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See the Appendix for detailed methodology, market definition, and scoring criteria.

ABOUT THIS EXCERPT

The content for this excerpt was taken directly from IDC MarketScape: Worldwide
Artificial Intelligence Services 2025 Vendor Assessment (Doc # US52978525).

IDC OPINION

This IDC study represents a vendor assessment of the 2025 worldwide artificial
intelligence (Al) services market through the IDC MarketScape model. This is the fourth
iteration of this assessment, and IDC last assessed this market in 2023. With each
iteration, we have revised our evaluation criteria and buyer perception survey
instrument to refine our assessment methodology and reflect market evolution.

Much has changed in the Al market in the two years since the previous IDC MarketScape
assessment on worldwide Al services published, just a few months after ChatGPT
captured public consciousness. Potentially transformative enterprise GenAl use cases
dominated conversations across industries throughout 2023, and this excitement
contributed to the technology rapidly gaining C-suite attention and investment support.
In 2024, organization encountered many obstacles to scaling their Al initiatives, such as
internal skills gaps, excessive implementation difficulty and cost, misalignment of use
case priorities and stakeholder needs, and poor data access and quality.

IDC research indicates that, in 2025, organizations are looking to pivot from endless
experimentation and pilot projects toward scaled, production-grade Al deployments.
Effective Al adoption and scaling require addressing a range of business and
technology challenges. IDC has identified critical building blocks in setting up the
foundation for an Al-fueled business, which includes an Al-fueled operational plan
unifying strategy, governance, and workforce development, as well as an Al-ready
technology operating model for applications, Al platforms, data, and infrastructure.

The rapid emergence of agentic Al in recent quarters adds further complexity to
organizations' Al strategies. As Al techniques continue to advance, addressing the
fundamental building blocks of Al, adoption remains critical to progressing out of
endless experimentation cycles. Organizations continue to rely on trusted services
partners with deep expertise, collaborative engagement approaches, and dependable
delivery capabilities to drive ROl and business value from Al investments. IDC research
shows that strategic support with project prioritization, effective coordination between
IT and line-of-business teams, and access to the right developer skills and effective
tools are key success factors enabling organizations to achieve the highest levels of
success with their Al initiatives.
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We continue to observe Al services vendors succeeding in the market by both clearly
articulating their strategies for enabling clients' adoption of Al solutions and readily
demonstrating their current capabilities and proof points through existing client
engagements. We also note that the services industry is undergoing its own
transformation due to Al infusion. Resilient and forward-looking vendors are updating
best practices and applying lessons learned from their internal Al efforts to help clients
navigate adoption and scaling challenges and to deliver desired outcomes more quickly
and efficiently.

In this assessment, IDC evaluated Al services vendors across scoring criteria based on
information provided in writing and through extensive briefings by participating
vendors. IDC also collected feedback from customers on their perception of the key
characteristics and the capabilities of these vendors. Key findings include:

» The most critical vendor attribute for successful Al services engagements,
according to IDC's Artificial Intelligence Services Buyer Perception Survey, remains
"ability to achieve business outcomes." The perceived priority of this attribute
over all others was unchanged from the 2023 study.

» When buyers were asked about the top business objective driving their
engagement of their artificial intelligence services vendor, at a worldwide level,
the most frequent responses were "increased operational efficiency," "faster
innovation," and "cost savings." Thirty percent of the buyers we surveyed
reported they achieved 30% or greater improvement in measurable KPIs from
their Al services engagement.

» The top-rated vendor attribute, in aggregate, was the ability to "integrate vendor
project team with internal team." Again, the highest satisfaction rating for this
vendor characteristic is consistent with findings of the 2023 studly.

IDC MARKETSCAPE VENDOR INCLUSION CRITERIA

This research includes analysis of Al services providers with global scale and broad
portfolios spanning IDC's research coverage of the Al services market. In determining
the group of vendors for analysis in this IDC MarketScape, IDC considered the following
set of inclusion criteria:

» Worldwide Al services revenue of at least $500 million over the past calendar
year

» Al services revenue generated in each major geographic region (i.e., Americas,
EMEA, and Asia/Pacific)

= Al services offerings spanning the life cycle of business and IT services (e.g.,
project based, managed, support, and training)

©2025 IDC #US52978525e 3



Al services offerings addressing a range of industry verticals and business
functions

Offers its own software assets (e.g., tools, platforms, or other proprietary
solutions) as part of Al services portfolio

Go-to-market alliances with a range of Al technology providers

ADVICE FOR TECHNOLOGY BUYERS

Maturity assessment. Consider your organization's strategy and business
objectives before selecting any technology. Just because GenAl and agentic Al
currently dominate technology and business conversations does not mean that
these capabilities are the right solutions to your business problems, or that your
organization is ready to take full advantage of them. A good partner will work
with you to understand your goals and challenges, first, and then will help you
evaluate whether and when you can expect to realize business benefits from Al
investments, considering your available talent, data, and technology resources.

Al-fueled business operating plan. Becoming an Al-fueled organization will
require integrating Al into your business strategy, focusing on impactful Al use
cases, establishing unified governance, and planning for an Al-augmented
workforce. If these are areas where you need support, look for providers with
approaches that include business transformation consulting, ROl and business
value analysis, responsible Al and governance frameworks, workflow
reengineering to support human-Al collaboration, and resources for reskilling
and enabling employees. Seek out partners that can translate between technical
and business concepts to align stakeholder priorities and expectations and can
also communicate effectively with your employees through workshops and
change management programs.

Al technology operating model. Cost-effective and secure scaling of Al
capabilities across an organization requires a unified technology approach that
incorporates fit-for-purpose infrastructure; Al-ready data; a platform integrating
data, model, and software development life cycle activities; and Al-infused
applications and workflows. If your organization is early in its transition to this
type of approach, seek out providers with expertise in Al technology foundations
and reference architectures, computational resource optimization, data
modernization, platform engineering, and design, prototyping, and
industrialization of Al applications. If your Al technology operating model is more
established, choose providers that can integrate seamlessly with your
environment and internal teams and help you optimize deployment efficiency.

Skills. The range of expertise needed to operate as an Al-fueled organization
continues to evolve rapidly. Adoption of agentic Al technologies will inevitably
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create new job roles and skills requirements for organizations and services
providers alike. Select a partner with skilled resources and platform certifications
that fill gaps or enhance your existing Al capabilities, integrate well with your
internal teams, and can flex as your skill needs change. Consider partnering with
a services provider through an Al center of excellence (COE) construct to gain
ongoing access to best practices and recommendations, innovation and R&D
resources, on-demand Al talent pools, and managed services and support to
move Al solutions from experimentation into production.

* Innovation and accelerators. Experimentation will remain a necessary part of
the journey to becoming an Al-fueled organization. Services partners can provide
structure, organization, and insight to reduce innovation risks and deliver more
predictable and tangible outcomes. To accelerate moving from proof of concept
to production, consider services vendors that both partner with your chosen
technology providers and have codified their own domain knowledge and
development methodologies into repeatable blueprints and design patterns.
Also, consider the proprietary software assets that service providers may
propose as part of their Al services offerings to augment products from your
technology provider ecosystem and/or automate business, IT, or operations
workflows. While a provider's "prebuilt" solution may only address 60-80% of
your organization's needs, it may be a better option than a fully customized
solution, especially for more common use cases.

» Vendor selection. Use this IDC MarketScape in contract negotiations and as a
tool to not only short-list vendors for Al services bids but also evaluate vendors'
proposals and oral presentations. Make sure you understand where these
players are truly differentiated and take advantage of their expertise, technical,
industry base, or otherwise.

VENDOR SUMMARY PROFILES

This section briefly explains IDC's key observations resulting in a vendor's position in
the IDC MarketScape. While every vendor is evaluated against each of the criteria
outlined in the Appendix, the description here provides a summary of each vendor's
strengths and challenges.

KPMG

After a thorough evaluation of KPMG's strategies and capabilities, IDC has positioned
the company in the Leaders category in this 2025 IDC MarketScape for worldwide Al
services.

KPMG uses a three-phased-maturity model "Enable, Embed, and Evolve" to maximize Al
value creation for clients by providing a structured approach to implementation and
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growth at the foundational, functional, and enterprise layers. Offerings within the firm's
Al services portfolio are designed to support clients wherever they are on their journey,
from addressing barriers to Al adoption (e.g., KPMG Al Strategy, KPMG Al Workforce,
KPMG Al Trust, and KPMG Al Data and Technology) to accelerating the client journey
(KPMG Al Jumpstart) to transforming clients' business with Al (KPMG Al
Transformation). KPMG has committed to investing $4.2 billion over the next three
years in the firm's own transformation, including expanding its alliances, embedding Al
across KPMG's product and service portfolio, and creating new function- and industry-
specific Al solutions. KPMG has created a companywide development platform, called
Workbench, that houses its core Al capabilities and powers its multiple client-facing Al
services platforms, including Velocity for advisory, Clara for audit, and Digital Gateway
for tax. Velocity has been a major focus for the company over the past year, including
incorporating Al agents along the firm's five-stage maturity model, with knowledge
assistants and "taskers" released now for audit, tax, and select functions; "automators"
in limited release; and collaborators and orchestrators in development. Trust plays a
central role in KPMG's Al services value proposition, with governance and responsible
Al embedded in the Workbench layer, as well as across the firm's offerings. KPMG is
also evolving its commercial structure toward "service-as-a-software" and subscription-
based contracts to accommodate new Al services operating models.

Strengths

IDC considers KPMG's strategies related to offerings, delivery model, alliances, and
innovation and R&D, as well as its breadth of Al services offerings, to be key strengths.
Customers have regard for the firm's ability to provide customer service (particularly
onsite), offer flexible pricing models, manage key stakeholders, and provide knowledge
transfer to nontechnical end users.

Challenges

IDC believes KPMG's marketing strategy could be improved by addressing a broader
range of themes and organizational levels (including managers and end users) with the
firm's marketing messages for Al services. KPMG could also benefit from more
investment in platform certifications across its Al services practice.

APPENDIX

Reading an IDC MarketScape Graph

For the purposes of this analysis, IDC divided potential key measures for success into
two primary categories: capabilities and strategies.

©2025 IDC #US52978525e 6



Positioning on the y-axis reflects the vendor's current capabilities and menu of services
and how well aligned the vendor is to customer needs. The capabilities category
focuses on the capabilities of the company and product today, here and now. Under
this category, IDC analysts will look at how well a vendor is building/delivering
capabilities that enable it to execute its chosen strategy in the market.

Positioning on the x-axis, or strategies axis, indicates how well the vendor's future
strategy aligns with what customers will require in three to five years. The strategies
category focuses on high-level decisions and underlying assumptions about offerings,
customer segments, and business and go-to-market plans for the next three to five
years.

The size of the individual vendor markers in the IDC MarketScape represents the
market share of each individual vendor within the specific market segment being
assessed.

IDC MarketScape Methodology

IDC MarketScape criteria selection, weightings, and vendor scores represent well-
researched IDC judgment about the market and specific vendors. IDC analysts tailor the
range of standard characteristics by which vendors are measured through structured
discussions, surveys, and interviews with market leaders, participants, and end users.
Market weightings are based on user interviews, buyer surveys, and the input of IDC
experts in each market. IDC analysts base individual vendor scores, and ultimately
vendor positions on the IDC MarketScape, on detailed surveys and interviews with the
vendors, publicly available information, and end-user experiences in an effort to
provide an accurate and consistent assessment of each vendor's characteristics,
behavior, and capability.

Market Definition

IDC defines artificial intelligence (Al) as systems that learn, reason, and self-correct.
These systems hypothesize and formulate possible answers based on available
evidence, can be trained through the ingestion of vast amounts of content, and
automatically adapt and learn from their mistakes and failures. Al systems use a variety
of technology components across hardware (e.g., Al servers, Al storage, Al
infrastructure as a service, Al network, and Al devices) and software (e.g., Al platforms,
Al-enabled applications, and Al system infrastructure software). IDC's definition of Al
includes three broad categories of capabilities (generative, predictive, and interpretive).

Al services providers engage with clients to help deploy and use Al systems through
business services and IT services:
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» Business services include Al-related business consulting and business process
outsourcing services.

= |T services include IT consulting, systems and network implementations, IT
outsourcing, application development and management, IT deploy and support,
and IT education and training related to Al applications and infrastructure
spending.

Underlying data services are a critical component of creating Al systems, serving as the
base for initial analysis and learning. Data services are highly specific to the function
and process of the Al system and may come from a wide range of sources, both
unstructured and structured. These data services include the processes needed to
ingest, organize, cleanse, and utilize the data within Al-enabled applications.

For detailed definitions of the markets included within business services and IT
services, see IDC's Worldwide Services Taxonomy, 2025 (IDC #US52282025, March 2025).

Customer Perceptions of Al Services Vendors

A significant and unique component of this evaluation is the inclusion of the
perceptions of Al services buyers of both the key characteristics and the capabilities of
the vendors evaluated. The buyers participating in IDC's 2025 Artificial Intelligence
Services Buyer Perception Survey have partnered with at least one of the participating
vendors directly on an Al services engagement within their company. The survey
findings highlight key areas where buyers expect Al services providers to showcase a
range of capabilities. The buyers consider these capabilities a must-have for Al services
to be able to fulfill the requirements of many business and IT issues that challenge the
buyers.

Figure 2 illustrates the order of factors important for a successful Al services
engagement for the Al services customers surveyed in 2025. Survey findings suggest
that the ability to achieve desired business outcomes (business, operational, or
technical) by the consulting and delivery teams working on an Al services engagement
is the most critical factor for the successful completion of the engagement. Customers
also indicated the quality of Al skills and knowledge, the quality and accessibility of data
for value-driven use by Al models, prioritization or co-development of relevant Al use
cases, and technical insights and competency to be among the most critical attributes
for an engagement's success.
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FIGURE 2

Top 10 Factors for Successful Artificial Intelligence Services Engagements, 2025

Q. In order for an Al services engagement to be successful, please indicate the importance of each of the
following characteristics.

Achievement of desired outcomes
(business, operational, or technical)

Quiality of Al skills and knowledge

Quality and accessibility of data for
value-driven use by Al models

Prioritization/co-development of
relevant use cases for Al

Technical insights and competency

Thought leadership around emerging
Al topics (e.g., GenAl, agentic Al)

Security and governance of Al
models, APIs, and training data

Governance capabilities leading to
responsible Al outcomes

Existing relationship/understanding
of our business

1 1 1 1 1 1 1 1 1

Innovation capability

_
N
w
N

(8]

(Mean score)

n=72
Note: Mean scores are based on a scale of 1-5, where 1 is highly detrimental to success and 5 is essential to success.

Source: IDC's Artificial Intelligence Services Buyer Perception Survey, 2025
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IDC MarketScape: Worldwide Artificial Intelligence Services 2023 Vendor Assessment
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Synopsis

This IDC study represents a vendor assessment of the worldwide artificial intelligence
(Al) services market through the IDC MarketScape model. This assessment discusses
both quantitative and qualitative characteristics that explain success in the Al services
market. This IDC MarketScape covers a variety of vendors participating in the Al
services space. The evaluation is based on a comprehensive and rigorous framework
that assesses vendors relative to the criteria and to one another and highlights the
factors expected to be the most influential for success in the market in both the short
term and the long term.

"The market for Al services has never been more competitive, offering organizations an
abundance of choices when considering external partners to help them successfully
pivot from experimentation to adoption at scale," says Jennifer Hamel, senior research
director, Enterprise Intelligence Services at IDC. "The 20 vendors assessed in this study
have established themselves as trusted providers across the full life cycle of Al services,
with the ability to assist clients both to establish Al-fueled business plans and to
transition to Al-ready technology operating models."
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