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What You Need to Know

e Open Weights Reach Production: Open-weight models now run in production at 42%
of enterprises in Futurum's September 2026 drill-down (N=200), up from 31% in July.
Production users expect open weights to carry 41% of their Al tokens within a year, up
from 34% today.

e Platform Vendors Take the Share: Google’s Gemma runs in 55% of production accounts,
Microsoft's Phi debuted at 39%, and NVIDIA's Nemotron at 25%, while Meta’s Llama fell
to 35% from 55%. Meta’s new Muse Spark Open will reach enterprises mostly through
the same hyperscaler catalogs.

e Origin Matters More: Country of origin is now a major or deciding factor for 47% of
production users, up from 35%, and export-control exposure matters to 30%, up from
10%, as Chinese families lose ground in enterprise production.

e Developers Move Faster, Toward Different Models: Open weights carry most tokens on
the Vercel and OpenRouter gateways, led by Chinese models, yet take only a small
share of the spending.

e Frontier Labs Keep the Money: Open-weight models account for just 5% of enterprises’
metered Al consumption in Futurum’s October 2026 Al Tools Pulse, against 36% for
Microsoft 365 Copilot and 29% for Claude, and in-house open-weight builds report the
weakest ROI of any approach.

The Futurum View

Open-weight models have won the argument over whether enterprises will run them, so the
more important question now is who profits. Our data suggest the answer is the companies
that sell the infrastructure underneath the models. Google, Microsoft, and NVIDIA give their
open models away to sell cloud capacity and chips, and enterprises are taking up the offer,
while the frontier labs lose token share but keep most of the money. Meta's return with Muse
Spark Open in October 2026 is a serious attempt to break into that position, but the model



reaches enterprises through the same hyperscaler catalogs, under a more restrictive license,
with Meta's best model still held back.

The move into production has happened faster than most enterprise buyers expected. In our
September 2026 drill-down, 42% of 200 enterprises run open-weight models in production, up
from 31% just two months earlier, and only 3% have never evaluated one. Our respondents are
predominantly North American, so these figures describe the US market most closely. Among
the 83 production users, open weights carry an average of 34% of Al tokens, against 23% a
year ago, and those users expect 41% within 12 months. That works out to roughly half of each
new token they consume. Most of that work is routine. Low-complexity workloads rose to 51%
of production users’ open-weight use from 39%, and they are the high-volume tasks where
agent loops consume the most tokens. We expect a split between cheaper workhorse models
for routine work and premium frontier models for the hardest reason to become the standard
enterprise architecture over the next year.

The Platform Vendors Take the Share

Google’s Gemma now runs in 55% of production accounts, up from 35%, while Microsoft's Phi
entered our list at 39% and NVIDIA's Nemotron at 25% in their first survey cycle. Three of the
five most-used families in production now come from companies that sell the cloud capacity or
the chips those models run on, and each of them can afford to give a model away to win the
infrastructure spending behind it. Meta’s Llama has paid the price. It led both the production
and pilot groups in July, but now runs in 35% of production accounts, down from 55%. In our
broader Al Product Series (N=511), more respondents have tried and dropped Llama (15%)
than plan to keep using it (9%). Non-US families lost ground over the same period. DeepSeek
fell to 25% of production accounts from 32%, Mistral to 24% from 32%, Alibaba's Qwen to 10%
from 13%, and Zhipu's GLM to 1% from 10%, while Moonshot's Kimi held at 6%.

Figure 1: Open-Weight Model Families in Production Use
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Source: Futurum Research, Open-Weight Al Models Drill Down, production users, N=83 (September 2026), of which
56 in North America and N=31 (July 2026); multiple responses allowed.
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Meta is now trying to regain that ground with a different model. Muse Spark Open is an
816-billion-parameter mixture-of-experts model built for coding and agentic work, derived
from the Muse Spark model Meta kept proprietary at its April launch, and Meta describes it as
the most capable open-weight model yet from a US lab. Our data predates the launch, but
three details suggest that the platform vendors keep the advantage in the enterprise. Meta is
distributing the weights through Amazon SageMaker, Google Cloud Model Garden, and
Microsoft Foundry, so enterprise adoption will run through the hyperscalers’ catalogs. The
Muse Model License carries limited commercial terms and a required product label, which will
slow approval in enterprises where incomplete security and compliance reviews already hold up
62% of pilots. Meta has also kept its most capable model, Muse Wonder, proprietary. Like the
frontier labs, Meta is opening its second tier and keeping its top tier closed.

The Frontier Labs Keep the Money

Developer traffic is moving faster still and toward different models. Two independent gateways
show the same pattern. Vercel reported open-weight models handling 56% of token volume on
its Al Gateway in August 2026, up from 13% in April, while taking only 14% of estimated
gateway spending. OpenRouter reported that open-weight models carried 72% of its tokens in
mid-September 2026, with Chinese labs alone accounting for 69%. Both platforms mainly serve
developers and startups, so their data describes developer behavior rather than market share,
and the volume is led by Chinese families such as DeepSeek, which hold a smaller share of
enterprise production, where DeepSeek runs in 25% of accounts, down from 32% in July.
Developers choose models largely on cost per token, while enterprises also weigh origin,
compliance, and support, so the enterprise shift runs slower and favors different vendors.

Table 1: Open-Weight Share of Al Tokens and Spending

Population Open-Weight Share of Open-Welght. Share of
Tokens Spending

Enterprise production users (Futurum, September 2026) 34% (average) Not measured

Enferprise-metered Al consumption (Futurum Al Tools Pulse, 5% (average share of

Not measured

October 2026) metered consumption)
Vercel Al Gateway (August 2026) 56% 14%
OpenRouter (mid-September 2026) 72% Not shown

Source: Futurum Research — Open-Weight Al Models Drill Down, September 2026, Futurum Al Tools Pulse, October
2026 (N=100); Vercel Al Gateway Production Index, September 2026, OpenRouter, September 2026

Inside enterprises, the frontier labs face a smaller share of a larger pool, which is a more
comfortable position than the headline shift suggests. Some 93% of production users say their
proprietary usage is still growing. Asked how the two relate, 53% describe partial substitution,
40% call them complementary, and only 7% say proprietary usage has slowed or declined. The
arithmetic supports the labs, too. If open weights rise from 34% to 41% of tokens, proprietary
volume stays flat only if total usage grows by less than about 13%, and at 50% growth,
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proprietary volume still rises by roughly a third. The pressure shows up in price rather than
volume. At performance parity, 66% of production users would move a workload for a discount
of 25% or less, so the labs have every reason to cut prices before buyers move work elsewhere.
Anthropic's Opus 5.5, launched in September as a cheaper alternative to its Fable model, is an
early example.

Our October 2026 Al Tools Pulse (N=100) shows how little of the money has moved. Two-thirds
of enterprises now use open-weight models in some form, up from 46% in August, yet open
weights account for an average of only 5% of companies’ metered Al consumption, against
36% for Microsoft 365 Copilot, 29% for Claude, 15% for ChatGPT, and 10% for Gemini. Part of
the gap is measurement, because self-hosted models generate no vendor bill, but that
supports our argument. The token volume moving to open weights leaves the Al budget and
reappears as infrastructure spending, which is where the platform vendors make their money.
Substitution also remains shallow. On average, 47% of open-weight users report reduced use
of each proprietary tool, a figure that has not moved in three months, and only 8% describe the
reduction as significant. Hard limits are proving difficult as well, with only 22% of enterprises
imposing them against the 41% that expected to by October, and shifting to cheaper models is
the most-cited lever among those planning limits, at 58%.

The frontier labs also hold a capability lead at the top, although its size moves with each
release cycle. On the Artificial Analysis Intelligence Index, which does not yet include Muse
Spark Open, the best open-weight model trailed the leaders by about seven points six months
ago and by about four points in July, according to Mozilla's analysis, but the autumn frontier
launches have pushed the gap back to 12 points, with 10 proprietary models now ahead of the
best open one. The strongest open models are mostly Chinese, while the open families that
enterprises run in production score far lower, with NVIDIA's Nemotron 3 Ultra at 23 against 58
for the leading proprietary model. Meta's new model narrows the distance for US open
weights, although early comparisons show it trailing Kimi K3 and GLM 5.3 on agentic coding
benchmarks. The hardest reasoning stays with frontier models, and 22% of production users
would not switch at any price when an open model falls well short.

The Savings Come With Hidden Costs

Enterprises should be realistic about where the savings go. Self-managed cloud (46%) and
on-premises infrastructure (42%) lead production hosting, well ahead of hyperscaler-native
inference (29%) and managed inference providers (27%). The cost leaves the token bill and
reappears as servers, cloud compute, and engineering time. Self-hosting costs now hold up
50% of pilots, up from 40%. Our Macro Views survey adds a sharper warning. In-house
open-weight builds report sustained ROI at scale in only 10% of cases, with 25% reporting no
traction, against 17% at scale for external solutions, and 52% of non-users say they lack the
self-hosting and fine-tuning skills required. For most enterprises, buying open weights through
a platform will make more sense than building around them.
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Figure 2: Where Enterprises Host Open-Weight Models in Production
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Source: Futurum Research — Open-Weight Al Models Drill Down, 83 production users, September 2026 (multiple
responses allowed)

The country-of-origin screen is also tightening. Origin is now a major or deciding factor for 47%
of production users, up from 35%, and export-control exposure matters to 30%, up from 10%.
Pilot use of Moonshot's Kimi fell to 6% from 13%. Mistral, the most widely used European
family, runs in 24% of production accounts, down from 32% in July, so it has yet to gain from
the tighter origin screen. Buyers increasingly want open models from a jurisdiction they trust.
That favors US vendors with US buyers, now including Meta, and could leave room for
European providers with European buyers, provided they can match the platforms on hosting
and support, although our largely North American sample cannot yet measure that.

And it should be noted that these numbers describe the leading edge rather than the whole
market. Across the 511 enterprises in our Al Product Series, only 14% call open weights core to
their Al strategy, and 26% rate open-weight availability as an important factor in model
selection, up from 20% in March. The direction is clear, however. Open weights will become the
default for routine, high-volume enterprise work, the frontier labs and Meta will keep their most
capable models closed, and the value in open weights will accrue mainly to the vendors that
sell the infrastructure underneath them.

What to Watch

e Muse Spark Open's Enterprise Uptake: Whether enterprises adopt Meta's new model
despite its restricted license, and whether it lifts Meta's open-weight position from
Llama's 18% Net Score, down 28 points year over year.

e Frontier Repricing: Further price cuts, usage-commitment discounts, or
seat-plus-consumption bundles from Anthropic, OpenAl, and Microsoft as they defend
workloads within buyers' 25% switching band.

e The Capability Gap: Where Muse Spark Open lands on independent benchmarks, and
whether US open models close any of the distance to the frontier or remain lower-cost
models for routine work.
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e Developer and Enterprise Convergence: Whether enterprise open-weight token share
moves toward the levels seen in developer gateways, and whether Chinese models gain
any enterprise ground as they have with developers.

e European Sovereign Providers: Whether the tightening origin screen creates room for
European open-weight providers in EMEA, or whether US vendors' hosting reach wins
there too.

e Self-Hosting Economics: Whether managed and hyperscaler-native inference options
reduce the cost barrier holding up half of pilots, shifting open-weight work away from
enterprise-owned infrastructure.

Other Insights from Futurum

Why Enterprise Al B K rowing Despite Al Safety Pl

NVIDIA Nears $12.9B Deal for Hugging Face, Escalating Al Ecosystem Strateqy

Open Source vs. Proprietary Al: Revolution or Just Another Market Split? — Report Summary
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https://futurumgroup.com/insights/why-enterprise-ai-budgets-keep-growing-despite-ai-safety-pledges/
https://futurumgroup.com/insights/nvidia-nears-12-9b-deal-for-hugging-face-escalating-ai-ecosystem-strategy/
https://futurumgroup.com/press-release/open-source-vs-proprietary-ai-revolution-or-just-another-market-split-report-summary/
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