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The Cognitive Blueprint
of Consumer Al

Why the best model does not automatically
win—and how mental availability, defaults,

gng habit decides the market.
y bamboo team
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The Technical lllusion The Consumer Reality
Consumers retrieve a familiar product from memory.

Engineers view the market as a contest of engines:
They choose a recognizable interface that produces

reasoning models, hallucination rates, context
windows, and benchmark scores. an acceptable outcome, not a foundation model.
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Key Insight: The first commercial battle is not model
evaluation. It is entry into the consideration set.




The Evidence of Mental Availability

The Lens Matrix

* The Consumer Lens

The Engineering Lens

Focuses on Model Architecture & Benchmarks Focuses on Brand, Defaults & Familiarity

US Adult Chatbot Usage (Pew Research, Feb 2026)

ChatGPT: 44%
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sommmmet Meta Al 1.4% . 91% of Al users reach for their
favorite general assistant first,
| regardless of the task. (Menlo Ventures) |
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onsumers Choose a Doorway, Not a Foundation
To the mainstream consumer, the technical stack is collapsed.
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1. The Task (Prompt/Need) — Consumer Focus A user says they
7 7, “used ChatGPT”
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3. The Device/Platform (Distribution) choosing an engine.
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The Three Functions of an Al Brand

Reduces

Compresses ’0: o

Technical >
Complexity

Creates
b‘: Coﬁiamjelﬁy

A single cognitive token is Spares the user the friction Remains a stable, recognizable

easier to evaluate than shifting of conducting a fresh, anchor even as the underlying

model names, parameter exhaustive market review technical system is completely
counts, and specifications. for every daily task. swapped out or upgraded.



Category Centrality: Monopolizing the Entry Points

The brand with the most connections to everyday needs wins the default prompt.

Help me

] Help me _ Help me
brainstorm Qbrainstorm, understand  understand

Help me

summarize g - plan
ﬁrh ' . 5 - :
.

-»ﬁ 4
Help me f Heip me | ‘ ~
research W research ‘

‘b.-.._,###”m Help me
start

Help me
summarize

Help me '
decide /¥ decide

Help me start

The Hub: Serves as the
prototype for the entire
category.

The Spokes: Nearly
80% of conversations
are practical guidance,

iInformation seeking,
and writing.

The Result: Maximum
opportunities to be
retrieved from memory
and reinforced.
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The Five-Gate Model of Everyday Al Choice

To win a user, a product must successfully pass through

’ five mterconnected gates of behavioral economics.

1. REMEMBERED 2. REACHABLE 3 REWARDING_ 4. REASSURING REPEATABLE

(Mental Availability) (Physical *‘Eﬁ'— - (Perceived (Task Specific Trust) (Habit)
Availability) Usefulness) -
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1. REMEMBERED 2. REACHABLE 3. REWARDII:I‘(HIEE-_ 4. REASSURING 5. REPEATABLE
(Mental Availability)  (Physical Availability) (Perceived Usefulness) (Task-Specific Trust) (Habit)



The Formula is Multiplicative, Not Additive

- Expected - e Learned | s
Retrieval x Access xUsefulnessx Specific x Habit

| Trust I

Probability

of Choice

A famous product
that repeatedly
hallucinates = 0

Al] accurate service
with too much
access friction=0

A brilliant model
that is not
remembered =0

0

0

0
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I‘ Gate 1 & 2: Mental and Physical Avalilability II
Gate 1: Remembered Gate 2: Reachable
Which Al comes to mind? Which Al takes the least effort?
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Consumers default to recent, frequent, and contextually Defaults rule behavior. Every extra tap creates friction.
similar experiences.
Physical availability means being the assistant pinned in the
If a specific situation repeatedly leads to one brand, the browser, the button inside the document, or the existing app
situation itself cues the brand. Retrieval becomes automatic. on the phone.
Synthesis: Mental availability earns consideration. Physical availability makes it effortless to act.
© © 2026 Bamboo . All Right Reser bd.




| Gate 3: Rewarding (Perceived Usefulness) |

Which Al is likely to give me a useful result?

The Prompt The System Processing
(Technology Acceptance Model)

The Mechanism The Reality Check

Adoption hinges on perceived usefulness Mental availability may earn the first
and expected effort. A tool must deliver prompt, but usefulness is what earns

value without excessive friction. the second.




| Gate 4: Reassuring & The Trust Brake |

Which Al do | trust enough for this specific task?
Low Stakes: L e T High Stakes: Medical
Generating gl ') 1Y, | diagnosis, legal decisions,

birthday ideas, major financial
brainstorming. commitments.

(@ 76% of non-users do not trust
N chatbots to provide accurate

A
At e

information. (Pew, 2026)

Familiarity reduces uncertainty, but it cannot

scale the vertical wall of high-stakes trust.
High stakes require observable evidence of
accuracy, privacy, and provenance.




|| Gate 5: Repeatable (The Automaticity Loop) ||

Which Al already knows how | work?

1. Cue
| need to write
an emall.

The strategic asset is
no longer the software.

4. Reinforcement

The behavioral associatio . Open the default Al
It is the learned (no fresh decision made).
behavior.

Immediate, useful
assistance,




he ChatGPT

| The ChatGPT Centrality Flywheel |

wheel

1. Cultural Visibility p&s :
900m weekly users)

7.Advocacy 'V i
(Recommendations k22 2
loop back to visibility) & :

4 (Saved history creates &
switching costs
4 (Cognitively cheaper than

evaluating alternatives

2. Memory Retrieval
First to mind

3. Disproportionate Trial
First opportunity to solve)

4, Experiential

Evidence
Reduces uncertainty

Rebuilding the consumer’s
learned associations,
confidence, and routines is

monumentally hard.

TheMoat |
Opening a competitor’s "
website is technically easy.

@ © 2026 Bamboo. All Right Reserjed.




[ The Myth of the MonolithicUser |

Archetype Primary Driver Decision Behavior Iggﬂfnattyégt
1. The Category Novice | Fame & Social Proof | Tries what everyone talks about Low

2. The Habitual Generalist Reliability Low

Uses default first (91% of
users); rarely compares
Uses what is already open High
(Google/Microsoft) J

3. The Ecosystem User | Physical Availability

4. The Specialist Quality & Switches for specific tasks
(Power User) Benchmarks (coding, images)

9. The High-Stakes
Verifier

Moderate

Cautious; demands sources

and privacy Moderate

Trust & Accuracy

Expert comparisons explain specialist switching, not mainstream default formation.
The mass market leader is determined by Novices, Generalists, and Ecosystem.Users...|.




Il The Ultimate Vulnerability: Destination vs. Ambient Al ||

Destination Al (The Present Lead) Ambient Al (The Imminent Threat)

Em=//
I

—

At

e A recognizable place people intentionally visit for * |ntelligence already present inside the activity the consumer
intelligence. is currently performing.

Will people intentionally open the Al they remember, or default to the Al already embedded in the moment? |
* Relies entirely on mental availability to trigger the visit. * Bypasses mental availability by leveraging physical availability...}.




I‘ The Ambient Encroachment: Intercepting the Need ||

Google (Intercepting ~ Microsoft (Owning the | Meta (Owning the
Search & 0S) Work Context) Conversational Context)

flasy

Integrating Gemini deeply across Consolidating Copilot into a Deploying Meta Al across WhatsApp,
Search, Gmail, Photos, and Android. consistent button within Word, Instagram, and Messenger.
The user encounters Al natively Excel, and Teams. For an employee | Messaging is already conversational;
while navigating their digital life, already inside a document, querying Al inside an existing chat
negating the need to open a Copilot physically removes the requires near-zero behavioral change.
separate app. need to seek a destination Al.

. == == —— .
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I‘ The Global/Local Intersection: The South African Lens ‘I

How local physical distribution beats global fame.

The Data:

23.1% of South Africa’s
working-age population used
generative Al in early 2026.

'

Global Mental Availability

;@ ChatGPT benefits from
& BY-) international fame and
N’ media coverage.

5 local Android habits. Meta

Local Physical Availability
Competitors intercept this fame
F.

by living where the user already
iS. Google connects Gemini to

I

A competitor doesn’t need to defeat a leader globally if they can become leverages massive WhatsApp
—| | more physically available and locally trusted in specific, daily contexts. penetration.

2026 Bamboo. All Right Reserved.



| Synthesis: The Two-Layer arket Structure |

Layer 2: The Portfolio of Specialists (The Canopy) When does the better model win?
Tools chosen specifically for high-value tasks (coding, image Only when the task is frequent,

generation, deep research). highly consequential, the performance
60% of users combine general and gap is highly noticeable, or the

i M ‘hq:i:i:fi :«t‘i,i‘l; 2
specialized tools (Menlo). fidi? default repeatedly fails.
i R
S S

Layer 1: The Default Generalist (The Bedrock)

Receives the first prompt based on convenience and mental availability. Controls the
initial customer relationship and observes exactly when specialist demand arises.
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HOW T0 BUILD AN Al BRAND THAT SURVIVES
BEYOND RAW MODEL CAPABILITIES. ~~—¢

If the market is decided in the brief interval /
between a need appearing and a person deciding
where to take it, how do we engineer that interval?
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Play 1: Anchor to Situations, Not Architecture

BiggerGentextWindows Help me prepare for this meeting.
W Help me understand this dense
document.
MargiraBencarkGains Help me write a difficult email.
UndenyimriodeATcaieciure Help me formulate a plan.

The Principle: Model capability is the reason the product can deliver. The situation is the

||||||||||||||||||||||||||||



Play 2: Engineer the First Action & Make Quality Legible

Step 1: The Obvious Step 2: The Step 3: Legible
First Action Meaningful Reward Quality Signals

New tech loses users when A generic demo doesn't Consumers cannot directly

they ask, “What am | change behavior. Completing inspect a model’s intelligence.
supposed to do?”

a task that usually takes 40 1 iehivan ol atatEsh i
The interface must demand minutes in 40 seconds creates C “ mus rapstaﬁ 6C T}'CH
a simple, immediate action. a memory worth repeating. Mol ]l L I

, humanly recognizable evidence.
Do not require a complex

workflow to begin. 40 Minutes

Massive Time v * Does it admit uncertainty?
( @ Hedgtwn v/« Can the answer be verified?
/ *DoEs | ?
; | Pyt 48 Does it remember context
I




Play 3: Secure the Habit Loop Responsibly

User Control
& Privacy
= =
Conversation history makes the product Context creates privacy concerns, risking the
faster and more useful over time, raising Trust Brake. Control must be visible. Users
switching costs and automating retrieval. must understand what is remembered and
I - have effortless mechanisms to delete it.

The Tension: Turning use into habit requires continuity,
but continuity requires trust.



