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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT EXECUTIVE PERSPECTIVE

aboveA Collective

Industrial technology is being judged
inside the operating model, not beside
it.
Factories entered 2026 under simultaneous pressure
to lift output, absorb supply disruption, control energy
and labour costs, and protect increasingly connected
operations. The technology market is responding with
more capable robots, smarter production systems,
real-time data and software that reaches further into
daily work.
The commercial problem is no longer a lack of industrial innovation. It is the distance
between technical capability and an operating decision. Plant leaders need to know
where the system fits, which constraint it removes, who owns implementation, how
performance will be measured and what happens when the production environment
changes.

aboveA Collective works across that decision chain. We refine the offer, separate
buyer groups, organise proof, prepare distributor or integrator materials, and build
market-entry routes around the production reality of the selected sector. The result
should withstand engineering scrutiny while remaining clear to finance,
procurement, operations and regional partners.

WHAT THIS REPORT TESTS

01 Operational case

The production constraint, baseline and
measurable change behind the purchase.

02 Integration

How the system connects with machinery,
software, data and frontline routines.

03 Evidence

The proof required before a plant, distributor or
institutional buyer will proceed.

04 Route

The role of integrators, OEMs, distributors, care
providers and industrial networks.

05 Expansion

How claims, compliance and implementation logic
change across target markets.

SCOPE

Industrial automation, robotics, Industry
4.0, IIoT, manufacturing software,
equipment, logistics, materials and
care-tech robotics.
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Market
Manufacturing output is growing again, but investment is
being directed toward technologies that can prove resilience,
throughput, control and implementation discipline.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT MANUFACTURING ACTIVITY

aboveA Collective

GLOBAL DIRECTION

Higher-technology manufacturing is carrying
more of the growth burden.
UNIDO recorded a 1.2% quarter-on-quarter increase in global
manufacturing production during Q1 2026, after a relatively
subdued 2025. Manufacturing exports rose faster at 3.5%, despite
tariff escalation, geopolitical tension and continuing supply-chain
disruption.

The technology mix is equally important. Medium-high and
high-technology production grew by 1.9%, while exports in those
categories advanced 4.7%. Industrial technology vendors are
therefore entering a market where capacity is expanding, yet
purchase decisions remain exposed to trade risk, localisation
pressure and implementation economics.

Manufacturing production and exports accelerated

Source: UNIDO World Manufacturing Production and Trade, Q1 2026 [S1]

1.2%

Production

3.5%

Exports

Higher-technology trade moved faster

Source: UNIDO World Manufacturing Production and Trade, Q1 2026 [S1]

1.9%

High-tech production

4.7%

High-tech exports
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT SMART MANUFACTURING

aboveA Collective

EXECUTION PHASE

The investment question has shifted from
adoption to operating performance.
Rockwell Automation reports that 59% of surveyed manufacturers are
already using smart-manufacturing technologies, while 90% consider
digital transformation necessary to remain competitive. The market is
moving beyond pilot language; vendors are expected to show deployment
logic, data ownership and measurable production outcomes.

AI illustrates the change. Manufacturers estimate that 34% of operations
are AI-augmented today and expect the share to reach 54% by 2030. That
expansion will favour products that enter existing workflows cleanly,
improve decisions at the point of work and reduce rather than multiply
operational complexity.

Smart manufacturing is already in use

Source: Rockwell Automation, State of Smart Manufacturing 2026 [S3]

59%

Using smart manufacturing

90%

Need digital transformation

AI-augmented operations are expected to expand

Source: Rockwell Automation, State of Smart Manufacturing 2026 [S3]

34%

Today

54%

2030 expectation

COMMERCIAL READING

A buyer-ready proposition names the operating constraint, deployment
owner, system interface, evidence window and fallback procedure.
“Digital transformation” is not a purchase case.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT ROBOT DEMAND

aboveA Collective

ROBOTICS SCALE

Robot demand is broadening while the
integration burden remains local.
Factories installed 542,000 industrial robots in 2024, more than twice the
annual volume recorded a decade earlier. IFR expects installations to reach
575,000 in 2025 and exceed 700,000 by 2028. The long-term direction is
clear, but the commercial route is uneven across industries, regions and
plant sizes.

Asia accounted for 74% of new deployments in 2024, compared with 16%
in Europe and 9% in the Americas. A robotics supplier therefore needs more
than a global efficiency claim. Integrator capacity, local support, safety
validation, cell design and customer production cycles shape the actual
route.

Annual industrial robot installations

Source: IFR, World Robotics 2025 - Industrial Robots [S2]

542k

2024

575k

2025 forecast

700k

2028 threshold

4.664M
industrial robots operating
worldwide in 2024

74%
of new installations were in
Asia

54%
of global deployments
occurred in China

67.8k
EU installations in 2024

BUYER IMPLICATION

The robot is one component of the purchase. The business case must
include grippers, vision, guarding, software, line modification, training,
maintenance and production ramp-up.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT ADOPTION PROOF

aboveA Collective

INDUSTRIAL BUYER LOGIC

Industrial buyers need proof that survives
the factory floor.

The decision frame

Factories do not buy a feature set in isolation. They buy a
change to throughput, uptime, safety, labour use, quality,
energy, inventory or maintenance. The offer becomes credible
when the vendor can trace that change through the real
production environment.

The strongest sales materials distinguish what the product
controls, what the customer must change, which third parties
are required, and how performance will be verified after
commissioning.

Buyer proof

01
Baseline
Current cycle time, defect rate, downtime, labour
burden or exposure.

02
Workflow fit
Where the technology enters the line, shift,
maintenance or planning routine.

03
Integration
Interfaces with PLC, SCADA, MES, ERP, sensors,
machinery or care systems.

04
Risk control
Safety case, cyber boundary, failure mode, support
and recovery procedure.

05
Measured result
Pilot window, acceptance criteria, accountable
owner and post-deployment evidence.

01

Qualify

Select the plant, line and constraint.

02

Model

Build the baseline and intervention
logic.

03

Validate

Test technical and operational fit.

04

Scale

Document the route for repeat
deployment.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT INDUSTRIAL TECHNOLOGY MAP

aboveA Collective

COMMERCIAL MATRIX

Each category enters the factory through a
different operating owner.
The matrix scores the relative importance of six buying considerations. It is not a market ranking; it shows why one industrial sales narrative cannot be
reused across every category.

Production impact Integration burden Safety / risk Service need Partner dependence Proof intensity

Industrial
automation

3 3 2 2 3 3

Robotics 3 3 3 3 3 3

Smart factories 3 3 2 3 3 3

Industrial IoT 2 3 3 3 2 3

Manufacturing
software

2 3 1 2 2 2

Machinery 3 2 3 3 3 3

Logistics technology 2 3 2 3 3 2

Advanced materials 3 2 3 2 3 3

Care-tech robotics 2 3 3 3 3 3

Commercial route design starts with the operating owner and proof intensity shown here, then narrows the buyer, site type, partner role and evidence
package.
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Automation
The next phase of industrial technology will be decided by
integration quality, production evidence and the ability to
translate connected systems into controlled operating
change.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT INDUSTRIAL AUTOMATION

aboveA Collective

FOCUS AREA 01

Automation must be sold as controlled
production change.
Automation products enter factories through a concrete constraint: repetitive
work, cycle-time variation, quality loss, unsafe handling, changeover friction
or insufficient process control. A serious proposition names the process, the
baseline and the production condition under which the improvement should
hold.

The buyer group is rarely singular. Operations owns output, engineering owns
integration, EHS may own risk, IT or OT security controls access, procurement
tests supplier durability and finance examines payback. Sales materials have
to keep these interests connected without reducing the argument to generic
efficiency.

ABOVEA WORK

Position Define the production problem and
operational value.

Segment Map factories by process, scale, equipment
and adoption capacity.

Prove Package baseline, implementation and
acceptance evidence.

Route Prepare integrator, distributor and
direct-sales pathways.

BUYING LANGUAGE

Throughput, defects, takt time, changeover, ergonomic exposure,
process stability, labour allocation and recovery time.

ROUTE OWNERS

System integrators, machine builders, industrial distributors,
engineering firms, OEM alliances and plant-level champions.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT ROBOTICS

aboveA Collective

FOCUS AREA 02

Robotics buyers are purchasing a production
cell, not an isolated arm.

The commercial case

Return on investment depends on more than robot speed.
End-of-arm tooling, vision, guarding, programming, line balance,
operator training, maintenance response and changeover design
can determine whether the installation creates capacity or simply
moves the bottleneck.

Buyer education should make those dependencies visible early.
That improves trust and gives distributors or integrators a clearer
role in the route.

Use-case proof

Safety Removed exposure, validated guarding and
recovery protocol.

Production Cycle time, uptime and repeatability under
actual product variation.

Labour Task reallocation, staffing assumptions and
training burden.

Economics Full cell cost, commissioning time, ramp-up
and payback sensitivity.

01

Select

One task and one plant profile.

02

Engineer

Cell, tooling and integration
boundary.

03

Demonstrate

Production proof under real
variation.

04

Replicate

Integrator pack and repeatable
scope.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT SMART FACTORIES / INDUSTRY 4.0

aboveA Collective

FOCUS AREA 03

Smart-factory value is created between
systems, not inside the dashboard.
Industry 4.0 propositions can become too abstract when connected assets,
data platforms, digital twins, analytics and AI are presented as a single
transformation promise. Factory leaders still make decisions against specific
production priorities: schedule adherence, quality, maintenance, energy,
traceability, changeovers or capacity.

A credible adoption path starts with one operational thread and identifies the
systems, people and data required to close it. The factory can scale later; the
first case must be narrow enough to govern and important enough to matter.

ADOPTION SEQUENCE

01 Instrument Capture reliable signals from the selected
process.

02 Connect Move data across controls, platforms and
owners.

03 Decide Define thresholds, models and human
authority.

04 Act Change maintenance, planning or
production behaviour.

05 Verify Measure the operating result and update
the model.

ABOVEA CONTRIBUTION

Market position, site segmentation, buyer narrative, use-case
materials, partner logic and a commercial sequence that keeps the
first deployment measurable.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT INDUSTRIAL IOT

aboveA Collective

FOCUS AREA 04

IIoT becomes valuable when connected data
changes a named decision.
Sensor coverage and device connectivity are only the beginning. Industrial
buyers need to understand which asset or process is being observed, how
data quality is maintained, where analysis occurs, who receives the
information and what action follows. Without that chain, an IIoT platform is
another source of operational noise.

The strongest use cases attach data to maintenance planning, anomaly
detection, energy control, production scheduling, condition monitoring,
traceability or remote service. Each has a different owner, evidence threshold
and tolerance for latency, cyber exposure and false alarms.

Decision chain

Asset Machine, line, utility or mobile equipment.

Signal Sensor, PLC, event or operating state.

Context Order, material, shift, maintenance or
environment.

Action Inspect, adjust, schedule, stop, escalate or
report.

SALES REQUIREMENT

Explain the decision made faster or better, the data boundary, the
integration route and the business consequence of missing the signal.

PRIORITY BUYERS

Maintenance leaders, plant engineering, production managers,
energy teams, equipment OEMs, remote-service operators and
multi-site operations.
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Industrial systems
Software, machinery, logistics technology, materials and
care robotics compete on different evidence - yet every route
depends on operational fit and accountable implementation.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT MANUFACTURING SOFTWARE

aboveA Collective

FOCUS AREA 05

Manufacturing software is evaluated at the
point where plans meet production.
MES, production planning, quality, maintenance, workforce and reporting
platforms sit between enterprise intent and factory execution. Their value is
not the number of modules available. It is the reduction of planning friction,
missing information, manual reconciliation and uncontrolled variation in daily
work.

The commercial case must identify the current process, the records being
replaced, the people affected, the integration path and the time required
before the system produces trustworthy operational data.

Production workflow

Plan Orders, capacity, labour, materials and
schedule.

Execute Instructions, status, exceptions and work
records.

Control Quality, downtime, traceability and process
limits.

Improve Root causes, trends, performance and
standard work.

ABOVEA WORK

Clarify product fit, segment plants by process maturity, structure
onboarding value, prepare buyer-specific materials and build direct or
partner-led sales routes.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT INDUSTRIAL EQUIPMENT & MACHINERY

aboveA Collective

FOCUS AREA 06

Machinery offers need a performance case
that includes the life of the asset.
Industrial equipment purchases combine capital cost with output,
maintenance, energy, tooling, operator competence, parts availability and
residual risk. Technical specifications remain essential, but they do not
explain why a buyer should change supplier, replace an installed asset or
trust a new machine in a critical process.

Distributor materials should therefore do more than reproduce the product
sheet. They must establish application fit, proof, commissioning
requirements, service coverage and the commercial argument for the
selected factory profile.

Lifecycle proof

Performance Output, tolerance, material range and
repeatability.

Deployment Site preparation, installation, validation and
ramp-up.

Ownership Energy, consumables, maintenance, parts
and skills.

Continuity Service response, remote support and failure
recovery.

Economics Capacity value, cost per unit and
replacement logic.

MARKET ROUTE

OEM-direct, distributor-led, integrator-led or project-based routes
require different evidence, margin logic, service responsibilities and
market materials.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT SUPPLY CHAIN & LOGISTICS TECHNOLOGIES

aboveA Collective

FOCUS AREA 07

Supply-chain technology is being purchased
against disruption, not efficiency alone.
The 2026 MHI Annual Industry Report finds that 71% of respondents see AI
as disruptive to supply chains, with 24% describing the impact as
transformational. Robotics and automation rank second: 39% consider
their effect significant or greater.

Investment remains active, but more disciplined. Fifty-six per cent expect
to increase innovation spending, 52% plan to spend more than US$1
million and 17% expect to exceed US$10 million. Visibility, inventory,
demand, fulfilment and exception management have to connect through
trusted operational data.

Technology is expected to reshape supply chains

Source: MHI and Deloitte, 2026 Annual Industry Report [S4]

71%

AI disruptive

39%

Robotics significant+

Innovation spending remains substantial

Source: MHI and Deloitte, 2026 Annual Industry Report [S4]

56%

Increase spend

52%

Over $1M

17%

Over $10M

BUYER CASE

Connect the tool to inventory accuracy, throughput, coordination time,
disruption response, labour capacity, route performance or service
level.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT ADVANCED MATERIALS

aboveA Collective

FOCUS AREA 08

Advanced materials are commercialised through
application proof and supply confidence.

A material can outperform the incumbent in the laboratory and still fail
commercially if the buyer cannot validate process compatibility, quality
consistency, supply continuity, certification or unit economics. The
proposition must translate physical or chemical properties into a result
inside the customer application.

Supply concentration has raised the evidence threshold. The IEA reports
that demand for magnet rare earths has doubled since 2015 and is set to
grow by a further third by 2030. China represented 91% of refined magnet
rare-earth output and 94% of permanent-magnet production in 2024.

Magnet rare-earth demand continues to rise

Source: IEA, Rare Earth Elements, 2026 [S7]

100

2015 index

200

2024 index

266

2030 policy case

91%
China share of refined
magnet rare earths

94%
China share of permanent
magnet production

$6.5T
annual downstream output
exposed under full controls

$60B
investment needed for
diversified supply to 2035

COMMERCIAL EVIDENCE

Specification, application test, manufacturability, supplier qualification,
traceability, scale-up, pricing logic and a credible path to repeat supply.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT CARE-TECH ROBOTICS

aboveA Collective

FOCUS AREA 09

Care robotics must improve support without
transferring hidden work to staff.
Medical-robot sales in the IFR sample increased 91% to around 16,700 units in
2024. Rehabilitation and non-invasive therapy robots grew 106%, surgery
robots 41%, and diagnostics or laboratory-analysis robots 610%. Demand is
rising, but clinical and care environments impose a higher standard of
evidence than most industrial settings.

The buying case has to address patient or resident benefit, staff workload,
supervision, infection control, safety, data governance, workflow ownership
and service continuity. A technically capable device can still create
operational resistance if it requires extra steps, unclear accountability or
specialist support that the provider cannot sustain.

Medical robotics growth by application

Source: IFR, World Robotics 2025 - Service and Medical Robots [S5]

91%

All medical

106%

Rehabilitation

41%

Surgery

610%

Diagnostics/lab

ADOPTION ROUTE

Hospitals, laboratories, rehabilitation providers and care homes
require different evidence, procurement logic and partner support.
Clinical champions are important; operational owners remain
decisive.

ABOVEA WORK

Use-case framing, buyer education, evidence architecture, partner
selection, institutional materials and a route that connects the device
with real care capacity.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT CONNECTED PRODUCTION ARCHITECTURE

aboveA Collective

SYSTEM VIEW

Industrial value moves through a chain of
physical and digital control.
Commercial materials should show where the product sits in this chain and which interfaces remain outside the vendor scope. Ambiguity here creates
implementation risk later.

PHYSICAL PROCESS Machine, robot, material, worker, patient or mobile asset.

CONTROL LAYER PLC, motion, safety, vision, device control or embedded software.

OPERATIONS LAYER SCADA, MES, WMS, maintenance, quality, scheduling and workflow.

ENTERPRISE LAYER ERP, procurement, finance, customer, compliance and planning.

DECISION LAYER Analytics, AI, digital twin, alerts, optimisation and governance.

COMMERCIAL QUESTION

Which layer owns the decision, which interfaces must be proven, and which operational consequence can the buyer measure after deployment?
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT INDUSTRIAL ADOPTION ROUTE

aboveA Collective

FROM USE CASE TO REPEAT DEPLOYMENT

Industrial growth depends on a route that can
be repeated without pretending every site is
identical.

01  CONSTRAINT Name the production, safety, service, material or care problem in measurable terms.

02  SITE FIT Define equipment, data, process, workforce and infrastructure prerequisites.

03  PROOF Agree the pilot baseline, acceptance criteria, owner and evidence window.

04  INTEGRATION Document interfaces, third-party responsibilities and change control.

05  ECONOMICS Model full deployment cost, ramp-up, service and payback sensitivity.

06  REPLICATION Separate the standard scope from site-specific engineering and localisation.

A repeatable industrial route is not a rigid package. It is a controlled method for qualifying variation before the next sale.
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Commercial routes
Industrial market entry works when the buyer, proof, service
model and local partner route have been resolved before
broad promotion begins.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT WHERE MARKET ENTRY BREAKS

aboveA Collective

ROUTE FAILURE POINTS

Industrial companies rarely lose because the
specification is weak. They lose because the
adoption route is incomplete.

01  SEGMENT Separate buyers by process, plant scale, installed equipment, production risk and implementation capacity.

02  TRANSLATE Move from technical functions to operating outcomes: output, uptime, defects, safety, labour, energy, traceability or service.

03  EVIDENCE Package the baseline, test method, integration assumptions, acceptance criteria and post-deployment measurement.

04  PARTNER Use route owners with industrial access: integrators, OEMs, distributors, engineering firms, hospitals, care networks or materials partners.

05  LOCALISE Adapt compliance, service coverage, procurement language, technical documentation and claims to the selected market.

06  EXECUTE Build outreach, partner briefs, sales collateral and follow-up around one priority wedge before expanding.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT ABOVEA SERVICE ARCHITECTURE

aboveA Collective

HOW ABOVEA CONNECTS

We build the commercial architecture around
technical strength.

Positioning & buyer logic

Define the operating problem, value proposition, category language,
proof and decision argument.

Market intelligence

Size the practical opportunity, identify priority sectors, map
competitors and test adoption conditions.

Go-to-distribution

Design direct, distributor, integrator, OEM and institutional routes with
explicit roles and economics.

B2B buyer credibility

Prepare technical-commercial materials, procurement evidence,
onboarding logic and buyer education.

B2G & institutional entry

Shape public-sector relevance, tender materials, consortium fit and
institutional stakeholder logic.

Partner development

Identify, qualify and approach partners that can carry technical,
commercial or geographic responsibility.

Expansion execution

Localise the offer, prepare outreach, support meetings and refine the
route against market feedback.

Governance & trust

Clarify compliance, industrial data, AI disclosure, cyber boundaries and
issue communication where required.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT SECTOR ROUTE DESIGN

aboveA Collective

BUYER AND PARTNER ROUTES

The route changes with the operating system
around the product.

Focus area Priority buyer Evidence package Route owner

Automation Plant operations and engineering Baseline, control logic, production result Integrator, OEM or direct

Robotics Production, safety and engineering Cell scope, cycle proof, guarding, payback Robot integrator or distributor

Smart factory / IIoT Operations, IT/OT and multi-site leaders Data chain, interface map, decision result Platform, integrator or consulting route

Manufacturing software Production planning, quality, maintenance Workflow map, onboarding, data and
adoption Direct, ERP/MES partner or reseller

Machinery Engineering, operations and procurement Application proof, lifecycle and service OEM direct or distributor

Logistics technology Supply-chain, warehouse and operations Visibility, throughput, integration and ROI 3PL, integrator, software or automation
partner

Advanced materials R&D;, product, process and sourcing Specification, application test, supply and
scale

Technical sales, manufacturer or materials
partner

Care-tech robotics Clinical, care operations and procurement Safety, workflow, benefit and service
continuity Clinical partner, distributor or institution

Sales material should be assembled around the buyer, evidence and route owner shown here - not around a universal industrial-technology statement.
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2026 ADVANCED MANUFACTURING & INDUSTRIAL TECHNOLOGY REPORT GROWTH-MARKET EXECUTION

aboveA Collective

SELECTED GROWTH MARKETS

Cross-border industrial growth requires local
operating credibility before local promotion.
Industrial technology crosses borders slowly at deployment level. Standards,
power systems, machine estates, labour practices, cyber rules, language,
service expectations, procurement and partner economics can all alter the
commercial route.

aboveA operates from Singapore and the European Union, supporting
selected routes across APAC and Europe. The practical starting point is one
market, one factory or institutional segment, one evidence package and one
route owner. Wider expansion follows after the first conversations expose the
real barriers.

ROUTE TYPES

Direct B2B plant, manufacturer, operator, hospital,
care network or logistics buyer

Partner-led integrator, distributor, OEM, engineering
firm, 3PL or technical reseller

B2G / institution public manufacturer, city, hospital,
research body or innovation programme

Project / consortium
automation, infrastructure, materials or
care deployment requiring combined
capability

EXECUTION OUTPUT

Market intelligence - buyer map - partner shortlist - localised
technical-commercial materials - outreach - meeting preparation -
follow-up logic - route learning.

OPERATING PRINCIPLE

Every market conversation should sharpen the site profile, evidence
requirement, implementation boundary and partner assumption. The
route changes when evidence changes.
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2026 DATA HIGHLIGHTS

Advanced Manufacturing & Industrial
Technology at a glance

1.2%
global manufacturing production growth in
Q1 2026

3.5%
global manufacturing export growth in Q1
2026

4.7%
higher-technology export growth in Q1
2026

542k
industrial robots installed in 2024

4.664M
industrial robots operating worldwide

74%
share of new robot deployments in Asia

59%
already using smart manufacturing

90%
need digital transformation to stay
competitive

71%
see AI disrupting supply chains

56%
increasing supply-chain innovation
spending

91%
growth in medical-robot sales

94%
China share of permanent-magnet
production
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SOURCES & METHODOLOGY

Data frames the commercial problem; site-level
validation decides the route.
Figures are drawn from public 2025-2026 research, official statistical releases, industry federations and current company or association reports. Forecasts
remain subject to revision. Survey percentages should be read within the sample and geography of the original publication.

S1 UNIDO, World Manufacturing Production and Trade Report, Q1 2026,
30 June 2026.

S2 International Federation of Robotics, World Robotics 2025 - Industrial
Robots, 25 September 2025.

S3 Rockwell Automation, 11th Annual State of Smart Manufacturing
Report, 2026; 1,560 respondents across 17 manufacturing countries.

S4 MHI and Deloitte, Rewiring the Future: A Supply Chain Playbook for
Innovation, 2026 Annual Industry Report.

S5 International Federation of Robotics, World Robotics 2025 - Service
and Medical Robots, 7 October 2025.

S6 International Energy Agency, Global Critical Minerals Outlook 2025, 21
May 2025.

S7 International Energy Agency, Rare Earth Elements: Pathways to Secure
and Diversified Supply Chains, 8 April 2026.

S8 UN Trade and Development, Review of Maritime Transport 2025, 24
September 2025.

S9 User-provided Deloitte 2025 Global Impact Report used as a high-level
editorial and length reference; design and copy in this report are
original.

S10 aboveA Collective service and sector information supplied by the
company for this report.

INTERPRETATION

Market, investment and technology data are used to structure buyer and route questions. Any market-entry, partnership or investment decision
should still be tested against local plant conditions, integration capacity, service coverage, regulatory requirements and the economics of the exact
use case.
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Commercial architecture for companies
entering complex markets.
aboveA Collective works with industrial and technology businesses that need sharper positioning,
buyer-specific evidence, credible market-entry routes, partner conversations and practical
commercial execution.
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