A PRACTICAL GUIDE TO DIGITAL BUSINESS

Al GLOBAL
SALES

RESEARCH - MARKETING - ONLINE SALES

The practical guide to using artificial intelligence for
online sales, marketing & digital business

Clear methods for putting AI to work while keeping evidence, customer trust, and human
judgment at the center.
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A NOTE BEFORE YOU BEGIN

A note on results and responsibility

This eBook is provided for educational and informational purposes. It does not guarantee
income, revenue, sales, profits, or any particular business result.

“se Outcomes depend on many factors, including

° experience, implementation, market
“d ment conditions, competition, advertising costs,
® product quality, customer demand, and
. . individual business decisions. The same idea
Advice is not a promise of i )
performance. may work differently across businesses and
over time.

Use the guidance as a starting point. Check
important claims, consider whether an idea fits
your customers and circumstances, and make
your own informed decisions. You are
responsible for how you apply the information
and for the promises your business makes.

[J) No guarantees are offered. Treat practical guidance as guidance, not a prediction
of results. Review the legal and platform requirements that apply to your business
before acting.
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INTRODUCTION

The new Al-powered sales era

AI can help entrepreneurs and teams move more quickly through research, customer
understanding, offer development, marketing drafts, lead communication, analysis, and
everyday organization. It creates leverage by helping with tasks, not by making business
decisions for you.

A WORKING LOOP

Al-assisted execution

2 Draft, organize, and

Human strategy analyze information.

Choose the customer,

ff d oriorities. .
ofier, and priorities Review and feedback

3 Check the work and learn
from customers.

Human strategy + Al execution = a more efficient digital business. The loop only helps when
people review the output and use customer feedback to guide the next decision.

People still select the market, verify evidence, approve promises, and serve customers. The
useful question is not whether AI can do everything. It is which bounded task it can help
with, and who is accountable for the result.
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01 - UNDERSTANDING AI

Al is a pattern-making assistant, not
a source of truth

Artificial intelligence (AI) describes computer systems that perform tasks associated with
human abilities, such as recognizing patterns or working with language. Generative Al
creates new text or other content. A large language model (LLM) is a system trained to
produce likely language based on patterns and the context it receives.

USEFUL CAPABILITY IMPORTANT LIMIT

Drafts and variations May miss your context or invent specifics
Summarizes and classifies Can repeat bias or omit a key detail

Organizes information Does not guarantee accuracy or sound judgment

Because these systems generate plausible continuations, an answer can sound confident
and still be inaccurate. A fabricated or unsupported answer is often called a hallucination.
Use this short verification routine:

1. Check names, dates, figures, product details, and claims against reliable sources.

2. Compare the response with the original material; look for missing context or
assumptions.

3. Revise or remove anything you cannot verify before using it with a customer.
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01 - RESPONSIBLE DELEGATION

Al assistant vs. Al autopilot

The difference is oversight. An assistant prepares work for review. An autopilot acts with
less supervision, so mistakes can reach customers before anyone catches them.

SITUATION SUPERVISED ASSISTANT UNREVIEWED AUTOPILOT

FAQ Draft an answer for a person  Publish a new answer without
to approve. checking it.

Refund request Summarize the case for a Promise a refund
team member. without authority.

Product details Find claims that need Invent or send specifications
source checks. as fact.

Delegate by risk, not by novelty.

Automate repeatable, low-risk steps. Keep a human responsible for claims, money, privacy,
exceptions, and consequential customer decisions.

BEFORE YOU SEND OR ACT

1. Isitaccurate?
2. Isitappropriate for this person and situation?

3. AmIaccountable for the outcome?
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02 - THE ONLINE SALES SYSTEM

The online sales system is a chain,
not a single page

Online sales depend on connected handoffs. A clear sales page cannot fix irrelevant traffic,
and a completed purchase is not the end of the customer experience. Look for the weakest

handoff before changing a tool.

Traffic

Reach relevant people.

Attention

Earn a moment of interest.

Offer

Match a real need.

Sales page

Explain the offer clearly.

Checkout

Make purchase steps clear.

n Customer

Deliver what was promised.

Retention

Support the next useful step.

SAME FLOW, DIFFERENT DELIVERY

BUSINESS TYPE

DELIVERY OR SUPPORT FOCUS

Digital products - eBooks
Online courses - consulting
Freelance services - SaaS

Physical products

Access, files, and clear use guidance
Learning steps or scheduled expertise
Project handoff or product onboarding

Fulfillment, product information, and service
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02 - THE ONLINE SALES SYSTEM

What each stage must do

Use each stage to make the next step easier for the right customer. AI can assist with preparation; people own the choices and
the customer experience.

01 Traffic

AT can group search themes; a person chooses relevant channels and audience.
02 Attention

AT can draft message options; a person checks clarity and fit.
03 offer

AI can organize customer problems; a person decides what the offer can genuinely solve.
04 sales page

Al can structure a draft; a person verifies details and promises.
05 cCheckout

Al can review instructions; a person confirms accuracy, security, and terms.
06 cCustomer

Al can prepare delivery guidance; a person ensures the first experience works.

07 Retention

AT can suggest useful follow-ups; a person decides what respects customer needs.

A SMALL FUNNEL OF HANDOFF QUESTIONS

| Reach
Is this relevant to me?
9 Consider
Do I understand the offer?
5 Buy
Can I complete the steps with confidence?
L Stay
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CHAPTER 3 - MARKET RESEARCH WITH AI

Research hefore you
write

Begin with evidence about the market and the people

RESEARCH

you hope to serve, not with polished copy.

AI can help organize notes, compare themes, and suggest questions worth asking. It cannot
replace a real customer conversation, observed behavior, or checking the sources behind a
claim. Treat its suggestions as leads for investigation rather than proof.

THE DISCIPLINE
Keep the question open until the evidence is checked.
Record what you heard, where it came from, and what still needs validation. That separation

helps prevent an early assumption from turning into a confident but unsupported
sales message.
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CHAPTER 3 - A PRACTICAL FRAMEWORK

A seven-step market research loop

Use Al to sort evidence and sharpen questions. Keep hypotheses visibly separate from
findings until you validate them with sources, conversations, or observed behavior.

01 Define the market 02 Define the customer
Set boundaries around the category, Describe a group to investigate; treat
alternatives, and audience you want the profile as a working hypothesis.

to understand.

03 1dentify problems 04 1dentify desired outcomes
Collect the situations and Note what customers want to
difficulties people actually describe. change or accomplish, in their

own words.

05 Identify objections 06 Analyze alternatives
Record concerns, questions, and Compare current solutions and the
reasons someone might hesitate. trade-offs people mention.

INSIGHT LEDGER - WORKSHEET

CQZTOQIE?(HI%H}?&%MFREQUENCY INTERPRETATION CONFIDENCE VALIDATE

WORDEN(arate repeated 8¥tlAde from interpretation, then choose whatto =~ NEXT
validate next.

Record Name Note the Mark as Low / medium Write the

exact words the signal interpretation / high next check
source

Record Name Note the Mark as Low / medium Write the

exact words the signal interpretation / high next check
source

Blank prompts are worksheet fields, not customer findings. Keep the source attached to each insight.
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