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A strategic guide for ISVs expanding revenue, accelerating product innovation, and powering
customer acquisition with Al while maintaining roadmap focus.




Executive Summary

Independent software vendors (ISVs) are entering a defining moment. Artificial intelligence is reshaping software markets at
a pace that challenges long-established product strategies. Customers expect smarter, more adaptive tools. Competitors are
rethinking their core offerings. And revenue models are shifting toward solutions that not only streamline operations but also

drive measurable business growth.

For many ISVs, the most pressing question is no longer whether to adopt Al, but how to integrate it into their roadmap
efficiently and responsibly. Engineering teams cannot afford sustained detours. Product leaders must prioritize what delivers
immediate value. And business executives need confidence that Al investments will translate into long-term advantage.

This playbook explores the opportunities and realities of Al for modern ISVs. It looks at the changing dynamics of the ISV landscape,
the pressures shaping product decisions, and the capabilities that distinguish platforms prepared for the next era of growth. It also
outlines how integrated Al provides ISVs with a rapid path to differentiation, expansion revenue, and improved customer retention.

ISVs reading this guide will gain clarity on:
« Where Al drives meaningful competitive advantage
* How to integrate Al without slowing down core development
« What capabilities customers increasingly expect from software platforms
« How integrated intelligence improves acquisition, onboarding, engagement, fulfillment, and reduces churn
« What frameworks support informed build/partner/embed decisions

« How ISVs can position Al capabilities to support revenue growth

The ISV category is evolving quickly. Those who adapt will not only strengthen their product but redefine their role in the
markets they serve. This playbook offers a strategic path forward.
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The evolution of ISV product strategy
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Legacy Software
- Manual workflows
- Feature-heavy
- Limited scalability
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Modern SaaS

- Cloud delivery
- Subscription model
- Efficiency-focused
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Al-Enabled Platforms
- Added Al features
- Early workflow automation
- Basic predictive logic
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Al-Integrated Platforms
- Embedded intelligence
- Lifecycle automation
- Outcome-driven
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The ISV growth equation has changed

For much of the last decade, ISV growth followed a familiar pattern: expand product capabilities, refine sales motions,
and focus on operational efficiency. But the expectations of today’s buyers, combined with the accelerating capabilities
of Al, are reshaping that equation.

Customers are selecting software not only for its core features but for its ability to drive outcomes across the entire
business. This includes:

* Faster time-to-value

» Streamlined onboarding

 Continuous engagement

* Intelligent automation

« Meaningful, data-backed insights

* Integrated workflows across sales, support, and operations

ISVs can no longer limit their value proposition to operational efficiency. Businesses want platforms that help attract
more customers, improve customer relationships, and reduce churn. As a result, Al-powered acquisition, engagement,
and lifecycle management capabilities are becoming essential.

This change creates an opportunity for ISVs who are prepared to broaden their impact. It also places pressure on
product teams to evaluate how Al can support scale, differentiation, and long-term revenue growth.
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Roadmap pressure:
The core challenges facing ISVs today

ISVs are navigating demanding product environments. Market expectations rise quickly, internal teams face competing
priorities, and leadership teams want measurable returns from Al adoption. Below are the primary challenges shaping

today’s product decisions. Integ ratlng Al
Integrating Al without slowing product development
9 9 gp P EMBED (Ready to Use)
Al presents powerful opportunities, but incorporating it into a product requires thoughtful planning. Many ISVs are
already managing full backlogs, balancing urgent enhancements, and supporting active customer bases. BUILD (In-House) * Deployable
in minutes
ildi ilities in- : * Long development
Building Al capabilities in-house often means: timegline P . No ML infrastructure
» Allocating scarce engineering resources needed
: : * Requires ML
- Stand frastruct . '
an |r.1g up ne\{v infrastruc u.re. .. S — pre_bql!t.A|
« Managing ongoing model training, validation, and governance : o capabilities
. : . * Ongoing training - _ .
* Accepting longer development timelines and tunin « Minimal engineering
2 effort
For many ISVs, these trade-offs are difficult to justify. * High engineering lift

* Lower risk,

Where Al provides the most immediate value is in targeted, high-impact capabilities that do not require foundational : Highelr risk and faster value
complexity

model development—such as intelligent onboarding, automated workflows, customer support augmentation, and
predictive engagement.

Embedded Al solutions offer a pragmatic path. They allow ISVs to introduce Al experiences without compromising
roadmap momentum or core product integrity.

This approach also gives ISVs the advantage of inheriting ongoing improvements from the provider's Al engine,
effectively extending their R&D capacity without adding engineering overhead.
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Modern customer acquisition in a saturated market

Customer acquisition has become increasingly difficult for ISVs. Paid channels deliver diminishing returns,
organic growth requires sustained investment, and marketplaces reduce control over margins and engagement.

Businesses are looking to their software providers for support in driving demand. Platforms that help customers
generate leads and convert interest have a meaningful advantage.

Al enhances acquisition by:
» Responding to inbound inquiries immediately
* Qualifying leads with consistent criteria
* Routing opportunities to the right place
* Engaging website visitors at critical moments
» Maintaining follow-up without manual effort

These capabilities help ISVs differentiate while also strengthening customer outcomes, leading to higher
retention and more predictable revenue.
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Expanding revenue through embedded capabilities

ISVs face ongoing pressure to broaden their offering while maintaining product focus. Customers increasingly
expect platforms to incorporate tools that manage communication, reputation, marketing, and operations—
not simply core functionality.

Building each adjacent capability internally is rarely sustainable. It stretches engineering teams and dilutes
product strategy.

Embedded Al-enabled capabilities offer an alternative. ISVs can enhance their offering with integrated tools
such as:

« Al-powered review generation

* Local listing management

* Al chat and voice reception

* Social publishing

« Automated campaigns and workflows

These additions increase revenue opportunities and create a more complete customer experience without
placing extra strain on product teams.
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The ISV advantage with embedded Al

The speed at which Al is advancing creates urgency for ISVs, but also a strategic opportunity. Those who adopt
Al thoughtfully can reshape their product’s value proposition, expand their market relevance, and create durable
advantages.

Embedded Al, which can be incorporated without building models or infrastructure from scratch, offers ISVs a practical
and impactful way to move forward.

Why ISVs are rethinking what they build

Engineering teams are stretched thin. Product leaders must balance innovation with stability. And Al infrastructure
requires expertise that most ISVs do not have internally.

As a result, many ISVs are moving away from building commoditized or labor-intensive features in-house. Instead, they
focus internal development on what truly differentiates their platform and embed complementary Al capabilities that
integrate seamlessly into their product experience.

This approach preserves roadmap focus and accelerates time-to-market.

Another advantage of embedding Al is long-term agility. Third-party Al providers continuously update their models,
expand capabilities, and improve performance as the underlying technology evolves.

ISVs benefit from these advancements automatically, without diverting engineering resources to ongoing model

maintenance. This ensures their product keeps pace with rapid Al innovation rather than becoming a static module that
requires constant internal upkeep.
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How Vendasta accelerates Al innovation

Vendasta provides a complete platform of Al employees, automation tools, and customer engagement capabilities
that ISVs can integrate directly into their products. These capabilities help ISVs deliver outcomes that matter to their
customers, including improved acquisition, stronger engagement, and simplified fulfillment.

Key advantages include:
* Al chat, SMS, and voice capabilities deployable in minutes
» Al-driven reputation, communication, and content automation
 Tools that support acquisition, engagement, retention, and fulfillment

» Personalization powered by each customer’s unique data 54% —
@ Website

o Advertising °
Create Snapshot Report I 7
/

« A wide catalogue of embeddable solutions for expansion

» Strong reliability and performance at scale
 Access to a mature partner ecosystem
* A polished interface designed for usability and speed

Vendasta helps ISVs modernize their offering without sacrificing development velocity.

JeremyDo¥Ie )

T 3 / Average Opein u-u 2
Embedded capabilities ISVs can deploy today = © 493%
° 0

ISVs can immediately expand their platform by embedding capabilities such as:

* Al receptionists for inbound communication

» Al web chat for qualification, conversion, and support

« Automated email and SMS campaigns

* Local listing and profile management

» Social media scheduling and publishing

» Automated review generation and reputation monitoring
* Multi-channel campaign automation

» Lifecycle and workflow automation

These capabilities help ISVs deliver a more complete, integrated experience that supports customer growth and retention.
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Practical frameworks for ISV Al adoption

Introducing Al requires a clear framework to guide decisions. The following models help ISVs move efficiently from
planning to deployment.

The ISV Al Roadmap blueprint

A practical sequence for adopting Al:

Phase 1: Identify /0
high-impact opportunities @

[—)

Phase 3: Strengthen f@t} Phase 4: Personalize
lifecycle automation @(_J using customer data C

Focus on areas where Al can reduce
friction quickly while complementing
your core product offering, such as
acquisition, onboarding, support, and
communication.

\_

\_

Introduce Al capabilities for inbound
communication, qualification, and
automated nurturing.

_/

Build workflows that manage follow-up,
retention, and project execution more
efficiently.

This roadmap helps ISVs capture value early while building toward more advanced, data-driven capabilities.
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Leverage behavioral and operational
signals to tailor communication,
recommendations, and engagement
paths.
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Conclusion: Your competitive moat will be Al-driven

ISVs stand at a pivotal point in the evolution of software. Al will not replace the need for thoughtful product
strategy, but it will redefine the expectations customers bring to every platform they use.

Those who adopt Al strategically will gain advantages in acquisition, retention, support, and operational
efficiency. Those who hesitate risk being outpaced by competitors who move faster and deliver more

complete, intelligent experiences.

With Vendasta, ISVs have a partner that simplifies Al adoption, accelerates innovation, and enables long-term
resilience. The tools, data, and infrastructure are ready to support your next phase of growth.

Your opportunity is here. The next era of product leadership belongs to those who embrace Al with purpose.

Get a demo

Try Vendasta for free. No credit card required.

Get customers.

VENDASTA And them

Integrated intelligence, automa‘lon,

and personalization that elevate
your platform without slowing development.

The functionality your team
builds, owns, and differentiates on.



https://www.vendasta.com/request-demo/



