorm contentideas
e Create outlines and first drafts
e Repurpose existing content
e Develop simple lead magnets
e Draft email sequences
e Organise customer information
e Summarise customer feedback
o ldentify patterns in marketing activity
o Createresponse templates
But Al cannot replace:
¢ Yourunderstanding of your customers
e Yourexpertise
e Your offer
e Your business judgement
¢ Yourrelationships
e The trust you build with potential customers
Think of Al as a practical assistant.
You provide the knowledge, context, experience, and decisions.

Al helps reduce some of the work involved in turning those things into useful marketing
activity.

The businesses that benefit most from Al are not necessarily the ones using the most
advanced technology.

They are often the ones using simple tools to support a clear process.
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Start with the process. Then decide where Al can make it easier.
A Simple Lead Generation Process
Before looking at individual tools, it helps to think about lead generation as a journey.
A potential customer generally needs to:
1. Discover your business
2. Understand how you can help
3. Have areason to stay connected
4. Receive useful follow-up
5. Have an easy way to take the next step

Once someone becomes a customer, the relationship can continue through good
communication and service.

Al can support parts of this process, but it does not need to control the entire journey.
The aim is to identify where your current process is weakest and make that part easier.
For example:

If not enough people discover you:
Improve the content and visibility that attract the right audience.

If people visit but do not take action:
Give them a useful reason to stay connected.

If people show interest but disappear:
Create a simple follow-up process.

If enquiries are getting lost:
Organise them in one place.

If you are unsure what is working:
Use simple data to identify what is worth continuing.

This gives you a much more practical starting point than simply asking which Al tool you
should use.

Help The Right People Discover Your Business
Every lead-generation process starts with visibility.

Before someone can become a customer, they need to discover your business and
understand that you can help them.



This is where many small businesses feel pressure to create more and more content.
You may feel you need to:

e Postevery day

e Be active on multiple platforms

e Createvideos

e Write articles

e Send newsletters

e Follow every new social media trend
But more content does not automatically mean more leads.

A better starting point is identifying the questions, problems, and decisions your
potential customers are already dealing with.

Those questions can become useful marketing content.
For example, a business coach might regularly hear:
“How can | reduce the amount of time | spend on administration?”
That question could become:
e Ablogarticle
e Ashortvideo
e Anemail
e Adownloadable checklist
e Several social media posts
Instead of continually asking:
“What should | post today?”
Ask a question that starts with your customer:
“What is my customer already trying to solve?”
Those questions can become some of your most useful content ideas.

Al can then help you turn them into outlines, first drafts, articles, emails, social posts,
and other formats.

Tools such as ChatGPT, Google Gemini, and Microsoft Copilot can support
brainstorming, drafting, restructuring, and repurposing content.
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The important part is what you add.
Al may help create the starting point, but your:

e Experience

e Examples

e Opinions

e Customer knowledge

o Practical advice
are what make the content useful and credible.
Make More Use Of Content You Already Have
You may already have far more marketing material than you realise.
Look at:

e Questions customers ask regularly

¢ Emails you have written

¢ Presentations you have created

e Advice you give clients

e Previous articles

e Frequently asked questions

e Product or service explanations

Instead of creating something completely new every time, use Al to help identify ways
existing knowledge can be reused.

One useful article could become:
¢ Ashortemail
e Severalsocial posts
e AnFAQ
o Achecklist
o Avideo outline

This can make content creation more sustainable without requiring you to constantly
come up with new ideas.



For visual resources, tools such as Canva and Adobe Express can help you create
graphics, guides, checklists, presentations, and other marketing materials.

These are examples of tools that may be useful for particular tasks. Features, pricing,
and free or paid availability can change, so check the current offering before deciding
whether a tool is right for your business.

The objective is not to create more content.
Itis to get more value from useful information you already have.
Give Potential Customers A Reason To Stay Connected
Someone discovering your business does not necessarily mean they are ready to buy.
They may still be:
e Researching their options
e Comparing businesses
e Trying to understand the problem
e Looking for more information
e Deciding whether they trust you

If they leave without taking another step, you may have no practical way to continue the
relationship.

One simple solution is to offer something genuinely useful in exchange for their contact
details.

This is commonly called a lead magnet.
A lead magnet does not need to be a long ebook or complicated course.
In many cases, a short resource that solves one specific problem is more useful.
Examples include:
e Checklists
e Templates
e Quick-start guides
e Worksheets
e Planningtools

o Resource lists


https://www.canva.com/
https://www.adobe.com/express/

e Shortemail courses
For example:
A bookkeeping business might offer:
“The Small Business Monthly Expense Checklist.”
A web designer might offer:
“Website Launch Checklist For Small Businesses.”
A fitness professional might offer:
“Seven Simple Habits For Staying Active During Busy Weeks.”

Each resource provides immediate value while demonstrating the business owner's
expertise.

Al can help make the creation process easier by:
e Organising your ideas
e Structuring the resource
e Creating an initial draft
e Improving explanations
e Suggesting related sections
e Adapting the resource for different formats

You can then use a design tool such as Canva to turn the finished contentinto a
professional-looking PDF or other downloadable resource.

Again, the technology is not the main value.
The value comes from solving a real problem for a specific customer.

A useful two-page checklist can be more effective than a 50-page guide that nobody
wants to read.

Stay Connected With Simple Follow-Up
Getting someone's contact details is only the beginning.

One of the most common lead-generation problems is that businesses attract potential
customers but do not have a consistent way to follow up.

Someone downloads a resource.

They make an enquiry.


https://www.canva.com/

They visit your website.
They ask about your services.
Then nothing happens.

Itis easy for interested people to forget about your business, even when they were
genuinely considering working with you.

The solution does not need to be a complicated sales funnel.
A simple sequence can be enough.
For example:
1. Someone downloads your helpful resource.
2. Theyreceive awelcome email with the resource and a useful next step.
3. Afew days later, they receive another practical tip.
4. You answer a common question or share a useful example.
5. You invite them to take the next step when they are ready.
That next step might be:
e Booking a consultation
e Requesting a quote
e Making an enquiry
e Exploring a service
e Purchasing a product
The purpose is not to send as many emails as possible.

It is to remain useful and make it easier for the potential customer to decide what
to do next.

Email platforms such as MailerLite and Brevo can support newsletters and simple
automated sequences. Their available plans and features can change, so check the
current options before choosing one.

Al can also help with the preparation by:
e Brainstorming email topics
e Draftinginitial messages

e Creating subject-line variations
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e Repurposing existing content
e Adapting communication for different audiences
You still decide what should be sent and when.
Automation handles the repetition. You remain responsible for the relationship.

If consistent content is another area where you are losing time, Al Content Creation
For Small Businesses: How To Create Better Content In Less Time Without Losing
Your Voice explores ways to make better use of the content you already have.

Keep Track Of Potential Customers
Generating interest is only useful if you can follow up on it.
As enquiries increase, it becomes harder to remember:

¢ Who contacted you

e Whatthey were interested in

e Whatyou discussed

e Whether you sent the information they requested

e When you should follow up

e Where they are in the buying process

Many small businesses start with spreadsheets, notebooks, email folders, or even
sticky notes.

These approaches can work for a while.

The problem is that they become increasingly difficult to maintain as the number of
enquiries grows.

A basic customer relationship management system, or CRM, can help keep this
information in one place.

You might use it to record:

o Contact details

Enquiry history

Previous conversations

Follow-up dates

Sales opportunities
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¢ Next steps
You do not need to use every feature available.
The simplest useful CRM system might only answer three questions:
e Whois this person?
e What are they interested in?
e What needs to happen next?

Tools such as HubSpot CRM and Zoho CRM provide CRM functionality that may suit
different types and stages of small business.

As with any software, features, pricing, and free-plan availability can change, so treat
these as examples to explore rather than recommendations.

The goalis not collecting more customer data.

It is making sure genuine opportunities do not fall through the cracks.
Understand What Is Actually Working

Lead generation is not something you need to set up once and leave alone.

Over time, you want to understand which activities are creating useful interest and
which are simply consuming your time.

You do not need dozens of reports or complicated dashboards.
Start with a few practical questions:

e Which content generates enquiries?

e Where are potential customers finding you?

e Which lead magnets attract the most interest?

e Which emails receive useful engagement?

e Which marketing activities are worth continuing?

e What can you stop doing?

The answers can help you make better decisions about where to spend your limited
marketing time.

Al can help organise and summarise information from your existing marketing activity,
but you do not need Al for every part of the process.

Simple analytics can often provide enough information to identify useful patterns.
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For example, tools such as Plausible Analytics and Fathom Analytics focus on
straightforward website reporting.

Your email platform may also provide basic information about opens, clicks, and
subscriber activity.

The aim is not to measure everything.
It is to know enough to answer:

“What is worth doing more of, what needs improving, and what can | stop spending
time on?”

That gives you a clearer basis for deciding what to focus on, rather than simply trying to
increase every available metric.

Find The Biggest Gap In Your Lead Generation
At this point, it can be tempting to start signing up for tools.
Try to resist that.

Before adding anything new, look at your current lead-generation process and identify
where the biggest problemis.

Ask:

“Where am | losing potential customers or creating extra work?”

If you are struggling with... Start by...

Not enough people discovering your Improving useful, customer-focused
business content

Visitors leaving without taking action Creating a simple lead magnet
Interested people disappearing Setting up basic follow-up

Losing track of enquiries Organising leads in a simple CRM
Unsure what is working Reviewing basic marketing analytics

Choose one area.
Make one improvement.
Give it enough time to see whether it genuinely helps.

Then decide what to improve next.
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This is usually more effective than trying to redesign your entire lead-generation process
atonce.

The best Al tool is not the one with the most features.
Itis the one that solves a real problem without creating another layer of work.
Common Lead Generation Mistakes To Avoid

Al can be a useful way to reduce repetitive work in lead generation, particularly when
you use it to support tasks that already take up your time.

The key is knowing where it can genuinely help.

Problems tend to arise when businesses add tools without first understanding what
they are trying to improve, or expect Al to handle work that still needs human
judgement.

Here are some of the common mistakes to avoid.
Trying Too Many Tools
New Al and marketing tools appear constantly.

It can be tempting to think you need a different platform for content, email, customer
management, automation, analytics, and every other part of lead generation.

But every new tool creates potential work:

e Another platform to learn

e Another accountto manage

e Another subscription to monitor

e Another workflow to maintain

e Another source of information to keep organised
Start with the problem.
Then find the simplest tool that can help solve it.
You can always add more technology later if there is a genuine need.
Trying To Generate More Leads Before Fixing The Process
More leads are not always the answer.

If potential customers are already visiting your website, downloading resources, making
enquiries, or joining your email list, you may already have opportunities that are not
being followed up effectively.
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Before trying to attract more people, ask:
“What happens to the people who are already showing interest?”

Improving follow-up, making the next step clearer, or organising enquiries may create
better results than simply increasing your marketing activity.

Expecting Al To Find Customers Automatically

Al can help you create content, develop lead magnets, draft emails, organise
information, and identify patterns.

It cannot replace the fundamentals of lead generation.
You still need:
o Aclear offer
e Aspecific audience
e Areal problem to solve
o Usefulinformation
e Avreason for people to trust your business
e Aclearnext step
Al can make parts of the process more efficient.
It cannot make an unclear offer suddenly compelling.
Creating Content Without A Clear Purpose
Publishing more content does not automatically generate more leads.
Before creating something, ask:
Who is this for?
What problem does it help solve?
What should the reader do next?

For example, an article might help someone understand a problem and then direct
them towards a useful checklist.

A checklist might lead them to join your email list.
An email sequence might then help them understand your service.
The individual pieces work better when they are connected.

You do not need a complicated funnel.
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You simply need to know what role each piece of marketing plays.
Forgetting The Human Element
People do business with people they trust.

Your experience, perspective, examples, and understanding of your customers are what
make your business different.

Use Al to help with:
e Brainstorming
e Research organisation
o Firstdrafts
e Repurposing
o Routine communication
Then add the things only you can provide:
e Yourexperience
e Yourexamples
e Youropinions
e Your customer knowledge
e Yourjudgement

The most effective lead generation combines the efficiency of technology with the
credibility of human expertise.

A Simple Al Lead Generation Workflow
You do not need to automate your entire lead-generation process.

A better approach is to make one part easier, see whether it works, and then decide
whether another improvement is worthwhile.

Step 1: Choose One Lead-Generation Goal
Start by deciding what would make the biggest difference right now.
For example:

o Attract more relevant website visitors

e Build your email list

e Improve follow-up
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e Create useful content more consistently
e Keep better track of enquiries
Choose one priority.
Trying to improve everything at once makes it harder to know what is actually helping.
Step 2: Identify The Gap
Look at the journey from first contact to potential customer.
Where is the biggest problem?
Perhaps:
¢ Notenough people are discovering you
o \Visitors are not taking the next step
e People are joining your list but not engaging
e Enquiries are not being followed up
o Customerinformation is difficult to find
e You do not know which activities are producing results
Choose the point where a small improvement could make the biggest difference.
Step 3: Find One Practical Improvement
Now decide what could make that part of the process easier.
For example:

If content creation takes too long:
Use Al to brainstorm ideas, create outlines, or repurpose existing content.

If visitors are leaving without taking action:
Create a simple lead magnet that solves a specific problem.

If follow-up is inconsistent:
Set up a short, useful email sequence.

If enquiries are getting lost:
Use a basic CRM to organise contacts and next steps.

If you do not know what is working:
Review simple website, email, or enquiry data.

The solution does not need to be sophisticated.
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Step 4: Use Al Where It Actually Saves Time

Once you know what you are trying to improve, look for the repetitive parts that Al can
support.

Al might help you:
e Generate ideas
e Create outlines
e Draftfirst versions
e Summarise information
e Organise notes
e Repurpose content
e Createresponse templates
Do not automate a task simply because you can.
Ask:
“Will this genuinely make the process easier?”
If the answer is no, you may not need the automation.
Step 5: Review The Results
Give the change enough time to see whether it is helping.
Then ask:
e Did this save me time?
e Diditimprove the customer experience?
o Did it generate more useful enquiries?
¢ Did it make follow-up easier?
e Diditcreate any new work?
e Should | keep, change, or remove it?
This final question is important.
A system is not successful simply because you set it up.
It is successful when it continues to make the business easier to run.

Examples Of Beginner-Friendly Tools To Explore
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You do not need a large collection of Al tools to simplify lead generation.

In many cases, a small business can start with one or two tools that address its biggest
gap.

The examples below show the types of tools that may support different parts of the
process. They are not intended as recommendations, and free plans, pricing, features,
and availability can change.

Content And Writing
Tools such as ChatGPT, Google Gemini, and Microsoft Copilot can assist with:
o Contentideas
e Outlines
o Firstdrafts
e Repurposing
o Editing
e Brainstorming

Use them to support your own knowledge rather than produce generic content without
review.

Lead Magnets And Design
Canva and Adobe Express can help create:
e Checklists
e Guides
¢ Worksheets
e Social graphics
o Presentations
 Downloadable resources
The important part is creating something useful before worrying about how it looks.
Email Marketing And Follow-Up

Platforms such as MailerLite and Brevo can support:

e Email newsletters

¢ Welcome emails
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e Simple automated sequences
e Subscriber management
e Follow-up communication

Their current plans and features vary, so check what is available when you are choosing
a platform.

Customer Chat

Tidio provides live chat and automated customer communication features that may be
useful for businesses receiving frequent routine website enquiries.

Atool like this is most useful when you have a clear set of common questions that can
be answered without human involvement.

Customer Relationship Management

HubSpot CRM and Zoho CRM are examples of CRM platforms that can help organise:

o Contact details
e Enquiries
e Sales opportunities
e Follow-up activities
o Customer interactions
You may only need a small part of what these platforms offer.

Start with the features that solve your immediate problem rather than building a
complicated system simply because the functionality exists.

Optional Workflow Automation

Tools such as Zapier can connect different applications and automate actions between
them.

For example, a workflow might:
1. Collect information from a form.
2. Add the contact to your CRM.
3. Addthem to an appropriate email list.
4. Create a follow-up task.

This can be useful as your processes become more established.
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But workflow automation is usually something to consider after you have a process that
works.

Automating a confusing process simply makes the confusion happen faster.
Make Your Lead Generation Easier Before You Make It Bigger
Itis easy to assume that business growth requires more:
e More content
e More traffic
e More leads
e More platforms
e More automation
e More marketing activity
But more activity is not always better.

Sometimes the better opportunity is to improve what you already have before adding
something new.

For example:
o Ifyou are already attracting website visitors, improve the next step.
e Ifyou are already collecting enquiries, improve follow-up.
e Ifyou already have useful content, find more ways to use it.

e If customers regularly ask the same questions, turn those questions into useful
resources.

e Ifyou already have a list of contacts, make better use of the relationships you
have started.

This can create better results without continually adding to your workload.

Before asking how to generate more leads, ask:

“Am | losing potential customers who have already shown interest?”
Sometimes the quickest improvement is already sitting within the process you have.
Work Lighter Tips For Lead Generation

Lead generation becomes easier to manage when you focus on simple, repeatable
processes rather than constantly searching for new marketing tactics.
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Keep these principles in mind:
e Start with the gap, not the tool.
e Focus ononeimprovement at atime.
e Use Alwhere it genuinely reduces repetitive work.
e Create useful content around real customer questions.
¢ Reuse existing knowledge before creating something completely new.
e Give interested people a clear next step.
e Build simple follow-up into your process.
o Keep customer information organised.
e Measure enough to make useful decisions.
e« Remove tools or activities that create more work than value.
The best lead-generation process is not the biggest or most complicated one.

It is one that consistently helps the right people find your business without
becoming another job to manage.

The Work Lighter Approach
Lead generation is only one part of creating a business that feels easier to run.

The broader Work Lighter approach is about reducing unnecessary work, simplifying
processes, and using practical tools where they create genuine value.

That means looking at the process before adding technology.
Instead of asking:

“What else should | add?”

Ask:

“What can | simplify, remove, reuse, or improve?”

Al can be part of that process.

Butitis only one tool.

The bigger opportunity is creating processes that work with the way you actually run
your business.

If you are new to this approach, you may find these related articles useful:

e Why Your Business Feels Harder To Run Than It Should
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e Al Tools For Small Business: A Simple Guide To Choosing The Right Tools
Ready To Simplify Your Lead Generation?
Lead generation does not need to become another full-time job.

Start by identifying where your current process is creating extra work or losing potential
customers.

Then make one improvement.
You might:
e Turnacommon customer question into useful content
e Create asimple lead magnet
e Setup basic follow-up
e Organise your enquiries
e Review which marketing activities are actually working
Use Al where it genuinely saves time.
Keep the parts that require your expertise, judgement, and relationships personal.

If you want to simplify more than just lead generation, Simplify Your Business can help
you identify repetitive work, improve the way work gets done, and create clearer
processes that are easier to maintain.

If you are also interested in creating additional income opportunities, Build Digital
Income explores practical ways to use digital products and technology to develop
sustainable income streams.

The Work Lighter Bundle brings these two areas together:
e Make the business you already run easier to manage.
e Create new opportunities from what you already know.
Start with one gap.
Make one improvement.
Then keep what works and change what doesn't.
Continue Exploring The Work Lighter Approach
Lead generation is closely connected to other areas of your business.

If you want to apply the same thinking to marketing, customer service, content creation,
and the wider business, these articles may be useful:
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Al Marketing For Small Businesses: How To Save Time And Make Marketing Easier

Explore practical ways Al can simplify everyday marketing activities without creating
more work.

How Small Businesses Can Use Al To Reduce Repetitive Customer Service Work
While Improving The Customer Experience

Discover how Al can support customer communication while keeping the human
element.

Al Content Creation For Small Businesses: How To Create Better Content In Less
Time Without Losing Your Voice

Learn how to create and repurpose useful content without adding unnecessary
complexity.

Why Your Business Feels Harder To Run Than It Should

Start with the broader principles behind creating a lighter way of working.
Frequently Asked Questions

What Is Lead Generation?

Lead generation is the process of attracting potential customers, giving them a reason
to engage with your business, and creating opportunities for them to take the next step.

For a small business, this might involve useful content, a website, a lead magnet, email
communication, enquiries, or referrals.

How Can Al Help With Lead Generation?

Al can support repetitive parts of the process, such as brainstorming content ideas,
drafting marketing materials, creating lead magnets, preparing emails, organising
information, and summarising marketing results.

It does not replace the need for a clear offer, customer understanding, or genuine
relationships.

Do | Need Expensive Al Tools For Lead Generation?
No.

Many businesses can begin with tools they already have or with free or lower-cost
options.

The most important consideration is not the price or number of tools.

It is whether the tool solves a genuine problem and saves enough time or effort to
justify using it.
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Because software pricing, features, and free-plan availability can change, check the
current offering before making a decision.

What Is The Best First Lead-Generation Task To Improve?

Start with the biggest gap.

If you are not attracting enough relevant people, look at your content and visibility.
If people are interested but not taking the next step, consider a useful lead magnet.
If enquiries are being forgotten, improve follow-up.

If potential customers are difficult to track, consider a simple CRM.

Choose the area where a small improvement could make the biggest difference.
Can Al Generate Leads Automatically?

Al can automate parts of the lead-generation process, but it cannot replace the
fundamentals of attracting and converting customers.

You still need to understand your audience, offer something valuable, communicate
clearly, and build trust.

The most useful role for Al is usually supporting the process rather than attempting to
run the entire process for you.

How Do | Avoid Creating More Work With Al?

Start with one problem.

Choose one practical improvement.

Use the minimum technology needed.

Then review whether it actually saves time and improves the process.

If atool creates more work than it removes, simplify the workflow, change the tool, or
stop using it.

The purpose of Al is not to give you more technology to manage.

Itis to help you create a simpler way of working.
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