Stop Talking About Al and Start Using It: A Practical Application for Busy
Channel Executives

Theoretically, this should be the easiest blog post | ever write — because I’'m not planning on doing much
of the writing. I’'m going to test how well Al-powered Google Gemini summarizes RSPA podcasts.

I’'m not doing this because of a sudden onset of writer’s block. I’'m running this test for two reasons:

e RSPA members are clamoring for insights on which Al tools can help save them time and run
their business better. As one channel executive emailed me, “We need to move from ‘Al could
do X’ to ‘Al is doing X and here’s how you can, too.’ It's the ‘prove it’ stage that people want
now.”

e Every VAR and ISV leader I've crossed paths with in 2025 is busy — extremely busy. If this test
can show us how to achieve an outcome in a fraction of the time, hopefully we can apply it

elsewhere and realize greater efficiencies.

Test #1 will be conducted on RSPA Trusted Advisor Ep. 136: Creating an Ownership Culture with
Payteva’s Steve Casteel. Let’s say you’re not in a position to listen to the 43-minute episode, and you
don’t want to pore through the transcript. So you copy-and-paste as many characters as allowed into
Gemini looking for insights. Let’s see what these prompts yield.

Prompt: In 150 words or fewer, what is the most important takeaway from this conversation and
please list 1 or 2 specifics to support that.

Answer: The most important takeaway is that building a strong company hinges on treating employees
as partners and fostering genuine, long-term relationships with customers. Payteva's success is a direct
result of its employee-centric culture. Two specific examples are: 1) the "sweat equity" program, which
allows agents to earn up to 10% ownership by consistently hitting sales goals, and 2) a survivorship
clause for vested residuals, which continues to pay an agent or their family even after they leave or pass
away. These unique benefits ensure that agents are invested owners, not just employees.

My reaction: That’s a helpful summary. While not as detailed as the actual interview of course, it shares
specifics that could prompt you (pun intended) to search the transcript and listen to the portions of the
interview about sweat equity and survivorship.

Prompt: In 100 words or fewer, what is the most important takeaway from this conversation?

Answer: The most important takeaway from this conversation is that building a successful company isn't
just about selling a product—it's about creating a culture where employees, partners, and customers
feel like they're part of a shared mission. By empowering his team with vested ownership and treating
every interaction as an opportunity to advise rather than just sell, Steve Casteel of Payteva has built a
business with low turnover and a strong reputation, proving that a long-term, relationship-focused
approach can be more profitable than a short-term, transactional one.

My reaction: Boo hiss. That summary provides me with way more platitudes than specifics. Let’s see
what happens when the prompt gives Gemini a third try and 50 additional words of latitude.

Prompt: In 100-150 words, what is the most important takeaway from this conversation?
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Answer: The most important takeaway from this conversation is that building a successful and
competitive retail IT business against large, VC-backed firms isn't just about technology; it's about long-
term relationships and culture. Payteva's founder, Steve Casteel, highlights this by focusing on:

e Employee investment: They attract and retain talent by offering vested interest programs,
including equity ownership and survivorship clauses for residuals. This turns employees into
"invested owners" who are committed to the company's long-term success, reducing turnover
and fostering a shared sense of purpose.

e Local community engagement: The company actively participates in local associations and
chambers of commerce. This hands-on, local presence helps build trust and relationships, which
the larger, impersonal "800-number" competitors can't replicate.

e Customer advocacy: Payteva builds trust by being transparent. Their no-obligation quote tool
advises potential clients whether they're getting a good deal, even if it means recommending a
competitor. This positions them as a trusted advisor rather than a pushy salesperson,
strengthening their brand and reputation.

My reaction: That was the best result of all. Tons of specifics, very organized, and detailed. I've learned
that Gemini gets “smarter” the more that you use it. It seems to realize what it shared earlier wasn’t
satisfactory, and so it generates a different (usually better) result. Let’s try that prompt on a few other
episodes.

Save the date for the retail IT channel’s #1 trade show, education conference, and networking event.
RetailNOW 2026 is set for July 26-28 at the new Caesars Forum in Las Vegas. It’s Where The Industry
Meets!

Test #2 will be conducted on RSPA Trusted Advisor Ep. 141: Leadership Communication Keys with
COCARD’s Dan Brattland, a 47-minute interview.

Prompt: In 100-150 words, what is the most important takeaway from this conversation?

Answer: The most important takeaway from this conversation is that effective communication in
leadership is rooted in listening, introspection, and taking responsibility, not just being a "big talker."
Speaker Dan Brattland highlights that his natural communication ability was a "double-edged sword"
until he learned to be an effective listener. He emphasizes that great leaders and communicators must
be transparent and true to themselves rather than trying to imitate others. Furthermore, a key
leadership trait is to always take responsibility for a team's mistakes and ask, "What have | done to not
communicate properly?" This introspective approach is what allows a leader to continually improve and
coach others effectively.

My reaction: | thought that answer was a little too general and not easy to navigate. So | tried this
follow-on prompt.

Prompt: Try that again but with some bulleted specifics.

Answer: The core takeaway is that effective leadership communication hinges on listening and
personal accountability, not merely being a skilled speaker. While Dan Brattland possessed a natural
ability to speak, he learned that this talent could be a "double-edged sword" (a "topper") until he
focused on becoming an effective listener. His development and leadership philosophy revolve around
several key practices:
e Prioritize Listening: Effective communicators are not "big talkers" but are instead great
listeners, a skill he refined through professional development.
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e Take Total Responsibility: In any failure, a leader must accept the burden and never place
blame. They should always ask, "What have | done to not communicate properly?"

e Be True to Yourself: Leaders should be transparent and authentic, adapting communication
methods to individuals (like a coach adapts to different players) but always staying true to their
own style to avoid seeming phony.

e Practice Daily: Communication skills must be practiced constantly, not just in the workplace but
also at home, by slowing down, avoiding a knee-jerk reaction, and adopting a mindset of
"fascination versus frustration."

My reaction: That was much more helpful and insightful. Gemini captured some of the key practices Dan
shared, and inquiring VAR and ISV leaders can dive into the episode if they want more.

Those were both one-on-one conversations. I’'m curious how Gemini handles me interviewing two
people. Test #3 will be conducted on RSPA Trusted Advisor Ep. 140: Carl Boutet, Mike Monocello Offer
Post-RetailNOW 2025 Analysis, a 52-minute interview.

Prompt: In 100-150 words, what is the most important takeaway from this conversation? Include
some bulleted specifics.

Answer: The most important takeaway from RetailNOW 2025 is the strengthening and evolution of the
retail technology channel, marked by an infusion of new energy and a focus on new revenue streams
like data monetization.

Attendees Mike Monocello and Carl Boutet both emphasized a palpable sense of community—a deep,
collaborative bond unique to the RSPA that goes beyond a mere business ecosystem. The event signaled
a move toward a more diversified and younger industry, actively seeking to help mid-market retailers
remain competitive by leveraging new technology. Key specifics include:

¢ Youth and Energy: The event saw many fresh young faces and "hungry" individuals actively
involved in the RSPA board, signaling a strong future for the channel.

e Broadened Scope: The show floor and the RSPA's mission now reflect the broader retail
technology ecosystem, moving far beyond basic POS to include security, networking, and
marketing solutions.

e Data Monetization: A critical emerging theme is the monetization of merchant data, raising
questions about legalities and ensuring that resellers (VARs) are compensated for facilitating
these valuable customer relationships.

e Community DNA: The strong, collaborative "warm and fuzzy" bond between members remains
the core DNA of the RSPA.

My reaction: That was fine, but | noticed that because of Gemini’s limit on how many characters | could
use in my query, | could only glean insights from the first 24 minutes of the interview. I'm going to try
the same prompt but instead copy-and-paste as much text as | can from after the 24-minute mark.

Prompt: In 100-150 words, what is the most important takeaway from this conversation? Include
some bulleted specifics.

Answer: The most important takeaway from Carl Boutet’s perspective on RetailNOW is the channel’s
discipline and maturity in adopting new technology, specifically Artificial Intelligence (Al), by focusing
on practical application over hype.

In contrast to large retail shows where Al is often a sensationalized marketing tool, RetailNOW
exhibitors demonstrated a measured and realistic approach. They prioritize solving real business
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problems for the small-to-mid-size market rather than chasing expensive "vaporware," filtering
aspirations through a reality check.

e Practical Al Application: The focus was on how Al is subtly baked into products to improve
existing software and create small, effective changes, rather than leading with Al as a
standalone feature.

e Maturity Over Hype: Carl noted it was "refreshing" that vendors weren’t "screaming Al" and
cautioned against ignoring new technologies, emphasizing the need for balance between
curiosity and discipline.

e Focus on Core Needs: The channel prioritizes solutions that address customer needs and
support the existing point-of-sale (POS) infrastructure, seeing themselves as the filter between
industry aspirations and actionable reality.

My reaction: Aside from totally ignoring Monocello, Gemini accurately captured some helpful details. Of
course | would rather you listen to the entire conversation to enjoy my wit and to hear me thank RSPA
Platinum Sponsor BlueStar and Gold Sponsors COCARD, Epson, Heartland, and ScanSource, but gleaning
insights from a summary of our content is better than no engagement at all.

That concludes today’s test which | think was a success. Hopefully it showed some effective prompts to
save you time summarizing interviews, articles, and other content you’re too busy to consume start-to-
finish, or to offer you guidance if it’s worth investing your time consuming the complete version of the
content.

| assume | could use pointers on my prompts, and someone on the RSPA Al Advisory Group could direct
me towards a better tool or more automated way to pull the data for review.

But | achieved the outcomes | was looking for — plus creating this piece took only half the time | usually
spend at my desk crafting a typical RSPA Blog post.

| can use this newfound time to hop on those takeaways from my morning conversation with an RSPA
VAR member. Or | can spend more time advising my co-worker who recently moved into a new role. Or
perhaps I'll take that extra time to go for a walk and, ironically, listen to a podcast.

Whatever | choose, it will be a higher and better use of my time than administrative work at my
keyboard. Al can be a powerful tool for high-initiative VARs and ISVs who learn how to harness it.

Bonus Al Test
Prompt: What are some great headlines for this article?

Answer: This is a fantastic article! It's timely, practical, and provides a clear "proof of concept" for Al
tools. Here are some great headline options, broken down by category, to capture the attention of RSPA
members, VARs, and ISVs:

Direct & Benefit-Driven (Focus on Time Savings & Efficiency)

These headlines immediately tell the reader what they'll gain: time and insights.
1. Alls Doing X: | Tested Gemini on RSPA Podcasts to Cut My Writing Time by 50%
2. The VAR/ISV Time Hack: Using Al to Get Podcast Takeaways in Minutes, Not Hours
3. Proof of Concept: How | Used Gemini to Summarize RSPA Podcasts and Save Hours
4. Stop Talking About Al and Start Using It: A Practical Test for Channel Efficiency

Curiosity & Intrigue (Focus on the Test/Experiment)
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These use a little mystery or a bold statement to encourage a click, especially by those interested in Al's
performance.

5. 1Tried to Make Gemini Write My Blog Post. Here's What | Learned About Al for VARs.

6. The Laziest Blog Post Ever? Testing How Well Al Summarizes the RSPA Trusted Advisor

7. Can Al Replace Your Podcast Listening Time? My Gemini Prompt-Test Results

8. The "Prove It" Stage: Did Al Pass the RSPA Podcast Summary Test?

Actionable & "How To" (Focus on the Prompts)
Since the article highlights which prompts work best, these headlines appeal to readers looking for a
specific skill to adopt.

9. The Best Prompts to Get Actionable Insights from Gemini (and Stop Getting Platitudes)

10. Listen Less, Know More: My Go-To Prompts for Summarizing Any Industry Content

11. From 43-Minute Podcast to Bulleted Takeaways: The Gemini Prompt That Works

My reaction: This is where | think human > Al but also where human (insert handshake emoji here) Al.
Gemini will never know the target audience for this piece as well as | should, which is why the
computer’s #1 recommendation focused on saving writing time. That’s an important benefit to me, but
not to an ISO in Sandusky, OH, or an ISV in Bozeman, MT.

“The ‘Prove It’ Stage: Did Al Pass the RSPA Podcast Summary Test?” was intriguing but | thought it didn’t
speak enough to my target audience of RSPA members who are all channel executives. The suggestion
“Stop Talking About Al and Start Using It: A Practical Test for Channel Efficiency” got closer to the mark
but still needed a tweak.

As you saw at the top of this post, | went with “Stop Talking About Al and Start Using It: A Practical
Application for Busy Channel Executives” because it speaks to my target audience (busy channel

executives) and highlights something they are clamoring for (practical application of Al).

Keep in mind, | have nearly 40 years of experience writing headlines, and in 7 seconds Gemini got me
pretty close to the finish line.

Again, Al can be a powerful tool for high-initiative VARs and ISVs who learn how to harness it.

Be sure to save the date for the retail IT channel’s #1 trade show, education conference, and
networking event: RetailNOW 2026, July 26-28 at Caesars Forum in Las Vegas
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