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Your CEO asks: 
Is AI search working?

Can you answer?

Make sure to catch Wil Reynolds’ session Seen. Believed. Chosen. 
Today at 11:40 a.m in Exhibit Hall B



How can it 
be working, 
it’s sending 
almost no 
traffic!!!!

Sources: earnings calls from Booking Holdings (Q2 2026; Goldman Sachs, Sep 2026), Etsy (Q2 2026), LegalZoom (Q2 2026).

of room nights, and it 
“hasn’t moved so much”<1%

of traffic comes from 
agentic experiences<1%

of LLC formation traffic 
came from AI in June3%



Sources: Forrester, State of Business Buying 2026 (~18,000 global buyers); G2, The Answer Economy (1,076 B2B software buyers, Mar 2026); Semrush / Exploding Topics (2,338 
US adults, Jul 2026).

And yet, it 
shapes 
almost 
every B2B 
purchase…

Forrester
of business buyers used AI 
in their last purchase94%
G2
bought from a vendor 
they had never heard of33%
Semrush
of US adults bought on a 
chatbot’s advice41%



By Q3, our buyers asked about 
measurement ~2x as often as they talked 

about what their customers need.

13%

21%

Q1 2026

18%

27%

Q2 2026

17%

33%

Q3 2026

Customer needs

Share of sales calls where the 
prospect talked about what their 
customers want or need

Measurement

Share of sales calls where the 
prospect asked how to measure 
AI search

Source: 512 recorded Seer Interactive sales calls, Jan 1 to Sep 25, 2026. Prospect-spoken lines only. Share of all sales calls per quarter.
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It looks like SEO. So we...

Measure it like SEO It looks tiny, and the budget follows the 
traffic.

Optimize it like SEO We update our own site. The answer is 
built from pages others own.

Staff it like SEO The SEO person absorbs it, on top of a job 
that was already full.
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It’s your brand, on a screen, 
in front of a customer.
Why is a YouTube ad worth paying for, but

an LLM recommendation isn't?

IT’S NOT SEO.



What the buyer asks AI
The buyer’s question

“I run marketing at a 40-person B2B 
company preparing for expansion in 
2027… What’s the best CRM for a small 
to mid-size business that’s AI-native, 
not AI bolted on, and won’t cost more 
than about $100 per user per month?”
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Here’s what winning in AI Search 
looks like

1 BE SEEN  ·  When they ask, are we in the answer?

2 BE BELIEVED  ·  When we’re in the answer, does it get us right?

3 BE CHOSEN  ·  When it gets us right, does it lead to a purchase?
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Were you seen?
Seen Believed Chosen

Hubspot is named, but as the runner-up. Attio gets the pick. 6 others mentioned, but 
not in the context they want.

What AI told 
the buyer





Believe it or not, 
we tend to 
believe AI.

74%
of final shortlists came 
straight from the AI’s 

answer

64% clicked nothing. No new 
tab, no second opinion.

Source: Kevin Indig and Citation Labs, Google AI Mode usability study, 48 participants, 185 major-purchase tasks, 2026. Buyer prompt: Claude, October 2026.



How to measure it

THE METRIC YOUR BOARD UNDERSTANDS

Share of voice
How often does AI name us?

HOW TO MEASURE
Answers that name you ÷ all tracked 
answers to your buyers’ questions

THE METRIC THAT SHOWS YOU YOU’RE WINNING

AI Shortlist rate
On AI’s list before it reads a page?

HOW TO MEASURE
Query fan-out & grounding queries that name 
you ÷ all fan-out searches behind your buyers’ 
questions

Seen Believed Chosen



Run counts: Seer Interactive repeated-run analysis, 2026. Run cadence: Wil Reynolds, “Re-imagining AI Visibility KPIs in a Query Fan Out world,” Seer Interactive, October 2026.

WHAT YOU TRACK

Real buyer 
questions
“Best AI-native CRM 
under $100 a seat,” 
not “best CRM 
software.”

HOW OFTEN

10 to 30 runs 
a month
One run named 6 
brands. Ten runs 
named 13.

HOW YOU READ IT

Direction, 
not a score
Up or down vs. last 
month, and against 
which competitors?

Avoid the gotchas
Seen Believed Chosen



Were you believed?
Seen Believed Chosen

Described, but in reviewers’ words. None of it is HubSpot’s message, it’s owned by third 
party review sites.

What AI told 
the buyer



How to measure it

THE METRIC YOUR BOARD UNDERSTANDS

Message pull-through
Is AI telling our story?

HOW TO MEASURE
Answers that repeat your key messages
÷ answers that mention you

THE METRIC THAT SHOWS YOU YOU’RE WINNING

Brand accuracy
Is AI getting the facts right?

HOW TO MEASURE
Answers that get you right ÷ answers that 
mention you

Seen Believed Chosen



Were you chosen?
Seen Believed Chosen

Picked, and the pick held. Even when prompted to consider Salesforce, AI stuck with 
HubSpot.

What AI told 
the buyer



THE METRIC YOUR BOARD UNDERSTANDS

Pipeline contribution
Is demand following?

HOW TO MEASURE
Branded search + direct + demo requests
read against your AI metrics over time

THE METRIC THAT SHOWS YOU YOU’RE WINNING

Recommendation rate
When AI makes a pick, is it us?

HOW TO MEASURE
Answers that pick you
÷ all answers to your buyers’ questions

How to measure it
Seen Believed Chosen



Six KPIs that serve those funding the investment, and 
those optimizing the investment.

REACH  · BE SEEN

1. Share of voice
How often AI names you

1. AI shortlist rate
If AI searches for you by 
name

FREQUENCY  · BE BELIEVED

3. Message pull-
through
Whether AI tells your story

4. Brand accuracy
Whether AI gets the facts 
right

SALES PROXY  · BE CHOSEN

5. Pipeline 
contribution
Whether demand follows

6. Recommendation 
rate
How often AI picks you



AI Search is not 
a performance 

marketing 
channel. Full KPI menu, scorecard and 

tools
info.seerinteractive.com/alisa-scharf-2026-maicon


