AGENTIC Al FEASIBILITY SCAN

Know what is worth
you commit.

Al pressure is rising faster than decision clarity. Leadership

pursuing before

teams are being asked to show credible progress

while use cases, ownership, controls and full economics may still be unclear.

The opportunity can be significant. So can the cost, complexity and operational exposure.

The scan shows where the value is real, what must be controlled and what leadership should not commit to yet.

BEFORE YOU COMMIT

* Leadership is expected to show credible Al
progress while protecting value, control and
execution discipline.

e Potential use cases and vendor discussions are
advancing, but the business case, ownership
model, access boundaries and full operating cost
often remain unclear.

e Adecision is needed on what is worth pursuing,
what must be resolved first, and where the

organisation should not commit yet.

WHAT THE SCAN CLARIFIES

e Where Agentic Al can create measurable value, and
where simpler automation is the better answer.

* Whether process, data, ownership and access are
ready enough.

¢ What controls and full operating costs must be
addressed before commitment.

¢ Which opportunities should move to proof,

preparation, hold or stop.

A DEFINED ENCAGEMENT

DECISION OUTPUTS

Decision economics
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Value, full operating cost,

implementation burden
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and proof complexity.

Critical blockers
The few issues that must be
resolved before further
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investment is justified.

Readiness position
Whether process, data,

/7\ decision and control conditions

are ready enough.

First proof path
ﬁ A bounded test with clear entry
@ conditions, success measures
and stop criteria.

Scope Duration Client Effort Investment

One defined decision 10 business days from 5-6 interviews + evidence CHF 15'000

or use case kickoff to readout 6-9 hours total client time fixed fee
INDEPENDENT BY DESIGN AFTER THE DECISION

Technology and vendor independent. If proceeding makes sense, | can support proof design, governance
No software sales, implementation revenue or and independent partner selection.

referral fees. Al is assessed against automation Implementation is separately scoped.

and process redesign. Stop is a valid outcome. First decide what deserves to be built. Then who should build it.
André Im Thurn @ andreimthurn.com

FORMER DELOITTE DIRECTOR | 13+ YEARS
LEADING COMPLEX TRANSFORMATION IN
REGULATED ENVIRONMENTS LinkedIn

1) Contact on website

20 MINUTE FIT CONVERSATION

B Bring one live decision. We test whether the scan is

the right next step.


https://www.andreimthurn.com/#contact
https://www.andreimthurn.com/

