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Four-Step Al Framework Released for
Entrepreneurs, Corporate Teams to Save Time
& Money

Lisa Lieberman-Wang's new Al framework: illuminate,
automate, delegate, eliminate. Scale revenue without adding
hours or headcount.

BRADENTON, FL, UNITED STATES, August 25, 2026
/EINPresswire.com/ -- For the past few years, most
business owners have treated artificial intelligence as
something to get to eventually. Lisa Lieberman-Wang, a
Business and Al Strategist who has trained more than
300,000 entrepreneurs and executives, says that window
has closed.

"The question is no longer whether Al works," she said.
"It's whether your competitor started six months before
you did. Because they did. And they are now producing in
a morning what used to take a team a week."

Her new framework, Al Marketing Mastery, rests on a
premise that separates it from most Al training on the
market. Al is not a module, a plugin, or a productivity
hack to be added to an existing business. It is the
operating system the business runs on.

Lisa Lieberman-Wang, Business &
Al Expert Strategist

The cost nobody calculates
Most owners can name what Al costs them. Almost none have calculated what avoiding it costs.

"You are paying for Al whether you use it or not," she said. "You pay in hours your team spends
on work a machine does in seconds. You pay in the leads that go cold because nobody followed
up. You pay in the content that never got made and the offer that never got launched. That
invoice just doesn't have your name printed on it."

The pattern shows up most sharply in high six-figure businesses. The owner has become the
bottleneck. Growth requires more of their time, and their time is already spent. Hiring solves it
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https://lisaliebermanwang.com/

temporarily and expensively. Al solves
it structurally.

llluminate. Automate. Delegate.
Eliminate.

The four moves run in a fixed order,
and the order carries most of the
value.

llluminate. Before anything gets built
or cut, Al shines a light on the business

as it actually operates rather than as

the owner believes it operates. Which s k]
offers convert and which quietly drain =¥ f ijﬁ
resources. What language clients really  Lisa Lieberman-Wang, Business & Al Expert Strategist
use to describe their problems, pulled & #1 Bestselling Author

from sales calls and support tickets.

Where the pipeline leaks. Where the

leader's hours actually go.

Automate. Every repetitive task that survives the light gets handed to a system. Follow-up
sequences. Content repurposing. Proposal drafts. Meeting summaries and CRM updates.
Reporting that someone currently assembles by hand every Monday. Work that consumed hours
now runs in the background.

Delegate. Al takes the first draft of everything else. Marketing copy, sales scripts, client
deliverables, research. The team stops starting from a blank page and starts editing from eighty
percent. Quality rises, because judgment gets spent on judgment instead of on production.

Eliminate. What remains is the work that no longer serves the business. The report nobody
reads. The offer that made sense three years ago. The approval step built for a company half this
size. Most owners cannot see any of it until it has been lit up, which is why this move comes

last.

"Everybody wants to start by cutting," she said. "You cannot cut what you cannot see. llluminate
first. Then you automate what should stay, delegate what needs a doer, and eliminate what
should never have survived this long."

Where to start, according to the framework
Three practical entry points require no budget and no new software:

Audit two weeks of your own calendar with Al. Export it, feed it in, and ask which entries
generated revenue, which prevented a problem, and which existed only because nobody



guestioned them. Most leaders find between eight and twelve hours a week in the third
category.

Mine your own sales calls before writing any marketing. Transcripts of ten client conversations
contain the exact phrasing prospects use to describe their problems. That language converts
better than anything written from imagination, and it is already sitting in a recordings folder.

Automate the follow-up before automating the outreach. Most businesses chase new leads while
existing ones go cold. Sequencing follow-up is faster to build, cheaper to run, and works on
people who already raised their hand.

Businesses implementing the full methodology typically reclaim 15 to 20 hours per week and
redirect that time into revenue-generating work.

Built for two markets at once

The methodology reaches entrepreneurs, coaches, and consultants through Mastery to Millions
and the Al Authority Accelerator. Corporations engage directly for executive training in Al-
powered marketing, sales, and leadership communication, with past clients including Fortune
500 companies and midsize corporations.

"A twelve-person business and a Fortune 500 division have the same problem," she said.
"Talented people spending their days on work that should not require a person. The scale is
different. The fix is identical."

Availability

Al Marketing Mastery is taught inside Mastery to Millions and previewed in the free workshop
Leveraging Al. Registration and program details are available at www.lisaliebermanwang.com.
Corporate training inquiries can be directed to lisa@finetofab.com.

ABOUT LISA LIEBERMAN-WANG

Lisa Lieberman-Wang is a Business and Al Strategist, TEDx speaker, and number one
international bestselling author who has trained more than 300,000 entrepreneurs and
executives worldwide. Over 35 years she has held corporate sales leadership roles at IBM and
MCI, trained Fortune 100 and Fortune 500 organizations, spoken to arenas of 25,000 or more.
She holds eight Al certifications and has spent the past seven years implementing Al across
every function of her own company and her clients'. Her work has been featured in Forbes, Inc.
Magazine, Fox Business, Entrepreneur, HuffPost, and Yahoo Finance, and on ABC, NBC, and
CBS.

Learn more at www.lisaliebermanwang.com.
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