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Management summary – Introduction and context

Management summary – Introduction and context
Management summary

AI is not just another technology. It is becoming a critical infrastructure layer embedded across every sector of the economy and 
society. The Netherlands is already missing out on infrastructure components of AI (e.g., foundational models, compute capacity). If 
we fail to proactively support our AI ecosystem now, we will slowly become dependent on foreign providers for core technologies that 
underpin healthcare, logistics, energy, and public services. Without immediate action, we risk structural dependence on foreign 
providers, losing control over data sovereignty, security, and ethical standards. Meanwhile, the global AI race is accelerating, with 
countries like the US and China investing heavily.

To secure a position in the global AI value chain, the Netherlands must leverage its strengths in unique data-rich sectors and support 
companies in scaling internationally. Doing so unlocks export markets (scale and reference customers), funding (international 
investors and EU programs), and R&D partnerships (with leading institutes).

 If we delay, competitors will entrench in our target niches, financing gaps will widen, talent will relocate, and the Netherlands will be 
locked into a consumer, not shaper, role in the global AI economy.

Introduction

Importance of 

Export

Export is essential to scale Dutch AI solution companies and to remain competitive. The domestic market is too small, while 
competitors benefit from immediate access to larger market and more capital. AI is capital intensive, and Dutch companies without an 
internationalization strategy risk missing out on funding required to grow. Talent and investors are international, and global customers 
provide access to more data, improving AI systems. Export also spreads risk across markets, strengthening strategic resilience. 
Export acts as fuel for the Dutch AI ecosystem: it drives revenue, attracts talent, enabling reinvestment in innovation and development.

 It is also key for positioning the Netherlands as an AI producer and architect rather than a passive consumer. Through export, Dutch 
companies can also export (European) values, such as trustworthy and responsible AI, strengthening our global reputation.

Moreover, talent gravitates toward challenges with global exposure rather than purely local solutions. The Netherlands holds a unique 
position in semiconductors (e.g., ASML) and data-rich sectors, which can serve as foundations for international AI leadership.

This report delves further into the trade promotion and economic diplomacy role of the diplomatic network as referenced by the AI 
Deltaplan report. This report also complements Dutch strengths identified in the Wennink report and Invest-NL’s AI Deep Dive with 
building blocks for an internationalization strategy. Furthermore, it aims to support the AI action plan under the National Technology 
Strategy (NTS) with internationalization strategies that could benefit sectoral innovation. Our report adds practical guidance on trade 
instruments and the role of embassies to strengthen the global position of Dutch AI.
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Management summary - Scope
Management summary

Research scope

The objective of this report is to inform policy actions for the Ministry of Foreign Affairs (MFA) to help Dutch AI firms capture 
international opportunities. Therefore, it primarily addresses the external, international side of the equation such as market entry 
support, matchmaking, and diplomacy. Certain domestic factors, such as the broader business climate and national financing 
environment fall outside the scope. Although aspects such as improving access to growth capital, talent retention, and regulatory 
incentives are important for Dutch AI, these are part of ongoing discussions and are not addressed here. This report acknowledges 
that context but focusses on guidance on internationalization.

The four countries (Germany, Sweden, South Korea, United States) were chosen for their mature tech ecosystems and concrete 
earning potential. This choice does not imply that other countries lack AI opportunities, it simply reflects the scope and focus of this 
study. The Global South should not be overlooked as Clingendael highlights promising prospects there. Country archetypes introduced 
in this report help illustrate different approaches to support internationalization, showing how levels of market access complexity and 
institutional alignment may shape the type of trade instruments and support required.

The selected sectors reflect where the Netherlands combines strong innovation capabilities with clear international demand. Choices 
were guided by their prominence within the Dutch innovation ecosystem (e.g., former Topsectoren), the presence of AI-driven 
companies, and alignment with market needs in Germany, Sweden, South Korea, and the United States. where Dutch AI solutions are 
both competitive and globally sought after.

AI can be broadly defined, encompassing everything from core algorithm developers to end-user application providers. The scope has 
been limited by DIO to focus on companies developing AI-enabled products or services at the application layer, not makers of 
foundational AI algorithms or hardware. In other words, we looked at Dutch businesses that apply AI to deliver solutions in various 
sectors (e.g. a startup using AI for medical diagnosis or a software firm embedding AI in logistics systems). In addition, an AI company 
is defined as an organization that develops products or provide services where AI is an identified core component. It’s therefore not 
necessary that an AI company is build as an AI-native company. Companies using AI only internally are excluded.

Our research is based on desk research, RVO market intelligence, recent growth-market studies, an internal company database with a 
global lens, and input from diverse (inter)national experts.
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Management summary - Key findings
Management summary

AI is rapidly becoming critical infrastructure, and the Netherlands risks increasing dependency on foreign compute and foundational 
models. Without action, this dependence will weaken technological sovereignty. Strengthening the Dutch AI ecosystem therefore 
requires internationalization. Export is essential to help companies scale, attract capital, market, and talent. Our research examined the 
Dutch AI landscape, international opportunities, and the effectiveness of current trade policy.

The Netherlands excels in AgriTech, HealthTech, Logistics, and Semicon, but in highly competitive international markets, success will 
come from specialized, niche solutions (e.g., precision agriculture, medical imaging, industrial digital twins). Therefore, generic AI tools 
face intense global competition, such as the US where greater access to capital accelerates development and adoption.

These countries present varying opportunities for Dutch AI companies. Each market differs in size, maturity, and entry barriers. The 
US provides scale and capital but comes with high risk and strong competition. Germany offers steady growth and cultural proximity, 
making it a logical first step. Sweden is smaller but innovation-friendly, ideal for pilots and co-development. South Korea presents 
opportunities, though success often requires partnerships and high localization efforts. These differences underline the need for 
tailored strategies per country rather than a one-size-fits-all approach.

To capitalize on these opportunities, the recommendations start with quick wins such as targeted trade missions around the identified 
niches and extend to longer-term strategic moves. These include developing an AI export strategy, taking regular snapshots of the 
Dutch AI ecosystem and setting up an AI team within government. Ultimately, the findings empower MFA to move from analysis to 
action. Cultivating those international opportunities in AI that will drive growth for Dutch companies and keep the Netherlands at the 
forefront of technological innovation.

Key findings
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Management summary - Dutch AI landscape
Management summary

When it comes to AI applications, the Netherlands excels in sectors like AgriTech, HealthTech, Logistics, and Semicon. These include 
precision agriculture, computer vision for livestock welfare, medical imaging, remote health monitoring, autonomy & teaming, logistics 
robotization and automation, and industrial digital twins. 

While these sectors are strong, this does not automatically mean that mature AI offerings exist within those sectors. Furthermore, the 
rapid global proliferation of AI tools makes differentiation difficult. Export opportunities should be built around niche domains where the 
Netherlands combines unique datasets, strong research institutions, and sector-specific ecosystems, offering a foundational 
competitive advantage.

Yet, Dutch AI startups have more difficulty scaling up compared with counterparts outside Europe, constrained by talent shortages and 
regulatory burdens (AI Act, GDPR). At the same time, operating in one of the world’s most demanding regulatory environments can 
become a competitive advantage, solutions that meet European compliance standards are well-positioned to succeed globally.

The universities in the Netherlands supplies strong AI talent which is growing over the last years. However, without an export strategy, 
the Netherlands risks losing top talent and valuable intellectual property, as engineers prefer challenges with global reach and more 
attractive salaries. 

Dutch companies (e.g., Axelera AI and bird) are actively seeking opportunities abroad to access larger markets, attract capital, and 
accelerate the scale required to compete globally. An export strategy helps keep HQ, IP, and R&D in NL.

The rapidly rising emphasis on technological sovereignty ‘by design’, a development that can act as a catalyst for the Dutch AI 
industry if it succeeds in exporting distinctive, trustworthy and domain-specific AI solutions.

Given the speed of AI innovation, continuous monitoring of the Dutch ecosystem is essential. Regular snapshots and data from RVO-
databases enable policymakers to identify emerging niches, track geographic interest, adjust trade instruments, and anticipate evolving 
export needs.

Dutch AI landscape
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Management summary - Export countries
Management summary

Each of the four target countries offers clear opportunities that align with Dutch strengths, but in different sectors and under different 
market conditions. Each requires a custom go-to-market approach and offers distinct types of opportunities. There is no uniform 
playbook that fits all.

Germany is a neighboring market with high demand in manufacturing and logistics optimization (areas of Dutch expertise). It’s a 
market of “steady wins”: accessible due to geographic and cultural proximity, but it demands patience. Dutch firms must build trust and 
adapt to Germany’s more formal business culture and decentralized innovation landscape. The upside is loyal customers and 
integration into German industry’s value chains.

Sweden is smaller but innovation-friendly, making it ideal for co-development and pilots (e.g. in HealthTech or security), given its 
collaborative R&D culture. With strong ecosystem focused hubs around multinationals such as Saab for defense industry, Ericson in 
telecom, Volvo in automotive, Atlas Copco in machinery. A Dutch AI company may not scale revenues massively in Sweden alone, but 
successful Swedish pilots can be springboards or proofs-of-concept for elsewhere.

South Korea offers niche opportunities in AgriTech and smart manufacturing. It’s a sophisticated market but often requires foreign 
companies to partner with large Korean conglomerates. The approach here is through joint ventures or R&D alliances, aligning with 
Korea’s tech initiatives. This is a path that can open doors to the wider Asian region.

The United States is the largest and most competitive arena, offering a “high-risk, high-reward” proposition. The US can provide Dutch 
startups with abundant capital and customers if they can differentiate in sectors such as Semicon,  AgriTech or Manufacturing, where 
Dutch tech solves very specific American problems. However, entering the US typically necessitates establishing a local presence and 
securing major funding, which only a few Dutch scale-ups might manage. The report emphasizes focusing on U.S. sub-markets or 
states where Dutch niches align (for instance, Agri and food AI in Midwest states) and using “soft landing” support programs to 
mitigate the expansion risk.

In sum, each country’s section of the report details how Dutch companies should calibrate their strategy: from Germany’s long sales 
cycles to Sweden’s partnership ecosystem, Korea’s localization demands, and the US’s scale imperative. These differences reinforce 
the need to offer targeted, country-specific support rather than a generic export push.

Export countries
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Management summary - Trade instruments
Management summary

Supporting Dutch AI companies abroad requires a mix of targeted trade instruments and strengthened institutional capabilities.

Trade instruments need to be matched to the type of earning opportunity. Market opportunities rely on trade missions, fairs, 
matchmaking, and soft-landing programs; financing opportunities depend on VC matchmaking, DVI co-financing, and establishment 
support; development opportunities require DHI pilots, Horizon Europe/Eureka, IPCEI or bilateral R&D programs. Because US, 
German, Swedish and Korean markets differ substantially in financing conditions, development opportunities and market access, no 
single instrument mix works everywhere. Instruments must be tailored to each country’s opportunity profile.

The United States demands particular attention: many AI startups move there for capital and scale, so instruments could ensure 
export without immediate relocation. Soft-landing programs should therefore require a structural link to the Netherlands (e.g., dual 
HQ), while co-financing in (early) US fundraising rounds can help retain HQ, IP, and R&D at home.

For promising countries, it's recommended to develop a PIB action together within the relevant sector, ensuring long-term positioning 
and coordinated public-private engagement. While reactive use of instruments can yield short-term wins, sustained impact requires a 
more proactive, strategy-driven approach. 

AI innovation is evolving rapidly, including in the Dutch AI ecosystem. This requires continuous and structured monitoring of domestic 
developments and oversees communication. This allows for timely identification of opportunities and proactive support for companies. 
Furthermore, it enables policymakers to flexibly adapt strategies and trade instruments to the current needs of the Dutch AI 
ecosystem. Standard approaches don't work.

Dutch embassies often lack the technical AI expertise to adequately address export questions and the speed of development; 
structural support from the Netherlands, for example, through one or two specialized FTEs, is essential to assist local staff in advising 
companies.

Trade instruments









This opportunity is currently driven by three 
underlying forces

AI: Where do we stand?

Within 2 years of its inception, AI is poised to grow by 40–50% over the next 4 years, potentially 

creating a €560 (~$650) billion market

Source: IDC; Grand View Research; EY-Parthenon analysis

AI is the largest TAM expansion of software & hardware to date, and we expect 
this growth to continue through trial and error

Global AI revenue (billion dollars) in 2024

AI-related IT services

Applications & agentic marketplaces

Tooling, workbenches, data 
preparation

Models (basic and frontier models)

Infrastructure enablers 
(compute, networks, servers, 
storage, compilers, etc.)

235

2024

~24%

~21%

~31%

~41%

~28%
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Relative 
Velocity

Projection

~30% €540 billion 
(~$630)

Expected 
TAM in 2028

141

22

15

46

12

Models continue to grow larger and 
computational intensity increases further

Spreading AI to edge devices

– "Parametric" growth of models remains a 
theme (e.g., Llama 370B)

– 100 MW data center expansions to power 
compute (e.g., x.ai mega data center in 
Memphis, USA)

– Small language models are becoming 
specialized

– Inference is spreading to mobile devices and 
PCs

– Latency, security, and cost are becoming 
increasingly important

– LLM-driven software delivers use cases and 
workflows

– Avoid custom development for rapid 
adoption

1.

2.

3. Explosion of AI-native software and Service 
as a Software

AI: Where are we?
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Three fundamental pillars of artificial intelligence

Source: EY-Parthenon analysis

AI scaling and evolution span three core areas: compute, data, and models

1. Compute 2. Data 3. Models

Semiconductors = GPUs, TPUs, 
accelerated computing

Training datasets = Internet data, 
proprietary data and synthetic data 
for model training

Foundation & Frontier Models: 
Open-Source & Closed-Source 
Models, Small & Medium-Sized 
Language Models

What does 
it contain?

Where do 
we stand 
today?

Cumulative doubling of capacity every

3-4 months

Exponentially faster doubling of 
computing power than 

historically (faster than Moore's 
Law with an 18-month interval).

Expected to be exhausted in 

2-5 year

All public text data runs out 
if models are overtrained 
by a modest factor of 5×*

Rapid expansion along 

3 axes
1. Expansion to multiple 

modalities

2. Multi-agent systems

3. New model architectures

AI: Where are we?

Page 15









































































































Stages of export growth

1. Partners for International Business; 2. Export Credit Insurance / Dutch Trade and Investment Fund; 3. Orange Trade Mission 
Fund

Source: Expert interviews; EY-Parthenon analysis

…and using the right tool at the right stage of export growth

Goal Instruments Activities

Explore

Validate

Enter / Scale

Build
(Capability/R&D)

 Discover and assess new markets; 

build initial knowledge and network

o SIB (Support International Business): Provides coaching, training, 

and funding for market entry research and first steps abroad

o Trade missions and fairs: Enable companies to meet potential 

customers and partners, and to understand local market dynamics

► First validation of a potential customer 

or partner (proof that the market is 

interested)

► Test feasibility and demonstrate 

value in the target market; reduce 

risk before major investment

o DHI (Demonstration projects, Feasibility studies): Grants for 

pilots, proof-of-concept projects, and feasibility studies in new export 

markets

o Quickscan: Mandatory pre-assessment to ensure export potential 

and compliance

► Running a pilot with a local client, 

demonstrating the solution in a real-

world setting, or conducting a 

technical/financial feasibility study.

► Secure first deals, establish a local 

presence, and accelerate growth

o PIB1: Cluster program for Dutch consortia to jointly position 

themselves in a foreign market

o ECI/DTIF2: Financing and risk mitigation for capital goods, large 

projects, or long-term contracts.

o ScaleNL: Accelerator and soft-landing program for US market entry.

o OHMF3: Branding and network support for promising SMEs.

► At this stage, companies need more 

than just knowledge, they need capital, 

credibility, and a strong network to win 

contracts and scale up.

 Strengthen innovation capacity and 

develop advanced or deep-tech 

solutions for international markets

o WBSO (R&D tax credit): Reduces wage costs for R&D activities.

o Innovation Credit: Risk-bearing loans for high-potential development 

projects

o Eurostars/EIC (for deep-tech): European grants and blended 

finance for ambitious, high-tech R&D and scale-up.

► Sustained international growth requires 

continuous innovation and the ability to 

invest in new, globally competitive 

technologies.

International expansion is not a one-size-fits-all process. Dutch AI and tech companies face different challenges at each step of their export journey. By 

distinguishing four key stages (Explore, Validate, Enter/Scale, and Build) we ensure that the right support instrument is used at the right moment, maximizing 

impact and minimizing wasted effort or funding.

Government trade instruments and recommendations
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Most important trade instruments

Source: Expert interviews; EY-Parthenon analysis

Explanation of the characteristics of the most important trade instruments 1

SIB

DHI

PIB

Instrument Target group Purpose Amount Conditions Best fit for AI Downside

► Startup

► Scale-up

► SME

► Scale-up

► SME

► Consortium 

of ≥5 

companies

First market entry, knowledge, 

network

Demo/feasibility/investment 

preparation in new country

Collective market positioning, 

branding, lobbying

► €2,500 per activity, 

max €6,500/year

► Demo: €200k; 

Feasibility/IVP: €100k, 

50–70% subsidy

► Max €350k 

government, ≥€350k 

from companies

► No existing export in target 

country, Chamber of 

Commerce registration, 

export plan

► Quickscan, export potential 

(export-multiple), responsible 

business conduct (IMVO)

► 2–3 years, sector focus, 

commitment

► Market validation, first 

customer, trade fair/mission 

participation

► PoC/pilot with client, sector 

reference case

► Value chain solution, sector 

standardization, collective 

branding

► The maximum subsidy per 

year (€6,500) is relatively 

small

► The application process can 

be time-consuming and 

complex for smaller or less 

experienced companies

► Only available for consortia 

with a multi-year 

commitment and sector 

focus. Less suitable for 

individual companies or 

those seeking quick results. 

Demand driven (might 

require pro-active role of 

government)

Government trade instruments and recommendations
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Data based on a scan of identified AI companies and their usage from the RVO-database1

1: Based on a list of companies identified by EY-Parthenon RVO has run the list through its CRM system. This has 

been done by doing a broad SAS-analysis based on the data warehouse of RVO.

Unlocking hidden potential: 150 untapped AI companies offer a gateway to 
international growth through service-led entry

Funnel of AI Solution Companies that requested international oriented services Takeaways

58% 27% 12% 3%

Europe America Asia Africa

Allocation of regio specific services of Dutch AI-companies

International orientation is strong and 

focused

▪ AI companies show a clear preference for 

North America and Europe. Their service 

requests and program participation are 

more concentrated in these regions than 

the general population, suggesting 

strategic targeting of mature markets.

Services are the main entry point

▪ Most companies first engage through 

accessible services rather than structured 

programs. This confirms that low-barrier 

offerings are key to onboarding and early-

stage support.

Company engagement is deeper than 

expected

▪ Over half of the companies have had direct 

contact with RVO, and a notable group 

maintains long-term relationships with 

multiple touchpoints — indicating sustained 

interest and relevance of RVO’s offerings.

Government trade instruments and recommendations
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Key findings from the RVO-database

Source: EY-Parthenon analysis

RVO-database insights: Broad uptake confirms wide range of export support 
instruments

Interpretation & Implications

The majority of AI companies use general RVO services, 

with a smaller subset making use of targeted export 

instruments like SIB, DHI, and PIB.

SIB and DHI are the most accessible and frequently used 

instruments for pilots, feasibility studies, and early market 

entry.

Participation in PIB is rare and typically linked to sectoral or 

thematic consortia (e.g., cybersecurity, offshore wind).

Other innovation and R&D schemes (MIT, Eurostars, 

Innovation Credit) are also popular, reflecting the innovative 

and early-stage nature of many AI companies.

Caveat: The data likely underestimates total engagement 

due to incomplete registration and the partial scope of the 

RVO-database.

Service Usage Overview

137 companies appear in the RVO-database for general services.

109 companies are listed for events and missions.

17 companies have used SIB (Support International Business).

12 companies have used DHI (Demonstration/Feasibility/Investment Preparation).

3 companies are registered under PIB (Partners for International Business).

Out of 354 Dutch AI companies with a valid Chamber of Commerce (KvK) number, 204 (58%) had at least one registered contact with an export support service—

demonstrating strong engagement with the available instruments. This confirms that the Dutch export support ecosystem offers a broad and accessible range of 

instruments that are actively used by innovative companies.

Government trade instruments and recommendations
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Key findings from the RVO-database

Source: EY-Parthenon analysis

RVO-database insights: most used export service channels

Rank Service Team / Channel
Number 

of Starts

1
RVO-IRIS (Information & 

Registration System)
25

2
RVO-SIB (Support 

International Business)
24

3
RVO-International Client 

Contact
14

4

NBSO-US / Los Angeles 

(Netherlands Business 

Support Office)

6

5
BOM (Brabant Development 

Agency)
4

RVO and RVO-SIB are the main entry points for Dutch companies seeking export support, reflecting the importance of accessible information and early-stage market entry 

services. International client contact and NBSO offices (especially in the US and Germany) are crucial for companies needing local market intelligence and hands-on support. 

DHI and regional development agencies (like BOM) play a significant role in facilitating pilots, feasibility studies, and regional export growth. The diversity of channels used 

shows that companies benefit from a broad ecosystem of support, both in the Netherlands and in key target markets.

Rank Service Team / Channel Total Interactions

1 RVO-IRIS 148

2 RVO-SIB 80

3 RVO-International Client Contact 68

4 NBSO-US / Los Angeles 49

5 RVO-DHI (Demonstration/Feasibility) 42

6 NBSO-Germany / Stuttgart 34

7 EA-US / Miami (Economic Affairs) 29

8 Amsterdam Trade & Invest 22

9 EA-Russia / Moscow 22

10 EA-Singapore 20

If we look at the entire customer journey (all service interactions), the top 10 most used service channels 

are:

Government trade instruments and recommendations
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Blueprint for AI-unit

 Singapore’s Home Team Science and Technology Agency (HTX) offers a compelling model for how to address this challenge. HTX was established as a mission-driven, AI-first public agency 

that acts as a central filter and accelerator for science and technology solutions in public safety. 

 By combining deep technical due diligence with challenge-based procurement and rapid prototyping, HTX ensures that only the most promising innovations are piloted and scaled within 

Singapore’s government ecosystem. This approach not only accelerates adoption but also builds a robust reference base for local companies to expand internationally. Inspired by this model, we 

propose the creation of a Dutch AI team, a central government organization with strong links to embassies, ministries, and the innovation ecosystem. 

 This team would have three core functions. 

– First, it would act as a qualification engine, conducting technical and business due diligence on AI companies seeking international support. This process would filter out hype and ensure that 

only credible, scalable solutions are put forward for embassy and government backing. It could also help to target companies that are of strategic importance to the Dutch ecosystem. This 

effort should focus on identifying niche AI solutions within the application layer that align with specific sector needs and international market demand. It ensures Dutch export instruments 

focusses on areas where they have a competitive advantage and where global demand is strongest. It increases the likelihood of successful market entry and resource efficiency.

– To achieve this, the following steps an iterative process should be set-up that analyses international demand signals through trade data, innovation programs, signals from embassies and 

procurement trends. It should engage stakeholders for validation via workshops with Dutch AI firms, sector experts, and trade advisors. Based on market size, entry barriers, and alignment 

with Dutch strengths a score could be given to prioritize niches. For the most promising niches a long-term plan can be set up, including target clients, certifications, and pilot opportunities. 

This process should be tested and iterated upon through small-scale pilots to validate assumptions and refine the approach.

– Secondly, the team would be in strong contact with the AI-ecosystem and monitor the development. F.E. by being physically present at the AI-hub of Techleap. In combination with taking a 

regular snapshot of the ecosystem (once every half year given the fast developments) it could monitor the geographical interest of AI companies, the usage and interest in certain instruments, 

contact the companies that have not been in contact with the Dutch state to discover the reasons, pro-actively promote PIB’s, assess whether regulatory sandboxes are needed for 

development etc.   

– Thirdly, the team can help companies and embassies with prioritization of trade instruments, training on AI and limited time and effort. By acting as a case manager, the team would ensure 

that embassies only invest their limited time and resources in companies that have passed a robust qualification process and are matched to the right instrument for their stage of 

internationalization. This would free up embassy staff to focus on high-value relationship building and strategic market development, while the team handles the technical and administrative 

heavy lifting.

– Depending on the resources and the creation of the Dutch version of DARPA, the team could also run regular challenge-based calls modeled on HTX’s open innovation programs and 

Singapore’s IMDA Open Innovation Platform. These calls would invite Dutch AI companies to propose solutions to real-world problems sourced from both Dutch and foreign public and private 

sector partners. F.E. South Korea has a market for government tech. A challenge-based call could be focused on providing solutions that are build upon requirement for the South Korean 

government. Winning companies would receive funding for proof-of-concept pilots, direct access to end-users, and fast-track support through the relevant export instruments (such as DHI or 

SIB). This approach would not only accelerate the validation of Dutch AI abroad but also create a clear, auditable pathway from idea to contract.

Source: EY-Parthenon analysis

Singapore's Home Team Science and Technology Agency offers a blueprint for 
the AI-unit

Government trade instruments and recommendations

Page 81
























































