2026 Al Visibility Index

Al Visibility by Growth Stage:
What the Index Reveals About B2B Discovery in the Al Era



Al Visibility = Readiness + Authority

Executive Summary

Al answer engines are rapidly becoming a primary discovery channel for B2B buyers. Increasingly, prospective
customers are asking generative Al systems to recommend vendors, explain categories, and compare
solutions before ever visiting a company website.

This shift has created a new competitive battleground: Al visibility.

To understand how B2B brands are performing in this environment, 2X conducted an Al Visibility Audit of
70 leading B2B companies, evaluating both their technical readiness for Al discoverability and their actual
presence in Al-generated answers.

Our research reveals a fundamental insight:
Technical readiness enables discoverability, but authority determines visibility.

Many companies have invested heavily in SEO infrastructure, content architecture, and structured data.
Yet many remain absent from Al-generated answers, while others with comparatively modest technical
readiness appear consistently in Al recommendations.

The difference is market authority.

Authority reflects a brand’s presence in the broader ecosystem of signals that Al systems rely on, including:

e Third-party reviews @ Category ownership 0 Brand recognition

0 Independent citations @ Community narrative

Our findings reveal several important patterns:
- Only 4.3% of companies maintain a healthy Al visibility funnel

- Many enterprises suffer from a Brand-Product Paradox, where products are visible but the corporate
brand is not

- Massive review ecosystems create a powerful Review Moat that strongly influences Al recommendations

- Many high-performing companies are invisible in top-of-funnel discovery queries

These insights point to a new strategic mandate for marketing leaders:
Winning in the Al era requires deliberate brand-level authority building, not just technical optimization.

The Al Visibility Audit was developed to help companies diagnose readiness gaps and identify the strategic
actions required to build authority and increase visibility in Al-driven search environments.

© 2X | Growth. Orchestrated. All rights reserved. 2



Al Visibility = Readiness + Authority

Why Al Visibility Matters

For two decades, digital discovery followed a predictable pattern:

© Search engine results pages displayed links.
© Buyers clicked through websites.

© Companies competed primarily for page rankings.
Generative Al has fundamentally changed this model.

Today, buyers increasingly ask Al systems questions such as:

"What are the best CRM platforms for scaling SaaS companies?”
"What tools help manage enterprise project teams?”

"Which marketing automation platforms integrate with Salesforce?”

Instead of returning a list of links, Al engines synthesize answers, often recommending a small set of
companies directly.

In many cases, only three to five vendors appear in the response.

This dramatically raises the stakes for brand visibility.

Companies that are consistently referenced in Al-generated answers benefit from:
- Increased brand discovery

- Higher trust and perceived authority

- Earlier inclusion in buyer consideration sets

Companies that are absent from these answers risk losing influence before they ever enter the buyer's
consideration set.

Understanding and improving Al visibility is therefore becoming a critical responsibility for modern
marketing organizations.
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Methodology

The Al Visibility Audit analyzed 70 B2B companies across multiple software and technology categories.

The audit evaluates two primary dimensions:

Technical Readiness

Technical readiness reflects how well a company’s digital infrastructure supports discoverability by Al systems.
The audit evaluates signals such as:

— Structured data implementation -~ Review ecosystem strength
-> Content architecture and topical coverage - Technical site structure
- Third-party citation presence - Platform integrations

Each company receives an Al Visibility Audit Readiness Score (0-200).

These findings form the foundation of the 2026 2X Al Visibility Index, which benchmarks how often B2B brands
appear in Al-generated discovery environments.

Al Visibility Testing

To evaluate real-world visibility, we tested a series of category-level and buyer-intent prompts across Al
answer engines.

Prompts were grouped into three stages of the buyer journey:

Top-of-Funnel Awareness and category definition queries
(TOFU) Example: “What is project management software?”

Mid-Funnel Evaluation and solution comparison queries
(MOFU) Example: “What are the best CRM platforms for mid-size SaaS companies?”

Bottom-of-Funnel Purchase validation queries
(BOFU) Example: “Which CRM integrates best with HubSpot?”

For each company, we measured:

- Mention Rate — Percentage of relevant queries where the company appeared
- Position When Mentioned - Where the brand appeared within the response
- Funnel Coverage - Visibility across TOFU, MOFU, and BOFU queries

This approach allows us to compare technical readiness with actual visibility performance.
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The Readiness vs. Authority Framework

Readiness vs. Authority Matrix

Authority

Authority-Driven
Disruptors

High authority despite
modest readiness

Emerging Players

Authority Leaders

High readiness + strong authority

Invisible Excellence
Technically optimized but

lacking authority

One of the clearest insights
from the Al Visibility Audit
analysis is the distinction
between readiness and
authority.

Technical readiness provides
the infrastructure required for
discoverability. But authority
determines whether Al
systems reference a brand

in their responses.

A company may have excellent
technical optimization but still

Technical Readiness

High

lack the ecosystem signals
that Al models interpret as
credibility and influence.

Key Finding 1

The Brand-Product Paradox

One of the most surprising discoveries in the analysis is what we call the Brand-Product Paradox.

In several large enterprise companies, individual products appear frequently in Al-generated answers while the
corporate brand itself is almost entirely absent.

In one major enterprise software organization:

/

Brand-Product Visibility Gap
Product o This represents a 60-point visibility gap.
: 70%
mention rate
Al systems interpret these products as
independent solutions rather than as
Brand part of a unified platform.
mention rate
) Al systems recognize individual products but fail
0 10 20 30 20 50 60 70 80 to associate them with the parent brand.

® Implications for Marketing Leaders

Companies with complex product portfolios must ensure that brand authority connects the ecosystem.
Otherwise, Al systems may fragment visibility across individual products, reducing overall brand influence.
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Key Finding 2
The Review Moat Effect
Our research strongly supports what we call the Review Moat hypothesis.
Companies with massive volumes of independent user reviews demonstrate dramatically higher Al visibility.

One leading CRM platform in our study achieved:

COveraII Al Mention Rate C Buyer-Intent Visibility ) Review Moat Visualization \
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Review volume
Average position: Top third of responses
Higher review volume correlates with
This platform also maintains over 34,000 G2 reviews. higher Al visibility.
Al models interpret this large volume of verified customer Large review ecosystems act as authority signals for Al
feedback as a powerful signal of credibility. \_ answer engines. )
® Implications for Marketing Leaders
Review generation is no longer just a reputation management activity.
It is becoming a core discoverability strategy in Al-driven search environments.
Key Finding 3
The TOFU Visibility Gap
Several companies with strong overall visibility still Funnel Visibility
suffer from a critical strategic weakness: absence
from TOFU discovery queries. TOFU
visibility
One leading work-management platform achieved:
MOFU
C Overall Al Mention Rate> C Readiness Score ) visibility
BOFU
visibility
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92.5%

This pattern reflects strong MOFU and
BOFU visibility, but weak TOFU visibility.

Many companies dominate evaluation queries but fail to appear
in early discovery.
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The company performs exceptionally well once buyers already understand the category but fails to shape
early discovery.

® Implications for Marketing Leaders

Category education and thought leadership content remain critical for Al visibility.
Brands that define the category tend to appear earlier in Al-generated recommendations.

Key Finding 4

The Unexpected Authority Leader

One of the most striking results in the dataset is a relatively small restaurant technology company that
achieved 90% Al visibility despite modest technical readiness.

Readiness Score Al Mention Rate TOFU Visibility

71% ’ ‘ 90% ’ 100%

This company consistently appears when users ask broad questions about restaurant technology platforms.

Its success demonstrates that strategic authority building can outweigh technical optimization.

® Implications for Marketing Leaders

Category ownership can allow focused companies to outperform much larger competitors in Al
discovery environments.
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The Broader B2B Landscape

Beyond individual companies, the dataset reveals several patterns across the broader B2B ecosystem.

The 4% Funnel

Only 4.3% of companies analyzed maintain a healthy Al visibility funnel in which discovery-stage visibility
exceeds purchase-stage visibility.

Most companies exhibit the opposite pattern.

They appear only in queries where the buyer already knows the brand or category.

4% 96%
Healthy Funnel Inverted Funnel

Most companies are visible only after demand already exists.

The Visibility Gradient

Al visibility is not binary. Instead, companies exist along a continuous spectrum.

38% 38% 24%

Highly Visible Moderate Visibility Nearly Invisible

This distribution suggests that incremental improvements in authority can produce meaningful gains
in discoverability.

Invisible Excellence
Eight companies in the study demonstrate high technical readiness yet appear rarely in Al answers.

These companies represent what we call Invisible Excellence, organizations that have invested heavily in
infrastructure but have not yet translated that readiness into authority.
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Al Visibility Maturity Stage

The research suggests four broad maturity stages.

Stage 1: Authority Leaders

Score: 170+

Strong readiness and dominant Al authority.

Stage 2: Strong Contenders

Score: 160-169

High readiness with strong category positioning.

Stage 3: Paradoxical & Niche Players

Score: 130-159

Brands experiencing authority gaps or niche dominance.

Stage 4: Emerging & Lagging

Score: Below 130

Companies with significant readiness and authority gaps.

® Implications for Marketing Leaders

The findings point to several strategic priorities:

o Authority now drives discoverability
Technical optimization alone is insufficient.

Review ecosystems influence Al recommendations

Fragmented product branding weakens visibility.

e Brand authority must unify product portfolios
e Category ownership drives top-of-funnel visibility

Large volumes of authentic user feedback act as authority signals.

Brands that define the conversation appear earlier in Al responses.
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Improving Al Visibility
Companies seeking to improve their Al presence should focus on:
@ Expanding authentic review ecosystems Q Clarifying brand-product architecture

e Strengthening category authority content @ Improving structured content architecture

Q Increasing third-party citations and mentions

About the Al Visibility Audit

The Al Visibility Audit is 2X's propriety search audit.

The platform evaluates a company’s readiness for Al-driven discovery while measuring its real-world presence
in Al-generated answers.

The audit identifies both:

- Technical readiness gaps
—> Authority signals that influence Al recommendations

Organizations use the Al Visibility Audit to understand their current visibility position and prioritize actions that
increase discoverability.

About 2X

2X is the GTM operating system for B2B marketing and revenue leaders, embedding strategy, execution,
technology and Al as a single accountable partner. We combine specialist talent, Al-activated workflows
and revenue operations to deliver measurable, board-ready outcomes. We partner with leading platforms—
including 6sense, Salesforce, Adobe, HubSpot, Gong, Bombora, Clay, Google, and Meta—and deliver
seamless integrations, certified implementations and co-developed solutions that accelerate revenue
outcomes. With 1,200+ specialists and 200+ enterprise clients, 2X is on the Inc. 5000 and Financial Times
fastest-growing lists.

2X. Growth. Orchestrated. Learn more at 2X.com or follow us on LinkedIn.

Want to understand your brand's Al visibility? Run an Al Visibility Audit

Run the Al Visibility Audit to benchmark your Al searchability and identify
the authority and technical gaps limiting your discoverability.
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