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Who Participated

55

respondents

Industrial Companies (IC)
Large enterprises in discrete manufacturing
Operational reality, not executive aspiration

28

respondents
Software Providers (SW)

Service
Providers

Bimodal: PLM incumbents and recent Al
entrants—half began offering Al in 2024 or
later

35

respondents
Service Providers (Sl)

Global firms and boutique implementers—
senior consultants and solution architects

Key Takeaways

Providers Are All-

In — Customers
Are Not

87% of software
providers rate Al
as top or high
investment
priority.

45% of customers
say 3+ years or
never to
standardize Al—a
2-year planning
gap.

Remains Unsolved

©

Al Monetization

No dominant
pricing model.

49% of customers
cite ROI as top
selection factor;
31% of software
providers cite
demonstrating
ROI as a top
monetization
challenge.

©

Governance Is the

Provider Blind
Spot

0% of software
providers cite
governance as a
top challenge in
developing and
delivering Al
capabilities.
Meanwhile, 68%
of customers cite
IP protection as #1
governance
concern.

o)

Integration Is #1 The Innovation

for Customers Disconnect
Integration is a »  28% of customers
top-3 selection and 36% of

factor for 62% of software providers
customers, making report innovation
it #1 overall. as a realized

Only 46% of benefit of Al
software providers ¢ However, 0% of
(-16 pts) and 30% software providers
of service expect customers
providers (-32 pts) will prioritize Al for
agree. innovation over

the next 2-3 years.

CIMt
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The Provider Community is All-In on Al

87% 52% 0% 72% 71%

of software providers have a comprehensive of software providers cite competitive expect 25%+ Al
rate Al as a top or high Al strategy with expect Al investment differentiation as investment growth in
R&D priority roadmap to decrease primary roadmap two years
driver
vs. 6% of industrial vs. customer demand at
customers 52%

What Is Driving Provider Roadmaps

SW_11: Development Prioritization Factors: How does your organization prioritize Al capability

development? (select top 3) « Competitive differentiation (72%)’

outranks customer demand (52%)?
as a development driver.

e R . © | - Customer demand ranks third?,
e N . © | behind strategic vision (62%)"
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Where Provider Investment is Going

State of PLM: Today’s Market & Leading Trends
2026 Market & Industry Forum—7 April 2026

SW_14: Development Focus Areas: Where are you focusing Al development in your organization's

products? (select top 3)

* SW's #1 development focus: agentic
Al workflows at 79%".

» |C current agentic deployment: 19%

Oevetoras saetc 3nd etzncmons Al wontfeen

15
(s1.72%)

2
(ss.97%)

s © (not shown here).

The State of Al Monetization

Nobody has cracked Al monetization in PLM yet—and the data shows why

NO DOMINANT PRICING MODEL
Hybrid 24% - Add-on 24% - Usage-based 10% - 0%
outcome-based or platform fee pricing

No consensus: software providers are trialing at least four models
simultaneously

THE BUNDLING TRAP

33% of customers prefer bundled pricing - only 10% of SW
delivers it

28% of software providers cite customers expecting Al in base
product as a top challenge

THE ROI CATCH-22

49% of customers cite ROI as top selection factor - 31% of
SW cite demonstrating ROI as a top monetization challenge.

Both sides are waiting for the other to move first — a structural
deadlock on Al value capture

THE COMPETITIVE DRIVER BACKFIRES

72% invest to differentiate - 81% of customers not yet using
agentic Al

Building ahead of adoption makes the ROI story harder to tell

THE STRUCTURAL CHALLENGE STACK

Cost uncertainty 38% - Price pressure 34% - No benchmarks
34% - High infra costs 34% - Unpredictable consumption 34%

Five converging headwinds—all near 34-38%—uwith no clear fix
on the horizon

This presentation is copyright © 2026 Clip art may be copyrighted. No use, reproduction or
modification is permitted without prior written permission.
CIMdata® is a registered trademark of CIMdata, Inc.

Page—4



Q
<

State of PLM: Today’s Market & Leading Trends
2026 Market & Industry Forum—7 April 2026

The Timeline Disconnect

94%

45%

of software providers expect Al to be standard of industrial customers say “3+ years” or

in their portfolio within two years

“never” to become a standard part of their

product development workflow

0 software providers selected “5+ years” or “never”

The Timeline Distribution

IC_06/SW_05/S1_05: Timeline to Standardization: By when do you expect Al to become a standard
part of your organization's product development workflow? (select one)

a— |
today
Software 8 o
servees I -
e
sorwar [
I ———
T ()
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orethans e - - ) ©)
Soft

years

ing thi:
planning this

tover /ot teaustriol [N < < ©)
==

Don'thkmow  Industrial
seevices [ + 2 ==

SW clusters at "Already today"
(35%)".

IC distributes across 1-2 years, 3-5
years, and 5+ years?.

The IC tail (14% at 5+ years or
never®) has no SW equivalent.
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Where the Calibration is Strong

Not all divergence - provider field experience is producing real accuracy

SW maturity barrier scores match IC self-assessed maturity on 4 of 6 dimensions with near-exact precision:

2.83 2.20

IC IC

A 0.01 - Near-exact match A0.01 » Near-exact match A0.02 - Near-exact match

* Three-way alignment on core application areas: requirements management,
search/knowledge, concept development

* These calibration successes reflect real deployment experience — SW field knowledge is
working

Validation Confidence

5% 33%

Of industrial customers are “very confident” Of software providers believe their customers
they can validate Al outputs have robust validation approaches

A 6x gap
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The Validation Confidence Distribution

1C_19/SW_21/S1_18: Validation Confidence: How confident is your organization that Al can be

validated and used safely in your product development processes? (select one) « IC: 5% very confident, 28%? not
: o/ 3
oyt oo R © confident, 21%° too early to assess.
robust vafidation .
spproachesinpace  sorvwore [ - ;- O » SW estimates 33%* have robust
- idati . i

ot o validation. SI: 20%° — closer but still
Somewhat confident - Industrial '
validation methods 4x |C's rate.

avallable Software

— :.,.«,.. .y « Calibration improves with
o vry confident- ot [ . -
vidssaconen o operational proximity
B
S "‘"‘:_— b
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Toosarytomssess s [ - - < €)
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Software 0
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Governance: The Provider Blind Spot

Customers have specific, urgent governance concerns - providers have largely removed governance
from their development agenda

IC GOVERNANCE CONCERNS

IP Protection
| 68%

Output Reliability & Liability

% of SW respondents confident in their organization’s

9 et n 5
46% ability to address responsible Al requirements:
Transparency & Explainability
35%
All three rates are higher than either SW or SI cohort estimates — IC concerns 3 3 % 3 0%

t being heard.
are not being hear Low confidence Low confidence

Al liability Environ. impact

This gap will grow commercially consequential as regulation increases.

v One alignment: SW is most confident about data privacy (52% max confidence) —
matching IC's top concern.
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The Barrier Mismatch

1C_18/SW_22/S1_20: Adoption Challenges: What are the biggest challenges your organization faces
with Al adoption in product development? (select top 3)

Industrial

DATA - Data quality isswes (ncomplete, inconsisteat.
or imaccurate data)

BUSINESS CASE - Unclasr butiness case of return on
ivestment (RO

DATA- Data access and integration challenges (wlosd
systems)

SLLS - Lack of internal Al expertise and skills

READINESS - Do't knew where 18 Start o which use.
canes to pursee

SILLS - Change masagenent and training
resuirements.

TECHNICAL - Lack of appeopriate Al capatilitien from
software providers

BUSINESS CASE - Limited budget for Al inftiatives

READINESS - Waiting for Al tachnology to mature
5K Difficolty validating Al sutputs and enduring
resatiny

CULTURE - Cuttural resistance to Al adoption

TECHNICAL - Lagacy systems and techeical debt
TECHNKAL - Compiaxity of implamentation and
Inegration

BUSINESS CASE -Lack of executive sponsorshig or
wwiprt

TECHNICAL - Noed for Al sokstions that operste in
5 gapped or Saconected envinsoments
STRATEGY - Othar technciogy priseities take
peececence

RISK- Regetatory and compiiance uncertainty

STRATEGY - Satisfied with corrent processes aad teoks

Other

* |C's #1 challenge: data quality at
60%'. SW estimates 37%” — a 23-
point underestimate.

» Both providers rate 'unclear ROI' as
the top adoption blocker (SW 44%°,
SI 54%") while IC reports only
23%°.

IC_21/SW_24/S1_24: Selection Factors: What factors most influence your organization's selection
of Al-augmented solutions for product development? (select top 3)

Industrial Software

VALUE - Proven retern cn isvestment (ROF) nd business.
(53.33%)

34
CAD, CAE ERP, etc) JECSEFIN)
READINESS - Production eady Al Capabiities (et 26
etaierpermentat) JNCETTIRY
2 2
RUST - Data sacurity and compiance evtures (RS
USABIITY - Ease of use 30d user adopticn
VALUE - Pricieg and tatal cost of ownership |

READINESS - Software provider peoduct roadensg aed
Continuos mprovement

(.2r%) (%)  (2000%)
READINESS - Seftware provider repulation and market 2 o s )
sdershe  (3.64%) (92w - (3w
SUPPORT - Success steries from simitar comparies ﬂ-;‘) s 2 (n.:n)
SENE————
" 3 1 4
optizas  (5,45%) (385%) (13.33%)
OR— s
SUPPORT - Ingustry-specific Al capabiitios (“"ﬂ o ‘;‘) “:,‘,
TRUST . Commitment 10 responsidie & practices (“'”) ("Lﬂ ‘u:“.
PRUSRIOPRI ||

Other

+ IC: integration #1 at 62%". SW
underestimates at 46%2 (-16 pts).

Sl underestimates at 30%° (-32 pts)
— larger than SW despite daily
operational proximity to integration
complexity.

 Provider reputation: IC 4%*, SW
estimates 19%°.

Q
e
i::m@
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Three Concerns Providers are Misreading

1C_26/SW_25/S1_22: Provider Concerns: What concerns does your organization have about Al o
solution providers? (select top 3) » |C's #1 concern: over-promising and
gt somwsrs _ sevices under-delivering at 56% .

SECURITY - Data sacerity and 22
protection (62.86%)

» Both providers overestimate
e r security/IP concerns (SW 65%?, Sl
63%° vs. IC 44%").

1
BUSINESS - tnaufficient eviderce of ROE (s143%)

MATURITY - Unproven capabities o
immature technsiogy

* Integration concern (IC 27%")
underestimated by both —
completing the three-question
integration blind spot

EXPERTISE - Lack of domain expertise in
Becduct deveiopment

TECHNICAL - Ueited istegration with
axisting systems

BUSINESS - Wigh conts and unciear
ricing

TECHNICAL - Lack of transparency in Al
operations

SECURITY - Compliance and regalatory
9

TECHNICAL - Softwars provider lock-is

and Vmited Paxisey (12.54%) (5.71%)
BUSINESS - Softwares provider stabitty 2 3
nd ooy tarm viabiity (7.69%) (8.57%)
SUPPORT - Inadequate software 2
provider molemestation support (0.00%) (5.73%)

The Innovation Disconnect

28% 0%

Of industrial customers report it as a realized Of software providers expect customers to
benefit prioritize design innovation over the next
2-3 years
Of software providers report it too — 8th overall Of service providers expect the same
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The Prioritization Gap

1C_16/SW_18/S1_15: Expected Benefits: Which benefits from Al in product development does your
organization expect to prioritize over the next 2-3 years? (select top 3)

Industrial Software Sorvices

SPLED - Reduced design and Seveiopment Crcia teme

EFEICIENCY - Reduced manusl or repetitive tasks

SPEED - Faster sccess ts infermation, designs, o
eowiedge

Pty
Con e st oo | 280

COST - Ruduced rework and ervor correction costs.

wehe efriency) |
INTEGRATION - Sempidind navigaton acoss mitple
$0Mtware provider systems and appixations
COMPLIANCE - moraved comptance wit stantarts or
repsions
PN - mproved conssaration ant workfirw
ermcancy

o alternatives |
WORKFORCE « Imgroved knowiedge Cagturs and retention

RISK - Reduced rak {devign errors, requistory naues.
delays)

7%

QUALITY - Iproved maefacturadiity or production
reaciness,

S71%

650%

ST

NG SpecHT eapactations pet 10.34%
6%
WORKFORCE - Addressing talent shertages se skill gaps 172%
345%

Other

IC's top expected benefits: reduced
cycle time (53%"), reduced manual
tasks (52%2).

Design innovation: IC 17%°, SW
predicts 0%*.

Cost reduction: IC 26%°, SW
estimates 46%° — nearly double.

1C_17/SW_19/S1_16: Workforce Impact: How does your organization expect Al to impact your
product development workforce? (select all that apply)

Enable angineers to focus on Industrial

Nighar-valos work e ey

Redoce noed for certain repetitive  ndurto N

tasks

Augmest engioners, making them vt N

more roductive Sottware B - ©

Capture and retain knowledge from  ndustrst I
experiencedretining employees  sorware

Create demand for new Al/data skills  industris! I

Help address talent shortages. B eeee—

Too early to predict Industrial 24 o
Minimal workforce mmpact nautrio! [N

Don't know insust-ol

IC and Sl both at 22-23%" “too
early to predict” on workforce
impact.

SW: 7%?7. The augmentation
narrative has three-way consensus.

The confidence gap is on specific
productivity outcome claims.
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The Delivery Bottleneck

47%

Of service providers say the factor that would most improve
their ability to deliver successful Al implementations is

More realistic client expectations about Al

Ahead of better methodologies (40%), improved client readiness
(37%), more mature provider capabilities (30%), enhanced internal
expertise (13%)

Where to Focus

What the combined data implies

01 (173

Field experience is producing accurate customer readings Four critical gaps are distorting provider
strategy x

Customer maturity conditions and core application area Validation confidence, data quality as the real validation gap
priorities are well-understood—SW providers are reading the primary barrier, integration as #1 selection
room correctly here. driver, and innovation priority moving forward.

03 . THE NARRATIVE GAP

The usage gap is temporal and compressible Innovation value is recognized but not projected forward

Customers are not stuck—they are moving. Invest in priority Customers and providers both report innovation as a realized
workflows and onboarding, not more features. benefit. Yet 0% of providers expect customers to prioritize it.
The space for an innovation narrative is wide open.
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Concluding Remarks

o) o2/

Providers Are All- Al Monetization

lp—msenze Remains Unsolved

o

Governance Is the
Provider Blind

o)

Integration Is #1
for Customers

The Innovation
Disconnect

Are Not

87% of software
providers rate Al
as top or high
investment
priority.

45% of customers
say 3+ years or
never to
standardize Al—a
2-year planning
gap.

No dominant
pricing model.

49% of customers
cite ROI as top
selection factor;
31% of software
providers cite
demonstrating
ROI as a top
monetization
challenge.

Spot

0% of software
providers cite
governance as a
top challenge in
developing and
delivering Al
capabilities.
Meanwhile, 68%
of customers cite
IP protection as #1
governance
concern.

Integration is a
top-3 selection
factor for 62% of
customers, making
it #1 overall.

Only 46% of
software providers
(-16 pts) and 30%
of service
providers (-32 pts)
agree.

28% of customers
and 36% of
software providers
report innovation
as a realized
benefit of Al

However, 0% of
software providers
expect customers
will prioritize Al for
innovation over
the next 2-3 years.

Questions & Answers

What's on your mind?
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Defining What Comes Next in Digital Transformation

Strategic management consulting for
competitive advantage in global markets

Serving clients from offices in North America, Europe, and Asia-Pacific

World Headquarters
Ann Arbor, Michigan USA
Tel:+1.734.668.9922

EMEA Headquarters
Paris, FRANCE Tokyo, JAPAN
Tel:+33 (0) 663.406.725 Tel:+81.47.361.5850

Asia-Pacific Headquarters

www.ClIMdata.com
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