




















SIGNAL 3

They Baseline Before They Accelerate

The organizations that can prove
value know where performance
started. That discipline turns Al
from a portfolio of capabilities into
an economic management problem,
focusing on conversion, cycle time,
cost-to-serve, forecast accuracy,
margin, or revenue serving as the
evidence, not the existence of the
tool. Without that baseline, every
optimization claim is unverifiable,
since an improvement means little if
no one recorded what came before
it. The discipline is unglamorous,
but it separates a defensible

ROl and measurable business
outcomes-based claim from a
marketing statistic leadership can’t
act on.
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Audit and anchor where you sit today
so that you can effectively show your
work as you go through the process. A
lot of times we get into an optimization
stage and haven’t rightfully anchored
at the beginning. So it’s really hard to
show that value or that curve of how
we’re improving. Make sure you’re
starting from a place of focus: this is
where we are today, show your work
along the path, then optimize where
you’re going.

JOSH WARD
Vice President, Retail Sales & Customer Success, Perficient

Al LEADERS ARE TREATING
Al AS AN OPERATING

DISCGIPLINE, NOT A
TECHNOLOGY INITIATIVE.

SIGNAL 4

They Extend Their Core Assets While
Creating Optionality

Rather than rip-and-replace or bet on Al-native tools that aren’t yet enterprise-
ready, advancing organizations evaluate what embedded Al in the platforms
they already own can do and treat Al as the connective layer across best-in-
class systems. Practitioners are seeing the conversation shift from “which
platform should we buy” toward “how do we get more value from what we
already own.” Travel supplies the clearest current-market evidence of this logic:
when OpenAl retreated from owning bookings inside ChatGPT in March 2026,
the platforms that retained leverage were the ones with existing customer

trust and service infrastructure, not the Al-native challenger trying to own the
transaction from scratch.

Additional public sources: DSG Al Execution Gap Report| NRF 2026 forecast | Adobe Al retail traffic research | NIQ 2026 Consumer
Outlook | Distribution Strategy Group Al Top 25 | Gartner B2B buyer Al survey | U.S. Travel Association Expedia earnings transcript |

OpenAl Bookings Report
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THE QUESTION

Twelve months from now, when your
board asks what your Al investments
changed and what business
outcomes they delivered, will you
have an answer, or an activity report?

That is the question leaders should be
preparing to answer before the market
forces them to.

Across Retail & Consumer, Al activity

is quickly becoming table stakes, not

a differentiator. What separates the
leaders is whether they turn that activity
into decisions faster, prove the return
before they scale, accelerate measurable
business outcomes, and keep the

trust that makes a customer choose
them when an algorithm is doing the
comparison. None of that can be bought
in a single Al investment, and none of it
can be manufactured after the fact.
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If | had to pick one headline for the state of the
industry, it would be this: fate favors the bold. We’re
in a time where the fastest movers, the ones who can
make a decision, move in a direction, and execute
quickly, are going to win, even if they fail fast. The
inability to commit, pick a direction, and move will
leave organizations behind and trying to catch up,
regardless of the sector they’re in.

BRIAN CONWAY
Vice President, Head of Retail & Consumer, Perficient
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Perficient is the global Al and technology consulting
firm disrupting the traditional consulting model.
Powered by our 7,000+ advisors, engineers, and
designers, Perficient implements Al-first solutions
that break conventions and deliver outcomes that
matter. Proudly serving clients that represent the
world’s most innovative brands, and in collaboration
with our powerful technology partner ecosystem, we
bring deep industry expertise and data-driven design

to redefine how businesses run and succeed.

Learn more at www.perficient.com.

DIFFERENT. FOR REAL.



https://www.perficient.com/industries/retail-consumer?utm_source=report&utm_medium=content&utm_campaign=ind_rc_industry_report_2026

