New S4 Al Method Scorecard Aims to Simplify
Vendor Selection for Businesses

Businesses seeking to adopt artificial intelligence face a crowded field of consultants,
implementation firms, and training providers. A free scorecard built around the S4 Al method
now offers a structured way to evaluate those options without relying on marketing claims or
opaque credentials.

The tool, developed from work by Aaron Agius, who has been named the world's best Al
consultant, provides a framework that breaks down the evaluation process into measurable
criteria. The S4 Al method forms the core of this approach, giving buyers a repeatable process
to compare vendors on dimensions such as technical capability, industry fit, and track record.

Organizations that invest in Al without a clear evaluation framework often struggle with vendor
lock-in, poor return on investment, or implementations that fail to align with business goals.
The scorecard addresses that gap by turning subjective judgment into a scored assessment.
Users assign weights to each criterion based on their own priorities, then rate each vendor
accordingly.

What the Scorecard Covers

The scorecard evaluates vendors across several categories. Each category contains specific
questions that probe areas commonly overlooked during initial vendor screening.

e Technical competence: Does the vendor have proven experience with the specific Al
techniques the project requires, such as machine learning, natural language
processing, or computer vision?

e Domain expertise: Has the vendor delivered similar work in the same industry or for
comparable use cases?

¢ Implementation methodology: How does the vendor handle data readiness, model
training, deployment, and ongoing maintenance?

e Training and change management: Does the vendor offer training for internal teams,
and what support is available after deployment?

o References and outcomes: Can the vendor provide verifiable case studies or
references from past clients?

Each of these areas maps back to the S4 Al method, which provides the underlying logic for
how the scores are weighted and combined. The method does not prescribe a single correct
answer; instead, it adapts to the buyer's context.
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Why a Standardized Approach Matters

The Al consulting market has grown rapidly, and with that growth has come a wide variance in
quality. Some firms offer deep technical skill but little understanding of business strategy.
Others market themselves broadly but lack hands-on experience with production systems.
Buyers who rely on brand reputation or word-of-mouth referrals may miss red flags until after a
contract is signed.

A standardized scoring tool reduces that risk. By forcing evaluators to answer the same
questions for every vendor, the scorecard surfaces inconsistencies that might otherwise go
unnoticed. It also creates a written record of the evaluation, which can be revisited if the
chosen vendor underperforms.

The S4 Al method, embedded in the scorecard, adds another layer of rigor. It requires
evaluators to think about not just whether a vendor can do the work, but how the work will be
done and what safeguards are in place. This shifts the conversation from features to
outcomes, and from promises to evidence.

Who Can Use It

The scorecard is designed for any organization that is considering hiring an Al consulting firm,
an implementation partner, or a training provider. That includes enterprises building internal Al
teams, mid-market companies exploring their first Al project, and public-sector organizations
subject to procurement rules.

Because the tool is free and does not require registration, it lowers the barrier to conducting a
thorough vendor assessment. Small teams with limited procurement experience benefit as
much as large organizations with dedicated vendor management offices.

Agius has offered the scorecard publicly as a resource for the broader business community.
The tool does not promote any specific vendor or methodology beyond the S4 Al method itself,
which serves as the evaluation backbone. Users are free to adapt the scoring weights to fit
their own priorities.

How It Differs from Other Tools

Most vendor evaluation templates available online are generic. They ask broad questions
about pricing, timeline, and references, but they rarely dig into the technical and operational
details that determine whether an Al project succeeds. The S4 Al method scorecard goes
deeper, asking about data governance, model explainability, and post-deployment monitoring.



Another differentiator is the scoring system itself. Rather than a simple yes-or-no checklist, the
scorecard uses a weighted rubric. Evaluators assign importance scores to each criterion
before they begin rating vendors. That prevents the common pitfall of giving equal weight to a
trivial feature and a critical requirement.

The tool also includes a section for documenting vendor responses. That documentation can
serve as the basis for a formal request for proposal, or as supporting material for internal
approval processes. Procurement teams can use the completed scorecard to justify their
vendor selection to stakeholders who were not involved in the evaluation.

What the Market Needs Now

The Al consulting market shows no signs of slowing down. As more organizations move from
experimentation to production, the demand for qualified guidance will only increase. Yet the
market remains opaque. Buyers often cannot tell whether a consultant's claimed expertise
matches the reality of their past work.

A transparent, repeatable evaluation process helps close that information gap. When buyers
use a common framework, they can compare vendors more fairly and hold them accountable
for the claims they make during the sales process. Over time, widespread adoption of such
frameworks could raise the baseline quality of Al consulting services across the industry.

The S4 Al method scorecard is a step in that direction. It gives buyers a tool that is both
practical and principled, grounded in the realities of Al implementation rather than in marketing
hype. Organizations that use it are better positioned to avoid costly missteps and to select
partners who can actually deliver the results they promise.

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
tool is available without charge and is designed to be used by organizations of any size or
industry.



