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Executive Summary

The Business Case for Al Visibility

01

Al search now shapes B2B
purchase decisions.

Buyers use ChatGPT, Gemini,
Perplexity, Claude, and Copilot to
identify vendors and shortlist
before speaking to sales. Brands
named in those responses have a
structural advantage. Brands
absent face a gap that traditional
SEO metrics cannot see.
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Strong SEO does not
guarantee Al citation.

Fortinet — a Gartner Magic
Quadrant Leader with 700,000+
customers — had zero Al citation
presence despite dominant
search rankings. Al systems use
different retrieval signals. Existing
organic investment does not
automatically transfer.

03

The ROl is measurable from
day one.

Share-of-model baselines are
established within 5-10 days.
Published programs show citation
gains within 30-90 days.
Al-referred sessions convert at
above-average rates. Attribution
frameworks exist to report ROI to
a CFO.
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Published Benchmarks

The Business Case for Al Visibility

3.2X%

Increase in Al search conversions in 6
months franchise
NoGood / SteelSeries Ignite Visibility

3,400

Direct conversions from Al-referred traffic

Mentimeter (2.7% CVR) Passionfruit

458%

Al visibility growth for a home services

+/1%

Al visibility growth in 8 weeks

124K

ChatGPT-referred sessions for a B2B
Saas platform
Mentimeter

5x

Al traffic lift from lims.txt in under one day

Concurate

Results drawn from published third-party case studies. Presented as evidence of outcomes that properly executed Al visibility programs have produced, not as

guarantees.

Industry Evidence

Presentation Software Platform

124K ChatGPT sessions and 3,400 direct conversions in one
tracking period after optimizing use-case pages for Al extraction.
Al-assisted sessions converted at 6.4% — well above site
average.

Source: SE Ranking - Mentimeter

Mid-size Technology Firm

Achieved 12.5% share of Al search coverage in their category —
outranking Deloitte and Amazon in LLM citations for target queries
through entity authority strategy.

Source: Chilli Fruit - Future Processing

ABM and Demand Generation Client Program

Global Network Security Vendor

Zero Al citations despite Gartner Magic Quadrant Leader status
and 700K+ customers. After dedicated program: appearing across
all major Al platforms. Legacy SEO did not transfer.

Source: LeadWalnut / Marketing Experts Hub - Fortinet

Premium Cookware Brand

+559% increase in organic sales attributed to Al-referred traffic
after implementing conversational Q&A content and
Product/Review schema. Higher repeat purchase rates from
Al-referred customers.

Source: AEO Engine - DI ORO

Achieved 82—-84% Al citation rates across target queries and attributed $90M+ pipeline impact through systematic topical authority building in
the B2B tech sector. Demonstrates that Al visibility programs can produce board-level commercial outcomes measurable in pipeline terms.

Source: The ABM Agency
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The Measurement Framework

The Business Case for Al Visibility

Four metrics define Al visibility ROI. All are measurable from day one of an engagement.

Share of Model

For a defined query set, the percentage of Al-generated
responses citing your brand versus competitors. This is
your Al visibility market share — the primary KPI.

Al-Referred Traffic

Perplexity and other platforms produce clickable citations.

GA4 and Adobe Analytics segment this traffic, which
shows consistently above-average engagement and
conversion rates.

lllustrative Program Timeline

Al Visibility Audit Delivered

90-day roadmap.

Foundation Layer

Citation Accuracy

When Al systems cite you, are descriptions accurate and
current? Inaccurate Al descriptions damage
consideration. Baseline accuracy established in audit;
corrections tracked quarterly.

Conversion Rate

The most commercially meaningful metric. Published
programs show Al-assisted conversion rates of 2.7-6.4%
versus typical organic averages of 1-2%. Higher intent =
higher conversion.

Written report. Citation baseline across 5 platforms. Competitive gap map. Corrected JSON-LD code templates. Prioritized

Month 1 Schema corrections deployed. llms.txt live. AEO content restructuring begins. Early extraction wins visible for brands with

existing content depth.

Citation Authority Build
Month 2—

. FAQ and HowTo schema on priority pages. Entity clarity improvements. Initial share-of-model measurement vs. baseline. First

ol

Share-of-Model Growth

Month 4—
6

and converting above average.

P Compounding Authority

12

citation gains in less competitive categories.

Citation authority compounds. Al-referred conversion data available for CFO reporting. Published programs document
$10K-$90M+ pipeline impact at this stage.

Timeline is illustrative. Actual results depend on starting position, content volume, category competitiveness, and execution velocity.
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Full programs show citation share growth from +36% to +458% vs. baseline. Al-referred traffic begins appearing in analytics
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Making the Internal Case

Al visibility investment typically requires sign-off from multiple stakeholders. Here is the core argument for each.

For the CEO / Board For the CFO

Al-assisted research now influences the majority of B2B purchase Al visibility produces measurable, attributable outputs:

journeys. Brands absent from Al-generated responses lose share-of-model improvement tracked from baseline, Al-referred
consideration set inclusion before the first sales conversation. traffic in existing analytics platforms, and Al-attributed conversions
This is a structural channel risk, not a marketing optimization reportable against program cost. The audit establishes the
opportunity. The window for establishing citation leadership is baseline at a defined fixed cost before any larger commitment is
open but narrowing. made.

For the CRO / VP Sales For the CMO

Al-referred leads convert at materially higher rates. A buyer who Al visibility integrates with and amplifies existing SEO and content
receives your brand name from ChatGPT in response to a vendor investment. The foundation work — structured data, content
query arrives pre-qualified with specific intent. Published architecture, entity clarity — improves performance across both
programs show Al-assisted conversion rates of 2.7—6.4% versus traditional and Al-native search simultaneously. It is the layer that
typical organic averages of 1-2%. This is a lead quality argument makes current programs visible on the fastest-growing channel.

as much as volume.

The cost of inaction compounds. Al citation authority is self-reinforcing — systems cite sources they have cited before.

Brands establishing citation presence now are building an asset that latecomers will find increasingly difficult to displace. The
window is open. It is narrowing.
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Ready to see your
citation footprint?

The Al Visibility Audit is a written diagnostic delivered within 5-10 business days. It establishes your real
citation baseline across ChatGPT, Gemini, Perplexity, Claude, and Copilot — with competitive gap
analysis, schema recommendations, and a prioritized 90-day roadmap your team can execute the day it

arrives.

O Written audit report (25—-40 pages)

0 Corrected JSON-LD code templates included

[0 90-day action roadmap - No sales call required
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