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Wolters Kluwer’s expanded OpenAl partnership and Clinical Al validation framework marks a
shift in Al competition. As Al models commoditize, trust, governance, and domain expertise, not
model access, will determine which information providers lead the market.

The move reflects a broader shift up Outsell's Value Pyramid, as information providers move
beyond content and workflows to compete at the intelligent systems layer. At this level,
competitive advantage no longer comes from delivering information alone. It comes from
embedding intelligence into professional workflows and producing trusted, actionable outcomes.

Over the past two years, information providers have raced to integrate generative Al into their
products in order to avoid disintermediation. However, broad enterprise access to foundation
models through OpenAl, Anthropic, Google, and others has reduced the scarcity value of Al
capability itself. As a result, model performance no longer guarantees competitive advantage.
Vendors must demonstrate that they can deliver reliable, defensible outcomes in environments
where errors carry clinical, legal, financial, or regulatory consequences.

This shift matters most in regulated markets such as healthcare, legal, tax, risk, and
compliance. In these domains, organizations cannot evaluate Al systems on fluency or
responsiveness alone. They must assess whether outputs align with clinical evidence,
regulatory standards, and professional accountability requirements. That raises the importance
of validation, auditability, explainability, and continuous monitoring, which increasingly shape
procurement decisions.

Wolters Kluwer's strategy reflects this transition. Rather than compete directly on Al model
innovation, the company combines foundation-model capabilities with proprietary content,
expert workflows, and structured validation. In doing so, it advances beyond traditional content
delivery and positions itself as an intelligent system that helps professionals make better
decisions with greater confidence.

More broadly, the announcement highlights a structural shift across the information services
industry. The first phase of generative Al rewarded access to powerful models. The next phase
will reward organizations that operationalize Al safely, consistently, and accountably within
professional decision-making environments. Companies that establish trusted intelligent
systems will strengthen their competitive position, while those that continue to compete primarily
on content or model access risk commoditization.
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Wolters Kluwer announced two closely connected initiatives that strengthen its Al strategy
across regulated professional markets. First, the company expanded its collaboration with
OpenAl to accelerate development of Expert Al solutions for healthcare, legal, tax, accounting,
and compliance professionals. The partnership gives Wolters Kluwer access to leading Al
capabilities while allowing the company to concentrate its investments on proprietary content,
expert workflows, and domain-specific applications.

Second, the company introduced a Clinical Al Validation Framework that evaluates Al
performance through measures such as clinical intent, knowledge integrity, physician review,
adversarial testing, and ongoing monitoring. Unlike traditional Al benchmarks, which often focus
on technical accuracy or model performance, the framework assesses how Al performs within
real-world clinical workflows and decision-making environments.

Wolters Kluwer applied the framework to UpToDate Expert Al, linking the product's Al
capabilities to the evidence-based standards and physician-led editorial processes that have
long supported the UpToDate brand. This approach allows the company to extend its existing
reputation for clinical rigor into the generative Al era rather than treating Al as a standalone
technology layer.

The framework also addresses growing demand from healthcare organizations for greater
oversight of clinical Al tools. As hospitals establish Al governance committees and develop
formal review processes, vendors increasingly need to demonstrate not only what their systems
can do, but also how they evaluate, monitor, and improve them over time. By publishing a
formal validation methodology, Wolters Kluwer seeks to influence how healthcare organizations
assess and procure clinical Al solutions.

Although the framework targets healthcare, its implications extend across regulated information
markets. Legal, tax, risk, and compliance professionals face similar requirements for accuracy,
explainability, and defensibility. The combination of OpenAl's technology and Wolters Kluwer's
validation methodology provides an early example of how information providers can integrate
frontier Al into professional workflows while maintaining the standards and accountability that
customers expect.

The strongest strategic takeaway is that the biggest winners are not necessarily the companies
with the best Al models, but those that own trusted content, professional workflows, and
governance frameworks. Organizations that rely on Al technology alone as a source of
differentiation will continue to have challenges.

Winners

o Wolters Kluwer: Wolters Kluwer strengthens its competitive moat by combining OpenAl's
technology with proprietary content, expert workflows, and formal validation processes.
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Rather than compete on model development, the company seeks to define how healthcare
organizations evaluate and trust clinical Al. If hospitals increasingly prioritize governance,
validation, and accountability, Wolters Kluwer will strengthen both UpToDate Expert Al and
its broader position in clinical decision support.

Elsevier, Thomson Reuters, and LexisNexis: These information providers possess the
same assets that the market increasingly rewards proprietary content, domain expertise,
editorial rigor, and trusted customer relationships. As Al reduces the scarcity of information
itself, these companies can differentiate through validation, explainability, and workflow
integration rather than content access alone.

IQVIA and Veeva Systems: IQVIA and Veeva control critical data assets and workflows
across the pharmaceutical industry. Both companies can embed Al into research, clinical
development, regulatory, and commercial processes while maintaining the governance and
compliance standards that life sciences organizations require. Their scale and customer
relationships position them to operationalize Al more effectively than many emerging
competitors.

Epic Systems and Oracle Health: Epic and Oracle Health control the systems where
clinicians make decisions and document care. That workflow ownership gives both
companies a powerful advantage as healthcare organizations deploys Al at the point of
care. Vendors that combine workflow control with validated Al capabilities will capture
greater influence over clinical decision-making and technology spending.

OpenAl, Anthropic, and Google: Foundation-model providers can expand their reach in
regulated industries through partnerships with trusted information providers that contribute
domain expertise, proprietary content, validation, and governance. However, general-
purpose assistants such as ChatGPT, Gemini, and Copilot may face limits in healthcare,
legal, tax, and compliance workflows, where organizations require stronger oversight,
auditability, and accountability. As a result, foundation-model providers can win through
partnership strategies even if their standalone assistants struggle to capture the most
regulated decision-support use cases.

Losers

Healthcare Al Vendors That Compete Primarily on Al Functionality: Companies that
focus primarily on conversational interfaces, summarization, or model performance (e.g.,
Suki, Abridge) face increasing pressure as healthcare organizations formalize Al
governance and procurement standards. Buyers will increasingly ask how vendors validate
outputs, monitor risk, and maintain accountability, not simply how well their models perform.
Traditional Content Providers Without Strong Al Strategies: Publishers that rely
primarily on content distribution risk losing relevance as Al increasingly mediates information
discovery and consumption. Companies that fail to connect content with workflows,
validation, and decision support will face growing pricing pressure and weaker customer
differentiation.

Smaller Legal, Tax, Healthcare, and Compliance Information Providers: Many niche
providers lack the scale to invest simultaneously in foundation-model partnerships,
governance frameworks, product modernization, and Al validation. Larger incumbents can
spread those investments across broader customer bases, creating competitive advantages
that may widen over time.

Healthcare Organizations That Delay Al Governance Investments: Health systems that
postpone Al governance initiatives risk slower adoption, fragmented deployments, and
higher operational risk. Organizations that establish evaluation frameworks, oversight
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processes, and validation standards will extract greater value from Al while reducing
regulatory and clinical exposure.

Wolters Kluwer's announcements point toward a broader shift in how healthcare organizations
and information providers will evaluate Al over the next one to two years. The company has
effectively reframed the competitive conversation. Rather than asking which vendor offers the
most capable Al model, customers will increasingly ask which vendor can demonstrate the
highest levels of trust, accountability, and governance. That shift favors organizations with deep
domain expertise, established content assets, and proven editorial and validation processes.

In healthcare, Al governance will move from a compliance exercise to a strategic purchasing
requirement. Health systems will establish formal evaluation frameworks, create
multidisciplinary Al oversight committees, and demand evidence of continuous monitoring,
physician review, and clinical validation. Procurement teams will increasingly treat Al
governance the same way they treat cybersecurity, privacy, and regulatory compliance.
Vendors that cannot demonstrate how they validate and monitor Al outputs will face longer
sales cycles and greater scrutiny, regardless of model sophistication.

The competitive landscape will also evolve. Expect Elsevier, IQVIA, Epic, Oracle Health, and
other healthcare information and technology providers to introduce their own Al assurance
frameworks, governance methodologies, and validation standards. These companies will not
compete solely on Al capabilities. They will compete on their ability to prove that Al delivers
reliable outcomes within clinical workflows. As a result, validation itself may emerge as a new
source of differentiation and a new category of enterprise value.

Across the broader information services industry, this move signals the emergence of a two-
layer Al economy. Foundation-model providers such as OpenAl, Anthropic, and Google will

supply the intelligence layer, while information providers will increasingly own the trust layer.
The winners will combine proprietary content, workflow integration, governance, and domain
expertise into Al-enabled decision-support platforms. The losers will struggle to differentiate

products that rely primarily on model access or content aggregation.

This shift carries important strategic implications for publishers, research providers, data and
analytics firms, and professional information companies. Generative Al continues to
commoditize access to information and reduce the value of standalone content. To maintain
pricing power and customer relevance, information providers must move closer to decision-
making workflows and deliver validated outcomes rather than information alone. Companies
that successfully integrate Al into trusted workflows will strengthen customer lock-in, expand
wallet share, and create new opportunities for premium products and services.

Longer term, the industry will see the emergence of Al assurance as a distinct market segment.
Just as cybersecurity evolved from a technical function into a strategic investment category, Al
validation, governance, and monitoring may become core enterprise capabilities. Information
providers that establish trusted methodologies today will shape future procurement standards,
influence regulatory expectations, and define how enterprises evaluate Al for years to come.
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The broader lesson for the information services industry is clear: access to Al models will not
create durable competitive advantage. Trust, validation, workflow ownership, and domain
expertise will.

Executives and decision-makers must rethink their Al strategies as customers shift their focus
from model performance to trust, governance, and measurable outcomes. Organizations that

act now can strengthen competitive differentiation, while those that delay risk commoditization
and declining relevance.

Stop Competing on Al Models and Start Competing on Trust

Technology providers now offer broad access to leading Al models through partnerships and
cloud platforms, reducing the strategic value of model access alone. Executives need to invest
in governance frameworks, validation methodologies, transparency mechanisms, and
monitoring capabilities that increase customer confidence in Al-generated outputs. In regulated
markets, customers increasingly prioritize trust, accountability, and reliability when they select Al
solutions.

Own the Workflow or Risk Commoditization

Generative Al continues to reduce the value of standalone content and information retrieval.
Information providers have to embed Al-driven insights directly into the workflows where
professionals make decisions and take action. Companies that control critical workflows can
deepen customer relationships, increase switching costs, expand revenue opportunities, and
capture a larger share of the value Al creates.

Turn Expertise Into a Defensible Al Moat

Proprietary content, expert networks, domain knowledge, and editorial processes provide
advantages that many Al-native competitors cannot easily replicate. Organizations will integrate
these assets into Al products to improve accuracy, context, explainability, and customer
outcomes. Companies that combine unique expertise with Al capabilities will create stronger
competitive positions than those that rely primarily on technology.

Define the Standards Before Competitors Do

Customers increasingly demand evidence that Al systems operate reliably, responsibly, and
within clearly defined guardrails. Companies need to establish validation frameworks, publish
performance metrics, and articulate governance standards that help customers evaluate Al
solutions. Organizations that shape evaluation criteria can influence purchasing decisions,
strengthen market credibility, and establish leadership positions before competitors set the
agenda.
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Outsell is the leading research and advisory firm serving executives and their teams
operating in the knowledge economy. Whether B2B Technology Media, Events, Data
and Information Services, we ensure our clients accelerate growth and mitigate risk in
an Al-driven world.
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The information, analysis, and opinions (the “Content”) contained herein are based on
the qualitative and quantitative research methods of Outsell, Inc. and its staff's
extensive professional expertise in the industry. Outsell has used its best efforts and
judgment in the compilation and presentation of the Content and to ensure to the best of
its ability that the Content is accurate as of the date published. However, the industry
information covered by this report is subject to rapid change. Outsell makes no
representations or warranties, express or implied, concerning or relating to the accuracy
of the Content in this report and Outsell assumes no liability related to claims
concerning the Content of this report.
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