=== A FIELD RESOURCE - ONE PAGE EACH

Al guardrails for marketing teams

Simple rules your team can actually remember — so people can

move fast without fear, and you can show your work later. Fill it in,

then post it where the team will see it.

O

O

O

O

Never put PHI or anything patient-identifiable into a public Al tool. This should already be muscle
memory, but say it out loud anyway. Most marketing folks rarely touch that data — confirm who

actually does.

Treat confidential and competitive material the same way. Strategy, unreleased work, contracts:
anything you wouldn’t email to a competitor stays out of consumer tools unless it’s an approved,
enterprise account.

Know the difference between consumer and business tiers. They handle your data differently. Use
approved accounts for work, and understand what each one does and doesn’t do with what you type
into it.

Keep a human on the hook for the output. Al is confidently wrong sometimes. Someone owns the final
product, especially anything public-facing or regulated.

Bring IT and security in early, not after. You want them as partners who helped shape the rules, not a
team that finds out later.

Add your own. Every team has a rule specific to how it works. Write it down now.

Which tools, right now. The question you'll get most is “can | use X?” — answer it once, here.

APPROVED ASK FIRST NEVER

Who does what. Rules without names attached don’t survive their first real question.

APPROVES NEW TOOLS QUESTIONS GO TO IF SOMETHING GOES WRONG, TELL

OWNED BY LAST REVIEWED

Mistakes will happen — that’s the point of writing this down first. Flag it fast, fix it together, adjust the rule.

Nobody gets punished for asking.

DR.
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= A ONE-WEEK WORKSHEET

Where to start Monday

Al starts with you. You don’t have to love it — you do have to
acknowledge it. Four moves, one week — then a 30-day check. Write
in the blanks as you go.

1 Gofirst

Pick one task you still do the slow way — a strategy brief from a blank page, a deck one slide at a time —
and run it through Al this week.

THE TASK

WHAT HAPPENED

2 Read the room

Your team is a spectrum, not one audience. Someone is already moving faster than you realize; someone
else is quietly intimidated. Find both before you push anything.

ALREADY BUILDING

SKEPTICAL OR STUCK

3 Make one win visible

Put a “Demo Friday” on the calendar: a quick show-and-tell of whatever people have been using Al to do.
No prep, no slides. The point is to make the wins visible and let adoption spread because people are
excited, not told.

FIRST ONE IS ON

4 Setthe guardrails

Book thirty minutes with IT or security and draft the rules together — see the one-pager on the other side.
Partners who shaped the rules beat a team that finds out later.

MEETING BOOKED WITH

Come back in 30 days.

D Demo Friday #1 actually happened — and #2 is on the calendar.
O rve picked my second slow task to run through Al.

WHAT CHANGED ON THE TEAM

The gap was never really about skills. It was about who was willing to go first.
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