Silencing the
Noise

Evaluating Trusted Al Partners
In a Crowded Marketplace

A Practical Framework for Choosing Al Partners with Confidence




Al Vendors Are Everywhere. Clarity Is Rare.

The marketplace is crowded with "Al -\\
solutions.”" Leaders feel pressure to ‘
move fast. But speed without
readiness equals misaligned
partnerships and wasted spend.

"Al Spend # Al Strategy."




Not Every Al Partner Is a Strategic Partner

Noise Indicators Value Indicators

e Demo-heavy presentations e Outcome-oriented approach

e Feature selling focus e Process alignment first

e Vague ROI claims e Data-focused conversations

[J  "If the vendor talks features before asking about your process, they're selling, not partnering."




The Al Partner Ecosystem Is Volatile

Selection risk is high — evaluation frameworks become critical in this rapidly changing landscape.

60% 73%

Market Consolidation Adoption Pressure

Al vendors expected to consolidate or pivot Leaders feel pressure to adopt Al solutions
within 24 months (Gartner) (Workday)

v
1%
Confidence Gap

Believe they have reached maturity in

deployment (McKinsey & Company)



Al Doesn't Fail Because of Technology
It Fails Due to Readiness

Top reasons Al initiatives fail, according to McKinsey, Deloitte, and MIT Sloan research:

Unstructured Data o
55%
® No Ownership Model
47 %
Unclear Business Use Case o
41%
o No Standardized Process
39%

"WVendors cannot solve organizational confusion."




The Pre-Work: Your Internal House
Audit

Before selecting a partner, assess your organization's readiness across three critical

dimensions.

Process Discipline

Is there a defined "right way" to do the work today? Without standardized

processes, Al will amplify inconsistency rather than create efficiency.

Data Integrity

Do you know what data you have and how clean it is? Understanding your data

landscape is essential before any Al implementation.

Cultural Preparedness

Will teams adopt Al workflows, or resist them? Change management must be

considered from day one, not as an afterthought.




Shift the Question

Don't Ask Vendors "What Can You Do?"
Ask "Can You Support Our Outcome?"

"Our goal is to reduce X by Y% within Z timeframe — show me how your

platform supports that."

This single question transforms vendor conversations from feature demonstrations to

strategic discussions about measurable business outcomes.
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The 5-Step Al Partner Evaluation Framework

Let Strategy Lead — Let Vendors Respond

O |

Define Business Outcome Clearly Map and Clean Internal Process Audit Data Readiness and Governance
Establish specific, measurable objectives before Document and optimize workflows to ensure Al Assess data quality, structure, and compliance
engaging vendors readiness requirements

Establish Internal Ownership Team Design Adoption Playbooks

Assign cross-functional accountability for Al success Plan change management before technology selection



Deep Dive: Steps 1-3

Step 1: Define the Outcome
Instead of: "We want Al call routing"

Say: "We want to reduce transfer rates
by 18% without lowering CSAT."

This changes vendor conversations

instantly.

Step 2: Process Clarity Check

Al multiplies what exists — good or bad.

Visual workflow expected BEFORE

vendor selection.

If you wouldn't train a new hire using
your current workflow, it's not ready for
Al.

Step 3: Data Integrity Audit

Data is the true barrier — not Al

capability.

Ask vendors: "What is your minimum
viable data structure?" and "How does

your system handle imperfect data?"



Your 30-Day Action Plan

Apply the framework before you take another vendor call. Evaluate with clarity. Partner with

confidence.
Identify one process Define your business metric
r
Choose a specific workflow where Al could target
drive measurable improvement Set clear, quantifiable goals for what

success looks like

Map your workflow Audit your data source
Document current state processes in detail Assess data quality, accessibility, and
governance

Begin vendor conversations on
your terms

Lead with outcomes, not features

"Al doesn't create operational clarity — it amplifies it. This is your filter. This is how you silence

the marketplace noise."
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