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DEMOGRAPHICS

The survey is representative of a wide base of industries and company sizes

Which country is your Choose the industry that What is your organization's How many full-time What best describes your
company based in? best describes your current current revenue? employees work at your title?
organization. organization globally?

% of respondents

37 40 44 44
100% veden (2% m‘ﬂi: W-F
[ Cermany(g%] | Trantn (3%) - §25% (?5 0
ﬂ%&;’ﬁ!ﬁ Tech Professional Services(3%) Q
Norway (2%) Automotive (3%) . More than 10K (18%) R
__m%w%’s— Advanced Manufacturing (5%) $5B- $9.9B (15%) Other* (25%)

India (5%)

80 . Media & Entertainment
Brazil (5%) (11%) 0
Belgium (5% 5000-9999 (14%)
$1B- $4.9B (23%) Other CxO (9%)
United Kingdom (9%)
60

Financial Services (35%) o
$500M- $999M (15%) 1000-4999 (34%) CEO (27%)

40

United States (61%) $100M- $499M (23%) 500-999 (11%)

20 Technology (38%) $25M- $99M (5%) 100-499 (11%) CIO/CTO (39%)

<$25M (15%) <100 (11%)

Geography Industry Revenue FTEs Role

Note: “Prefer not to answer" and "Other" responses hidden, *Primarily includes roles like Chairman, VPs, and Directors
Source: Project GenAl (N=44)
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STRATEGY AND USE CASES | PRIORITY & VISION

Majority of firms see GenAl as a top priority with the right overall vision, and around
half have determined the right path forward

My company has a clear overall strategy and
direction around Al and GenAl specifically

% of respondents (N=44)

Strongly agree

55%

Agree

Neutral

Disagree

Strongly disagree

0 20 40 60%

Source: Project GenAl (N=44)

Where does Al / GenAl rank as an overall
company priority for the next 1-2 years?

% of respondents (N=44)

GenAl is our #1 priority as
a company for next 1-2Y

GenAl is among our top 3 o
s 45%

priorities for next 1-2 years

GenAl is among our top 5

priorities for the

next 1-2 years

GenAl is an important
initiative for the next 1-2
years but not a top 5 priorit

GenAl is one of many
initiatives but not a
major priority

Al / GenAl is not a priority

60%

~60% see GenAl as atop 3 priority in next 2Y

How clear is your company’s vision for GenAl and
how well defined are its use cases?

% of respondents (N=44)

Defined vision and use case list
with sequenced roadmap,
value expectations, and
dependency alignment

Defined vision and use case list
with sequenced roadmap and 30%
value expectations

Set vision for GenAl and initial
high-level list of potential use
cases

34%

Some ideas around where to
use GenAl, but no coordinated
effort in place

We have not thought about a
vision or use cases for GenAl
yet

0 10 20 30 40%

~55% have a defined GenAl vision



STRATEGY AND USE CASES | BUSINESS GOALS & CONSTRAINTS

Leaders expect Al will have moderate to significant impact on their work in the future;
work efficiency is the top ‘problem’ addressed by Al

What level of impact do you think Al / GenAl will
have on your organization in the next 3 years?

% of respondents

What are the top problems that you would like to have solved by Al? Rank up to 3 problems.

44
100%
Significant impact,
including redefining
80 business model or
competitive dynamics
60
Moderate impact, including
40 noticeable effect on certain
aspects of strategy /
operations
20
Minimal impact, with minor
changes or adjustments on
0 overall strategy / operations

Level of GenAl impact

% of respondents (N=44)

80%

66%

Work Automating Better data  Customer Improving  Overall cost  Predictive More Reducing
efficiency repetitive analytics experience decision-making  base capabilities personalized human errors
tasks improvement processes marketing and
recommendations

Note: "Other" responses hidden; RHS: problems ranked by less than 9% respondents hidden

Source: Project GenAl (N=44)



STRATEGY AND USE CASES | BUSINESS GOALS & CONSTRAINTS

Firms most commonly aim to use GenAl for efficiency and productivity; privacy / lack of
expertise concerns remain the biggest roadblocks

What are the primary business goals your company has for What are the top reasons preventing your company from moving faster with Generative Al -
Generative Al usage? Select up to 3 options. i.e., reasons holding your company back from adopting more Generative Al tools/applications in
additional use cases? Select up to 3 reasons.

% of respondents (N=44) % of respondents (N=44)

40%

Increasing headcount 84% 36%

efficiency / productivity

30

Growing revenue
20%

20
14% 14%
Improving customer retention 1% 1%
10
Reducing non-headcount related
operating expenses
Data Lack of  Unproven Company Lackof Qualityand Concerns Uncertainty Company There have
security &  in-house ROI of data not understanding accuracy with around tech been no
privacy expertise or  GenAl ready for of use cases concerns intellectual regulation platform limiting
Faster time-to-market concerns resources GenAl (i.e., property or not factors
hallucinations) regulatory ready for
issues GenAl
0 20 40 60 80 100% ) ) )
M ROI/Quality of output [l Risk & Legal concerns Org readiness
The most common goals are increasing productivity The largest concerns are data security and privacy concerns, lack of
and growing revenue expertise and resources and unproven ROI of GenAl

Note: "I don’t know" and "Other" responses hidden; LHS: shown same set of key reasons as for previous surveys; RHS: reasons with less than 10% hidden
Source: Project GenAl (N=44)



STRATEGY AND USE CASES

There is a wide dispersion in the number of use cases identified, though most firms
have less than 6 in production

How many use cases has your company identified (e.g., scoped and sized, not How many GenAl applications are in production?
just ideated) for GenAl?

% of respondents % of respondents
42
100% 100% [ Morethan/Z2s |
16-20
More than 25 11-15
80 80
6-10
60 60
40 40 15
20 1-5 20
0 0 None
Identified In production
Average 12 Average 6

Note: "l don’t know" responses hidden
Source: Project GenAl (N=44)



STRATEGY AND USE CASES | ADOPTION

Firms continue to explore a wide range of Al use cases, with software code
development and IT leading, followed by overall worker effectiveness

For which use cases or domains has your company adopted or is considering adoption of Generative Al?

% of respondents (N=44)

Business efficiency focus Product focus
100% M Deploying / deployed M Piloting [l Deploying / deployed M Piloting
82%
80
0,
64% 61%
60 55% 55% 529
’ 50%
0,
45% 43% .
41% .

40 . .
20

Software IT Overall Customer  Operations New products Core product  Natural Marketing Sales and Legal HR Finance  Non-software
code knowledge service or services performance language sales R&D
development worker enhancementsinterfaces for operations
effectiveness existing
product

Note: "Other" responses hidden
Source: Project GenAl (N=44)



STRATEGY AND USE CASES | IMPROVEMENTS IN BOTTOM LINE

On average, companies estimate a ~15% productivity improvement from deploying
GenAl use cases

What has been the measurable, attributable impact of those use cases on the bottom line (increased revenue, decreased costs) in that domain at your company?

0-5% 6-10% 11-20% 21-30% M 31-40% [M41-50% [ More than 50%

% of respondents Low N
88* 12 6 7 15 11 7 5 20
100% I _
I
I
I
I
I
I
I
I
60 I
I
I
I
I
I
40 :
I
I
I
I
20 :
I
I
I
I
0 I
Overall Customer service New products or Natural language SW code Overall knowledge Operations Legal IT Other
services interfaces development worker effectiveness
Avg. % of
productivity 15% 31% 26% 24% 21% 21% 13% 13% 8% 13%
improvement

Note: * - N of responses; categories with N<5 aggregated in "Other" bar
Source: Project GenAl (N=44)



STRATEGY AND USE CASES | RESULTS

Nearly all firms report that GenAl met or exceeded expectations; same share of
employers have trust that employees use or will use Al

For the GenAl products your company has rolled out, the impact has been... How much do you trust that your employees are using or will use Al?
% of respondents % of respondents
100% 44 {009 44
° 0 .
Below expectations Somewhat distrust
Neutral
80 80
Somewhat trust
60 Met expectations 60

40 40

20 Above expectations 20 Strongly trust

Significantly above expectations

Expectation Trust in using GenAl

GenAl met / exceeded expectations in ~90% of instances across

GenAl with ~90% of trust that employees will or already use it
use cases

Source: Project GenAl (N=44)



STRATEGY AND USE CASES | ADOPTION

Knowledge worker effectiveness is the most top of mind use case to build around in
the upcoming year, followed by product performance enhancements

What areas of your business do you expect to utilize GenAl tools in the next year that you haven’t already? Select up to 3 options.

% of respondents*
M Business efficiency focus M Product focus

60%

53%

29%

26% 25%
20% 19%
6%
Overall Core product HR Natural Sales and Customer  Operations Finance New products Legal Software Marketing IT Non-software
knowledge performance language sales service or services code R&D
worker  enhancements interfaces  operations development
effectiveness (existing
products)

Note: "Other" responses hidden; * - N of respondents varies across areas
Source: Project GenAl (N=44)



STRATEGY AND USE CASES

As companies scale Al use cases, most firms expect to have a mix between building

In-house and buying vended solutions

As you think about applications integrating Al over the next 3 years, are you
more likely to rely on building your own Al applications, or buying Al

applications?

% of respondents

100%

80

60

40

20

Note: "I don’t know" responses hidden
Source: Project GenAl (N=44)

43

Mostly build

Equal balance

Mostly buy

Al applications strategy

/

Can you provide 1-2 sentences about why this would be / this is your strategy?

Mostly build

"We want to be able to differentiate our products in market vs. our competition so need to
have something built on top of foundational models available to everyone."

"We are in the business of GenAl as our core product or service."

Equal balance

"Build for broadly applicable uses to manage cost, buy for vertical use cases."

"Buying internal tools because others will be the experts, developing solutions for
customers because we are the experts."

"We will buy solutions for specific functions that require heavy external / functional context
(e.g. legal) and build for ones that require more internal and product specific context (e.g.
customer service)."

"We have to buy the best tools. But in our product category there aren’t many players that are
forward-leaning as us, which means we also have to build."

Mostly buy

"Tools are evolving, and it is not clear where we will need to build tools."

"We think off the shelf products are the way to go. We want to avoid technology debt, and
the landscape is changing fast. Also, we are not a software company!"

"Not our core expertise. We want to buy expert solution.”

"Doing a more 'buy' than build will allow us to get to market faster and not be burdened with
keeping up. Even though we will do mostly buy, we will still be responsible for much of the
orchestration / configuring."



STRATEGY AND USE CASES | ADOPTION

Internally built use cases typically skew toward areas touching the product or

customers

What types of tools are you most likely to build internally? Select up to 3 options.

% of respondents building tools internally (N=32)

50%

44%

40

38%
34%

30

28%

20

10

Core product Customer Natural
performance service language
enhancements interfaces for
existing product

New products
or services

Note: "Other" responses hidden
Source: Project GenAl (N=44)

M Business efficiency focus

25% 25%

16%

Operations Overall Sales and sales
knowledge operations
worker

effectiveness

M Product focus

13%

IT

9%

Software code
development

9%

HR

Marketing

3%

Finance
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VENDORS AND PLATFORMS

~75% of respondents purchase general employee-facing Al assistant; ~70% invest
In direct access to foundation models

Which of the following Al solutions does your company currently purchase? Select all that apply.

% of respondents (N=44) % of respondents (LHS N=14, RHS N=13)

100% 100% M Technology M Financial services
85%
80
73%
68%
61%

60

40

20
General employee-facing Al APl access to foundation Al-powered 3rd party APl Al-poweredGeneral General APl Al-powered
chatbot/copilot/assistant model directly application access 3rd p.app Al Al access 3rd p.app

chatbot chatbot

Note: "Other" and "None of the above" responses hidden
Source: Project GenAl (N=44)



AGENDA

Strategy and use cases

Vendors and platforms

I Purchasing and budgeting

Other




PURCHASING AND BUDGETING | CRITERIA

Model performance and accuracy is the top criterion when selecting foundation
models, followed by data security, privacy, and compliance

When selecting foundation models to use at your company, what factors are most important to you? Select up to 3 options.

% of respondents using API access to foundation model directly (N=30)

100%

80 77%

Internal tech team Model
familiarity with the transparency

model

Vendor Deployment
reputation/brand flexibility

Customization/ Additional features  Model latency

& accuracy security/privacy configurability (e.g., structured
features/regulatory outputs, citations,
compliance tool-calling)

Model performance Data Relative cost

Note: "Other" and options with N=0 are hidden
Source: Project GenAl (N=44)



PURCHASING AND BUDGETING | CRITERIA

Data security and privacy is the primary consideration when selecting user-facing Al
apps, with scalability and performance being 2" most important criterion

When selecting user-facing Al applications to use at your company, what factors are most important to you? Select up to 3 options.

% of respondents selecting user-facing Al applications (N=40)

80%
70%

Customization / Vendor reputation / brand  Vendor service / support

configurability

End user Ul / UX Relative cost

Platform scalability and

Data security / privacy /
performance

regulatory compliance (incl.
deployment method)

Note: "Other" responses hidden
Source: Project GenAl (N=44)



PURCHASING AND BUDGETING

There Is high hope to integrate Al agents into business processes, though very few
firms will pivot toward ‘agent only’ infrastructures

How is your company approaching Do you think Al agents will have Where are Al agents most likely to add the most value to your business?
Agentic Al adoption in relation to an impact on your business? Select up to 3 options.

your existing Al stack?

% of respondents % of respondents % of respondents (N=44)
44 44
100% 100% 60%
No impact 55%
No active -
implementation
80 plans yet 80 45% 45%
40
60 Experimenting 60
with standalone
Agentic Al pilots
Yes - positively
40 40
2
Integrating 0 16% 16%
Agentic Al
20 'al.ongside 20
existing Al tools
o ——
0 Sys. with Agentic Al 0 0
Agentic Al Adoption Impact on your business Overall Operations Customer Software Sales  Marketing Finance Legal
knowledge service code
worker development
effect.

Source: Project GenAl (N=44)



PURCHASING AND BUDGETING| RESOURCE ALLOCATION & GOVERNANCE /IOVERALL /PRELIMINARY

~60% of respondents’ organizations have a defined budget for Al

Please indicate your level of agreement with the following statement: "My company has a clearly defined GenAl budget for the current fiscal year."

% of respondents Low N
100% 4
o |
Strongly : Strongly
agree | agree Strongly
: agree
80 |
|
|
|
|
|
60 |
|
|
|
|
|
40 :
|
|
|
|
20 :
Disagree : Disagree
|
|
0 g
Overall Technology Financial Services Media & Advanced Transportation Retail Sys. Integrators/Tech Automotive
Entertainment Manufacturing Prof./Managed
Services
% of agree 61% 50% 77% 75% 50% 100% 0% 0% 0%

Note: "Other" responses hidden
Source: Project GenAl (N=44)



PURCHASING AND BUDGETING| RESOURCE ALLOCATION & GOVERNANCE

Company budgets for GenAl specifically vary by size

% of respondents
13

What is the approximate size of your company's annual budget for Generative Al related activities and supporting infrastructure?
10
I

What is your organization's current revenue?
7
10%
80
o
(o]

60
B $1M to $5M

100%
B More than $10M

40
M Less than $1M

20
Il No budget
0
Overall Less than $500M Revenue $500M-$5B Revenue $5B+ Revenue
Average ($M) $4M $3M $3M $5M

Note: Excluded respondents who answered "Prefer not to answer" in company’s revenue question, "l don’t know" responses hidden
Source: Project GenAl (N=44)



PURCHASING AND BUDGETING| RESOURCE ALLOCATION & GOVERNANCE

Most GenAl funding comes out of IT budgets, with secondary inputs from R&D and
Product development

Where does your company’s GenAl budget come from?
What is your organization's current revenue?

% of respondents (N=37) % of respondents (N=14) % of respondents (N=12) % of respondents (N=8)
IT Budget 57% 58% 75%
R&D Budget 57%
Product Development 579
Budget ?
Digital
Transformation 50%
Budget
Coming from
business unit 50% 0%
initiatives
Innovation Budget - 25%
Has its own category 0%
0 20 40 60 80% 0 20 40 60 80% 0 20 40 60 80% 0 20 40 60 80%
Overall Less than $500M Revenue $500M - $5B Revenue $5B+ Revenue

Note: "Other" and "l don’t know" options hidden
Source: Project GenAl (N=44)



PURCHASING AND BUDGETING| RESOURCE ALLOCATION & GOVERNANCE

Companies anticipate spending on IT to remain the same or moderately increase in
2025 and 2026

How do you expect your spending on IT to trend in 2025 vs. 20247 How do you expect your spending on IT to trend in 2026 vs. 20257

% of respondents (N=44)

100% |
Significantly increase (e.g., 25% or more increase) : Significantly increase (e.g., 25% or more increase)
[
[
80 :
[
[
Moderately increase (e.g., 5-24% increase) : Moderately increase (e.g., 5-24% increase)
60 :
[
[
[
[
40 I
[
[
. o .
HIE D O EIERE (e'g"iﬁéggi? o @153 FEELEien ©F : Little to no change (e.g., at most a 5% or less reduction or

20 [ increase)
[
[
[
[

-249 i ' Moderately decrease (e.g., 5-24% reduction
0 HEERTE Y EEBEERS (9.6, & 2t TEEUGHT l mmmmnm)r&am&'gbwm-%mmmm)mn—

2024-2025 2025-2026

Source: Project GenAl (N=44)
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BUSINESS IMPACT | USAGE

Leaders of firms taking survey are heavy users of Al both in personal life and at work

How often do you use GenAl at work? How often do you use GenAl in your personal life?

% of respondents (N=44)

. 44 44
100 /° . _Never | | R |
Rarely : arely

: A few times a month
A few times a month |
80 |
I
I

A few times a week : A few times a week
60 :
I
I
I
I
40 I
I
I
I
I
20 I
I
I
I
I
0 I

At work Personal life
Average (per week) 4.7 4.6

Source: Project GenAl (N=44)
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