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Al “Don’ts’

(You Won't Learn About in Standard Guides)



Let Al Learn Your Bad Habits (Then Scale Them)

The real scenario: Your team uses Al to draft client proposals based on your
past work. Sounds efficient, right? Except Al now replicates that pricing error you

made last year, or that outdated service description, or that awkward phrasing
your team has been using forever.

Il
w What actually happens: Youre not just automating work—you're automating and amplifying
your mistakes. One person's shortcut becomes the template for everyone.

@ The hidden cost: You'l spend more time fixing Al-generated content than if youd cleaned up

your source materials first. Plus, clients start seeing identical language across different proposals,
making you look lazy.
&ﬂ/w What to do instead: Audit your best work before feeding it to Al. Use Al to elevate your A-game,
not photocopy your B-game at scale.



{(y Create a "Whose Al

(“« y,on O0id What?" Version
K Don't Control Nightmare

The real scenario: Sarah uses ChaotGPT to draft the report. Mike uses
Claude to refine it. Jenny uses Gemini to add a section. Now there are three
versions with conflicting information, different tones, and no one knows
which facts came from where.

| What actually happens: Youre in a client meeting and can't confidently
W stand behind your own document because you don't know what's been
Al-edited, who edited it, or what the original source was.

. The hidden cost: When the client asks "where did this number come
¢ from?" and three people give three different answers, you look
- disorganized—becaouse you are.

- to do instead: Designate one Al tool for collaborative documents.
ntain a version with tracked changes showing what's Al-generated
man-created. One person owns final verification.



\ Your sales team uses Al to analyze

! competitor weaknesses, pricing strategies, and market
\./ positioning. Those detailed prompts? They're sitting in
your chat history, potentially training the next version
of the model.

Turn
o w Six months later, your competitor
CO m p et | t lve A4 uses the same Al tool and asks "what are effective strategies
against [your company]?" The Al, trained on patterns
| ntelll e n C e including yours, might surface similar analytical frameworks.
9 " \W/ The hidden cost: Youre essentially teaching Al how you think
strategically. The more sophisticated your prompts, the more
i nto you're revealing your playbook.
. % w What to do instead: Keep strategic and competitive analysis in
CO m p et I t l Ve L4 tools with strict data retention policies. Better yet, use Al for
research gathering, but do your strategic thinking in a

notebook—some competitive advantages shouldnt have a

Intelligencel digital footprint



\ @ “D O n’t“

Let Al Make Everyone Sound Like Al

The real scenario: Your whole team starts using Al for client emails.
Suddenly, every response has the same structure: friendly opener, three
bullet points, ‘please don't hesitate to reach out.” Your 15-year client

emails your partner directly: *Is everything okay over there? Your emails
feel different lately.”

@ What actually happens: You've accidentally replaced 5-7 distinct voices

with one vanillo, corporate-speak voice. Clients notice. They miss the
personality. Some interpret it as you caring less.

@ The hidden cost: Relationships are built on authentic communication.
When every touchpoint feels templated, you become a commodity.
Clients choose commodities based on price.

Ill

w What to do instead: Use Al to beat writer's block or speed up routine
updates, but manually inject personality, inside jokes, and personal
references. If a client couldn't tell it came from YOU specifically, rewrite it.




Upload Your Client's Confidential Info "Just to Summarize It Quick”

You receive a 60-page RFP marked "Confidential”
from a potential client. Your team member copies it into ChatGPT to
create a summary and key requirements list. Saves 30 minutes, right?

update: 5 minutes ago

w What actually happens: You've just violated the confidentiality
agreement you signed. Worse, if that RFP contains proprietary
information about THEIR clients or strategic initiatives, you've created a
chain of liability.

erfo \W/ You lose the deal when they ask (and they will on

larger contracts), "'What Al tools do you use and how do you handle
confidential documents?” You either lie or admit you don't have a
process.

Smart scan

What to do instead: If you can't afford enterprise Al with zero-retention
policies, you handle confidential documents the old-fashioned way—by
reading them. Or invest in the proper tools. A $30/month business
subscription is cheaper than losing a six-figure client.

S




|| 6 P N
w Don't
Use Al to Avoid Difficult Conversations

The real scenario: An employees performance is slipping. You use Al
to droft the ‘constructive feedback” email. It's perfectly professional,
well-structured, diplomatic. You send it. The employee quits.

What actually happens: Al doesn't know that this person just went

@ through a divorce, that they responded well to direct conversation
last time, or that your company culture values face-to-face tough
talks. The "professional’ email feels cold and final.

w The hidden cost: Al makes it easier to be a coward. The efficiency
you gain comes at the expense of relationship depth. Soon you're
managing Al-generated relationships with your own team.

What to do instead: Use Al to organize your thoughts or practice
difficult conversations. But have actual conversations with actual
humans about things that matter. Your team will know the
difference.




Forget That Your Prompts Are Training Your
Replacement

Your team gets incredibly sophisticated with Al
prompts. You build libraries of perfect prompts for proposals, reports,
client communications, and analysis. Efficiency skyrockets. Then your
best person leaves and takes that prompt library with them—or worse,
posts it on LinkedIn as a portfolio piece.

w You've created a knowledge base that's completely
O  portable. Your competitive advantage walks out the door. Meanwhile, you've

trained your team to feed information into Al rather than develop deep expertise.

\W'/ In two years, your team can operate Al really well, but they
can't think critically without it. When Al makes a mistake, no one catches it
because the expertise has atrophied.

\W'/ Use Al to accelerate expertise development, not replace it.
New hires should learn the thinking BEFORE they learn the prompts. Expertise
first, efficiency second. And treat your prompt libraries like what they are —
intellectual property that needs protection.




@ The Real Bottom Line

Al isn't making you more efficient if it's creating new
categories of risk. The companies winning with Al
arent the ones using it most—they're the ones using it
most thoughtfully.

These seven mistakes? Every one is happening right
now in companies your size. The question is whether
you catch them before they catch you.

What's your next move? Pick the one issue above that
made you uncomfortable because it hit close to
home. That's where to start.
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