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Al Buyer’'s Guide Checklist

Choosing the right Al platform to support revenue growth is essential for firms looking to boost
client acquisition, enhance marketing efforts, and drive growth from within their existing client

base. With so many options on the market, it's easy to get overwhelmed by shiny features and
marketing jargon. However, making the wrong choice can lead to wasted resources, frustrated

teams, and missed opportunities.
To choose an Al solution that truly benefits both your business and your clients, it's important to

focus on the features that will drive long-term value. This checklist is designed to help you assess your
options carefully, keeping in mind the essential functionalities and benefits an Al tool should provide.

DELIVERING VALUE FOR BOTH YOU AND YOUR CLIENTS:

What are you looking to solve for? What use cases are you looking to address?

How do your people work?

Does the platform help you strengthen and add value to your client relationships

— uncovering cross-sell potentials, monitoring client health and automating
white space analysis?

Does it deliver insights that contribute directly to strategic business

decisions, such as prioritizing resources, adjusting sales tactics, or

expanding into new markets?

Does the Al tool equip your team with actionable insights for more

personalized, relevant conversations with clients, helping you tailor
solutions to their specific needs?

Can it provide visibility into the state of client relationships, alerting you

when engagement drops and offering suggestions for re-engagement?



BEYOND STATIC DATA:

Does the Al tool go beyond merely organizing static contacts to provide insights

into the strength, health, and trends in your relationships?

Can it be personalized or customized? Or will everyone, regardless of role and

persona, receive the same insights about the same entities?

Can the platform offer predictive analytics that help you understand not only

what is happening, but also why —and inform your decisions on next steps?

EASE OF USE:

Does the platform integrate into the places your people work to drive adoption

and value?

Does the platform have a straightforward interface that will encourage team-

wide adoption?

Is the system intuitive enough to reduce training time and help team members

get up to speed quickly?

ETHICAL USE:

Is Al being applied to areas that enhance human intelligence, rather than replace

it? Does it focus on supporting, not replacing, your team'’s expertise?
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ENHANCING INTERNAL EFFICIENCY & COLLABORATION:

Does the platform work across teams—such as sales, marketing, and client

services—breaking down silos and ensuring coordination around client needs?

Does it help new team members quickly understand key players within your

prospects and clients without requiring them to sift through manual data?

Can it automatically capture and organize data from various sources (emails,

meetings, CRM systems) to reduce administrative tasks and free up time for

more value-added activities?

SCALABILITY:

Can the platform grow with your business—supporting more complex datasets,

additional users, and expanding client bases?

Will the Al tool continue performing efficiently as your firm grows into new

services and regions?

SECURITY AND COMPLIANCE:

Does the platform comply with global and regional privacy laws (GDPR, CASL,

CCPA) to safeguard sensitive information?

Does it hold pertinent security certifications like ISO 27001, SOC 2 Type Il, and

Cyber Essentials Plus, giving you peace of mind that your data is secure?
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DATA OWNERSHIP & TRANSPARENCY:

Is the vendor clear about how your client data is stored, processed, and used?

Can you trust that your data will not be used—or sold—for purposes beyond

your business focus, like Al model training, without explicit consent?

INTEGRATION WITH EXISTING TOOLS:

Does the platform integrate easily with your existing tech stack, such as CRM

systems and communication tools, letting you maximize your current investments?

Will the tool work across teams, breaking down silos between marketing,

business development, and client services?

Must-Have Al Capabilities for Business Growth
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Streamlined Data Actionable Insights Predictive Automating
Management at Your Fingertips Analytics Relationship Mapping

The Bottom Line

The right Al platform should do more than just enhance your contact management—it should
actively help you uncover hidden opportunities, scale with you as your business grows, and
safeguard your client relationships. By keeping data secure while offering deep, actionable insights,
the right tool can empower your team and strengthen your client connections over time.
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