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Introduction

Viaduct is an industrial Al software company, originally spun out from the Stanford Al Laboratory, that applies
patented time-series machine learning to manufacturing quality, with connected-asset diagnostics as an
extension of that core capability. The company was acquired by Sumitomo Rubber Industries (SRI) in August
2025 for $104 million, transitioning from an independent venture-backed startup into the digital transformation
arm of a global tire manufacturer. Viaduct now runs as a wholly owned subsidiary while continuing to sell

its intelligence platform commercially to discrete manufacturers — spanning automotive, medical devices,
agriculture, construction and aerospace — and fleet operators. With a 451-estimated revenue run rate in the
$20 million range and a headcount approaching 100, Viaduct represents a structurally unusual industrial
software play: a niche Al specialist operating inside a century-old materials conglomerate.

THE TAKE

Viaduct occupies a distinct position in the industrial Al stack with a purpose-built time-series Al
platform for discrete manufacturing and fleet operators that delivers insights to reduce quality
issues and defects, improve output and productivity, and enhance asset performance. Its tight focus
positions it as a competitor but also a possible partner to larger manufacturing execution system
(MES) giants or global systems integrators combining strategy and integration work in the sector.
The Sumitomo acquisition delivers financial stability and a captive global deployment base but
introduces structural risk: operating as a digital unit inside a tire manufacturer makes vendor-neutral
positioning harder to sustain when selling into rival OEMs and Tier 1 suppliers. The critical test over
the next 12-24 months will be whether Viaduct can productize its consulting-led engagements into
repeatable SaaS business. Failure to do so could effectively leave it a high-margin but hard-to-scale
data sciences/Sl specialist.

Context

Viaduct was founded in 2019 as a spinout from the Stanford Al Laboratory, built on foundational research

in multivariate time-series machine learning. The company is headquartered in Sunnyvale, California, with
secondary presences in Kobe, Japan and Ljubljana, Slovenia. Its founding thesis was that industrial enterprises
—automotive OEMs in particular —were generating vast quantities of connected-asset telemetry without the
specialized tooling required to extract actionable intelligence from it.

SRl first engaged Viaduct as a customer roughly four years before the acquisition, contracting it to build
predictive tire wear models. SRI then participated in Viaduct’s $10 million Series B in mid-2024, led by FM
Capital with participation from Innovation Endeavors, Exor Ventures and Stellantis Ventures. The full acquisition
for $104 million closed in August 2025, transitioning Viaduct from an independent startup with approximately
$11 million in total funding into a wholly owned subsidiary charged with two mandates: grow an external
commercial SaaS business and digitize SRI's global manufacturing operations.

Viaduct cites its value proposition as running across four key areas. First, in-plant manufacturing, intercepting
quality and process deviations before product ships. This is the mature core of its business and the source of
the majority of current revenue and near-term pipeline. Second, in-field quality, correlating that manufacturing
data with warranty claims, telematics and fault codes from deployed assets, feeding a closed loop back into
stage one rather than starting from it. Third, equipment and machinery, reducing downtime and improving
throughput. And fourth, proactive tire monitoring to enhance the tire lifespan and decrease the cost of
ownership.
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The company reached approximately 100 employees by mid-2026, including a Japan-based team of 15-20
focused on the Asia-Pacific region, according to management. SRI does not break out Viaduct’s financials
separately as part of a larger parent organization; 451 Research estimates revenue consistent with a $20 million
run rate, with manufacturing the leading driver of both current revenue and near-term expansion.

Technology and Products

Viaduct says its intelligence platform is built specifically for complex, fast-moving industrial data. The platform’s
primary differentiator is its patented multivariate time-series machine learning models, which are trained
natively on manufacturing and connected asset data rather than adapted from general-purpose Al frameworks.
This matters in practice: standard off-the-shelf Al models often fail in industrial contexts because they cannot
handle the sequential, chronological nature of machine and connected asset data at scale. Viaduct’s approach
is to abstract that complexity away, allowing quality engineers and operations managers to run analyses in
minutes that would otherwise require weeks of custom data science work, the company claims. Specifically for
manufacturing, the platform operates primarily across two connected domains:

— In-plant operations: It ingests data from programmable logic controllers (PLCs), machine sensors, defect
logs, and process records to correlate assembly-line conditions with downstream failure patterns and
equipment downtime.

— In-field quality: It ingests telematics, warranty claims, fault codes and service notes from deployed assets.

The core analytical value lies in correlating datasets across these two streams: identifying that a component
failure appearing in warranty data 18 months post-production traces to a specific process deviation on a
specific shift in a specific plant. According to a company case study, a passenger vehicle OEM cut defect
detection time by 61 days and saved $1 million by catching a door glass regulator issue before it escalated in
the field. A second case study extends the value proposition into the fleet leg, citing a heavy-duty OEM saving
$32 million by identifying and routing repair resources to vehicles at highest failure risk.

The platform is described as 80% turnkey and 20% configurable. The customizable layer uses a feature called
“Memories,” which trains the system on customer-specific terminology — normalizing variant labels like “super
screen” and “gauge cluster” across disconnected enterprise data sources —without requiring formal ontology
mapping or a systems integration engagement. This addresses a key barrier to industrial software adoption: the
data preparation burden.

Viaduct’s LLM-based assistant, “ViaDuck,” allows users, such as quality technicians, line managers and warranty
analysts, to query complex time-series datasets using natural language, generate failure reports and group
anomaly clusters without writing code. This reduces dependence on scarce, expensive data science talent and
broadens the platform’s addressable user base within any given enterprise customer.

Strategy

Viaduct operates on a dual-mandate model: grow a commercial SaaS business externally while serving as
the digital transformation engine for SRl internally. Management describes the manufacturing revenue mix
as approximately 80% recurring platform revenue and 20% custom modeling services, the latter comprising
engagements in complex verticals such as semiconductor fabrication. The consulting component generates
revenue and deepens vertical expertise but carries the classic industrial software risk — it is resource-
intensive, difficult to scale and can divert engineering capacity from productization.

The go-to-market strategy targets two buyer segments in priority order. First, plant and quality teams within
discrete manufacturers broadly, seeking to catch quality and process problems in production. Second, data
analytics and data science teams seeking predictive failure custom modeling solutions.

The company’s primary commercial channel runs through direct enterprise sales, with Sumitomo’s global
relationships providing a warm path into Asian OEM accounts and the newly established Japan team
accelerating Asia-Pacific penetration. Viaduct charges one price for unlimited users, data and Al usage, which
helps bypass growing customer concerns about metered Al token consumption costs.
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Competition

Viaduct’s competitive landscape is best read in order of displacement risk, not category size. Six major risk
areas are listed below.

Internal build. The most common displacement opportunities are organizations with a data layer and Bl tooling
—including in-house teams using generic Al tools such as ChatGPT-class LLMs. Such enterprises often lack the
internal IT resources and knowledge to build and maintain those tools in-house while also managing growing Al
usage costs.

Consulting plus custom development. Firms such as McKinsey & Company, Deloitte and Capgemini SE engage
with large manufacturers as strategy advisors that often expand into build-and-run services or hand off to
internal teams. Such engagements are expensive and can become overly broad, a cost and complexity profile
that opens the door to more targeted, point-solution alternatives.

General-purpose data and analytics platforms. Viaduct says it runs into C3.ai Inc., Palantir Inc. and Microsoft
Corp’s Power Bl in the RFP stage, where their breadth across sales, marketing and HR can be a competitive
weapon. Where such broad data platforms are already installed, Viaduct’s counter-position is to sell its Al
technology layer on top rather than displace the data layer — a partnership-adjacent dynamic more than a
head-to-head one.

MES/QMS/ERP incumbents — a partnership opportunity. Rockwell and Plex hold a decades-deep installed
base among discrete manufacturers. Viaduct’s stated posture is to pursue augmentation, not displacement,
positioning these incumbents as a structural opportunity rather than a competitive threat.

Point Al vendors. Viaduct says Augury, Senseye (Siemens) and Uptake (recently acquired by Bosch) are
encountered occasionally, approaching from adjacent angles such as asset health and predictive maintenance
versus Viaduct’s broader manufacturing lifecycle approach.

Fleet telematics. Specialists such as Samsara and Geotab, plus connected-vehicle data platforms such as
Motorg, remain logistics-oriented today and typically do not bridge into the manufacturing plant. They bear
watching, though, as Viaduct’s fleet business matures over the next two to three years, and as those fleet-first
players broaden their ambitions.
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SWOT Analysis

STRENGTHS

Viaduct’s deep, defensible manufacturing quality
focus is applicable across discrete verticals rather
than tied to one. Its backing by SRI offers financial
stability and a captive deployment base. The
company provides proof of return on investment in
its use cases: $1 million and $32 million in named
OEM savings via its hard-to-match data integration
and analysis.

WEAKNESSES

Viaduct's modest annual recurring revenue

could deter large OEM customers seeking more
substantial partners, while its consulting mix could
impact scalability. Its status as an SRI subsidiary
could create conflicts when selling to SRI
competitors such as Bridgestone Corp., Michelin
and The Goodyear Tire & Rubber

Company.

OPPORTUNITIES

MES, QMS and Sl partnerships provide an explicit,
near-term opportunity. Its discrete vertical
expansion delivers an active — rather than
aspirational — pipeline. Next-generation demand
for closed-loop product lifecycle management,
along with field data feeding back into production,
could become a differentiator.

Source: 451 Research by S&P Global.

THREATS

In-house builds represent the main threat —
improving generic Al tooling makes it more feasible
for some organizations to do Al on their own. Fleet-
adjacent players like Samsara and Geotab that are
moving up the analytics stack are a longer-horizon
risk specific to Viaduct’s fleet ambitions, but they
lack focus on discrete manufacturing.

The author used a proprietary S&P Global Al platform in the production of this report. It was subsequently
peer-reviewed, fact-checked and edited before publication. S&P Global uses generative Al to create contentin

accordance with our Terms of Use.
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