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The Al Deployment
Playbook

Roll Al across your operation without hiring, without chaos, and
without buying fifteen tools you will never use.

A four-step method for Moroccan business owners who want leverage, not another

dashboard. Built on one principle: Al only creates value when it is pointed at a real
bottleneck, measured, and proven before you scale it.

NexusAl Lab - Operations, Al-enhanced processes, diagnosis, consultancy - Marrakech jamal@nexusai.ma



BEFORE THE STEPS

Most owners buy Al like a shiny object.
The ones who win use it like a weapon.

There is a lot of noise about Al right now. New tool every week, a demo that dazzles, a

subscription that quietly renews. Six months later the tool is unused and the work still lands on

your desk. That is not an Al problem. It is a deployment problem.

Al creates leverage in exactly one place: a task that is repetitive, rules-based, or built on data you

already have. Point it anywhere else and you get a clever toy. This playbook is the discipline of
pointing it at the right place, proving it works, and only then scaling.

THE SHINY-OBJECT WAY
Buy the tool first, find a use later

Automate a task nobody checks

No baseline, so no way to prove ROI

Roll out everywhere at once

The NexusAl difference, in one line

THE WEAPON WAY
@ Find the bottleneck first, then the tool

® One high-value process, measured before
and after

Human reviews only the exceptions

Prove it, then replicate it

Anyone can hand you a list of prompts. We hand you verified capacity: every number checked by

execution before it reaches you, workflows tested against your real data, and a bench of senior

operators behind the work. Prompts are a commodity. Proven capacity is not.

THE METHOD, AT A GLANCE
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STEP ONE

Audit the business, expose the opportunities

Before you buy a single tool, run a brutally honest process sweep. List every recurring task in each

part of the business. Rank each on two axes: time it eats and money it costs. The tasks that are
repetitive, rules-based, or run on data you already hold are your leverage points.

Where Al pays fastest

@ Sales: qualify leads, summarize calls into
the CRM

@ Support: 24/7 FAQ, route and triage
tickets

@ Operations: schedules, follow-ups,
internal helpdesk

@ Finance: scan invoices, flag anomalies,
forecast cash

@ Marketing: draft, repurpose, and
schedule content

STEP TWO

Build the workflow

Tools do not create leverage. Workflows do. Every reliable Al workflow follows the same four-part

The output

Three to five high-ROI opportunities where Al
will save time or money immediately. Nothing
vague. Each one named, with the hours and
the cost written down as a baseline you can
measure against later.

Deliverable: your leverage map

shape. The goal is for Al to take 80 to 90 percent of the repetitive work off the team, and for a
human to touch only the exceptions.

A

customer asks, an

TRIGGER Al

lead opts in, a Labels, evaluates,
drafts, or routes
invoice lands

AUTOMATION HUMAN
Data moves into the Reviews only what
CRM, chat, or task - falls outside the
system rules

A note for the Moroccan context: keep sensitive customer and operational data on infrastructure
you control. Law 09-08 on data protection is not an afterthought. We design the human-in-the-
loop step so the exceptions that need judgment, or discretion, always reach a person.



STEP THREE
e Test, automate, and measure

Most companies over-engineer. You will do the opposite. Start with one high-value process from
your audit. Write down the before numbers. Automate the repetitive steps. Review the output every
week and tighten the logic. Scale only after the data says yes.

METRIC WHAT IT MEASURES

Time saved Hours eliminated per task, per week

Cost Labor cost versus automation cost
Output consistency Percentage approved with no human edits
ROI (Savings + revenue lift - Al cost) + Al cost

Example workflow: a lead fills a form — Al drafts a personalized reply — the CRM updates itself —
the sales rep gets a message with the summary. One process, measured, before you touch the
next.

STEP FOUR

Scale what works

Once a workflow proves its ROI, it stops being an experiment and becomes a standard. This is how
a business goes from "we are trying Al" to "we run on it."

Standardize Spread Reinvest

Turn each proven workflow Name an owner for Al in Measure the quarterly gain.
into a documented SOP. A each area. Reward the ideas Feed it back into the next
written system is a scalable that come from the floor, not automation. Al is a flywheel.
one. just the top.

The compounding effect: each proven process makes the next one cheaper to build, because the
data, the SOPs, and the team's instincts all carry forward. Six months in, you are not using Al. You
are an Al-run operation with a cost base your competitors cannot match.



WHY A PLAYBOOK IS NOT ENOUGH

The method is public.
The discipline is the hard part.
You now hold the same four steps we use with operators across Morocco. Most will read it, nod,

and change nothing, because the gap between knowing the method and running it is where the real
work lives. That gap is what NexusAl Lab closes.

Verification, not vibes A simulation stack
Every number we put in front of you is checked For operations-heavy businesses we model the
by execution first. No estimate dressed as a fact. process before touching it, so you see the
When we say a process saves X hours, we have leverage points and the payback before you
run it. spend, not after.

A senior bench Morocco-native
The work is backed by experienced operators Built for how business actually runs here: local
and specialists, not a single generalist. The data-sovereignty rules, French and English
judgment behind the automation is as important workflows, and the realities of the ground.

as the automation.

HOW AN ENGAGEMENT STARTS

The Diagnostic The Pilot The Rollout
We run Step 1 on your business We build and prove one We standardize the wins and
and hand you the leverage map workflow against your real scale what the data justifies
numbers
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NexusAl Lab

START WITH THE AUDIT

Find your three highest-leverage
opportunities in one session.

Send us a short description of your operation. We will come back with where Al can reclaim
time or cut cost first, with the hours and the cost written down. No tools to buy to find out.

Jamal Boularhbar

jamal@nexusai.ma
Founder - NexusAl Lab - Marrakech

nexusai.ma - argbuilder.io



