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TECHNOLOGY

Al's Competence
Penalty

Despite companywide pushes to incor-
porate Al tools into work—and big
promises that they’ll help improve
employee performance—many workers
resist them. A new study suggests why:
Adopting Al can make employees seem
less competent to their peers.



TECHNOLOGY

Who Embraces Al?

You may think that tech-savvy con-
sumers are the most willing to try Al
products and services, while those
without know-how are slower adopters.
The opposite is more likely.

Across seven studies involving
thousands of U.S.-based participants,
researchers found that the less people
knew about Al and how it worked, the
more receptive they were to using it.



COMPETITIVE STRATEGY

Should Your Company Innovate or Imitate?

Many firms prize innovation, but given the steep cost of failurg, is it always advisable? Or might it sometimes be more lucrative to imitate competitors?

Industry maturity
To find the rlght strategy, companles must first

determine whether they operate In a nascent Industry

with relatively few rivals or In a crowded, mature

Industry. Next they should plot how they compare with

competitors on key Industry performance criterla (for
example, In the alrline Industry, on quality and cost).
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Source: "When to Innovate and When to Imitate,”

by Fellpe A. Csaszar, Rebecca Karp, and Marla Roche

(HER.org, 2025b)

Nascent industry

In nascent Industrles It's more advantageous to
leapfrog over competitors and chart out new
terrltory. Your company can establish Itself as a
leader, while others experiment with Incremental
Improvements.
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Mature industry

In mature Industrles It's better to Imitate companles
that are near you In the competitive landscape—that Is,
rivals within your “Imitation radlus®™—rather than distant
leaders on the Industry’s frontler. Sequentlal Imitation
of nearby competltors can help you bulld Important
capabllities as you catch up—while attempting to mimic
leaders may draln your resources.
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Appendix Measures and Items at Organizational Unit Level”

Exploratory innovation
Our unit accepts demands that go beyond existing products and services
We mvent new products and services
We experiment with new products and services i our local market
We commercialize products and services that are completely new to our unat
We frequently utilize new opportumties in new markets
Our unit regularly uses new distribution channels
We regularly search for and approach new clients in new markets®
Exploitative innovation
We frequently refine the provision of existing products and services
We regularly implement small adaptations to existing products and services
We mfroduce improved, but existing products and services for our local market
We umprove our provision’s efficiency of products and services
We mcrease economuies of scales mn existing markets
Our unit expands services for existing clients
Lowering costs of internal processes is an important objective”
Centralization of decision-making (Hage and Aiken 1967, Dewar et al. 1980)
There can be lhittle action taken here until a supervisor approves a decision
A person who wants to make his own decisions would be quuckly discouraged
Even small matters have to be referred to someone higher up for a final decision
Umit members need to ask their supervisor before they do almost anything
Most decisions people make here have to have their supervisor’s approval



DEBILIDADES EN LA GESTION DE LA INNOVACION
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The Business Model Canvas

asspned o Dassgnad by

Lrana:

Wisrgion:

Key Partnerships

S

Key Activities

7

Key Resources

Value Propositions % Customer Relationships Q?

Channels @

Customer Segments

&

Cost Structure

% Revenue Streams

Make better strategic work. Playbooks  Copyright Strategyzer AG
that align teams and drive results.

Theiy mrchionrs of Gugineas Afods! Genmwimin and Srategyrer

o ek 1 Bl i B D ey A e e | G L bl L e
| T vt iy F U b, i B o o iy g T e T i L L
|

e e s Donm o, BT Do B Ula e Vs DA RRCGE LML

G Strategyzer

BLIAbSFyEs.COm



Wm! “m
—

=

TS s

EXpIOrqtiOn

: s 4
| -"'-II .--..-_ i -..-.- : I Jlr
- : : :
| | i o \E n \
. = e 1
K : ‘- I
©)) ) » |
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What do you offer to
the customer?

Value
Proposition

How Is the value
proposition created?

How IS revenue
created?

Revenue
Model

Who is your target
customer (segment)?
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Plataforma de
Diagnostico
de Madurez

Organizacional

Basado en los marcos tedricos de Madurez
Digital (Kroh et al., 2020)

y Madurez en Gestion de Proyectos (Kerzner)
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E cosistema d fi‘\ Empmgﬁrial




" mmv)

( Asistentes )
Chat inteligente

Accion autonoma

Recuperacion aumentada
de conocimiento



Asistentes, RAG y agentes
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Respuasta contextualizada




Usuario
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Respuesta



Accion ejecutada + respuesta






Retail = Banca - Salud - Otros
asistente de recomendacion soporte automatizado  triage inicial planificacion de viajes



\ 1L ¥
ﬁt\“ 1( Universidad

‘: _..
<.« |CeS|
6N

Taller Aplicado

Paso 1: Crear el asistente

Paso 3. Carga de Documentos (RAG)

Paso 4: Ajustar comportamiento (Prompt del Asistente)

Paso 5: Pruebas de Recuperacion (Playground)

Paso 6: Optimizacion de la Arquitectura de Recuperacion (Hiperparametros)
Paso 7: Revision por Pares y Retroalimentacion (Entregable)












