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How small businesses move from scattered Al tools to a
coordinated team of agents that runs the business with the
owner — not instead of them.

START SMALL DELEGATE SAFELY MEASURE OUTCOMES
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A practical guide to starting small, building trust, and scaling Al across all seven
dynamics of your business.



FROM THE FOUNDER

You're not buying Al
You're buying outcomes.

Most small-business owners I meet have already tried AI. They opened a chatbot, asked it to
write an email, got something useful, and then quietly went back to doing the work

themselves. The tool was impressive. It just didn't change anything.

That gap — between a clever tool and a business that actually runs differently — is the reason I
started Engineered Agents. The opportunity for a small business was never a faster way to
draft emails. It's the chance to put a coordinated team of agents to work across the whole
business: keeping the books clean, chasing the open orders, drafting the campaign, qualifying
the lead, and handing you the two decisions that genuinely need you — instead of the forty that
don't.

The owners pulling ahead aren't the ones with the most tools. They're the ones who learned to
delegate to Al the way you'd delegate to a good employee: start with one task, set clear
guardrails, check the work, and trust it with more over time. That is a skill, not a purchase.

This guide is how you build it.

You don't need a technical team. You don't need a 40-page strategy. You need one recurring
headache, a willingness to experiment, and a way to keep score. Start there. We'll show you the

rest.

Nic Davirro

Founder, Engineered Agents - Columbus, Ohio
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WHAT'S INSIDE

A map for the journey

Read it cover to cover, or jump to where you are right now. Each chapter ends with something you can

act on this week.
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Where Small Businesses Actually Stand

An honest read on adoption — and why the ceiling isn't the tools.

The Four Stages of AI Maturity

From no Al, to tools, to teammates, to a coordinated team of agents.

Why Coordination Is the Real Unlock

The hidden cost of being your own integration layer.

Where Agents Belong: The Seven Dynamics

A simple map of the work, and which parts an agent can carry.

Overcoming the Real Barriers

Getting started, data privacy, tool sprawl, and keeping the human touch.

Your First 30 Days

A roadmap that turns one task into a trusted teammate.

Measure Outcomes, Not Activity

The handful of numbers that tell you it's working.

What's Next: From Pilot to Platform

Where this goes — and why starting small today is the whole point.
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CHAPTER 1

Where Small Businesses Actually
Stand

Adoption is no longer the question. Whether it changes how the business runs
is.
Small businesses have closed the gap with large companies faster than almost any technology before it. The

momentum is real — but most owners are still circling the runway, using Al occasionally for one-off tasks without it
ever becoming part of how the business operates.

960/0 ~; 80/0 6 2 %

of small-business owners plan to reach an advanced level of adoption of non-adopters say the barrier is
adopt at least one emerging — most run one or two use cases not knowing what Al can actually do
technology, including Al. with no broader plan. for them.

U.S. Chamber of Commerce, 2025 Forbes / SMB Group, 2024 Service Direct, 2025

The ceiling isn't access. It's coordination and trust.

Tools that once needed an engineering team now cost about the price of a phone plan, so cost stopped being the
wall. What stops most owners now is different: roughly half describe themselves as explorers — testing Al without
committing — and most who have adopted still name data privacy as an ongoing concern. The problem isn't getting
in the door. It's knowing which work to hand over, trusting it enough to actually let go, and connecting the pieces so
the Al does more than answer one question at a time.

THE EA READ

The owners getting real results have stopped asking "what can this tool do?" and started asking "what
recurring work can | take off my plate entirely — and how do | trust an agent to own it?" That shift is what the
rest of this guide is built around.

A note on the numbers: estimates of small-business Al use vary widely by definition — conservative government surveys (U.S. Census BTOS) count
far fewer firms than vendor surveys that include any experimentation. We've cited the source and year for every figure so you can weigh them
yourself.
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CHAPTER 2

The Four Stages of AI Maturity

Almost every small business is somewhere on this ladder. Knowing your rung

tells you the next step.

Al maturity isn't about how advanced the model is — it's about how much of your business actually depends on it.

Most owners are stuck at the jump from Stage 1 to Stage 2: they have a capable tool, but it still requires them to start

every task, paste in every detail, and copy out every result. The leverage shows up later, when work runs on a

schedule without being asked.

STAGE 0

No Al

Everything runs on people, spreadsheets, and the
owner's memory. Capacity is capped by hours in the day.

STAGE 1 - TOOLS

A faster way to type

You open a chatbot for one-off tasks — an email, a
summary, an idea. Helpful, but you're still the one doing
the work. Nothing recurs.

The wall is between Stage 1 and Stage 2

STAGE 2 - TEAMMATES

Delegated, recurring work

A specific job is handed to an agent with clear guardrails
— draft the weekly report, chase open invoices, qualify
new leads. It runs on a trigger, you review the output.

STAGE 3 - A TEAM OF AGENTS

A coordinated operating layer

Multiple agents work across functions and hand off to
each other, coordinated so nothing falls through. You
make the judgment calls; the routine execution runs
itself.

Getting value from a tool is easy. Trusting an agent to own a recurring task — without you babysitting it — is the leap

most owners never make. It's not a technology problem; it's a delegation problem. The fix is the same one you'd use

with a new hire: pick one low-risk job, define what "good" looks like, keep a human checkpoint, and expand the

responsibility as trust builds. Stage 2 is where Al stops being a novelty and starts giving you your time back.

"The question isn't

It's

— if you trusted it to."

The Operator's Field Guide to Al Agents
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CHAPTER 3

Why Coordination Is the Real Unlock

A pile of point tools doesn't run a business. Something has to connect them —
and right now, that something is you.

The standard advice — "pick a tool for each problem" — quietly creates a new problem. One tool drafts content,
another tracks the pipeline, another summarizes calls. Each is useful in isolation. But none of them talk to each other,
so the owner becomes the integration layer: copying the lead from one place, the order status from another, the draft
from a third, and stitching it all into a decision. The tools got faster. The owner became the bottleneck.

The point-tool stack A coordinated agent layer

> Every task starts and ends with the owner. > Anorchestrator routes work to the right specialist

»  Context lives in your head, not the system. agent.

> Shared context means agents hand off cleanly to each

> Nothing recurs without you remembering to trigger it. .
other.

> More tools = more tabs, logins, and glue work. ) )
> Recurring work runs on a schedule, not a reminder.

> The owner sees outcomes and approves the decisions
that matter.

What "coordinated" actually means

Think of it as an org chart, not an app drawer. A chief-of-staff agent understands your priorities and dispatches work
to specialists — one fluent in finance, one in marketing, one in operations — each carrying the context of your specific
business. When the sales agent qualifies a lead, the operations agent already knows to prepare the order; when the
finance agent spots a cash gap, it surfaces to you before month-end, not after. The coordination is the product. The
individual tasks are just the parts.

WHY IT MATTERS FOR A SMALL BUSINESS
Large companies hire departments to handle coordination. A small business owner has been doing it
personally — at nights and on weekends. A coordinated agent layer is the first time that work can be carried
for the owner without adding headcount. That's the leverage that lets a small team operate like a much
larger one.
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CHAPTER 4

Where Agents Belong: The Seven
Dynamics

Your business is an ecosystem of seven moving parts. Map the work to the
dynamic it lives in, and it becomes obvious where an agent can help first.

Before you choose a tool, get clear on the work. Engineered Agents organizes every business into seven dynamics —
three you lead and four you run day to day. The point isn't theory; it's a checklist. For each dynamic, ask: what here is
high-frequency, rules-based, and draining my time? That's your first candidate for an agent.

Leadership AGENT-SUITED WORK

Vision, values, the single set of Strategy synthesis - weekly priority briefs - turning frustrations into documented decisions

priorities everyone runs on.

Finance AGENT-SUITED WORK

: ) Ledger hygiene - reconciliation - cash-flow watch - variance flags before month-end
Cash, margin, and a real-time

read on where the money is.

Marketing AGENT-SUITED WORK

e e Content drafting - channel scheduling - SEO/AEO audits - campaign reporting

you and what they hear.

Sales AGENT-SUITED WORK

The honest conversation that Lead enrichment - pipeline hygiene - follow-up drafting - reconversion of past customers

turns interest into customers.

Operations AGENT-SUITED WORK

Delivering the work the same Order & fulfillment status - vendor follow-ups - SOP drafting - quality + KPI tracking

way, every time.

People AGENT-SUITED WORK

m e s, oS, i Job posts - onboarding packets - position agreements - review prep

a place worth working.

Technology AGENT-SUITED WORK

The stack, the data, and the Tool inventory - access reviews - backup checks - oversight of the other agents

guardrails that keep it safe.

You don't tackle all seven at once. Pick the one dynamic where the recurring work hurts most this quarter, prove value there, then expand. The
map keeps the expansion intentional instead of another round of tool-by-tool sprawl.
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CHAPTER 5

Overcoming the Real Barriers

The concerns owners raise are legitimate. They're also solvable — and the
solutions are mostly about how you start, not which tool you buy.

1-"Idon't know where to start."

This is the most common barrier, and the fix is a constraint: don't start with the tool, start with the problem. Name
one task you do every week that you dread. That single, high-frequency, low-risk job is your beachhead. Beating
"where do | start?" is less about options and more about picking one.

2 - "What happens to my data?"

Avalid concern, and the reason most owners hesitate. The answer is to use business-grade tools with clear data
handling — ones that don't train on your information, keep each customer's data isolated, and let you bring your own
keys so your accounts stay yours. Treat consumer chatbots and business systems differently: never paste sensitive
customer or financial data into a free tool that wasn't built for it.

WHAT TO LOOK FOR
Bring-your-own-key access - per-customer data isolation - no model training on your data - an audit trail of
what every agent did - and a human approval step before anything irreversible (sending, publishing, deleting,
or spending) ever happens.

3 - "There are too many tools to choose from."

Work backward from the problem, not forward from the feature list. Once you've named the task (barrier 1), the field
of options collapses to a handful. A coordinated platform also sidesteps the sprawl: instead of evaluating ten point
tools, you're adding one capability at a time to a layer that already fits together.

4 - "I don't want to lose the human touch."

Connection with customers is a small business's edge — don't automate it away. Use agents behind the counter, not
at it. Let them handle the back-office weight — drafting, summarizing, reconciling, chasing status — so you and your
team spend more time on the conversations only a human should have. Done right, customers feel more attention,
not less.
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Set one simple rule before you start: an agent can prepare
anything, but a human approves anything that can't be

undone.

THE GOVERNANCE RULE THAT MAKES TRUST POSSIBLE
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CHAPTER 6

Your First 30 Days

A roadmap doesn't need to be complicated. It needs to turn one task into a
teammate you trust.

Start by answering three questions honestly — they take ten minutes and keep the whole effort grounded in reality

instead of hype.
Ask yourself Why it matters
Which recurring task drains me most? High-frequency and low-risk beats impressive and rare. Frequency is
where time is actually lost.
What would I need to trust an agent with it? Name the guardrails up front — what it can do alone, and where it
must stop and ask you.
What outcome proves it worked? Pick one number before you start: hours saved, faster response,

fewer errors. No metric, no proof.

The 30-day plan

Days 1-3 — Pick one task. One dynamic, one recurring job. Draft the weekly cash summary, chase open
invoices, or qualify inbound leads. Resist the urge to do three.

Days 4-7 — Set the guardrails. Write down what the agent may do on its own and what needs your sign-off.
Put a human checkpoint on anything irreversible.

Days 8-21 — Run it and review. Let it work on a schedule. Check the output like you'd review a new hire's —
correct it, feed the correction back, watch quality climb.

Days 22-30 — Measure and decide. Compare against the number you chose. If it's working, widen the

agent's responsibility or add the next task. If not, adjust and rerun.

TREAT IT LIKE ONBOARDING A NEW EMPLOYEE
You wouldn't hand a new hire the keys on day one. You'd give them a task, check their work, and trust them
with more as they earn it. Agents work the same way — the more you delegate, correct, and refine, the more
they carry. Trust is built, not bought.
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CHAPTER 7

Measure OQutcomes, Not Activity

It doesn't matter how many prompts you ran. It matters whether the business
got time, money, or quality back.

Tracking results doesn't need a dashboard or a data team. Pick one or two everyday numbers, take a baseline before
you start, and check them after 30 days. The point is to see what's working, build confidence with your team, and
avoid pouring time into tools that aren't paying off.

Outcome The question to ask What a win looks like

Hours reclaimed Is recurring work happening without Atask that took an hour now takes ten
me? minutes of review.

Cost per deliverable Am | spending less on outside help Work you used to outsource now drafts
and contractors? in-house, faster.

Response time Are customers and leads hearing back Same-day replies become same-hour;
sooner? nothing sits in a queue.

Output per person Is the team producing more without You grow capacity before you grow
adding headcount? payroll.

Work delegated What share of routine work now runs The percentage climbs every month —
on a schedule? that's Stage 2 becoming Stage 3.

A SIMPLE EXAMPLE

If preparing the weekly numbers used to take you an hour and now takes fifteen minutes of reviewing a draft,
that's a measurable, repeatable gain — about forty hours a year back from one task. Stack a few of those and
you've effectively added a part-time employee without adding a salary.

Owners who invest in Al are reported to be nearly twice as likely to see year-over-year growth as those who don't —
but correlation isn't a guarantee. Your own baseline is the only number that proves it's working for you.

Growth correlation: multiple 2025 small-business surveys (incl. U.S. Chamber of Commerce and Salesforce SMB Trends). Treat as directional, not a
promise of results.
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CHAPTER 8

What's Next: From Pilot to Platform

Today's AI mostly answers when asked. Tomorrow's takes initiative across the
whole business. Starting small now is how you get ready.

The trajectory is clear. Assistants that wait for prompts are giving way to agents that plan and complete multi-step
work, coordinate tools, and act with minimal input. Adoption of agentic systems is still early — even among large
enterprises, only about a quarter report scaling them — but expectations are climbing fast. By 2028, a large majority
of small businesses are projected to use Al for at least one core, revenue- or cost-affecting function, not just
occasional experiments.

~23°/0 720/0 2)(

of organizations report scaling an of small businesses projected to use businesses with even a basic Al plan
agentic Al system in at least one Al for a core business function by are far likelier to see meaningful
function today. 2028. gains than those without.

Why starting small is the whole strategy

You don't prepare for a coordinated team of agents by waiting for it to mature. You prepare by building the muscle
now — learning to delegate, defining guardrails, measuring outcomes, and growing trust one task at a time. The
owners who experiment today will be the ones ready to lead when these capabilities compound. The first agent you
trust is the hardest. Every one after that is easier.

The goal was never to become an Al expert. It's to build
confidence, create momentum, and get your time back —

starting with one task this week.

WHAT'S NEXT STARTS NOW
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START HERE

Put a team of agents to work in your
business.

Engineered Agents builds coordinated Al agents organized around the seven dynamics of your
business — so the routine work runs itself, safely, while you make the calls that matter. You're not
buying Al. You're buying outcomes.

Ready to find your first agent?

Tell us the one recurring task that drains your week. We'll map it to a dynamic, show you the
guardrails, and prove the value before you scale.

WEB EMAIL PHONE

engineeredagents.ai nic@engineeredagents.ai  614-602-6555

Sources cited in this guide. U.S. Chamber of Commerce, Empowering Small Business (2025); Forbes / SMB Group (2024); Service Direct (2025); Salesforce SMB
Trends Report (2024-2025); U.S. Census Bureau Business Trends and Outlook Survey & SBA Office of Advocacy (2024-2025); McKinsey, The State of Al (2025).
Figures vary by survey definition; each is attributed by source and year.

© 2026 Engineered Agents Al. This guide is provided for general informational purposes and does not constitute financial, legal, or professional advice. Statistics
are drawn from the third-party sources listed above and are presented as reported. The Seven Dynamics framework referenced here is Engineered Agents' own
adaptation of established business-development principles, expressed in owner-native language. engineeredagents.ai
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