










Automation should enhance and empower human interactions by providing 
continual access to meaningful data and business intelligence for client. It 
must also allow individuals and teams to use their time for	things	that	give	
them	and	their	firms	highest	value,	not	cutting	and	pasting	in	a spreadsheet.

Most	importantly,	automation	should	increase	the	creativity	and	connection	
between consultants	and	clients,	while	also	ensuring	that	service	levels	
increase.	The	human aspects	are	the	invaluable	jewels	that	give	meaning	to	
every	transaction	or	interaction. Any	automation	that	doesn’t	strengthen	and	
uphold	the	principles	of	courtesy,	respect and	enrichment	for	the	lives	it	
touches,	Ball	maintains,	is	destined	to	fail.

In	the	case	of	Avii,	Ball	notes	that	his	company	has	created	a	single	workspace	
to	unify key	functions	within	a	single	platform	for	both	practitioners	in	the	
company	and	their clients—something	Ball	has	defined	as	a	“SaaS	Hub.”	It	
interconnects	many	things	we may	not	be	used	to	automating.

On	the	matter	of	SaaS,	Ball	notes,	many	if	not	most	companies	have	no	idea	
how	many disparate	SaaS	products	they’re	using.	When	they	step	forward	to	
automate,	they	find duplicate	systems	and	redundant	products	and	functions.	
Because	the	products	come	in through	differing	avenues	for	access	to	a	
particular	feature	or	two	the	scattered	products bring	inconsistency	and	risk	
to	the	workplace.	The	company	will	also	typically	have	no idea	how	much	
money	they	are	spending	on	SaaS	because	many	of	the	purchases	come	in on	
expense	reports,	not	through	IT	purchasing.	Imagine	suddenly	finding	you’re	
spending or	saving	$1,000	a	year	per	professional,	let	alone	the	task	of	
managing	the	logins	and passwords	and	auto	renewals	employees	tend	to	
forget.	Now	imagine	you	could	spend much	less	to	bring	these	functions	
together	into	an	automated	and	unified	hub.

By	now	it	should	be	clear	that	automation	can	be	the	lifeblood	of	your	
personal	and business	success,	but	will	never	be	an	effective	replacement	for	
the	human	support	and interactions	employees	and	customers	crave.	In	fact,	
the	better	we	understand	and respect	the	interplay	between	humans	and	
automation,	the	more	successful,	fulfilled	(and profitable)	we	will	be.
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