
 

IT spending intentions moderated slightly in our May 2026 survey 
Our overall IT Spending Index decreased to 65.0 from 68.0, and our IT Capital 
Spending Index decreased to 59.0 from 65.5. Both indices have consecutively 
decreased since our November 2024 survey (79.0 and 69.0, respectively). The 
indices are below the 10-year average of 73.5 and 67.1 respectively (excluding 
COVID-impacted results in Jun/Dec 2020), but are well above the 
contraction/expansion breakpoint of 50. We suspect that the moderation may be 
tied to ongoing AI evaluations, such that a) there may be some crowding out of 
category spend not tied to AI; b) there may be some hesitancy on committing to 
larger IT projects before the impact of AI on core budget categories is clear. In 
categories that require equipment procurement, the uneven demand 
(servers/storage/PC spend up, networking/firewall more mixed) likely reflects 
ongoing macro uncertainty, including volatility in the trade/tariff environment and 
commodity supply tightness.  

Recall we survey participants both on Overall IT spending, and on Capital IT spending 
(the former includes headcount and skews toward more recurring spend; the latter 
tends to skew to one-time cyclical spending that would be recognized as capex). For 
2H26, 53% of respondents expect Overall IT Spending to increase, and 29% 
anticipate a decrease. This is a downtick vs. November 2025 (56%/26% split). For 
Capital IT spending, 48% anticipate an increase and 29% expect a decrease vs. 
43%/23% in November. This is a wider dispersion of expectations, with a larger share 
of respondents now anticipating both increases and decreases in spending.  

AI momentum builds as enterprises scale production deployments 
Over the next 12 months, 88% of CIOs (vs. 93% prior) expect AI to account for <10% 
of IT budgets, reflecting an ongoing testing and refinement phase (weighted average 
of 5%). Over 3 years, 42% (vs. 35% prior) anticipate GenAI to exceed 10% of their IT 
budgets, with a weighted average of 10%. We introduced new questions on a) 
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funding AI inference costs (1/3 net new, 2/3s from reallocation) and b) expectations 
around building in-house software vs. buying from packaged vendors (most still expect 
to buy). Please see the Software section for further detail on these emerging themes. 

Subsector takeaways 
Software: (1) Expectations for public cloud migrations remain range bound compared to 
3 years ago (possibly as enterprises evaluate cloud migrations alongside broader GenAI 
strategy), although the survey still shows penetration is expected to scale from high-20s 
to high-40s over three years (1.7x). (2) GenAI spend is trending higher (5% / 10% of IT 
budgets over 1- and 3-year horizons), but AI inference costs are modest (1–5% of IT 
budgets for 89% of respondents). Two-thirds are funded via reallocation (incl. 18% 
indicating shifting budget from application software), suggesting AI spend is likely 
impacting near-term software and labor budgets. (3) Enterprise preferences skew 
toward buy vs. build, with 56% expecting to build less and buy more (vs. only 17% 
expecting more building in-house), suggesting that investor concerns may be overblown; 
(4) While Microsoft Copilot penetration remains low (≤10% across most enterprises), 
sentiment is improving (36% “getting better”). E7 adoption intent is skewed toward a 
multi-year horizon (11% in 12 months vs. 25% longer-term), suggesting a gradual, 
multi-year upgrade cycle.  

Servers/PCs/Storage/Networking: IT hardware spend expectations have increased 
significantly in our May 2026 survey as customers digest higher ASPs driven by 
DRAM/NAND supply tightness against a backdrop of continued refresh/modernization 
demand.  (1) 60% of respondents now expect to increase server spending (v. 37% prior); 
(2) 75% of respondents now expect to increase storage spending (v. 47% prior); and (3) 
69% of respondents now expect to increase server spending (v. 36% prior). At the same 
time, (4) Networking spending expectations worsened sequentially.  

IT Services: (1) IT Services spending intentions have weakened relative to Nov 2025 as 
ongoing macroeconomic uncertainty and competing priorities (such as AI) continues to 
drive enterprises to tighten spending on external vendors; (2) Clients continue to 
modestly wind down spending intentions across most vendors; (3) As vendors 
increasingly offer AI-driven cost savings to clients, more clients still prefer to keep these 
savings, though a growing share are now choosing to reinvest these savings as higher 
spending with the vendor.  

Security Software: With Security trading at a 65% premium to broader Software (vs. 
30% a year ago), we believe the key question is when and to what extent AI drives 
demand in Security, given minimal AI upside in 1H company trends to date. 1) 69% of 
respondents expect GenAI to increase their NTM security budgets. The weighted 
average is for a 3.28% uplift, vs. a 3.05% uplift 6m ago; small, but increasing. 2) Firewall 
demand is uneven, with only 8% expecting a NTM refresh, but 29% expecting a 12–36 
month refresh, alongside more distributed, multi-year replacement cycles; 3) SASE and 
SOC transformations continue to favor incumbent vendors; and 4) Microsoft, Cloudflare, 
and Palo Alto Networks are the vendors where respondents expect budgets to grow 
most over the next 3 years, reflecting ongoing platform consolidation trends. 
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Detailed survey results 
 
 

Index Results: Overall IT and Capital IT Spending intentions continue to soften from 
November 2025 
Our latest May 2026 survey of CIO spending intentions points to a modest softening in 
spending intentions vs. the November 2025 survey, and the trend has been softening for 
~18 months. The Overall IT Spending Index decreased from 68.0 to 65.0, while the IT 
Capital Spending Index decreased from 65.5 to 59.0. Both indices remain above the 
contraction/expansion breakpoint of 50.0, and modestly below the 10-year average 
(excluding Covid). 

 

 

 

Exhibit 1: Survey data indicates demand moderated 
throughout 2025 

May-25 Nov-25 May-26

GS IT 
Spending 
Index

74.0 68.0 65.0
GS IT Cap 
Spending 
Index

67.0 65.5 59.0

CIOs Anticipate IT Spending Sentiment Moderating in 2026

 
 

Source: Goldman Sachs Global Investment Research

 

Exhibit 2: Overall IT Spending remained at historically elevated levels 
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Index based on your current thinking, how do you expect your overall 2026 IT spending growth to be relative to 2025? What do you expect your IT capital spending 
growth (spending on new equipment and software only; not including staffing, services, depreciation, occupancy, or other) to be in 2026? 

 

Source: Goldman Sachs Global Investment Research
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IT and capital spending index methodology  
Our IT Spending indices (Exhibit 2) summarize our detailed survey data on forward 
spending expectations in terms of directional changes, thus providing a continuous data 
series across many years. The indices are determined by a methodology similar to that 
used by the ISM manufacturing indices, although our index is more forward-looking in 
that it gauges forward-year spending expectations, as opposed to the ISM indices which 
gauge current spending. Responses indicating “spending growth” in the coming year 
receive a weighting of 1.0, responses of “no change” receive a weighting of 0.5, and 
responses indicating “declining spending” receive a weighting of zero. Thus, an index 
value above 50 indicates expected spending growth, while a value below 50 indicates 
expected contraction.  

Spending sentiment remains constructive across most respondents, though showing 
modest signs of softening 
Our Overall IT Spending Index remains relatively healthy at 65.0 for 2H26, though 
down from 68.0 in the November 2025 survey that gauged initial spending intentions for 
2026. The number of respondents expecting to increase Overall IT Spending remained 
consistent at 58%, while those expecting a decrease rose to 28% (vs. 22% previously). 
Respondents expecting to increase spending by more than 5% increased slightly to 33% 
(v. 32% prior); those expecting to reduce by more than 5% was consistent at 9% (Exhibit 
3). 

 

Our IT Capital Spending Index continues to moderate. Our IT Capital Spending Index 
for 2026 decreased to 59.0 vs. 65.5 in the November 2025 survey that gauged initial 
spending intentions for 2026. The number of respondents expecting an upward trend in 
IT Capital Spending decreased to 45% (from 48% previously), while those expecting a 
downward trend decreased to 27% (from 17% prior). Respondents expecting to 
increase spending by more than 5% declined modestly to 21% from 24%, while those 
expecting to reduce by more than 5% rose to 8% from 6% in the previous survey (Exhibit 

 

Exhibit 3: IT spending sentiment has gone down since the macroeconomic uncertainties have 
weighed down on IT budgets 
Underlying responses driving the IT Spending Index 
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Question: Based on your current thinking, how do you expect your overall 2026 IT spending growth to be relative to 2025? 
 

Source: Goldman Sachs Global Investment Research
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4). 

 

Respondents continue to expect IT spending to increase in 2H26 despite weaker 
sentiment for the full year 
We asked CIOs about their expectations for Overall IT Spending and IT Capital Spending 
comparing 2H26 vs. 2H25. On Overall IT Spending expectations, 53% of respondents 
expect spending to increase (vs. 56% in November 2025); 29% respondents expect 
spending to decrease (vs. 26%); and 18% respondents expect spending to be flat (vs. 
19%). On IT Capital Spending expectations, 48% respondents expect spending to 
increase (vs. 43% prior), 29% respondents expect spending to decrease (vs. 23% prior), 
and 23% respondents expect spending to be flat (vs. 34% prior).  

 

Exhibit 4: The IT Capital Spending Index has dropped compared to 6 months back but in a 
lesser magnitude than the overall IT spending 
Underlying responses driving the IT Capital Spending Index 
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Question: Based on your current thinking, how do you expect your overall 2026 IT capital spending growth (spending on new 
equipment and software only; not including staffing, services, depreciation, occupancy, or other) to be in 2026 relative to 
2025? 
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Key spending priorities and strategic vendors 
 
 

Microsoft and Amazon continue to dominate; Google moves into the 
top tier 
Microsoft remains the clear leader with 23% of the vote today, with Amazon (11%) 
steady at #2, while Google (8%) rises into #3, surpassing Cisco at #4 with 7% of the vote. 

In three years, Microsoft (23% of the vote) is expected to maintain first place, with 
Amazon (#2) maintaining its position at 14%, Cisco moving back up to third at 8%, 
Google at 7%, and Oracle at 6%. We also began including OpenAI and Anthropic in our 
survey in May 2026; Anthropic is currently listed as a #10 most strategic vendor in 3 
years. 

 

Exhibit 5: 2026 spending outlook should continue to be mixed following a volatile 2025 
Question: “What do you expect your IT spending to be in 2H26 relative to 2H25?” 
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Subsector focus: Servers and PCs 
 
 

Server spending expectations improve sequentially 
Per our May 2026 survey, expectations for server spending over the next 12 months 
improved significantly relative to our previous survey in November 2025. The share of 
respondents expecting to increase server spending over the next 12 months increased 
to 60% (v. 37 in our November 2025 survey). 25% of respondents expect spending to 
remain flat, compared with 32% and 35% in our previous two surveys. 15% of 
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Source: Goldman Sachs Global Investment Research
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respondents expect to decrease server spending, v. 31% relative to November 2025.  

We expect growth in the server market to primarily be driven by (1) continued demand 
for AI infrastructure and (2) traditional server refresh. In particular, traditional server 
refresh should be driven by (a) the aging of equipment purchased in 2020-21; (b) the 
return of workloads from the Cloud to on-prem; and (c) the consolidation of current 
general compute workloads with more efficient equipment.  

 

 

Exhibit 6: In terms of your server spending, what do you anticipate as the most likely scenario 
over the next 12 months? 
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PC spending expectations worsen 
Per our May 2026 survey, expectations for PC spend also improved sequentially.  The n

share of respondents expecting to grow PC spending over the next 12 months nearly 
doubles to 69% (v. 36% in November), as enterprises pull-forward their purchase 
decisions to get ahead of further industry price increases and potential supply 
constraints related to industry DRAM and NAND shortage. PC spending is also 
benefitting from a strong uplift to ASPs as vendors pass through higher pricings 
related to rising prices across the PC bill of materials.  

 

Exhibit 7: Relative to November 2025 results, the share of respondents in our May 2026 
survey expecting to increase server spending over the next 12 months increased by 23 pp, 
and the share of respondents expecting to lower server spending is down 16 pp 
Share of responses over time by direction (%) 
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Exhibit 8: In terms of your PC units purchased, what do you anticipate as the most likely 
scenario over the next 12 months? 
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Source: Goldman Sachs Global Investment Research

 

Exhibit 9: Expectations for PC spend to grow over the next 12 months increased by 33 pp 
relative to November 2025 
Share of responses over time by direction (%) 
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Subsector focus: Storage 
 
 

Storage spending expectations are mixed 
In our May 2026 survey results, we find that expectations for storage spending over the 
next 12 months increased significantly, with 75% of respondents expecting to increase 
storage spend, up from 47% in our November 2025 survey and above pre-pandemic 
ranges of 50-60% (2018-19). 10% of respondents expect storage spending trends to 
remain flat, down from 33% in our November 2025 survey. 15% of respondents expect 
storage spending to decrease, lower sequentially relative to November 2025 survey 
levels of 20%. 

 

 

Exhibit 10: In terms of your storage spending, what do you anticipate as the most likely 
scenario over the next 12 months? 
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Subsector focus: Networking 
 
 

Network equipment spending expectations worsen sequentially  
Since 2003 we have asked our CIO respondents about their spending intentions for 
Networking Equipment over the next 12 months. In our May 2026 survey, 35% of 
respondents indicated that they expect to increase networking spend over the next 
year, 3 percentage points below our prior survey in November 2025, and 12 percentage 
points below the share of respondents who expected to increase networking spend in 
May 2025 (47%). The share of respondents expecting to increase networking spend is 
below the ~5 year average (since June 2021) of ~53%. Declining expectations for 
networking spend is consistent with 31% of survey respondents now expecting spending 
to decrease, up from 17% in November 2025. 34% of survey respondents expect 
spending to remain flat, below 45% and 38% in our previous two surveys. 

 

Exhibit 11: The share of responses indicating storage spending should increase is up 
signficantly in our May 2026 survey relative to November 2025 levels  
Share of survey responses over time by direction 
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Exhibit 12: In terms of your overall network equipment spending, what do you anticipate as 
the most likely scenario over the next twelve months? Please select one. 
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Cisco is expected to gain networking wallet share 
 

Exhibit 13: Are the following vendors gaining or losing share of wallet in your networking budget this year (for diversified 
vendors, please only consider the networking portion)? 
Net share gain/(loss) 
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We define net share gain/loss as the number of net respondents who see a vendor gaining share, divided by the number of respondents that use the vendor’s 
networking products. 

 

Source: Goldman Sachs Global Investment Research
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Share gainers 

Cisco: A net 3% of our May 2026 survey respondents expect Cisco to gain share of their 
networking wallet over the next 12 months, slightly down from a net 12% in our 
November 2025 survey. Of the 100 respondents surveyed, 25 indicated Cisco was 
gaining share of wallet, 22 indicated Cisco was losing share, and 50 reported spending 
share levels were unchanged. The remaining 3 respondents did not use Cisco products. 

F5‘s net share expectations grew (+5%), better from -7 pp net share decline 
expectations per our November 2025 survey results. Of the 61 respondents who use 
F5’s products, 5 indicated F5 would gain share of wallet within their networking budgets, 
2 reported F5 should lose share of budget, and the remaining 54 indicated F5’s share 
should remain about the same over the next 12 months.  

Share losers 

Arista‘s net share expectations were down -12%, worsening from flat net share loss 
expectations per our previous November 2025 survey. Of the 58 respondents who 
report to use Arista products, 6 indicated they expect Arista to gain share of wallet, with 
13 reporting Arista should lose share. The remaining 54 respondents indicated Arista’s 
share of wallet would remain about the same over the next 12 months.   

Dell EMC‘s net share expectations declined (-10%) compared with -4% per our 
November 2025 survey results. Of the 82 respondents surveyed who use Dell EMC 
products, 14 said Dell EMC was gaining share, 22 said Dell EMC would lose share, and 46 
said Dell EMC’s share should remain about the same over the next 12 months. 

HPE Aruba‘s net share expectations declined (-28%), worsening from -17 pp net share 
declines estimated by our November 2025 survey results. Of the 68 respondents who 
use HPE Aruba products, 4 said HPE Aruba was gaining share, 23 indicated HPE Aruba 
would lose share of its networking budget spend, and the remaining 41 stated HPE 
Aruba spending share would be the same over the next 12 months.  

Juniper‘s net share expectations declined (-7%), slightly worsening from -6 pp net share 
declines estimated by our November 2025 survey results. Of the 59 respondents 
surveyed who use Juniper’s products, 8 indicated that Juniper should gain share of 
wallet in their networking budget, while 12 indicated Juniper would lose share. The 
remaining 39 respondents indicated Juniper’s share of wallet within their networking 
budget would remain about the same over the next 12 months.  
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Subsector focus: IT Services 
 
 

Discretionary IT Services spending intentions declined relative to our 
Nov 2025 survey 
Discretionary IT Services spending intentions have weakened versus our November 2025 
data points. We asked CIOs how they expect their discretionary budgets for IT Services 
to trend in 2H26 (Exhibit 14). The number of respondents forecasting IT Services 
spending to rise decreased to 28% (vs. 40% prior). The number of respondents 
forecasting IT Services spending to remain flat increased to 33% (vs. 28% prior). Lastly, 
the number of respondents expecting IT Services spending to be down increased to 39% 
(vs. 32% prior).  

 

Outlook for IT Consulting & Outsourcing spending reflects ongoing caution among 
clients 
We asked respondents about planned changes in spending priorities for IT Consulting 
and Outsourcing vendors in 2H26. Approximately 33% of respondents expect to keep 
overall external spending on services at around the same level and mix (up from 30% 
prior). Of the 12% of respondents who plan to increase their external vendor spending 
(down from 17% prior), 58% are increasing spending to drive automation and internal 
headcount reductions (up from 53% prior), 25% are increasing spending to drive new AI 
initiatives (down from 35% prior), and 17% are seeking to drive other new capabilities 
(up from 12% prior). Of the majority or 55% of respondents who plan to cut or delay 
external vendor spending (up from 53% prior), 58% cited budget constraints (up from 
56% prior), 27% are cutting or delaying spending to fund other priorities (up from 23% 
prior), and 15% are seeking to shift work in-house (down from 21% prior). 

 

Exhibit 14: In 2H26 (compared with 2H25), how do you expect your discretionary budget for IT consulting and 
outsourcing to trend? 
November 2025 vs. May 2026 
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Vendor rankings: Expect increased movement among vendors in a more constrained 
environment 
We asked respondents how they plan to change their spending (increase, decrease or 
maintain) with various IT Services vendors over the next 12 months. Compared to Nov 
2025, we noted a greater share of respondents are now maintaining spend across 
vendors relative to those who are decreasing or increasing spend. We believe this points 
to ongoing macro-driven headwinds in client spending behavior with muted 
expectations of an immediate spending recovery in the near term. 

As clients continue to balance external vendor spending with constrained budgets and 
an increased focus on AI investment, we have seen clients continue to wind down 
spending intentions with large vendors since Nov 2025. In our most recent survey, IBM 
saw 4% of respondents intending to increase spend (vs. 5% prior), 15% maintain spend 
(vs. 14% prior), and 9% decrease spend (vs. 19% prior). Accenture saw 5% intending to 
increase spend (vs. 4% prior), 11% maintain spend (vs. 12% prior), and 10% decrease 
spend (vs. 9% prior). Meanwhile, Cognizant saw 5% intending to increase spend (vs. 7% 
prior), 13% maintain spend (vs. 5% prior), and 12% decrease spend (vs. 7% prior).  

 

Exhibit 15: In 2H26, what changes do you expect in terms of your spending priorities with IT Consulting & Outsourcing 
vendors? (choose all that apply) 
May 2026 

Cut or delay 
spending, 55%
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spending, 

12%Due to budget 
constraints, 58%

To shift in-
house, 15%

To fund other 
priorities, 27%

To drive 
automation 
and reduce 
headcount, 

58%

To drive new 
AI initiatives, 

25%

To drive other 
capabilities, 

17%

What changes do you expect in terms of your spending priorities with IT Consulting & Outsourcing vendors?
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AI: Clients still prefer to keep AI-driven savings, but a growing share are choosing to 
reinvest with IT vendors 
To understand how AI may be driving client cost savings and potentially reshaping IT 
Services revenue models, we asked respondents how they would most likely react to 
substantial cost savings (e.g. 15% - 30%) offered by IT Services vendors due to the 
vendors’ own AI-led efficiencies. (Exhibit 17).  

Overall, 43% of respondents plan to keep all the savings (down from 48% prior), 35% of 
respondents plan to redirect all or some of the savings back to the external vendor (up 
from 30% prior), and 22% are undecided as vendor savings are still unclear (same as 
22% prior). Of the 43% who plan to keep all savings, the majority or 84% intend to use 
the savings to fund other priorities such as AI infrastructure (up from 73% prior), and the 
remaining 16% intend to use the savings to increase their bottom line (down from 27% 
prior). Of the 35% who plan to redirect all or some savings back to the vendor, 63% 
intend to redirect a portion of the savings back to the vendor while keeping the rest (up 
from 53% prior), and 37% intend to redirect all the savings back to the vendor to 
perform additional projects (down from 47% prior).  

 

Exhibit 16: How are you planning to change spending over the next twelve months with your various IT services vendors? 
Select all that apply. 
November 2025 vs. May 2026 
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Subsector focus: Software 
 
 

Where are enterprises in the cloud migration cycle today, and how much incremental 
migration could be realized as AI adoption scales? 
Cloud adoption survey datapoints have been relatively steady over the last 3 years. 
Respondents have consistently estimated that about 30% of their workloads are 
currently in the cloud (27% in our most recent survey, down from 29% in November), 
and that 45-50% of their workloads will be in the cloud in 3 years. Interestingly, there 
has been minimal progress toward this 45%+ target over the last 3 years, likely as GenAI 
has introduced new dynamics into the on premise vs. cloud equation. 

 

Exhibit 17: If your external IT Consulting & Outsourcing vendor offered meaningful cost savings driven by their own AI 
efficiencies, how is your organization most likely to respond? 
May 2026 

Redirect 
savings back to 

vendor, 35%

Keep all 
savings, 43%
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22%
Redirect all 

savings to that 
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more projects, 
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Redirect some 
savings to that 
IT vendor and 
keep the rest, 

63%

Keep savings 
to fund other 

priorities, 84%

Keep savings to lift 
bottom line, 16%

If your external IT Consulting & Outsourcing vendor offered meaningful cost savings (e.g. 15-30%) driven by their 
own Al efficiencies, how is your organization most likely to respond? 

Keep Savings Redirect Savings
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How is GenAI impacting budgets? 
GenAI budget allocation continues to trend higher. Since introducing GenAI-specific 
questions in January 2024, we have observed a steady increase in IT budget allocation, 
with 5% (vs. 4% prior) of budgets expected to be allocated over the next year and 10% 
(vs. 9% prior) over a three-year horizon. This largely aligns with the respondents also 
indicating that AI inference costs today represent ~1-5% of their overall IT budgets. 88% 
of CIOs (vs. 93% prior) expect GenAI to account for <10% of IT budgets in the next 12 
months, while 12% (vs. 7%) expect to allocate >10% to GenAI. Over a three-year 
horizon, 42% (vs. 35%) anticipate GenAI to exceed 10% of IT budgets. As enterprises 
shift from experimentation to production, alongside rising inference costs driven by 
increasing GenAI adoption and usage, we expect GenAI’s share of IT budgets to continue 
expanding. 

Expectations for GenAI’s share of cloud workloads appears more uneven. CIOs 
expect GenAI to represent 6% of cloud workloads in the next year, consistent with the 
prior survey, and 15% over a three-year horizon (vs. 16% prior). We believe hybrid 
configurations are being actively debated, as AI initiatives move into production and 
enterprises increasingly evaluate running certain workloads on‑prem or in localized 
environments where TCO dynamics may be more favorable. That said, cloud workloads 
related to GenAI are still expected to grow ~2.5x, reinforcing GenAI as a meaningful, 
albeit evolving, driver of incremental cloud demand. We remain constructive on public 
cloud demand, driven by ongoing digital transformation and application modernization, 
with AI acting as an incremental catalyst to migration. For example, cloud-native data 
platforms like Snowflake are seeing acceleration in the core platform, as AI-native 
development tools lower the friction of migrating from legacy systems. As AI workloads 

 

Exhibit 18: Cloud workload penetration remains elevated, with AI poised to further catalyze 
cloud migration activity 
Question: What percent of your applications have you moved to public cloud platforms today and what 
do you expect in 3 years from now (e.g., Amazon AWS, Microsoft Azure, Google Cloud Platform, Oracle 
OCI, etc.)? 
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shift from experimentation into production, we see scope for continued uptick in public 
cloud migration activity. 

 

Against supply-constrained backdrop, how is cloud vendor share evolving? 
In each survey, we ask CIOs about their vendor choices for cloud, specifically for IaaS 
(Infrastructure-as-a-Service) deployments. Broadly, the market continues to 
consolidate around major Hyperscalers, with Microsoft Azure and AWS capturing a 
significant and growing share. In our latest survey, 76% of respondents indicating 
utilizing Microsoft (46%) and Amazon (30%) for their IaaS needs, in line with the prior 
survey (77%). This trend is similarly reflected in the three-year expectations, with 
Microsoft continuing to be the most cited public cloud vendors that CIOs expect to use 
and maintaining a lead over AWS.  

While investors have shared concerns that Microsoft could be losing share in cloud given 
the pace of acceleration and large contract commitments observed across other 
hyperscalers such as GCP and Oracle, we remain constructive on Microsoft’s build-out 
strategy and the specific contracts that it has chosen to take on. Given that many 
contracts with frontier model developers are multi year in nature and carry demand 
uncertainty over extended time horizons, Microsoft mitigates risk by prioritizing 
fleet-level fungibility. This approach allows the same infrastructure to support not only 
external customer workloads but also demand across Microsoft’s ecosystem, including 
M365, GitHub, Dynamics, and Bing. This flexibility enables Azure to absorb customer 
demand variability while preserving utilization, and capital commitments are made 
selectively to workloads and contracts that align with Microsoft’s long-term strategy and 
economic interests. 

In this survey, we modified the responses to also include neoclouds, reflecting their 
growing role in AI-driven compute demand. While the market remains subscale relative 
to hyperscalers (we estimate <5% of the total compute market) and highly fragmented 
across a broad set of providers (SemiAnalysis identifies 120+ emerging neocloud 
players), recent demand for GPU capacity and purpose-built AI infrastructure continues 
to support incremental share gains for these players. Within neoclouds, larger-scale 
providers such as CoreWeave, Lambda, and Crusoe, are focused on high-density 

 

Exhibit 19: GenAI budget allocation expectations continue 
to rise, with spending expected to ~2x over the next 3 
years 
Question: What percent of IT budgets could be allocated to 
GenAI in the next 1 year? 3 years? 

 

Exhibit 20: While expectations for GenAI cloud workloads 
have tempered since end of 2024, it is still poised to grow 
>2.5x in 3 years 
Question: What percent of your cloud workloads do you expect 
to be GenAI in 1 year? 3 years? 
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workloads and rapid capacity deployment, and more specialized platforms, including 
DigitalOcean and Cloudflare, are targeting inference, edge compute, and 
developer-centric use cases. 

Our CIO survey suggests these neoclouds rank low in enterprise IT spending today, 
consistent with our view that neocloud demand is being driven primarily by AI-native 
companies, while enterprises are more anchored to established hyperscaler 
relationships. As enterprise AI adoption moves from experimentation toward 
production, this dynamic could begin to shift at the margin, particularly for specific 
workloads where neoclouds offer advantages. Taken together, we view neoclouds as an 
increasingly relevant component of the cloud ecosystem.  

 

How material are AI inference costs, and where is the budget coming from? 
With AI‑native companies, including frontier labs, reaching >80B in ARR over the past 
~36 months, investors have become increasingly focused on the sources of incremental 
budget — and specifically whether this new ARR is being funded through budget 
expansion, or reallocated from existing software and efficiency programs. We 
introduced a new survey question on this topic. 

 

Exhibit 21: Azure and AWS’s strength over other vendors continues 
Question: Public and Private Cloud - Which vendor(s) are you using today and add which vendor will you 
use 3 years from now? 
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Our results suggest that inference costs are modest in percentage terms today, with 
89% of respondents indicating that AI inference represents ~1–5% of total IT 
budgets. The funding mix skews about 2/3 toward reallocation and 1/3 toward pure 
incremental spend. By category of reallocation, 18% cited ongoing cost efficiency 
programs, 18% cited app software, and 11% cited labor budget. Simplistically, consider 
a $600bn app software TAM, with vendors typically realizing a 3% pricing increase on 
apples to apples annual contract renewals. In the event that customers push back on 
standard pricing increases (e.g. with the counter of considering building in house or a 
reduced head count) such that their contracts are now flat for the same functionality, 
this 3% would fund $18bn of the $88bn in AI native ARR (~20%). If customers are 
successful in negotiating a 3% price cut, the delta would now fund ~40% of AI native 
ARR. 

 

Exhibit 22: Aggregate annualized revenue of the 34 most mature AI startups have surpassed 
>$80B 
$ in billions 
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As AI adoption scales, how is the “build vs. buy” calculus changing, and is the current 
shift structural or temporary? 
As the cost of code declines, investors have increasingly questioned whether the build 
vs. buy calculus is shifting toward in-house development. The concern is that enterprises 
may opt to build custom applications tailored to their specific workflows, data, and use 
cases, rather than rely on packaged software. In this scenario, value would increasingly 
accrue to infrastructure platforms (e.g., Databricks, Snowflake), model providers, and 
select application-layer platforms such as Palantir. We introduced a new survey question 
on this topic. 

Responses suggest limited evidence of a broad-based move toward building. Only 
17% of respondents indicated they expect to build more software relative to buying 
from packaged vendors, and just 8% view this as a structural shift. By contrast, 56% 
expect to continue building less and buying more, with 35% characterizing this as a 
structural preference. 

In our view, these results suggest enterprise preference remains skewed toward 
packaged software, even as AI lowers barriers to development. This stands in contrast to 
prevailing investor concerns and reinforces our view that enterprises continue to favor 
vendor-led solutions for AI experimentation and deployment. 

 

Exhibit 23: For majority of respondents, ~1-5% of the 
overall IT budget is allocated to AI inference costs 
Question: Approximately what percentage of your total IT budget 
is allocated to AI inference costs today? 

 

Exhibit 24: Beyond new incremental budget, enterprises 
are funding AI inference costs mainly through efficiency 
gains and reallocation from application software spend 
Question: How are AI inference costs primarily funded within 
your IT budget? 

0%

89%

10%

1%

0%

0%

0%

0%

0%

0% 20% 40% 60% 80% 100%

0%

1-5%

5-10%

10-15%

15-20%

20-30%

30-40%

40-50%

>50%

9%

10%

11%

18%

18%

35%

Reallocation from Data and Analytics

Reallocation from Cloud Infrastructure

Reallocation from Labor budget

Reallocation from Application Software

Ongoing cost efficiency programs

New Incremental Budget

0% 5% 10% 15% 20% 25% 30% 35% 40%

 
 

Source: Goldman Sachs Global Investment Research

 
 

Source: Goldman Sachs Global Investment Research

17 June 2026   25

Goldman Sachs Americas Technology

 

 



 

Where are enterprises prioritizing AI-related investments across various business 
functions?  
Enterprises near-term AI investment priorities are concentrated in foundational 
and control-oriented layers of the technology stack, with data management (15%), 
finance / office productivity (14%), and security (14%) emerging as the leading 
areas of focus. This skew reflects a pragmatic approach to AI adoption, where 
organizations are first investing in data infrastructure and governance to ensure quality, 
accessibility, and compliance, while also targeting finance functions for measurable 
efficiency gains and automation. Secondary priorities extend to productivity and 
collaboration (12%), customer service (10%), and developer operations (9%), 
highlighting gradual expansion into workflow-level use cases. At the same time, elevated 
prioritization of security underscores increasing awareness of risks associated with 
broader AI deployment, including data leakage, access control, and model governance. 
Together, these trends suggest that enterprises are focusing initial AI spend on enabling 
infrastructure and high-ROI use cases, with broader functional adoption likely to scale 
over time as foundational capabilities mature. 

 

Exhibit 25: Contrary to investor concerns, most respondents continue to favor buying 
packaged software over building in-house 
Question: Please select the statement that best approximates your build vs. buy strategy 
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Which vendors are best positioned to capture enterprise AI wallet share? 
Enterprise perceptions of the vendor landscape indicate AI wallet share capture will 
be heavily skewed toward leading hyperscalers and frontier model providers. Survey 
responses point to a narrow set of vendors expected to capture disproportionate wallet 
share, led by Anthropic (72), Microsoft (66), Google (63), and OpenAI (61), all with 
relatively limited negative sentiment (high single digits to mid-teens). Google’s 
positioning stands out as incrementally stronger than expected, which may be a positive 
early signal for the momentum Gemini could garner in enterprise environments. Our 
industry conversations also suggest that Gemini Enterprise is making progress at 
becoming a de facto knowledge worker search interface (Google’s experience with 
intuitive consumer-facing UI is now extending into the enterprise and being 
complemented by the raw power of Gemini). 

Incumbent application and data platform vendors screen as second-tier beneficiaries. 
Snowflake (49), Salesforce (39), ServiceNow (37), and Databricks (37) lag the leaders, 
while a broader long tail including Workday (26), Palantir (28), Oracle (27), Adobe (22), 
and SAP (21) shows weaker positive positioning and meaningfully higher negative 
sentiment (generally ~30 to 45). The Snowflake, Databricks and Palantir results are 
particularly surprising to us. The dispersion underlines a potential shift toward full stack 
platforms. The data reinforces our prior “Revisiting Moats” work, where we see share 
accruing to vendors that orchestrate across models, data, and workflows whilst having a 
clear architectural moat for AI that extends beyond the application layer. 

 

Exhibit 26: AI investment priorities led by data management, finance, and security 
Question: Which categories are you prioritizing as it relates to your NTM efforts to adopt AI? 
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What is the current level of Copilot seat penetration, how is usage trending? How big 
of a product cycle will E7 be? 
Copilot adoption across the enterprise installed base is in the early stages, with seat 
penetration limited across most enterprises. Most respondents noted that ≤10% of 
their employee base has access to Copilot. 36% indicating that their Copilot experience 
is getting better while 50% noted that it is in line with their expectations. This dynamic is 
consistent with broader Microsoft datapoints, where Copilot seat growth is accelerating 
(~20mn seats, ~4% of the M365 Commercial installed base), and qualitative feedback 
across the installed base is showing improvement. That said, we believe many of the 
technical improvements Microsoft has made are being received by a relatively skeptical 
installed base given many customers have trialed a less mature product over the course 
of 2025. We see potential for the release of new Copilot advancements and the launch 
of E7, coupled with training and enablement campaigns, to reset the bar on Copilot 
performance. 

E7 upgrade intentions suggest a more gradual adoption curve, consistent with our 
view that this will be a multi-year upgrade cycle. ~11% of respondents are planning to 
adopt E7 within the next 12 months while a larger portion (25%) indicated intention to 
adopt over a longer-term horizon. Recall, reacceleration in M365 is expected to take 
time given the scale of the installed base and elongated sales cycles, implying that 
broader penetration across the installed base is likely to follow a phased, multi‑year 
trajectory rather than a near-term inflection. We view the E3 to E5 upgrade cycle as a 
relevant precedent that drove multi-year mix shift and pricing tailwinds for M365. Even 
with elongated sales cycles and mixed Copilot feedback, E7 adoption is likely to be faster 
than E5 given AI as a catalyst. We see the core E7 upsell opportunity within the existing 
E5 installed base, while E7 could also catalyze incremental E5 adoption among E3 
customers that require a stronger governance foundation to deploy agents at scale. 

 

Exhibit 27: Anthropic, Microsoft, Google, and OpenAI are viewed as best positioned in capturing enterprise AI wallet 
share 
Question: Which of the following vendors do you think are in aggregate well positioned / poor positioned to capture wallet share of 
enterprise AI applications? 
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Subsector focus: Security Software 
 
 

Is GenAI acting as an incremental driver of security spend? 3% for now, but more to 
come 
69% of respondents expecting higher spend (vs. 67% in our December report). 23% of 
respondents expect a 5-10% uplift to security budgets tied to AI projects (vs. 21% in 
November). The weighted midpoint suggests an 3.28% uplift to budget, from 3.05% 
prior. It is much clearer to us today why we have not yet seen a meaningful AI tailwind to 
public security companies. We spoke to many security practitioners in 1H June who told 
us that agentic implementations are still largely running in sandboxes, or isolated 
environments that are temporarily spun up and down. We also believe part of the 
disconnect between broader agentic AI adoption data and limited traction for security 
vendors is that some of this activity is happening on unmanaged and/or personal 
devices, where enterprise security vendors have less visibility today. Over the next 12 
months, we expect tech risk processes to mature and allow more agents into real 

 

Exhibit 28:  
Question: Today, what percentage of your employee base has 
access to Copilot? 

 

Exhibit 29:  
Question: If your organization uses Copilot, please indicate your 
experience? 
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Exhibit 30:  
Question: If your organization uses Copilot, please indicate your E7 
plans? 
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enterprise environments, at which point agentic runtime security, data protection, and 
identity should see more material product cycles from a small base.  

 

What does firewall demand indicate about hardware cycles? 
Firewall demand appears uneven, with 8% expecting a large refresh in 12 months (down 
from 10%) but 29% expecting a large refresh in 12-36m (up from 21%). Responses 
continue to point to more gradual replacement cycles with 40% expecting refresh cycles 
to be spread over multiple years vs. historical expectations of lumpier hardware refresh. 
The biggest question in our view is to what extent AI inference traffic can drive an uptick 
in network security spend, but we suspect that we may need more agentic use cases to 
move into production before we see a measurable impact in network security budgets.  

 

Exhibit 31: GenAI is incrementally expanding security 
budgets, with 23% of respondents expecting a 5-10% uplift 
to security spend tied to AI adoption 
How is Generative AI impacting your security budget in the next 12 
months? 
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How are enterprises executing SASE and SOC transformations? 
Survey data indicates sustained transformation activity, with 40% of enterprises 
pursuing SASE and SOC initiatives, largely consistent with prior expectations of ongoing 
modernization. Both categories also skew toward incumbent vendor consolidation, with 
46% of respondents working with existing SASE vendors to modernize and 53% working 
with existing SOC vendors to modernize. SOC transformations show relatively greater 
propensity to use new vendors, which we view as consistent with the category’s relative 
immaturity. 

 

By vendor: Microsoft, Cloudflare, and Palo Alto Networks best positioned to 

 

Exhibit 32: Firewall demand appears healthy, with 29% of respondents expecting a large 
refresh in the next 12-36 months 
% of CIO respondents on NTM incremental Firewall refresh visibility 
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Exhibit 33: SASE and SOC transformation activity remains 
healthy, with consolidation favoring incumbents 
Where is your company with respect to Security Operations Center 
transformation & SASE implementation? 
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capture incremental spend. This is consistent with our prior “Revisiting Moats” (link), 
where we highlighted that share accrues to vendors with platform breadth, integrated 
architectures, and policy standardization capabilities, while point solutions and legacy 
vendors face ongoing pressure. From Nov-25 to May-26, Check Point shows the most 
notable improvement in spending expectations, followed by CrowdStrike, while Cisco 
sees the most deterioration. Broadcom/Symantec, McAfee and Check Point ranked 
lowest.  

 

Exhibit 34: Platform vendors remain best positioned to capture incremental security wallet share, reinforcing 
consolidation dynamics 
Please select the 3 vendors that are likely to grow and decline the most within your security budget in the next 3 years 

31

18
23

12 11 10
8

13
5

6 7

-3 -1

5

-8

0

-13

-20
-18

-22

-38

39

22 22 14

12
10

9
8

4 4
3 2 2 2 1

-2 -8 -10
-15

-21

-32

-50

-40

-30

-20

-10

0

10

20

30

40

50

M
icr

os
of

t

Pa
lo

 A
lto

 N
et

w
or

ks

Cl
ou

df
la

re

Fo
rti

ne
t

Sp
lu

nk

Sa
ilP

oi
nt

Ok
ta

Ci
sc

o

Te
na

bl
e

Qu
al

ys

Ra
pi

d7

Se
nt

in
el

On
e

Ne
ts

ko
pe

Cy
be

rA
rk

 (s
ta

nd
al

on
e)

Cr
ow

dS
tri

ke

Zs
ca

le
r

Go
og

le
/M

an
di

an
t

Ch
ec

k P
oi

nt

IB
M

M
cA

fe
e

Br
oa

dc
om

/S
ym

an
te

c

Nov-25 May-26

 
 

Source: Goldman Sachs Global Investment Research

17 June 2026   32

Goldman Sachs Americas Technology

 

 



Respondent Overview 
 
 

This is the 99th issue of our IT Spending Survey series, which was conducted in May 2026. 
Our survey panel comprises a controlled group of 100 IT executives from Global 2000 
companies. The current survey results reflect the following: 
 

Exhibit 35: Respondent Demographics 
Revenue Breakdown ($USD) Industry Breakdown

$0 - $250M 0% Financial services 12%
$251M - $500M 4% Communications 4%
$501M - $1B 36% Manufacturing 15%
$1B - $10B 40% Government 0%
>$10B 20% Business services 9%

Technology 15%
Retail 13%
Healthcare 8%
Transportation 0%
Utilities 1%
Education 4%
Wholesale/Distribution 8%
Energy 8%
Engineering & Construction 0%
Logistics 1%
Defense 0%
Media 0%
Pharmaceuticals 2%
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