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Enterprise Al assistants, such as ChatGPT Enterprise, Claude Enterprise, Gemini
Enterprise and Microsoft Copilot, are rapidly becoming the new “front door” for work, as
employees use agentic interfaces to research, analyze data, create content, and
delegate tasks and actions. This Magic Quadrant helps application leaders evaluate their
options based on key criteria.

Strategic Planning Assumptions

By 2029, enterprise Al assistants (EAIAs) will be a pervasive element of the digital employee
experience, as knowledge workers will spend more time interacting with these tools in their

daily work than with any other application.

By 2030, the enterprise Al assistant market is expected to surge to $71 billion, up from $17
billion in 2025, as more employees embrace proactive multistep agentic tools to accomplish

general-purpose knowledge tasks.

Market Definition/Description

This document was revised on 3 September 2026. The document you are viewing is the

corrected version. For more information, see the Corrections page on gartner.com.

Gartner defines an enterprise Al assistant (EAIA) as an Al-first application, powered by one or

more GenAl models. EAIAs are designed to augment human capabilities and support human-
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led actions by offering agentic RAG search, agentic tools and enterprise-grade security. The
EAIA is becoming an essential “front door” application for employees to routinely use GenAl

to streamline content creation, research, analysis and collaboration, and to access Al agents.

An EAIA is built to meet broad employee needs for everyday Al services that help workers
improve productivity, deliver higher-quality work and save time. These general-purpose tools
differ from more narrowly focused Al assistants or Al agents that are specific to a business
function (e.g., marketing or customer service) or industry vertical (e.g., healthcare or legal), or
are embedded in an enterprise application (e.g., contact center or HR applications). An EAIA
should enable new ways of working by acting as more of a personal collaborator than a

generic chatbot tool.

Mandatory Features

An EAIA supplies a desktop, web or mobile app that provides workers with these core

capabilities:

« Native orchestrator: Provides an out-of-the-box reasoning and orchestration engine that
dynamically determines which models, tools, and data sources to invoke, and is designed
to operate horizontally across the enterprise — supporting diverse roles, personas, and use

cases rather than a single function or workflow.

« Connectors: Provides out-of-the-box connectors to reason over data or perform tasks in
common enterprise applications such as Microsoft 365, Google Workspace, SAP, Workday,

Salesforce, ServiceNow, JIRA etc.

« Search: Augments LLM reasoning with RAG-based search that includes both enterprise

and web data as optional sources.

« Agent ecosystem: Provides out-of-the-box agentic tools (or agents) that can help with
common everyday tasks, such as the need to provide deep research or to analyze web and
enterprise data. Also supports custom and third-party agents that can be onboarded

through an agent store (or similar).

« Enterprise-grade security and compliance: Provides enterprise-grade security including
integration with common identity providers, the ability to monitor and block Al/agent
interactions, and restrict access to sensitive data (e.g., through permissions, DLP). Also
provides support for third-party standards, certifications and other attestations (such as

GDPR; HIPAA; SOCT, 2 etc.).



« Adoption dashboard: Tracks usage of the EAIA (including agents) to understand user

engagement and adoption levels, and potential ROI.

« Administration and governance controls: Provides centralized administration to manage
EAIA capabilities such as model availability, billing and consumption rules, and access
through groups and staged feature rollout. Also enables administrators to manage which

connectors and agents are available within the environment.

« Geographic support: Offers native understanding and processing of different languages
and support for region-specific formats (such as calendar, date/time, numbers/currency).

Also, the EAIA should be able to comply with regional data residency requirements.

Optional Features

EAIAs commonly offer features and agentic functionalities for general knowledge work,

including.

« Advanced agentic tools: Provides a set of first-party agents that can perform common
business and productivity tasks. These agents go beyond advising and can take action. For
example, agents that can independently perform tasks in the environment or local

operating system.

« Security integrations: Integrates with third-party security and governance tools so that

organizations can monitor and manage Al behavior with their security tool of choice.

« Context and memory: Enables native support for large context windows to allow
processing of large amounts of data across different formats. (text, video, etc.). Provides
support for context engineering by the user or admin and support for short- and long-term

memory capabilities.

+ Knowledge management: Enables native personal and collaborative knowledge curation
and sharing capabilities. May also include a native knowledge graph or can integrate with

existing graphs.

« Al collaboration tools: Enables native personal and collaborative workspaces (including

notebooks), often with the ability to leverage visual canvas capabilities.

« Personalization: Provides user-driven personalization of the EAIA for interaction or work
preferences (such as voice mode or different assistant personalities). Saving and sharing

prompts by users in prompt libraries.



« Al browser support: Provides the ability to run within an Al browser, either natively or

through integration.

» Custom data integration: Offers methods of extending/bringing data into the EAIA for
context, memory or long-term storage (such as custom connectors, APls, SDKs and MCP).

Methods of exporting data from the EAIA to other applications or data sources.

« No-code tools: Enables a native no-code design environment (without the use of a
separate tool) for end users to build agents and automations. Ability to share creations with

other employees.

« Agent store: Enables native Al agent store or registry to activate agents as needed with the

ability to discover and utilize relevant first- and third-party agents.

« Advanced agent management: Provides end-to-end management of first-party, third party
and custom agents including access management, threat monitoring and life cycle

controls.

« Data residency controls: Allows the EAIA to support local data storage and processing

requirements, for example processing all enterprise data in-region.

« GenAl models: Provides the ability to select the GenAl models being used by the EAIA or
bring your own models (BYOM) through APlIs.
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Vendor Strengths and Cautions

Amazon Web Services

Amazon Web Services (AWS) is a Challenger in this Magic Quadrant. Its EAIA, Amazon Quick

(general availability [GA] in October 2025) evolved from Amazon Quick Sight and Amazon Q

Business. Its differentiators include an aggregated activity feed, strong application

connectivity (particularly in AWS’ cloud), agentic orchestration, and personal and enterprise

knowledge graphs. Amazon operates globally and targets large enterprises in manufacturing,

IT, banking, healthcare and energy, typically with heterogeneous technology environments

and an existing AWS footprint. Its current focus is to build Quick’s user base and brand



recognition as a unified Al solution for work that isn’t tied to a single application or
productivity suite. Roadmap priorities include building deeper agentic and automation
capabilities, adding support for event-driven agents and developing prebuilt industry

solutions.

Strengths

« Product breadth and usability: Quick offers Al chat, enterprise search, deep research,
workflow automation, business intelligence, agent orchestration and no-code app building
in one platform, giving it one of the broadest functional footprints in this market. Its
proactive, user-friendly activity feed is also a differentiator that helps users prioritize tasks

and take action across systems.

» Model choice and hosting: Quick provides access to a broad range of frontier models,
including Anthropic and OpenAl models hosted via Amazon Bedrock. This allows it to
provide additional data residency and processing assurances. Additionally, Quick utilizes
Amazon’s Nova models as a cost-effective model family typically used for low complexity

workloads.

« Integration and Context: Quick offers a robust set of first-party connectors that feed its
semantic-graph-building context and understanding across connected systems. Quick
leverages the new AWS Context service, and organizations with existing AWS investments
are particularly well-placed to benefit from the native integrations across AWS hosted

services, such as Amazon Simple Storage Service (S3) and Databricks.

Cautions

« Brand awareness and adoption: As a newer entrant into the EAIA market, Quick’s lower
brand and product recognition compared to market leaders could slow adoption, as
employees may prefer more familiar EAIAs. Organizations may require extra training and

change management to overcome this challenge, delaying rollout and value realization.

« Collaboration and co-authoring: Quick provides some collaboration features such as
Spaces and shared agents but is still developing these capabilities. Organizations seeking
deeply integrated co-authoring, multiplayer Al experiences and team-based collaboration
may find stronger capabilities among competitors that are more tightly partnered with

productivity suites and collaborative work environments.

« Market understanding: Amazon must prove that Quick’s broad capabilities, which stem

from multiple products, can translate into a coherent user experience that works across



digital workplace and business domains. Despite its scale, Amazon has less experience
selling, supporting and sustaining end-user productivity solutions than some competitors

in this market, creating the potential for execution risk as it scales.

Anthropic

Anthropic is a Leader in this Magic Quadrant. Its EAIA, Claude Enterprise (GA in September
2024) unifies Claude Cowork, Claude Code and Claude Design under one platform and SKU.
Its differentiator lies in its leading foundation models and agentic workflows and orchestration
for knowledge workers. Its strongest presence is in North America and Europe, with limited
reach in Latin America, the Middle East and Africa. Customers are mostly large enterprises
spanning both developers and business users, particularly in IT, banking, healthcare,
professional services and government. Anthropic is focused on expanding its enterprise
platform beyond its developer roots, with roadmap priorities centered on broader application

connectivity, industry vertical Al solutions and more advanced, long-running agentic solutions.

Strengths

« Market innovation: Anthropic leads the EAIA market in innovation and vision. In addition to
being a frontier model provider, it also released Claude Cowork alongside skills and
plugins, which have set the standard for agentic knowledge work. It also created MCP, an

industry standard for connecting Al agents to tools and data.

« Market momentum: Anthropic has strong market momentum and brand awareness and is
often a priority for Gartner clients. This is largely due to its reputation as a leading model
provider, together with its software development and its coworking capabilities. Nearly all
providers in this research cite Anthropic as a major competitor, and many customers from
rival EAIA products also prioritize using Claude Enterprise, according to Gartner’s customer

reference survey.

« Advanced agentic capabilities: Claude Enterprise delivers strong multistep and long-
running agentic capabilities for knowledge work. Employees can delegate actions across
desktop and browser surfaces and utilize its deep in-app M365 integration, including Excel
and PowerPoint add-ins. Anthropic also provides an increasing breadth of industry-specific

agentic solutions (e.g., Claude for Financial Services).

Cautions



« Enterprise maturity: Anthropic’s commercial and enterprise support operations have
struggled to meet demand. Gartner clients comment on unresponsive sales and support
teams and concerns around SLA and availability. Anthropic’s data governance controls are
maturing but still rely heavily on integration, for example, connecting its compliance API to
third-party security tools for capabilities such as long-term auditing and DLP. Until
Anthropic can scale operations, customers may face ongoing support and governance

difficulties.

« Regional support: Claude Enterprise’s hosting and data residency is limited to the U.S.
Customers elsewhere have to accept data compliance risks or consider alternatives, such
as using Anthropic models offered by third-party cloud providers (e.g., Amazon Bedrock,
Microsoft Foundry or GCP). This will gain them access to the model but not all of the EAIA’s

features.

« Subscription and pricing: Anthropic is one of the few vendors in this market that uses
consumption billing for all EAIA interactions. In addition to requiring a per-seat license,
every interaction, including chat (which is often included by other vendors) is billed on a
usage basis. This model can make budgeting and cost predictability more challenging at

scale.

ClickUp

ClickUp is a Niche Player in this Magic Quadrant. Its EAIA, ClickUp Brain (GA since January
2024) was recently rearchitected as Brain?, combining enterprise search, an agent builder and
multimodal orchestration in ClickUp’s work management platform. Brain®’s integration into an
enterprise knowledge graph that includes objects inside ClickUp’s platform and data pulled
from other applications is its differentiator. ClickUp operates in North America and Europe,
with limited reach in Asia/Pacific, Latin America, the Middle East and Africa. Customers are
mostly midmarket in professional services, IT, media, healthcare and education. Most
adoption comes from existing ClickUp accounts, largely won through product-led growth.
ClickUp’s current focus is on platform consolidation and enterprise expansion. Its roadmap

centers on computer use agents and more advanced agentic execution.

Strengths

« Knowledge graph: Brain? benefits from an expansive knowledge graph that maps
relationships between objects in ClickUp (e.g., tasks, docs, chat, people, goals) and

objects from connected enterprise applications via its connector framework. For



organizations that use ClickUp for work management, this gives Brain? access to

differentiated levels of context and grounding.

« Product experience: Brain? provides a strong user experience layer with an easy-to-use, no-
code agent builder interface that enables nontechnical users to create and deploy Al

agents into their workflow. Agents can be extended via prebuilt connectors or MCP.

« Sales execution: ClickUp is well placed for SMBs or teams within larger enterprises that
need a work management tool with agentic Al functionality and a rich connector story.
Significant discounts (even for small deployments) and straightforward pricing tiers offer a

strong proposition at this market tier.

Cautions

« Ecosystem dependency: While available as a stand-alone SKU, Brain? is highly dependent
on the organization having a well-established ClickUp footprint. ClickUp is a popular work
management tool but it doesn’t have the same penetration as office productivity giants
like Microsoft or Google. For organizations without a current or planned ClickUp

investment, Brain? is unlikely to be the right choice as an EAIA.

« Scale and operations: ClickUp is a smaller EAIA vendor and in May 2026 reduced
headcount by 22% as part of a restructure. Many of its customers have not deployed Brain?
to the majority of their workforce, or committed to long-term contracts. As such, its ability
to support enterprise-scale EAIA deployments, relative to larger vendors in this market,

remains unproven.

« Deployment options: Brain? is available as public cloud SaaS, with no government or
sovereign cloud hosting options. While it does have some workspace-level data residency
options, the lack of support for private tenants could limit its suitability for organizations

that need stricter control over their Al deployments.

Glean

Glean is a Challenger in this Magic Quadrant. Its EAIA, Glean Assistant (GA in June 2023), is
part of Glean’s Al platform, alongside enterprise search and agent building. Glean’s
differentiator is its enterprise context, delivered via a personal and enterprise knowledge
graph that indexes connected enterprise systems and external web data. Its main presence is
in North America, with limited reach in Europe, Asia/Pacific, Latin America, the Middle East and

Africa. Customers are mostly large enterprises in IT, banking, healthcare, professional services



and media. Glean is focused on positioning its EAIA as a leading connectivity layer. Roadmap
priorities include improved Al collaboration, co-authoring features and building out its agentic

execution layer and governance.

Strengths

« Context layer: Glean’s personal and enterprise knowledge graph is a key differentiator. Built
from its origins as an enterprise search vendor, it provides a unified context layer for Al
solutions to access enterprise data. For organizations that have existing EAIA investments
with other vendors, Glean can also be used to provide the context layer to those EAIAs in a

“better together” story.

« Deployment options: Glean offers some of the most flexible deployment options of all the
vendors assessed in this market, including public cloud, private cloud and on-premises. For
private cloud, Glean operates the platform as a managed service and runs the infrastructure
in the customer’s AWS, GCP or Azure cloud. This benefits organizations that require greater

levels of infrastructure control and data residency guarantees.

« Product adoption: Glean shows strong product adoption, with many customers deploying
its EAIA widely, increasing their number of licenses year over year and committing to
multiyear contracts. This points to the product’s utility and growth potential, whether as a

primary EAIA or a context layer for existing solutions (or both).

Cautions

« Agentic execution: Glean’s EAIA, which evolved from enterprise search, is behind the
market leaders in advanced agentic execution, computer use and coworking capabilities.
While Glean has many connectors and can take action in productivity suites such as
Microsoft 365 and Google Workspace, many of its enterprise application connectors, e.g,

SAP, Workday and ServiceNow, are read only.

« Enterprise scale and viability: Although revenue has grown quickly, Glean remains a
relatively small, independent vendor with a modest number of customer organizations and
a smaller ecosystem of implementation partners. Its ability to support very large, global

deployments at scale with its EAIA is still being established.

« Regional reach: Glean’s customer base is very heavily North American weighted.
Organizations in other regions, including Europe, Latin America and the Middle East, may

find local support and relevant reference customers to be limited.



Google

Google is a Leader in this Magic Quadrant. Its EAIA, Gemini Enterprise (GA in October 2025),
unifies first-party agents, a no-code agent designer, enterprise chat and search, Google
Workspace integration, and third-party connectors. Google’s differentiator is its end-to-end
agent platform backed by Google’s full stack ownership of chip, model, productivity and
infrastructure layers. Google has significant global reach, including with regulated industries.
Target enterprises include those in banking, manufacturing and retail. Google’s current focus is
to position its EAIA as a unified enterprise Al platform while also driving productivity suite
sales by co-selling with Google Workspace. Roadmap priorities include advancing its agentic
coworking features delivered through Gemini Spark and increasing focus on vertical industry

solutions.

Strengths

« Marketing execution: The “Al front door” and consolidation message positions Gemini
Enterprise as a unified platform rather than a set of tools. Its openness to Microsoft 365
data, together with other third-party connectors, offers the ability to expand its market

beyond the Google estate.

« Pricing and bundling: Gemini Enterprise offers a relatively simplistic pricing model for this
market. Each user license contributes to an organizationwide quota used for consumption
spend, with actions like chat and search included in the base SKU. Google also includes
strong agent governance capabilities at no additional cost — a differentiator that should

reduce the cost of governing agents at scale, at least within the Google ecosystem.

« Scale and full-stack depth: Google combines its chips, infrastructure, Gemini models,
platform and agents into a single, vertically integrated Al offering, backed by strong growth
in paid monthly active users. Few rivals match this end-to-end control of the key
technologies used to power an EAIA, which could translate into customer cost and

performance benefits.

Cautions

« Ecosystem dependency: While Gemini Enterprise does not require Google Workspace, it
offers stronger collaboration and productivity experiences when integrated with Google’s
productivity ecosystem. Non-Workspace users may find gaps in their experience (e.g., no
native meeting summaries and office coediting), and may need to consider additional
integration work or a larger migration to Google Workspace alongside their adoption of

Gemini Enterprise.



« Computer use agents: Google trails slightly behind other leaders in this market in
computer use and coworking functionality. Google Antigravity 2.0 offers advanced agentic
multistep task completion but has only recently transitioned from its origins as a developer
tool. It might therefore be out of reach for many knowledge workers. Meanwhile Gemini
Spark (Google’s first-party coworking agent and direct competitor to Cowork/Codex),

isn’t fully GA and will likely require time to mature.

« Vertical depth: Gemini Enterprise currently has a relatively small number of first-party,
vertical-specific agents and solutions, so industry tailoring depends heavily on partners and
custom builds. Google is working to address this, with vertical solutions on its roadmap,

but other leaders have already invested significantly in industry-specific solutions.

Microsoft

Microsoft is a Leader in this Magic Quadrant. Its EAIA, Microsoft Copilot (formally known as
Microsoft 365 Copilot) has been GA since November 2023 and is embedded across Microsoft
365 apps and grounded in work data and context via the Work |Q intelligence layer. Microsoft
Copilot’s key differentiator is its native integration with the most widely used enterprise
productivity suite. It combines leading frontier models, a unified experience across apps, chat,
search and agents, and enterprise-grade security and governance. Microsoft has the broadest
global and sovereign reach in the market, with customers spanning multiple industries
including IT, banking, healthcare, manufacturing, government and education. It is focused on
driving Copilot adoption alongside Microsoft 365 E7 and its consumption-based Copilot
Cowork. Roadmap priorities include extending Work IQ, building on its multimodel

investments and growing its ecosystem of agents.

Strengths

« Reach and viability: Microsoft Copilot is the most widely deployed EAIA in the market, with
around 30 million paid seats. Its unparalleled scale is thanks to its Microsoft 365 installed
base and partner ecosystem. For large, Microsoft-centric organizations looking to deploy
an EAIA across the workforce, Microsoft’s scale, distribution and financial staying power are

powerful draws.

« Native productivity integration: By grounding enterprise-grade Al in the productivity suite
employees already use and connecting it to organizational data and context via Work IQ,
Microsoft holds an inherent advantage as the incumbent offering. For organizations that
already use Microsoft 365 apps, Microsoft Copilot is often seen as a natural extension to

their existing investments.



« Strategic partnerships and multimodel: Microsoft’s early and deep investment in OpenAl
gave it a fast path to market presence and monetization. Its more recent Anthropic
partnership enables it to bring innovations like Copilot Cowork to Microsoft Copilot
customers quickly. Microsoft’s continued investment in its multimodel architecture gives
organizations access to leading features and delivers them via a trusted enterprise-grade

ecosystem.

Cautions

« Microsoft 365 dependencies: Microsoft Copilot requires a qualifying Microsoft 365 plan, a
unique licensing dependency no other Leader in this market requires. For organizations to
realize value from Microsoft Copilot, they need to have a well-managed and governed
Microsoft 365 estate and must address additional dependencies (e.g., overshared data in

SharePoint). This can be a time-consuming process that can slow down deployments.

« Reliance on model providers: Microsoft is the only Leader in this Magic Quadrant that does
not have its own frontier model that is fully capable of powering its EAIA. Its strategic
partnerships with OpenAl and Anthropic have mitigated risks for many, but organizations
looking for cutting-edge features and frontier model innovations may find Microsoft to be

more of a fast follower to leading competitors.

« Licensing and pricing complexity: Microsoft has an increasingly complex licensing model
consisting of per-user licenses for Microsoft Copilot, usage-based pricing for Copilot
Cowork, and some of Copilot Studio and separate per-user licenses for Agent 365 (its
agents governance add-on). E7 simplifies some of the licensing complexity, but involves a
significant investment and spend uplift while also increasing lock-in risks. Even with E7,

usage-based costs are billed separately.

OpenAl

OpenAl s a Leader in this Magic Quadrant. Its EAIA, ChatGPT Enterprise (GA since August
2023), offers advanced reasoning, deep research, data analysis, enterprise search, connectors
and coworking agentic capabilities. OpenAl’s differentiators are its leading frontier models
combined with advanced agentic capabilities in the form of Codex and ChatGPT Work, and
an enormous consumer user base that translates into enterprise pull. OpenAl is predominantly
in North America and Europe, with a smaller presence in Asia/Pacific, Latin America, the
Middle East and Africa. It targets IT, banking, healthcare, retail and telecommunications.

OpenAl is focused on building its enterprise brand and positioning ChatGPT Enterprise as a



single platform to orchestrate work. Roadmap priorities are continued development of
ChatGPT Work, translating success with Codex in the agentic coding space to knowledge

work.

Strengths

« Brand awareness and offering: ChatGPT’s vast consumer familiarity coupled with OpenAl’s
growing enterprise maturity make a compelling offering for organizations that want a single
Al-native platform to drive work without depending on multiple legacy products and

licenses.

« Partnerships and innovation: OpenAl has rapidly built strong partnerships to scale
enterprise deployments, including Microsoft and Amazon for cloud hosting, and a broad
network of system integrators and consultancies for implementation. Its Codex product is
a market-leading agentic coding tool and its introduction of ChatGPT Work, an agentic

tool for knowledge workers, demonstrates its ability to innovate and drive market changes.

« Product depth: ChatGPT Enterprise combines research, search, memory, agents and deep
productivity solution connectors into one coherent system, giving it broad capabilities
across knowledge work tasks. ChatGPT offers an alternative for organizations seeking
leading EAIA functionality without the lock-in risks of going all-in with a productivity suite

vendor.

Cautions

« Enterprise scalability: OpenAl’s enterprise sales are growing fast, but remain smaller than
the hyperscalers. Its go-to-market is also still maturing relative to incumbents with decades
of enterprise relationships. Organizations seeking high-touch account support or customer

service may find OpenAl to be more limited in this respect.

« Integration and vertical support: OpenAl has focused its integration and connector
strategy on productivity solutions. It has less support for common enterprise apps, such as
SAP, Workday and ServiceNow. Additionally, OpenAl’s industry approach is relatively I T-

centric, with limited industry-specific tailoring compared to many of its competitors.

+ Security and governance: While OpenAl has improved its security and governance
posture, there are still gaps in its offering, such as limited DLP, advanced agent governance
and runtime controls. Regulated organizations will likely need to extend the native controls

by using OpenAl’s compliance API to integrate with third-party security/governance tools.



ServiceNow

ServiceNow is a Niche Player in this Magic Quadrant. Its EAIA, ServiceNow EmployeeWorks
(GA in February 2026) combines Moveworks’ conversational Al and enterprise search with
ServiceNow’s autonomous workflows. ServiceNow differentiates through EmployeeWorks’
deep integration into ITSM and HR solutions, providing an EAIA that is more focused on
enterprise application integration and back-office workflow than personal productivity.
ServiceNow operates globally with full U.S. and partial European and Asia/Pacific coverage. It
targets IT, healthcare, manufacturing, retail and government industries. ServiceNow’s current
focus is consolidating its EAIA product strategy post-Moveworks acquisition. Its roadmap
priorities center on integrating Moveworks and extending EmployeeWorks beyond its ITSM

and HR core.

Strengths

« Workflow integration: ServiceNow’s expertise running mission-critical IT and HR workflows
at scale, coupled with robust enterprise application connectors, make it a strong choice for
application integration use cases, particularly when an Al assistant is needed to augment

existing IT, HR and support workflows.

+ Partner ecosystem: ServiceNow is well positioned to cross-sell EmployeeWorks to its large
customer base, backed by a broad partner network that can develop bespoke integrations
and workflow extensions. Organizations heavily invested in ServiceNow may view
EmployeeWorks as a low-risk EAIA that is closely aligned with existing service

management and employee experience initiatives.

« Multichannel support: EmployeeWorks supports a range of applications from
communication tools like Slack to intranet and self-service portals, offering flexibility by
providing Al chat, search and agentic functionality wherever employees are working. This
benefits organizations that want an Al assistant that can provide support and triage

functionality from within their existing applications, for example, a support portal.

Cautions

 IT and HR focus: ServiceNow’s vision centers on IT, HR and support workflows. However,
this targeted focus means EmployeeWorks does not address broad knowledge worker

needs as well as other vendors in this market.

« Productivity and collaboration: EmployeeWorks lacks true multiplayer Al collaboration

capabilities. It includes only limited actions (such as create/send email) across productivity



suites such as M365 and Google Workspace, and contains no co-authoring capabilities.
Options to create and collaborate on knowledge worker artifacts (e.g., presentations,
documents and videos) are limited. For productivity and collaboration use cases outside of

support scenarios, organizations should consider other EAIAs.

« Product and roadmap maturity: EmployeeWorks is an emerging product from
ServiceNow’s Moveworks acquisition. At the time of this research, ServiceNow’s product
branding and roadmap do not show a clear, articulated plan for EmployeeWorks, its Otto
product (another Al assistant) and Moveworks, including how the products will work
together. This presents an uncertain future that may discourage those looking at

ServiceNow for this market.

Superhuman

Superhuman (formerly Grammarly) is a Niche Player in this Magic Quadrant. Its EAIA,
Superhuman Go, reached GA in October 2025. The company’s rebrand combined Grammarly,
Coda, Superhuman Mail and the Superhuman Go assistant under one platform. Superhuman
Go differentiates as an in-line, proactive assistant that works across web and desktop surfaces
via browser extensions and application integrations. It is designed to meet users where they
are, rather than pushing them to a desktop application (though it does also include a
dedicated web app). Its core market is in North America, with limited reach elsewhere.
Targeted industries include education, IT, media, professional services and banking.
Superhuman’s focus is on growing its weekly active usage, winning organizationwide

midmarket rollouts, and expanding its connector and third-party agent ecosystem.

Strengths

« Product reach: Superhuman’s browser-centric approach integrates its EAIA into
applications and workflows employees already use, reducing context switching and
minimizing the need to adopt a new work environment. This approach may drive higher

adoption than EAIAs that require a dedicated app or stand-alone interface.

« Innovation: Superhuman Go uses contextual in-line triggers to engage with users,
providing them with feedback, corrections and suggestions during content creation
activities. This differentiating approach augments knowledge work as it happens, rather

than relying exclusively on user-initiated prompting.

« Agent building and connectors: Superhuman focuses on extensibility through a

combination of agent-building capabilities, native and custom integrations, and dedicated



support for core connectors. This focus on interoperability improves the platform’s ability
to span disparate enterprise systems. It serves as a common layer for enterprise
applications, data sources and Al capabilities without forcing employees to move to a

single system.

Cautions

« Governance and administration: Superhuman’s governance, administration and cost
management controls are weaker than its competitors, with gaps including lack of DLP,
agent life cycle management and granular group-based cost controls. Organizations must
carefully evaluate these controls and determine whether third-party governance and

management solutions are required.

« Sales execution: Superhuman relies heavily on self-service sales channels, with most
contracts under a year and only a small percentage of customers licensing 25% or more of
their employees. Enterprises seeking a major EAIA deployment may find other vendors
more experienced in major EAIA rollouts than Superhuman, which often has small pockets

of business users within an organization.

« Operations: Superhuman is hosted on AWS with no regional hosting support beyond North
America. Organizations outside of the U.S. must carefully verify data residency, processing

and compliance requirements before adopting Superhuman’s EAIA.

Zoom

Zoom is a Niche Player in this Magic Quadrant. Its EAIA, ZoomMate (GA in June 2026),
combines enterprise search, task orchestration and an Al Productivity Suite (Zoom Canvas,
Zoom Sheets, Zoom Slides, Zoom Paper) into a single offering. Zoom’s differentiator is its
deep meeting and collaboration expertise. Specifically, its ability to retrieve context and
information from meeting-related sources alongside chat, phone, collaborative documents,
and connected enterprise applications. It is also able to take actions and perform tasks based
on meeting conversations. Its geographic reach is primarily in North America and (to a lesser
extent) Europe, with a smaller presence in Latin America and the Middle East. It mainly targets
education, healthcare and financial services industries. Zoom’s current focus is to further
solidify ZoomMate as Zoom’s primary agentic Al experience layer, while expanding its

independent software vendor (ISV) partnership ecosystem.

Strengths



« Product vision: ZoomMate has developed a distinctive market position by extending
beyond meeting summarization and productivity assistance toward a broader,
“conversation-to-completion” model. ZoomMate leverages context from meetings, chat,
phone and conversations in addition to documents and files to capture work, identify next
steps, and orchestrate actions and workflow. It works natively on Zoom meetings but
supports other productivity solutions as well, providing a well-rounded offering for Zoom

customers.

« Integration: Features such as live meeting assistance, action-item generation and cross-
conversation memory allow ZoomMate to incorporate communication signals that many
competitors can’t natively access. ZoomMate also benefits from a number of connectors
that enable it to take action in enterprise applications (e.g., ServiceNow and Salesforce).
Examples include autopopulating a Salesforce customer record based on a recent

meeting.

« Sales execution: Zoom offers its large customer base the opportunity to add onto their
existing product via ZoomMate. Its key selling point lies in the conversation graph its
meetings already generate and through its third-party meetings integration tool My Notes.

Organizations that already leverage Zoom can extract value almost immediately.

Cautions

« Differentiation beyond meetings: ZoomMate’s differentiation rests largely on its
conversation graph rather than underlying model and feature innovation. Organizations
looking for advanced agentic capabilities or integration outside of the Zoom ecosystem

may want to consider EAIAs with a broader set of options.

« Regional and language limits: ZoomMate is currently limited to U.S. data centers and
supports only one language (English). Organizations outside the U.S. or with multilingual
workforces should verify coverage for ZoomMate specifically rather than assume it

matches Zoom Workplace.

« Innovation and vision: Although ZoomMate supports integrations with third-party
applications, much of its differentiation is derived from data and context generated within
Zoom'’s platform. It would be a challenge for Zoom to evolve its offering for organizations
that are not Zoom customers and compete with EAIA leaders in agentic, coworking or

computer uses.



Inclusion and Exclusion Criteria

Inclusion Criteria

To qualify for inclusion (in addition to Gartner client relevance, as determined by analyst

expertise and opinion), providers need to meet the following criteria:
Single offering that meets the market definition. All the following conditions must apply:

» The product must meet Gartner’s market definition for enterprise Al assistants (EAIAS).
This includes offering all the mandatory features EAIA are expected to provide as per the

definition itself in the state detailed in the inclusion criterion.

« The product must be a single, unified offering. If the vendor has multiple product offerings
that conform to the definition, only one EAIA will be considered. If the vendor cannot avoid
more than one single offering to be evaluated for the aims of this MQ, then this whole

criterion is not met.
« The product has a separate billable per-user per-month SKU.
Tenure in the market. All the following conditions must apply:
« The company must have been established prior to 1 January 2023.

« The company must have been actively operating in the market of EAIAs with a general

availability (GA) date of their product prior to 31 March 2026.

Customer base size, growth and weight. All the following conditions must apply (by
“customers” we mean organizations that purchased a license to use the EAIA, not counting

other products in the vendor’s suite):
« Customers: the EAIA product should have at least 300 customers.

« User licenses: vendors should have at least 40,000 user licenses of the EAIA product SKU

being actively used by customers.

« Revenue: Demonstrated license revenue of at least $2 million on a projected annual basis

for the EAIA product.

Geographic spread. All the following conditions must apply:



« No more than 85% of the customer base is in a single region (the regions defined as North
America [NA], Latin America [LATAM], Europe, the Middle East and Africa [EMEA], and
Asia/Pacific [APAC])).

« The company must have a significant geographic presence in at least two regions. A
significant presence is defined as having an HQ, full-function or branch office within at

least one of the defined regions.

« HQ: The primary location where a company’s executive management and key
managerial and support staff are located. This is usually the central hub for strategic

decision making and corporate governance.

« Full-function: A location where the company operates with a complete set of functions,
such as sales, marketing, customer service, and possibly production or R&D. This is akin

to a regional office or subsidiary that operates semi-independently.

« Branch office: A smaller, local office that handles sales, support, or other functions but

is not as comprehensive as a full-function office.

« Reseller: A third-party company (a sales partner) or individual that sells the company’s
products or services, typically without being owned by the company. Resellers often

have a formal agreement with the company to distribute its products.

« R&D center: A specialized facility where research and development activities are

conducted, focusing on innovation and product development.

Product language. The product must offer at least English plus three localized language

choices for the user experience and support processing and storage of multilingual content.

Employee base. The company must have a minimum 150 employees working on the EAIA

practice or business unit across all roles and functions.

EAIA features. The EAIA must have all the mandatory features as defined in Gartner’s market
definition. It must also have at least 10 connectors to third-party enterprise applications and

include core digital workplace, CRM, and ERP applications.

Exclusion Criterion

If the EAIA is part of an existing software solution or suite and is included at no additional cost
without a billable per-user per-month SKU, or is billed purely on a consumption basis (e.g.,

credits or tokens), it will be excluded from this market.



Honorable Mentions

The providers that are most relevant to our clients were selected for evaluation in this Magic
Quadrant. However, the decision not to evaluate a provider does not mean that the provider
lacks viability. The following are noteworthy providers not included in the formal analysis.

These providers could be appropriate for clients, contingent on their requirements:

Alibaba Group: Founded in 1999, Alibaba Group is an established company with a large cloud
infrastructure and enterprise footprint headquartered in China. QwenWork (its EAIA and agent
platform) is a stand-alone Al productivity solution available on web, macOS, Windows, and
also integrates with DingTalk, Alibaba’s workspace collaboration platform. Organizations
already within the Alibaba ecosystem can utilize their existing governance, identity and
infrastructure solutions. QwenWork adopts a multimodel strategy, offering both Alibaba’s
Qwen models and third-party models to perform computer use, data analysis, research, file
processing, browser and cloud control as well as to coordinate multiple agents across

productivity and business workflows.

Mistral: Founded in 2023 and headquartered in France, Mistral is an Al model provider and
enterprise Al platform. Mistral’s Vibe offers an enterprise Al assistant with multimodal chat,
enterprise search, web research and other common general knowledge work features.
Organizations can also utilize the enterprise search that deploys RAG-ready libraries and a no-
code agent builder to create, manage and deploy custom agents and workflows. The primary
distinguishing feature of Mistral’s Vibe is offering European data sovereignty for non-U.S.-

based organizations.

Perplexity Al: Founded in 2022 and headquartered in the U.S., Perplexity specializes in model-
agnostic Al assistants and agents. Its enterprise product, Perplexity Enterprise, enables
organizations to perform in-depth research synthesis; deliver collaborative multiplayer shared
workspaces; and create, deploy, and manage custom and purpose-built agents with an
emphasis on prebuilt and custom skills. Computer for Enterprise adds organization-level
administration, security and governance to Perplexity Computer, a computer-use agent,

enabling multistep workflow orchestration, including condition-based and scheduled triggers.

SpaceXAl: Originally founded as xAl in 2023, SpaceXAl (headquartered in the U.S.), is a
frontier Al model provider and enterprise Al platform company, offering products for software
engineering and knowledge work powered by its Grok family of models. Its EAIA, Grok

Enterprise, offers RAG-based and real-time search, voice, and image and video generation



capabilities with multistep agentic workflows. Grok Bot is the newest enterprise offering,
providing always-on Al teammates that organizations can assign work to across different
business functions. Multiple Bots can be run in parallel and operate within users’ existing
applications and websites. They can learn repeatable workflows as routines and execute work

from start to finish.

Tencent: Founded in 1998, Tencent is an established company headquartered in China but a
more recent entry into this market with its EAIA, WorkBuddy. It offers organizations an Al
assistant and agentic solution across the web, desktop, and mobile, including access to
preauthorized local folders. WorkBuddy provides a dedicated enterprise admin control
through which organizations can deploy and manage an agent suite designed for process
transformation. This suite includes many role- and workflow-based agents focused on writing,
design, analysis, development and creative asset generation. WorkBuddy adopts a
multimodel strategy, offering in-house, third-party, and bring-your-own-model options.
WorkBuddy has high levels of adoption in China and is moving into the wider Asia/Pacific

region.

Evaluation Criteria

Ability to Execute

In evaluating providers’ Ability to Execute within the EAIA market, Gartner emphasizes the
factors that most directly impact a vendor’s capacity to deliver robust, scalable and high-
quality enterprise Al solutions that meet current and future enterprise needs. The evaluation
criteria are designed to capture not only the technical strengths of a platform, but also the
organizational, operational and customer-facing aspects that collectively determine success

for both vendors and their clients.

Product capability carries a high weighting: organizations seek EAIAs with advanced chat and
search functionality, sophisticated agentic execution and strong grounding in enterprise data.

They also require enterprise-grade reliability, governance and compliance.

Market responsiveness is also weighted highly. The EAIA market is still emerging, and a
vendor’s ability to not just respond to market changes but to drive them is important to

organizations that are considering an EAIA investment. This was seen in January 2026, when



interest in Anthropic surged after its release of Claude Cowork, which redefined what many

organizations thought was possible with an Al assistant.

Customer experience is also weighted highly. Deploying an EAIA organizationwide is
challenging, and many organizations look to their vendors to provide support, guidance and
enablement assistance. Indeed, given the relative immaturity of the market, organizations are
looking for vendors that can prove that their offering is also enterprise-ready. Strong customer

service and experience can reassure customer organizations and build trust.

Sales execution and pricing is weighted as medium. It is an important consideration for
organizations particularly given the move from pure per-seat licenses to a hybrid model of
per-user per-month and consumption. Most vendors in this market offer similar pricing models
and differentiation is more difficult. However, some differences do exist, chiefly in how
features are bundled and whether per-seat licenses also include some consumption-based

usage.

Operations are also weighted as medium. How the vendor operates, its compliance posture,
regional data residency, backup and deployment options are also important factors for

organizations choosing an enterprise-grade Al assistant.

Finally, overall viability and marketing execution have lower weightings in this evaluation.
These are still important factors but typically are secondary for buyers behind core product

capabilities, sales, operations and market responsiveness.

Ability to Execute Evaluation Criteria

Evaluation Criteria Weighting "
Product or Service High

Overall Viability Low

Sales Execution/Pricing Medium

Market Responsiveness/Record High



Evaluation Criteria Weighting
Marketing Execution Low
Customer Experience High
Operations Medium

Source: Gartner (September 2026)

Completeness of Vision

In assessing Completeness of Vision, Gartner focuses on how well vendors understand buye
needs, anticipate where the market is heading, and align product, go-to-market and busines

model choices to achieve sustained differentiation.

Market understanding and offering (product) strategy carry high weightings. Organizations
seek EAIA vendors with the vision to shape rather than react to the market and those that ca

offer a coherent product strategy that can scale across employee personas.

Sales strategy, business model and innovation are weighted as medium. While not as critical
the product offering and market understanding, the ability to sell and scale EAIA deploymem'a
is an important component of the vendor’s overall solution, particularly given concerns around
ROI and security and governance, which have limited EAIA deployments. Equally, given the
low level of maturity of this market, product innovation can have a significant impact on
interest and adoption, e.g., Claude Cowork has resulted in significant interest in Anthropic’s

Claude Enterprise.

Marketing strategy, vertical/industry strategy and geographic strategy are weighted low: they
influence reach and scaling, but in a market still early in its global maturity they are less
decisive than product vision, market understanding, sales strategy, innovation and a durable

business model.

Table 2 shows the Completeness of Vision evaluation criteria and their weightings.

Completeness of Vision Evaluation Criteria



Evaluation Criteria Weighting

Market Understanding High
Marketing Strategy Low
Sales Strategy Medium
Offering (Product) Strategy High
Business Model Medium
Vertical/Industry Strategy Low
Innovation Medium
Geographic Strategy Low

Source: Gartner (September 2026)

Quadrant Descriptions

Leaders

Leaders combine strong execution with a well-defined vision for enterprise Al assistants. They
offer robust, feature-rich platforms trusted by a wide range of customers and have established
significant market presence. Leaders show high capability across product, marketing and
sales, sustained investment in innovation, and the agility to respond as technology and buyer
needs evolve — and they materially influence the direction of the market. In this research, the

Leaders are Anthropic, Google, Microsoft and OpenAl.

Challengers

Challengers perform well and have built solid customer bases with dependable assistants,

demonstrating operational strength and financial stability, with products proven in real



deployments. They tend to focus on execution and incremental improvement rather than on
setting new market direction, though they may present a strong vision in a specific category.

In this research, the Challengers are Amazon Web Services and Glean.

Visionaries

Visionaries stand out for innovative ideas and differentiated capabilities that anticipate where
enterprise Al assistants are heading, with a good grasp of emerging requirements and forward-
looking product strategies. They typically have not yet matched Leaders or Challengers on
market presence, operational maturity or breadth of execution. No providers were positioned

as Visionaries in this research.

Niche Players

Niche Players focus on specific segments, industries or use cases, offering valuable
capabilities for particular customers and scenarios but with a narrower scope than Leaders or
Challengers. They may excel in a specialized area for example, a work management platform,
an ITSM and HR front door, a cross-app in-line assistant or a conversation-centric assistant,
while lacking the breadth, reach or long-term vision to compete broadly across the market. In

this research, the Niche Players are ClickUp, ServiceNow, Superhuman and Zoom.

Context

As enterprise Al assistants evolve rapidly and broaden their feature sets, organizations face
growing complexity in selection and heightened cost considerations. Key insights for

evaluating this market in 2026 include the following.

« Agentic shift: The center of gravity is moving from chat and retrieval to agentic execution
— long-running, multistep agents that take action across systems. Differentiation
increasingly rests on how well an assistant orchestrates work and what platforms it can take
action in. Therefore, organizations must have a clear view of which parts of the business
would benefit most from agentic orchestration and what connectors, MCPs and actions are

offered by the EAIA vendors that are most likely to meet their needs.

« Platform versus best-of-breed: Suite vendors such as Microsoft and Google bundle the
assistant with productivity platforms organizations may already own, while independents

such as Anthropic, OpenAl and Glean offer a route that avoids deeper suite lock-in.



Organizations should weigh the consolidation and pricing benefits of the platform-

approach against overlap with capabilities they already pay for, and the lock-in it creates.

- Data residency, sovereignty and regional reach: Regional hosting, sovereign, and
government-cloud options vary significantly, ranging from the broad coverage offered by
hyperscalers to the U.S.-only hosting provided for several smaller vendors. Consequently,
for non-U.S. organizations or heavily regulated entities, an EAIA cannot be implemented if it

lacks the required deployment footprint.

« Pricing and cost predictability: Pricing models diverge sharply, from per-user licenses to
fully consumption-based billing of every interaction, and several vendors layer metered
agent usage on top of seats. Organization must model realistic usage, insist on cost

transparency, and put guardrails in place to avoid unpredictable spend

« Agent governance: Most EAIAs include some form of agent management to govern the
agents in their platform, although advanced features, including the ability to manage
agents from other providers, usually require additional licensing. Gartner expects to see an
increasing focus on agent management platforms as major EAIA vendors will compete with
stand-alone Al agent management solutions to provide the infrastructure and control layer
to manage Al agents (security, governance and cost). Deciding whether to use existing
EAIA agent governance (which often comes via an add-on), or whether to use an
independent solution will be a significant consideration in this market going forward and

could impact what EAIA is ultimately chosen.

« Model ownership: Some vendors own their frontier models (Anthropic, Google, OpenAl,
and Amazon with Nova) while others rely on third-party models; governance capability, and
whether it is included or charged separately, also varies. Organizations should confirm both
model strategy and the governance controls needed for safe, auditable, workforce-wide

use.
Recommendations for IT Leaders
To mitigate risk and maximize value, IT leaders responsible for selecting an EAIA should:

« Start with governance, security and data access before a broad deployment: Ensure that
you have a clear cross-functional Al governance framework in place so you can assess the
EAIA product against key requirements including compliance (e.g., residency), data and

security. You should also ensure that you have clear policies and consensus across digital



workplace, security, compliance and identity teams on who will create agents and what

platforms they can operate in.

« Invest in change management, adoption and skills: Low Al literacy, lack of adoption,
ineffective training, and difficulty proving ROl are among the most common challenges
when scaling EAIA programs. To combat this, create an adoption program including
executive sponsorship, Al champions, training, usage measurement, and clear success

metrics. Focus on demonstrating business value early to build momentum.

« Beready to embrace a multivendor EAIA approach: The EAIA market is still early, and it is
unlikely that a single vendor will meet all of your requirements. To ensure best fit, pilot with
at least two different EAIA tools, selecting the user groups and personas that may benefit
the most from these solutions. Ultimately, you may wish to scale a single EAIA, but you
should ensure that you have selected the best fit for the organization rather than deploying

an EAIA from an existing vendor by default.

« Work with procurement and finance teams to understand consumption spend: Usage-
based pricing will become a greater part of your EAIA spend as vendors push this new
model. Ensure you mitigate runaway costs by setting departmental/group-based spending
caps, alongside organization-level restrictions. Work with finance and procurement teams

to understand how to assess consumption-based spend in the long term and to prove ROI.

Market Overview

The enterprise Al assistant market is a young one. Microsoft 365 Copilot and ChatGPT
Enterprise are two of the longest-running products, and they have only been available since
late 2023. Many of the newer products have been available for less than 12 months and some

reached GA in 2026.

However, the EAIA market is one of the fastest-growing markets Gartner has ever witnessed,
driven in part by the popularity of many of these tools in the consumer space. The market has
seen unprecedented adoption. Microsoft asserts that Microsoft Copilot now has 30 million
paying enterprise customers, while Gartner data highlights that most organizations are

deploying two or more EAIAs, signifying a preference for a multivendor approach.

Gartner forecasts that the market will grow significantly, from $17 billion in 2025 to over $70

billion by 2030.



This growth is fueled by the growing belief that EAIA’s will become the primary agentic “front
door” through which general-purpose knowledge work for most employees will be done.
Rather than going directly into presentation or spreadsheet software, employees will
orchestrate their knowledge work from an agentic interface delegating tasks and actions to a
series of agents that will work on their behalf. The employee will use the EAIA to accomplish a
number of tasks, using chat, search, and prebuilt and custom agentic functionality. The EAIA
will “know” the employees, remember their preferences, use their writing styles and
understand how they like to get work done. Set in this context, it is easy to see why the EAIA

market is predicted to surge. It represents an entirely new way of working.

This inaugural Magic Quadrant evaluates 10 providers, ranging from hyperscalers and
productivity-suite incumbents to independent Al labs and specialist platforms. The EAIA
market continues to change rapidly, particularly as innovation drives interest in specific
products and vendors. Gartner expects vendors’ capabilities to evolve quickly and new

entrants to enter the EAIA space.

The market has already gone through a number of shifts since its inception which should be

considered when evaluating the vendors and their products.
The “front door for work”

Several vendors — OpenAl, Google, Microsoft and ServiceNow among them — position their
assistant as the single front door through which employees research, create and delegate
work. For organizations, this consolidation promise is attractive, but it should be tested
against overlap with tools they already run and the switching costs of routing daily work

through one interface and the likely consumption charges this will bring.
Platform incumbents versus independents

Productivity-suite incumbents lead on reach and integration but their value is tied to owning
the underlying suite. Independents compete on model innovation, agentic depth or an
enterprise context layer, and appeal to organizations wary of deepening single-vendor lock-in.
How an organization proceeds depends on how committed they already are to a given suite
and whether they see this commitment surviving in an Al-native workplace. In many instances,
Gartner sees organizations deploying two or more EAIAs. A multivendor approach can be
useful, particularly when evaluating EAIAs for different cohorts and specific capabilities.
However, organizations must be mindful of overlapping features and a more complex

governance footprint to manage.



Agentic execution as the new battleground

The market is shifting from retrieval and chat toward long-running, multistep agents.
Anthropic’s Claude Cowork and Model Context Protocol, OpenAl’s Codex-derived harness,
and the agent builders now shipped across most platforms illustrate how quickly agentic
capability is becoming the primary axis of differentiation. The questions for most
organizations will be: How relevant are these agentic actions to the business problems they
are trying to solve? Do they operate across the surfaces that the organization needs? Can they

take auditable and traceable action across the right applications? Is the cost prohibitive?
Pricing, viability and lock-in

Vendor business models are unsettled, spanning per-seat licenses, consumption billing of
every interaction, and metered agent usage, which makes cost hard to forecast. Vendor
viability also varies widely, from hyperscalers with deep balance sheets to fast-growing but
not-yet-profitable independents. This, combined with rapidly changing functionality, makes
multiyear commitments a real consideration, and Gartner has seen many organizations favor
shorter-term contracts for many of these vendors. Additionally, rising productivity suite
licensing costs are prompting some organizations to reexamine best-of-suite strategies; a
Gartner survey in May 2026 found only 4% of IT leaders were highly likely to adopt Microsoft’s
E7 bundle within 12 months. Organizations should be wary of vendor lock-in, and ensure they
do not leave themselves vulnerable to uncontrolled consumption spend. Where possible,
prioritize models that include Al usage within the per-seat subscription, including some

allocation for advanced agentic actions.
Governance, sovereignty and regional reach

Governance maturity, sovereign and government-cloud options, and regional hosting differ
markedly across vendors and are often decisive for regulated organizations. Assistants strong
on capability but limited to U.S. hosting or a single language remain nonstarters for many

global and public-sector organizations, regardless of how well they score on product.

As the market matures, differentiation will extend beyond core product capability to adjacent
services, pricing models, governance, and the alignment of vendor strategy with evolving
buyer needs. Organizations should assess both functional breadth and strategic fit, ensuring
alignment with their risk posture, data residency requirements and long-term digital workplace

strategy.



Acronym Key and Glossary Terms

GA General Availability

MCP Model Context Protocol
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