WORKING WITH Al,

AD ASTRA Al

Your competitive edge is in the margins.
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NOT SEARCHING WITH IT

A FIELD GUIDE

Ten Principles to Gain Your Al Edge

M

ost people get thin results from Al for one reason: they treatitlike a faster search engine. The people pulling real value from it

aren'tusing secret prompts or special tools — they've changed their relationship to the thing. They bringitin earlier, hand it

more context, and argue with itlike a sharp colleague rather than queryingitlike a database. This guide is that shift, made practical: a

posture to adopt, ten principles that follow from it, and the move that turns using Al into an actual advantage.

¢ POSTURE OVER PROMPTS

¢ The quality of what you get is set before you type. It's decided by how you treat the tool. Approach it as a vending

machine and you'll get vending-machine answers; approach it as a capable collaborator and the good output follows.

¢ Your posture writes your prompts. You don't need a template library. Once you relate to Al as a thinking partner, the right

way to talk to it becomes obvious — and no clever prompt rescues the wrong posture.

¢ Theedgeisn'tin thetool —it's in what you point it at. Everyone has access to the same models. The advantage goes to

the person who brings better judgment about which problems are worth aiming it at.

The ten principles below are all the same posture in action: Al is a colleague you think alongside, not a machine you query.

& THE TEN PRINCIPLES

Invite it to the table early.
Bring Al in while you're still figuring out the problem —
notafteryou've decided and just wantittyped up.

Make it interview you.
Propose an idea and have it question you until your own
thinking sharpens.

“Interview me about this until we find what I'm
missing.”

Make it argue against you.
Ask for the strongest case against your plan, or have it
play a skeptical customer or investor. Don't use it only to

agree with you.

Push past the first answer.
The value is in turn three, not turn one. Most people stop

too early.

“Sharper. What's weak here? Give me three
more, weirder.”

Give it context like a new hire.
Itknows everything exceptyour situation. Tell it who you
are, whatyou're trying to do, and whatyou've already

tried.

Complain to it.
Describe a problem you keep avoiding and see whatit
surfaces. Venting, it turns out, is a great prompt.

“Here's what's been frustrating me about my
business lately...”

Ask what you're not asking.
Turn it from an answer machine into an advisor.

“What questions should I be asking about this
that I haven't thought of?”

Aim it at real goals.
Use it to set ambitions and design the system toreach

them —notjustanswer trivia.

“Help me set ambitious 2026 goals, then design
a weekly system to actually follow through.”



() Think out loud with it. IO Know what to keep human.

Use it to draft your own thinking— a personal Itaccelerates judgment;itdoesn'treplace it. You decide
constitution, your operating principles, the decision —itdrafts. The momentit matters mostis the momenta
you're stuck on. person should own it.

“Help me write a personal constitution for how
I live and run my business.”

€ BUILDING BEATS SEARCHING

Once these ten become habit, a bigger shift arrives. You stop asking Al things and start building things with it — tools, systems,

and workflows that run inside your business instead of living in a chat window.

A search gives you an answer once. A built thing gives you leverage every day.

That's the real line between people who use Al and people who gain an edge from it. The question stops being "what can Al tell

me?" and becomes the one that changes everything: what can I build? If you've started asking it, you're ready for the next step.
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Al isn't the advantage. Knowing what to point it at is.

A note on use. Shared as a field guide for thinking clearly about Al. The principles are general; the edge comes from applying them to
your actual business. © 2026 Ad Astra Al, a Cato Consulting Group company.
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