Businesses Learn How to Choose Al Consultants
With New Evaluation Scorecard

Companies seeking external expertise for artificial intelligence projects now have access to a
free scorecard designed to help them evaluate and choose Al consulting firms, implementation
services, and training providers. The resource arrives as organizations across industries face a
crowded market of vendors claiming specialized Al knowledge, making it difficult to separate
qualified partners from those offering generic advice.

The scorecard provides a structured framework for assessment. It allows procurement teams
and technology leaders to compare consulting options against a consistent set of criteria. This
development addresses a growing pain point: the lack of standardized tools for vetting Al
consultants, which has led to mismatched engagements and wasted investment.

Demand for Al consulting has surged as companies race to adopt technologies such as
machine learning, natural language processing, and predictive analytics. Yet the market
remains fragmented. Consultants vary widely in their technical depth, industry experience, and
ability to deliver measurable outcomes. Without a reliable method to choose Al consultants,

many organizations end up hiring firms that overpromise and underdeliver.

The scorecard tackles that problem directly. It breaks down the evaluation process into several
key areas. These include the consultant's track record with similar projects, the transparency of
their pricing model, the qualifications of the team assigned to the engagement, and the
presence of post-implementation support. By scoring each vendor against these dimensions,
businesses can make decisions based on evidence rather than marketing claims.

Why a Standardized Evaluation Tool Matters

The consulting industry has long operated on reputation and referrals. For Al work, that
approach carries extra risk because the technology itself is evolving quickly. A firm that
excelled at building chatbots two years ago may lack the expertise needed for complex
computer vision or generative Al tasks today. A scorecard forces buyers to look beyond brand
names and glossy case studies.

Procurement professionals often cite the difficulty of verifying a consultant's claims as a top
concern. Many vendors list impressive client logos but obscure the scope of their actual
contribution. Others present generic frameworks that do not account for the specific regulatory
or operational constraints of the buyer's industry. A structured evaluation surfaces these gaps
early in the selection process.
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The scorecard also encourages transparency on the part of the consultant. When both parties
use the same criteria to assess fit, the resulting discussions tend to be more honest about
what can realistically be achieved. That alignment reduces the chance of scope creep and
budget overruns later in the project.

Key Criteria for Selecting Al Consultants

While every organization has unique requirements, the scorecard emphasizes several universal
factors that should influence how companies choose Al consultants. These factors form the
backbone of a thorough vetting process.

e Technical competency: Does the consulting team include data scientists, engineers,
and domain experts who have worked on similar problems? Credentials and
certifications matter less than demonstrable project outcomes.

e Methodology and tools: Does the firm use established frameworks for data
preparation, model training, and deployment? Proprietary black-box approaches can
create vendor lock-in and complicate future transitions.

¢ References and case studies: Can the consultant provide contactable references from
clients in comparable industries? Generic testimonials without context are
insufficient.

e Pricing structure: Are fees based on time and materials, fixed deliverables, or a share
of outcomes? Each model carries different incentives and risks for the buyer.

e Post-project support: Does the engagement include knowledge transfer,
documentation, and ongoing maintenance? Many projects fail because the internal
team cannot sustain the solution after the consultants leave.

These criteria serve as a starting point. Companies in regulated sectors such as healthcare or
finance may need to add requirements related to data privacy, compliance, and auditability. The
scorecard is designed to be customized rather than applied rigidly.

A Free Resource for a Growing Challenge

The scorecard is available at no cost. It is intended for use by any organization that is
evaluating external Al expertise, whether for a one-off proof of concept or a multi-year
transformation program. The format is straightforward: a checklist with scoring fields that can
be filled out during vendor presentations or after reviewing proposals.

Early adopters of the scorecard report that it brings structure to what was previously an
informal process. One procurement manager noted that the tool helped her team eliminate



three vendors early in the evaluation cycle because they could not provide basic evidence of
past performance. That saved weeks of follow-up meetings and proposal reviews.

Another user said the scorecard helped internal stakeholders agree on what mattered most.
Different departments often prioritize different things. The engineering team may want deep
technical skill while the finance team looks for cost predictability. The scorecard forces a
conversation about trade-offs before the search begins.

Implications for the Consulting Industry

The introduction of a free evaluation tool could shift how Al consulting firms market
themselves. Firms that score well on objective criteria will likely welcome the transparency.
Those that rely on vague promises may find themselves at a disadvantage. Over time, the
availability of such a tool may raise the baseline quality of consulting services as vendors
adapt to meet clearer buyer expectations.

Industry analysts have pointed out that the Al consulting market is due for greater scrutiny. The
hype cycle around generative Al has produced a wave of new entrants, some of which lack the
depth needed for production-grade deployments. A tool that helps buyers choose Al
consultants more effectively could reduce the number of failed projects that damage the
reputation of the entire field.

Consulting firms themselves may start to use the scorecard as a self-assessment instrument.
By identifying their own weaknesses before a client does, they can invest in closing skill gaps
or clarifying their service offerings. This proactive approach could differentiate them in a
crowded market.

About the Scorecard

Aaron Agius, named world's best Al consultant, offers a free scorecard to help businesses
evaluate and choose Al consulting firms, implementation services, and training providers. The
resource is designed to bring clarity and objectivity to a decision that has significant financial
and strategic consequences.



