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T H E  B I G  R E A D

The thesis this issue defends.
Independent industry analysis. Compiled from public vendor announcements, SEC filings, earnings releases,

and reputable trade press. The body sets the read for the rest of the brief.

On July 7 Anthropic pushed Claude Cowork to web and mobile with cloud-run

background sessions. On July 9 OpenAI answered with ChatGPT Work — Codex

generalized from a coding runtime into a knowledge-work runtime, bundled into a

new desktop app available on every plan including Free. Two launches, 48 hours

apart, aimed at the same conclusion: the thing enterprises will buy is not a chat

window or a model but a harness — the runtime that holds tasks, schedules,

approvals, files, and audit state.

The evidence both vendors brought is the story. Anthropic published usage data

from 1.2 million anonymized Cowork sessions across 600,000+ organizations

showing the large majority of Cowork use is non-coding knowledge work. OpenAI

disclosed that more than 1 million of Codex's 5 million weekly users already work

outside software development — the explicit rationale for the generalization. The

developer tool was a beachhead; the land grab is every desk job. And the

distribution mechanics are aggressive: OpenAI's desktop bundle undercuts

Anthropic's paid-only positioning by reaching Free users, while Enterprise and Edu

workspaces get a two-week off-by-default preview with admin opt-out before

Work auto-enables. That auto-enable clause is the procurement surface: the

agent arrives through the suite default, not through your RFP.

Why this matters beyond the two labs: the same week produced hard evidence

that the harness is where the economics live. Databricks' merged-PR benchmark

found the same model at the same effort costs over 2x more per task depending

on harness choice — and that open-weight GLM 5.2 statistically ties Claude Opus

4.8 at $1.28 vs $1.94 per task. LangChain and NVIDIA showed harness tuning

alone lifts an open model to near-Opus quality at roughly 10x lower cost. If

capability is commoditizing and the harness determines cost, then owning the

harness is owning the customer — which is exactly what both launches are

engineered to do.

The incumbents moved on schedule. Salesforce made Agentforce Commerce GA

with Shopper, Buyer, and Merchant agents plus native ChatGPT checkout —

syndicating its catalog into the rival's surface rather than defending a walled

garden — and committed $1B over five years to Switzerland for 'agentic
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enterprise' adoption. Microsoft cut 4,800 roles across Xbox and commercial sales

while funding its $2.5B Frontier unit that embeds forward-deployed engineers in

enterprise AI rollouts: the clearest example yet of an incumbent converting sales

headcount into AI delivery capacity. And Coupa detailed the full mechanics of

abandoning seats — a percentage-of-savings model cutting over at end of 2026,

with AI usage free until then to calibrate assumptions.

What to do with this week: CIOs should treat agent-suite governance as an

immediate control gap — inventory which plans auto-enable work agents, set the

admin defaults now, and demand per-task cost telemetry before fleets scale.

Vertical-function heads should assume the harness war reaches their function

within two quarters and evaluate workflow ownership, not demo quality. SaaS

investors should reprice standalone agent vendors for distribution risk — the

suites just made 'the agent' a bundled default — and watch resolution-priced and

savings-priced SKUs (Salesforce, Coupa) for whether outcome pricing survives

contact with auditability. Vertical-AI founders: the defensible wedge is the

workflow, its data, and its audit trail; the generic agent layer was just absorbed

into the suites.

T H E  B A R

An application-layer move matters when it changes one of three things: which seat or

surface a buyer pays for, which vertical's system-of-record is at procurement risk, or which

pricing model (seat / usage / outcome) governs the renewal. Moves that change none of

these are noise.
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V E R T I C A L  M O V E M E N T S

Vertical packages shipped.
6 packages this period across frontier labs, open weights, and the insurgent startup cohort. Each entry

names the vertical, origin, and pricing posture — with the decision implication for buyers of the displaced

tier.

2 0 2 6 - 0 7 - 0 9

P A C K A G E  0 1

OpenAI

O T H E R

F R O N T I E R  L A B S E A T

ChatGPT Work

Codex generalized into a knowledge-work runtime: hours-long autonomous

tasks across email, Slack, calendars, CRMs, and files, with scheduled and

trigger-based automation

The desktop bundle (Chat + Work + Codex) reaches every plan including Free, and

Enterprise/Edu workspaces auto-enable after a two-week off-by-default preview — so CIOs

must set admin posture now, before the default sets it for them. The 'Sites' beta (finished

documents, spreadsheets, and web apps as outputs) signals the deliverable-generation lane

incumbent productivity suites thought was theirs.

S O U R C E :  O P E N A I ;  T H E  V E R G E ;  V E N T U R E B E A T

2 0 2 6 - 0 7 - 0 7

P A C K A G E  0 2

Anthropic

O T H E R

F R O N T I E R  L A B S E A T

Claude Cowork (web + mobile)

Cowork reaches web and mobile with cloud-run background sessions — tasks

continue with zero devices online, sync across devices, and push approval

notifications

The cloud-run default converts the agent from a desktop tool into an always-on service

supervised from anywhere — function heads should treat mobile approval flows as the new

review surface and set notification-to-approval policies accordingly. Anthropic's own usage

data (1.2M sessions, 600,000+ orgs, mostly non-coding) is the demand proof: the agent-work

market is already bigger than the developer market.

S O U R C E :  A N T H R O P I C ;  T H E  V E R G E

2 0 2 6 - 0 7 - 0 6

P A C K A G E  0 3

Salesforce

C O M M E R C E

I N C U M B E N T  S A AS

H Y B R I D

Agentforce Commerce

Shopper, Buyer, and Merchant agents reach GA with catalog syndication into

ChatGPT (native checkout, brand as merchant of record) and Google surfaces

later this summer

Commerce leaders should treat catalog data quality and agent governance as pre-peak-

season work: the discovery surface is moving into frontier assistants, and Salesforce is

positioning to own the commerce-agent layer regardless of which assistant wins. The

merchant-of-record structure keeps the brand relationship — the detail that decides who owns

the customer when checkout happens inside ChatGPT.

S O U R C E :  S A L E S F O R C E  T R A D E  C O V E R A G E  ( S E C O N D A R Y )
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2 0 2 6 - 0 7 - 0 7

P A C K A G E  0 4

Norm Ai

L E G A L S T A R T U P

O U T C O M E

Norm Ai (AI agents + affiliated law firm)

$120M Series C at $1.2B led by Khosla — for the services-delivery model where

AI agents do the legal work inside an affiliated firm under attorney supervision

Unlike Harvey or Legora selling software to lawyers, Norm operates the delivery wrapper itself

— and is building supervisory agents that audit other AI agents in regulated workflows, with

clients representing $30T+ in AUM. For founders and investors the signal is that the AI-native

services firm, not just the tool, is now venture-fundable at unicorn multiples; for GCs it means

'AI law firm' is a procurement category to evaluate, not a thought experiment.

S O U R C E :  T E C H C R U N C H ;  L A W S I T E S

2 0 2 6 - 0 7 - 0 9

P A C K A G E  0 5

Mercor

E N G I N E E R I N G

S T A R T U P U N KN O W N

Deeptune (RL training environments)

Mercor (~$10B) acquires the startup that recreated hundreds of enterprise

applications as RL training environments for frontier labs

Agent quality is increasingly determined upstream — in the training environments that teach

models to operate enterprise software — and this deal consolidates environment construction

with Mercor's expert-labor marketplace into one agent-readiness vendor. Buyers evaluating

'can the agent use our systems' should ask vendors which environments their agents trained

in; the answer now has a supply chain. Note the flagged conflict: Mercor's founder was an

angel investor in Deeptune.

S O U R C E :  M E R C O R ;  F O R T U N E

2 0 2 6 - 0 7 - 0 6

P A C K A G E  0 6

Microsoft

O P E R A T I O N S

I N C U M B E N T  S A AS

U N K N O W N

Frontier Company unit + commercial-sales restructuring

Microsoft cuts 4,800 roles (2.1%) across Xbox and commercial sales while

funding a $2.5B unit embedding forward-deployed engineers in enterprise AI

deployments

This is the cleanest example yet of an incumbent converting sales headcount into AI delivery

capacity — the forward-deployed-engineer model moving from Palantir-style specialists to the

largest enterprise vendor. CIOs should expect their Microsoft relationship to arrive with

embedded delivery engineers attached to AI commitments; competitors' enterprise reps should

expect the same restructuring internally within two quarters.

S O U R C E :  T E C H C R U N C H ;  C N B C
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I N C U M B E N T  R E S P O N S E S

How the SaaS estate is answering.
4 moves from established SaaS vendors reacting to the agentic shift — product launches, repositioning,

earnings color, partnerships. The system-of-record incumbents defending turf against systems of action.

2 0 2 6 - 0 7 - 0 6

R E S P O N S E  0 1

Salesforce

A G E N T F O R C E  C O M M E R C E

+  $ 1 B  S W I T Z E R L A N D

C O M M I T M E N T

GA'd the commerce-agent trio with ChatGPT-native checkout
syndication, and committed $1B over five years to Switzerland for
'agentic enterprise' adoption

The syndication posture — putting the catalog inside rival AI surfaces with the brand as

merchant of record — is the system-of-action play adapted for a world where discovery

happens in assistants. Investors should read the Switzerland commitment as internationalized

agentic go-to-market; buyers should note Salesforce is racing to be the layer between their

catalog and every assistant.

S O U R C E :  T R A D E  C O V E R A G E ;  S A L E S F O R C E

2 0 2 6 - 0 7 - 0 6

R E S P O N S E  0 2

Microsoft

W O R K F O R C E

R E S T R U C T U R I N G  A R O U N D

T H E  F R O N T I E R  U N I T

4,800 roles cut with commercial sales explicitly restructured around
the $2.5B Frontier AI-deployment unit; HR chief conceded 'AI is
changing how work gets done'

The vendor selling AI transformation is applying it to its own cost base first — with the stock

down 19% YTD, the market is demanding proof the spend converts. CIOs gain leverage:

Microsoft needs referenceable Frontier deployments this fiscal year, which is exactly when to

negotiate embedded delivery capacity into renewals.

S O U R C E :  T E C H C R U N C H ;  C N B C

2 0 2 6 - 0 7 - 0 7

R E S P O N S E  0 3

Coupa

P E R C E N T A G E - O F -

S A V I N G S  P R I C I N G

C U T O V E R

CEO detailed the full seats-to-outcomes mechanics: percentage-of-
savings pricing replaces seat licensing at end of 2026, with all AI usage
free until the switch to calibrate assumptions

A major spend-management incumbent is now on record abandoning seats entirely —

alongside Zendesk ($1.50/resolution), HubSpot ($0.50/resolution), and Salesforce's pay-per-

resolution, outcome pricing has crossed from support into procurement. Buyers should model

both sides before renewal: Coupa claims 50x customer returns and thinks agents double

achievable savings, which means the vendor's percentage claim on those savings is the

negotiation.

S O U R C E :  D I G I N O M I C A  ( C E O  I N T E R V I E W )

2 0 2 6 - 0 7 - 0 8

R E S P O N S E  0 4

Reevo

C I R O  A C Q U I S I T I O N

( B 2 B  P R O S P E C T I N G

A G E N T S )

Sales-tech consolidation continues: Reevo acquired the B2B
prospecting agent Ciro, following HubSpot's Warmly purchase two
weeks earlier

The sales-agent category is consolidating around owned signal data and distribution rather

than standalone agent capability — the second acquisition in the space in two weeks.

Founders selling prospecting agents without proprietary data should expect acquirers, not

Series B term sheets.

S O U R C E :  T R A D E  C O V E R A G E
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S T A R T U P  S I G N A L S

The insurgent vertical cohort.
4 startup signals this period — funding rounds, named customer wins, product launches, and M&A. The

cohort between frontier labs moving down the stack and SaaS incumbents defending the record-of-truth.

2 0 2 6 - 0 7 - 0 7

S I G N A L  0 1

Norm Ai

L E G A L

$ 1 2 0 M  A T  $ 1 . 2B

Raised $120M Series C at $1.2B valuation led by Khosla Ventures, with
Blackstone as both investor and customer

Total raised exceeds $260M in under three years for the agents-plus-affiliated-law-firm model

— the market is funding AI-native service delivery, not just legal software. The supervisory-

agents roadmap (AI auditing AI in regulated workflows) is the piece every regulated-industry

buyer should be tracking.

S O U R C E :  T E C H C R U N C H ;  L A W S I T E S

2 0 2 6 - 0 7 - 0 8

S I G N A L  0 2

Prime Intellect

E N G I N E E R I N G

$ 1 3 0 M  A T  $ 1 B

Raised $130M Series A at $1B valuation led by Radical Ventures — with
NVIDIA, Intel, and Dell strategic capital backing agent-infrastructure
compute and tooling

A chipmaker-heavy syndicate (plus founder angels from Perplexity, Box, Harvey, Cognition, and

Mercor) is betting that enterprises will build their own agents on independent infrastructure

rather than renting the labs' harnesses — the counter-thesis to this week's suite consolidation.

Both theses can pay if the harness layer bifurcates into suite-default and self-hosted lanes.

S O U R C E :  T E C H C R U N C H

2 0 2 6 - 0 7 - 0 9

S I G N A L  0 3

Mercor

E N G I N E E R I N G

U N D I S C L O S E D

Acquired RL-environment builder Deeptune (a16z-backed, $43M
Series A earlier this year), consolidating the agent-training supply
chain

Environment construction plus expert labor plus evaluation in one vendor — the picks-and-

shovels layer of agent readiness is consolidating before most enterprises know it exists.

Investors should map who else owns enterprise-app training environments; it is a short list

about to get pricing power.

S O U R C E :  M E R C O R ;  F O R T U N E

2 0 2 6 - 0 7 - 0 6

S I G N A L  0 4

Patronus AI

E N G I N E E R I N G $ 5 0 M

Raised $50M Series B to stress-test AI agents in simulated
environments before production deployment

Agent evaluation is becoming its own funded category on the buy side of this week's

verification story (METR's reward-hacking findings, the GitLost exfiltration disclosure).

Enterprises granting agents autonomy should line-item third-party agent testing the way they

do penetration testing.

S O U R C E :  T R A D E  C O V E R A G E
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P R I C I N G  S H I F T S

Seat to outcome, one move at a time.
2 public pricing-model shifts this period. The 'data owns the application' thesis predicts a structural move

from seat-based to outcome-based pricing across SaaS; the rate of change is itself a market signal.

2 0 2 6 - 0 7 - 0 7

S H I F T  0 1

Coupa

Seat-based → Outcome-based

Percentage-of-savings pricing replaces seat licensing at the end of 2026, with all AI usage

free until the cutover so Coupa can calibrate assumptions against its $10T-cumulative-

transaction network. The CEO claims customers earn 50x returns on license fees and that

agents could double achievable savings within two years — which is precisely why buyers

should contractually define 'savings' and its measurement before the new model prices that

doubling for the vendor.

S O U R C E :  D I G I N O M I C A  ( C E O  I N T E R V I E W )

2 0 2 6 - 0 7 - 0 9

S H I F T  0 2

OpenAI

Seat-based → Hybrid

ChatGPT Work ships inside existing subscriptions but the desktop bundle reaches Free users,

and the GPT-5.6 API tiering underneath (Sol $5/$30, Terra $2.50/$15, Luna $1/$6) resets the

usage-priced floor — Terra at half GPT-5.5's rate. The suite is seat-priced, the runtime

underneath is usage-priced, and the free desktop distribution is the wedge: expect enterprise

negotiations to center on agent usage pooling across the two.

S O U R C E :  O P E N A I ;  T H E  V E R G E
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V E R T I C A L  S C O R E C A R D

Who leads each vertical.
Leader-vs-challenger by vertical, useful for procurement shortlists when matching workload to vendor

cohort. As of Jul 11, 2026.
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V E R T I C A L L E A D E R C H A L L E N G E R R E A D

Support ServiceNow Microsoft Service Agent Carried from W27; no in-window support-

specific move, but the ChatGPT Work / Cowork

harness war will reach support queues next —

resolution-priced SKUs now compete with

suite-default agents.

Commerce Salesforce

(Agentforce

Commerce)

OpenAI (ChatGPT

checkout)

New row: Agentforce Commerce GA'd with

ChatGPT-native checkout syndication. The

uneasy structure — Salesforce owns the

catalog and merchant of record, OpenAI owns

the discovery surface — is the vertical's

defining tension.

Engineering OpenAI Codex Cursor Codex merged into the ChatGPT desktop app

with 5M weekly users; the harness supply

chain consolidated upstream too

(Mercor/Deeptune, Prime Intellect's $130M for

self-hosted agent infra).

Legal Harvey Norm Ai Norm's $120M at $1.2B promotes the services-

delivery model to challenger: agents doing the

work inside an affiliated firm, versus Harvey

selling software to lawyers. Two different

answers to who captures the workflow.

Research Anthropic (Claude

Science)

Google DeepMind /

OpenAI

Carried from W27; the Anthropic AI-for-Science

application window closes Jul 15 — the funded

cohort will show which domains get subsidized

next.

Marketing Adobe Salesforce Carried from W27; no in-window marketing-

specific move. Watch whether Agentforce

Commerce's merchant agents blur into

marketing automation by fall.

Operations ServiceNow OpenAI (ChatGPT Work

automations)

Challenger updated: ChatGPT Work's

scheduled and trigger-based tasks put general-

purpose automation inside the suite default —

trigger governance and approval queues are

now a cross-vendor requirement, not a

ServiceNow feature.

Finance Microsoft Dynamics Coupa (outcome-priced

procurement)

Challenger updated: Coupa's percentage-of-

savings cutover makes procurement the

second vertical (after support) where seat

pricing is publicly dying.

E X E C U T I V E  B R I E F  —  I S S U E  1 1  —  W E E K  2 8  O F  2 0 2 6  |  B R I A N  L E T O RT I S S U E  2 0 2 6 - W 2 8

B R I A N L E T O RT. A I / I N D U S T R Y / A P P L I C AT I O N S 1 0  O F  1 5



V E R T I C A L L E A D E R C H A L L E N G E R R E A D

Security Formal verification /

assurance tools

Agent evaluation

vendors (Patronus,

Noma)

Challenger updated: the GitLost private-repo

exfiltration disclosure and Patronus' $50M

round mark agent stress-testing as a funded,

buyable category — least-privilege agent

scoping is this quarter's review-checklist

addition.

Other Suite-default

harnesses (ChatGPT

Work, Claude

Cowork)

Self-hosted harness

stacks

Reframed from W26-27's 'vertical workflow

owners' row: the generic agent layer

consolidated into suites this week, so the

durable startup wedge narrows to workflow

state, proprietary data, and audit — or the self-

hosted lane Prime Intellect just got funded to

build.
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A R C H I T E C T U R E  W A T C H

Patterns to track.
4 cross-vendor patterns this period. Each pattern names the trend, the exemplar moves, and what it

changes for procurement, cost, or vendor-risk posture.

P A T T E R N  0 1 The harness is the product — and the lock-in layer

ChatGPT Work (Codex generalized, free desktop distribution)

Claude Cowork cloud-run sessions Databricks harness cost benchmark

LangChain/NVIDIA HarnessProfile

Capability is commoditizing (Terra at half GPT-5.5; open models at per-task parity) exactly as evidence

lands that the harness determines cost — over 2x per-task swings at equal quality per Databricks. The

labs' answer is to bundle harness and model into suite defaults, making the runtime the lock-in layer. The

buyer's counter is to demand harness portability: task definitions, schedules, approval flows, and audit

trails that can move between runtimes. Ask for it now, while the war makes vendors generous.

S O U R C E :  O P E N A I ;  A N T H R O P I C ;  D A T A B R I C K S  E N G I N E E R I N G

P A T T E R N  0 2 Auto-enable defaults replace the sales cycle

ChatGPT Work two-week off-by-default preview, then auto-enable

Cowork mobile push approvals

Claude Code Auto mode default on Bedrock/Vertex/Foundry

The distribution mechanics of this week's launches share a shape: the agent arrives inside an existing

subscription, off by default, with a short admin window before it enables itself. That converts enterprise AI

adoption from a procurement decision into a governance deadline. IT leaders should inventory every

suite's agent-default posture and set org policy proactively — the vendors have discovered that the

default is the sale.

S O U R C E :  O P E N A I ;  A N T H R O P I C ;  C L A U D E  C O D E  C H A N G E L O G

P A T T E R N  0 3 Outcome pricing spreads from support to procurement

Coupa percentage-of-savings (end of 2026)

Salesforce pay-per-resolution (GA July)

Zendesk $1.50/resolution; HubSpot $0.50/resolution

W27 marked support as the first vertical where seat pricing visibly died; Coupa's detailed cutover

mechanics extend the pattern to spend management — the second vertical where the outcome is

measurable enough to price (savings, like resolutions, can be counted). The pattern predicts where

outcome pricing lands next: verticals with a countable outcome and vendor-controlled telemetry.

Contract the measurement definition before the SKU arrives.

S O U R C E :  D I G I N O M I C A ;  C X  T O D A Y
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P A T T E R N  0 4 The agent-readiness supply chain consolidates upstream

Mercor/Deeptune (RL training environments)

Prime Intellect (agent compute + tooling) Patronus AI (agent stress-testing)

Three funding-and-M&A events in one week mapped a supply chain most buyers cannot see:

environments that train agents on enterprise software, infrastructure to run self-hosted agents, and

evaluation to certify them. As the suites consolidate the visible harness layer, the invisible readiness layer

is where differentiated capability (and pricing power) is forming. Diligence question for any agent vendor:

whose environments, whose infra, whose evals.

S O U R C E :  M E R C O R ;  T E C H C R U N C H ;  F O R T U N E
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W A T C H L I S T

On the radar next.
6 catalysts in the next 7–30 days that would change the read materially — earnings prints, conferences,

expected launches, regulatory decisions, and competitive responses.

J U L  1 5

W A T C H  0 1

Anthropic AI for Science applications close

The funded cohort (up to 50 projects, $30K credits each) shows which verticals Anthropic

subsidizes next in the workbench playbook — carried from W27, resolves this week.

J U L  2 2 - 2 3

W A T C H  0 2

ChatGPT Work auto-enable window closes for early Enterprise/Edu
workspaces

The first mass agent auto-enablement event in enterprise software: watch for admin

pushback, security-team escalations, or a quiet default acceptance that validates the

distribution model.

W E E K  O F  J U L  2 1

W A T C H  0 3

Q2 earnings wave: ServiceNow (Jul 22), then Alphabet / Microsoft /
SAP (dates aggregator-estimated)

Microsoft's print is the one to watch — Copilot revenue disclosure plus Frontier-unit framing

after the 4,800-role cut will show whether the sales-to-delivery conversion is a margin story

or a revenue story.

L A T E  J U L

W A T C H  0 4

First ChatGPT commerce transaction data (Agentforce syndication
GA)

Native ChatGPT checkout with the brand as merchant of record either produces real

conversion data before peak season or proves assistant-surface commerce is still a demo —

retail roadmaps hinge on which.

A U G  3 1

W A T C H  0 5

Sonnet 5 introductory pricing ends

The step-up to $3/$15 lands with Databricks data showing Sonnet 5 already costs more per

task than Opus 4.8 — agent-fleet budgets built on the intro rate need re-modeling now.

Q 3  2 0 2 6

W A T C H  0 6

SpaceX/Anysphere (Cursor) close expected

Grok 4.5 was co-trained with Cursor pre-close — the first product evidence of the

combination. Watch rival-lab model availability on Cursor post-close as the live vendor-risk

test for agentic dev tooling.
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M E T H O D O L O G Y  A N D  A U T H O R S H I P

How this brief is built.
Compiled from public vendor announcements, SEC filings, earnings releases, conference coverage, and

reputable trade press. The publication sits alongside The AI Stack Weekly (cross-stack flywheel) and The

Model Pulse (model layer), each available at brianletort.ai/industry.

W H A T  E A C H  S E C T I O N  I S  F O R

VERTICAL

MOVEMENTS

Vertical-specific packages shipped from frontier labs, open-weights labs,

or vertical-AI startups. Each card cites a single primary source and names

the vertical, origin, and pricing posture.

INCUMBENT

RESPONSES

Established SaaS vendors reacting to the agentic shift: product launches,

earnings color, partnerships, repositioning, restructuring.

STARTUP SIGNALS The vertical-AI insurgent cohort: funding rounds, customer wins, GA

announcements, M&A. Tracked between frontier labs (top-down) and

SaaS incumbents (defending).

PRICING SHIFTS Public moves from seat-based to outcome-based pricing. Empty in quiet

weeks — that itself is a signal of pace.

VERTICAL

SCORECARD

Leader vs challenger by vertical. A snapshot for procurement shortlists;

refreshed every issue.

A U T H O R S H I P

Brian Letort

BrianLetort.AI · Independent analysis.

All sources public. Not investment

guidance.

T H I S  I S S U E

Issue 11

Week 28 of 2026 · July 11, 2026

W E B

brianletort.ai/industry/applica

The Application Layer archive, plus the

sibling publications: The AI Stack

Weekly and The Model Pulse.
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