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INTRODUCTION (1/3)

Common Business Challenges:

> Many businesses struggle to clearly identify
the key business objects of their business.

> Without well-defined business objects,
controlling and scaling operations becomes
difficult.

Pain Points:

> Inefficiency.

> Poor business process.

> Lack of clarity in process management.
> Slow response times to market changes.
» Team misunderstanding and frustration.




INTRODUCTION (2/3)

The Al Solution

Goal for the Session:

By the end, you will have a clear
understanding of how to leverage Al to
improve both business object identification
and business process structuring within
your organization.

Why Al?:
Al accelerates the identification of business
objects by rapidly processing large volumes
of enterprise data, assisting businesses in
drafting accurate and efficient business
processes.

Al tools like ChatGPT, can assist business team in
quickly identifying critical business objects and help
structure efficient business processes in minutes.
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INTRODUCTION (3/3)
Al AND HUMAN COLLABORATION

» Al as a Partner, Not a Replacement:

Al supports humans by augmenting their ability to identify key business objects
and streamline processes, but it does not replace human decision-making or
creativity.

» Mindset for Effective Collaboration:

Q Critical Thinking: Al helps analyze large datasets, but humans apply
context, judgment, and creativity to refine results.

O Iterative Process Creation: Al accelerates process mapping, while humans
ensure/confirm the alignment with business goals and company culture.

» Collaborative Results:

Together, Al and humans create more accurate and scalable business object
and business process outcomes by combining automation (Al) with strategic
thinking (humans).
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CONCEPTS YOU SHOULD KNOw BEFORE (1/8)

Business Object

Business Process

Enterprise Data

Enterprise Knowledge

Al assistants creation




CONCEPTS YOU SHOULD KNOW BEFORE (2/8)

Business object represents
a real-world object or
concept.

Business object
B.O

Importance: Identifying the right
business objects allows for better
management, tracking, and
optimizing operations.

g e.g.: Order, Product, Customer




CONCEPTS YOU SHoOULD KNow BEFORE (3/8)

A business processis a
structured set of tasks or
activities that help your
business achieve a specific
goal.

Business Process
B.P

Key Point: Well-defined processes
Improve efficiency, reduce errors,
and ensure scalability.

e.g.: Order Processing, Inventory
Management, Sales Process, ...
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CONCEPTS YOU SHOULD KNOwW BEFORE (4/8)

Enterprise Data (ED) refers
to all the structured and
unstructured data that is
generated, processed, and
stored by an organization as
part of its daily operations.

Customer Data:
Customer profiles, purchasing habits, demographics...

Sales Data:

Transactions, revenue, product ...

Inventory Data:
Stock levels, inventory movement, replenishment cycles...




CONCEPTS YOU SHoULD KNow BEFORE (5/8)

Refers to explicit
knowledge, which is
documented information,
such as procedures and
guidelines

Enterprise Knowledge
E.K

Key Point: Explicit knowledge is essential for Al in business
object identification and process creation as it provides
structured, consistent information for accurate analysis. It

helps Al efficiently draft processes, ensures alignment with
business guidelines. 0

e.g.: Order Processing, Inventory
Management, Sales Process, ...




CONCEPTS YOU SHOULD KNOow BEFORE (6/8)

KNOWLEDGE MANAGEMENT TO POWER Al

11



@ chatGPT
@ ! Canva

89 Explore GPTs

Today
Actual definition
Initial session

Fake definition

CONCEPTS YOU SHouLD KNow BEFORE (//8)

KNOWLEDGE MANAGEMENT TO POWER Al

CREATE A GPT

ﬁ

My GPTs

Create a GPT
Customize a version of ChatGPT for a specific purpose

MY MY MY
ChatGPT ChatGPT ChatGPT
MY MY MY
ChatGPT ChatGPT ChatGPT
MY MY MY
ChatGPT ChatGPT ChatGPT

ChatGPT

TRAIN

—
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Doc, PDF, VOICE,
IMAGE, TEXT,
EMAILS, VIDEOS,
BOOKS, WEBSITE...

12
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CONCEPTS YOU SHoOULD KNow BEFORE (8/8)
PROMPT TO POWER Al

Define a specific role for the Al to set the context for the interaction. For example, "You

Role are a marketing strategist.

K Clearly outline what you want the Al to accomplish. Be specific to avoid ambiguity. For
Tasks example, "Generate a marketing plan for a new eco-friendly product.”

Provide detailed requirements to ensure clarity. Specify the format, length, or focus
areas. For instance, "Outline the plan in bullet points, including target audience and key
messaging."

Requirements

Instructions Detail how the Al should approach the task. Include step-by-step guidance or examples.
For example, "ldentify three marketing channels and explain why they are suitable for this
product.”

Include relevant background information to enhance understanding. For example, "The

Context product is aimed at environmentally conscious consumers aged 25-40."

Specify the desired output format to enhance usability. For instance, "Present the

Format information in a table format."

Use open-ended questions to encourage deeper, more creative responses. For example,
"What innovative strategies could engage our target audience?"

7 Open-Ended Questions

13



SECURITY AND RESPONSIBLE Al (1/2)

SECURITY

Utilization of ChatGPT 40: Make sure to use an Al license and create Al assistants that

ensure optimal data protection, with “OpenAl's training improvement” option disabled (Improve

the model for everyone = Off).

Settings

&1 General

R Personalization
e Speech

B2 Data controls
E Builder profile
oo Connected apps

® Security

Improve the model for everyone Off >

Shared links Manage

Settings

@ General

so Personalization
i Speech

2 Data controls
@ Builder profile
oo Connected apps

@ Security

L= o
=]
= Ea

Multi-factor authentication

Log out of all devices

Enable

Log out all
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Responsible A

SECURITY AND RESPONSIBLE Al (2/2)

Drink

RESPONSIBLE Al

Aask .
o
‘f"#

The Importance of Responsible Al Use
> Ethical guidelines.

> Implementing clear data usage policies to sensitive information.
> Formalizing business and technical alignment.

> Capitalizing knowledge of actors to train Al systems.

15
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How Al HELPS IDENTIFY BUSINESS OBJECTS (1/4)

GPT
1A game organic for.
[asks -
.0 Id -ation

>  Create GPTs — Your Al assistant.
o B.O Identification

e less ~
22 Explore GPT This GPT aims to identify business objects from existing business
re pare yo u r p rol I I p S . W A processes, operational data, and form or checklist data

>  Prepare input data. In our case we have:
=> Enterprise data: Sales data (Orders).

> Interact with your Al assistant. -

16



How Al HELPS IDENTIFY BUSINESS OBJECTS (2/4)

Prompt Explanation

Drink

Riss yoor ooty

1. Role
"Act as a Business Analyst with 20 years of experience.”
2. Tasks

"Your task is to identify business objects based on my input data provided. From these business
objects, distinguish between key valued and non-key valued business objects, focusing on 10

key valued business objects.”

3.

Requirements

"We consider a business object as an object that has a set of attributes and values, operations,
and relationships to other business objects. Each business object should be represented by a
single word or two words such as 'Order,’ 'Product requirement.’ If additicnal suggestions arise

during your analysis, please include them.”

4. Instructions:
"Start immediately upon receiving this prompt.”
5. Context:

“This analysis is intended to refine and optimize the identification and management of business
objects within our organization, ensuring that our data modeling aligns with best practices. The
focus is on accurately classifying business objects to improve operational efficiency and
decision-making processes, particularly by distinguishing key valued business objects that are

critical to our business operations.”

6. Format:

"Present the final results in a structured table with the following columns:

No - A sequential number used to uniquely identify each entry.

Business Object (B.O) - The name of the business object (e.g., Customer, Order, Product).
Business Object Attributes - Lists the key attributes or properties of the business object.
Business Object ID - Guidelines for creating and managing unique identifiers.

B.O ID Definition Rule - The unique identifier for a business object.

Glossary (Definition) - A clear and precise definition of the business object.

Relationship - Describes the relationship between this business object and others.

Data Owner - The person, organization, or department that owns the business object.
Data User - The person, organization, or department that uses the business object.

Is Master Data or Transaction Data? - Identifies whether the business object is master or

transaction data.

Key Valued Business Object? (Yes/No) - Indicate if the object is a key valued business object,

with a comment justifying your decision.”

Open-Ended Questions:

"Before starting the analysis, please ask me to provide the following input data:
» Existing business processes.
* Data operational details.

¢ Forms or checklist data.” 17




How Al HELPS IDENTIFY BUSINESS OBJECTS (3/4)

Enterprise data: Sales data (Orders)

Order ID Customer Customer Order Date Product ICProduct Name Quantity CUnit Price Total Orde

Order001 CUST001 Customer 9/1/2024 PRD002 Product 2 1 5 10
Order002 CUST002 Customer 9/2/2024 PRD0O03 Product 3 2 10 30
Order003 CUSTO003 Customer 9/3/2024 PRD004 Product4 3 15 22.5
Order004 CUST004 Customer 9/4/2024 PRDO0O5 Product5 4 7.5 38
Order005 CUSTO05 Customer 9/5/2024 PRD0O01 Product1 5 9.5 25
Order006 CUST006 Customer 9/6/2024 PRD0O02 Product 2 6 5 60
Order007 CUSTO07 Customer 9/7/2024 PRD0O03 Product 3 7 10 105

Order008 CUST008 Customer 9/8/20>" prmons Dot
Order009 CUST009 Customer 9/9/2C
Order010 CUST010 Customer 9/10/2C
Order011 CUST011 Customer 9/11/2C
Order012 CUST012 Customer 9/12/2C
Order013 CUST013 Customer 9/13/2C
Order014 CUST014 Customer 9/14/2C
Order015 CUST015 Customer 9/15/2C

Shipped Credit Car Paid 101 Elm St 9/2/2024
Pending PayPal Pending 102 Elm St 9/3/2024
Delivered Bank Tran Failed 103 Elm St 9/4/2024
Cancelled Cash Paid 104 Elm St 9/5/2024
Shipped Credit Car Paid 105 Elm St 9/6/2024
Shipped Credit Car Paid 106 Elm St 9/7/2024
Pendi PayPal Pendi 107 Elm St S/8/2024
Order016 CUSTO16 Customer 9/16/2C - e rayral . rending m /8/

Delivered Bank Tran Failed 108 Elm St 9/9/2024
Order017 CUST017 Customer 9/17/2C i

Cancelled Cash Paid 109 Elm St 9/10/2024
Order018 CUST018 Customer 9/18/2C _ . . i

Shipped Credit Car Paid 110 Elm St 9/11/2024
Order019 CUST019 Customer 9/19/2C . ) i

Shipped Credit Car Paid 111 Elm St 9/12/2024
Pending PayPal Pending 112 Elm St 9/13/2024
Delivered Bank Tran Failed 113 Elm St 9/14/2024

Cancelled Cash Paid 114 Elm St 9/15/2024
Shipped Credit Car Paid 115 Elm St 9/16/2024
Shipped Credit Car Paid 116 Elm St 9/17/2024

Pending PayPal Pending 117 Elm St 9/18/2024
Delivered Bank Tran Failed 118 Elm St 9/19/2024
Cancelled Cash Paid 119 Elm St 9/20/2024

Order Stat Payment I Payment $Shipping 2 Shlpplng Date Dellvery Date

9/5/2024 Standard Rep 2

9/6/2024 Express Rep3

9/7/2024 Same Day Rep 4

9/8/2024 Standard Rep 5

9/9/2024 Express Rep1l
9/10/2024 Standard Rep 2
9/11/2024 Express Rep 3
9/12/2024 Same Day Rep 4
9/13/2024 Standard Rep 5
9/14/2024 Express Rep1
9/15/2024 Standard Rep 2
9/16/2024 Express Rep 3
9/17/2024 Same Day Rep 4
9/18/2024 Standard Rep 5
9/19/2024 Express Rep1
9/20/2024 Standard Rep 2
9/21/2024 Express Rep 3
9/22/2024 Same Day Rep 4
9/23/2024 Standard Rep 5

Shipping NSales Repr Discount £Taxes

O MM VO WOKMNUWL O WOoOMWL O WOoOMNMuUuL o

Order Not

0.05 Note 1
0.1 Note 2
0.15 Note 3
0.2 Note 4
0.25 Note 5
0.3 Note 6
0.35 Note 7
0.4 Note 8
0.45 Note 9
0.5 Note 10
0.55 Note 11
0.6 Note 12
0.65 Note 13
0.7 Note 14
0.75 Note 15
0.8 Note 16
0.85 Note 17
0.9 Note 18

0.95 Note 19 |
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How Al HELPS IDENTIFY BUSINESS OBJECTS (4/4)
Outputs

Explanation:

Identified Business Objects: ¢ Key Valued Business Objects include Order, Customer, Product, Payment, Shipping, Inventory,
1. Order and Delivery as they directly impact core business operations, including revenue generation,

customer satisfaction, and order fulfillment.
2. Customer

¢ Non-Key Valued Business Objects, such as Sales Representative and Discount, are important

3. Product ) .
but not central to the fundamental operations of transaction management.
4. Payment
5. Shipping This analysis optimizes the identification and management of business objects, ensuring that the key

valued ones are distinguished for focused operational efficiency and decision-making processes. Let

6. Sales Representative me know if you would like any adjustments or further details. [-)

Structured Table:

Key
Is Master Valued
Business B.OID Data or Business Justification
Business Object Business Definition Glossary Transaction Object? for Key
Mo Object (B.O) Attributes Object ID Rule (Definition) Relationship Data Owner Data User Data? (Yes/Ma) Valued B.O

19



How Al ACCELERATES BUSINESS PROCESS CREATION (1/7)

I aS k S cn} @  Draft/improve B.P
ChatGPT
ame organic for...
Translato

> Create GPTs — Your Al assistant.

> Prepare your prompts. e
>  Prepare input data. In our case we have: -~

=> Enterprise data: Sales data (Orders)
=> Business Objects

>  Interact with your Al assistant. i

Draft/improve B.P

20
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How Al ACCELERATES BUSINESS PROCESS CREATION (2/7)

Prompt Explanation

1. Role:

"Act as an experienced business manager with high business analytics skills.”

2. Tasks:

"Your task is to draft a business process from scratch or optimize an existing business process.”

4. Instructions:
"Please answer the initial questions to provide more context so that we can create a detailed
and accurate business process for your company. Your responses will help us tailor the proces

to your specific needs and ensure it aligns with your company's goals and requirements.”

5. Context:
"My company is new in writing business processes for each department. We need a

comprehensive business process.”

6. Format:

"The result should be presented in a table with the specified structure.”

~ 1L

3. Requirements:

"The result should be presented in a table with the following structure:
& Process Stage: Identifies the major phase within the overall business process.
¢ Process Step No: A sequential identifier for each process step.
e Process Step: A concise title for each task or action within the process.

& Process Step Details: A detailed description of the process step, including specific actions,

conditions, or objectives.
¢ Data Owner (Department): Specifies the department responsible for the data at this stage.
e Data User (Department): Indicates the department that utilizes the data in this process stef
¢ Digital Tools/Channels Used: Lists the digital tools, software, or channels involved.
¢ Key Performance Indicators (KPls): Metrics used to measure success or efficiency.
* Process Step Rules: Defines the rules or conditions for this process step.
¢ Documents: Lists any relevant documents associated with this step.

* Business Object List: Lists the specific business objects involved or impacted.
The process must follow a well-known business process standard (e.g., RACI method) and

provide suggestions for improvement where necessary.”

. Open-Ended Questions:

"Before drafting or optimizing the business process, please ask me the following initial

questions:
* What is the specific department or function for which you need the business process?
s What is the primary goal of this business process?
s Are there any existing processes or templates that you currently use, or is this entirely new?
*  Who are the key stakeholders involved in this process?
e What are the key valued business objects that need to be managed through this process?
e Are there any specific regulations or compliance requirements that must be adhered to?
*  Who will be responsible for maintaining and updating this process once it is established?

* What are the current challenges or pain points in operations or strategy that this business

process should address?

¢ What are the key performance indicators (KPIs) or metrics that will be used to measure the

success of this process?

e What digital tools or systems are currently in use that this process should integrate with or

leverage?”

21
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How Al ACCELERATES BUSINESS PROCESS CREATION (3/7)

Enterprise data: Sales data (Orders)

Order ID Customer Customer Order Date Product ICProduct Name Quantity CUnit Price Total Orde

Order001 CUST001 Customer 9/1/2024 PRD002 Product 2 1 5 10
Order002 CUST002 Customer 9/2/2024 PRD0O03 Product 3 2 10 30
Order003 CUSTO003 Customer 9/3/2024 PRD004 Product4 3 15 22.5
Order004 CUST004 Customer 9/4/2024 PRDO0O5 Product5 4 7.5 38
Order005 CUSTO05 Customer 9/5/2024 PRD0O01 Product1 5 9.5 25
Order006 CUST006 Customer 9/6/2024 PRD0O02 Product 2 6 5 60
Order007 CUSTO07 Customer 9/7/2024 PRD0O03 Product 3 7 10 105

Order008 CUST008 Customer 9/8/20>" prmons Dot
Order009 CUST009 Customer 9/9/2C
Order010 CUST010 Customer 9/10/2C
Order011 CUST011 Customer 9/11/2C
Order012 CUST012 Customer 9/12/2C
Order013 CUST013 Customer 9/13/2C
Order014 CUST014 Customer 9/14/2C
Order015 CUST015 Customer 9/15/2C

Shipped Credit Car Paid 101 Elm St 9/2/2024
Pending PayPal Pending 102 Elm St 9/3/2024
Delivered Bank Tran Failed 103 Elm St 9/4/2024
Cancelled Cash Paid 104 Elm St 9/5/2024
Shipped Credit Car Paid 105 Elm St 9/6/2024
Shipped Credit Car Paid 106 Elm St 9/7/2024
Pendi PayPal Pendi 107 Elm St S/8/2024
Order016 CUSTO16 Customer 9/16/2C - e rayral . rending m /8/

Delivered Bank Tran Failed 108 Elm St 9/9/2024
Order017 CUST017 Customer 9/17/2C i

Cancelled Cash Paid 109 Elm St 9/10/2024
Order018 CUST018 Customer 9/18/2C _ . . i

Shipped Credit Car Paid 110 Elm St 9/11/2024
Order019 CUST019 Customer 9/19/2C . ) i

Shipped Credit Car Paid 111 Elm St 9/12/2024
Pending PayPal Pending 112 Elm St 9/13/2024
Delivered Bank Tran Failed 113 Elm St 9/14/2024

Cancelled Cash Paid 114 Elm St 9/15/2024
Shipped Credit Car Paid 115 Elm St 9/16/2024
Shipped Credit Car Paid 116 Elm St 9/17/2024

Pending PayPal Pending 117 Elm St 9/18/2024
Delivered Bank Tran Failed 118 Elm St 9/19/2024
Cancelled Cash Paid 119 Elm St 9/20/2024

Order Stat Payment I Payment $Shipping 2 Shlpplng Date Dellvery Date

9/5/2024 Standard Rep 2

9/6/2024 Express Rep3

9/7/2024 Same Day Rep 4

9/8/2024 Standard Rep 5

9/9/2024 Express Rep1l
9/10/2024 Standard Rep 2
9/11/2024 Express Rep 3
9/12/2024 Same Day Rep 4
9/13/2024 Standard Rep 5
9/14/2024 Express Rep1
9/15/2024 Standard Rep 2
9/16/2024 Express Rep 3
9/17/2024 Same Day Rep 4
9/18/2024 Standard Rep 5
9/19/2024 Express Rep1
9/20/2024 Standard Rep 2
9/21/2024 Express Rep 3
9/22/2024 Same Day Rep 4
9/23/2024 Standard Rep 5

Shipping NSales Repr Discount £Taxes

O MM VO WOKMNUWL O WOoOMWL O WOoOMNMuUuL o

Order Not

0.05 Note 1
0.1 Note 2
0.15 Note 3
0.2 Note 4
0.25 Note 5
0.3 Note 6
0.35 Note 7
0.4 Note 8
0.45 Note 9
0.5 Note 10
0.55 Note 11
0.6 Note 12
0.65 Note 13
0.7 Note 14
0.75 Note 15
0.8 Note 16
0.85 Note 17
0.9 Note 18

0.95 Note 19 '
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How Al ACCELERATES BUSINESS PROCESS CREATION (4/7)
Business Objects

1. Order

2. Customer
3. Product

4. Payment
5. Shipping

6. Sales Representative

23
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How Al ACCELERATES BUSINESS PROCESS CREATION (5/7)
Open ended questions and answers

ChatGPT 4o

Answers
5] Let's start by addressing the initial questions so | can help you draft or optimize the business process 1. SaIeS.

Ensuring accuracy consistency, and efficiency in Order
1. What is the specific department or function for which you need the business process? PI’OCGSSing and Fulflllment

3. This is entirely new
3. Are there any existing processes or templates that you currently use, or is this entirely new? 4. Sales Representative_
5

Order, Customer, Product, Payment, Shipping, Sales

effectively: 2
2. What is the primary goal of this business process?

4. Who are the key stakeholders involved in this process?

5. What are the key valued business objects that need to be managed through this process? Representatlve
6. Are there any specific regulations or compliance requirements that must be adhered to? 6. Data PrivaCy RegU|ati0nS, PrOdUCt Safety and Labeling
7. Who will be responsible for maintaining and updating this process once it is established? Standards’ LogiStiCS and Shlpplng Compliance; v
8. What are the current challenges or pain points in operations or strategy that this business 7. Sales admln ] ]
process should address? 8. Data Inaccuracy and Inconsistency, Manual and Time-
9. What are the key performance indicators (KPIs) or metrics that will be used to measure the Consuming Processes, Poor Order1 Inventory and Shlpplng
success of this process? Management, Delayed Order Fulflllment
10. What digital tools or systems are currently in use that this process should integrate with or 9. Ol‘der Management KPIS, Customer Management KPIS,
leverage? Financial KPIs, Shipping and Logistics KPIs, Operational
Please provide your answers, and I'll begin crafting a detailed business process tailored to your EfflClency KPIS’ IT and Data Management KPIS e
company's needs. 10. Knack, Make and Simplebackup
d
P OV

@ Message ChatGPT

24



How Al ACCELERATES BUSINESS PROCESS CREATION (6/7)
Outputs

@  Thank you for providing your answers and the operational details file. Based on the information
you've shared, | will create a draft business process for the Sales department with a focus on Order
Processing and Fulfillment. | will present the business process using the table structure you

provided and incorporate the necessary improvements to address the identified challenges.

Let me first review the data in the uploaded file to ensure it aligns with the process. Then, | will

proceed with drafting the business process.

Please give me a moment.

Drink
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Sales Department - Order Processing And Fulfillment Process

Process Stage Process Step No Process Step Process Step Details Data Owner (Departm: Data User (Departmen Digital Tools/Channels  Key Performance Indic  Process Step Rules

Documents

25




How Al ACCELERATES BUSINESS PROCESS CREATION (7/7)

Outputs
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Sales Department - Order Processing And Fulfillment Process

Process Stage

1 Order Creation

2 Order Validation

3  Inventory Check

Payment
Processing

5  Order Fulfillment

Shipping
Preparation

7  Shipment Dispatch

8  Order Completion

9  Data Backup

Process Step No

7

Process Step

Recelve Customer
Order

Verify Order Details

Check inventory
Avallability

Process Payment

Pack Order

Prepare Shipment

Dispatch Shipment

Confirm Delivery &
Close Order

Backup Data

Process Step Details

Sales representative
receives the
customer order via
digital platform
(Knack).

Validate order
details including
product selection,
quantity, customer
details, and

Verify if the required
product quantity is
available in
inventory. Update
inventory status.

Process the
payment based on
the selected
payment method
(e.q., Credit Card,

Pack the items
according to the
order and prepare
for shipping.

Prepare the
shipping label and
coordinate with the
shipping provider
for dispatch.

Hand over the order
to the shipping
carrier and update
shipment tracking
details.

Confirm the delivery
status with the
customer and

close the order

Backup the order
data to ensure
compliance and
data integrity
(using

Data Owner (Departm¢

Sales

Sales

Inventory

Finance

Warehouse

Warehouse

Logistics

Sales

Data User (Departmen Digital Tools/Channels

Sales

Sales

Inventory

Finance

Warehouse

Logistics

Logistics

Sales

Knack

Knack

Knack

Payment Gateway

Knack, Inventory
Management

Shipping Tool,
Knack

Shipping Tool

Knack

Simplebackup

Key Performance Indic Process Step Rules

Number of Orders
Recelved

Order Validation
Accuracy

Inventory Accuracy
Rate

Payment Success
Rate

Packing Time per
Order

Shipment
Preparation Time

On-Time Delivery
Rate

Order Closure Time

Data Backup
Frequency &
Success Rate

Order must include
all mandatory
customer and
product details.

Verify customer
detalls and order
items before
processing

Ensure sufficient
Inventory Is
avallable before
proceeding

Payment must be
confirmed before
order is packed

All items must be
packed correctly
based on the order
details

Shipment label
must be generated
and matched to the
correct order.

Track order until it
is handed to the
shipping carrier.

Verify delivery
confirmation with
the customer
before closing the
order.

Backup must be
scheduled dally
after processing all
orders.

Documents

Order Form

Order Confirmation

Inventory Report

Payment Receipt

Packing Slip

Shipping Label

Shipping
Confirmation

Delivery
Confirmation

Backup Log

Business Object List

Order, Customer,
Product

Order, Customer,
Product

Invertory, Product

Order, Payment

Order, Product,
Packaging

Shipping, Order,
Product

Shipping, Order

Order, Customer,
Dellvery

Order, Backup

26
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In conclusion, the Al we've used here is not meant to
replace human decision-making or creativity.

Instead, it acts as a powerful tool to accelerate your
business processes, helping you work smarter and more
efficiently.

By automating repetitive tasks, identifying patterns in data,
and streamlining process creation, Al gives you more time
to focus on strategic decisions and driving business growth.

Remember, the true value comes from the collaboration

between Al and human expertise—together, they create
processes that are both accurate and scalable.

27
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Al NEWS
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@creative

commons

ALL THE CONTENT IS ON THE
ENGAGE-META COMMUNITY SITE
WITH FREE ACCESS

WWW.ENGAGE-META.COM

TRAIDA

KNOWLEDGE REPOSITORY WITH
AN EDUCATIONAL PURPOSE ON Al
AND DATA SOLUTIONS

OPERATIONAL TOOL TO ASSIST THE
TRANSFORMATION OF IS/IT




SEMANTIC (ONTOLOGY)

Al STRATEGY

COLLECTIVE~
/

INDIVIDUAL

INTRAPRENEURIAL

WASI
W - Aosirze
Sriane - Innovare

INTERPRENEURIAL
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WWW.ENGAGE-META.COM

ENGAGE
‘% META

ENGAGE-META
COMMUNITY

Accumulating knowledge to achieve
sustainable success with Al

Open-source think tank focused on Al at scale

Knowledge management to power Al The WASI process

VEASS sternds for: Wiine, Anulysn. Shary snd Innewate

Use the META to evaluate your state of mind

II' 32
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OVERVIEW

creative
commons

©

CONCEPTS IN ENTERPRISE
GOVERNANCE

GENERAL INTRODUCTION TO TRAIDA
CARDS IN THE GOVERNANCE DOMAIN

ALL THE CONTENT IS ON THE
ENGAGE-META COMMUNITY SITE

OPtaanONa Data Swong
{00S)

\_‘“ ~

OPERATIONAL DATA STORE

WITH FREE ACCESS (ODS)

READ-ONLY
MODE

Axmnow INTou st (A1)
oS
e

WS
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Goar ([XG)

\,_ = @ OPERATIONAL
- DATA STORE

VA (0DS)
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KNOWLEDGE
GRAPH DB

Ovoetw

N=C
UNIFIED REPOSITORY THAT COLLECTS

ALL STRUCTURED DATA FROM ALL
DATABASES, PROVIDING A 360-
DEGREE VIEW




EACH CARD IS DESCRIBED IN FOUR SECTIONS AND A SET OF TOPICS

OPERATIONAL DATA STORE
(ODS)

MODE

OPERATIONAL
DATA STORE
(0DS)

ANALYTIC-MODE WITH
KNOWLEDGE
GRAPH DB

UNIFIED REPOSITORY THAT COLLECTS
e A 4. YOUR SITUATION & OBJECTIVES

DEGREE VIEW

1. CONDITIONS OF SUCCESS

2. IMPORTANCE OF THIS CARD FOR YOUR TRANSFORMATIVE Al

3. BLUEPRINT
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OUR OFFER
DRINKIZZ NOCODE & Al OFFER

3 MODULES - TOTAL DURATION : 6 DAYS

MODULE1 MODULE 2 MODULE 3
DRINKIZZ NOCODE & Al MASTERCLASS DRINKIZZ NOCODE & Al WORKSHOP NOCODE & Al FIRST IMPLEMENTATION
1/2 DAY - $500 1/2 DAY - $500 5DAYS - $2,500

EXECUTIVE SUMMARY

Digital transformation is a crucial issue for small and medium-sized enterprises (SMEs) wishing to remain competitive in today's market.

However, many SMEs struggle to understand and implement digital tools, particularly in terms of data management and process automation.

Drinkizz, with more than 5 years of experience in using NoCode & Al solutions, offers the NoCode & Al offer, designed to support SMEs in their

digital transition. This offer is based on the real case of Drinkizz, which was able to simplify the management of its data and automate its key

processes by integrating suitable digital tools that combine NoCode & Al

Drinkizz uses , an open-source community specializing in NoCode, Al, and data management, as a knowledge base and

accelerator to build and optimize its IT infrastructure. Drinkizz adapts and reuses Engage-Meta's content to enhance its information system.

offers the waorld’s first Organic Natural Energy (O.N.E) drink, made from organic ingredients and natural processing. Focused on

health, sustainability, and transparency, Drinkizz uses Blockchain technology to give consumers full insight into their products, promoting

well-being and positive energy in daily life.

NoCode & Al Consulting - Drinkizz a7


https://drinkizz.com/nocode-ai-consulting/

OUR OFFER
WHY CHOOSE OUR NOCODE & Al OFFER?

CUSTOMIZED TO YOUR BUSINESS

Our solutions are tailored to fit your commpany’s needs,
ensuring that you can seamlessly integrate NoCode &
Al solutions without overhauling your existing systems

COST EFFICIENCY

Our approach is built on Drinkizz's proven expertise,
using open-source resources from the Engage-Meta

community. This allows us to reduce costs while
delivering high returns on your investment.

RAPID IMPLEMENTATION

Using NoCode & Al, we enable rapid deployment of
solutions, ensuring minimal disruption to your business
operations.

OPERATIONAL NOCODE AND AI TOOLS

We recommend a suite of NoCode and Al tools,
including those used at Drinkizz, to support your
business operations.

NoCode & Al Consulting - Drinkizz
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https://drinkizz.com/nocode-ai-consulting/

OUR OFFER

OPERATIONAL NOCODE AND Al TOOLS

<

A N N N T N N U U N S 8

NoCode & Al Consulting - Drinkizz

ChatGPT: For data modeling, analysis assistance, and text marketing review.

Knack: For data management and organizing business information.

Simple Backups: For data backup.

Make (formerly Integromat): For data ingestion and process automation.

WooCommerce: For online sales and e-commerce.

Chatbase: For customer support automation.

Mailchimp: For email marketing campaigns.

WordPress: For website and blog management.

Google Workspace: For professional email services and digital asset storage and management.

PowerBI + Copilot: For advanced data visualization and business intelligence.

Bubble: For building web applications.

Zapier: For integrating apps and automating workflows.

Microsoft Power Platform: For automating business workflows, building apps, and creating data insights

across Microsoft services (Power Apps, Power Automate, Power Bl, and Power Virtual Agents).
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https://drinkizz.com/nocode-ai-consulting/

OUR OFFER

OUR CUSTOMERS & PARTNERS
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https://drinkizz.com/nocode-ai-consulting/

NEXT SESSION ANNOUNCEMENT

NEXT Al BY DRINKIZZ SESSIONS
OCTOBER 30, 2024
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Scan the QR code to download all the slides deck
related to the Al BY DRINKIZZ sessions

See the Drinkizz course in No-Code and Al

Al by Drinkizz #5 - The
role of Al in building anti-

fragile businesses —

Al by Drinkizz #3 -
Knowledge Management
with Al -

Al by Drinkizz #1-
Individual productivity —

Al by Drlnklzz #35...
B¥ Drir =

SESSION #5 PIERRE BONNET

THE ROLE OF Al IN BUILDING . Thought Leader in
ANTI-FRAGILE BUSINESSES Digitalization

Al by Drinkizz #3..
&% Drir

SESSION #3 PIERRE BONNET

MANAGING YOUR KNOWLEDGE ]

TO BE EFFECTIVE WITH YOUR Al @ Thought Leader in
Digitalization

Al by drinkizz #1l.
BYDrir _ B

v

SESSION #1 PIERRE BONNET
PRODUCTIVITY INDIVIDUAL @ Thought Leader in
Digitalization

and enjoy our free Al by Drinkizz sessions below!

Al by Drinkizz #6 - How
to Scale Your Business
with Al on Data Modeling

Al by Drinkizz #4 -
Simplify database
creation with Al to

accelerate business —

Al by Drinkizz #2 -
Enterprise productivity —

Al by Drlnklzz #6... |3

B¥ Drir > ‘

HEsEleh 6 VINCI SAVITRI D.
HOW TO SCALE YOUR

BUSINESS WITH Al ON DATA @  Digital & Data
MODELING architecture

Al by Drinkizz #4... |3

BY Drir _ | W

SESSION #4 VINCI SAVITRI D.

SIMPLIFY DATABASE CREATION S

WITH Al TO ACCELERATE BUSINESS @ Digital &Data
architecture

Al by Dnnklzz #2.. &

B¥ Drir > ‘

VINCI SAVITRI D.

@ Digital & Data
architecture

SESSION #2
ENTERPRISE PRODUCTIVITY




THANK YOU!
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NEWS
LETTER

Enter vour email
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THE FIRST IN THE WORLD

Drink
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Drinkizz O.N.E . paas s
Drink
Drink it

Drinkizz O.N.E

Food and Beverage Services

O by o 2 <
; / N
| Follow )
\ J
\ y

LinkedIn

.......

Pa Kao, Ho Chi Minh City - 630 followers

Drink

Drinkizz

2.3K likes -

Facebook

2 4K followers
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