Your Al Product
Is Not Ready
for Market

A go-to-market reality check for founders and

business leaders
BUILT BY BHARATLOGIC



o» Before You Scale, Read This

Most Al products do not fail because the technology is
weak.

They fail because buyers do not understand, trust, or act.
Founders lose months building, pitching, and tweaking without real
traction. The problem is rarely effort. The problem is clarity.

This reality check is designed to help you spot gaps in your go-to-market
approach before they cost you time and money.

Answer honestly. The gaps will be obvious.
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o2 Do You Solve a Real Problem?

Can a buyer explain your product in one clear sentence?

Are you solving a problem people already pay to fix?

Is this problem urgent right now?

Would buyers feel pain if your product disappeared tomorrow?

If the problem is unclear, no amount of Al will save the launch.




o= Do You Know Who Actually Buys?

Do you know who signs the contract?

Do you know who can block the deal?

Can you describe the buyer's current workflow?

Are you selling to users while ignoring decision makers?

Al deals stall when the real decision maker is not addressed early.
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o« Can You Explain Value Without Al?

Can you explain your value without using the word Al?

Do you lead with outcomes instead of features?

Can a sales rep explain the product in under 60 seconds?

Does your message sound clear or clever?

If buyers are confused, they do nothing.




5 Can You Show Value and Build Trust
Fast?

0]

Can buyers see value within days or weeks?

Is your demo or pilot clearly tied to outcomes?

Can you explain data handling simply?

Are limits and risks discussed openly?

Trust is not marketing. It is part of the product.




os |s Your Team Ready to Sell This?

Are sales and product aligned on positioning?

Does sales know when your product is a bad fit?

Is pricing easy to explain and justify?

Are deals stuck because of confusion, not competition?

Chasing the wrong deals wastes the right opportunities.
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o7 Are You Focused or Scattered?

Are you targeting one clear segment first?

Is your use case relevant today?

Are you building based on real user feedback?

Are decisions driven by the market or internal opinions?

Focus beats ambition in early growth.
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s Read This Carefully

MOSTLY YES

You are closer than you think, but gaps still exist.

MIXED ANSWERS

Your go-to-market approach is at risk.

MOSTLY NO

Pause scaling and fix fundamentals first.

Ignoring these signals costs months. Acting on them creates leverage without waste.



oo If This Felt Uncomfortable, That Is Good

Most founders rush to scale before their go-to-market is ready. A short,
honest review can save months of wrong execution.

BharatLogic works closely with founders and business leaders on Al go-to-
market strategy and execution.
We focus on clarity, speed, and results—at rates built for scaling teams.

Talk to BharatLogic

Introductory Call now?

Visit Bharatl.ogic.com

Partner with BharatLogic Page 9


https://calendly.com/vikas-puri-bharatlogicllp/30min?month=2026-01
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