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All right, so I'm going to share my screen here real quick and let's get rocking and rolling. Exciting stuff coming up too, by the way. So just a quick recap. So right now you've experienced your clone responding with context about your life and your goals. You know, you have your personal DNA out there, you've expanded it. Everybody, anybody not expanded their DNA now? I know over
Everybody pretty much had gotten close to it. I'm not sure if Carrie had been able to wrap hers up, but everybody's all done with the personal DNA expansion.
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Yes.
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Everybody got the files out there. You got your voice skill out there. Good, good, good, good. And you know, we've talked a lot about the context sandwich, you know, so, and that's so critically important is to be able to provide the proper context to Claude so that it knows where you're starting from. But then also to talk about what
good looks like. And if you can give examples, that's even better. We haven't done a lot of screenshots with Claude, but screenshots are really effective too. Picture really is worth 1000 words. And Claude is able to read pictures very well. But we've talked a lot about the context sandwich.
And then we also have learned about how important pattern recognition is. Really haven't touched that much on other models, but there are some other models out there that are quite strong whenever it comes to certain things like image files. It's where all of my images come from Gemini.
And I don't know that, you know, I know Savannah has to pull images and she's been working on specific prompts. But if you guys ever need to get to Gemini, you can go here. Now, I'm just going to show you this briefly because I think it's quite powerful. Gemini is also the tool that I use for the videos that I don't have a transcript.
Four.
I can very quickly upload a video and I have this prompt here that I use for my YouTube. Upload a video and ask it to, and here's, I'll just show the prompt, make it bigger if I can.
Okay, so the video, and then I ask it to A, listen to the video and provide a transcript, like a breakdown.
And then write a YouTube ready description. Tell me what the SEO words are that you're using to rank for, give me an image prompt, and then give me LinkedIn and social media promotions for the video. So like the video that I did yesterday, I can show you the one that I just published last night.
And so I uploaded the video. I'll start from the beginning.
Oh, wait, where is it? Okay, well, I guess I'll just start with this one. So you upload the video. Here is the video transcript. It gives you the breakdown.
because it listened to it. And then afterwards, it told me what the SEO is that it cares about. Here's the description.
right? The title, the description. And then it gives me this part of the time stamps that I put into the YouTube, because YouTube will actually break the video up by that. And then it gives me the Manja style image concept. And then I take this image and I created the image.
in a separate one and there's the image, okay? Based off of that concept. Now, the great thing about Gemini and the reason why I'm telling you this is Gemini has what's called gems, which is really very cool. So you can actually, if you need to, there's all kinds of really cool gems that you can use.
You can see all the images that I've had it downloaded. It saves it all. So like you could just redownload it if you need to. All of the stuff, all of it, all of it, right? But it also has what's called gems. And so you can actually have it save things like what we're going to be doing here, skills and playbooks and all of that.
Okay, what I have found though with Gemini is I love it for the images.
And I love what it does with the videos, but I don't like anything else that it does. So just so you know. ChatGPT has its strengths as well. But for the most part, what I will tell you whenever we're looking for a virtual assistant, unless you need images or you need a video transcribed, I recommend that we stick with Claude. But you guys,
You know, if you run across something where Claude's not kind of giving you what you need, let's talk about it because there are a lot of other tools out there too. As you know, I've talked about the fact that I'm transcribing a lot of my articles into Claude. Claude and I are coming up with an outline and then I'm just talking into it. And then it's taking what I say,
checking it for grammar and flow and then giving me my article back. And it's powerful to do that. Raj just asked me if I've ever used Whisper. There's A Whisper that you can add to Claude or use through Claude and it smooths it out even more. So there's a lot of potential there that you could do with it. So all of this pattern recognition, and by the way, you saw the pattern recognition, right?
to where all of these images, they look like the same person created them. And if you notice Savannah's images, they look like the same person created them. It picks up the pattern and it starts replicating the pattern for you. And that's important. All of these AI programs are picking up on patterns. Okay?
So, and so now that we have performed, if you will, these aspects, we are about 75% in terms of completing your clone. Now, one could argue that your clone is never really completed.
But to the point of where we need to be to start building playbooks and skills and artifacts and all of those things that will help us to become more efficient, we're getting pretty darn close, especially as it relates to the personal. But now it's time to scale it to our business side.
Okay. And so this is where some of the prompts that you guys have been playing with are going to come in more handy because it's going to be so powerful, because today we're going to talk about building your business DNA. Okay. So, but before we start talking about business DNA, I want to remind you about sensitive information.
OK, and remember, just this is all.
headers here you can find. Okay. So we're going to talk about sensitive information. Remember that we're wanting to share with Claude best practices in terms of patterns.
Don't give it, don't ever give it passwords. Don't ever give it details as far as your financials are concerned. Don't give it anything that you don't want to accidentally leak out. Even if you're using incognito mode, it has to save it on its servers for 30 days. Now, it's not supposed to be sharing it anywhere, but there's a lot of hackers out there.
there, right? So you can't assume anything. So just know that. So you want to make sure things are generalized, anonymous. And so, you know, we had this whole traffic light framework, what's safe to share, what's caution, and what you need to keep private. So remember the safe to share, the share freely.
is your clone needs this when you're doing your business DNA. Okay? The mission, vision, and values. Now, I've given you samples of what I've written.
But remember that you're using your...
Do you want to treat Claude like Claude is your virtual assistant?
Which means while you are going to be talking about CRA resources and what our vision, our mission, and our purpose is, you're talking about what your vision, mission, and purpose is, right? Because Angela's view of the company is going to be different.
than Mai's view of the company. And that's going to be different than Jenny's view of the company. And it's going to be different than Carrie's view of the company. You guys with me? So while I want to give you some base so that you don't have to figure it out.
Use what's relevant, but add your own. Okay, so like Mai loves graduating people. So Mai, you need to talk about that as a goal. Your goal is to, right? Are you guys with me? You know, so building relationships, building bridges, helping people find jobs, being able, like Savannah, to work seamlessly with the client to establish
interviews and to be able to provide submission packages and prep resumes that really tell the story. And Carrie, you're providing submission formats that really sell what the candidate is there for. And this is why they fit and et cetera, et cetera, et cetera. You can't just take the basic.
vision, mission, and values, and you have to make them yours for this to be effective. Okay? So just kind of keep that in mind, even though I've given you some base. Okay? Industry and market content, I've given you some benchmarking that I've done, so you don't have to go out and redo the benchmarking. But again, if you know other information,
add it, change it, delete it. If you're curious about something, do that as well. Public messaging tone, business model overview, target audience, demographics, everything that's published already, general challenges, goals, things like that. Those are all safe to share and Claude actually needs those things.
in order to be able to become your virtual assistant. Okay?
But what you want to be careful about sharing is revenue. Now you could give ranges. Like for example, if you guys have personal goals, let's say I want to close in my patio, Natalie, I want to close in my patio. I'm looking at putting in a pool. I want to do this. This is kind of what I want to earn for the next blah, blah, blah with placement. So if I get X number of placements, this gives me a range.
Perfect, perfect to share. And I highly recommend that you do that. I'm saving for a house. I'm doing this, I'm doing that. I wanna move to another country. Whatever it is, what is the range that you're looking to get? Claude will help you. If Claude knows that you're trying to earn a number of placements,
It's going to help you whenever it's crafting your messages, because it's going to know that that's what you're trying to do is to get people in the pipeline so you can get them placed, get them interviewed, get them this, that, or the other, because you've got this revenue target that you're trying to achieve. So again, share that. Just don't give it exact figures, right? Just say, I need X number of placements or one number of this, or I want this many people to come in and get graduated, et cetera. Share.
Okay. Just be general. Okay. Competitive, competitor observations, client personas. I want to share the client personas that I have established to a certain extent. Pricing philosophy, don't worry too much about that. I've given you what I've said. In internal processes, we never, never, never, never, never
want to upload our specific training documents, our information like that out there, because that's proprietary to us. It's what makes us so good. And we don't want that to get out there in the public spectrum. Okay. And then what's we want to keep specific private is, of course, exact financials, bank details, passwords, client names, contracts.
If you have to do something with the contract or something like that, you want to do it incognito mode so that it doesn't get, you know, feed into the models. I know that we've turned that toggle off, but you want to be very careful there. Legal matters, personal information, all of it. Okay, so just a reminder of those things. So the golden rule is you're...
describing patterns, not passwords. Okay. My client pays John Smith at Acme $5,000 a month. Or I work with the mid-size B2B companies, our own retainers averaging three to seven. See the difference? Everybody clear on that?
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All right. So what is a business DNA? So your personal DNA taught your clone who you are, but your business DNA teaches you what you're building. And I want you to look at this as your business, because it is really, you know, I mean, my, you run your own little area, Jenny, you run yours, Savannah, you run yours, you're all
key contributors to your corner of the business. This is yours, you know, and every one of you, whenever I've hired you, I've said, my goal is for you to take this business from me. I want this to be your business. Treat it like your business. What are you building?
Right? Every one of you are building something. Okay, what are you building? So this is the document that turns every AI interaction from generic advice into strategic business specific guidance. Okay? It's the infrastructure for your clone. And so the more detail that you provide it, the better output that you're going to get as it relates to supporting you in your
business endeavors, your posts, your resume comparisons, your this, your that, whatever. Okay. So, so again, personal DNA taught AI who you are, but business DA teaches AI what your business does. Okay. Now the business DNA document in general that I'm going to give to you to complete
there's this is the template and there's some key sections here. You're going to have a core identity section that does ask you questions about mission, vision, and values, products and value proposition, target market. And again, Natalie and Jenny's target market is different than Maya and Maya's.
Carrie, your target market is different than the recruitments and sourcing team. Savannah, your target market is different, right? It's yours. I'm going to give you the basics, but they're yours, so tailor them. Your goals and challenges, your goals and challenges, your
current priorities. Okay. Don't worry so much about the revenue and business model. I've given you what I've written. I'm not as worried about that unless you've got some personal goals for what you want to earn or what you want to do or what you want to accomplish. Okay. Competition and positioning. I've given you what I've already done for benchmarking. Feel free to add to it.
Teams and resources, you guys know the team, and then content marketing. Okay, so here's some snips from my business DNA. You guys can take a look at. I've given you the core business identity so that you already have that, right? The mission statement, what I see the mission statement to be,
And of course, this is the actual verbiage that I've got in there. Core values. And then of course, the product, services and value proposition. Again, what we do. Our main products, our unique selling proposition, our core benefits. This is exactly what's in my clone.
You guys tweak it to be for you. Okay. Your target market, ideal client profile. Okay. Again, I'm talking about companies. You guys are going to be talking about high quality candidates. Are you with me? So, and Savannah, you're probably going to be dealing with a little bit of a combination of both because you want to deal with sponsors who are
responsive who are this, you know, that type of thing, right? So again, you guys think whenever you're building these, where they hang out.
right? LinkedIn, maybe Substack. What they say when they're frustrated. Now, these are important because these are the, you remember the, what we talked about the calculation, thoughts plus feelings.
Times the action equals the result. Well, that...
is actually the core of what we're talking about here.
What are they thinking and feeling? What's their pain point? Right? So for me, my perfect client thinks there's a shortage of high quality CRAs.
We know that isn't true, but they think that it is. So it's a pain point, right? And then they complain about high turnover rate.
So I'm thinking about what are they thinking and feeling?
They can't get high quality CRAs and they've got a high turnover rate.
So you guys need to be thinking about, this is why you having your target audience is so important.
What is that high quality CRA thinking and feeling?
Right?
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I've got a question on this part real quick. So when we say what they say when they're frustrated, because there's some clients, I don't like how they act when they're frustrated. Some of them shut down, et cetera. If I put something like that in here, is it going to seek those type of clients out or?
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Okay.
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Because I'm just worried about attracting the wrong client. It's like I don't want the ones that go radio silent on me. I want the ones that stay engaged to help me consistently figure out problems.
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Well, what you're looking...
Well, start with the result.
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Carrie Thomas   18:11
Ohh.
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What do you want the result to be, Carrie?
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For us to stay engaged.
For this issue to be worked out, I guess, is the result.
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Right, a problem-solving client.
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Mhm.
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Right? So what is your problem solving the result? Start with the result. You guys always start with the result. Right? So let me say, let me look at it this way. Let's say that your goal is to buy the house.
That's the result. I want to buy the house. That's the result. Okay, so what actions do I need to take in order to buy a house?
Well, I need to save the money. I need to find out where I want to live. I need to be able to put a down, deposit down.
Right.
Well, what am I thinking and feeling?
What am I thinking and feeling that's going to enable me to buy that house? Well, I want to have stability. I want to have a backyard for the dogs. I want to do what are you thinking and feeling, right? But you start with the result. We do the same thing with this goal. What's your goal? Okay, well, I want to have problem solving clients. I want to have clients that are partners. That's my result.
What are they thinking and feeling?
And what actions do I want them to take?
Thai.
So, the problem-solving clients are thinking.
What are they thinking? Now for you, Carrie, they're probably thinking, oh my God, I got, I've got this huge project that's coming out and I'm really concerned that I'm not going to be able to get sea arrays in Houston.
Are you with me?
That's their frustration. That's their pain point.
So you want to think about where your result is. So my, your result is, I want to have X number of candidates graduated.
Right? So what are these really great high quality candidates thinking and feeling right now? They woke up this morning without a job. They can't put their kiddo in college this semester, or they're about to lose their house.
So what are the actions do you want them to take? Well, I want them to respond to my LinkedIn thing.
I want them to complete the pre-qualification questions. I want them to have a buttoned up LinkedIn profile or be open to correcting one, right? They're the actions that I want them to take. This is my perfect client. That's your perfect story. That's your perfect scenario. That's your target audience. Are you guys with me?
You see how you did that? Start with the result.
Think about what they're thinking and feeling, and then what are the actions that need to happen to get them there? That is the compound. That's the formula. It's right here. And it's in this DNA profile we've talked about. So what are they thinking and feeling?
OK, and what have they tried before?
What have these clients tried to do before to be able to source CRAs for that upcoming large-scale phase 3?
Partners, they went to a CRO. Was it?
It was a disaster. Wow, I always said
It was a disaster, right? It was a disaster. They've tried it before. They don't want to do that again.
Some companies have tried to source it themselves.
What happened? They got overwhelmed with fraudulent candidates, or maybe they made a bad hire. Are you guys with me? Start with the result and then back into it. What do you want? What do you want? And then back into it. Okay?
All right. So what have they tried before? Business goals and challenges. Again, here's these. So I've given you what mine were, but they're not going to be yours, obviously. But here's just some to give you some ideas. Revenue and business model. I left this blank because what my company's revenue and business model is, has nothing to do with you guys.
building an add-on to your house or buying a house or whatever, right? So you guys, and there's specific questions it'll go through. So just answer them. Leave them blank if you don't have one, but you should have one. Everybody's got one, right? They got bills to pay. Competition and positioning. I have given you my benchmark here.
Okay, but I don't want you just to copy and paste this in there. I want you to read this and then I want you to tweak it because you're going to see things in here that I didn't see. You're going to see what Solomon does and then you're going to think, you know what, they might do this well, but we do this better and here's why. So read it, tweak it, add to it. Okay. Opportunities, et cetera.
because it's what the competitors are, what they do well.
And then what we do better, what they do better, all of that, right? Contents and marketing, and that was supposed to be yellow, sorry. Contents and marketing. And this clearly is where we're gonna be spending a lot of our saved time is in writing the post or whatever. So, you know, it asks you what platforms you're active on.
Like, you know, we've got our recruiting blog, the recruiting, you know, the CRA resources.com site, the community blog, the LinkedIn. We're building on Substack right now. This is mine, right? So you guys are going to be talking about yours. We got the LinkedIn newsletter. We've got all of the, all of the, all of it. The content that works best, you guys need to use your judgment on this is the content that works best for me right now.
Doesn't mean it's gonna work best for me tomorrow, and it doesn't mean it works best for you either. So again, my answer, but tweak it for yours, okay? So this is this breakdown.
Right here.
Okay, so here's how you do it.
So steps to build your business DNA. You're going to open up a free markdown editor. Okay, I like this one best. Super, super simple. So you just go here.
And you open up this markdown editor. Super simple.
Okay, you can see where my business DNA is still in there. Okay. Now, you remember we talked about what the markdown files are. So what you're going to do is you're going to copy this business DNA.
going to copy it and you're going to put it in here and you're going to start filling it in. And you'll know if something goes awry because this is what it looks like in regular text, right? You see how I've got.
It just kind of flows. You've got the little dashes or whatever. So if you make a mistake and you accidentally remove something that you shouldn't, you'll see that it won't look right over here. But you could also get Claude to fix it for you later. It's not the end of the world if something does, but this is where I've just populated it. So you just type it in there. Copy and paste what's mine that is relevant.
add what's yours that isn't, et cetera. Once you've done that, then you can either export it or you could just copy and paste it and add it to Claude and tell it to create a markdown file for you.
Really simple. So you can just go in here and copy this and then go into Claude and say, please create.
this as a mark down file. We don't have to overcomplicate this, guys. It really can't be that simple. And then it'll just, if there is anything off, it'll tell you that it's off and it'll ask you for clarification. Is this supposed to be a new topic? Is this supposed to be a whatever?
and then it will give you a markdown file. Now, the really great thing about it, and I should have done this in my clone, because if I had done this in my clone, whenever I put this in there, I should be able to save it straight into the project. Like if I had started in my clone instead.
Of just like some random whatever.
going into my clone and did this. But it'll actually create it into a markdown file for you and then you'll have the option to actually download it or save it into your project. So start it in your clone and it'll give you that option. Okay.
Everything making sense so far?
And then we'll come back and take a look at this whenever it's done. Okay. And so fill out every section, be specific. Here's your tips, upload to your clone project. You want to make sure it ends up in your project and then you want to test it. So I've given you some fun questions to ask to test. Okay.
So, the base, and this is the prompt.
Right? And I can do this so that you can have everything. And we can even play this a little bit. See? There you go.
There's my markdown file. Now, if I were in my, if I was not an idiot and I had been in my clone, it would say save as, save in project.
But since I was an idiot, I can just download it and then I can just drag it over and throw it into the Angela clone. And if you do the same thing that I do, then you see how that was in my download. I just go in here.
and then just drag it in.
OK, just that simple, so you could do that. OK, so now the prompt, super simple, is you could just ask this prompt, OK? And...
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Mhm.
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And I'll do that so it's very clear that that's the prompt. And so you just plug it in here based on everything you know about my business, my goals, my offers, my audiences, my whatever, and then just hit enter and let it tell you it's going to analyze it. If it seems off or generic, then you need to go back and tweak it a little bit.
Okay, so if it talks about something and you're like, I have no idea what you're talking about. Where did you find that in my DNA? It'll point it to the specific location, read it, fix it, re-update it.
Makes sense.
Okay, and and then so that's what we're going to do now.
That's your homework, is to build your business DNA.
Now, there are two prompts I'm giving you, and I've already added them to our prompt list, because we're going to be getting really heavy into those prompts and fixing them here shortly, getting them robust. But there's two of them that I think are really, really, really great. While this runs in the background, I want you to see it.
So, first of all...
A wonderful prompt that should be saved and used over and over again. And this one, you can actually create use cases, right? So like this one right here, this one right here that we just did, test the clone, is supposed to give me,
Give me 10 things that I can do in the next 30 days.
That'll move me closer to my primary goal. That's the test. Give me these 10 things that I could do in the next 30 days. It's going to move me closer to my primary business goals. That's why these goals have to be yours. You want to earn the money to build something. You want to earn the money to buy something. You want to earn the money to go somewhere, right?
Who do you want to be?
What do you want to have? What do you want to do? Right? So that should be in your business DNA, should be clear. So whenever it comes back, it's going to give you these 10 steps, right? Reactivate every dormant big C account in the applicant tracking system. Step number one, turn your 2100 CRA network into a market intelligence engine.
Number 2.
Invite the five target operations leaders to be round table guests. Are you seeing, so it gives you these examples, right? So one of the biggest powerhouses is that this can be a prompt. You can do the prompt generator that you can use over and over again, right? It stops your random prompt and it starts helping you with strategic thinking.
So, like, for example, and this is where you start getting some of your times, right? You start looking at your patterns. So, if you're asking Claude the same thing over and over again, you can start reusing those patterns. So, here's the prompt generator. You are a prompt engineer professor specializing in personalizing AI use case.
optimization for a user, your task is to transform the attached context files of the user into 10 hyper-relevant, immediately actionable prompt templates. Okay? And basically what you're doing is you're taking a sequence, like if you had been, you got this really long thread with Claude where you're trying to problem solve something, you can use this generator
to give you 10 hyper-relevant, actionable prompts, very similar to what we just did here.
But here's my favorite prompt.
Absolute favorite prompt.
This prompt is going to help you build playbooks and skills. Love it. Okay. So this prompt, it's whenever you have what I would call a good conversation with Claude. Now, let me talk about what good means. That doesn't mean Claude was perfect. That means you corrected Claude.
You asked it to do something, it gave you a result, you corrected it, it gave you another result, maybe you corrected it again, et cetera, et cetera. Okay, there's a back and forth, there's a correction, but your end result ended up being acceptable or good. Okay, it's a starting point, right? And it can come from raw voice,
basic, you know, re-clarifying your structure, any type of actions, et cetera. Doesn't really matter. But it's looking at the patterns. Okay, you've got this huge long AI conversation. We're going to throw this, what we call the conversation compactor in there, and it creates A reusable playbook or skill.
Okay, so here's the prompt and I'm going to show you what it does. Love this prompt, you guys. Okay, it's a good prompt.
OK, now see the rules.
Okay, the whole prompt here, the whole thing. Now, what I'm going to do, and I don't know how long this is going to take, but let me see if I can find it really quickly. I have, and I've got to do office hours today.
And every other week, I've got to create a LinkedIn event off of the same landing page, but I don't want the event to look the same. And I got to create 8 posts from today through the morning of, and I don't want those to look the same either. I don't want it to sound like AI, and I don't want it to assume that my people are stupid or that they've done a certain thing
or whatever. And so you see this long prompt, this is my, and I haven't done this yet. I don't have an office hour skill. You see all this back and forth. It's like, nope, don't like it. Don't do that here. I went to perplexity. These are the ones I do like. So I'm given this whole thing, right? So if I put this in here.
It's going to analyze this entire thread and it's going to create me an office hour skill.
that I will be able to invoke from here on out. I won't have to use one thread and hope it remembers it because you remember that context window.
It shifts down. It's kind of like having my Aunt Carolyn whenever she ended up with Alzheimer's. It's like having breakfast with her and talking about something.
And then whenever you have lunch with her, she doesn't remember having breakfast with you. That's Claude, y'all.
as Clark because that context window shifts. Now this will make it go up and read everything that it can, but it will shift. What will happen now is going to create me a skill so I can start a brand new chat anytime I want to and invoke this skill and it will have the entire instructions in there.
based off of this conversation compactor. This is how I now have the documents that I've got created that are in my format with my header, with my coloring, with my font, with my whatever. It's how I have the webinar slide deck that I just say, go create my webinar and bam, there's a slide deck ready to go.
It's how you create these things that you guys are doing over and over again when you guys are building.
You're like the resume comparison, right? We're gonna be loading all of these resumes in LinkedIn. We're gonna be creating all this stuff. And we're gonna be saying, no, this doesn't work. I don't like this markdown file. I want it in this format. Here's this, I wanna, but here's, let me upload a few that look good when I'm talking about, et cetera. You get this huge long thing that you're doing, right?
This resume compactor will make a skill for you. And that way you can go into any incognito at any time, invoke the skill, throw the LinkedIns and resumes in there, and it'll get you a markdown file. That's the end result, right? This is context because it talks about what you're looking for and what good looks like because you've corrected it.
Did it over and over again, OK?
So here is my skill. Now I'm going to look at this and make sure it's right, right? But this is my skill. You are an AI assistant that follows the named correction codification loop framework. You were helping the user produce a recurring content in their authentic voice. Your job is not to write generic content. It is to write in their voice
on their behalf, holding their business standards, right?
And then it gives the steps. Load contacts, confirm deliveries, write the first draft, self audit before delivering. When the user corrects you, don't just apologize.
Follow the sequence, confirm you understand, save the rule to persistent memory, show the correct version, scan the rest of the current input for the same violation, because that's what I tell it to do. I don't want this line fixed. I want the whole damn thing fixed. Stop wasting my time, right? And so this is picking this up throughout the whole thing. Don't just apologize, go fix it.
But don't just fix that line, go fix the whole thing, right? Are you seeing? So it's based off of my patterns with it. So it's learning me. This is how it's learning me, okay? And it'll tell you like whenever it wrote, you know, what it's loaded in there, okay? What the quality figures are, filters are, right?
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Natalie Prigge   36:53
Mhm.
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Angela Roberts   37:08
what it's rejecting.
all of it. So the framework, the required inputs, when to use it, all of it. So this is what it considered whenever it built it. And read it. You guys have these long loops already, right? And then this is the skill. Now, if I agree that this is the skill that I want,
All I gotta do is save it, okay? Or, and then I can save it on to whatever and make it a skill. Or I can say, if I don't have anything to correct, if I need to correct it, I just tell it in section 3, correct this. This is great.
Right, right. Create.
A skill.
I opened up something accidentally. Skill I can load into my clone. And it'll actually convert it to you for you.
into a skill, because obviously I'll go in and just double check this, right? And then once it does, it'll come up like the other one was to where you'll have it here to where you can either add it to project or save it or whatever. Okay, because you can see this is where I did all of this in my clone. But you again, you would save it. And then, but again, you don't have to worry about building skills today. I'm just showing you what the
potentials are, but I do want you to run these compactors on these prompts that you're testing. And if you come up with one and you like this and you think it's right, then in the next morning huddle, let's take a look at it and I can show you how to save the skill. I'm gonna have a lesson on it, but this is a really great way to get started with the work that you're already doing. I know Savannah is talking about
Resume formats. Okay, well, how do I get the output to look like what I want the output to look? Okay, well, you give it examples. You give it other resumes that you formatted.
You show Claude the original and you show the formatted.
Person A, you show Claude the original, you show the formatted. Person B, you show Claude the original, at least three examples, right? This is what I need it to look like.
Step one, give me a template. Step two, let's test it.
And then you get, you correct it. No, I don't like this font. The footer is not exact, the da, da, da, da. You get it right. And then after you've done this huge, long back and forth, you do this conversation compactor. It will analyze the whole thread deeply and create a skill for you.
Okay. Let's see where it is. It's still working. It's still working. So it'll package it into the skill that you can save it. But right now, just start playing with your prompts, you guys. Don't be afraid to play with the prompts and don't be afraid to correct Claude. See, this created this as a download, as a zip for me.
Okay, so it's not going to let me load it here, but let's assume, right?
That it's correct, then I would just download it.
And then we're going to take a look at everything that's in it, right? So here's this. And I'm probably going to name this something else. But now let me go back into my clone. Actually, you're going to go up here. And again, this is not necessarily part of today's lessons. But when you're adding skills, when you go to customize, these are skills. There's a bunch of them already created, by the way.
that we might be able to use, but yours.
Okay, and then I'm just going to pull it in here.
And so you could just say add.
Upload.
Will that sucker in?
K.
And save it.
Now, I don't like what it's called, so I'm going to do this again.
But you guys get me, right? This is my office hour skill.
Okay, so I would rename it to office hours skill or tell it to before I loaded it. You guys with me?
So this is where we're heading with what we're doing once you've got the context. But you can see why I wanted you to start playing with the prompts. Start using them, start kicking the tires. Don't limit it. Like I noticed that the prompt out there for the resume comparison was just the 1st and most recent.
No, you need to be playing with all of them because we need to make it to where we just throw it all in there and it does all of it, right? And again, it'd be the same thing with what Savannah is going to be doing with the resume format as you give it examples.
Here's a markdown file. It's what I want it to look like. Here's an example of 1. I need you to read these and I need to know. But you got to be careful, like with the resume comparisons. You got to be very specific about what it is that you're looking for it to do. Because if you tell it to compare and you're not limiting what it's comparing, it's going to compare every task.
Every bullet, every punctuation.
And then you're going to have a markdown file from hell because it's going to say it changed this tense of this verb. And that's not what you want. You want it to compare the employment, the start dates, the end dates, the title. You want it to identify gaps. You want, you see what I'm saying? So you've got to have to give it the specific list.
and you're going to need to test it over and over again until it gets it right. And then what my proposal would be is whenever we're loading it into Tracker, into their profiles, we name this clawed markdown file.
But I don't want a clawed markdown file that only compares the last two documents. It needs to be all of it.
all of it. And I want to make sure that everybody heard me say that. I don't want a clawed markdown file out there. I don't want any more markdown files out there that don't include every document in the candidate's profile, every single one of them, because we need to have a level of comfort that those clawed markdown files have looked at every document to that date.
Otherwise, how are we going to know if it's accurate or not?
Right? But this is the prime way to get there.
And this conversation compactor is going to be able to help you get there. So this is just for you to play with for now. Personal DNA is done. Business DNA is your homework. Do that first. Know that the conversation compactor is out there.
Play with it.
If you come up with the skill you like, show me, and then I'll help you save it. But the skills are coming in the future as well with extra stuff.
Cool. Questions. Thoughts. Are you excited?
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Carrie Thomas   44:07
I am, because we didn't even get to the point, like, I'm hoping, it's like, okay, was this company in business in 2001 to 2002? Also, that could be a skill too, to where we're also checking the companies as well as the education and everything. So we're hitting all of our ticks when we're doing the resume comparisons.
I'm excited to have the skill because there's a lot of information that's going to have to go into building that.
[image: ]
Angela Roberts   44:32
Well, the resume comparisons, I think, needs to be a different skill.
Because you also want to consider, you know, just kind of like leaving the lights on whenever you're not in the room, you're wasting your usage, you're wasting your power bill. If the resume, if you do the resume comparison and there's a lot of flags that are off, then we don't even need to check employment. So we don't want to pay Claude, which is exactly what you're doing with your usage.
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Carrie Thomas   44:44
Mhm.
Mhm.
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Angela Roberts   44:58
We don't want to pay Claude to check that. Just like Rachel, Rachel, why are you checking education and whether or not it's relevant if the dates don't match? Are you with me? So you want to, yeah, you want to, and then what we would do is we'd have a different skill.
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Carrie Thomas   45:07
The dates don't match.
To do that first, and...
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Angela Roberts   45:17
And there is a way to hook Claude into your Google Drive. And you can hook them into a specific document to where we could have him research what we've already got. I don't want to give him access to write to the Google Doc though. So we'll have to play with that. I haven't played with that yet. But
But there is ways. I mean, I know that Maya has been playing around with the client listing and I think you've had some pretty decent results with that. And there's a part of me that says, wow, I would love for Claude to just go update it. But I would want to see what that looks like because if Claude screws that client listing up, we're in a lot of trouble.
Right. So, you know, it's that trust, but verify. We got to be a little careful. And it's not because Claude is a mess, it's because we don't know what we're asking for. You know, we got to get real good with prompts, real clear. Garbage in is going to give you garbage out. So something to consider. But that's why this conversation compactor is so powerful because
It's going to enable you to look at the conversation and even say, you know what? I accepted this fault from Claude, but I don't want that in my skill. I want to make sure that the background of this document is.
this color, this hex code, right? I want to make sure that signature hyperlinks to such and such. It's your opportunity to get it better, right? Not perfect because we'll change and update these skills on a regular basis, but better, okay?
Cool. All right, everybody clear on their homework.
[image: ]
Savannah York   46:56
Yes.
[image: ]
Natalie Prigge   46:57
Uh-huh.
[image: ]
Angela Roberts   46:57
Anybody have any questions?
Okay, awesome. I want to stop the recording so I can get this.
[image: ]
Angela Roberts stopped transcription
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