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Global industrial AloT platforms are incorporating agentic Al capabilities to deliver
autonomous operations. This Magic Quadrant highlights [oT’s role in this important
transition while advising ClOs that the market is still early in its evolution, adoption and
value delivery.

Strategic Planning Assumption

By 2030, 65% of Al agents from industrial AloT platform providers will be in production

environments across all asset-intensive industries, up from 3% today.

Market Definition/Description

Gartner defines the global industrial artificial intelligence of things (AloT) platforms market as
a series of seamlessly integrated technologies. The market delivers industrial data aggregation
and curation, lloT device management of industrial assets, ease of integration with IT systems,
and unlocks the value of industrial applications and Al. The platform aggregates, curates and
delivers contextualized insights to enable industrial applications, analytics and Al-driven
insights. All capabilities should be available in deployments of on-premises, cloud and hybrid

instances.

The industrial AloT platform monitors loT endpoints and event streams, supports and

transforms data using a variety of manufacturer and industry proprietary protocols. It analyzes



real-time data in the platform, at the edge and in the cloud, and integrates and engages IT and
operational technology (OT) systems in data sharing and consumption. The platform enables
application development and deployment, and extends and augments OT functions for
improved asset management life cycle strategies and processes. In some emerging use cases,
the AloT platform replaces selected OT analysis software functions with advanced Al
techniques (agentic Al) while maintaining the required levels of reliability, responsiveness,
determinism and operational safety expected in industrial environments. In recent years, the
industrial AloT platform has become the go-to platform for deploying, orchestrating and
executing Al models in live industrial operations, and uses data management functions to

replace legacy historian databases.

The industrial AloT platform, in concert with the loT edge and through enterprise IT/OT
integration, enables asset-intensive industries to become digital businesses that were initiated
by the Industry 4.0 during the 2010s. By enhancing and connecting their core business with
external business partners, asset-intensive industries are transforming their operations to
achieve higher levels of automation and optimization, which are now keeping humans in or on

the loop and sustainable KPIs with the latest Industry 5.0 trend.

Related horizontal and vertical business applications are out of scope. Such applications

include:

Enterprise asset management (EAM)

« Computerized maintenance management systems (CMMSs)
+ Fleet management

« Condition-based maintenance (CBM)

« Predictive maintenance within OT functions

« Manufacturing execution systems (MES)

« Maintenance, repair and operations (MRO)

« Product life cycle management (PLM)

» Asset performance management (APM)

« Field service management (FSM)



« Building management systems (BMS)

The industrial AloT platform may be consumed as software or cloud services, as a technology
suite, or as an open and general-purpose application platform, or in combination with
analytics, application enablement, data management, device management, integration and
security functional capabilities. It is engineered to include the requirements of safety and

mission criticality associated with industrial assets and their operating environments.

Mandatory Features

The global industrial AloT platform must have the following features:

« Device management: This function enables manual and automated tasks to create,
provision, configure, troubleshoot and securely manage fleets of IoT devices and gateways
remotely, in bulk or individually. Device life cycle management should perform onboarding,

configuring, maintaining, upgrade and decommission-type functionalities.

« Integration: This function includes tools and technologies, such as communications
protocols, APIs and application adapters, which address the data, process, enterprise
application and AloT ecosystem integration requirements across cloud and on-premises
implementations for end-to-end AloT solutions. AloT platforms integrate into industrial
Internet of Things (lloT) devices (e.g., communications modules and controllers), lloT
gateways, historians, OT systems (hardware, software and industrial apps) and enterprise

applications (e.g., ERP, EAM and CMMS).
 Data acquisition and management: This function includes capabilities that support:
« Ingesting loT endpoint and edge device data.

« Storing data from multiple industrial data sources like historians, data control systems,

time-series DBMS and edge gateways.

- Providing data accessibility (by devices, IT, OT, engineering technology systems and

external parties, when required).
« Industrial data curation and orchestration.
« Tracking provenance and flow of data.

« Enforcing data and analytics governance policies to ensure the quality, security, privacy

and currency of data.



« Industrial data management capabilities like:

Tag and classify

Normalization

Contextualization

Common data object

Analyze and visualize

« Analytics & Al: This function includes the processing of data streams, such as device and
contextualized data, to provide insights into asset states by monitoring use, providing
indicators, tracking patterns, and optimizing asset use using techniques such as rule
engines, event stream processing and data visualization. Additionally, a variety of Al
techniques may be applied, such as machine learning, deep learning, GenAl-driven
natural-language insights, industrial copilots, and safe agentic Al and Al agents that can
automate and be governed through guardrails such as prompt filtering, human-in-the-loop
controls, audit logs and policy-bounded actions. The platform must support full-life-cycle
ML operations (MLOps), including feature pipelines, model registry, deployment and
monitoring across cloud and edge. Any Al models should be embedded within the

platform and not just merely integrated.

« Application enablement and management: This function enables business applications in
any deployment model to analyze data and accomplish loT-related business functions. The
application capabilities, such as application platform as a service, include application-
enabling infrastructure components, application development, edge runtime
management, and digital twin and digital thread templates. The platform allows users to
achieve “cloud-scale” scalability and reliability, and to deploy and deliver loT solutions

quickly and seamlessly through low-code/no-code application development.

« Security and monitoring: This function includes the software, tools and practices used to
establish preventive, detective and corrective controls and actions to ensure
confidentiality, integrity, availability of data and connections. This also provides audit

options and ensures compliance.

Optional Features

The industrial AloT platform may have the following optional features:



« Digital twin of the asset

« Digital twin of the process

« Intelligent simulation digital twins

« Prebuilt industrial applications and/or marketplace of migrated applications

« Low-code/no-code workflow automation
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Gartner
Vendor Strengths and Cautions

ABB

ABB is a Leader in this Magic Quadrant. Its ABB Ability Genix Industrial loT and Al Suite broadly
focus on delivering an edge-to-cloud platform and a prebuilt application suite that integrates
industrial DataOps, digital twins, applied Al and agentic automation to drive operations, asset

management, sustainability and autonomous operations.

ABB’s operations are geographically diversified across over 100 countries, and its customers
tend to be large enterprise owners and operators in asset-intensive sectors like oil and gas,

power and utilities, chemicals, marine, and mining.



ABB’s future roadmap focuses on scaling its vertical Al Shields and Al Guardians to transition
its platform from providing advisory recommendations to achieving closed-loop autonomous
execution through human-in-the-loop processes. Recent strategic acquisitions — including
emissions analytics provider Fédisch Group, marine weather-routing system provider DTN and

energy optimization SaaS Sensorfact — bolster this roadmap.

Strengths

« Geographic strategy: ABB Ability Genix’s globally diversified go-to-market model and
multicloud-by-design architecture support deployments across more than 100 countries
while complying with regional data sovereignty laws. Enterprises with an extensive global

footprint can be reassured by the scale of ABB’s geographical deployments.

 Overall viability: ABB maintains a long history of industrial domain expertise and continued
innovation. Its healthy year-over-year revenue growth rate and the strategic investments

made in its platform, R&D and Al position it well to continue delivering customer value.

« Operations: ABB contractually delivers 24/7 enterprise-grade coverage with a centrally
managed reliable service uptime across its global SaaS and Al operations. A network of 21
operations centers worldwide and an advanced, tiered support framework support this

infrastructure.

Cautions

« Agentic Al deployments: ABB’s agentic automation capabilities are leading in specific
continuous process environments, but overall, still emerging across utilities and
transportation. While Genix can rapidly build agent-ready knowledge and context layers
across fragmented systems, customers must be aware that transitioning to these advanced
workflows is not an out-of-the-box experience and may require custom grounding, prompt

governance and robust role-based access configuration to deploy reliably.

« Customer marketing strategy: Though Genix is deployed across both existing customers
and a growing share of new customers, ABB still heavily focuses its customer marketing
strategy to its large legacy installed base in modernized distributed control system
(DCS)/supervisory control and data acquisition (SCADA) environments, particularly in
energy and utilities. For enterprises operating highly diversified, non-ABB environments,
this customer marketing strategy may not benefit from ABB’s partnership with Microsoft’s

co-selling ecosystem.



« Pricing strategy: Genix has simplified its commercial model with modular packages and
applications across deployment variants. However, for large and complex cloud
deployments, Genix’s subscription pricing model includes operational variables, including
tag counts, data resolution, ingestion volume and tiered hot/warm/cold storage retention.
Enterprise ClOs should carefully forecast these highly variable operational inputs across
distributed sites to ensure accurate long-term total cost of ownership (TCO) and multisite

budget planning.

Amazon Web Services

Amazon Web Services (AWS) is a Challenger in this Magic Quadrant. Its AWS loT Core and
AWS |oT SiteWise products broadly focus on delivering high-scale, cloud-native industrial
data ingestion, secure device connectivity and edge-to-cloud data structuring to facilitate

advanced analytics and machine learning (ML).

AWS’s operations are geographically diversified, and its customers tend to be large enterprise
and midmarket organizations across the manufacturing, energy, utilities and transportation

sectors.

While AWS does not market a single packaged industrial AloT platform, its strategic vision
focuses on delivering a business outcome-driven architecture that unifies the AWS Industrial
Data Fabric with generative and agentic workflows. AWS integrates IT/OT data with Amazon
Bedrock Agents and AgentCore to orchestrate single- and multiagent workflows across

manufacturing and supply chain systems.

Amazon Web Services did not respond to requests for supplemental information, or for a
review of the draft contents of this research. Therefore, Gartner analysis is based on

other credible and accepted public sources..

Strengths

+ Sales execution/pricing: AWS utilizes a consumption-based, pay-as-you-go pricing model
rather than per-user licenses, aligning software costs directly with a customer’s active

operational usage and offering the flexibility to adjust consumption at any time.

« Market responsiveness/record: AWS demonstrates agile market responsiveness by
expanding its native integrations with edge platforms to support modern data

architectures like loT SiteWise, loT Core and Amazon Timestream. It also proactively



collaborates on custom Al initiatives and flexible hosting models that address evolving

enterprise demands for real-time edge-to-cloud data processing.

« Product and service: AWS provides a comprehensive foundation with scalable cloud
computing, storage and advanced Al services optimized for unifying IT/OT workloads.
Customers may benefit from industrial-grade operational security via AWS Key
Management Service alongside edge-to-cloud capabilities that support secure,

multiregion real-time data processing.

Cautions

« Limited industrial domain strategy: AWS’s industrial strategy relies heavily on a horizontal,
builder-focused approach to modular cloud services, which requires substantial in-house
development or reliance on third-party system integrators compared with industrial
providers’ turnkey, domain-specific vertical platforms. Customers must factor in higher
implementation overhead and potentially elongated deployment and customization

timelines.

« Overall viability within the industry: AWS’s past dedicated focus on industrial loT platform
software often competes for resources within its broader public cloud infrastructure
business. Enterprises should carefully evaluate the proposed specialized edge-level

industrial services due to potential roadmap disruption.

« Industrial innovation: AWS’s innovation engine centers on horizontal cloud technologies,
big data analytics and enterprise generative Al frameworks rather than OT workloads that
require low-latency, deterministic machine control and edge connectivity. Customers
seeking closed-loop automation or real-time edge processing for critical industrial assets
will likely need to purchase and layer specialized third-party edge platforms on top of

AWS’s infrastructure to bridge the technical IT/OT gap.

AVEVA

AVEVA is a Visionary in this Magic Quadrant. Its CONNECT industrial intelligence platform
broadly focuses on unifying data, applications and users across engineering and operations to
enable secure, contextual and intelligent decision making, as well as to form intelligent digital

twins.

AVEVA’s operations are geographically diversified and its customers tend to be midsize to

large enterprises across heavy industries such as oil and gas, energy, and power and utilities.



AVEVA’s future roadmap focuses on investing in Al enablement, as well as advancing its digital
twin strategy through an industrial knowledge graph and a new entity store. Its portfolio
roadmap also focuses on deepening IT/OT data and integration, bolstered by recent
acquisitions of TwinThread and Crosser. Furthermore, its partnerships with Databricks and

Snowflake have expanded its IT/OT data management capabilities.

Strengths

+ Productinnovation: CONNECT serves as a semiopen, cloud-native industrial intelligence
platform and digital transformation backbone that unifies engineering, operations and IT
datasets within a single, secure environment. Customers can benefit from its integrated Al-
based analysis (via Advanced Analytics) and role-specific visualization of real-time data

streams.

« Customer experience: CONNECT delivers a strong customer experience focused on
accelerating adoption and shortening time to value for its customer base. AVEVA
orchestrates onboarding through its customer success managers and supports ongoing
operations by combining its in-house consulting services, dedicated customer success

teams and certified technical support.

« Standards-governed data integrity: AVEVA’s digital twin and data management solutions
feature built-in information standards management to validate data coming from diverse
IT/OT systems. This automated validation enforces strict regulatory compliance and
ensures that only standardized, highly trusted data feeds the underlying enterprise Al

applications.

Cautions

» Developing agentic Al capability: AVEVA’s agentic capabilities are still developing;
collaborative, domain-specific Al agents are planned in its 2027-2028 roadmap. Customers
seeking immediate closed-loop Al automation will be temporarily limited to AVEVA’s basic

conversational Industrial Al Assistant rather than advanced agentic workflows.

« Geographic footprint limitations: The CONNECT AloT platform is unavailable in regional
markets like China and Saudi Arabia due to public cloud regulations. This lack of coverage
limits AVEVA’s ability to fully support multinational enterprises that have presence in such
countries. Customers with strict data sovereignty requirements may have to consider a

localized cloud infrastructure.



« Limited implementations: CONNECT offers use case-rich capabilities across all vertical
markets (manufacturing, transportation and utilities). However, CONNECT installations are
predominantly in manufacturing. Utility and transportation organizations should contact
confirmed customer references to validate CONNECT’s use cases in those specific

verticals.

Bosch

Bosch is a Challenger in this Magic Quadrant. Its Manufacturing Co-Intelligence platform
broadly focuses on discrete manufacturing environments. It combines agentic Al, semantic

data management and industrial connectivity.

Bosch’s operations are primarily centered in Europe and its clients tend to be midsize to large

enterprises in automotive, industrial equipment and machinery.

Bosch is investing in improving edge capabilities, expanding its agentic Al capabilities for
multiagent orchestration and scaling semantic interoperability through digital twins,

supported by its strategic technology partnership with Microsoft.

Strengths

+ Productinnovation: Bosch demonstrates a strong innovation strategy by combining
semantic data modeling, agentic Al and low-code automation. While it specializes in the
automotive industry, it is scaling the use of semantic layer and production-validated
multiagent workflows to enable other verticals to automate operational processes without

requiring disruptive infrastructure modernization.

« Well-rounded product strategy: Bosch’s product strategy is closely aligned with the
growing requirements for industrial data governance, sovereignty and regulatory
compliance. The platform embeds frameworks such as GDPR, NIS2, TISAX and the EU
Cyber Resilience Act (CRA) directly into its architecture, enabling organizations to securely

manage, share and govern industrial data across enterprise and supply chain ecosystems.

« Improved business viability: The vendor’s AloT platform benefits from sustained strategic
investment and the financial backing from its parent entity. Its strong presence in European
manufacturing (particularly automotive), combined with its transition from project-based
toward scalable SaaS offerings and partner-led sales channels, supports long-term growth

and platform viability.

Cautions



« Limited vertical capability: Bosch does not differentiate its product catalog by
manufacturing subindustry, while maintaining a strong footprint in the automotive domain.
It offers a generalized discrete manufacturing platform. Customers who are diversified in

different processes or in specialized subverticals may find that Bosch is not the right fit.

« Limited geographic capability: Bosch’s direct sales, marketing and service delivery are
currently concentrated in Europe, with India planned as its next immediate growth market.
Customers from other geographies, like North America or the broader Asia/Pacific (APAC)
region, may encounter limitations in immediate, localized support, as Bosch is still

evaluating expansion in these regions.

« Limited OT support: The platform’s architecture leans heavily toward IT-centric capabilities
in IT/OT integration support. This IT-focused approach may introduce deployment
complexity and a steeper learning curve for OT-focused organizations that lack advanced

enterprise data architecture teams.

Braincube

Braincube is a Niche Player in this Magic Quadrant. Its Braincube AloT platform focuses on
real-time process optimization for batch, hybrid and continuous manufacturing. The platform
contextualizes current and historical production data to generate prescriptive operating
recommendations as production conditions change. It supports cloud, edge, hybrid and on-

premises deployments.

Braincube primarily operates in North America, EMEA and Latin America, serving midsize and
large manufacturers in pulp and paper, building materials, rubber and plastics, food and

beverage, mining, chemicals, metals, and oil and gas.

Braincube’s product strategy and roadmap focus on Al to continuously analyze production
conditions, identify emerging performance issues and recommend adjustments before they

affect throughput, quality or resource consumption.

Strengths

« Process manufacturing expertise: Braincube is purpose-built for process manufacturing,
focusing exclusively on this domain rather than diversifying across other submarkets. Its
applications, data models and analytics address process-specific requirements such as
throughput, yield, quality, energy consumption and material waste, providing

manufacturers with measurable operational improvements.



« Frontline accessibility: Braincube enables process engineers and production teams to
analyze performance and compare production runs without relying on data scientists. Its
no-code applications simplify multivariate analysis, while Braincube’s Companion Al

converts natural-language questions into charts and analyses based on production data.

« Reusable manufacturing data foundation: Braincube contextualizes production data by
product, batch, recipe and process stage, providing a common foundation for its analytics
and Al capabilities. Customers can reuse this data through APIs and the Braincube

connector Python package to build custom analytics and Al models.

Cautions

« Market understanding: Braincube exhibits a restricted market focus by concentrating
primarily on process manufacturing (batch, hybrid and continuous) plants while maintaining
a negligible footprint in the utilities, transportation and logistics sectors. Non-process

manufacturing enterprises may find the Braincube platform limiting for certain use cases.

« Limited platform scope: Braincube intends to continue prioritizing real-time process
optimization for manufacturing rather than the full breadth of industrial AloT requirements.
Organizations seeking one platform for connected products, field service, supply chain
operations and nonmanufacturing assets will require custom development, complementary

platforms or additional integrations.

» Partner-dependent geographic expansion: Braincube’s geographic strategy relies on
partners to expand beyond its direct presence in North America, EMEA and Latin America.
Organizations planning deployments in other regions should assess whether Braincube’s
partner-led strategy provides sufficient local implementation capacity, industry expertise,

language support and ongoing services for their requirements.

Cumulocity

Cumulocity is a Visionary in this Magic Quadrant. The Cumulocity AloT Platform broadly
focuses on industrial IoT device life cycle management, DataOps, real-time analytics, and
Al/ML operationalization. Its AloT platform is built around the three pillars of universal OT
connectivity, dual-tier storage and DataOps and flexible analytics and MLOp across cloud and

edge.

Cumulocity’s operations are primarily in Europe, but over the past year have expanded into

North America. APAC and the Middle East. It is partner-driven, with customers primarily



consisting of midsize and large equipment manufacturers and utilities and logistics enterprises

across global markets.

Cumulocity’s future roadmap focuses on continuing to invest in its Al Agent Manager, Model
Context Protocol (MCP) framework and semantic layer to power next-generation expert
agents for data preparation and device management. This signals a commitment to delivering
a secure, scalable and future-ready AloT platform. A strategic partnership with SAP supports

both technical integration and shared commercial objectives for both companies.

Strengths

« Comprehensive offering strategy: Cumulocity delivers a flexible “buy and build” platform
featuring a two-tiered development environment for business users and developers, open
ONNX ML model support, thin-edge.io orchestration and its Al Agent Manager with native
MCP integration that allows companies to innovate rapidly, maximize resource utilization,

and future-proof their Al and loT investments.

« Effective marketing execution: Cumulocity drives market awareness through outcome-
based messaging, strong co-marketing initiatives with key partners like SAP and Microsoft,
and thought leadership on EU regulations through its Regulation Hub. Together, these
initiatives demonstrate clear value propositions and reduced adoption barriers for end

users.

« Strong product and service: Cumulocity provides a scalable, reliable capability through its
mature, high-throughput platform that manages over 18 million connected assets and
features advanced streaming analytics, lakehouse integration, built-in device life cycle

management, a private certificate authority and forward-deployed engineering services.

Cautions

« Horizontal platform architecture: Cumulocity’s core Al and platform models are designed
to be broadly applicable across industries. Vertical specialization is added on top via
prepackaged semantics and solution blueprints including agent frameworks, prepackaged
professional services and partner ecosystem integrations. CIOs need to plan for custom
development or support from an external services partner to deliver higher levels of

customization for business value.

« External training dependency: Cumulocity operates primarily as a high-throughput
DataOps engine that prepares and contextualizes telemetry data for training models. It

also supports the deployment, orchestration and execution of compiled ONNX models in



the cloud and at the edge. It does not provide a native hosted MLOps training environment
or integrated notebook suite. Customers looking to support broader analytics and
advanced Al/ML workflows will need to evaluate their integration needs with other

platforms for analytics, visualization or non-ONNX Al models.

« Limited geographic footprint: Cumulocity maintains its strongest market presence in
Europe (particularly DACH and Nordic regions). While the company continues to expand
its North American presence, its direct sales, support and operational footprint across
North America, the Middle East and Africa (MEA) and APAC remains relatively limited and
reliant on partners. ClOs seeking faster response times and a more consistent global

support experience should evaluate supplemental or hybrid support models.

Davra

Davra is a Niche Player in this Magic Quadrant. Its Davra Industrial AloT Platform broadly
focuses on helping customers achieve operational outcomes by offering a fully bundled, self-
managed polystore data stack without any hyperscaler platform as a service (PaaS)
dependency. Additionally, the platform delivers capabilities such as generative prompt-to-

build 3D twins and an MCP server that strictly governs Al agent actions.

Davra’s operations primarily focus on North America and Europe, and its customers tend to be
midsize and large industrial enterprises, original equipment manufacturers (OEMs) and

government organizations.

Davra’s future roadmap focuses on expanding its no-code Glora agentic Al service, MCP
tooling, small language models (SLMs) and satellite Earth observation integrations, all to
enable secure, cost-effective and semiautonomous operations. Combined, these capabilities
signal a shift toward more intelligent automation, simplified Al operations, flexible deployment

options and opportunities to leverage satellite data for competitive advantage.

Strengths

« Market responsiveness: Davra has adapted to evolving market demands by shipping native
agentic Al (Glora) with MCP integration, point-and-click anomaly detection and on-
premises SLMs for air-gapped environments. These capabilities enable faster innovation,

intelligent automation and simplified Al management for organizations.

« Customer experience: Davra delivers strong operational outcomes, highlighted by

automated customer self-service support for Al-powered environmental monitoring via its



product-grounded generative Al assistant and secure, fully air-gapped alert triage for

government security institutions.

« Outcome-led marketing execution: Davra effectively communicates ROI-focused
messaging supported by verified case studies and co-marketing programs with partners

like AWS, Cisco and the European Space Agency.

Cautions

« Immature product capabilities: Davra’s automated simulation-validation of prescriptive
actions and federated on-device edge learning currently remain in development.
Customers aiming to avoid the risks of unintended outcomes caused by hallucinations
should implement human-in-the-loop processes to ensure that all Al-driven prescriptive

actions are reviewed by qualified personnel before execution.

« Limited geographic footprint: Davra’s direct sales, cloud infrastructure and Level 1/2
support operations are largely centered in North America and Europe, leaving regions like
APAC, the Middle East and Latin America reliant on third-party partners. Customers will
need to regularly review support performance and infrastructure reliability in partner-
dependent regions, especially in response to situations where regulations or sovereignty

policies may change.

« Partner-dependent vertical strategy: Davra utilizes a single horizontal platform and relies
on partners to package vertical-specific data models and compliance accelerators.
Enterprises may benefit from this greater flexibility, but if more customization is required,
clients may need to approach partners (or their own teams) to tailor the solution to their

specific industry needs.

Exosite

Exosite is a Niche Player in this Magic Quadrant. Its portfolio, including the Murano Industrial
loT Platform, ExoSense and ExoEdge, provides capabilities for industrial data operations,

asset monitoring, device connectivity and predictive maintenance.

Its operations primarily focus on North America, Europe, South America and APAC, and its
customers tend to be industrial OEMs, industrial companies and industrial automation system

integrators in energy, utilities and industrial equipment.



Exosite’s future roadmap focuses on streaming machine learning, MCP-based integrations, Al-

enabled workflows and future agentic Al capabilities as it evolves its industrial Al strategy.

Strengths

« OEM and servitization expertise: Exosite’s multitenant architecture, white-label capabilities
and no-code application framework allow OEMs to rapidly deploy remote monitoring,
condition monitoring and predictive maintenance solutions. This helps customers improve
asset visibility, reliability and maintenance outcomes while creating new recurring revenue

opportunities.

« Time-to-value: Exosite combines prebuilt monitoring capabilities, deployment flexibility
and advisory-led services to help customers move from proof of concept to production
quickly. Organizations with limited IloT resources can leverage Exosite’s implementation
experience and mature deployment models to accelerate adoption and reduce

deployment complexity.

« Market responsiveness/record: Exosite has adapted its platform to changing customer
needs, including support for service-based OEM offerings, dedicated cloud deployments
and industry-specific use cases. Its ability to rapidly adjust product capabilities and
deployment models allows customers to address evolving operational, regulatory and

market requirements without significant platform changes.

Cautions

« Limited applied Al differentiation: Exosite’s Al capabilities remain focused on anomaly
detection, forecasting and operational analytics, with many advanced Al use cases relying
on external models, such as Databricks, AWS, Claude, OpenCV and third-party tooling.
Enterprises pursuing large-scale Al initiatives should evaluate the level of internal data
science expertise, external Al platforms and integration effort needed to deliver business

outcomes.

« Geographic strategy: Exosite relies heavily on channel partners for customer engagement
and service delivery in regions such as the Middle East, Africa, China and Japan.
Organizations requiring consistent global support and direct vendor engagement should

evaluate regional coverage and partner capabilities.

» Marketing strategy: Exosite maintains a focused go-to-market strategy centered on OEMs,
connected products and remote monitoring. However, its highly targeted marketing

approach emphasizes direct outreach and partner-led engagement over broader market



awareness, which may limit visibility among organizations evaluating industrial data and Al

platforms.

Infinite Uptime

Infinite Uptime is a Niche Player in this Magic Quadrant. Its portfolio, centered on PlantOS, Al
Shields and EdgelU gateways, provides capabilities for condition monitoring, vibration

analytics, asset contextualization and maintenance workflow automation.

Infinite Uptime has an established presence across APAC, the Middle East and Europe, while
continuing to expand its footprint in North America. It tends to serve large, asset-heavy
industrial enterprises and multinational corporations, with its strongest traction in the steel,

cement, metals and mining, and other heavy industrial sectors.

Infinite Uptime’s industrial Al future roadmap focuses on outcome-driven maintenance
recommendations and contextualized asset intelligence. It also plans to invest in agentic Al

for reliability and maintenance operations.

Strengths

« Prescriptive maintenance execution: Infinite Uptime’s outcome-driven recommendations
provide asset-specific corrective actions and integrate with enterprise asset management
to streamline execution. The platform translates asset condition data into recommended
maintenance actions and execution workflows, allowing reliability expertise to be applied

more consistently across sites and maintenance teams.

« Reliability domain expertise: Infinite Uptime combines condition-monitoring signals,
operational process data and asset-specific contextualization to address reliability
challenges in complex industrial environments. Its reliability-focused analytics are tailored

to the operating characteristics of heavy-industrial assets and processes.

« Operationalized industrial Al: Infinite Uptime embeds Al-driven insights directly into
maintenance and reliability workflows rather than positioning Al as a standalone analytics
capability. Recommendations are integrated with existing EAM and CMMS workflows,

allowing maintenance actions to be coordinated within established operational processes.

Cautions

« Immature Al capabilities: Infinite Uptime articulated a roadmap around Al guardians and

autonomous maintenance workflows, but its current capabilities remain focused on guided



recommendations supported by human validation. Organizations pursuing autonomous
operations should validate production deployments, orchestration maturity and roadmap

timelines before incorporating these capabilities into long-term industrial Al strategies.

« Sales strategy: Infinite Uptime’s growth strategy remains closely aligned with engineer-led
deployments and reliability-focused use cases. Organizations seeking a broadly extensible
industrial platform should evaluate whether the platform’s reliability-centric approach and

delivery model align with wider enterprise transformation objectives.

 Overall viability: Infinite Uptime’s growth and platform evolution remain closely tied to
engineering-led delivery and deployment services. While this approach helps support
customer outcomes, it may create scalability and profitability challenges compared with
software-centric delivery models. Organizations should assess the extent to which future
growth and continued investment in PlantOS innovation remain dependent on services-led

execution.

IROOTECH

IROOTECH is a Visionary in this Magic Quadrant. Its ROOTCLOUD-AIloT platform broadly
focuses on serving as an industrial loT operating system that unifies heterogeneous
connectivity across more than 1,100 protocols, multisource data fabrics and digital twins with

embedded agentic and embodied Al.

IROOTECH'’s operations primarily focus on Greater China and emerging APAC (supported by
localized hubs in Singapore, Indonesia and Thailand), and its clients tend to be midsize and
large enterprises in asset-intensive sectors like heavy equipment manufacturing, automotive,

steel, utilities and transportation logistics.

IROOTECH plans to evolve its platform into an “Al super factory” by scaling retrieval-
augmented generation (RAG) and generative Al across edge and cloud, adopting MCP and
I3X integration protocols and expanding its industrial data fabric to 50PB. The company will
subsequently develop multimodal vision-language-action (VLA) models for robotics and
bring its Agent Platform to general availability to deploy generative Al-powered digital

employees for autonomous operations.

Strengths

« Market responsiveness/record: IROOTECH has demonstrated market responsiveness by

rebranding from a connectivity-focused platform to an “industrial intelligence” provider. Its



RootAgent Industry Large Model’s filing in January 2025 and its Al-native after-sales
agent’s launch in September 2025 supported this rapid pivot.

« Products and service: The IROOTECH platform integrates cross-functional enterprise
software workflows with machine-level automation and robotic control. To support legacy,
mixed-vendor equipment environments, the software provides built-in connectivity for
more than 1,100 industrial protocols and offers modular, industry-specific templates

validated using SANY Group’s operational datasets.

« Market understanding: IROOTECH understands the industrial market as transitioning from
standard cloud-centric visibility to an “End-Side Al First” paradigm. The company
differentiates itself from connectivity-focused peers by leveraging a “One Base, Two Al
Brains” platform that unifies physical, machine-level embodied robotics (the “Robot Brain)
with cross-system agentic workflows across enterprise applications (the “Enterprise

Brain”).

Cautions

« Sales execution/pricing: IROOTECH’s platform pricing is heavily structured around the
Chinese yuan and domestic tax frameworks, including a 13% value-added tax (VAT) that

complicates global billing and negotiation for multinational organizations.

« Limited geographic capability: IROOTECH’s platform lacks native cloud infrastructure
coverage in critical industrial regions like South America and Japan, presenting operational
and hosting compliance hurdles for global enterprises that require a single worldwide

standard.

» Market delivery-centric to China: IROOTECH’s productized compliance templates and
messaging deeply align with Chinese national standards and domestic industrial
frameworks. This policy focus makes its out-of-the-box relevance limited for customers

outside of China.

Litmus

Litmus is a Leader in this Magic Quadrant. Its AloT portfolio, including Litmus Edge, Litmus
Edge Manager and Litmus Unify, provides capabilities for industrial data operations, IT/OT

integration, edge orchestration and industrial Al execution.



Litmus’ operations are primarily concentrated in North America, Europe and APAC, and its
customers tend to be large-scale industrial organizations in discrete manufacturing,

transportation and utilities.

Litmus’ future roadmap increasingly centers on helping organizations establish a native
industrial data foundation that supports analytics, Al and operational decision making across

distributed industrial environments.

Strengths

« Industrial Al strategy: Litmus positions industrial data foundations as evolving beyond
connectivity toward contextualized information that supports Al-driven decision making,
automation and operational workflows. Its investments in industrial data management and

metadata governance support this direction.

« Ecosystem approach: Litmus embraces an ecosystem-led strategy through standards-
based integrations and partnerships with major technology providers such as Microsoft,
Google Cloud, AWS, Oracle, Databricks, Dell and SLB. This allows organizations to
leverage existing investments in cloud, analytics and Al technologies while maintaining

alignment with broader enterprise architecture initiatives.

« Overall viability: Litmus benefits from a focused business model, strong revenue growth,
expanding deployment scale and continued investment in platform innovation. Its
combination of enterprise adoption, growing partner ecosystem and ongoing funding
provides confidence in its ability to execute its strategy and support long-term customer

requirements.

Cautions

« Geographic strategy: Litmus maintains a global presence with 24/7 support through a
combination of direct operations, systems integrators, hyperscalers and channel partners.
However, support coverage and delivery resources vary across regions, particularly in
emerging markets where partner-led models are more prominent. Organizations that
require highly consistent global support experiences should evaluate regional delivery

capabilities and local resource availability.

« Business model: Litmus’ commercial model is optimized for sitewide standardization and
enterprise-scale deployments through tiered, site-based licensing. Organizations pursuing

smaller proof-of-concept projects may use consumption-based models. However,



localized deployments may encounter higher entry costs, so enterprise buyers should

evaluate commercial fit and scaling requirements before broader adoption.

« Operational execution: Litmus incorporates third-party components into its operational
architecture, requiring organizations to coordinate life cycle management, patching and
support processes across multiple technology providers. Organizations should evaluate

the operational governance implications of managing a multivendor ecosystem.

Microsoft

Microsoft is a Leader in this Magic Quadrant. Its industrial-focused Azure loT portfolio,
including Azure loT Operations and Azure IoT Hub, helps organizations use operational data to

improve asset visibility, operational decisions and process performance.

Microsoft operates globally, serving organizations across manufacturing, energy, utilities,

transportation and other asset-intensive sectors.

Microsoft’s future roadmap focuses on using semantic industrial data to support Al agents
across operational and enterprise workflows. It is expanding Microsoft Foundry, Fabric Data
Agents, edge inference and governed agent orchestration, while continuing to integrate Azure
loT Operations with Microsoft Fabric and Dynamics 365 and simplifying device and fleet

management through Azure Device Registry.

Strengths

« Industrial data and agent integration: Microsoft connects operational data from Azure loT
Operations with enterprise data in Microsoft Fabric and agent development in Microsoft
Foundry. This enables organizations to build agents that investigate operating conditions,

identify emerging issues and support actions across industrial and enterprise workflows.

« IT/OT portfolio integration: Organizations already using Microsoft technologies can
incorporate their operational technology (OT) data into existing analytics, business
workflows and Al initiatives without establishing a separate enterprise technology
environment thanks to its variety of connectors. This provides broader context for

monitoring operational performance, investigating issues and supporting Al agents.

 Global delivery capacity: Microsoft combines its global cloud infrastructure, enterprise
sales organization and partner network to support industrial AloT programs across multiple

regions. This provides large organizations with access to regional infrastructure,



implementation resources and ongoing support for geographically distributed

deployments.

Cautions

« System integrator dependence: While Microsoft provides reference architectures for a
range of industry use cases, organizations must determine how its AloT services, cloud
platforms, data capabilities and applications fit together within their environment. They
must also select the appropriate licensing models and define ownership across OT, cloud,
data and application teams. Compared with more integrated industrial AloT platforms, this

can increase architectural, implementation and governance complexity.

« Cost predictability across features and services: Industrial AloT deployments consume
multiple Microsoft services for edge operations, data movement, storage, analytics,
security and Al. Consumption-based charges and separate partner or implementation
costs can make total costs difficult to estimate as data volumes, sites and Al workloads
increase. Before scaling deployments, organizations should model end-to-end costs,
including connectivity, Fabric capacity, data retention, agent usage and operational

support.

 Overall viability to industries: Microsoft’s strategy centering on Azure Arc, Kubernetes and
Microsoft Fabric provides a consistent cloud-to-edge architecture with open-source
interfaces, but automated solutions are offered through increased operational

dependence on the broader Microsoft ecosystem.

Siemens

Siemens is a Leader in this Magic Quadrant. Its Insights Hub platform focuses on IT/OT

integration, predictive maintenance, operational digital twins and data-driven manufacturing.

Siemens’ operations are geographically diversified covering North America, South America,
Europe, the Middle East, Africa, China and Japan. Its customers tend to be large and midsize

enterprises in the manufacturing, transportation, logistics and utilities sectors.

Siemens’ future roadmap focuses on investing in its Intelligence Center X (a hub for broader Al
and enterprise capabilities integration) agentic Al via its Insights Hub Production Copilot, and
expanding its simulation and analytics capabilities through physics-aware and high-fidelity

digital twins.

Strengths



« Product innovation: Customers can work with Siemens to accelerate AloT development
through its technology strategy and agentic Al capabilities, including Insights Hub
Production Copilot studio, which allows users to automate workflows and accelerate some
of the industrial Al use cases. Siemens drives its open technology strategy through

continued R&D investment, partnerships and strategic acquisitions such as Altair.

« Scalable solution delivery: Siemens combines the scale of its Siemens Advanta
transformation organization, a tightly integrated global S| ecosystem and direct presence
in more than 190 countries to support complex industrial deployments. This enables a
unique blend of centralized delivery governance, deep product expertise and localized

execution that helps customers scale consistently across global operations.

« Consistent customer experience: Siemens delivers a consistent customer experience
through its direct global presence, localized support infrastructure and domain-specialized
expertise. Supported by a structured onboarding framework and dedicated customer
success teams, Siemens helps ensure standardized service quality across complex

multinational deployments.

Cautions

« Evolving marketing strategy: Customers evaluating Siemens for AloT use cases should
note that the value proposition of its recently launched Intelligence Center X may not yet
be broadly understood in the market. Evolving messaging could make it challenging for
end users to clearly assess differentiation from established Al and loT approaches,

potentially increasing evaluation effort and time-to-value during the buying process.

« Portfolio complexity: Siemens’ broad industrial software portfolio provides extensive
functionality across engineering, operations, loT and Al. However, some customers seeking
end-to-end solutions may need to navigate multiple Siemens products, licensing models
and integration pathways, which can increase implementation complexity and extend time-

to-value compared with more focused platforms.

« Sales execution/pricing: Siemens’ transition toward a SaaS-driven AloT platform may
require changes in how its offered solutions are evaluated, purchased and managed. End
users will need to assess capability packages (e.g., Al agents, cloud resources, add-on
applications) in their evaluation effort, extending efforts in negotiations and making total

cost forecasting more challenging.



SUSE

SUSE is a Niche Player in this Magic Quadrant. Following its acquisition of Losant in February
2026, SUSE offers SUSE Edge Operational Intelligence, an industrial AloT platform that now
combines Losant’s device connectivity, workflow orchestration, visualization and application
enablement capabilities with SUSE’s Linux, Kubernetes, edge management and container

security technologies.

SUSE’s operations mostly concentrate in North America, South America, Europe and APAC
(including China and Japan) and its customers tend to be midsize and large enterprise facility
and operations owners, as well as industrial OEMs. SUSE Edge Operational Intelligence
supports customers across manufacturing, energy, transportation, maritime, retail and smart-

building environments.

SUSE’s future roadmap focuses on integrating Losant more deeply with SUSE Edge and SUSE
Al Factory to provide an open industrial edge stack spanning infrastructure, connectivity,

operational applications and Al execution.

Strengths

+ Resilient edge operations: SUSE Edge Operational Intelligence can process data and run
workflows locally across connected, intermittently connected and air-gapped
environments. This helps organizations maintain operational visibility and automated

responses during network disruptions.

« Expanded sales execution: SUSE has primarily relied on direct customer engagement to
sell and support complex industrial deployments. The acquisition enables it to combine
this direct customer engagement with SUSE’s global partner infrastructure, expanding
regional procurement, implementation and support options for SUSE Industrial Edge

customers.

« Deployment flexibility: SUSE Edge Operational Intelligence supports cloud, private cloud,
on-premises, edge, hybrid and air-gapped deployments. Its containerized gateway and
lightweight embedded agents allow organizations to place processing and application
logic according to latency, connectivity, data residency and operational requirements,

while maintaining operations across distributed and disconnected sites.

Cautions



« Immature industrial Al capabilities: SUSE Edge Operational Intelligence emphasizes device
connectivity, data normalization, operational dashboards and low-code workflow
automation. Organizations requiring turnkey industrial ML capabilities, specialized domain
models or built-in generative Al models must rely on partner solutions or custom

development.

« Unproven integrated AloT capabilities: SUSE plans to combine Losant’s industrial loT
capabilities with SUSE Edge Operational Intelligence and SUSE Al Factory to deliver a
broader infrastructure-to-application platform, but the combined offering is largely
unproven. Organizations should validate product integration, common management,

commercial packaging and reference customers before adoption.

« Evolving product strategy: SUSE Edge Operational Intelligence was announced shortly
after the February 2026 acquisition of Losant. While existing deployments and product
offerings remain unchanged with no product migrations required, customers should
validate the evolution of commercial packaging, licensing, support alignment under SUSE’s
global enterprise organization and the long-term roadmap for deeper integration with

SUSE’s container management technologies.

Univers

Univers is a Visionary in this Magic Quadrant. On 17 June 2026, Univers rebranded its EnOS
platform as the Univers Al Platform, reflecting the company’s expanded focus on autonomous
physical Al systems. Its AloT product broadly focuses on transforming connected industrial

assets into intelligent, autonomous systems.

Univers’ operations are based in Singapore, and cover North and South America, Europe, and
the rest of APAC, including China and Japan. Its customers tend to be large enterprises and
public sector organizations across the energy and utilities, built environment, transportation

and logistics, and industrial manufacturing sectors.

Univers’ product portfolio roadmap focuses on evolving from Al-assisted tooling to a goal-
driven, self-evolving application ecosystem where collaborating agents can autonomously
plan, execute and self-correct across complex industrial domains. Univers continues to invest
in its 5D Data Fabric, System Ontology and Open Agent Platform (including MCP integration)

to accelerate the deployment of autonomous physical Al solutions.

Strengths



« Market responsiveness/record: Univers understands that the market is shifting from basic
digital visibility toward Al-driven, portfolio-scale autonomous control of physical
infrastructure, and that enterprise IT leaders require an AloT platform that can safely

coordinate complex networks to generate measurable financial returns.

« Go-to-market strategy: Univers strategically markets its platform to business and operation
leaders by emphasizing its unified architecture, which combines universal connectivity,
ontology-driven intelligence and secure edge-to-cloud control. This builds enterprise trust
by showcasing collaborative innovation alliances with highly recognized technology

leaders such as Microsoft and AMD.

« Platform evolution: Univers swiftly responded to enterprise demands by evolving from a
standard AloT platform into a comprehensive physical Al architecture featuring governed
multiagent workflows. It quickly deployed a new orchestration layer built on a live ontology
knowledge graph, allowing customers to coordinate heterogeneous OT assets while

maintaining strict operational compliance.

Cautions

« Al agent deployment evolving: While Univers actively markets its AloT platform for
autonomous closed-loop execution across multiindustry portfolios, certain operational
environments may require human-in-the-loop authorization before executing physical
write-backs due to regulatory, safety or governance requirements. Early adopters should
expect an extended advisory and experimentation phase and evaluate the appropriate

levels of autonomy, governance controls and human oversight for their intended use cases.

« No formal software marketplace: Univers employs a partnership-led ecosystem strategy.
While the platform is designed as an open and extensible architecture, enabling customers
and partners to build, integrate and deploy industry-specific capabilities, it lacks a
comprehensive software marketplace. Organizations that require a software marketplace
to migrate existing industrial applications and ecosystems should assess the level of

support and development resources required for their migration strategy.

« Limited discrete manufacturing vertical footprint: Univers has a smaller customer presence
within specialized discrete and process manufacturing markets. Because the platform’s
deployment footprint is predominantly toward distributed utilities, heavy process
construction and smart building portfolios, its library of prebuilt ontologies and physical Al

agents lacks mature, out-of-the-box templates for discrete factory operations. Enterprises



in these manufacturing verticals should expect to invest in custom ontology modeling and
co-innovation services to adequately support their specific shop-floor production use

cases.

Velotic

Velotic is a Visionary in this Magic Quadrant. Its ThingWorx AloT platform (powered by
Kepware and Proficy) focuses on industrial connectivity, contextual data modeling and Al-

driven operations based on vertical and domain expertise.

Velotic’s operations are geographically diversified across North America, Europe and APAC,
including Japan, supported by a broad partner-led and indirect channel ecosystem across
global markets. Its clients tend to be large, multisite discrete, process and hybrid

manufacturers.

Velotic has been established as an independent entity following the strategic carve-out from
PTC and GE Vernova. Velotic is investing in packaging its AloT platform capabilities and

marketing them as a unified solution and services.

Strengths

« Matured marketing execution: Velotic demonstrates mature market foresight and the
capability to combine the best of IT (ThingWorx), OT (Kepware) and enterprise systems
(Proficy). Notably, Velotic executed the packaging effort at a steady pace, bringing
together different capabilities into a more cohesive market offering without disrupting its

existing customer bases.

« IT, OT and ET integration focus: Velotic’s recent integrations across its solution portfolio
create a full-stack AloT platform. This combined offering enables asset-intensive
enterprises to address complex IT, OT and engineering technology (ET) integration
requirements and operationalize Al capabilities across hybrid edge-to-cloud environments

with minimum dependencies on third-party software.

« Operational resilience: Velotic has demonstrated strong operational resilience by
maintaining execution momentum, customer continuity and product innovation, while
transitioning to an independent operating model following its recent strategic carve-out.
This stability is further supported by disciplined delivery practices, a strategic roadmap,

and a strong ecosystem of solution and system integration partners.

Cautions



« Evolving agentic Al capabilities: While Velotic has a vision for agentic Al-enabled
automation and execution, many of its key capabilities (including prebuilt agents and
agent-to-agent interoperability) remain under development. Customers considering these
capabilities should account for potential limitations in maturity, deployment risk and time

to value as the platform continues to evolve within the next six months.

« Execution landscape: As a newly formed entity that combines the ThingWorx, Kepware
and Proficy portfolios, Velotic has addressed its product strategy, roadmap and go-to-
market approach. However, customers should anticipate a period of ongoing alignment
and engagement with Velotic as the company refines product direction, portfolio

rationalization and integration priorities.

« Uncertainty in sales and pricing execution: Gartner clients have noted concerns that as
Velotic continues to evolve its product packaging, licensing structure and commercial
model, customers planning to scale their deployments should account for potential future

changes to pricing, packaging and entitlement constructs.

Vendors Added and Dropped

We review and adjust our inclusion criteria for Magic Quadrants as markets change. As a result
of these adjustments, the mix of vendors in any Magic Quadrant may change over time. A
vendor's appearance in a Magic Quadrant one year and not the next does not necessarily
indicate that we have changed our opinion of that vendor. It may be a reflection of a change in

the market and, therefore, changed evaluation criteria, or of a change of focus by that vendor.

Added

» Bosch

Infinite Uptime
« SUSE

Velotic

Dropped

« Cognite



o Losant
« PTC

« XCMG HANYUN

Inclusion and Exclusion Criteria

Magic Quadrant Inclusion Criteria

In addition to Gartner client relevance, as determined by analyst expertise and opinion,

providers needed
to meet the following criteria to qualify for inclusion:

1. The vendor must be an industrial AloT platform supplier to asset-intensive industries. The
industrial AloT software platform tendered for consideration must be generally available (GA)
and in production deployments in at least three defined industrial sectors. For this evaluation,
Gartner has identified the following sectors (and allowed subsectors) as representing asset-

intensive industries:

« Manufacturing and natural resources: Subsectors are automotive, consumer packaged
goods (CPG), energy resources and processing, aerospace and defense, IT hardware, life

sciences and healthcare products, mining, and construction.

 Transportation: Subsectors are air transport, motor freight, pipelines, rail and water,

warehousing, couriers, and support services.
« Utilities: Subsectors are electrical, gas, thermal and water.

2. The industrial AloT platform must be able to deliver and support the following capabilities in

a single bundled offering, across a distributed architecture:

Agentic Al

Applied Al

Analytics

« Device management



Integration

Data management

Application enablement and management

Security

3. The provider may include, via a formal ongoing partnership or partnerships with other
software vendors, portions of the industrial AloT platform capabilities. The vendor must
demonstrate purpose-built integration, ecosystem and orchestration of Al agents, and

support for scalability and interoperability relating to partnered Industrial AloT platform

capabilities.

Partnered solution capabilities can include laaS and PaaS elements from third-party cloud
service providers. If the predominance of the intellectual property that comprises the
industrial AloT platform is derived from third parties, then the partnered software functionality
or capabilities must only be accessible by the evaluated vendor’s own APIs. Evaluated vendors
cannot consider third-party software sold under a separate contract as an industrial AloT

platform functionality or capability.

4. The GA date for the industrial AloT platform must be 30 April 2026 or earlier. For enhanced
guidance relating to product releases, product releases must be GA by 30 April 2026 to be

assessed in the reference for information questionnaire.

5. The industrial AloT platform must be saleable as an independent purchase without
requirements for companion hardware or software purchases. Similarly, purchase of the
industrial AloT platform should not be contingent on an existing asset base of vertical
applications, software or hardware (e.g., including product life cycle management, asset
performance management, manufacturing execution systems, industrial control systems,
historians). However, the industrial AloT platform can take advantage of existing legacy
installed bases, provided the industrial AloT platform also connects to other third-party

applications.

Note: Stand-alone industrial AloT-enabled applications and SaaS are not considered part of
this market and do not meet the Inclusion Criteria. Stand-alone industrial AloT-enabled
applications and SaaS will be considered an element of Vision, but not considered within
“execution” (e.g., product/service evaluation criteria). Participating vendors considered for

inclusion within this Magic Quadrant must offer value to the equipment of other asset-



intensive industries. At least 50% of assets connected to and interacting with the

manufacturer’s industrial AloT platform must be outside of their own product lines.

6. The vendor has 125 customers who have deployed GA versions of the industrial AloT
platform in production. These customers must demonstrate data acquisition, ingestion and
analysis from industrial assets from a diverse set of OEMs in industrial environments for
industrial companies. Among the 125 customers, the vendor must show both product services
(product servitization enablement) and owner-operator intelligent operations (outcome-
based capabilities such as asset utilization, energy efficiency, process health, remote
operations, global scalability, IT/OT integration, app enablement/production and/or robotics
automation) to show diversity of the capability enablement of the industrial AloT platform
deployment. Other types of innovative enablement are welcome in lieu of the suggestions

highlighted.

« The industrial AloT platform has to be “in production,” enabling product services and/or
owner-operator intelligent operations (outcome-based solutions such as asset utilization,

energy efficiency and process health).

7. The vendor must have a minimum of 12 unique customers operating the GA platform in
production in each of three major geographies (such as North America, South America,
Europe, Asia/Pacific, the Middle East or Africa) for a minimum total of 36 unique customers.
Within the three major geographies, there must be a minimum of five certified

implementation/migration partners:
« Number and name of third-party certified developers
« Company name

« Type of certifications

Number of trained engineers/developers on platform (by region)

8. The vendor must have, at a minimum, 500,000 industrial endpoints, which can span
industrial AloT endpoints connected to their platforms across the installed base of customers.
At least 50,000 of these must be industrial gateways. Note: An industrial AloT endpoint
enables equipment, assets or other objects to participate in one or more industrial AloT
solutions. There are three characteristics of an industrial AloT endpoint when it is enabling an
asset or object: (1) sense or activation capabilities, (2) compute (at a minimum, data

acquisition and control functions) and (3) communication. Gateways may have



sense/actuation capabilities but must provide some computation (even if this is fundamental

message filtering and formatting) and communication.

9. The vendor must be able to demonstrate at least five credible agentic Al capabilities
embedded in workflows that satisfies the use cases in bullet point number 12. These must go
beyond linear task automation to include orchestrated, either by human or supervisory agents,
that drives multiagent processes with defined control points for governance and assured

outcomes.

10. The product must be available in the designated deployment models: cloud-only; hybrid
edge-cloud; on-premises with microcontroller cloud/edge capabilities. For on-premises
deployments, Gartner will accept containerized solutions where all solution elements are
available and the system is able to operate in a disconnected scenario for extended periods of

time.

11. Offer, directly or through partnerships, professional services (e.g.,installation,
implementation, integration) and support services (e.g.,help desk, product support, sustaining
engineering) in at least three major geographies and in at least three major languages (e.g.,

English, French, German, Mandarin, Arabic, Spanish, Japanese, Hindi-Urdu).

12. The vendor solutions must support and or enable most and/or all of the use cases that will
be

referenced in the critical capabilities, such as:
« Predictive maintenance
« Industrial automation
« Sustainability (operations and assets)
« Digital twins
« Industrial data management
« Al-defined automation
Magic Quadrant Exclusion Criteria

Horizontal and vertical business applications are excluded from this Magic Quadrant.

However, each Industrial AloT platform provider must exhibit demonstrable value in terms of



integration and interoperability with such applications as:
« Enterprise asset management

« Computerized maintenance management systems

+ Fleet management

« Condition-based maintenance

« Manufacturing execution systems

« Maintenance, repair and operations

 Product life cycle management

« Asset performance management

« Field service management

« Building management systems
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.
Eurotech

Eurotech’s industrial AloT offering consists of Everyware Software Framework (ESF), which is
Eurotech’s loT device/gateway middleware, available as a perpetual license or subscription
predominantly on its hardware and Everyware Cloud (EC) for data, device life cycle, security
and remote management. The core functionality is developed in the Eclipse loT Working
Group, specifically in the projects Eclipse Kura (for edge environments) and Kapua (for data
and device management). Eurotech’s global industrial AloT offering is to simplify edge
complexity through both modular hardware and open-source, commercially supported

software solutions.

Honeywell Technologies



Honeywell Technologies Forge offers an enterprise performance management software-as-a-
service platform that unifies operational data across assets, processes and people using
advanced analytics and industrial loT connectivity. Honeywell Technologies Forge combines
connected asset and operational data with Al-driven insights to predict issues, optimize

performance and automate decisions across industrial operations.
Inductive Automation

Inductive Automation’s industrial AloT offering spans a range of required industrial AloT

platform components for industrial enterprises. It has a strong North American presence, and
partners for the rest of the world. It works with customers in manufacturing, both process and
discrete, as well as water and power utilities. Typical projects involve integrating plant data to

drive cost optimization or automation efforts.
XCMG HANYUN

XCMG HANYUN’s industrial AloT platform has a wide range of cloud, hybrid edge/cloud and
on-premises deployments to suit various architectural preferences. XCMG HANYUN connects
millions of industrial machines, sensors and equipment through loT technologies while
applying Al, big data analytics and digital twin capabilities to monitor, predict and optimize
asset performance in real time. By combining connectivity with intelligent decision making,
HANYUN enables predictive maintenance, operational optimization and smart manufacturing

across construction, industrial and infrastructure ecosystems.

Evaluation Criteria

Ability to Execute

Product or Service: This criterion evaluates the capabilities, features and overall quality of the
core goods and services offered in the market. The evaluation specifically looks for case
studies that include industrial Al, agentic Al and Al agents, as well as the vendor’s MCP server
integration capabilities and new case studies demonstrating automation or autonomous

operations.

Overall Viability (Business Unit, Financial, Strategy and Organization): This assesses the
organization’s overall financial health and the practical success of the business unit, indicating

the likelihood that the vendor will continue to offer and invest in the product. Evaluators are



specifically looking for a 10-year investment commitment to the industrial market,
connections to CESMII, relevant announcements from industry events and dedicated

investments in industrial Al.

Sales Execution/Pricing: This evaluates the organization’s presales capabilities and supporting
structures, including deal management, negotiation and overall sales channel effectiveness.
The specific focus for this year is on the pricing of the offerings and the robustness of the

partner ecosystem, including system integrators (Sls) and technology partners.

Market Responsiveness and Track Record: This measures the vendor’s flexibility and ability to
achieve competitive success as market dynamics, competitor actions and customer needs
evolve. The evaluation specifically tracks how quickly providers pivoted their data platforms to
proliferate Al, how rapidly they responded to the MCP market and the new I3x industrial

adapter and their speed in delivering industrial Al with agentic capabilities.

Marketing Execution: This assesses the ability to influence the market, build brand awareness
and establish a positive reputation through clear, high-quality messaging, thought leadership
and promotional activity. Evaluators are looking at whether the vendor has delivered on the
IT/OT value proposition and whether end users (specifically noting the EU) have gravitated

towards actual business outcomes as a result.

Customer Experience: This evaluates the degree to which a vendor’s products, services and
support programs enable customers to achieve their desired results, including the quality of
buyer/supplier interactions and technical support. The specific focus is on determining
whether product servitization has moved the needle on delivering customer value and if Al has

successfully driven autonomous operations.

Operations: This assesses the organization’s ability to efficiently and effectively meet its
commitments through its organizational structure, skills, systems and programs. Evaluators are
specifically looking at whether the organization’s operations allow Al agents to run and if

agentic Al has successfully delivered value.

Ability to Execute Evaluation Criteria

[

Evaluation Criteria Weighting

Product or Service High



>

Evaluation Criteria Weighting
Overall Viability Medium
Sales Execution/Pricing Medium
Market Responsiveness/Record High
Marketing Execution Medium
Customer Experience High
Operations Medium

Source: Gartner (August 2026)

Completeness of Vision

Market Understanding: This criterion evaluates a vendor’s ability to understand customer
needs today and tomorrow, then to translate that understanding into products and services,
demonstrating that it can shape or enhance market changes. Evaluators are specifically
looking for capabilities in MCP server integration, Al agent creation and autonomous

operations.

Marketing Strategy: This assesses the ability to clearly communicate differentiated messaging
both internally and externally through social media, advertising, customer programs and brand
recognition. The evaluation focuses on how well the vendor articulates the link from Al and

industrial data capabilities to specific use cases and business ROI, and how its AloT platform is

driving automation and/or autonomy.

Sales Strategy: This examines the strategy for selling through appropriate networks, including
direct and indirect sales, marketing, and services, as well as partnerships that extend market
reach and expertise. Evaluators are specifically looking for a diverse partner ecosystem of
GSls, Sls and tech partners and evidence of technology solution innovation within that partner

ecosystem.



Offering (Product) Strategy: This evaluates the vendor’s approach to product development
and delivery to meet current and future market requirements, with an emphasis on
differentiation and functionality. The specific focus for this year is on new integrations (such as

I3X), new Al agents and agentic Al, and new data management using MCP servers.

Business Model: This looks at the underlying design, logic and execution of the organization’s
business proposition. Buyers are looking for new business models around connected smart
products and product servitization, as well as specific models around the pricing of Al agents

and how enablement is targeted toward manufacturing personas.

Vertical/Industry Strategy: This assesses the ability to strategically direct sales, product and
development resources to meet the specific needs of distinct market segments. The
evaluation is specifically tracking which different markets are seeing the most traction,

particularly across manufacturing, utilities and/or transportation.

Innovation: This measures how the vendor marshals resources, expertise or capital for
competitive advantage and investment. Evaluators are specifically looking at agentic Al and Al
agent development, new connectors like MCP and I3X, the evolving role of industrial data in

the Al vendor race, and how autonomous operations are being deployed.

Geographic Strategy: This evaluates the vendor’s ability to direct resources, skills and
offerings to meet the needs of regions outside its home base, whether directly or through
partners and channels. The specific focus is on understanding which different geographies are

currently deploying at scale.

Completeness of Vision Evaluation Criteria

Evaluation Criteria Weighting 2
Market Understanding High

Marketing Strategy Low

Sales Strategy Medium

Offering (Product) Strategy High



>

Evaluation Criteria Weighting
Business Model Low
Vertical/Industry Strategy Medium
Innovation High

Source: Gartner (August 2026)

Quadrant Descriptions

Leaders

Leaders in the industrial AloT platform market shape the industry’s future by delivering robus
AloT-ready platforms equipped to orchestrate advanced domain agents and coordinate
complex physical-digital workflows. These vendors pair a result-oriented vision with a deep
understanding of converged IT/OT market realities, bundling targeted, sector-specific
competencies to solve complex industrial challenges on both a global and local scale. Backe
by a broad geographic footprint and mature integration ecosystems, Leaders possess the .
capabilities to scale alongside their customers to deliver proven, high-value operational
outcomes across multisite environments. However, enterprise buyers should recognize that a
market Leader is not always the best fit; agile, highly focused providers frequently deliver

superior direct support, faster time-to-value, and specialized edge or security capabilities

tailored to unique regional and technical requirements.

Challengers

Challengers in the industrial AloT platform market combine excellent technical abilities and a
strong Ability to Execute with consistent technology capabilities deployed across cloud-
based and on-premises environments. While predominantly optimized for manufacturing,
these vendors are expanding into adjacent submarkets, focusing their emerging market vision
on value-added application capabilities and use case-specific business outcomes rather than
broad, horizontal platform suites. By targeting a smaller number of asset-intensive subsectors,
Challengers accelerate customer time to value using deep libraries of sector-specific

frameworks and transfer methodologies. Backed by large investments, they possess the



execution capabilities to consistently win and support complex, multinational opportunities,
demonstrating a proven global reach by powering digital solutions for referenceable

enterprises across at least three distinct regions.

Visionaries

Visionaries in the industrial AloT platform market act as innovators who drive the industry
forward by anticipating leading-edge customer demands and delivering highly differentiated
technological or operational capabilities. These vendors demonstrate a forward-looking,
insightful understanding of emerging market trends, translating their vision into product,
marketing and business management strategies that introduce new opportunities for
operational excellence. Rather than providing all-encompassing horizontal suites, Visionaries
focus on delivering unique, specialized value in targeted platform elements, scaling their
market adoption and delivery capabilities through strategic acquisitions, internal R&D and an
expanding network of reseller, OEM and service-delivery alliances. Over time, Visionaries are
positioned to ascend into the Leaders quadrant as their execution capabilities and global
footprint mature; alternatively, they may choose to focus their core competencies on vertical
use cases as specialized Niche Players or develop a broader competency portfolio to

compete as execution-heavy Challengers.

Niche Players

Niche Players in the industrial AloT platform market focus successfully on a specialized set of
products and services, often targeting a defined range of vertical use cases, legacy
integrations or SaaS capabilities. These providers demonstrate targeted sales and marketing
success, dedicating focused resources to standalone AloT opportunities. In this market, Niche
Players typically include vendors building up their platforms from an analytics-centric
background, expanding their geographic or execution capabilities, or transitioning from
adjacent sectors with a need for deeper, dedicated industrial loT investment. Despite a
narrower market vision or localized operational footprint, Niche Players remain highly viable,
competitive options that are often the ideal fit for specific buyer categories; they deliver
exceptional, cost-effective value through specialized vertical and equipment-sector

expertise, flexible commercial terms and highly focused, dedicated support practices.

Context



This Magic Quadrant represents a progression of the matured industrial IoT platform market
transforming into the industrial AloT platform market. In today’s Al era, Gartner’s analysis and
opinion emerge from its unique ability to engage in client consultations, conduct vendor
briefings, research industrial enterprises across all subsectors and analyze all landscapes of the

industrial AloT platform market.

ClOs should not rely solely on this Magic Quadrant as a tool for vendor selection and should
use it at least in conjunction with reference checks and proofs of concept. Moreover, since
market conditions change, historical comparison with Magic Quadrants from previous years
(to assess vendor capabilities) is strongly discouraged for projecting capabilities for industry-

specific use cases and driving bid opportunities for vendors not evaluated.

Quadrant descriptions help to determine the gaps between provider types when considering
vendor engagement. CIOs should determine the most essential provider attributes laid out in
the Quadrant Descriptions section and align those with the strengths and cautions of

individual vendors.

Gartner advises that platform due diligence, bid solicitation and selection decisions move in
parallel with analyst consultations. Additionally, CIOs must keep up-to-date with the relevant

reference model documents and other industrial AloT-centric research.

Market Overview

The global industrial artificial intelligence of things (AloT) platform market is rapidly evolving,
driven by the increasing need for intelligent operations, seamless IT/OT integration and real-

time data insights across industries.
Agentic Al Has a “Trust Hurdle” Across All Industries

The leading industrial AloT platform providers are shifting their Al agents to read-only or
advisory modes, implementing configurable approval gates where operators must explicitly
authorize any high-risk operational workflows. This is achieved by gating agent actions behind
strict role-based access control (RBAC) and immutable audit ledgers, ensuring that every Al
recommendation, tool invocation and automated action is securely traceable to its exact data

source and the human who approved it.



However, agentic Al faces a significant “trust hurdle,” as operational leaders remain highly
skeptical of granting unconstrained Al control over connected products, manufacturing
operations and safety-critical physical assets. While the market views the industrial AloT
platforms as a foundational enabler of physical Al for efficiencies in autonomous operations,
vendors observe that customers are hesitant to let Al independently control physical assets
and processes. ClIOs and COOs are, therefore, implementing agentic Al primarily for
assistance rather than autonomous control over critical assets. Today, the majority of Al
agents just orchestrate the cognitive loop while deterministic systems and humans retain

ultimate control over physical actuation to meet strict regulatory and safety constraints.

Industrial AloT Platforms Are Still Early in Delivering Business

Value

In 2026, all platform providers are still early in their journey to deliver a full-scale industrial AloT
platform to the marketplace. A few vendors have shown aspirational approaches to agentic Al
capabilities to asset-intensive companies. However, the majority of participating vendors are
still in the integration and industrial data management innovation development phase of the

platform.

Industrial AloT platforms are still transforming industries by delivering process optimization
and decision-making intelligence in manufacturing, utilities and transportation through Al-
enhanced loT sensors, knowledge graphs, digital twins, edge computing, advanced analytics
and increasing agentic Al functionality. These capabilities improve optimal resource utilization
and investment value, enhance customer experiences and strengthen decision making across
sectors through automated insights, dynamic resource management and intelligent supply-
chain coordination. The past shift from industrial IoT platform to the industrial AloT platform
shows a natural progression from platform capabilities of integration to industrial assets to

now fully autonomous operations.

Ontology Mapping Remains a Significant Barrier to Industrial

Data Management

Despite the promise of Al agents, ontology mapping remains an area requiring significant
technological maturation. Currently, many participating platforms still rely heavily on simple
rules engines, manual data tagging or extensive data-engineering services to initially build and

map these semantic models. While a few providers are introducing Al-assisted data



preparation agents to autonomously analyze heterogeneous payloads and generate
transformation logic today, advanced capabilities like fully automated Al-assisted data
harmonization, automated ontology mapping and dynamic schema evolution are largely

relegated to future roadmaps.

Achieving true multivendor interoperability, formalizing ontology integrations natively across
broader enterprise architectures and federating complex knowledge graphs remain ongoing
challenges that platforms are actively working to resolve to achieve frictionless data
contextualization. Participating vendors in the 2026 Magic Quadrant accomplish this by
mapping raw telemetry and events against standardized industrial ontologies to create
semantic asset hierarchies and relationship models. This semantic grounding is precisely what

enables the reliable creation of industrial Al agents.

Rather than feeding a large language model (LLM) with contextualized sensor tags, ontologies
expose these highly structured data to DSLMs, SLMs and Al agents via tools like MCP, which
enables domain-aware reasoning. LLMs, SLMs and DSLMs can be trained by fully mapped
industrial data. Al agents can now understand physical relationships, such as knowing a
specific vibration sensor belongs to a distinct pump with known failure modes and operational
constraints. The Al agents can reason accurately, drastically reduce LLM token consumption,
prevent hallucinations and provide deterministic, evidence-backed recommendations for

autonomous operations.

Increasing Need for Edge Al, Low-Latency Local Inference and

Sovereign Cloud Deployment

Geopolitical tensions and escalating cyberattacks are driving demand away from cloud-only
architectures toward sovereign, local and air-gapped deployments. Industrial operators
require critical operational intelligence to remain functional even if WAN connections are

severed or breached.

Rather than shipping high-frequency data to the cloud, asset-intensive enterprises are
adopting edge-to-cloud collaborative architectures. Lightweight Al models (such as fine-
tuned SLMs) are increasingly executed directly at the edge or on-device to enable

millisecond-level decision making and avoid high cloud egress and storage fees.

Regulatory Compliance and Sustainability as Legal Mandates



Compliance and environmental sustainability have shifted from voluntary corporate
disclosures to large budgeted engineering requirements. Regulatory frameworks like the EU
Cyber Resilience Act (CRA; enforceable by late 2027) are forcing OEMs to implement strict
software bill of materials (SBOM) tracking, automated firmware vulnerability scanning and

secure-by-design device management to avoid market exclusion.

Concurrently, mandatory disclosure requirements (such as IFRS S1/S2 and the Global Industry
Standard on Tailings Management [GISTM]) are compelling industrial buyers to demand audit-
grade, real-time tracking of operational emissions, energy optimization and physical risk

management directly from their AloT core.
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