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EXECUTIVE SUMMARY

The Gap Between Al's Promise and Your Team's
Reality

Your team has access to Al tools. Most of them aren't using them confidently. The ones who are can't explain
why some experiments work and others don't. Leadership knows Al matters but isn't sure what to prioritise.
And somewhere between “we should be using Al” and “we are using Al effectively,” there's a gap that no

amount of tool training seems to close.

This is the reality inside most 10 to 200 person UK service and operational businesses right now. The UK
government estimates that closing the Al skills gap could unlock £400 billion in economic potential by
2030. They've committed to upskilling 10 million workers, including 2 million SME employees, through free
Al training programmes. Yet only 21% of UK workers feel confident using Al at work.

The problem isn't a lack of training. It's that we're only addressing half the skills gap.

The Al skills gap has two halves. The first, Al tool literacy, is being invested in at scale. The second, the
human capabilities that determine whether those tools create value, is barely being addressed. Tool training

is necessary. But it is not sufficient.

This white paper introduces The Human Edge Framework: five capabilities that sit alongside Al tool
proficiency and determine whether your Al investment pays off. It includes a practical self-assessment tool

you can use with your leadership team this week, and a 90-day action plan for getting started.
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THE PROBLEM

£400 Billion in Lost Potential

£400bn  21% 97%

Lost economic potential by 2030 if the Of UK workers feel confident using Al Of organisations identify at least one Al
skills gap persists at work skills gap



What the Gap Feels Like

You've got a handful of people experimenting with Al tools:
drafting emails, summarising documents, maybe automating
a report. They're doing it on their own initiative, without
coordination or strategy. Most of the team is aware Al exists

but hasn't changed how they work.

Leadership has approved some Al tool subscriptions. There
might have been a lunch-and-learn session. But there's no
clear picture of which processes should be automated, in
what order, or what “good” looks like. The gap between “we

have Al tools” and “Al is delivering value” sits wide open.

This is not a failure of ambition. It's a failure of readiness.

The Size Gap

The challenge is disproportionate for smaller businesses.
UK government research shows micro businesses adopt Al
at just 14%, compared to 36% for large enterprises, a 61%

gap. Mid-sized businesses sit at 23%.

For a 50-person service business, there is no digital
transformation team. There is no Chief Al Officer. There's an
MD or operations manager who's already stretched, trying
to figure this out between everything else.
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The Training Response

The response from government and industry has been to train at scale. The UK's Al Skills Boost programme
aims to upskill 10 million workers by 2030, with courses as short as 20 minutes covering how to use simple

Al tools.

But the EY Work Reimagined Survey tells a more complicated story. 83% of UK employees now use GenAl
at work, but primarily for basic tasks like search and summarisation. Only 11% receive adequate Al training.
And 43% worry that overreliance on Al could erode their skills.

People are using the tools. They just aren't getting value from them.

The Hidden Costs

The cost of this gap isn't just lost productivity. It's lost competitive position: the firms that figure this out first
will compound their advantage. It's talent attrition. And it's decision quality.

MIT's 2025 study of generative Al pilots found that 95% fail. Not because the technology doesn't work, but
because the organisations aren't ready for it. Brittle workflows, misaligned expectations, and insufficient

human capability around the technology.

The technology is not the bottleneck. The people around the technology are.
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THE CONVENTIONAL WISDOM

And Why It's Incomplete

The instinct, from government, from training providers, from most of the business press, is to solve the skills
gap by teaching people how to use Al tools. Run a course on ChatGPT. Get the team certified on Copilot.

Book an “Al awareness day.”

This isn't wrong. Tool literacy genuinely matters. It is a real and important part of the skills gap. Businesses

where nobody can use the tools effectively will fall behind those where people can.

But tool proficiency is becoming table stakes faster than anyone expected. Interfaces simplify every quarter.
No-code platforms mature. The barrier to using an Al tool is dropping toward zero. Within two years, using Al
will be as unremarkable as using a spreadsheet. The competitive advantage won't come from knowing how

to use the tool. It will come from knowing what to do with it.

If tool training is necessary but insufficient, the natural question becomes: what else do you need

alongside it?

The training industry is built around tool proficiency. It's measurable, certifiable, and scalable. The human
capabilities that sit alongside tool proficiency are harder to define, harder to develop, and harder to sell. But
they're the ones that determine whether Al investment creates value or becomes expensive shelfware.

The Al skills gap has two halves. The first half, Al tool literacy, is being invested in at unprecedented scale.
The second half, the human capabilities that make those tools deliver, is barely being addressed.

This is what The Human Edge Framework addresses.
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“The most important Al t '
isn’t about Al atall.”



THE FRAMEWORK

The Human Edge

The Human Edge Framework identifies five capabilities that
separate businesses getting real value from Al from those
that aren't. These aren't theoretical. They're drawn from
patterns we see consistently across operational businesses:
the capabilities that are present when Al works and absent
when it doesn't.

Each one is a human capability that Al cannot replicate. And
each one becomes more valuable, not less, as Al handles
more of the routine work.
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1. Process Thinking
Designing workflows, not just automating them.

Al can automate a process. It cannot design one. The ability to look at a workflow end-to-end, identify where
value is created, where time is wasted, where exceptions need handling, and where the automation

boundary should sit, is a human capability.

Forrester estimates that process intelligence will rescue 30% of failed Al projects in 2026. Yet McKinsey's
research shows that only 21% of organisations using generative Al have actually redesigned their workflows

around it.

Consider a field service business automating its scheduling. An Al system can optimise job allocation
brilliantly, if someone has first mapped the decision logic, the exception pathways, and the escalation rules.
Without that process thinking, the Al runs efficiently on a broken process. You get faster wrong answers.

The diagnostic question: Can your team map your core workflows end-to-end, including the

exceptions and judgment calls?

2. Judgment in Ambiguous Situations

Making sound decisions when the data isn't clear.

Al excels at pattern recognition and rules-based decisions. It struggles fundamentally with ambiguity:

situations where the data is incomplete, contradictory, or novel.

Gartner predicts that more than 40% of agentic Al projects will be cancelled or scaled back by 2027.
Research from Cambridge Judge Business School confirms: in uncertain, novel situations, Al takes second

place to human judgment.

In service businesses, these judgment calls happen daily. A client calls with an urgent but poorly-defined
problem. Someone needs to assess the real priority, balancing relationship context, contractual obligations,

team capacity, and instinct. Al can surface the information. A human decides the response.

The diagnostic question: When faced with ambiguous situations, do your team members make

Jjudgment calls confidently, or does everything escalate?
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3. Client Relationships and Trust

The human moat that Al enhances but cannot replace.

Al can draft a client email. It can surface account history in seconds. It can flag when a client hasn't been
contacted in a while. All valuable. None of it builds trust.

Gartner's 2025 research projects that by 2030, 75% of B2B buyers will prefer sales experiences that
prioritise human interaction over Al. Salesforce found that 60% of consumers believe advances in Al make

trustworthiness more important, not less.

For service businesses, the client relationship is often the moat. It's the reason clients stay, the reason they
refer, the reason they call you instead of the competitor who quoted 15% less. Al should enhance this

relationship, never attempt to replace it.

The diagnostic question: Is your client retention driven by relationship quality, or are you one better
quote away from losing them?

COGNIFY PARTNERS



4. Cross-Functional Problem Solving

Integrating knowledge across domains.

Al is excellent within a domain. It struggles across domains.
Deloitte and MIT Sloan found that cross-functional teams
are 30% more likely to report significant gains from Al. The
World Economic Forum ranks cross-domain thinking as the
single most essential skill, with 7 in 10 employers identifying

it as critical.

Consider the operations manager who notices that a
scheduling delay isn't a logistics problem. It's a training gap
causing rework, affecting cash flow, and driving the best
engineer to look elsewhere. That single insight spans four
domains. No Al system makes that connection.

The diagnostic question: When your best people
solve problems, do they draw from multiple parts of

the business, or stay in their lane?

5. Leadership Through Change

The meta-skill that makes everything else possible.

McKinsey and BCG research consistently shows that 70%
of transformation challenges are people and culture, not
technology. Google's Project Aristotle found that
psychological safety correlates with 19% higher productivity

and 31% more innovation.

This is the meta-skill. Without leadership through change,
none of the other four capabilities develop. Process thinking
requires permission to question existing ways of working.

Judgment develops only when it's safe to get things wrong.

The diagnostic question: Has your leadership team
clearly communicated why you're adopting Al and
what it means for people's roles, honestly?
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PRACTICAL APPLICATION

Five Steps for SME Leaders

Find the Curious Ones

Every team has one or two people who've already been
experimenting. They don't need permission, they need support.

Give them a real problem to solve, not a training module.

Pair Al Learning with Process Improvement

Pick one process. Map it end-to-end. Identify the human/Al split.
Learn the tool by applying it to the real process. The Al

capability and the operational capability develop together.

Make It Safe to Be Slow

The fastest way to kill adoption is to punish mistakes or demand

immediate ROI. Set learning timelines, not performance targets.

Redefine “Skilled” for the Al Era

The old definition: technical knowledge, speed, experience. The
new definition adds: can they work effectively alongside Al? Can
they design workflows that combine human judgment with

machine efficiency?

Start with One Team, Not the Whole
Organisation

Resist the urge to transform everything at once. Pick one team.
Pick one process. Give it 90 days. Get it right. Then expand.
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SELF-ASSESSMENT

Al Skills Readiness Diagnostic

Rate each statement from 1 (Strongly Disagree) to 5 (Strongly Agree).

Process Thinking

# Statement

1 Our team can clearly map our core workflows end-to-end, including decision points and
exceptions

2 We have a clear understanding of which processes should be automated and in what
order

3 When we implement new tools, we redesign the process first rather than automating what

already exists

Leadership Through Change

# Statement

4 Our leadership team has clearly communicated why we're adopting Al and what it means

for people's roles

5 People in our organisation feel safe to experiment with new approaches without fear of
punishment
6 Leaders at all levels model learning behaviour, trying new tools, sharing what works and

what doesn't

Judgment in Ambiguous Situations

# Statement

7 When faced with ambiguous situations, our team members make judgment calls

confidently rather than escalating everything

8 Our team can articulate where Al should be trusted and where human oversight is

essential
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Client Relationships and Trust

# Statement

9 Our client retention is driven primarily by relationship quality, not just price or

convenience

10 Our team actively builds trust through proactive communication, not just reactive service

Cross-Functional Problem Solving

# Statement

1" Our best people regularly draw on knowledge from multiple departments to solve
problems

12 We actively encourage collaboration across team boundaries rather than working in silos
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Scoring Guide

Add your scores for all 12 statements (maximum: 60)

48 — 60

Strong Foundation

You have the human capabilities to accelerate Al adoption. Focus on pairing tool training with your existing strengths. Move

directly to Step 2 (Pair Al Learning with Process Improvement). Your team is ready.

30 —47

Developing

You have capability in some areas but gaps in others. The gaps will slow your Al adoption. Identify your two lowest-scoring

areas. Start there before investing in more Al tools.

Below 30

Early Stage

Investing in Al tools now will likely produce disappointing results. Build the human foundation first. Start with Process Thinking

and Leadership alignment. These are the two capabilities that unlock all the others.

COGNIFY PARTNERS
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ACTION PLAN

Your 90-Day Roadmap

Assess: Month 1

Run the self-assessment with your leadership team. Identify one pilot team and one process. Map the current state end-
to-end.

Develop: Month 2

Pair Al tool training with the process improvement project. Focus development on your two lowest-scoring capability
areas. Create explicit permission to experiment.

Embed: Month 3

Review what worked and what didn't. Update role expectations to reflect the new definition of “skilled.” Share learnings
across the wider team. Identify the next process.

This is not a transformation programme. It’s a 90-day learning cycle.



WHAT THIS MEANS

For Your Business

The Investment Case

Developing Human Edge capabilities is not a cost. It's the infrastructure that makes every Al tool investment

pay off.

EY's research shows that UK companies are missing 40% of Al productivity gains due to gaps in talent

strategy. Every pound spent developing these five capabilities multiplies the return on every pound spent on

Al tools.

The Competitive Timeline
This is a compounding advantage. Businesses that develop these capabilities now don't just use Al better

today. They learn faster, adapt quicker, and compound their lead every quarter.

When the tools change, and they will rapidly, organisations with strong process thinking, judgment, and

cross-functional capability will adapt. Those relying solely on tool proficiency will start again.

The Talent Angle

The best people want to work for businesses that invest in their development. 43% of workers worry that
overreliance on Al could erode their skills. They're not asking for less Al. They're asking for development

alongside it.

Developing Human Edge capabilities is a retention strategy as much as a capability strategy.
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NEXT STEPS

Start the Conversation

If you're leading a 10 to 200 person service or operational
business and this resonates, if you've felt the gap between
Al's promise and your team's reality, we'd welcome a

conversation.

Not a sales pitch. A conversation about where the biggest
capability gaps are in your business, which process to start
with, and how to build The Human Edge alongside Al tool

adoption.

We help operational businesses close both halves of the Al
skills gap: the tool literacy that everyone's talking about, and
the human capabilities that determine whether it all actually

works.

cognifypartners.com/get-started

The question isn’t whether your team needs Al. It's
whether your team is ready to make Al work.

That’s not a technology question. It’'s a human one.

About Cognify Partners

Cognify Partners is a UK-based Al automation and transformation consultancy for 10 to 200 person service and operational

businesses. Founded by an engineer with 16 years in marine operations, building the systems, workflows, and teams that keep

complex operations running, Cognify brings an execution-first approach to Al adoption. Fixed-scope projects, working systems in 2 to

6 weeks, and a focus on the people and processes that make technology deliver value.

cognifypartners.com
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