How an Al add-on business works

An established software product sells Al to customers who already pay
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Al is sold as an add-on, a tier or a meter.

Many vendors combine them, such as a tier plus a meter.
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THE ECONOMICS How this model makes and spends money (not a stage in the lifecycle)

Revenue =
core plans, plus Al uplift x customers paying for Al

focusedchaos.co

Cost =
Al compute for everyone who uses it, bundled Al included
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