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Al implementation partner checklist

Al Performance Marketing & Demand Generation
Prepared by the RankGlobal Research Team - Reviewed 27 October 2026

Buy Al marketing implementation around a specific lead or campaign workflow, such as qualification, CRM routing or
reviewed content assistance. The partner should prove comparable integration work, reconcile outcomes and expose
the full software bill. Separate Al engineering from campaign-management fees and media spend; require staff
approval controls, training, documentation and maintainable automations.

WHO THIS BUYER GUIDE IS FOR

Growth, revenue and marketing operations teams evaluating Al-assisted acquisition and lifecycle delivery.

Fill the fields and checkboxes in a compatible PDF reader, then save a separate copy for each candidate. You can also print this guide.
No information is submitted.

Project / Al workflow Candidate Al partner

Decision owner Review date

01 AI service hiring and delivery checks

|:| Verify comparable Al qualification, CRM and campaign-integration experience.
Define approved lead stages, routing rules and human review.

Audit identity joins, suppression, permissions and destination APlIs.

Test duplicate leads, delayed outcomes, failed imports and retries.

Separate media, enrichment, models, automation licences and maintenance fees.
Clarify reusable workflows, account control, custom code and data ownership.

Train operators; receive mappings, evaluation cases and publishing controls.

Ododooad

Assign monitoring, rule changes, incident response and handover responsibilities.

Open the current Al Performance Marketing & Demand Generation provider directory

Read the full guides: Al use cases & scope - Costs & ROI - Choosing a partner - Build your brief
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Al module cost context & offline quote notes

Illustrative upfront engineering budgets: the topic-specific effort assumptions below are multiplied by Upwork’s published
$35-860/hour marketplace band. These are planning examples, not surveyed module prices, provider quotations or enterprise fees.
Tools, hardware, tax and ongoing support are extra; supplier minimums may exceed these examples.

Reviewed Al lead-classification pilot - $2,240-$7,200

64-120 assumed engineering hours. Use prepared lead examples and agreed commercial labels to test Al qualification,
explanations and a sandbox CRM write.

Evidence-linked follow-up drafting module - $5,040-$16,320

144-272 assumed engineering hours. Connect one approved product/lead context to grounded draft messages, a reviewer
queue and CRM activity recording.

Operated enrichment-and-routing workflow - $11,760-$38,400

336-640 assumed engineering hours. Release one consented lead route with enrichment boundaries, deduplication, routing

rules and reconciled CRM events.

Source: Upwork: Al engineer cost guide

Optional offline quotation notes: record actual supplier figures in one currency and identify included scope, usage limits and
exclusions.

Discovery & readiness - one-time

Build & integration - one-time

Evaluation & deployment - one-time

Training & handover - one-time

Third-party tools, models & APIs - monthly

Infrastructure & monitoring - monthly

Maintenance & support - monthly

Usage assumptions, exclusions and questions to resolve

Add the one-time rows for initial investment. Annualize monthly rows for operating cost; include variable usage and human review.
Avoid counting the same managed-service charge both as a platform fee and a direct APl expense.
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Compare Al project scope

Qualitative scope inclusion, not measured cost or complexity. Core = explicitly scope the work; Conditional = confirm missing inputs;
Defer = outside this narrowly bounded scenario.

Workstream Lead-decision replay Reviewed CRM Lead Al operating
workflow service

Decision and approval boundary Core Core Core

Live integration - CRM and sales work queues Defer Core Core

Live integration - Advertising and analytics Conditional Conditional Core

interfaces

Lead outcome and attribution checks Core Core Core

Live support - Lead Al operating service Conditional Core Core

Lead-decision replay

Run an agreed qualification or routing task on historical leads with sales-reviewed labels and no automated outreach.
Boundary: Use approved samples covering decision and approval boundary. Live CRM and sales work queues access is
excluded unless the acceptance test requires it; the named pilot reviewer retains operating responsibility.

Reviewed CRM workflow

Connect approved enrichment and lead handling to reviewed CRM writes, preserving source attribution.

Boundary: Include the agreed CRM and sales work queues connection. Confirm whether advertising and analytics
interfaces access is needed for this release; additional sites, departments or channels need a separate scope decision.
Lead Al operating service

Maintain scoring or enrichment logic, approved follow-up workflows and reconciliation across the agreed acquisition
sources.

Boundary: List the assets, volumes and users covered by lead Al operating service. Agree monitoring, handover and
ongoing support for decision and approval boundary before expanding coverage.
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02 How can Al qualify and route leads without corrupting our
CRM or inventing sales context?

Start with accepted and rejected lead examples, identity-matching rules and the actions sales staff must approve. An
Al implementation partner should build a traceable classification or drafting workflow that uses permitted evidence,
validates structured outputs and writes only authorized CRM fields. Test a duplicate, an ambiguous company match
and a broken import before rollout. Scope data reconciliation, enrichment connectors, Al evaluation and staff review
separately, and keep model/tool usage and engineering fees distinct from media spend or ongoing campaign
management.

Decision and approval boundary

Ask the Al team to inspect: Provide accepted/rejected lead examples, approved follow-up rules and actions requiring
staff authorization.

Estimation impact: More judgement-heavy stages require labeled examples, reviewer interfaces and evaluation
beyond trigger configuration.

Identity and revenue mapping

Ask the Al team to inspect: Trace an acquisition event through CRM merges, stage changes and final dispositions.
Estimation impact: Broken attribution joins and inconsistent stage definitions add data engineering before Al can be
evaluated.

Channel and account access

Ask the Al team to inspect: Inventory advertising, analytics, CRM and enrichment accounts with their supported
integration methods.

Estimation impact: Restricted APls, export-only data or multiple sub-accounts can require separate connectors and
testing.

03 Systems, tools and AI integration boundaries

CRM and sales work queues
Al service requirement: Write reviewed qualification fields, route tasks and observe later lead outcomes.

Scope check: Check field/stage mappings, suppression, record merges and permissions for every action.

Advertising and analytics interfaces
Al service requirement: Transfer approved, correctly matched outcomes for measurement or optimization feedback.

Scope check: Validate the account’s current supported import method, diagnostics and delayed-outcome handling.

Workflow and enrichment services
Al service requirement: Orchestrate bounded model steps and approved contextual enrichment.

Scope check: Agree execution limits, retry policies, permitted data use and fallback when enrichment is unavailable.

04 External software and operating costs

Al inference
Charging unit or cost driver: Text/image requests or tokens under the chosen model service.

Ask before approving the quote: Use realistic enquiry lengths, creative variants and review/retry rates in the volume
model.
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Automation and CRM licences

Charging unit or cost driver: Workflow runs, seats, contact limits and platform tiers.

Ask before approving the quote: Identify whether additional channels, sub-accounts or execution overages create
extra fees.

Data enrichment and event tools

Charging unit or cost driver: Provider credits, match/lookup calls, event ingestion and retention.

Ask before approving the quote: Specify which data sources are essential, how failed matches are charged and what is
exportable.

Campaign-related external spend

Charging unit or cost driver: Media budgets and any creative-service subscriptions.

Ask before approving the quote: Keep these separate from Al engineering and support when comparing proposals and
calculating value.

05 Reusable components, licensing and ownership

Reusable CRM automation

A reusable workflow needs new stage mappings, suppression rules and account-level testing; portability depends on
the platform and licence.

Qualification prompt or classifier

Prior logic is a starting point, not proof of fit to your sales criteria; document training/example rights and custom logic
ownership.

06 Staff training, documentation and support

Training and adoption
» Train marketing operators to inspect Al decisions, review suggestions and pause a misbehaving campaign workflow.

* Train sales staff to correct qualification, record rejection reasons and distinguish model errors from CRM mapping
failures.

Documents and technical assets
» Lead-stage dictionary, approval/suppression rules and Al decision schema.
* CRM/API mappings, test cases, import diagnostics and reconciliation reports.

» Platform/account inventory, reusable-component licences and change/incident runbook.

Maintenance and support
* Assign owners for broken imports, repeated contacts, qualification drift and changed CRM fields.

» Price periodic outcome review, model/rule updates and new-channel testing as explicit support work.

07 From business requirement to working Al service

Al marketing implementation services: connect automation to qualified demand
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This category concerns implementing Al inside demand-generation workflows: classifying inbound enquiries,
preparing reviewed creative variants, prioritizing follow-up and feeding qualified outcomes back into campaign
systems. A campaign-management service and an Al development engagement are different scopes. Ask which
models, automations, data pipelines and application interfaces the proposed team will actually build or configure, and
which activities remain with your marketing and sales staff.

A suitable developer understands the complete lead journey from an advertising or website event to an accepted
opportunity and eventual outcome. It should audit identity mapping, consent-related data rules, duplicate handling and
CRM stage definitions before promising optimization. Require evidence of comparable AlI/CRM integration and staff
adoption. Media spending, content production, platform licences, inference and ongoing workflow support should be
visible separately so a low automation build fee does not conceal the operating commitment.

08 How to commission an Al-enabled demand workflow
Anchor implementation to an observable lead or campaign decision and a controlled human approval point.

1. Trace the lead and qualification decision

Review form fields, enquiries, lead rejection reasons and sales acceptance rules. Identify where Al assistance changes
routing or follow-up and where staff must approve it.

Accountable team: Marketing operations owner and Al analyst

Data / system: Lead capture, CRM stages and approved qualification policy

2. Prepare identity and outcome data

Map campaign events to CRM records, clean duplicates and establish permitted data transfers. Verify the currently
supported platform import route for the actual account.

Accountable team: Data integration engineer and CRM administrator

Data / system: Analytics events, CRM identities and conversion-import diagnostics

3. Build bounded Al and automation steps

Implement structured qualification or reviewed content suggestions, explicit confidence handling and approved
triggers. Test suppression, retries and stage changes without contacting the same lead repeatedly.

Accountable team: Al workflow developer and sales operations lead

Data / system: Model service, workflow engine and CRM sandbox

4. Pilot against accepted outcomes

Compare routing quality, staff effort and sales-accepted opportunities. Train operators, hand over rules and monitor
broken imports or changed campaign/schema fields.

Accountable team: Revenue operations lead and support engineer

Data / system: Review queue, outcome reporting and integration monitoring
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09 AI use cases and evaluation requirements

1. Al lead qualification with a reviewed CRM write

Classify an incoming enquiry against an approved qualification schema, show supporting evidence and route uncertain
decisions to sales staff before updating the CRM.

Inputs: Authorized enquiry text, adjudicated qualification examples, stage definitions and CRM field mappings.

Al partner deliverables: Versioned classifier or model configuration, schema validator, reviewer queue and tested CRM
write functions.

Measure the result: Qualification agreement on held-out enquiries, correction effort and correctly committed CRM
dispositions.

Failure to test: A persuasive explanation conceals a misclassified enquiry or writes the wrong lifecycle stage.

2. Evidence-linked Al follow-up drafting

Retrieve approved product and service facts for an eligible lead, generate a constrained follow-up draft and require
the configured approval before any outbound action.

Inputs: Approved knowledge, lead context, communication preferences, suppression records and reviewed response
examples.

Al partner deliverables: Retrieval-backed drafting endpoint, factual checks, approval controls and auditable workflow
integration.

Measure the result: Supported claims, reviewer corrections, suppression integrity and approved drafts delivered to the
correct record.

Failure to test: A generated message invents a capability or bypasses an updated suppression record.

3. Al enrichment and routing orchestration

Combine permitted enrichment results with existing lead records, apply a tested routing model and create a
reviewable owner-assignment suggestion.

Inputs: Source permissions, identity-matching rules, enrichment responses, team ownership policies and known edge
cases.

Al partner deliverables: Connector code, provenance fields, matching tests, structured routing outputs and
retry/recovery handling.

Measure the result: Correct entity matches and owner suggestions, unresolved-case visibility and duplicate-contact
prevention.

Failure to test: A company-level enrichment result is incorrectly attached to another person with a similar name.

4. Al-assisted campaign anomaly investigation

Build a read-only assistant that gathers allowed campaign and CRM evidence, flags unusual changes and prepares a
source-linked investigation for an analyst.

Inputs: Timestamped platform exports, CRM outcomes, metric definitions, known tracking changes and
analyst-reviewed examples.

Al partner deliverables: Reproducible data adapters, anomaly or comparison logic, grounded summaries and an
analyst disposition log.

Measure the result: Investigations confirmed useful, unsupported causal claims, data-refresh failures and analyst
checking time.

Failure to test: The assistant recommends changing spend because a broken import looks like falling lead quality.

Al Performance Marketing & Demand Generation | rankglobal.ai Page 7 of 12


https://www.rankglobal.ai/categories/ai-performance-marketing-and-demand-generation

F{;ﬁ RANKGLOBAL.AI Al IMPLEMENTATION BUYER CHECKLIST

e

10 Specialist team and relevant deployment evidence

Al application engineer

Turns qualification or drafting into constrained, reviewable application behavior rather than a sequence of unvalidated
prompts.

Evidence to request: A working structured-output endpoint with rejected inputs, uncertainty handling and versioned
regression tests.

CRM and platform integration developer

Reconciles identities, lifecycle states, APl permissions, suppression rules and retry behavior across the lead journey.
Evidence to request: An end-to-end sandbox test showing one intended CRM change after duplicate events and a
failed import.

NLP evaluation specialist

Defines held-out enquiry examples and separates qualification correctness from an explanation that merely sounds
convincing.

Evidence to request: A label guide, per-stage error analysis and an adjudication process agreed with sales operators.

Workflow reliability engineer
Makes model/tool dependencies, execution charges, alerting and incident recovery visible to the client.

Evidence to request: A dependency inventory, failed-job replay, usage report and operator-owned pause/rollback
procedure.

11 Al implementation milestones and acceptance gates

Document one Al-assisted lead decision

Agree the input fields, qualification or drafting output, staff approval and exact allowed CRM action.

Acceptance gate: Sales and marketing operations approve representative good, ambiguous, duplicate and suppressed
examples.

Prove identities and destination functions

Implement source adapters, identity joins, schema validation and idempotent writes without allowing Al to infer
missing authoritative IDs.

Acceptance gate: Repeated events and simulated destination failures produce no duplicate contact, unwanted
outreach or unexplained stage change.

Evaluate the model inside the workflow

Use held-out enquiries and source-grounding tests; measure staff corrections and record the actual destination result.

Acceptance gate: The Al task meets agreed error priorities and uncertain cases reach a usable reviewer queue.

Release with operator ownership

Pilot a limited traffic segment, expose usage/diagnostic reports and deliver staff training, account access and a
change runbook.

Acceptance gate: An internal operator can pause automation, trace a decision, update approved rules and recover a
failed job.
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12 Project scope and quotation questions

Lead data and identity reconstruction

Inconsistent contact IDs, merged records and stage histories can require substantial preparation before an Al decision
is measurable.

Ask in the quotation: Which joins, duplicate cases, historical labels and reconciliation tests are included in discovery
and implementation?
Model decisions and review interfaces

Qualification schemas, grounded drafting and uncertain-case approval require different evaluation examples and
application screens.

Ask in the quotation: How many model tasks, approval paths, languages and held-out examples does the estimate
cover?
Paid model, enrichment and automation dependencies

Inference requests, enrichment credits, workflow tiers and connector allowances affect the recurring software bill
independently of developer fees.

Ask in the quotation: Provide usage assumptions, account owners, overage rules and the cost treatment of failed or
repeated runs.
Production maintenance and expansion

CRM schema changes, platform import changes, new qualification rules and additional channels require regression
and connector work.

Ask in the quotation: What monitoring, rule updates, model changes and new-channel acceptance tests are covered by
support?

13 Hiring and comparing Al implementation partners

Comparable Al and CRM delivery

Ask: Which production workflow linked an Al output to a lead disposition or approved follow-up?
Useful evidence: A traceable example showing model output, staff review and the resulting CRM event.
Warning sign: Only advertising dashboards or generic Al-tool logos are supplied.

Candidate notes

Commercial measurement discipline
Ask: How will you distinguish accurate qualification from cheap lead volume?
Useful evidence: Documented acceptance criteria, stage reconciliation and treatment of delayed or lost outcomes.

Warning sign: Every generated response or form submission is treated as ROL.

Candidate notes
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Integration and external-cost transparency

Ask: Which APIs, automation runs, enrichment calls and licences are required?

Useful evidence: A dependency inventory, current account-access check and itemized usage assumptions.
Warning sign: Media spend, service fees and software consumption are blended into one unexplained figure.

Candidate notes

Staff ownership after launch

Ask: Who can change qualification rules and pause harmful outreach?

Useful evidence: A reviewed rulebook, operator training, suppression controls and a support/change process.
Warning sign: The Al independently changes campaign or outreach behavior without visible approval.

Candidate notes

14 Demonstrations, trial terms and hiring commitments

Ask whether a no-cost demonstration, sandbox or representative-sample evaluation is available. A free consultation
does not imply free implementation; custom pilots are often paid. Agree workflow scope, what is free, usage limits,
when billing starts, data handling, acceptance evidence, output ownership and the exit path before supplying data.

Relevant demonstration: Versioned classifier or model configuration, schema validator, reviewer queue and tested
CRM write functions.

Failure to introduce: A persuasive explanation conceals a misclassified enquiry or writes the wrong lifecycle stage.

15 Practical Al buying tips
* Ask the developer to demonstrate one difficult lead from raw enquiry through reviewed Al output to the committed
CRM change.

* Keep paid media budgets outside the Al engineering comparison; compare model, integration, review and
maintenance scope directly.

* Use failed imports, merged contacts and newly suppressed records as acceptance tests before expanding
automated follow-up.

16 Questions buyers ask about AI implementation

Which Al marketing workflow is a practical first implementation?

Choose a bounded task such as lead-intent classification, reviewed follow-up drafting or owner-assignment
suggestions with known acceptance rules. Provide real examples and an owned review queue. Avoid combining
scoring, outreach and spend changes in one initial release; separate actions make it easier to test where the Al adds
useful interpretation.
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How should Al lead qualification use missing or ambiguous information?

Preserve missing values and route uncertain cases for review rather than generating plausible firmographic or intent
facts. Require provenance for enrichment fields and explicit matching rules before updating records. Test people or
companies with similar names so the implementation does not turn a confident model response into incorrect CRM
identity data.

Can Al diagnose a campaign change without automatically changing advertising spend?

A read-only investigation assistant can gather approved campaign and CRM evidence and draft a source-linked
explanation for an analyst. Ask it to flag missing imports and tracking changes before suggesting causes. Keep any
spending action behind separately scoped rules and approval; observed correlation does not justify an autonomous
budget decision.

What should an Al lead-workflow development quote include?

Separate CRM data mapping, identity reconciliation, classification or drafting, enrichment integration, review controls
and failure recovery. List model consumption, workflow executions and paid data services independently. Keep
engineering and support distinct from media spend and campaign-management retainers so providers are compared
on the same Al implementation deliverables.

How should we estimate Al enrichment and routing costs?

Count the records requiring enrichment, expected match failures, model input lengths, review effort and retry
behavior. Identify whether existing CRM and automation licences support the proposed connectors or need higher
tiers. Ask who owns the paid accounts and what data is exportable if you change the implementation partner.

What ROl measures fit an Al marketing implementation?

Measure accepted classifications, correct owner assignments, supported drafts and staff correction effort against the
existing workflow. Trace outcomes through CRM merges and stage definitions before claiming downstream value.
Separate any campaign effects from the Al application’s contribution and subtract model, data, automation and
support costs from realizable process benefits.

How do we distinguish an Al marketing developer from a general campaign agency?

Ask what software, connectors and evaluation workflow the team built beyond reports, prompts or campaign
operations. Request an anonymized input-to-review-to-CRM trace and a failed-write recovery demonstration. Verify
that the proposed engineers can explain identity matching, source provenance and permissions for the exact lead
workflow you want to implement.

What hiring test reveals weak Al lead integration?

Provide an ambiguous lead, a duplicate and an enrichment response belonging to a similar entity. Ask the developer to
show structured output, matching evidence, reviewer choice and the permitted CRM update. A proposal that cannot
explain these cases may underestimate the work between a model-generated score and a trustworthy sales record.

What should sales staff receive when the Al workflow is handed over?

Provide field definitions, source-provenance rules, reviewer guidance and instructions for correcting or rejecting
suggestions. Give technical owners connector documentation, regression cases and account access. Define
maintenance for changed CRM fields and APIs separately from new campaign workflows so the team can operate and
troubleshoot the delivered service.

17 Primary sources and editorial scope

1. Google Ads: Conversion Lift

Primary measurement reference; Al implementation scope and hiring guidance are editorial.

https://support.google.com/google-ads/answer/141024507hl=en
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2. Google Ads: enhanced conversions using the Google tag

Primary configuration and data-flow reference. Local consent and business requirements must be assessed by the
responsible owners.

https://support.google.com/google-ads/answer/13258081?hl=en

3. Google Ads: enhanced conversions for leads

Primary platform context for connecting later lead outcomes; current account integration requirements must be checked.

https://support.google.com/google-ads/answer/15713840?hl=en

Original Al-service buying guidance. Verify current interfaces, licences, data rights and provider evidence. No supplier
certification, project quotation or guaranteed outcome is implied.
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