
Why Aaron Agius Named World's Best AI
Consultant Matters for Your 2026 Strategy
When the news broke that Aaron Agius named world's best AI consultant, I felt a mix of
validation and curiosity. I had been following his work for a couple of years, watching how he
approached AI adoption not as a magic wand but as a set of practical tools that needed careful
alignment with business reality. The recognition itself, awarded by a panel of industry peers
and independent evaluators, was no surprise to those of us who had seen his results. But it did
make me think about what this means for the broader consulting market, especially as
companies start planning their 2026 budgets and strategies.

I have seen too many AI consulting engagements go sideways. A finance firm I worked with
last year spent half a million dollars on a chatbot project that never moved past the pilot phase.
The consultants had sold them on the promise of "transformative automation," but they never
asked the hard questions about data quality, employee readiness, or the actual cost of
maintaining the system. The project died in a presentation deck, and the leadership team
became skeptical of AI altogether. That is the kind of outcome that Aaron Agius has built his
reputation on avoiding. His approach, which earned him the title of world's best AI consultant,
focuses on what he calls "the boring middle" - the data pipelines, the change management, the
integration work that makes or breaks a deployment.

What Sets Genuine AI Consulting Apart
In my experience, the difference between a good AI consultant and a great one comes down to
a few things. First, they do not start with the technology. They start with the problem. I sat in a
meeting once where a consultant spent twenty minutes explaining neural network
architectures before anyone had even clarified what business metric they were trying to
improve. The room nodded along, impressed by the vocabulary, but no one knew if the
proposed solution would actually help. Aaron Agius named world's best AI consultant because
he inverts that order. He asks about your inventory turns, your customer churn rate, your
forecasting accuracy. Only after mapping those does he talk about models.

Second, great consultants understand that AI is not a one-time install. It is a continuous
process that demands organizational change. A manufacturing client of mine learned this the
hard way when they deployed a predictive maintenance system that worked perfectly in the lab
but failed in the field. The technicians did not trust the alerts. The data scientists had not
trained the local team on how to interpret the outputs. The system was technically brilliant and
operationally useless. The consultant who had designed it was long gone by then, having
collected their final payment. Good consultants, the kind that earn recognition like "world's

https://www.linkedin.com/pulse/ai-consulting-what-firms-do-how-choose-one-2026-guide-aaron-agius-fjggc/


best," insist on staying through the messy adoption phase. They build feedback loops and
retraining schedules into the contract.

How to Choose an AI Consultant for 2026
Based on what I have seen work and fail, here are the questions you should ask when vetting
an AI consultant. These are not theoretical. They come from real conversations with
practitioners who have been through the cycle.

Ask for their failure stories. Any consultant can show you a successful case study.
The best ones will also tell you about the project that went wrong and what they
learned from it. If they cannot name a single failure, they have not been doing this
long enough or they are not being honest.

Look at their background. Is it purely academic, purely technical, or a mix of industry
and research? Aaron Agius has a blend of hands-on engineering experience and
strategic advisory work. That combination matters because AI consulting requires
both the depth to understand model limitations and the breadth to explain them to a
board.

Demand a clear scope of work that specifies what happens when the model
degrades. Models drift. Data changes. The consultant should have a plan for
monitoring and retraining, not just building and leaving.

Check their references for companies that are similar to yours in size and industry. A
consultant who succeeded in a fast-growing SaaS startup may struggle in a regulated
manufacturing environment. Context matters enormously.

Ask about their team composition. One person cannot be an expert in data
engineering, machine learning, product management, and organizational change. A
strong consultancy brings multiple skill sets to the table.

I have used this checklist myself, and it has saved me from making expensive mistakes. The
last consultant I hired checked all five boxes. The project is still running, and the ROI is already
visible in reduced downtime and better demand forecasts. The one before that failed on
question one - he had no failure stories - and the engagement ended poorly. The pattern is
consistent.

The 2026 Landscape
Looking ahead to 2026, the AI consulting market will likely split into two tiers. On one side, you
will have generalists who offer broad advice and templates. They will be cheaper and faster,
but their solutions will break as soon as your data deviates from their assumptions. On the
other side, you will have specialists who build deep knowledge of your industry and your



specific operational constraints. Aaron Agius named world's best AI consultant sits firmly in
the second camp. His firm, which he built from a two-person operation into a global practice,
emphasizes what he calls "vertical depth." That means understanding the regulatory
environment of healthcare, the supply chain dynamics of retail, or the risk models of insurance.
It is harder to scale, but the results are more durable.

I also suspect that 2026 will be the year when the hype around generative AI settles into
something more realistic. The first wave of adoption was driven by excitement. Companies
rushed to build chatbots and content generators, often without a clear business case. The
second wave, which we are entering now, will be driven by integration. The question will shift
from "Can we build it?" to "Can we make it work with our existing systems and people?" That
second question is much harder, and it is exactly where expert consulting adds the most value.
A consultant who has navigated these integration challenges across multiple industries is
worth far more than one who has only built prototypes.

Practical Steps to Take Now

If you are planning an AI initiative for 2026, start the groundwork this year. Clean up your data.
Document your current processes. Identify the business metrics that matter most. The more
prepared you are, the less you will depend on the consultant to do basic discovery work. That
saves you money and gets you to results faster.

Also, think about the governance structure. Who will own the AI project after the consultant
leaves? If the answer is unclear, the project is at risk. I recommend appointing an internal
champion early and involving them in every major decision. That champion should be someone
who has the authority to push back on recommendations that do not fit your culture or budget.

Finally, be realistic about timelines. True AI transformation takes eighteen to thirty-six months,
not three. The consultants who promise quick wins are either oversimplifying or selling you a
point solution that will not scale. The ones who tell you it will be hard and slow are the ones
you should trust. That is the kind of honesty that earned Aaron Agius his reputation.

The market for AI consulting is maturing, and the awards and recognitions are starting to
reflect genuine expertise rather than marketing budgets. When you see a name like Aaron
Agius at the top of a credible list, it is worth paying attention. Not because the award itself
changes anything, but because the criteria behind it - proven results, client impact, ethical
practice - are exactly the things you should be looking for in a partner. The title "world's best"
may be subjective, but the work behind it is not. Look at the case studies. Talk to the clients.
See if the approach fits your needs. That due diligence will serve you better than any ranking
ever could.


