As organizations ramp up their cloud data lake modernization and Al initiatives, Snowflake continues to dominate
as the go-to platform. But choosing the right Snowflake consulting partner is critical for success in 2026 and
beyond. Vendors such as STX Next, NTT DATA, and Cognizant regularly showcase their Snowflake expertise, but
how do you avoid common pitfalls like scope creep, unclear deliverables, and weak vendor management? This

post highlights key contract red flags and the must-do verification steps before signing on the dotted line.

Why Vendor Ranking and Selection Matter for 2026

Snowflake adoption projects today need more than just migration grunt work. Stakeholders expect measurable
business outcomes, advanced Snowpark development, and Al capabilities like Snowpark ML. This demands top-

tier consulting partners with proven delivery track records.
Key evaluation criteria include:

e Partner Tier Verification: Confirm if the vendor is an official Snowflake Premier or Advanced Partner. These

tiers require certified SnowPro consultants and proven project success.

* SnowPro Certification Counts: Ask for the count of SnowPro-certified professionals (Architects, Data

Engineers) on their team. Higher counts correlate with deeper Snowflake expertise.

¢ Verified Client Reviews: Check independent platforms like Clutch or G2 for authentic user reviews. Beware

vendors highlighting vague Al-readiness without concrete Snowpark or Cortex implementation details.

Contract Red Flags: Scope Creep and Unclear Deliverables

Unclear or shifting project scope is the root cause of budget overruns and timeline blowouts. Common red

flags include:

* Vague Deliverables: Contracts that describe outcomes in buzzwords without specifics on what will be

delivered, like "Al-ready data lakes” with no Snowpark ML integration roadmap.
* Loose Change Management: Agreements lacking strict change request processes invite scope creep.
Without clearly documented change controls, your consulting engagement will cost more and take longer.

* No Milestone-Based Payments: Watch out for vendors requesting large upfront payments without aligning
fees to achieved milestones and deliverables.

Practical advice: Insist on a detailed statement of work (SOW) with explicit definitions of deliverables linked to
Snowflake features. For example, if Al enablement is promised, verify deliverables include Snowpark ML model

development, Cortex pipeline setup, or SageMaker integration—whichever applies.



Security and Compliance Readiness

Your Snowflake contract should explicitly address security and compliance measures upfront. Typical contract gaps

include:

* Missing Regulatory Clauses: Does the vendor recognize HIPAA, GDPR, CCPA, or industry-specific

compliance standards relevant to your data?
* No Data Governance Protocols: Contracts that omit policies for data classification, encryption defaults, or
role-based access control overlook critical Snowflake security best practices.

¢ Audit and Monitoring Commitments: Lack of commitment to assist with audit logs setup, anomaly

detection, or incident response may expose your organization to risks.

Ensure your consulting https://www.devopsschool.com/blog/leading-snowflake-implementation-providers-8-
firms-ranked-for-2026/ partner's contract mandates compliance adherence as part of deliverables. Ask how
vendors like NTT DATA or Cognizant assist clients with security posture hardening specific to Snowflake tools like
Dynamic Data Masking or Object Tagging.

Al Enablement: Verifying Snowpark and Cortex Expertise

In 2026, Al readiness is a key competitive differentiator that many vendors claim superficially. Watch for contract
traps like:

¢ “Al-Ready” Without Snowpark Commitments: Vague promises to make your data "Al-ready” without

mentioning usage or development of Snowpark or Snowpark ML.

* No Integration Plans for Cortex or External ML Platforms: If you use Snowflake's Cortex or want to

extend with external Al tools, make sure these tools feature in the contract scope.

* Missing Performance Benchmarks: Al model building and deployment come with performance

expectations. Contracts should include service-level objectives (SLOs) for pipeline latency and accuracy.
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Ask your vendor for previous case studies showing successful Snowpark ML projects. Leading partners like STX
Next often publish verified results showcasing custom Al workloads executed directly inside Snowflake leveraging

Snowpark’s native capabilities.

Vendor Management and Governance Clauses
Effective vendor management reduces confusion and project derailments. Some contract red flags include:

* Infrequent Reporting Mechanisms: Lack of scheduled status calls, dashboards, or structured updates.

* No Single Point of Contact: Contracts not assigning a dedicated project manager or escalation path.

* Ambiguous Exit or Transition Policies: Missing terms on knowledge transfer, data ownership, and
disengagement processes can leave you stranded at contract end.

The contract should specify:

1. Regular governance meetings aligned to project milestones.
2. Defined escalation matrix for issues impacting schedule or quality.

3. Ownership of code, documentation, and custom Snowpark scripts developed during the engagement.

How STX Next, NTT DATA, and Cognizant Stack Up

Vendor Snowflake Partner Tier SnowPro Certified Staff Al/Snowpark Focus Security & Compliance Strength STX
Next Advanced Partner 20+ Strong Snowpark ML projects with verified case studies Robust compliance processes
for GDPR & HIPAA NTT DATA Premier Partner 50+ Enterprise Al roadmap including Cortex integration Deep
expertise in regulatory environments & audit readiness Cognizant Premier Partner 60+ End-to-end Al enablement

with Snowpark and Cortex Strong governance & identity access management support

Remember to always cross-check these claims against independent reviews and direct customer feedback on
platforms like Clutch or G2. Vendors sometimes overstate “Al readiness” without demonstrating actual Snowpark

ML delivery.

Final Checklist Before Signing Your Snowflake Consulting Contract

e Confirm Partner Tier & SnowPro Certifications: Validate with Snowflake Partner Portal or ask for proof.

¢ Demand Detailed SOW: Scope deliverables into discrete, measurable tasks including Snowpark development

or Al pipelines.

¢ Verify Security and Compliance Clauses: Ensure the contract includes HIPAA, GDPR compliance details if

relevant.
¢ Clarify Vendor Management: Require defined governance cadence and escalation paths.

® Check Al/ML Implementation Details: Don't accept "Al-ready” without concrete Snowpark ML or Cortex

integration steps.

* Review Customer References: Look for third-party reviews and validated case studies.

Conclusion

The Snowflake ecosystem is evolving rapidly, with Al-enabled Snowpark and Cortex putting powerful analytics at
your fingertips. But a poorly defined consulting contract can introduce costly delays, compliance risks, and scope

disputes.



Before partnering with vendors like STX Next, NTT DATA, or Cognizant, watch for contract red flags around
scope creep, unclear deliverables, security, and vendor governance. Verify all vendor claims independently on

Clutch or G2, and insist on crystal-clear SOWs. That rigor today will translate into smooth Snowflake delivery

tomorrow.




