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Executive Summary

2025 State of Al McKinsey

Adoption vs Real Earnings Impact

$FFRUGBQH FHR WQWHSRUYk
RFRPSDRDWBWN RSIWRGEUL

$,L O WH R QBX V L QH/FAN IORWDR
UHSRUW@

Al Adoption 78% Al Adoption

+RZHYARUWMKDQRMWKHVH

RID QL]DWHSERMMW QLILFDQV
FRQW U MEROWIQRD@RBEQ O\ 'Y L H Z eamings impact
W K $, MW U D VYR D IWHKW H

20%ROI Impact

$VELVVLYZMKDRIRO O D ERRRJFDW

W KD QS URMIOREY B BEQ W K
VXFFHV/YE NO X UKNYYIBHQWLILHG
W ZFRR P P B QW MD KFEDWWLHPGS HSG ¥ R W H B RW VAW KQ IONBRLGY R OD W H G
HIR UW V

Most companies adopt Al, but only a fraction see real ROI.

2XDSSURDFKOLPHONGQUBEFABWOXGLQJ

° 83% automation rate IRGHS OR\HGMSID R\HHYV

° 70% of customers UHV ROHKW RWULLALWKKROPMIRLQWHUYHQWLRQ
° +50% sales conversion lift L Q DHONGHS OR\PHQW YV

. 4.8 average CSAT DFURVKDQGQWEBUDFWLRQV

° 50% cost reductions L@ LJK YROMNPRISHHUDWLRQV

7 K L2\K L SVDHSRDUW (KXIRQHBRY R ER PP RV RSV P SOH P H QRVARML R Q

ERWRS DQERW W RFD DQ QRER YEH \ RQIGD G 6 R 2 WERIN MR ZD U G
VFDOBPERWV |X QKW RRQ BENRGL\-MIVDE RQDIEQHHY ¥'W K
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Chapter 1: Why Al Efforts Generate Limited Impact

. KLGIDERIWNROLYZ LGASUIIG P RIWARP SOQHVOH
WKIJ Q) \R FCBMUHP HDQQI XCEXMGHN YODH

0 F IQH 1RXQGWDNEKRXIK P RIHWDQ R

FRP SIQHVQ@RZ XVHIHHDAHS , LQDABDWWRGHEXM QAN
IXQRIRQOON\R HSRV@ HZ HAKDD  WHERWWP HDUXUTE®!
HOQQVIP SPAVMDGRY FRMMGHMHUS , \WDAILHY/

P DMH

Pitfall 1: Bottom-Line Focus

2025 State of Al McKinsey

Generative Al Adoption vs. Earnings Impact
100%

50%

80% No Boost

25%

0%
Companies with Generative Al

78% adopt generative Al, but only 20% report measurable earnings impact.

0 DQ BXMQHAHVDSSUIRIK $ , Z W DI REXVRQFRWHSAIRQ DQGWP HVDAQIV YIHZ LQJ) IVBUP DUKY DVD
\RRO RUBBOAQ) KXP DQ@ERJ 7 KLY2 BRI QCHVWMONQ)” R\MDBDG/WR P REHIMKAAHW DAERMVDQGLO

\RP HFDH/ RAIKWOIOUH

Why This Happens

. Internal Resistance &RWWDYLQ) LQUDAYHARP P H/HIFRXQMUAMEGHZ LKOQWH
RJDQ] DIRQ + XP DQWP VP D GHIEHDMD XQGHP LGHS$ , HIRW | HIUQ) ME GWRUDUHSAIROLO
UAESRMEOMY : KIGIUDH \WHHLQXDGAH/DHLP SCRKO

. Misaligned Priorities &RWHIANRQLYR \WICQRAKHSUP DY EXMGHN JRIDYOMGHAHAKDN
|REXVARBD RQFRWP D \OFUILEHTXDIW RUI OR WD HWHI X@SRMMR $ , I\ RUP DYHSRZ HJ

$V MIMAR Z HDGYRDMIRdop-line thinking UHP DILQQ) JURZ \W\WKURKAIK S, IDKHAKDQI RRAMQ)

\RBD RQFRWDYIQIV

Case in Point

Telecom Service Provider

) RUDJGEDOMBARP FOHOAS MVWARG-BR HG

$, WDNCBMUHG DQDEAWRDS 1M in
opportunistic sales per month 7KYUHYHXH@RWV
RO RHH ; WHFRRWR $, GBR P HQWEXW
DOR HIEGGWH\DBV\WP R L(ARBHDHWHU
FROYHMRQUDMIURP 32% to 42% a 33%
improvement.

7 KVZ DIQWANERAWWDNQ FRW W DVEERXAW
GIMQ &Y WP UHYHIXHJIURZ \K DOG\VADOHQN

Real Estate Company

$ 8 6 EDHGUICHABMFRP S0 | FHGRSHIDIRID
BRWNBOHANVIP IGUIEGIWRZ W $ DNMWAR

P SOP HQMGS$ , \Wautomate 95% of their sales
funnel Z KIFK HIEGGWHFRP S0 \RRSHODQHZ
EXMOHWACHZ LK KLIKHIURZ W SRMOMD

7KVQEZ DMV QHEMGZ WS , DAKHNH
AP SRHOMR \WHRSHDINRQ 7 KIVIMMDMWVKRZ $ ,
FOQXQBFN\FODEGIIURZ . | DUER RGP HHFRW
UOREIR)
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D7 1QJ WHFRP SDQ \WRRQLG-W® H SDGIW
RSHDARY : HDORKHIHGWLYVARP SQ

DARP DMVHYIFH EXVWWH RYHID@I RDO RAKH
HONHHIRW D/ARunblock growth

Pitfall 2: Isolated Efforts

$, VRWQGB® H3D/DRH\R RHUSORP HOVRUH I B + RZ HYHU WHUDOYDOH@HVIQLW
CELOW VR XSO WHQNH EXMQHW | XQRIRYY CRAMVADARP DMLQELGDOBNY

Case in Point

Smart Home Vendor

© WKD8 6 EDHG\P DWKRP HYHIGRU S MIVAR
G-E® HE00$, WP \WDIZ DOVRD FKDERV
DQZ HIKQ) PXRP HUTXHWRYY 2 XUP XQVDIHY/S |
FOBMUHG FRQHYDIRYY JHHDAGP HBED DG
XSEDMGWHARP SO0 IVLQMITOX WP VIQUDD
WP H 7 KLYARW | XGRAMRDOQM IDNRQHIEGG
G-B0W HOMVR GYHDIHWHLQLIKWI RANRDADLE
GAMRQP INQ) DQGSUIRHWIP SR HV $

Z DQVDVHLYLEH\RRO W D/DFDEDVWRU
RIRW G-BDMY HOMCHXOHP HW

Home Service Provider

) RUDQDIRICKRP HVHYLFHSIRMIGHUS , Z DV
G-BB HSGRARQD \R USROG XMLV EXW
DOR WR.JHHDM YDOCEGI FXARP HUQLIKW 7 KHH
LQLIKWKHSHG\WHFRP SDQ XQEHWBOG\RS
PXWRP HULQMMWV FREFHOQY DQG | HDMHUHNXHIV
SIRIAQ) WHDOWP H CRMREGI GO RAMHUHQMH
RJDQ] DIRQ

7KVIQMUDNRQR $, CFURWP XGMS®IG-S0WW HOV
KLI K@ KWW LW ECELOW VR GUYHP RUHKRIMF

DA LE EXMCHNLP SIRYHP HQV

Conclusion: Moving from Pitfalls to Performance

$YRAQ WHHWX RSWDQY ERWP QCHI REXVDGMDRDMEH I RWLIVNA \RXQBANQ) $ , VIXCERMMNDO

7 KHP RINKHHMXCH , WADMILHY

e $IP IRUERKtop-line and bottom-line impact

e ' UWYHross-functional transformation CRAKWYEBMN DM DINRQ
o ) RRXVRZrowth, scalability, and strategic alignment

$ V6 MWWAR Z HIYHVH-QI LWAKDOGKRZ BHUEP 1) $ , IVURBI URP DFRWPXNY) \RROR zrowth driver
B RP V CRARMABURAAAHY EXWHNH R D] DINRQY
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Chapter 2: Building Al for Cross-Functional Impact and

Measurable Results

Moving Beyond “Chatbots”

$ V MVAR Z HGR QRAH HAMR RANROMIRQY D2 FKDERWV  BEHFDXVHWHMP  XQGHHP DIVS , IV

SRMND

: HSRYIGDigital Employees $, X WP VIWDADARP DMARP SBf EXMCHN SURFHWAYCRIRW P XGMB®1

BNV Z W FRQUMAMHICEG! RARRP B

5 HERIAQ) \R PP HULONUHY/LYVRID WHWELMG SRQA7 KHNXUH P D BHILOZ W XK HNHYLFH
RUDBVDARP DIRQ EXVWHrue business impact H WG/ DUEH RIGWDNVIWNVHFDH 2 XU$S , HIE®Y
RLI0Q] DARQYR DARP DMDBQGRSWP 1] HRIMADY. RN GZ V Z KK GLYH/ERKH [ IHHPR DQGVAIDHONY

To achieve real, lasting business transformation, we’ve found four factors matter most.

Factor 1: The Need for a Cross-Functional AI Leader

) RU$ , \RFUDMransformative EXMQHVRARRP H/ WP XWWBQAHIGRIDY] DIRTOIBRY YRWP XS$
LQUWDRYHYR MY SURSFHLRDMGZ 1OQ/DQG | DI P HOMGM WP VAKDNVDIOR \FDB!

7 KHP RINXHHHM XCG-BR P HOVKDYHDHedicated Al leader \RP HRHZ KRRYHYHVS , VADM\ CRIRW
[ XCANRYY DRI QVWEP VWZ DUG\KDUHG JRDY DG GUYHY FRQIXRXVIP SURYHP HOWV

Case in Point

Smart Wearable Vendor

$ JGEDOP DWZ HALEGIEDQGEHIDQXMQ $, RO
\R UHSEHFRAVLIQPXAEP HAHYLEH W RING BXW
GDEHIKIS \RRQUHRIQ] HSWD/$ , FRXGLP STRW

POQ RKHUIXQRIRY/ %8 CSSRQMY D

FURW I XQRIRQDCS , ®DGHUWH H SDOGG$, IOR

\DBY BRI DQG SURSPWKSSRIWFUDIY

FRP S0 Z LGHH I LAHARY/DQGP HDKUIEGIIURZ W

Professional Services Provider
$ SR HMRIBOHYFH SIRMGHUIQWWID
DARP DMSSDWR WADBVSIRHW $V
DERSWNRQJIWY. \WHWP [GHIVIHG RSSRIWQWAY
\R P SIRYHZ RIN GZ VORRWG-BDW HQV $
FIRW I XQRNRQDCSH , GDEHUDDI HE SURIMW/
UHP RYHG I URNRQ DOGLIP SO IHGUWRKAOVIARW
\KHRIDOQ] DIRQ

Handbook for Al Leaders 6
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Factor 2: Clear Metrics, The Foundation of Success

6XFHRWIXCH , LQWDIYHYEHILQZ \Kbusiness-aligned metrics \KDAH GRMKXHSURIMA/DQGGMUHG
RAMP HY : KIBIP HERVYDY WH WSO FHOMJRQWUHHFDM RUIHY JURZ W TXODW DQGHRW

Case in Point

EU E-Commerce Chain Global Payment Company
$ ( XURSHOQHFRP P HFHRKOQZ W RODCH $ JGED0SD P HWRP ST WKIJBGZ WKD
\KRSVRSHIDMGZ K I HOMG P XQV@QIXIH ®Z &6$7 R RWR GHREY ZOW
HYFHADQHY $ MOWARDAORP DM SHIHOWV WP H/ $ IWUG-BR 1Q) $ MDMVAR CSAT rose
R \HYEHRHDIRY/ARW P XGMIJXOD t0 4.2 RHDDZ NS, KIQGBGLOMIRNRY/
\KSSRWFRQRICDIGY) Z RN GZ VDGR FRAV FROMM® \FRIQ) EHEHD  DOG
B SHRHQN, QWL FDH FRWIHSANRQ DG +HH \WHSUP DY \}FWP BNF Z D/
ROH DMRCDCARQRIEDIRDZ HHWKHSUIP 01 EXWRP HADM CARD DOGWKHLP SURVHP HOW
LCAHRIYHY DOGERW Z HHOHKUIHYHG Z DNV RP DIYH

Factor 3: Aiming for Both Top-Line and Bottom-Line Impact
2 DQ] DIRQMHQ) WHELIJRINHMOY | RXVRDoth  UYHXHJIURZ \W DQGFRWH I LAHRA
e Top-line gains $, XQBANV\FDOEDN LOVDBY VHYFH DQGRSHDIRYY
e Bottom-line gains $, UBFVARW WP QQH/ SURFHAHY DGLGRHDHVHILEHRA

IZIQ $, RI® WUIRIK\WHORV/R KXP DQU-SOAH-P HIAP IWIWSRMIIO 7 KHUDOYDOHARP HY/I URP
FUDA) Chybrid workforce ZKHH$ , KDQEBWU-SHMYHBNY DG KXP DQVI REXVRQPU-DAYHDOG
\WDADLE Z RN

Factor 4: Automating Business Processes Beyond Q&A

[ PN $, R TXHANRQ DQG DRZ HILQMIRNRQY GDYH/HRP RV YDOXHXQESSHS $ MWWARV' LIMED
( P S® HH/DARP DMnulti-step, process-driven workflows \KDNAHDYHUP HDMUTE®I URXOV

Case in Point

Vehicle Repair Compan Virtual Telecom Service
$ NRDOYHIFHIHEDURKDQUHIHGROD $ IJORBMO BSRHRFIDGFHAB P SOH|
P XG/MS QD) RMF SURFAWNHG VR W TXRIY WHFKQX & BRHUPDY &N XLUHG
MV $ DVAR DAMRP DMWY Z RINGZ HIGWR QDYLJIPWOYM\Y WD Q@R $V.VVLVW

Handbook for Al Leaders 7
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HG GHDYHIQ) \SHG OARXAUIR  DQGMWDDHOWY D XW R FPIRARWEK ZRI N | OORHZAG/XFLQJ
IDUEH RGZKDMDEDIF4  $ X WP FRX@ FRPSOHPASMARYERB QE® HHLRLIHQW
ODAKIHVH WIRFR®LJKHUGFXNWRRESRUW

Conclusion: Unlocking the Full Potential of Al

$, KDV\WHSRZ HAMR EHP RUH KD D FRAPXANEY) \RRO LWADQ EH\KHHJI LCH WD BUIYHA RAUH W2 DYHR
JUWRZ WK Y0MFRR WD LWIP STSPWKHGEDANE (DURZ JRDY DRDWG SURWRW DQGD@ANR DRI QP HQWV
CRRWWP V

7 KHRUDQ) DARQANHHQ) \WHELIJHAABAD/Z WS DWVARYY LILBDY P SR HAVDHWHRA/AKDN

( WBEDK FIRW | XQRMRDCS , BDGHIKLS

' HIGHFODU BMQHN DRIGHSP HUEY

$1P |RUERN RS QCHDQGERWP Q@HJIDQ/

$ XVRP DMEXMGHWSUIRFHAH/ER RGEDUIE4 $ WPV

D KHR$, WVIP SBP HQMGZ LW \KLY P LABAHMWWERRQIVIRVAP SURYHSURAHAHY VWDV RP VKRZ \WHHQMH
BEMGHWRSHDM/ VABY DOGHRP SHMWY $ Vi DAMMAR  Z HIYHKHSHG FRP SDQHY CRIRW LQGXMMHY XQBAN
WLVOYHR 1P SESPVHRP EQQI DWRP DNRQZ W P HDWUDE®I EXMHW JURZ \K

CHATBOTS DIGITAL EMPLOYEE

* Handles simple inquires. § * Automates complex

e Limited capabilities processes
s BasicQ & A * Multi-tasking capabilities
¢ Cross functional
integration

Chatbots automate tasks. Digital Employees transform businesses.

Handbook for Al Leaders 8



AAissist

About Aissist.io

Aissist.io, UHP DILCHIUZ W Z \KDigital Employees $IHF S, | RUHQMBU\H

0 XAV/$ JHY/$ , \WWDNDXARP DM\ RAbusiness
process \DBVDIGHYIFH Z M HDH SOOVIE] LEO
LQR\ RAUZ RINGZ V | XCRANRQVANHKXP DD
JHHDM WHICEH RAMWRP H/DIGFRMER DM Z W
\ RAUWMP \RIRP DKUK SHIRP LQJ K BUG
ZRINRFH

Unlike chatbots RXU LIMUY P S®R HVKDIEH
HG W HGSIRAAWHY/ DRRMnulti-tasks  \BJJLQ)

USRI \XP P DU 1QJ XS OGP RH DG
FOQEHI ®f LE® G-B® H3DVGHEG

. KDNANVS DR CEDWVRXAMulti-Agent
engine \KDW FHYLQRRP S VAHDURY GHDYHY
H A-BWRIOXNVHUH SHIHAHY RITHYFRWAH T HRARH
VROMRQY DG HQXUHY UHICE®I RARRP HY/+ KO
HBYDAQ) \ RAURSHDNRQN\R\WHH VWBYHD

7UOMMSE 300+ global businesses DIGKDQBMQI300K+ daily engagements $ MNMAR GHDYHY/

83% avg. automation rate
4.8+ CSAT

+50% sales conversion
-50% cost

<15 sec response time

We offer three core products:

° Auto-Pilot: ( QGGWRHG m
DARP DNRQR  \WWHBEXMHNV SUIRFRAVIRU P g -

\DBY DG VHYLIFHWR DARP DMRYHU
R Z RINLQFRQMNMMM® KLIK XMW DG Auto-Pilot Co-Pilot Al Manager
UHITEGI RARRP H End-to-end Agent Admin insights

automation productivity & reports
° Co-Pilot: $ SXIIQWRORKHS
DIHQWLP SIRYHSURGARLYIW DQZ HIQY

TXHIRY/ FUDAY GOW TXHY LQ) LQRP DNRQDIGH HHAW BAV \KURKIK DYHY MP SBILQMIDFH

. AI Manager: +HS DGP LQ/DQGP DEHY R HDO® GDIQRH QVFRYHIQLIKWDGIHHDM
USRI RUTXLEN DQG DFRXUDMG-AMRQP INGQY

Handbook for Al Leaders 9



&KHAIN RXUARP SHIVYH SUFHDOG I WHTXRW 0 RHGAMGYDNYWEY 727 7 DWIVAR

See how Aissist.io delivers growth you can measure.
Contact sales@aissist.io or visit Aissist.io to get started.
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