E AC Executive Al
Advisory Council

Don’t confuse the work Al is doing
with the value it’s creating.

When everyone has Al, getting through the mountain of work we all face isn’t the goal. Your advantage is how you
use your unigue insights, relationships and data to create new experiences for your clients, candidates and team
members.

Increase Funnel
Size
More potential clients

discover you and enter the
funnel.

Improve Lead

Quality

More of the prospects who ﬁ AWARENE
find you are a strong fit for

your offerings. .
Increase Deal Size

) Clients choose broader,
higher-value goods and
services.

ERE

Increase Deal

Velocity

Clients decide to sign an
engagement sooner.

Increase Win Rate

Clients weighing their
options choose you more
often.

CONSIDERATION

Increase Retention
and Expansion

Clients stay and choose
more of your services.

THE TAKEAWAY

More activity helps only when it advances a value-adding
outcome.

Executive judgment. Practical learning. Shared experience. eaiac.org



