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INTRODUCTION

Why Your Al Stack
Is Leaking Money

Most solo consultants are paying for Al tools they barely use — and missing the ones that

would change everything.

You've subscribed to ChatGPT. Maybe Claude. Probably Notion Al. You've experimented with half a dozen others.
Some stuck, most didn't. Every month you pay your tool bills and quietly wonder whether you're actually getting

ahead — or just collecting expensive tabs.

This guide was built for that moment of reckoning. Not to tell you which tools to buy, but to give you a structured
audit methodology that reveals exactly where your Al investment is generating leverage — and where it's draining

quietly into the background.

£340 41%

Average monthly Al tool spend for solo consultants (2024 survey, Of subscribed tools used fewer than 3 times per week by the

n=412) paying user

THE CORE PROBLEM

The average solo consultant has 6-9 active Al subscriptions. Fewer than half are deeply integrated into their workflow. The rest
are aspirational — tools you meant to learn, or bought after a LinkedIn post convinced you it was essential.

What This Audit Does

The AI Stack Audit organises your entire toolkit into five strategic zones, each mapped to a core revenue-
generating activity in a solo consulting practice. For each zone, you'll assess your current tools against a set of
capability benchmarks, identify gaps and redundancies, and receive a score that tells you precisely where to focus

your next 30 days.

By the end, you'll have three things most consultants lack: a clear picture of your true AI ROI, a ranked list of your
highest-leverage improvement opportunities, and a copy-paste prompt library to extract immediate value from tools

you already own.

WHO THIS IS FOR

UK-based solo consultants, fractional executives, and independent advisors billing £500-£2,500/day who want to work at the
pace of a team without hiring one. If you're already Al-curious but feel your stack is disorganised, this audit is your starting
point.




How to Use This Guide

Read straight through on first pass — the framework builds sequentially. Then return to each zone with your own
tool list in hand and score yourself honestly. The scoring matrix in §7 gives you a composite reading. The 30-day

plan in §8 tells you exactly what to do about it.

The 15 prompts in §9 are immediately usable — most will work in ChatGPT, Claude, or Gemini without

modification. The checklist in §10 is designed to be printed and revisited quarterly.

A NOTE ON TOOL NAMES

This guide references specific tools as examples. The Al market moves fast — some tools will have changed their pricing or
features by the time you read this. The capability categories matter more than the specific product names. Always verify
current pricing before subscribing.




SECTION 1

The 5-Zone Audit
Framework

A diagnostic lens for every tool in your stack — so you stop guessing and start allocating

deliberately.

Most consultants evaluate Al tools one at a time: "Is this useful? Does it save me time?" That's the wrong unit of
analysis. What matters is whether your stack as a system covers every high-value activity in your practice — and

whether the coverage is deep enough to create real leverage.

The 5-Zone framework divides your consulting practice into five operational areas, each with distinct Al leverage
points. A healthy stack has at least one strong tool per zone. An optimised stack has those tools deeply integrated —

not just installed.

The Five Zones

ZONE 1 — CONTENT & CREATION INTELLIGENCE

Everything you produce: proposals, reports, LinkedIn posts, case studies, thought leadership, client-facing decks. Al here =
words on page faster, at higher quality, in your voice.

ZONE 2 — OPERATIONS & AUTOMATION

Admin, scheduling, email triage, invoice processing, contract review, meeting notes. Al here = recovered hours per week that
you were previously burning on coordination overhead.

ZONE 3 — CLIENT INTELLIGENCE & CRM

Prospect research, relationship tracking, proposal personalisation, follow-up cadence. Al here = better positioning, higher
close rates, warmer referral pipelines.

ZONE 4 — KNOWLEDGE & LEARNING SYSTEMS

Research synthesis, IP capture, second-brain tooling, competitive intelligence, course material development. Al here =
compound intellectual advantage that makes your advice more valuable over time.

ZONE 5 — REVENUE & SALES ENABLEMENT

Pricing strategy support, outreach copy, positioning analysis, deal pipeline, upsell triggers. Al here = more conversations,
better conversion, higher average engagement value.




How Zones Are Scored

Each zone is scored out of 20 points, giving a total possible score of 100. Within each zone, you'll find four capability

benchmarks — each worth up to 5 points. Score yourself honestly: 5 = deeply integrated and actively used, 3 = set up

but inconsistent, 1 = installed but barely touched, o = no coverage.

5 Deeply Integrated Used daily, saves measurable hours, part of standard process
3-4 Active but Inconsistent Used several times per week, clear value, not yet habitual
1-2 Installed, Underused Subscribed, logged in occasionally, not generating real ROI
0 No Coverage This capability is entirely manual or non-existent

THE AUDIT TRAP TO AVOID

Don't score yourself on potential — score on actual current usage. If you signed up for a tool last month and opened it twice,

that's a 1. Honest scoring is the only way to get a useful result.



Content & Creation Intelligence

Writing, ideation, visual production, thought leadership at scale

For a solo consultant, content is credibility. Every proposal, report, LinkedIn post, and client
briefing is a reflection of your thinking. Al gives you the ability to produce at the volume of a

team — without sacrificing your voice.

CAPABILITY BENCHMARK 1.1 — LONG-FORM WRITING ASSISTANT

Do you have an Al that can draft, edit, and restructure long-form documents (proposals, reports, white papers) in
your voice? This isn't about generating generic text — it's about having a trained assistant that understands your

positioning, your clients' language, and your typical document structures.

Claude (Anthropic) ChatGPT (OpenAl)

FROM £18/MO FROM £20/MO
Best-in-class for long-form, nuanced writing. Exceptional at Versatile workhorse. GPT-40 excels at structured content, tone
holding complex context across a long document. Ideal for adjustment, and iteration. Custom GPTs allow you to build a
proposals and client reports. Claude Projects feature allows reusable writing assistant tuned to your brand voice.

persistent brief storage.

Notion Al Jasper

£8/MO ADD-ON FROM £39/MO
Best when your thinking already lives in Notion. Al-assisted Marketing-focused writing Al. Strong brand voice training
drafting within your workspace. Weaker on standalone document features. Better suited to repetitive content formats (email
generation but excellent for in-context editing and sequences, social posts) than complex consulting documents.

summarisation.

SCORING TIP

Score 5 if you use a long-form writing Al for every proposal and major client deliverable. Score 3 if you use it for drafts but still
do significant manual rewrites. Score 1 if you've tried it but don't trust it with client-facing work yet.

CAPABILITY BENCHMARK 1.2 — IDEATION & STRUCTURING ENGINE

Can you feed a half-formed thought into an AI and get back a structured content framework, an argument skeleton,
or a set of angle variations? This is different from writing assistance — it's about using AI to accelerate your

thinking, not just your typing.



Claude (Projects)
INCLUDED IN PRO

Particularly strong at argument mapping, framework
development, and surfacing angles you haven't considered. Ask it
to "steelman the opposite view" or "give me 5 framings of this
problem."

Napkin.ai
FREE / PAID

Converts text explanations into visual diagrams automatically.
Ideal for consultants who think in frameworks and need to make
ideas visual without a designer.

Perplexity Pro

£18/MO

Research-backed ideation. Surfaces what's being written on a
topic with citations. Useful for staying ahead of client industries
and validating that your thinking aligns with current discourse.

Miro Al
INCLUDED IN MIRO

Whiteboard-native ideation Al. Good for workshop facilitation
prep, mind map generation, and collaborative client sessions
where visual thinking is the medium.

CAPABILITY BENCHMARK 1.3 — VISUAL & PRESENTATION PRODUCTION

Can you turn a written brief into a client-ready slide deck, infographic, or visual document without engaging a

designer? The gap between "I have the content”" and "I have the deliverable" is where many solo consultants lose

hours every week.

Gamma
FREE / £15/MO

Al-native presentation builder. Input a brief, get a formatted deck
with layout, imagery, and structure. Best for speed. Output quality
has improved significantly — often client-ready with light editing.

Canva Al

FREE / £15/MO

Text-to-image, Magic Write, and Al-enhanced design tools.
Strong for social content and one-pagers. Less powerful for
complex multi-page reports but excellent value for the price.

Beautiful.ai
FROM £12/MO

Smart slide templates that auto-adjust as you add content. More
control than Gamma but less fully automated. Good for
consultants who want Al-assisted but human-directed design.

Tome

FREE / £16/MO

Al-driven presentation and document hybrid. Strong for
narrative-driven deliverables that blend text and visuals. Good for
thought leadership pieces and executive briefings.

CAPABILITY BENCHMARK 1.4 — BRAND VOICE CONSISTENCY

When Al generates content on your behalf, does it sound like you? Or does it sound like every other consultant's

GPT output? Brand voice consistency is the difference between AI as a commodity tool and Al as a genuine

competitive advantage.

HIGH LEVERAGE MOVE

Create a "Voice Document" — 500-800 words that captures your characteristic phrases, your typical sentence rhythm, your
most-used frameworks, and three examples of your best writing. Feed this at the start of every writing session. Consultants
who do this report dramatically better Al output quality within a week.



ZONE 1 FAILURE MODE

Using Al for content but not integrating your brand voice. Generic Al copy is detectable and damages positioning with

sophisticated clients. If your Al output could have been written by anyone, it's worth less than nothing — it actively dilutes
your differentiation.

Zone 1 Score: / 20 (4 benchmarks x 5 points max)



Operations & Automation

Workflows, admin, meeting intelligence, and time recapture

Operations is where most solo consultants bleed hours invisibly. Scheduling back-and-forth,
rewriting meeting notes, chasing invoices, formatting documents. AI doesn't make this work

interesting — it makes it disappear.

CAPABILITY BENCHMARK 2.1 — MEETING INTELLIGENCE

Do you have an Al that records, transcribes, and summarises every client call automatically? Not just a transcript —
a structured output: decisions made, actions agreed, open questions, next steps. This alone is worth 3—5 hours per

week for a busy consultant.

Otter.ai
FREE / £12/MO

Real-time transcription with speaker identification. Auto-
generates meeting summaries. Integrates with Zoom, Google
Meet, Teams. Free tier is usable; Pro adds custom vocabulary for
your industry terms.

Granola
£18/MO

Note-taking Al that enhances your own shorthand notes with full
meeting context. Produces cleaner, more structured outputs than
pure transcription tools. Popular with consultants who want
human + Al notes.

QUICK WIN

Fireflies.ai
FREE / £10/MO

Al meeting recorder with action item extraction, sentiment
analysis, and CRM sync. Strong on identifying commitment
language (“I'll send that over by Friday"). Good for client
accountability tracking.

Fathom
FREE / £24/MO

Best-in-class for Zoom. Highlights key moments, auto-generates
follow-up emails, and syncs to CRM. The free tier is genuinely
excellent — one of the best free Al tools available for solo
consultants.

If you're not using meeting Al yet, start with Fathom's free tier this week. Set it up on your next 3 client calls and use the auto-
generated summaries to send same-day follow-up emails. Clients consistently report that this feels more professional than
anything they experience with larger firms.

CAPABILITY BENCHMARK 2.2 — EMAIL & INBOX MANAGEMENT

Is your inbox managed reactively (you respond to everything as it arrives) or proactively (AI triages, drafts

responses, and surfaces only what needs your actual decision)? The difference in daily focus is significant.



Superhuman
£30/MO

Al-powered email with split inbox, read status tracking, and Al
drafting. Expensive but genuinely transformative for consultants
handling high volumes of client email. Best-in-class keyboard
speed.

SaneBox
£7/MO

Al-based email filtering that learns which senders matter and
surfaces them appropriately. Works with any email client. Not a
drafter — purely a triage and organisation layer. Highly reliable.

Google Workspace Al
INCLUDED IN BUSINESS

Gemini integration for Gmail. Smart reply, email summarisation,
and draft generation. Good enough for most consultants who live
in Google Workspace. No extra cost if you're already on Business
tier.

Front
FROM £19/MO

Shared inbox platform with Al drafting and routing. More useful if
you manage a small team or handle client communication
collaboratively. Overkill for a true solo operator.

CAPABILITY BENCHMARK 2.3 — WORKFLOW AUTOMATION

Do you have Al-powered automations running in the background — routing new leads, creating tasks from emails,

updating your project tracker, firing follow-up reminders? This is the layer that makes your practice feel bigger than

one person.

Zapier (Al features)
FREE / £20/MO

The automation backbone for most solo operators. Al-generated
Zaps, natural language workflow builder. Connects 6,000+ apps.
The new Al features allow non-technical users to build complex
multi-step automations.

n8n
FREE (SELF-HOSTED)

Open-source automation with Al node support. Requires
technical setup but gives complete control and zero per-task
costs. Best for consultants comfortable with technology who want
maximum flexibility.

Make (formerly Integromat)
FREE / £9/MO

More powerful than Zapier for complex logic, significantly
cheaper. Steeper learning curve but worth it for consultants who
want to build sophisticated client-facing automations without
developer cost.

Notion Automations
INCLUDED IN PAID

Native automations within Notion for triggering actions based on
database changes. Limited compared to Zapier but zero extra
cost and deeply integrated with your workspace if Notion is your
operating system.

CAPABILITY BENCHMARK 2.4 — DOCUMENT & ADMIN AUTOMATION

Are you still manually formatting invoices, creating folder structures, writing contract cover letters, or copying client

details between systems? These are the invisible time thieves that automation was built to eliminate.

THE HIGHEST-ROI AUTOMATION FOR SOLO CONSULTANTS

Build a "New Client Onboarding" Zap/Make scenario that: creates a Notion project from a template, generates a personalised
welcome email draft, creates the client folder structure in Google Drive, adds the client to your CRM, and schedules the kick-
off call. This takes 2 hours to build and saves 45 minutes per new client indefinitely.



ZONE 2 FAILURE MODE

Automating tasks you should be doing personally (high-touch client communication) while continuing to do manually the
tasks Al handles perfectly (data entry, formatting, routing). Automation should protect your time for thinking — not replace
your human touch with clients.

Zone 2 Score: / 20



Client Intelligence & CRM

Prospect research, relationship data, proposal personalisation, pipeline intelligence

The best consultants don't sell — they demonstrate such precise understanding of a client's
situation that engagement feels inevitable. Al is what lets a solo operator achieve that level of

contextual intelligence at scale, without a research team.

CAPABILITY BENCHMARK 3.1 — PROSPECT RESEARCH & INTELLIGENCE

Before a discovery call, how much do you know about the prospect? Their recent challenges, board-level priorities,
competitive pressures, public statements, and strategic direction? Al can surface this in minutes. Without it, you're

walking into meetings with a fraction of the available context.

Perplexity Pro

£18/MO

Real-time web research with citations. Ask "What are [Company]'s
strategic priorities in 2025?" and get a sourced, structured answer
in 30 seconds. Essential for pre-call prep and proposal research.

Apollo.io
FREE / £49/MO

Contact and company data with Al-generated outreach. Good for
identifying the right decision-makers within target organisations.
Free tier gives meaningful access for solo consultants with
focused pipelines.

Clay
FROM £149/MO

Al-powered lead enrichment and research platform. Aggregates
data from 50+ sources to build detailed company and contact
profiles automatically. Expensive but transforms outreach quality
at scale.

LinkedIn Sales Navigator
£80/MO

Deep relationship intelligence on LinkedIn. Al-powered lead
recommendations, account alerts, and InMail credits. Only worth
the price if LinkedIn is genuinely your primary business
development channel.

CAPABILITY BENCHMARK 3.2 — PROPOSAL PERSONALISATION

Is every proposal you send deeply specific to the individual client — their language, their stated objectives, their
industry context — or do you have a template you modify with find-and-replace? Al-personalised proposals

consistently command higher fees and win at higher rates.

THE PROPOSAL INTELLIGENCE STACK

The highest-performing approach: use Perplexity to research the client and their sector — feed findings to Claude with your
proposal template — have Claude draft a personalised version — use your brand voice document to refine — send. Total
additional time: 25 minutes. Win rate improvement: typically 15-30% in consultant case studies.




Claude (with brief)
INCLUDED IN PRO

Fed your research brief and proposal template, Claude generates
highly personalised first drafts. The longer and more detailed
your research input, the better the output. Works best with a
structured prompt (see §9).

PandaDoc
FREE / £19/MO

Document automation with Al content generation. Integrates with
most CRMs. Strong for variable-field proposal generation from
CRM data. Free tier is limited but workable for low-volume solo
practices.

Proposify
FROM £25/MO

Proposal software with Al-assisted content blocks, e-signature,
and engagement analytics. You see when a prospect opens your
proposal and which sections they spent time on. Useful
intelligence for follow-up strategy.

Notion Al (templates)
£8/MO

If your proposals live in Notion, Al-assisted drafting within your
existing workspace. Less specialised than dedicated proposal
tools but sufficient if your workflow is already Notion-native.

CAPABILITY BENCHMARK 3.3 — CRM & RELATIONSHIP TRACKING

Do you have a system that tells you: who you last spoke to, what was discussed, when to follow up, and what the

context of that relationship is? For a solo consultant, a CRM isn't optional — it's how you maintain the relationship

capital that drives referrals and repeat work.

HubSpot (free CRM)
FREE

The best free CRM on the market. Al-assisted contact data
enrichment, deal pipeline, email tracking. Overkill in features for
most solo consultants but the free tier is genuinely useful and the
Al features are solid.

Folk CRM

£20/MO

Contact management focused on warm network outreach. Al
magic fields auto-enrich contacts. Strong for consultants whose
pipeline is primarily referral and network-driven. Simpler than
HubSpot, faster to adopt.

Attio

FREE / £34/MO

Modern CRM built around relationship data rather than sales
pipeline. Al-powered record enrichment and relationship
intelligence. Strong design, excellent for relationship-led
practices. Growing quickly in 2025.

Notion CRM template

FREE (DIY)

Build a Notion-native CRM with Al-assisted fields. Zero additional
cost if you use Notion. Requires initial setup time but fully
customisable. Best for consultants who want control over their
data and don't need advanced pipeline features.

CAPABILITY BENCHMARK 3.4 — FOLLOW-UP INTELLIGENCE

Is your follow-up cadence systematic and Al-assisted, or do you rely on memory and gut feel? The difference

between consultants who convert 20% of leads and those who convert 40% is almost always follow-up discipline —

not pitch quality.

THE FOLLOW-UP FORMULA

After every client interaction, spend 3 minutes with Claude: paste your meeting notes, ask for a 5-sentence follow-up email
that references something specific from the conversation, includes the agreed next step, and asks one clarifying question to
keep the dialogue open. This takes 3 minutes and converts at significantly higher rates than generic follow-ups.



ZONE 3 FAILURE MODE

Using Al for content (Zone 1) but doing all client intelligence manually. The leverage multiplier is in personalisation — a

beautifully written generic proposal loses to a rough but specific one almost every time. Al in Zone 3 is what makes your Zone
1 output dangerous.

Zone 3 Score: / 20



Knowledge & Learning Systems

Second brain, research synthesis, IP capture, competitive intelligence

A consultant's most valuable asset is the accumulation of pattern recognition built over years
of client work. AI allows you to externalise, organise, and query that accumulated

intelligence — turning what was trapped in your head into a searchable, deployable asset.

CAPABILITY BENCHMARK 4.1 — SECOND BRAIN & KNOWLEDGE BASE

Do you have a structured, searchable system where your insights, client learnings, frameworks, and research
accumulate over time? Or does every project start from scratch, with knowledge evaporating after delivery? Your

knowledge base is your compound intellectual advantage.

Notion Al

£8/MO ADD-ON

Al search across your entire Notion workspace. Ask questions in
natural language and get answers drawn from your own notes,

meeting records, project files, and frameworks. Best when your

Notion is well-structured.

Mem.ai
£15/MO

Al-native note-taking that auto-surfaces related memories as you
write. Zero manual organisation required — the Al creates
connections automatically. Good for consultants who resist
organising but want intelligence from their notes.

IP CAPTURE DISCIPLINE

Obsidian + Al plugins
FREE / PLUGINS VARY

Local-first knowledge graph with Al plugin support. The Smart
Connections and Al Assistant plugins make your vault queryable
via LLM. Strongest option for privacy-conscious consultants with
sensitive client data.

NotebookLM (Google)
FREE

Upload documents, PDFs, reports, and transcripts. Ask questions
across them all. Excellent for deep-dive research projects and
synthesising large volumes of client background material.
Genuinely impressive free tool.

After every client project, spend 20 minutes capturing: What problem did they actually have (beneath the stated one)? What
solution pattern worked? What would | do differently? What sector-specific insight emerged? Over 3 years, this becomes an
asset worth more than your tools bill many times over.

CAPABILITY BENCHMARK 4.2 — RESEARCH SYNTHESIS

When you need to understand a new sector, synthesise a 200-page report, or get up to speed on a client's
competitive landscape, can Al reduce that from days to hours? Research synthesis is where Al provides some of its

highest raw productivity gains for knowledge workers.



NotebookLM
FREE

Upload up to 50 sources (PDFs, websites, YouTube transcripts,
Google Docs). Ask synthesis questions across all of them.
Generate briefing documents, FAQ summaries, or podcast-style
overviews. Exceptional for sector research.

Elicit

FREE / £10/MO
Al research assistant trained on academic papers. Surfaces
relevant studies, extracts key findings, and synthesises evidence.

Invaluable for consultants who need to ground recommendations
in research evidence.

Claude (long context)

INCLUDED IN PRO

200K token context window allows you to paste entire reports
and ask nuanced questions. "What are the three most significant
risks the author identifies for mid-market firms?" Instant executive
summary from any document.

Consensus
FREE / £8/MO

Ask research questions and get answers backed by academic
consensus. "Does remote work affect consulting team
performance?" Returns a synthesised view of the evidence base
with citations. Strong credibility signal in proposals.

CAPABILITY BENCHMARK 4.3 — CONTINUOUS LEARNING & UPSKILLING

Are you using Al to stay ahead of your clients' fields — monitoring developments, synthesising trends, and building

expertise faster than the traditional conference-and-reading route allows? The consultants who command the

highest fees are perceived as being slightly ahead of what clients know.

Perplexity (daily use)
FREE / £18/MO

Use as your research companion for any topic that comes up in
client work. The Pro subscription adds real-time data and more
powerful models. The habit of using Perplexity instead of Google
for professional research compounds over time.

ChatGPT (learning)

FREE / £20/MO

Use as an on-demand tutor for any topic you need to understand
better. "Explain the regulatory landscape for Al in UK financial
services as if briefing a senior consultant entering the sector.”
Faster than any course.

Feedly + Leo Al

FROM £8/MO

Al-curated content streams from sector publications. Leo Al
filters, prioritises, and summarises articles based on your areas of
focus. Replaces the overwhelming newsletter inbox with an
intelligent daily brief.

Speechify
FREE / £12/MO

Text-to-speech for documents, PDFs, web articles. Consume
research during commutes or exercise. Doubles effective reading
time without adding desk hours. Underutilised by most
consultants but high ROI on time.

CAPABILITY BENCHMARK 4.4 — |IP PRODUCTISATION SUPPORT

Are you using Al to help turn your accumulated knowledge into scalable products — frameworks, templates,

courses, guides, or advisory packages that generate revenue beyond your hourly rate? This is the zone where Al

enables the transition from time-for-money to value-for-money.

THE IP FLYWHEEL

£300K+.

Every client engagement contains at least one reusable insight. The discipline is capturing it. Al then helps you shape that raw
insight into a framework, workshop module, or guide. Three client engagements become one product. That product attracts
the fourth client. This is the compound advantage that separates consultants who plateau at £150K from those who scale to



ZONE 4 FAILURE MODE

Consuming Al-generated content without building your own Al-enhanced knowledge base. Using Al to read more doesn't
create advantage — using Al to organise and deploy what you know does. Consumption without capture is an expensive habit.

Zone 4 Score: / 20



Revenue & Sales Enablement

Pricing strategy, outreach, positioning, pipeline intelligence, upsell triggers

Most solo consultants are uncomfortable calling this zone what it is: business development.
Al doesn't remove the discomfort — but it removes the friction, increases the quality of every
touchpoint, and ensures that the right opportunities receive consistent attention even when

you're delivering for existing clients.

CAPABILITY BENCHMARK 5.1 — OUTREACH & BD CONTENT

Is your outreach copy personalised, well-timed, and generated systematically — or is it the thing you write in 10
minutes when the pipeline looks thin? Al-assisted outreach doesn't just save time; it allows you to maintain a

consistent business development cadence even during busy delivery periods.

Claude / ChatGPT Lavender

EXISTING SUBSCRIPTION FROM £29/MO
Use your existing LLM subscription for outreach copy. The key is a Al email coach that scores your outreach in real-time and
solid prompt that includes: recipient context, your positioning, the suggests improvements for reply rate. Analyses subject lines,
specific insight you want to lead with, and your desired action. length, personalisation, and call-to-action clarity. Strong for
Template in §9. consultants doing direct outreach at volume.
Taplio Instantly.ai

£39/MO £37/MO
LinkedIn content and outreach platform with Al writing Cold email automation with Al personalisation. Best for
assistance. Strong for consultants who use LinkedIn as their consultants running structured outreach campaigns rather than
primary BD channel. Post scheduling, engagement analytics, and relationship-led BD. Powerful but requires careful use to avoid
personalised comment generation. appearing impersonal.

CAPABILITY BENCHMARK 5.2 — PRICING INTELLIGENCE

Do you have any data-driven input into your pricing decisions — market positioning analysis, competitor rate
benchmarking, value-based pricing frameworks? Most solo consultants set prices based on gut feel and what they

got away with last time. AT changes this equation.

THE PRICING AUDIT PROMPT

Give Claude this brief: "l am a [specialism] consultant in the UK charging [your rate]. My typical client is [description]. My
deliverables include [list]. My differentiators are [list]. Analyse my positioning and suggest three pricing models | haven't
considered, with the rationale for each." Most consultants discover at least one viable model they've overlooked.




Claude (pricing analysis)
INCLUDED IN PRO

Use as a pricing strategy thinking partner. Feed it your current
rates, client profile, deliverable list, and market context. Ask for
value-based pricing analysis, retainer structure options, and upsell
package design.

Notion (rate tracker)
EXISTING SUBSCRIPTION

Build a simple database tracking every engagement: rate charged,
client type, scope, outcome, and whether you felt underpriced.
After 10 engagements, patterns emerge. Al can then analyse the
data for you.

Perplexity (benchmarking)
£18/MO

Research what consultants in your specialism are charging —
public rate cards, job postings, forum discussions, agency rate
guides. More current than any static benchmark report.
Refreshable quarterly.

Tally / Typeform
FREE / £25/MO

Use Al-assisted forms in your discovery process to qualify budget
range before investing proposal time. Well-designed intake forms
filter mismatched leads and give you pricing anchor data before
the conversation starts.

CAPABILITY BENCHMARK 5.3 — PIPELINE & OPPORTUNITY VISIBILITY

Do you have a clear, up-to-date view of every active opportunity in your pipeline — its stage, probability, next action,

and value — or does "the pipeline" exist primarily in your head? Invisible pipelines lead to revenue valleys and feast-

or-famine cycles.

HubSpot (pipeline)
FREE

Visual deal pipeline with Al-generated insights on deal health and
likely close dates. The free CRM pipeline is sufficient for most solo
consultants with 5-15 active opportunities. Integrate with email
for automatic activity logging.

Pipedrive
FROM £15/MO

Sales-focused CRM with Al sales assistant. Strong visual pipeline
management. Better for consultants who think in deal stages
rather than relationship maps. Al highlights stalled deals and
suggests next actions.

Notion (pipeline DB)
EXISTING SUBSCRIPTION

Custom pipeline database in Notion with Al-assisted status
updates and follow-up prompts. Lower setup time than a CRM,
fully bespoke to your process. Ask Notion Al to summarise
pipeline health weekly.

Streak (Gmail CRM)

FREE / £15/MO

Pipeline management built directly inside Gmail. Zero context-
switching — your pipeline lives where your email lives. Strong for
consultants who manage BD primarily through email and want
minimum additional tooling.

CAPABILITY BENCHMARK 5.4 — THOUGHT LEADERSHIP & AUTHORITY BUILDING

Are you consistently publishing content that positions you as the obvious choice for your target clients — or is your

content presence sporadic, generic, or non-existent? Al allows solo consultants to maintain a publishing cadence

that previously required a marketing team.

THE MINIMUM VIABLE AUTHORITY STACK

Post once per week on LinkedIn (Al-drafted, human-refined, authentic voice). Send one email newsletter monthly (repurposed
from client work and insights). Publish one long-form piece per quarter (case study, framework, or guide). This cadence,
maintained for 12 montbhs, is sufficient to become the recognised name in most consulting niches.



ZONE 5 FAILURE MODE

Being excellent at delivery but invisible between engagements. When a past client has a new problem, do they immediately
think of you? If your content presence is thin, the answer is often "they thought of someone they'd seen recently." Al removes
the excuse of not having time to maintain visibility.

Zone 5 Score: / 20



SECTION 7

Your Al Stack Score

Add your five zone scores below and find your band — then read what it means for your

practice.

Scoring Matrix

Z1 Content & Creation Intelligence 20 o
Z2 Operations & Automation 20 .
Z3 Client Intelligence & CRM 20 o
Z4 Knowledge & Learning Systems 20 _
Z5 Revenue & Sales Enablement 20

Total Al Stack Score

Score Band Interpretation

0—20 21—40 41—60
BASELINE EMERGING FUNCTIONAL
Al-curious but not yet Al-operational. Some tools in use but patchy coverage. Likely Solid foundation with clear gaps. Most
Significant time and revenue leakage. Start 1-2 zones strong, others untouched. Prioritise consultants land here. Focus on deepening
with Zone 2 quick wins. integration over new tools. the zones you've started rather than

expanding breadth.

61—-80
ADVANCED

Well-integrated stack with meaningful leverage. You're ahead of 85% of
solo consultants. Marginal gains now come from deeper automation and

IP productisation.




WHAT YOUR LOWEST ZONE TELLS YOU

The most actionable insight isn't your total score — it's your lowest zone score. That's your biggest leak. In most cases, a
consultant scoring 55/100 overall has one zone below 8 that's dragging everything down. Fix that zone first. Marginal gains on
strong zones rarely move the needle the way a weak-zone intervention does.

RETAKE THIS AUDIT IN 90 DAYS

Use the checklist in §10 to track implementation. Retake the audit after 30, 60, and 90 days. Most consultants who follow the
30-day plan in §8 see a 15-25 point score improvement in the first audit cycle. That improvement correlates directly with
recovered hours and increased revenue in practitioner reports.



SECTION 8

30-Day Activation Plan

A week-by-week roadmap from audit to integrated Al practice. No new subscriptions

required in Week 1.

Most Al implementation fails not because the tools are wrong, but because the integration is shallow. This plan is

designed to build depth before breadth — starting with your lowest-scoring zone and building systematic habits

before adding new tools.

Week 1 (Days 1-7) — Audit, Triage, and Quick Wins

Complete your full zone audit. Score all five zones honestly using this guide. Identify your lowest-scoring zone. This is your
Week 2 priority.

Cancel redundant subscriptions. List every Al tool you're paying for. For any tool you haven't opened in 3 weeks, cancel or
pause. Redirect savings to your priority zone.

Create your Voice Document. Write 500 words in your natural style: how you describe your work, your typical client
situations, your characteristic phrases. Save it as a reusable Claude/ChatGPT system prompt.

Set up meeting Al. Install Fathom (free) or your preferred meeting recorder. Record your next 3 client calls and use the
auto-summaries. This is your first measurable time recovery.

Build your prompt library starter pack. Select 5 prompts from §9 that are most relevant to your current client work. Test
each one today. Note which outputs need the most refinement — those are your first customisation targets.

Knowledge base audit. Where does your professional knowledge currently live? Email archives, Notion, Google Drive, Word
docs, your head. Map it. Identify the highest-value content that isn't searchable. This becomes Week 3 work.

Week 2 (Days 8-14) — Deep Integration in Your Priority Zone

)ays 8-9

Deep-dive your lowest zone. Re-read that zone section. Pick the two highest-impact capabilities. For each, identify exactly
which tool you'll use and what your standard workflow will be. Write it down.

Build one automation. Use Zapier or Make to automate one recurring admin task. Start simple: new inquiry form
submission — create Notion task — send acknowledgement email. Time to build: 90 minutes. Time saved: ongoing.

Update your proposal process. The next proposal you write, use Al for the full first draft. Feed it your Voice Document,
your research brief, and your proposal structure. Refine rather than rewrite. Time the difference.

Week 2 review. What saved the most time? What felt friction-heavy? What would you do differently? Write 10 sentences.
This becomes your Al operating system documentation — a living document that improves your practice systematically.



Week 3 (Days 15-21) — Knowledge Architecture and Second Zone

ays 15-16  Set up your knowledge base. Choose NotebookLM or Notion Al as your primary research synthesis tool. Upload your 5
most important reference documents: your best proposal, your core methodology, key sector reports, your client
feedback archive.

Days 17-18 Begin your second zone integration. Apply the same deliberate approach to your second-lowest-scoring zone. Pick two
capabilities, define your workflow, implement it on a real work task this week.

ays 19-20  Publish something. Use Al to draft one piece of thought leadership content based on a recent client engagement insight.
Refine it in your voice. Publish on LinkedIn. Measure engagement. Repeat next month.

ay 21 Pipeline review. Using your CRM or pipeline tracker, review every active opportunity. For each, generate a personalised
follow-up with Claude using the meeting context from Fathom. Send within 24 hours.

ays 22-25 Document your Al operating system. Write one page describing how you now use Al across each zone. This becomes
your onboarding document if you ever hire a VA, and your quarterly review baseline.

vays 26-28  ldentify your one highest-leverage gap. After four weeks of integration, what's the single capability that would have the
biggest impact if you solved it next month? Research two solutions. Make a decision.

ays 29-30  Retake the audit. Score yourself again on all five zones. Calculate your new total. Most consultants see 12-20 point
improvements. Document the change and set your 60-day targets. The habit is now the point.

THE ONE RULE

Never add a new Al tool until you've used the ones you already have for the task at least 5 times. Tool accumulation is the
enemy of integration. Depth beats breadth every time in Al practice-building.



SECTION 9

15 Power Prompts

Copy, adapt, and deploy. These prompts work in Claude, ChatGPT, and Gemini. Customise
the [brackets] for your context.

The Insight-Led Proposal Introduction

You are helping me write a proposal for [Client Name], a [company type] in [sector]. Their stated
challenge is [challenge]. Based on my research, their underlying challenge is likely [your deeper
insight]. Write a compelling 3-paragraph proposal introduction that: (1) shows I understand their world,
(2) reframes the problem in a way that differentiates my approach, (3) previews my solution without

giving it all away. Voice: [paste 3 sentences from your own writing].

The Client Work to LinkedIn Post Converter

I just completed a consulting engagement where I helped [client type] with [challenge]. The key insight I
developed was [insight]. Without revealing confidential details, write a LinkedIn post (250-350 words)
that: shares this insight as if observing a pattern across clients, uses a specific opening hook (not
"I've been thinking about"), and ends with a question that invites engagement from [target audience]. My

typical writing voice: [paste example].

The 1-Page Board-Ready Summary

Below is my full consulting report on [topic] for [client]. Create a l-page executive summary structured
as: Situation (2 sentences), Complication (2 sentences), Resolution/Recommendation (3 sentences), Key
Risks (3 bullets), Immediate Next Steps (3 bullets). Audience: [C-suite / board / senior team]. Tone:

direct, confident, evidence-referenced. Do not use passive voice. [Paste report]

The Post-Meeting Action Synthesiser

Below are my notes from a meeting with [Client/Prospect Name] on [date]. Extract and format: (1)
Decisions Made — bulleted, (2) Actions Agreed — owner, action, deadline for each, (3) Open Questions —
items needing resolution, (4) My Next Steps — what I need to do, (5) A 5-sentence follow-up email draft

that sounds warm, professional, and specific to this conversation. [Paste notes]




The Monday Morning Clarity Prompt

Here are my open commitments for this week: [paste list]. Here is my calendar availability: [paste]. Here
are my strategic priorities for the month: [list]. Help me: (1) identify the 3 highest-leverage tasks I
should protect time for, (2) flag any commitments that are at risk given my availability, (3) suggest one

thing I should delegate or defer, (4) give me a 2-sentence focus statement for the week.

The Discovery Call Intelligence Brief

I have a discovery call tomorrow with [Name] at [Company]. They are a [role] and the meeting context is
[how you got the meeting / stated purpose]. Research what you know about this company and create a pre-
call brief covering: company overview and current focus areas, likely pressures and priorities for their
role, 3 intelligent questions I could ask to demonstrate sector understanding, 1 insight they probably

haven't heard before, and any recent news I should reference.

The Warm Personalised Cold Outreach

Write a cold outreach email to [Name], [Role] at [Company]. Context: [how you know of them / specific
trigger for reaching out]. My relevant expertise: [2 sentences]. I want to: [specific goal — call /
conversation / share resource]. Constraints: under 120 words, no "I hope this finds you well," one
specific personalised observation, one clear ask, my signature. Tone: peer-to-peer, not salesy. Draft 3

subject line options too.

The Rate Positioning Audit

I am a [specialism] consultant in the UK. Current rate: [rate]. Typical engagement: [length, scope]. My
differentiators: [list]. Clients I typically work with: [profile]. Analyse my positioning and give me:
(1) honest assessment of whether my rate reflects my value, (2) 3 alternative pricing models I haven't
considered (retainer, outcome-based, productised), (3) the strongest argument for raising my rate, (4)
the one thing I should be able to say that would justify a 30% increase.

The Sector Briefing Generator

I need to get up to speed on [sector/topic] to advise a new client. Create a structured briefing
covering: current state of the sector (key dynamics, size, trends), top 3-5 challenges facing [client
type] in this sector right now, the most important regulatory or macro factors, 3 things most outsiders
get wrong about this sector, and 5 questions I should be asking my client to demonstrate deep

understanding. Keep it practical for a consultant, not academic.




The Framework Extractor

Here is a summary of a consulting engagement I recently completed: [paste summary]. Help me extract a

reusable framework from this work by: (1) identifying the core problem pattern this engagement addressed,
(2) naming the approach I used (create a memorable 3-4 word name), (3) diagramming the framework as steps
or components I can describe in text, (4) identifying which other client types this framework would apply

to, (5) suggesting a format for productising this — workshop, template, guide, or assessment.

The Contrarian Take Generator

The common wisdom in [your field] is that [conventional view]. I believe this is wrong (or incomplete)
because [your view]. Write a 400-word LinkedIn article that: opens with the conventional wisdom as a
setup, challenges it with a specific counter-example or evidence, offers my alternative framing, and ends
with a practical implication for [target reader]. Voice: confident, evidence-grounded, not combative.

This should position me as someone who thinks independently, not someone who argues for sport.

The Past Client Re-engagement

I worked with [Name] at [Company] on [project] approximately [timeframe] ago. The engagement ended well
and they were pleased with the outcome: [brief description]. I'd like to re-engage them — either for new
work or to ask for a referral. Write a warm, non-transactional re-engagement email that: references our
specific work together, demonstrates I've thought about their world since then, offers a relevant

observation or resource, and opens the door to a conversation without pressure. Under 150 words.

The Plain-English Contract Summary

Below is a contract I've been asked to sign / have drafted for a client. Provide a plain-English summary
covering: (1) key obligations on each party, (2) payment terms and any ambiguities, (3) IP ownership —
who owns what I create, (4) termination clauses — how either party can exit and on what terms, (5) any
clauses that seem unusual, unfair, or worth pushing back on, (6) top 3 things I should negotiate before

signing. Note: this is not legal advice — I'll consult a solicitor for complex issues. [Paste contract]




The Competitive Positioning Analyser
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SECTION 10

Complete Implementation
Checklist

Print this. Revisit quarterly. Each item ticked is a compounding advantage.

Zone 1 — Content & Creation Intelligence

Created a Voice Document (500+ words capturing your writing style and key phrases)
Set up a primary long-form writing Al with your Voice Document as persistent context
Used Al for a complete first draft of a client proposal (then refined)

Chosen and set up a presentation/visual tool (Gamma, Beautiful.ai, or Canva Al)
Generated at least 3 LinkedIn posts from client engagement insights

Created a reusable prompt template for executive summaries in your style

Reviewed Al output quality: does it sound like you, or generic? Refined Voice Document accordingly

O 0O0dood

Zone 2 — Operations & Automation

Set up meeting recording and Al summarisation on all client calls (Fathom, Fireflies, or Otter)

Built one Zapier/Make automation for a recurring admin task

Created a New Client Onboarding automation (folder + task + email sequence)

Set up email triage system (SaneBox, Superhuman, or folder rules with Al drafting)

Cancelled or paused at least one underused Al subscription

Documented your current Al operating system in a single reference document

OO O0dgoond

Same-day Al-generated follow-up sent after a client meeting for the first time

Zone 3 — Client Intelligence & CRM

Set up a CRM (HubSpot free, Attio, or Notion pipeline database)

Completed Al-assisted pre-call research brief before a discovery call

Written a personalised proposal using Al + client research (scored win rate vs. previous)

All active opportunities logged in pipeline with next action and follow-up date

Re-engaged at least 2 past clients with personalised Al-assisted outreach

OO0 0dd

Used Prompt 07 (cold outreach) and measured reply rate vs. previous emails

FREE

PAID

PAID

FREE/PAID

PAID

FREE

FREE

FREE

EREE

PAID

PAID

FREE

FREE

PAID

FREE

PAID

PAID

FREE

PAID

PAID



Zone 4 — Knowledge & Learning Systems

OO ooogd

Chosen a knowledge base tool and uploaded your 5 most important reference documents

Used NotebookLM to synthesise research across multiple documents for a client project

Captured IP from a recent engagement using Prompt 10 (Framework Extractor)

Created a post-project IP capture habit (20-minute debrief after each engagement)

Identified one piece of IP to productise in the next 90 days

Set up a learning feed (Feedly + Leo or Perplexity daily) for your key sectors

Zone 5 — Revenue & Sales Enablement

OO0 0dd

Completed pricing audit using Prompt 08 — identified at least one pricing model to explore
Published one piece of thought leadership content (LinkedIn, newsletter, or blog)

Reviewed competitive positioning using Prompt 14 — updated or sharpened your positioning
Established a minimum viable content cadence (weekly post + monthly newsletter)
Completed monthly Al stack review using Prompt 15 — adjusted subscriptions accordingly

Retaken the full audit — recorded score improvement and set 60-day target

FREE

FREE

PAID

FREE

FREE

PAID

PAID

FREE

PAID

FREE

PAID

FREE



CLOSING

Your Advantage Starts Now

The consultants who will command the highest fees in the next three years aren't necessarily
the most experienced — they're the ones who compound their expertise with AI most
deliberately.

You now have a complete audit methodology, a scored picture of where you stand, a 30-day plan to close your gaps,

15 deployable prompts, and a quarterly checklist to keep the practice sharp. The only variable is execution.

Most people who read guides like this improve slightly and then revert. The ones who don't share one habit: they
scheduled the next review before they finished the current one. Set a calendar reminder for 30 days from today.
That's it.

THE THREE-MONTH PROMISE

Follow the 30-day plan. Retake the audit at day 30 and day 90. If your score hasn't improved by at least 15 points — and you
haven't recovered at least 3 hours per week — then the problem isn't the tools or the framework. It's that one zone you keep
avoiding. That zone is usually where your biggest opportunity lives.

3 hrs 90 days

Minimum weekly time recovery expected after full 30-day Time to see meaningful pipeline impact from consistent thought

integration, based on practitioner reports leadership + Al-assisted outreach

This is the first guide in the Fractional HQ Intelligence Series for Solo Consultants. The next guide covers Al-
powered pricing strategy — specifically, how to move from day-rate to outcome-based pricing using AI to model and

justify value quantitatively. Gumroad buyers of this guide receive it at 50% off on release.

Fractional HQ

Intelligence Series for Solo Consultants - tasknext.ai

© 2025 - All rights reserved - Not for redistribution



