CONFIDENTLY WRONG Al

Al Enterprise
Revenue Playbook

From Al confusion to measurable business results.

The 7-step framework for turning Al strategy, adoption and experimentation into

measurable business outcomes and enterprise revenue.
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How to use this playbook

This playbook answers one question: how do you turn Al interest inside a company into

measurable business results and revenue.

Work through the seven steps in order. Each step gives you the questions to ask and the output
you need before moving to the next stage. At the end, use the scorecard to find the single biggest

gap in your Al revenue engine.

This playbook should answer five executive questions

Who should we sell to?

What problem should we own?

Why should customers choose us?
How do we turn demand into revenue?

How do we scale what works?
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1 ICP + Pain

Find the Al problems companies will actually pay you to solve.

Before you build another Al product, service or campaign, define exactly who you serve and the
problem you solve.
ASK

. Who has the problem?

. Who feels the pain most?

. Who owns the budget?

. What is the problem costing the business today?

. What happens if the company does nothing?

. What event causes the buyer to act?

. What have they already tried?

. What makes the problem urgent?

OUTPUT
. One clear ICP.
. One expensive problem.

. One reason to act now.
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2 Positioning + Message

Make your value impossible to misunderstand.

Your customer should understand who you help, what problem you solve and what outcome you
create within seconds.
ASK

. Why should a customer choose you?

. What problem do you own?

. What do you believe about Al adoption that your competitors miss?

. What measurable outcome do you create?

. Why should a CTO, CIO or CEO care?

. Can your value proposition be explained in one sentence?

OUTPUT
. A clear market position.
. A sharp message.

. A measurable customer outcome.
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3 Product-Market Fit

Test demand before you build more.

Do not assume customers want your offer. Put the problem, solution and price in front of real
buyers.
ASK

. What problem gets the strongest response?

. What problem gets budget?

. What offer gets customers to pay fastest?

. What result creates the most value?

. Which customers get the strongest outcome?

. Which objections appear repeatedly?

. Which customers buy again?

OUTPUT
. A validated problem.
. A validated offer.

. Evidence of willingness to pay.
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4 Demand Engine

Build a repeatable way to reach the right buyers.

Your audience, content and outbound activity should lead toward commercial conversations.

ASK
. Where do your best customers spend their time?
. Which channels produce qualified conversations?
. Which messages generate responses?
. Which content creates demand?
. Which proof builds trust?
. How many qualified opportunities do you need each month?

. What percentage becomes revenue?

OUTPUT
. A repeatable acquisition system.
. A defined pipeline target.

. A measurable conversion path.
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5 Sales Engine

Turn qualified demand into enterprise revenue.

Build a sales process around the way enterprise buyers actually make decisions.

ASK
. Who owns the problem?
. Who owns the budget?
. Who influences the decision?
. Who can block the deal?
. What evidence does the buyer need?
. What is your first paid engagement?
. What does success look like?
. What objections stop deals?
. How long does the sales process take?

. What is your average contract value?

OUTPUT
. A defined sales process.
. Clear buying criteria.

. Predictable conversion metrics.
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Enterprise Expansion

Turn one successful engagement into a larger account.

The first project should create evidence for the next commercial conversation.

ASK

What happens after the first successful project?

Which department has the next problem?

Which teams could benefit from the same solution?

What additional problems appear after implementation?

What evidence supports expansion?

How do you move from one team to multiple teams?

How does a £10k engagement become a £50k or £100k relationship?

OUTPUT

A clear expansion path.

Higher customer value.

Repeatable account growth.
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Scale

Build arevenue system that does not depend entirely on you.

Growth requires systems, data and repeatability.

ASK
[

Which part of your GTM works repeatedly?

Which activity produces the highest return?

Where does the sales process slow down?

What should you automate?

What should you delegate?

Which metrics predict revenue?

What does your business need to generate every month to hit its target?
What works without the founder?

OUTPUT

A measurable revenue engine.
Defined operating metrics.

A GTM system built for scale.
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The Confidently Wrong Al Scorecard

How strong is your Al revenue engine?

Score each area from 1 to 5, using the scale below. A high overall score can still hide one serious
weakness, so look for your biggest gap, not just your total.

No evidence
Weak
Developing

Strong

gaa A W N B

Proven

Do you know exactly who has the problem and why they will

ICP + Pain . |5
pay to solve it?

Positioning Can your customer understand your value within 10 seconds? /5

Product-Market .

Fit Do real customers pay for your solution and ask for more? /5

Demand Do you have a repeatable source of qualified opportunities? )

Sales Do you know your conversion rates, sales cycle and average /5
contract value? —

Expansion Do customers naturally buy more after the first engagement? )
Does your GTM system work without depending entirely on

Scale /5
the founder? —

Your score

. 7 to 14 — Your GTM foundation needs work.

. 15 to 24 — You have traction, but gaps are limiting growth.

. 25 to 30 — Your revenue engine is showing repeatability.

. 31 to 35 — You have the foundations of a scalable enterprise GTM system.
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STOP GUESSING.
START MEASURING.

Get your Al Revenue Score and find the biggest gap in your Al revenue engine.

SCORE YOUR Al REVENUE ENGINE -

CONFIDENTLY WRONG Al

confidentlywrong.ai
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