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Multinational companies emphasize new and incremental innovation.
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What innovation horizon is your organization prioritizing in China?
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MNCs prioritize investment in products & services.
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Where is your organization investing to improve competitiveness?
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R SIS E A S EREETRIFT UG EEIRART K.
A growing number of MNCS are innovating in China for China.

PAT I —IRE kit R 2 BITE R ERY EUFTERES?
Which best describes your company’s innovation strategy in China?
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Enterprise Al Adoption Trends
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=EBEX GenAl XRA: = XKAFHISHEMN 26 USHhEFE (L1 L-2) .
GenAl adoption by executives: 26 senior managers (L-1 and L-2) at OEM.

HEHAEILERPEAATIE# TRAZEKFME?

What is your current level of experience using Al tools at work?
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IR A TEaEEMETIZFRITIEM 240 {2=5Tit<F] 2030 &8 1660 {Z=ETT,

The enterprise Al software market is expected to grow to $166 B in 2030.

v Al RETIRIE (RAGIXI2) (2024 )

Enterprise Al Software Market Size, by Use Case (2024) Ao EMK R HHE (HZE5T)
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Enteprise GenAl adoption by function.

RIGEMEAREEEAERIATERE (gen Al), HINERIS

Respondents’ organizations regularly using generative Al (gen Al), by function
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5 2023 FHELE, RIFENEEFAIERTMUTEEERERINATERE.

Respondents are more likely now than in 2023 to report using GenAl.

2023-24 FEAERTAATER TRAMAZRR

Personal experience with generative Al tools, 2023-24
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The drop from pilots to production for tools reveals the GenAl divide.
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the shadow Al economy, employee usage far outpaces official adoption
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Top problems to solve: 26 senior managers (L-1 and L-2) at top 3 OEM.

MENRRT—EEES. Fahlte. RZ Bz

Inefficient processes

BN —XRESEMEEFIRH REHEAT .

Data silos

HIRMANEN—RERSHE, BNNERERR.

Pressure to cut costs

REEN—RFNFMRPEMERTHEL.

Competitive pressure

TR Z TR R A IR BRI R SR

Lack of actionable insights

THEUNEFHE—FEN L. RERRE.
Changing customer expectations

AT R DRI BEREN AT

Talent shortages

MR HE M —E R REZ A F I T

Market uncertainty

BERRRR—ROF. BRNRSERSIEFRE.

Customer dissatisfaction
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GenAl 5 XIE TEREN 14,

Perceived fitness of GenAl for high-stakes work.

“REBXMESHEREATERERRRAE?

“Would you assign this task to Al or a junior colleague?”
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HEREP, ALERCHERRETESERE, 70% A fETHATLEEE
BB TEME, 65% MAMETHALEREHTERDT. EXTEEE RN
KR TE, AKNIX 9 tE 1 MIMB R ER, 2REHFERN, MLl
Bo BRMMFESES, MmXEIERX D GenAl 1875 /i 1Y 455

The results reveal that Al has already won the war for simple work, 70%
prefer Al for drafting emails, 65% for basic analysis. But for anything
complex or long-term, humans dominate by 9-to-1 margins. The dividing line
isn't intelligence, it's memory, adaptability, and learning capability, the exact
characteristics that separate the two sides of the GenAl Divide.

HRIEATEEE (Agentic Al) 2 —MER T EBRAFAILIZMERFE I FH

g, EEEEHT GenAlIBANFITH., SHFEREPHFEETE L TXH
RGARE, RERGRBRIFHAILIZ, NXERZE], FBATIRHRAERE
ZIIERE. FHNCYSTEEHE: MRRE T BEanNERAE, &
EMNHACER B R ZNMSAERIE, MRREEREEINHNHEERENRE,
RESLERE, BEMIICIZ MR LA Z5E.,

Agentic Al, the class of systems that embeds persistent memory and
iterative learning by design, directly addresses the learning gap that defines
the GenAl Divide. Unlike current systems that require full context each time,
agentic systems maintain persistent memory, learn from interactions, and
can autonomously orchestrate complex workflows.
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Al Budget Allocation
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Al investments are generally holding steady or growing moderately.

£HhE, 2025/2024 F(RIIFTIA TSHEEFNERA T ERERISSIGK TSV TERTS4?

In China, by how much did your investment in Al and generative Al grow or decline in 2025/ 2024 ?
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o
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MNCs prioritize GenAl for collaboration, R&D, and commercial impact.

S E) BRIfERE MLt ERR AR E A TEEERRS Z?

Where is your company currently using or developing Generative Al solutions in China?
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Decision-making on innovation priorities is shifting from HQ to China.

BATRMAERA SR EREN IR ER?

At which level of your organization are innovation priorities for China determined?
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Share of organization’s digital budget spent on generative Al.
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Share of organization’s digital budget spent on analytical Al technology.
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Direct quotes on executives selecting GenAl vendors.

RBERFHEE TG

Derived from interviews and coded by category

s E+4 HIERM

BAMSEMNHER R / A vendor we trust

FEANT RN IR | Understanding of our workflow
NIE T BT LE&/)\ / Minimal disruption to current tools
EMTEYEIEiA R | Clear data boundaries

BEE B jal i3 Fe T s dE A9 8E 11 / Ability to improve over time

150 & & T R 5 / Flexibility when things change

QCon
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‘BINEAURFEUEANESERERMALEE, MARERKRA—RVEINS.

“We’re more likely to wait for our existing partner to add Al than gamble on a startup.”

"REBHNFHAT BEANF RS BIRERZTEER,

“Most vendors don’t get how our approvals or data flows work.”

“WMREABEREN Salesforce AN ARMELE, HXAZFEHE.

“If it doesn’t plug into Salesforce or our internal systems, no one’s going to use it.”

BB E A EIESHMEANREERS, BIEMN ORI,

‘I can’t risk client data mixing with someone else’s model, even if the vendor says it’s fine.”

—BEHIEA, EZRERTEERFNER. AATAERER? "

“It's useful the first week, but then it just repeats the same mistakes. Why would | use that?”

BANRRESNZEEERE IRATEERLDEENY, TUSEREFRBHL.

“Our process evolves every quarter. If the Al can’t adapt, we’re back to spreadsheets.”
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Tactics for Selling Al to Enterprises
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Innovation challenges in China are shifting from funding to alignment.

EREEHE IR T R A RERERIEIFREESI?

What challenges are affecting your organization's ability to innovate in China?

2025 PN - REMAFESHRMSHREREEAE (35%) , KR
RSB IEAE EMETIA RO,
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PRES A T & REM FHRYHREN

=REEHIEEY 26 USHhEE (L1 F1L-2) .

Bottlenecks for Al adoptlon 26 senior managers (L-1 and L-2) at OEM.

2 AL RF—AHEA LS EMENERIENNE.

Lack of clear business case

AT BEZWIIRIGER

Shortage of Al expertise

REMBAR—EEHREIE. aAMNERERM.

Security & privacy

Data quality and availability

BERE—XURBHFIRRL,

Change resistance

Upskilling workforce

TR RNREE—S WL 2 HE Z R .

Difficulty scaling pilots

R EE—X IR, TEMEERFHNEL,

Risk management
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Gen Al risks that organization consider relevant.

ZihEBE DL B sLRg

% of respondents
B LEEERR
63
52 51
I I 43
A

27
I I I I 8
FHR = UR AN Mz e MARRTA EEEN o ERREM NESRIE BV S HAFEE Exzs BUATRE ABRE
Inaccuracy Intellectual Cybersecurity Personal Regulatory Explainability Equity and Workforce labor ~ Organizational National security ~ Environmental Political Physical
property individual compliance fairness displacement reputation impact stability safety

infringement privacy
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e DVF IHGREIMAEIEHIRRSER DB EE DI ERE D BREITHY,

A DVF tests hypotheses to assign confidence scores to each criteria.
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P GenAld RIE AEKMK: BT RAINGRKRELS.

Why GenAl pilots fail: top barriers to scaling Al in the enterprise.

A PEERNEA BT 1-10 B9FED

User were asked to rate each issue on a scale of 1-10

T EEE

Challenging change management

R EEXH

Lack of executive sponsorship

RR@#RE

Poor user experience

1RE % g o) &
Model output quality concerns

AEEXAHIA
Unwillingness to adopt new tools
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FEASZHLR & R RYFETS / The barriers keeping organizations trapped

TR XEERRRT EX GenAl IBIMRAF I ZEEE: HAAMEAER
TH, #Z FTXHREREAEH, RETLTECINAAERSREF

Mg, BIfERIEHEY ChatGPT AP, thAMEERTEMNIAZEARER GenA
TE,

Takeaway: The barriers reflect the fundamental learning gap that defines
the GenAl Divide: users resist tools that don't adapt, model quality fails
without context, and UX suffers when systems can't remember. Even avid
ChatGPT users distrust internal GenAl tools that don't match their
expectations.

RERERFHNREFVUFEERER. ChatGPT MR T EREHRERA
Mg, @it 40% HFIRERTAAFEA Al TR, Af, BXETEER
EMNALERETHER, RFECVREZHERNENHFATE., X—
FERFAEEEILT GenAl B4,

The prominence of model quality concerns initially appeared counterintuitive.
Consumer adoption of ChatGPT and similar tools has surged, with over 40%
of knowledge workers using Al tools personally. Yet the same users who
integrate these tools into personal workflows describe them as unreliable
when encountered within enterprise systems. This paradox illustrates the
GenAl Divide at the user level.
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vs. ER T H,

User preference drlvers generic LLM interface vs. Integrated tool.

RAARFERaIER: @A LLM &0 vs. R TR

User Preference Drivers: Generic LLM interface vs. Integrated Tool

EhEE

Trust more

ELAESRA
Already familiar with the interface

ERELW
The answers are better

0% 30% 60% 90%
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BT E A RMER / Why generic tools win, and lose

Bm: GenAl B AR R £ ChatGPT idW TR, FAEE
g, EiR, BERE, BMEMEEMXMNRE, BRMSNEFRERT At
A WA AR FE S I B FE IR —1

Takeaway: The GenAl Divide manifests in user preferences: ChatGPT
beats enterprise tools because it's better, faster, and more familiar, even
when both use similar models. But this same preference exposes why
organizations remain stuck on the wrong side of the divide.

—uﬂlﬂiéﬁﬁﬂ’]ﬁl@JFﬁ?MZlﬁ}bTi‘jFﬁFid] o MRYASHRE T 5 HRTME

—AREIINERPHT IR, 1%@%2%%%1%% ChatGPT #1TiEE T{E:
?ﬂzﬂ])r"]%ﬂ’] Al TREHTIROEE, BEXCEMER. £/A ChatGPT,
HOAT S| FEFHAER, BEFREIRAELRTENAET. REANREE
FEMpI, ChatGPT IR AR E L, BRI A B AR AR
HARMNEERRAK,

A corporate lawyer at a mid-sized firm exemplified this dynamic. Her
organization invested $50,000 in a specialized contract analysis tool, yet she
consistently defaulted to ChatGPT for drafting work: "Our purchased Al tool
provided rigid summaries with limited customization options. With ChatGPT,
| can guide the conversation and iterate until | get exactly what | need.”
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How executives select GenAl vendors.

RBERFHEE TG

Derived from interviews and coded by category

WEERA T, TEER

Breaks in edge cases

TERBERAN B EN TIEREHITES

Can't customize to our workflows

HREFERZFNLETX
Too much context required

EREMBAH KRBT

Doesn't learn from feedback

0% 23% 47% 70%
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EXBYa % 3 =8 | The learning gap that defines the divide

E & ChatGPT /R MIEIEHEBRT GenAl BT FEMNZOEIMA: ESSIiC LT
X, TEFES, i, STXRBEFETIE 90% WAFAEERAZX., X
MZREREMMR, GenAl RZICIZAFIER .

Takeaway: ChatGPT's very limitations reveal the core issue behind the GenAl
Divide: it forgets context, doesn't learn, and can't evolve. For mission-critical
work, 90% of users prefer humans. The gap is structural, GenAl lacks memory
and adaptability.

A B EFFEH ChatGPT #1T#IisREMNEIN, ALESRERNBYE 757
fR: “EFEEELMHNENRES, EETERBEPRE, BEENZFR
mETFS, ESEERMNER, FEABXREHRTEAEN LTXHA. X
TERENIE AFE—EBREMRFAMBHENR S,

The same lawyer who favored ChatGPT for initial drafts drew a clear line at
sensitive contracts: "It's excellent for brainstorming and first drafts, but it doesn't
retain knowledge of client preferences or learn from previous edits. It repeats the
same mistakes and requires extensive context input for each session. For high-
stakes work, | need a system that accumulates knowledge and improves over
time."
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=8 EERFE GenAl R,

How executives select GenAl vendors.

RBERFHEE TG

Derived from interviews and coded by category
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Flexibility when things change
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ERREFARKRE

W EIFEER: BE#E8A452 /| What enterprises actually want

RN ERA, B#GenANSARTEMESENRERANRSE: Al
AGAMRBERANE, EEEEINE I MAEHE.

The most successful vendors understand that crossing the GenAl Divide
requires building systems that executives repeatedly emphasized: Al
systems that do not just generate content, but learn and improve within their
environment.

XNFEENNFMEABIZAR TR XSHBALRAEML, THEEEDH
FEST, REGEREAERTEHE.

Concerns about workforce impact were far less common than anticipated.
Most users welcomed automation, especially for tedious, manual tasks, as
long as data remained secure and outcomes were measurable.

BANEREAWE DA TAIRNRWTEHEN . R, TR EH
BPOSIEIKHEZR T MIAMMBRMRE. FHAER JEFSIAAIESR
FRAR, MARHEEARMNENRE. —2RREEHERRXMEE

"We receive dozens of pitches daily about Al-powered procurement tools.
However, our established BPO partner already understands our policies and
processes. We're more likely to wait for their Al-enhanced version than
switch to an unknown vendor." —— Head of Procurement, Global CPG
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The Winning Playbook for Al Startups
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The winning playbook for crossing the divide.

ER: EBER GenAl 154N EIASAREN TIERZEPRBIG T/ MR, TR, FEEEY K, REMBMR. MESAREROTRALEENSUMETR
RUEE, REEFEMNETEEIRESHRRE KA.

RAVINAIEIA SRS X T RAKE, BRRT AMINZEIRFNBE, BB T AXHIRANRE:

Takeaway: Startups that successfully cross the GenAl Divide land small, visible wins in narrow workflows, then expand. Tools with low setup burden and fast time-
to-value outperform heavy enterprise builds. Channel referrals and peer trust are key growth levers for bridging the divide.

The most successful startups addressed both the desire for learning systems and the skepticism around new tools by executing two strategies:

F M

xR E TIEREH#ITES

Leveraging referral networks

Customizing for specific workflows

QCon InfoQ BE=i5E

ERREGEFRAE



HITE LERZHITES,
Customizing for specific workflows.

BRAFXAEIABREFATAREES, RIVEMHNNE REYT RO IEREEXER. RN ITIRTRIMER: REEEREMAINTLAME. Mtz
T, BERELVEFNTEFFEXSHERAEHTAE .

Embedding in non-critical or adjacent processes with customization, demonstrating clear value, then scaling into core workflows is critical. Tools that succeeded
shared two traits: low configuration burden and immediate, visible value. In contrast, tools requiring extensive enterprise customization often stalled at pilot stage.

AR TR R FE: Successful categories from our sample included:
- BTHIMFEMEHMIES Al Voice Al for call summarization and routing

© ERMFASHXIEE R Document automation for contracts and forms

- ATEEIREFESHRIBAER Code generation for repetitive engineering tasks

—LEFE AT EREENREXRNTHERE (LHEEHFENTHERIE) fESHumBismeL, FAMY K.

Some startups excelled by dominating small but critical workflows, especially in sales and marketing, and then expanding.

SeE¥%E / Narrow Scope ez I Broad Scope

s K AERS o N
RERAE (cith, K. BEFES) MARE (ARG E)

E #3047 / Simple Execution Fast wins (Spend, Categorization, Contract Review) Partials pilots (Supplier Risk monitoring)
p : BHEA R (KH=EAN) KM (£EXMEimE)
B 7Ay117 | Complex Execution Early pilots (Negotiation Bots) Fails (Full Procurement Orchestration)
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Leveraging referral networks .

ARKEEEL2, BNV ARBERSRANTAR: SEZERFELRESHEXR, BIEFRLAARMANRBIEE, UEFARENLVERTHHTIHE.

To overcome trust barriers, startups often used channel partnerships with system integrators, referrals, and distribution through familiar marketplaces.

EISTEESS X 5 Y 4%

Vendor Relationship Peer Networks

FEXETHESE, 13% BESMAYMEHEE, 10%
Informal peer recommendations, 13% Board member or advisor referral, 10%

NEHREBEEKEFRR, 20%

SEZ 2
Existing vendor partnerships, 20% AR5 R R ERRIE

Events & Media Internal Process

SUORTRIUNATR, 9%

Conference demos or panels, 9%

RNE

s o Cold Inbound
WMEMB/EEKEERE, 15% Tl R M TS, 6%

New integrators / partner referrals, 15% Industry publications or webinars, 6%
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The narrowing window to cross the divide.

BRBY: BEAENI Al 251% (GenAl Divide) W& AIEAER®EXE. SWIFMEHEEFFIENNIR. Agentic Al SICIZAESR (41 NANDA 5 MCP) SRR
EWML BV, WLENWEES—W.

Takeaway: The window for crossing the GenAl Divide is rapidly closing. Enterprises are locking in learning-capable tools. Agentic Al and memory frameworks (like
NANDA and MCP) will define which vendors help organizations cross the divide versus remain trapped on the wrong side.

A TR B B R EN RS H KB g, Microsoft 365 Copilot 5 Dynamics 365 IE7E 5| AR AICIZ (persistent memory) 5&i%[EIES (feedback
loops) . OpenAl #y ChatGPT iZiZ ik th Rt BA T RIEEERARARE.

Enterprises are increasingly demanding systems that adapt over time. Microsoft 365 Copilot and Dynamics 365 are incorporating persistent memory and feedback
loops. OpenAl's ChatGPT memory beta signals similar expectations in general-purpose tools.

MEINE)ERED R X —EEE, WEENRE. ERSERTEINBEN TR (adaptive agents) |, BEEBREEIESEMARRZLFHANT MIFHT. KR
X—RHE A EIREEE, STV RME EERTF.

Startups that act quickly to close this gap, by building adaptive agents that learn from feedback, usage, and outcomes, can establish durable product moats through
both data and integration depth. The window to do this is narrow. In many verticals, pilots are already underway.

‘—BRMNBANEIGSRFEREZVSRE, VREARSEERS. BRINEHELMAENERR Al TER, BREARREZIFENTIVRENRSE, 7
SmFEANNKHEE. " —FEW{E 50 (&t erikES AL CIO

"We're currently evaluating five different GenAl solutions, but whichever system best learns and adapts to our specific processes will ultimately win our business.
Once we've invested time in training a system to understand our workflows, the switching costs become prohibitive."” - CIO, $5B Financial Services Firm
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