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Four Things Nobody Can Answer

Which tool for which job? What data is safe?

Who's using it well? Is it making money?




You Didn't Fail at Al

The demo worked The rollout never happened

Different problem, different fix



One Tool Per Job

Standardizing isn't picking one tool D
G l
00—
. *
Everyone using the same answer E—

It's knowing which one, when




Three Jobs, Three Hours

Files on Apps and Documents
your computer the web nobody reads



appliedmomentum.us/resources

What You
Leave With

Tool decision guide
One-page data policy
Team rollout checklist

ROI tracker



Hour One

The work on your computer

Claude Cowork



Not a Chat Bot

—E

Chat: Type or paste text Cowork: it opens your folders

Files out, not paragraphs



What It Can Reach

Files on your machine
QuickBooks, HubSpot, Canva
Google Workspace, Microsoft 365

The web




Twenty Dollars. Not Free.

$20/month, paid plans only

Free tier does not include it

Say it before you love it




Watch this.



One Folder. One
Standard.

Six inconsistent files in
One SOP out

Nobody wrote it from scratch

tijerside Insurance Group
New Client Onboarding — Standard Operating Procedure (DRAFT)

Compiled from: onboarding notes, the Dale/Marcy/Priya welcome templates, the blank intake form, the two policy
summaries, and the client roster. Prepared August 4, 2026.

Purpose

This SOP documents the new-client onboarding process as it is acmally practiced today at Riverside, reconstructed from the
welcome letter/email templates in use, the blank intake form, and Tonya Beckwith's working notes. It is not a policy
decision. Where source documents disagree on order, ownership, or content, the disagreement is flagged rather than
resolved, so leadership can make the call. Renewals are a separate process and are out of scope.

Roles referenced in the source materials

Two roles appear across the documents: the Producer (closes the sale — e.g., Dale Hutchins, Priya Raghunathan) and the
Account Manager (services the account after close — e.g., Marcy Pell, Tonya Beckwith). The client roster
(Client_Records_2026.xlsx) lists a single "Producer” column per client with no separate account-manager field, and no
document defines a handoff point between the two roles.

™ DISAGREEMENT / OPEN QUESTION — NOT RESOLVED HERE: Who owns the client after the sale closes —
the producer or the account manager — is an open question in Tonya's notes. No source document answers it.

Onboarding sequence as practiced

The seven steps below are assembled from all sources. Where a step is handled consistently, it's stated as one step. Where
sources conflict, each version is described and flagged — nothing here should be read as "the" correct order.

STEP 1. Sale closes; signed application goes to underwriting
The producer closes the sale and sends the signed application to underwriting. This step is consistent across sources and is
not in dispute.

Source: onboarding notes

STEP 2. Billing is set up

Priya sets up billing immediately, before any welcome message or document goes out — she requires a card or bank account
on file and a monthly-vs-paid-in-full decision as the very first client-facing action. Her stated reason: a policy lapsed last
vear (the "Ackerman" case) because no payment method was on file before documents went out.

Dale's letter template does not mention billing at all — it is written as if the full packet (policy documents, coverage
summary, ID cards, privacy notice) is already finalized and ready to enclose by the time the letter is sent.

™ DISAGREEMENT / OPEN QUESTION — NOT RESOLVED HERE: Tonya's notes state "Priya does this first, Dale
does it last" but no source decument confirms what Dale's team actually does for billing, or when. This is unresolved, and
Priya's account of the Ackerman lapse suggests real financial risk if the order isn't standardized.

STEP 3. Welcome message goes out
Three different templates are in active use, differing in channel, timing, and content:

o Dale — a printed letter mailed together with the completed packet (policy documents, coverage summary, ID cards,
and privacy notice all enclosed). Promises the producer will contact the client within 48 hours of the effective date,
and states that policy changes must be submitted in writing.

& Marcy — an email sent the day after the sale closes ("so glad we got everything squared away yesterday"), before

documents are ready. Tells the client policy documents will follow "within the week" once underwriting finishes,
and that the intake form will come later, after a follow-up call.



Your Standard Already Exists

It's scattered across old files

Writing it down was the barrier

That barrier is gone -"




One more.



Four Hundred Rows. One Page.

SplmgHouse Garden Center

The data was already there

Bottom line

Overall you're keeping about 51 a
Pottery, Perennial b argin cate il & Amendments and Tc )
ki rdware are naturally lower-margin than living

Nobody had time to read it = ey et . Tt e '

Lean into these — keep them stocked

T are your best combin f what sells and what |
ttery — your highest-margin category (62%
ed Pot 16in c d Strawberry Pot n{ Y 3|
) ) d.
Margin, slow movers, reorder list e
, ’ ‘Natchi alum F’urple F’ e all plammq |)qu\
) volum b 0 i soli in. the category that
s people in the doo

10Ib and Bone Meal 4Ib are quiet st
r an end-cap or reorder bump.

slow down on these — ten items tying up cash

e to how much

A B C D
1 |Margin by Category — Highest to Lowest

SpringHouse Garden Center | Sales export period on file: Mar—May 2026 (see Data Notes tab — actual dates run wider)

Bird Bath heater — value
pack

Bird Bath heater 0 2 months, never sold —
season

sy flat 18ct (fall) 6/ 27 k months on hand — off-
season, but this is a lot of
k

% of Total
Category Units Sold Revenue Margin $ | Margin %

Pottery $124,036 $46,670 $77,366 62.4% 12 9%
Perennials 8151 $121,671 $50,358 $71,313 58.6% 11.9%
Shrubs & Trees 2824 $261,233 $114,743 $146,490 56.1% 24.4%
Annuals 13011 $172,946 $76,970 $95,976 55.5% 16.0%
Seasonal 435 $24,696 $11,114 $13,582 55.0% 2.3%
Chemicals 3453 130,408 $66,007 $64,401 49.4% 10.7%
Bird & Wildlife 1383 $77,316 $41,390 $35,926 46.5% 6.0%
Tools 1620 $116,209 $73,022 $43,187 37.2% 7.2%
Soil & Amendments 15757 $144,752 $91,972 $52,780 36.5% 8.8%
TOTAL / BLENDED 47505 $1,173,268 $572,245 $601,022' 51.2% 100.0%

Amaryllis Kit — premium 2 $1,617.00

Fiberglass Planter 24in

Amaryllis Kit Z 6 189 day:

Pansy flat 18ct (fall) — 6pk 6/124 $1,016.80 months on hand — off-

Magnolia "Little Gem’ 15gal 2 $2,625.64

Magnolia 'Little Gem® 15gal 2 $1,085.27 216 day:
—B&B

rete Planter 18in — 9 $1,797.02 145 day:

nd

Hold off reordering the p bath heaters — they're simply out of season and should move once
fall/winter arrives. Just don't buy morH until they do.

The two Magr Little Gel ind the large planters (Fil 24in, Concrete 18in) are the ones worth

real attention — full-priced, slow, and tying a S isider a markdown, an e summer promotion,
or moving them to a more visible spot before ordering anything similas

Note: Margin $ = Revenue - COGS on net units sold in this export. Two Tools SKUs show negative net Units_Sold
(returns exceeding sales) - included as recorded, flagged in red on the Raw Data tab. See Data Notes tab.

Margin by Category t Mov RawData  Data Notes 4




What Would That Have Cost You?

Bookkeeper hours?
A weekend?

Or it never gets done




Now: Which Folders?

You just watched it read files
Which files should it read?

Nobody on your team knows

Y B
|




Wouldn't post it publicly?
Don't paste it in blind.



Four Categories, One Page

I Client information

Financials

Employee records

Anything under contract or NDA




This Week: Write the
Policy

One page
Twenty minutes

Before anyone opens another tool




Five minutes
Back at 10:10



Hour Two

The work across your apps

ChatGPT Work



Two Agents. Similar workflows.
Claude Cowork ChatGPT Work

Work with your files
Project based




The Application

Unified desktop app .
Chat, Work, and Codex .




Chat Answers. Work Delivers.

Work: set a goal

Chat: ask, get a reply It plans the steps

Finished sheets, decks, reports



It's on the Free Plan

Chat, Work, Codex on every plan
Including free

Your team may already have it



Give it a goal.



A Goal In. A Deck Out.

One sentence of instruction
Comps pulled, data checked

Finished deck, brokerage format

BLUE RIDGE REALTY PARTNERS

Montford

Neighborhood Market Report

Listing presentation | Data pulled August 4, 2026

TO FINALIZE

Agent name, license, direct phone and office address were
not provided or publicly verified.

Prepared for a Montford listing conversation




Now make it repeat.



Every Monday. 9 AM.

Renewals pulled, contacts checked
Spreadsheet and drafts waiting

Two hours a week, gone o - .

Build Montford market report deck

Build a neighborhood market report for a listing presentation in the Montford neighborhood of Asheville NC.

Pull recent comparable sales and current neighborhood data from public sources. Include price trends over the last 12 months, days on market, and what is currently active.
Format it as a presentation deck matching the structure in the brokerage format reference in this project.

Cite your sources for every figure. Flag anything you could not verify.

Runs in Existing chat ~
Chat Build Montford market report deck -
Repeat Weekly
on Monday v
At 9:00 AM
Natifications Important updates

Create scheduled task




The process runs itself.



Your Team Has It. You Can't See It.

Free accounts leave no trace
Who's using it?
What are they pasting in?

Whose output is any good?




What the Business Plan Adds

2 or more users

Shared workspace and projects
Company Knowledge

Admin console, usage analytics

No training on your data

Go
Keep chatting with expanded access
Switch 10 Go

<> Core model
! More messages and uploads
@ More image creation

@ Longer memory

Expanded voice mode

ds. Lawen more

Plus

20w/

Unlock the full experience

< Advanced models
Advanced image creation with Thinking
Expanded memory across chats

Work agent for muli-step tasks

© O 8%

Codex agent for coding

8

Expanded deep research

Projects and custom GPTs

L need el with o billing isswe

e ChatGPT Enterprise

apabilties for your busi

Upgrade your plan

Business TR

202

A secure workspace with company
context and tools for teams, but for
growing companies

@ Access ChatGPT and Codex across desktop and
mobil apps

(]

Alfor chat. coding, analysis. and workflows

& Work agent for multi-step tasks

5

Connect tools like Microsoft 365, Google Drive,
Slack. GitHub, Linear, Figma. and more

@ Build on company knowledge and team context
with custom team agent plugins

() Centrakized billing and administration
@© Usage analytics, budgeting. and spend controls
@  Secure workspace with SAML SSO and MFA

S No training on your business data by defauit

Pro =

100...-

Maximize your productivity

Upgrade to Pro

Everything in Pius and:
A% Sxmore usage than Plus

4! Frontier Pro model

© Masimum access to Codex agent
8 Madmum access to Work agent

8 Unlimited core chat

&' Unlimited and faster image creation
@ Mavimum memory and context

& Early access to experimental features

Lesen abot ity et prcmen on both tiers
Lineed hlp with biling issue



Five Steps to Roll It Out

@ Pick the loudest complaint

@ Name one trusted owner

@ Build the first one together

@ Wait thirty days to measure

@ Read silence as confusion



This Week: Find the
Toggle

File Edit View Help

Open the desktop app

What should we work on?

Find Chat and Work

Run one job




Five minutes
Back at 11:05



Hour Three

The documents nobody reads

Gemini and NotebookLM



You May Already Be Paying

Gemini is free for personal use
Google Al Plus adds capabilities / no training

Gemini is part of Workspace

Ready when you are




Inside the Doc. Across the Pile.

k

Gemini works in one document NotebookLM works across many

One helps you write One gives you something new




Already in the window.



Pull Data from Email.

Prices pulled from the thread
Cost sheet updated in place

Reply drafted where you read it

Vendor

Sylvan Ridge
Growers

Sylvan Ridge
Growers

Sylvan Ridge
Growers

Sylvan Ridge
Growers

Piedmont Bulk
Materials

Piedmont Bulk
Materials

Product

Coneflower
‘Magnus' 1gal
DOCX

Black-Eyed Susan
1gal DOCX

Petunia Wave flat
18ct DOCX

Marigold flat 18ct
DOCX

Pine Bark Mulch 3cf
DOCX

10-10-10 Fertilizer
DOCX

Old
Price

$410
DOCX

$3.85
DOCX

$5.28
DOCX

$7.30
DOCX

$315
DOCX

$17.80
DOCX

New
Price

$4.55
DOCX

$4.20
DOCX

$615
DOCX

$7.55
DOCX

$3.72
DOCX

$19.40
DOCX

Below are all price changes from the thread that include definitive pricing details: DOCX

Effective Date

3/15/2026 DOCX

3/15/2026 DOCX

3/15/2026 DOCX

3/15/2026 DOCX

Orders placed after April 1,
2026 DOCX

Unspecified (flagged as an
active increase on upcoming
invoices)



Twelve documents. One
question.



Every Answer, Sourced.

Answer came from your documents
Click the citation, see the page

It won't invent what's missing

o Al Implementation Demo
Sources
+ Add sources

Search the web for new sources

@ Web v < Fast Research v

= Select all
Custom Order Lead Time Update - Jan 2026.pdf
Lead Times - Standard and Custom.docx
Limited Warranty.pdf
Lockout Tagout Procedure.pdf
Material and Fabrication Tolerances.pdf
New Hire Checklist (2023 - OUT OF DATE).docx
Shipping and Packaging Standards.docx
Shop Safety Manual - Sec 3 PPE.pdf
Warranty Claim Process - internal.docx

Welding Procedure Summary.docx

v

ook O Copy

© Thoughts v

Under the updated policy effective January 12, 2026, the lead time for custom orders over 500

units depends on the total order size 1 2 :

* For orders between 500 and 2,000 units: The lead time is 5 weeks from approved
drawing 2 . This falls under the updated “250 units and above" tier, which replaces the old
2024 standard of 6 weeks for orders of 500+ units 2 3 .

For orders over 2,000 units: The lead time must be quoted individually by talking to
scheduling 2 3.

Key details to remember for quotes:

‘When Lead Time Starts: Lead time always starts at drawing approval, not when the
purchase order is received 2 3 .

‘What Adds Time: Non-stock materials add 2 to 3 weeks 2 3 . Additionally, non-standard
powder coat colors, third-party inspectionsi/certified weld documentation, or customer-
supplied materials each add 1 week 4 .

« Expediting: Expedited processing is not available on custom work 4 .

M | could create a quick-reference cheat sheet comparing standard catalog and updated
custom lead times so your team has a single, accurate guide for quoting.

I Save tonote o oy 6o

Yes, please create that lead time cheat sheet.

How do non-stock materials affect these lead times?

- Analytics

< Share

8 Settings

10 sources

EXPANDED

=




Four Numbers. One Workflow.

Hours returned

Line items eliminated

Work that didn't happen before

Q| &® | 0O | o

What the tools cost you



The Measurement Trap

Measuring everything measures nothing

One workflow

Thirty days

Four numbers




Three Questions

On your computer?

ACross your apps?

Buried in documents?

All three? Loudest complaint first.

Cowork

s
-

Work

-
-

NotebookLM

-
-




Monday Morning

Write the one-page policy
D Find the Work toggle

D Check your Workspace bill

appliedmomentum.us/resources






Steven Schain

A APPLIED

MOMENTUM
Do Real Work, Learn Real Skills

appliedmomentum.us

ARtech

Community College




	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44
	Slide 45
	Slide 46
	Slide 47
	Slide 48
	Slide 49

