Praise for Thierry Moubax and The AI Compass

“Thierry doesn’t just explain AI — he rewires how executives think about it. The Value
Creation Matrix gave my executive team a shared language we had been missing. In
one session with Thierry, we mapped around 50 impactful AI use cases across four
departments and built a phased roadmap that was more actionable than anything we
had produced in months. If you lead a company and want to move from Al curiosity
to Al execution, this book is your blueprint. The AI Compass is the clearest executive
playbook on the market.” — Gery Van den Bosch, CEO, Dirafrost

“As an investor, my rule has always been clear: never invest in something I don’t
understand. Yet as CEO of a company in the chemical industry, the Al revolution
demands that we explore exactly those unknown frontiers. Thierry’s AI Compass
provides the clarity and direction leaders need to navigate this transformation and turn
disruption into opportunity.” — Davy De Muyer, CEO, Innotec International

“I used my first computer for several years as a typewriter. Now I have been using Al as
a driver drafting my emails. Thanks to Thierry’s AI Compass I learned to work with it
as an intelligent officer to execute my intent.” — Peter Polhuys, former CEO, Unilever &
Strauss Group

“Working with Thierry on an AI-powered innovation sprint for MARS Ice Cream

was both strategically valuable and genuinely inspiring. Together we built a practical
framework for Al-driven innovation — combining deep market research, web scraping,
and aspect-based sentiment analysis to uncover the real drivers behind consumer
ratings. What set the experience apart was Thierry himself: his depth of knowledge,
intellectual curiosity, and passion for applying Al to real business problems.”

— Tom Leemans, Global Ice Cream Director, MARS

“Al is not a magic wand. It is a powerful tool that delivers the desired results only when
understood and applied with purposeful precision. Think of it less as a fire-and-forget
weapon and more as a guided torpedo — effective only when aimed and controlled.
Think of this book as your personal guidance system manual.” — Brendon Grunewald,
Managing Director, Praefidi

“As a sector federation, we see how companies struggle to translate Al into tangible
value. The AI Compass provides a clear compass to make that leap: pragmatic, sharp,
and relevant for every CEQ.” — Pascal de Greef, CEO, Comeos
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“The world is descending from chaos into deeper chaos. In his AT Compass, Thierry
not only provides a roadmap for navigation through this mess, but suggests a way to
transcend — and perhaps even defy — the Second Law of Thermodynamics.”
— Rahul Gautam, Chairman & Managing Director, Sheela Foam Ltd., India

“I've been to tons of Al talks and usually left more confused than before. Thierry’s book
changed that — it gave me a simple, practical system I could actually use right away. We
ran the Scorecard the next week, and within a month we’d already made our first three
big strategic bets. It really transformed how I think and how fast our team moves.”

— Dr. Wael Elshahawy, Chairman & CEO, El-Shahawy Investment Group (SIG)

“As a nonprofit CEO navigating AI with limited resources and no room for expensive
missteps, this book gave me what I actually needed: a step-by-step approach and
90-day roadmap rather than another list of possibilities. I'm convinced that treating
Al as a partner, as an employee, is the path forward.” — Brent McClendon, President &
CEO, Woodpack Global, US

“Getting from passenger to pilot of Al in my company! This book taught me how to
embrace Al in our SME. Not the usual talk, but the practical walk. From Monday
Morning Moves till strategy.” — Pierre Alexandre Billiet, CEO, Gondola Group

“A lot has been written about Al, but very little is truly usable for business leaders.
Thierry brings clarity, structure and a practical decision-making lens that helps
executives turn Al into real business advantage.” — Marius Van Mierlo, Commercial
Director, Dossche Mills, Belgium

“Thierry brings a rare mix of executive leadership and practical Al experience. His
insights cut through the noise and focus on what truly matters for organisations
adopting AI.” — Amr Abd Elrhaman, Founder & CEO, Next Academy Egypt

“A compelling strategic lens into the Blue Ocean of Al, offering leaders a four-quadrant
practical playbook for reinventing business models across the Home Improvement
Industry.” — Thierry Coeman, former Chairman, Belgian DIY Association, author of
Hammertime

“The AI Compass goes beyond the Al race and focuses on what truly matters to
executives: decision-making, execution, and real competitive advantage. Building on
his leadership experience, Thierry offers a practical and actionable framework to drive
meaningful transformation with impact.” — Mario Recio General Manager Europe
South, The Goodyear Tire & Rubber Company
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“At some point you stop learning Al and start leading with it. That crossing is where
most people stall. Thierry’s is the only framework I have encountered that is built
specifically for that moment: practical, senior, and immediately actionable.”

— Kholoud Aldosari, CEO Northern Trust, Saudi Arabia

“Artificial intelligence is no longer a technology choice; it is a direct determinant of
competition and leadership. The AT Compass provides executives with the clarity,
courage, and roadmap needed not only to understand this transformation, but to
manage it and turn it into a competitive advantage.” — Ahmet Giile¢, President of
MOSFED, Chairman of Ndesign
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For the leaders who see the wave coming
and choose to surf rather than drown.

“With Al everything is possible.”
— Thierry Moubax
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PREFACE

I wrote this book because I was tired of watching good leaders fail.

Not fail because they lacked intelligence. Not fail because they did not care.
Fail because nobody had given them the operating manual for this moment.

For the past several years, I have had a front-row seat to the Al transfor-
mation. As the founder of AI Compass, I have worked with CEOs, boards,
and executive teams across industries: manufacturing, professional ser-
vices, retail, media, and logistics. I have seen the excitement when leaders
first grasp what AI can do. I have seen the paralysis when they realize how
much they do not know. And I have seen the frustration when pilot projects
multiply, but results do not.

The pattern became unmistakable. The companies that struggled were
not the ones with bad technology. They were the ones without an operat-
ing model. They had tools without workflows. Pilots without governance.
Enthusiasm without systems. They were trying to run a marathon without
learning how to walk.

The companies that succeeded looked different. They treated Al as a new
category of employee, one that needed onboarding, supervision, and clear
expectations. They built the infrastructure before chasing the capabilities.
They measured outcomes, not activity. They moved deliberately through
stages: Crawl, then Walk, then Run, then Fly.

This book captures what I learned from both groups.

Who This Book Is For

I wrote this book for the CEO who feels the pressure but lacks the playbook.
For the board member who needs to ask the right questions. For the execu-
tive who knows AI matters but does not know where to start, or how to move
beyond pilots that never scale.

This is not a book about artificial intelligence. There are plenty of those:
technical deep dives, philosophical explorations, breathless predictions
about superintelligence, and more. This is a book about leadership in the

11
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age of Al. About building organizations that can harness abundant intelli-
gence rather than being disrupted by it.

If you want to understand how transformers work or debate whether
AT will achieve consciousness, look elsewhere. If you want to know how to
run an Al Scorecard workshop, build a governance framework that enables
rather than blocks, and create a 90-day roadmap that produces measurable
results, keep reading.

What You Will Find Here

This book is organized into four parts.

Part I: The Case for Action establishes why ATl demands a leadership
response now. You will learn why Al is fundamentally different from previ-
ous technology waves, how the economics of intelligence are shifting, and
why the gap between Al leaders and laggards is widening faster than most
realize.

Part II: Understanding the Machine gives you the executive-level
fluency you need to lead effectively. Not technical depth; practical under-
standing. You will learn what AI can and cannot do, how to work with it
productively, and how to avoid the pitfalls that trap most organizations.

Part III: The Value Creation Matrix maps where Al creates value.
You will learn the four quadrants — Optimize, Enhance, Insights, and Trans-
form — and see real examples of each. This becomes your lens for evaluating
every Al opportunity.

Part IV: The Operating Model gives you the system. The Scorecard
methodology. The champion network. The governance framework. The 90-
day roadmap. This is where strategy becomes execution.

A Personal Note

I should be honest with you: I used Al extensively to write this book. Not to
generate ideas; those came from years of client work, hundreds of keynotes,
and countless conversations with leaders navigating this transition. But to
draft, refine, research, and polish. To turn my frameworks into prose. To
test my arguments against counterarguments. To do in months what would
have taken years.

12
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This is not a confession, rather a demonstration. The book you are hold-
ing is proof of the thesis it contains. AI did not replace my thinking. It am-
plified it. It handled the execution so I could focus on the judgment: what to
include, what to cut, and what sequence would serve you best.

The marathon has started. By the time you finish this book, you will have
a working Al strategy, a 90-day roadmap, and the language to lead the con-
versation in your organisation. The only thing between you and that out-
come is the next six hours of reading. Let us begin.

Thierry Moubax,
Belgium, 2026

If you want to bring this framework to your leadership team before they
finish the book, Thierry delivers the AI Compass keynote to executive teams

worldwide — designed to create the mindset shift described in these pages in
a single session. www.aicompass.ai/en/ai-inspire

13
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INTRODUCTION

The Decision
You’ve Already Made

It was a Tuesday afternoon in Brussels, and the CEO of a mid-cap industrial
company had just asked me the question I hear more than any other.

We were sitting in a glass-walled conference room on the seventh floor.
His leadership team, eight people, ranging from skeptical to cautiously ex-
cited, had just spent three hours with me working through what AI could
mean for their business. By this point, the energy was high. They could see
the possibilities. The COO had sketched three automation ideas on a white-
board. The CMO was already texting her team about a customer-intelligence
pilot.

Then the CEO leaned back, crossed his arms, and said: “Are we al-
ready late?”

I have now delivered variations of this keynote and workshop more than
a hundred times, across more than a dozen countries, in industries rang-
ing from retail to real estate, media to manufacturing, financial services to
FMCG. And I can tell you: that question, or its close cousin, “We’re using Al,
but where’s the ROI?” comes up nearly every time.

Both questions are valid. And if you answer them wrong, both can be
very dangerous.

The Two Wrong Responses
The first wrong response is panic. You buy tools, launch pilots in every de-
partment, call it a “transformation,” and create a noisy program with unclear
ownership. I have watched companies spin up fourteen Al experiments in

ninety days, and kill thirteen of them within six months, having learned
almost nothing.
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The second wrong response is paralysis. You wait for the technology to
mature, wait for your industry to settle, wait for “certainty.” The problem is
that certainty never arrives with new technology. By the time the path looks
clear, the companies that started moving early are already two turns ahead.
This book is written to help you choose a third response: start deliberately,
and start now.

Mass Adoption, Thin ROI

By mid-2025, generative Al had stopped being a curiosity and had become
default behavior. Roughly 65 percent of organizations reported regular
use of generative Al, nearly doubling in a single year. Overall, AT adoption
jumped to approximately 72 percent after hovering near 50 percent for the
better part of a decade.

That kind of step-change does not happen because everyone suddenly
becomes a believer. It happens because leaders feel the competitive floor
shift beneath them: a combination of FOMO and early, tangible wins in
tasks like translation, content creation, and customer service.

And then the punchline. Roughly 90 to 95 percent of companies are
not yet seeing meaningful return on their Al investments. One widely cited
study found that 96 percent of Fortune 1000 executives said Al had not de-
livered meaningful business results. Even among CFOs, the most ROI-liter-
ate people in the enterprise, only about 7 percent reported “high ROI” from
Al initiatives.

That gap between mass adoption and thin ROI is not evidence that AT is
hype. It is evidence that leadership has not yet caught up to the nature of
the technology.

The 7 Percent Club

What is actually happening is more subtle and more consequential for those
who miss it.

A small minority is pulling away. Research identifies roughly 20 percent
of firms as genuine “AI ROI Leaders.” They invest materially: 95 percent
of these leaders devote more than 10 percent of their technology budget to
Al They focus on revenue and core processes, not peripheral experiments.

16
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They drive adoption through training and culture, not mandates. And their
programs produce measurable gains: cycle-time improvements, cost reduc-
tions, and new revenue streams, while the other 80 percent accumulate pi-
lots and frustration. I call this emerging divide the “7 percent club”: a small
minority breaking through with real outcomes while the majority remains
stuck in perpetual experimentation.

The CEO question is no longer “Should we explore AI?” It is: “Are we
building an operating system' for AI work or are we collecting demos?”

The Deception Gap

There is a leadership trap that plays out in every major technology cycle.
Expectations rise faster than organizational reality. Leaders hit a wall, de-
clare the technology overhyped, and pull back, right before capability and
know-how start to compound. Futurist Roy Amara captured it precisely: we
tend to overestimate the effect of a technology in the short run and underes-
timate the effect in the long run.

I call the result the Deception Gap: a phase where the technology is al-
ready useful, but the enterprise has not learned how to absorb it. AI looks
disappointing, not because it is not working, but because the organization
is not ready.

This is why the current moment of disappointment can actually be good
news, if you interpret it correctly. If 96 percent of executives are not yet
seeing ROI, it means that advantage is still available. Your competitors have
not mastered this either. But the window is narrowing, because once an or-
ganization learns to implement AI operationally, the gains compound: fast-
er iteration, cheaper execution, better insight, and quicker decisions.

A Shrinking Window

If the competitive logic does not move you, consider the math of history.
General-purpose technologies have always rewritten the operating sys-
tem of business. But the timeline for that rewrite keeps collapsing. Steam

! We will be using the term “operating system” throughout this book, referring to

your company’s strategy towards Al, as a substitute for the more generic “strategy”.
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took roughly sixty years to reshape industry. Electricity took thirty. The per-
sonal computer took fifteen. For Al, we are looking at a window of perhaps
seven years, probably less.

We are not just compressing timelines. We are erasing the buffer period
where “fast followers” used to survive. The “wait and see” strategy that worked
in previous technology cycles is not prudence this time. It is abdication.

And because Al adoption feels gradual — a chatbot here, an automated
report there — it triggers what psychologists call normalcy bias: the tenden-
cy to notice immediate threats while ignoring slow-moving, compounding
change. You look at your P&L this quarter, and costs look standard. You
look at your headcount, and it seems manageable. But the temperature is
rising. “Doing nothing” feels safe because the water feels tepid. By the time
the shift shows up in your quarterly results, it will be too late to respond.

The Core Thesis: Al Is Not Software. It Is an Employee

When leaders treat Al like a conventional IT purchase (plug it in, measure it
like software, and expect stable and deterministic outputs) they get predict-
able results: Brittle pilots, quality issues, adoption resistance, and stalled
ROL. This happens because AI does not behave like software. It behaves like
a workforce. It needs onboarding. It needs supervision. It needs context, es-
calation rules, standards, and review. It improves with better instructions.
It fails without clear expectations.

Once you see it this way, the strategic question shifts entirely. You stop
asking “Which tool should we buy?” and start asking, “What work should
we delegate and how do we manage it?” That single shift explains why most
Al programs fail and why a small number succeed. The companies that will
win are not the ones with the most licenses. They are the ones that learn to
manage Al as a workforce, embedded in real workflows, with feedback loops
and human oversight.

Still in the Race

If you are wondering whether you are late, here is a calm way to think about
it. One of our clients, Martijn van Rheenen, founder of Momentum Global
Ventures in the Netherlands, put it this way in mid-2025: “Al is like a mar-
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athon. The marathon started fifteen minutes ago. You might not be in front,
but if you start now, you're still in the race. Wait too long, and all that’s left
is clapping for someone else’s success.”

That is exactly right. You can still run a great race. But you do not win
a marathon by standing on the sidewalk debating shoes. You start moving,
and you improve while moving. The goal of this book is not to convince you
that Al is exciting. The goal is to make you confident enough to act.

The Problem this Book solves

Let me take you back to that conference room in Brussels. After the CEO
asked whether they were late, I walked the team through the data, the same
data you have just read. I showed them the Deception Gap. I explained the
7 percent club. Then I asked them a question of my own: “How many of you
have personally used Al to do actual work in the last thirty days?”

Of eight senior leaders, two raised their hands. One had used it to draft
a customer email. The other had asked it to summarize a report.

These were smart, accomplished executives running a billion-euro busi-
ness, and they had barely touched the technology they were trying to deploy
across their organization. That moment crystallized something I had sensed
but not yet articulated: the gap is not technological. It is experiential. Lead-
ers are making decisions about AI without having felt what AI can do. They
are delegating it to “the technical people” because it still feels vague.

Al is a leadership operating model. And if leadership does not own it, Al
becomes what so many corporate initiatives become: a side project, a tool
rollout, a slide deck, and a missed opportunity.

I am Thierry Moubax, co-founder of AT Compass. Over the past two
years, I have delivered my AI keynote and transformation workshops more
than one hundred times, across more than a dozen countries and nearly ev-
ery major industry. That pattern — senior leaders who are interested but not
immersed, excited but not equipped — repeats everywhere. This book exists
because I wanted to put everything I say in those rooms into a format that
any leader can pick up and act on, without needing me in the room.
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What This Book Will Give You

By the time you finish, you will be able to do three things. First, you will see
Al clearly: what it can do, what it cannot, and how leaders manage the lim-
itations instead of being paralyzed by them.

Second, you will know where value lives. I will introduce a framework
I call the AT Compass Value Creation Matrix, built around four quadrants:
Optimize (reclaim time and reduce cost), Enhance (augment what your peo-
ple can already do), Insights (turn unstructured noise into strategic truth),
and Transform (redesign systems and create entirely new possibilities).

Third, you will have a method to turn possibility into a plan. That meth-
od is the AI Scorecard, a practical workshop format where you list use cases
across functions, score each one on value versus complexity, select the top
bets, and translate them into a 90-day roadmap. You do not need to be tech-
nical to do any of this. Just be decisive.

This book is written for leaders who carry responsibility: CEOs
and founders, COOs and CCOs, CMOs and commercial leaders, CSOs and
transformation officers. If you lead a business unit, a team, or a growth
agenda, Al will touch your world — whether you initiate it or not. This is
your guide to initiating it well.

A Note on Style

This is not a trend report. It is not a tool catalog. It is not a prediction
contest. Tools will change. Models will improve. Features will come
and go. What lasts is the leadership mindset, the decision system,
and the operating model. That is what we will focus on. Every chapter
ends with a short action step you can execute immediately, because
clarity is useful only when it produces movement.

The AI Compass: A Leadership Operating System
This book is built around a single framework: The AT Compass: a Lead-

ership Operating System for navigating the AI transformation. It has four
phases:
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Phase 1: Mindset (Part I: Chapters 1-3): Understand what Al actually
is, what is happening to the economics of intelligence, and why it feels like
hype even when it is not.

Phase 2: Leadership Pivot (Part II: Chapters 4-8): Change how you
personally work with AT and build the habit of turning to AI before you try
to do the work yourself.

Phase 3: Value Map (Part III: Chapters 9-14): Identify where Al cre-
ates value in your specific business using the AT Compass Value Creation
Matrix.

Phase 4: Roadmap (Part IV: Chapters 15-19): Build the 9o-day plan:
prioritization, quick wins, strategic bets, and the operating model that
makes it sustainable.

Each phase builds on the one before it. You cannot map value without
the right mindset. You cannot build a roadmap without knowing where val-
ue lives. And none of it works without the personal leadership pivot that
comes from using Al yourself.

PART IV
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The Road Ahead

In Part I: The Mindset Shift: we will dismantle the default assumption that
Al is an IT project and replace it with the operating truth: Al is a workforce
to manage, not a tool to deploy. We will explore what happens when the
cost of intelligence approaches zero, and why the Deception Gap creates the
illusion of hype even when it is not.

In Part IT: The Leadership Pivot: we will cover the concrete changes you
must make as a leader: how to communicate with AI effectively, how to
manage its limitations, and how to build the habit of turning to AI before
you try to do the work yourself. This is the Macro Delegation, Micro Steering
framework that will transform how you and your team operate.

In Part III: The Value Map: we will work through the AT Compass Value
Creation Matrix, exploring each quadrant with real examples: Optimize to
buy back time, Enhance to multiply capability, Insights to replace gut feel
with evidence, and Transform to make the old way obsolete.

In Part IV: The Roadmap: we will give you a practical execution system;
the AI Scorecard, the sequencing logic of Crawl, Walk, Run, and Fly, the
governance model, the champion network, and a 9o-day plan you can begin
this week. We will close with the Human Differentiator: what becomes more
valuable, not less, as AI handles more of the work.

Your First Move

This book will not make you an Al expert. It will make you an Al-ready
leader, someone who can see through the noise, spot the real opportunities,
build a practical plan, and lead your organization through the transforma-
tion window before it closes.

The companies that win with AI will not be the ones that adopted first.
They will be the ones who led best.

With Al everything is possible. The question is: what will you make pos-
sible?

22
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PART 1

THE Al
LANDSCAPE

Before you can lead in the Al era, you need to see/clearly.
Part I strips away the hype and.the fear to showyouiwhat AI
actually is, where we-are in its evolution, and why the next
24 months will separate the leaders from the laggards:

This is the terrain. Part II is the operating system for nav-
igating it.
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CHAPTER 1

Al Is Not Software.
It Is an Employee

“The first rule of any technology used in a business is that automa-
tion applied to an efficient operation will magnify the efficiency.
The second is that automation applied to an inefficient operation
will magnify the inefficiency.”

— Bill Gates, The road ahead (1996)

In 1911, in a Philadelphia courtroom, a mechanical engineer named
Frederick Winslow Taylor sat before Congress to defend an idea that
would reshape the century: that work itself could be studied, measured,
and optimized like a machine.

Before Taylor, factories ran on craft and intuition. A skilled worker
learned his trade through apprenticeship, carried the knowledge in his head,
and worked at whatever pace felt right. Output varied wildly. Resistance to
change was the norm. Managers managed by walking around and shouting.

Taylor changed everything. With a stopwatch and a clipboard, he broke
every job into discrete tasks, measured each one, and reassembled them
into the most efficient sequence. He called it Scientific Management. His
disciples called it a revolution. Workers called it something else entirely.

But here is what matters: Taylor’s insight was not about machines. It
was about how to think about workers. He forced managers to ask: What
exactly is this person doing? How do we measure good? Who supervises
the output? Those questions built the management systems of the twentieth
century: the org charts, the KPIs, the performance reviews that still govern
your company today.

We are living through the same moment, but in reverse. Taylor
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taught us to treat workers like machines: standardized, predictable, op-
timized. AI demands that we treat machines like workers: onboarded,
coached, supervised, improved. The companies that understand this shift
will capture the returns. The companies that keep treating Al like software,
like a feature to install and forget, will burn budget and wonder why.

Al is not a tool you buy. It is an employee you manage.

Written in Stone vs. Trained Like a Child

To understand why AI demands a completely different management ap-
proach, you need to understand how it was built. Because the difference is
not incremental. It is fundamental.

Traditional software is deterministic. A human solves a problem, then
writes down the solution in code: step by step, rule by rule, carved in stone.
The computer replicates that solution, exactly the same way, every time.
Input A always produces Output B. That is the point. That is the contract
between you and the machine. This is how we built sixty years of enter-
prise technology. Your ERP follows the same rules today that it followed
yesterday. Your CRM calculates commissions the same way for every deal.
If something breaks, a developer finds the faulty line and fixes it. The system
is a mirror of the human thinking that created it: frozen, predictable, and
repeatable.

Al was not built this way. AT was trained.

If you have children, you know how they learn. You do not teach a child
to recognize a cat by handing them a checklist: four legs, whiskers, point-
ed ears, and fur. You do not hand them a flowchart. You show them cats.
Dozens of cats. Hundreds of cats. Fat cats, thin cats, sleeping cats, moving
cats. And at some point, something clicks. The child says, “Cat.” Not because
they followed instructions. But because they built an internal pattern. This
is how Al learns. When Google’s research lab made a breakthrough in 2012,
the system was not told what a cat looks like. It was shown millions of imag-
es. Eventually, it recognized the pattern on its own. No rules. No flowchart.
Just data, repetition, and feedback. Then, like a child going to school, the
Al was refined. By 2016, reinforcement learning allowed models to improve
through feedback. They were rewarded for good answers, corrected for bad
ones, and they got better and better. Not because someone wrote better
code. But because the model learned from experience.
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The practical consequence for every CEO: software replicates a solved
problem. AI develops the judgment to approach unsolved ones.
Software is a photocopy. Al is an employee who has been trained, has gradu-
ated, and is now sitting in your office waiting for direction.

This is why the entire management approach must change. You do not
debug judgment. You do not patch intuition. You coach it. You supervise it.
You improve it through feedback: exactly the way you would with a talented

but inexperienced new hire.

EXECUTIVE TAKEAWAY

Software automates what humans have already solved: predictable,
frozen, deterministic. AI develops its own pattern recognition, like a
child learning from experience: probabilistic, variable, improvable.
That is not a flaw. That is the nature of the thing. And it is why AI
demands management, not installation.

Traditional Software
(Logic Paradigm)

| Rule1 | [ Rule2 |

[ Rule 3 ] [ Rule 4 ]

[ Output A ] [ Output B ]

e Rules-based

e Same input = Same output

e Breaks at edge cases
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Al (Biological Paradigm)

e Pattern Recognition

e Improves with Feedback

e Judgment-Based

Manages like an employee.
Not installs like software.
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The Misunderstanding That Stalls Companies

When companies treat Al like software, they follow the old playbook: ven-
dor selection, integration, deployment, and hope that adoption follows.
Then they are surprised when usage is inconsistent, outputs vary wildly,
and ROI feels vague.

For sixty years, corporate technology ran on the Logic Paradigm: write
arule, the computer follows it. If something breaks, find the line of code and
fix it. This is how we built databases, ERPs, and CRMs. Safe, predictable,
rigid. Generative Al operates differently. As Nobel Prize winner and God-
father of AI Geoffrey Hinton explains, it runs on a Biological Paradigm:
learning connection strengthens like a human brain, not storing facts in neat
rows. There is no line of code to fix when the AI produces a slightly off-strat-
egy marketing plan. You cannot debug intuition. You do not debug an
employee. You onboard them, guide them, and audit their work.

If you hand your Al strategy to traditional IT leaders who are looking for
logic-based certainty, they will struggle. They are looking for a syntax error
in a system that runs on semantics.

The Operational Divide

Many CEOs are pausing their Al spending, pointing to a lack of ROI. They
are not wrong about the results. They are wrong about the cause. We are
seeing a bifurcation in the market, an Operational Divide.

On one side, we have the Experimenters. They treat Al as IT software,
deploying it broadly to see what sticks. They buy licenses, run pilots, cel-
ebrate demos. They are facing an AI Winter of their own making. On the
other side are the Operationalizers. They do not implement Al They im-
plement specific, high-value outcomes powered by Al. They start with the
business problem, work backward to the workflow, and only then select the
technology.

The data tells a sobering story: only a small minority of companies — vari-
ous studies suggest somewhere between 5 and 15 percent — have fully scaled
AT across their enterprise.? The remaining majority are stuck in what we call

2 The range of 5%-15% for companies that have fully scaled AI comes from multiple

industry surveys, including work by McKinsey, BCG, and MIT Sloan Management
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“Pilot Purgatory”: running isolated experiments, celebrating small wins, but
never capturing enterprise-wide value. The gap between these two groups is
widening. Leaders report returns of 5x to 10x on Al investments. Everyone
else averages far less. Many see nothing at all. The constraint is not capital
or technology anymore. It is the ability to direct AT toward high-value work.
As we will see in Chapter 2, when the cost of intelligence collapses, the bot-
tleneck shifts from production to direction. If you are waiting for the hype to
settle, you are already losing to competitors who have moved from playing
to production.
This chapter is about which side of that divide you choose to be on.

The Economic Arbitrage: Why ROI Hides in Plain Sight

To understand why AI ROI eludes traditional analysis, you must stop look-
ing at your P&L line for “Software Subscriptions” and start looking at “Pay-
roll.”

For the last twenty years, we lived in the SaaS era: Software as a Service.
You bought a tool: a CRM, a spreadsheet, a video platform — and you paid
for a “seat.” You then hired a human, paid them a salary, and they sat in
that seat to do the work. We are now entering the Service-as-Software
era. You are no longer buying a tool for a human to use. You are buying the
outcome the human used to produce.

0ld Way (SaaS): You pay for customer support software and a support
agent to operate it.

New Way (Service-as-Software): You deploy an Al agent that inte-
grates with your systems, speaks dozens of languages fluently, answers the
phone at 2:00 AM, and resolves the ticket end-to-end. You do not pay for
the seat. You pay for the resolution.

This is why comparing Al costs to software costs produces nonsense. If
you pay a modest annual fee for an Al system to do work that previously
required a full-time salary, your ROI is immediate and substantial. But you

Review. Exact figures vary by methodology and by the definition of “scaled.” For
the purposes of this book, we use the conservative framing that the vast majority of
companies remain in pilot or experimentation phases, with only a small minority
achieving enterprise-wide deployment with measurable ROI. See the Resources
section at the end of the book for methodology notes and source citations.
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only see this if you stop looking for “cheaper software” and start looking for
“digital employees.”

Most companies fail at AT ROI because they treat Al as a tool: “It is just a
smarter spellcheck, so I will pay accordingly.” The winners treat Al as labor.
They deploy AI agents not to “help” the receptionist, but to “be” the recep-
tionist.

The question for your CFO: Are we measuring Al against our software
budget or our labor budget? The answer determines whether you see ROI
or miss it entirely.

The Hidden ROI: What Your Team Is Not Telling You

If you survey your organization asking, “Is Al useful?,” you might get mixed
results: skepticism, fear of replacement, and/or confusion. This is Stated
Preference: what people say when asked. But if you look at Revealed
Preference: what people actually do: the story is radically different.

In your own company, the ROI is likely already there. It is hiding in the
shadows. Your junior developers, copywriters, and analysts are almost cer-
tainly using Al tools: often on personal devices: to do their work in half the
time. They are pasting company data into tools your security team does not
know about. They are not reporting this productivity gain because they fear
consequences: more work piled on, or headcount cuts. The productivity is
real. The visibility is zero.

The leadership response: Do not treat this as a compliance failure.
Treat it as market research. Your employees are showing you where Al cre-
ates value. The task is not to shut it down but to “bring it into the light safe-
ly”: sanctioned tools, clear data policies, proper governance. Make it easy to
use Al correctly, and your people will tell you where it works.

The Engine Block Fallacy

Most CEOs are asking the wrong question. They ask, “Which Al model
should we buy?” This is equivalent to walking into a car dealership, asking
which engine is the best, buying “only” the engine, having it delivered to
your office lobby, and then yelling at your employees, “Why are we not get-
ting to our destination faster?”
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Here is the brutal truth about the current state of Al: The Model is just
the Engine. Raw intelligence has become a commodity. Whether you use
OpenAl, Google, Anthropic, or open-source alternatives, the engines are all
brilliantly smart. They are all Ferraris. But an engine sitting on a pallet can-
not drive you to market dominance. The reason most companies fail to see
ROI is that they are obsessing over the engine while ignoring the Harness
(the chassis).

The Engine is the LLM. It provides the power and the reasoning. The
Harness is the system you build around it: the connections to your live
sales data, the memory of your past decisions, the permissions structure
that allows it to email a client, and the interface your team uses.

Winners build cars. Losers collect engines. If you simply give your team
a login to a chatbot, you have given them a loose engine. It is loud; it is im-
pressive, but it is heavy and hard to move. Real ROI comes when you stop
chatting with the engine and start building the transmission: the agentic
workflows that allow that horsepower to turn the wheels of your business.

The Shift from Chatting to Doing: The Agentic Era

Most executives are stuck thinking of AI as a chatbot: something you talk to.
That is already outdated. We are entering the era of Agentic AI, where the
models possess tool-handling and reasoning capabilities.

The breakthrough we are seeing now is the transition from an assistant
who answers questions to an assistant who executes tasks. Not just “What
is our policy?” but “Read the policy, draft a response to this client, and pass
it for my review.”

Think of an entry-level Account Coordinator. Their job involves four
tasks: taking meeting notes, copying search results into a spreadsheet,
drafting a press release from a template, and getting coffee. Tasks 1, 2, and
3 are now solvable by Al. Not because it can write, but because it can rea-
son. It knows contextually that it needs to browse the web for data, open a
spreadsheet tool to paste it, and then switch to a document tool to draft the
text. Task 4 (getting coffee) is the only thing left for the human.

An Agent has three critical abilities:
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1. Reason: Break a vague goal (“fix the supply chain delay”) into
logical steps.

2. Plan: Look at the future and simulate outcomes (“if I route via air
freight, costs go up 20%, but we meet the deadline”).

3. Use Tools: It does not just suggest an email. It opens your ERP
system, checks inventory, and drafts the order for your approval.

If you treat Al as software, you will use it to write an email. If you treat it as
an employee, you will give it access to your browser, your CRM, and your
calendar, and tell it to execute the weekly reporting workflow. The real
disruption: an abundant supply of capable digital labor. But only
if you know how to manage it.

The Employee Handbook Approach

When you hire a brilliant VP of Sales, you do not write a script for every
phone call they will ever make. You give them a mission, a set of values, and
a code of conduct: and then you trust their judgment. This is exactly how we
must treat Al

The leading Al labs have proven this through an approach called Consti-
tutional AL Instead of writing millions of lines of code specifying “Do not
say X” or “If Y happens, do Z”, they train models on high-level principles:
a “Constitution” drawn from ethical frameworks and organizational values.

Why does this matter to a CEO? Because traditional IT is built on “rules”
(predictable, rigid). Al is built on “principles” (flexible, judgmental). If you
try to manage your internal Al tools with rigid rules, they will break the
moment they encounter a new scenario. If you manage them like employees
— by giving them a “Constitution” that defines who you are and what you
stand for — they can navigate the unknown safely.

Your AI does not need a patch. It needs an employee hand-
book. This means your governance model must shift. Instead of IT writing
rule-based policies (“never mention competitor X”), you need leadership to
define principles-based guidelines (“always prioritize customer trust over
short-term sales”). The AT will then apply those principles across scenarios
you never anticipated: just like a well-trained employee would.

32

Al COMPASS-press.indd 32 @ 28/04/2026 16:48



The New Hire Mental Model

Stop asking your CIO about software implementation. Start asking your
CHRO about new hire management. The most dangerous misconception
in the C-suite is treating Al like a calculator: a tool that sits idle until you
punch in numbers. The better mental model: AI is a brilliant new hire
with extraordinary raw capability but zero context about your
business.

Imagine hiring a graduate from a top university who has read every book
in the library and consumed the entire internet. They are extraordinarily
capable. But they know nothing about your company. They have zero con-
text about your specific business reality, your culture, your customers, your
strategy.

Sit them in a corner and say nothing: they do nothing. Give them a vague
instruction like “fix sales”: they will fail. Here is the danger: this new hire
wants to please you. Because they are eager to impress, they will fabricate
answers rather than disappoint. Ask for a plan without giving constraints,
and they will produce confident-sounding work just to keep you happy —
even if it is wrong.

The fix is not better code. It is better management. If you would
not accept a generic first draft from a human employee without giving them
feedback, do not accept it from your Al. The best Al users are not coders.
They are coaches. Software requires code updates to improve. Al requires
context and tool access. It needs your policies, your definitions of good,
and a manager who inspects the work.

The AI Employee Onboarding Sheet

Before deploying Al to any workflow, apply a simple readiness test. Can you
name the job title? Can you define what good looks like? Can you set the
constraints? Can you assign a manager? If you cannot answer those four
questions, the workflow is not ready. Do not deploy. If it passes, complete
this one-page onboarding document:
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Role / Job Title What would you call this Al if it were a human? (e.g., “Re-
search Analyst,” “First-Draft Copywriter,” “Meeting Sum-

marizer”)

Inputs What data, documents, or context does the Al need to do its
job? Who provides it? In what format?

Outputs What deliverable does the AI produce? What format? What

does “good” look like?

Escalation Rules | When must the Al stop and ask a human? What decisions
are off-limits? What triggers a flag?

Manager Who reviews this AI's work? Who is accountable for quality?
Name one person.

KPI How do you measure success? Time saved? Error rate?
Throughput? Pick one primary metric.

Review Cadence How often do you audit the AI's work? Daily spot-checks?
Weekly reviews? Who owns the feedback loop?

Principles / What values guide this AI's judgment? What trade-offs
Constitution should it make when rules conflict? (e.g., “Prioritize accura-
cy over speed,” “When uncertain, escalate.”)

This sheet is your minimum viable governance. Post it where the team can
see it. If the AI's role cannot be explained in one page, simplify it until it
can.?

The Three Levels of Delegation

Most organizations use Al at Level 1: basic, simple tasks. Help me write.
Summarize this. Brainstorm ideas.

Useful. But not transformational. The real value comes when you move
up:

Level 1: Assist (Done BY you). Al helps individuals go faster. You
type a prompt, get a draft. The human does the thinking. The AI accelerates
the typing. Early trials suggest employees can save meaningful time each

3 When we run this exercise with leadership teams, the rows that take the longest
to fill are always Escalation Rules and Principles. If your team struggles there,
consider bringing in someone who has done this across industries. The patterns are
surprisingly consistent, and an external benchmark accelerates the process from
weeks to hours.
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day: potentially reclaiming weeks per year. That is not a true competitive
advantage.

Level 2: Automate (Done WITH you). Al becomes part of work-
flows. Consistent inputs lead to consistent outputs. Time saved is measur-
able: automated reporting, templated customer responses, standardized
analysis. The AI becomes part of the operating rhythm, not a personal pro-
ductivity tool. One client automated their monthly visitor survey report.
Result: three skilled employee days reclaimed every single month. Forever.

Level 3: Redesign (Done FOR you). Al changes what is possible.
New products, new capabilities, new decision speed. This is not about sav-
ing time. It is about creating new value that could not exist before. Think of
financial institutions giving hundreds of thousands of employees access to
Al research assistants. Think of education companies building personalized
tutoring that scales to millions of students. Think of what becomes possible
when your constraint is no longer headcount.#

This book moves leadership teams from Level 1 curiosity to Level 2 and
3 outcomes.

Agentic Autonomy

Al operates independently,
runs entire workflows.

Autonomous Customer Service Platform

Workflow Integration

Al embedded in processes, connected to systems.

Supply Chain Optimization & Prediction

anjep J1bajens

Basic Tasks

Write, summarize, brainstorm. Most companies stuck here.

Meeting Notes & Email Drafts

4 Productivity gains from Al assistance vary significantly by task type, user
proficiency, and implementation quality. Several government and enterprise
trials have reported time savings in the range of 20-30 minutes per day for
routine knowledge work. Individual results depend heavily on workflow design
and user training. The key insight is that measurable gains exist at Level 1, but
transformational value requires moving to Levels 2 and 3.
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