
  

 
5 AI Advantages for Small Business 
Your AI cheat sheet  

  

  ⚠  DO THIS FIRST: AI won't fix an unclear offer or an undefined customer — it will just scale the confusion, faster. Clarity first, then AI. 

  

1 RESEARCH   Know who you're for 

  
Define your ICP (Ideal Customer Profile): 

☐  Describe your best 3 customers — what do they have in common? 
☐  What problem do they have right before they search for you? 
☐  What words do they use? (Use those words, not industry jargon) 
☐  What makes someone NOT a good fit? Define this too. 

  
AI prompts to try: 

  "My best customers are [describe]. Who else looks like them?" 

  "What questions does someone search before hiring a [your trade]?" 

  "Help me write a one-sentence offer for [customer] who wants [outcome]." 

  

  If you can't delegate clearly to a person, you can't delegate clearly to AI. Clarity first. 

  

2 CREATE   Show up consistently & authentically 

  
Batch content like a team of 10: 

☐  Feed AI your brand voice playbook BEFORE asking it to write anything 
☐  Give it real customer language, not broad demographics 
☐  One idea → blog + 3 social posts + 1 email subject line 
☐  Always edit AI output — you're the human in the loop (HITL) 
☐  Record a 2-min voice note; ask AI to turn it into a social post 

  

The Automation Loop: 

Stage Trigger Action 

Visitor Pricing page, 
no convert 

Auto personalized email: 'Still thinking it over?' 

48 hrs No email 
reply 

Text or retargeting ad fires automatically 

Call Completed AI summarizes call; CRM auto-updates 

Inquiry Any new lead Instant auto-text/email acknowledgment fires 

  

  The goal isn't to post more. It's to show up in a way that builds trust — without consuming your week. 



  

3 GET VISIBLE   Make sure they can find you 

  
Do this live — open ChatGPT or Claude and search: 

  "What [your service] businesses in [your city] do you recommend, and why?" 

Did you show up? That's your baseline. 
  
AI search pulls from (thin or missing = invisible): 

Website content thin or outdated = invisible 

Google Business Profile incomplete = low confidence 

Reviews few or stale = not trusted 

Social media inactive = assumed closed 

Press & directories missing = low authority 

  
Google Business Profile fixes: 

☐  Complete every section — 100%, not 80% 
☐  Photos updated in last 30 days 
☐  Weekly post (offer, update, or tip) 
☐  All reviews responded to 
☐  NAP matches Yelp, Facebook, Apple Maps, Bing 

  

SEO vs AEO 
SEO: Get ranked in Google results 
AEO: Get cited by ChatGPT, Claude, Perplexity when someone asks a question your business answers 
You need both. They feed the same ecosystem. 

  

  It's not one thing — it's the whole ecosystem: website + GBP + reviews + social working together. 

  

4 LEAD GEN   Follow up without burning out 

  
Where leads fall through — and the fix: 
  

Stage ❌  What usually happens ✓  The automation fix 

Inquiry in ✗  No reply within 1 hour — lead goes cold ✓  Auto-text/email fires immediately on submission 

Estimate 
sent 

✗  No follow-up — lead assumes you're not 
interested 

✓  Day 2 auto follow-up: 'Any questions about the quote?' 

Quote 
accepted 

✗  No onboarding note — buyer's remorse 
kicks in 

✓  Auto 'here's what to expect next' message sends 

Job done ✗  No review request — missed reputation 
opportunity 

✓  Auto review request triggers 24 hrs after completion 

  

  Most leads go with the first business that responds. Speed-to-response is your #1 conversion lever — and it's free to fix with automation. 



  

8 touchpoints before most leads convert 2 is where most SMBs stop following up 

  

5 SPEND SMARTER   Only then: spend — with the right math 

  
Know this math BEFORE running ads: 

Landing page conversion rate % of visitors who take action 

Break-even cost per lead What you can afford to pay per lead 

Break-even cost per customer CPL ÷ close rate 

Gross margin What's left after you do the work 

  
AI prompt for ad analysis: 

  "Here's my ad data. Which campaigns have the lowest cost per lead and highest conversion? What do they have in common, and what 
should I cut?" 

  
Metrics every SMB should track: 

☐  Cost per lead (by channel) 
☐  Return on ad spend (ROAS) 
☐  Lead-to-customer close rate 
☐  Response time (minutes, not hours) 
☐  Review count & average star rating 

  

READY TO LEARN MORE? Book a demo today!  

 

https://www.thryv.com/schedule-demo/?utm_source=webinar&utm_medium=event&utm_campaign=marketing_millennials_webinar_april_2026&utm_content=ai_checklist_takeaway

