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Leading Social Marketing Agency
Empowering Global Brand Growth

WSD is a frontline Al-marketing partner for brands competing in the Al era. We help
brands build the visibility and growth engine the Al-mediated buying journey now demands
— turning the newest AEO/GEO practices into playbooks your team can run the week they
emerge, not the year after.

Founded in 2014, WSD delivers end-to-end social marketing for global brands across
strategy, content, paid, and growth. Our mission is straightforward: connect brands to the
world through social, compound that growth with technology, and become the partner
global brands trust most.

- -~ e waAAaL AR
MAAAL L AL
Sas "

,,,,, [
voreer; s eseenssener

.
N
sasseree Mg

. Ay Sy My
Sy S
oe ? ¢ 0 saerry T R LA

e P
WA .4:' o0

’ o’ P LA
L L e’ L)
,,[’Ill,”,”l,fl"fl”" 55 4
’ .
ronr? gare? spnet?
v v PR
e Seveeee? ”
’ gaat? papi?
’ . spor?
L v v
vat?
YL

(

?
D
Hong Kong

(e 99

We run seven offices worldwide — New York, Toronto, Beijing, Shanghai, Wuhan, Hong Kong,
and Tokyo. Each team lives inside its local culture, language, and platform ecosystem, so we
read market shifts as they happen and turn them into strategies you can execute.

Our core team averages 5+ years in social marketing and knows platform mechanics,
content logic, and distribution cold — the combination that turns spend into reach and
reach into brand. To date we've served 3,000+ clients and earned 100+ industry awards and
certifications.

Al-driven marketing is the track that will define the next decade, and WSD is built for it. We
developed our own Al marketing engine to embed intelligence into every step of the journey.

Contact Us

Email: contact@wsdsocial.com
Website www.wsdsocial.com/en-us
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EXECUTIVE SUMMARY

Al now owns the front door to brand decisions. Brands
have a 12-18 month window.

In 2026, consumers and B2B buyers are handing three jobs to Al — discovery, evaluation, and
increasingly the purchase itself. Answer engines like ChatGPT, Perplexity, Gemini, and Claude,
and the agents built on top of them, have quietly replaced search as the real starting line of
the buying journey.

Here's the shift most marketing teams haven't clocked: the two things you've poured budget
into for years — Google SEO and paid ads — are among the lowest-weighted signals in how
Al decides what to cite. The channels that actually move Al recommendations, YouTube,
LinkedIn Articles, Reddit, Wikipedia, are the ones most brands have barely touched.

And it's accelerating. ChatGPT Ads opening to self-serve, the Agentic Commerce Protocol
going live, YouTube overtaking Reddit as an Al citation source in under six months — all of it
arrived in the first half of 2026. If the SEO and social eras are any guide, the brands that
move first build a 12-18 month lead that costs latecomers 2-3x as much to close.

The Core Framework of This Report

Our answer is SPARK: five capabilities that decide who wins in the Al era — Signal, Presence,
Advocacy, Revenue, and Knowledge. WSD is the only agency delivering all five as one
integrated stack.

63% 94% 50M

of shoppers now research of CMOs plan to increase ChatGPT shopping queries a
products with Al before buying AEO/GEO investment in 2026. day: the largest Al-native

— adlready past traditional commerce channel there is.
search.
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PART O1 - INDUSTRY TRENDS

Al Is Rewriting How Buyers Decide

This isn't a channel shift. It's a shift in who holds the decision.

Power moved from brands to consumers a decade ago. Now it's moving again from
consumers to the Al agents acting for them.

For years, the marketer's recurring headache was rising traffic costs and soft conversion. In
2026 the problem is different. In parts of SaaS, Google organic traffic is down 70-80% —
what we now calls "the Great Decoupling,” where ranking and traffic finally come apart.
Google isn't broken; buyers have simply stopped searching and started asking Al.

The change is the sharpest in B2B, where 73% of buyers already lean on Al tools instead of
search during vendor research. Translation: if you're not in the Al's answer, you're off the
shortlist before a rep ever gets the call.

That's why GEO (Generative Engine Optimization) and AEO (Answer Engine Optimization)
have moved from the fringe to the center of marketing today. Analysts project the GEO
services market will grow from $848M in 2025 to $33.7B by 2034 — a 50.5% CAGR. The figure
matters less as a market size than as a headcount: it's how many companies have already
seen this coming and started to move. The cognitive gap is a opportunity that can be
utilized.

AEO/GEO is the defining marketing topic of 2026, yet most brands still haven't
rebuilt their playbook around it. First movers are using that gap to build an Al-

citation moat no one can easily cross.

The Signal Shift: Al Doesn’t Read SEO

To compete in the Al erq, start here: Al cites sources on completely different logic than
search ranks them. The classic SEO signals — keyword rankings, backlink volume, anchor text
— barely register in Al citations. Across 200 million prompts, even the most-cited domain
rarely clears a 5% share; citation is inherently long-tail. Backlinks correlate with Al visibility at
just 0.218 — while unlinked brand mentions hit 0.664, three times stronger.

Put bluntly: the line items you've spent the most on for three years do almost nothing for
your visibility inside Al.
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PART O1 - SIGNAL SHIFT

Which Signals Are Rising, and Which Are Fading

Al isn't reading SEO signals. It's reading an entirely new scoreboard.

The old SEO signals — keyword rankings, backlink counts, anchor text — are heavily
discounted in Al citations. Across 200 million prompts, even the top domain rarely clears a
5% share. Backlinks correlate with Al visibility at 0.218; unlinked brand mentions, at 0.664
— three times higher.

The SEO signals Al discounts

Google keyword ranking Very high Medium Sharply weaker
Backlink count Very high Low—Medium (corr. 0.218) Sharply weaker
Backlink anchor text High Almost none No longer works

The levers that actually move Al

Unlinked Mentions Almost none High (corr. 0.664, 3x backlinks) Now critical

Branded Search Volume Indirect very high Now critical

Very high (16% cross-LLM, #1 social)

YouTube video citations None Now critical
Reddit community discussions Almost none High (.]OA’ LLM; 21% in Google Al Now critical
Overviews)
. - .
LinkedIn Articles Almost none High (#1B28; +6 placesin 3 Now critical
months)
Wikipedia / Wikidata entities Indirect ]\ga)ry high (26-48% of ChatGPT top- Now critical
G2 [ Trustpilot [ Capterra reviews ~ Almost none High (must-read for B2B decisions) Now critical
Content Q&A structure Almost none High (cited by 44.2% of top 30% Now critical
(answer-first) text)
Content freshness . . . L
(30-day cycle) Medium High (<30 days cited 3.2x more)  Amplified
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Here's what that means: when overseas media or a community so much as names
your brand, no link required. That mention carries more weight with Al than the
backlinks you paid dearly to build.

Every article, every thread, every review is how a citable brand asset.

Platform Citation Value: A Gap You Can't Average Away

The platform gap is just as stark. In August 2025, Reddit drove 44.2% of Al citations among
social platforms; YouTube, 18.9%. By December, it had flipped — YouTube 39.2%, Reddit 20.3%.
Six months, full reversal.

Profound data puts YouTube in 16% of all LLM answers — 18x Instagram and 50x TikTok. This
isn't a channel preference to balance; it's an order-of-magnitude gap. Split your budget
evenly between YouTube and TikTok and you've handed 98% of your Al-citation upside to the
competitor who went all-in on YouTube.

The two plays most brands have leaned on for three years, Google SEO and paid ads,
are exactly the signals Al discounts.

The four arenas that actually move Al — YouTube, LinkedIn Articles, Reddit, and
Wikipedia — are the ones most brands have left blank.
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PART 03 - RE-READING THE JOURNEY

The Intention Journey - 2026

The five stages still carry the same names. What happens inside each one has been
rewritten by Al.

Discover, Evaluate, Convert, Experience, Advocate — the funnel hasn't disappeared. But who
acts at each stage, where it happens, and how the decision gets made is being reshaped by
Al

Discover. You used to buy your way into view with ads and search, chasing reach and
impressions. Now Al does the discovering, and it doesn't see your media buy. It reads
YouTube transcripts, Reddit consensus, and LinkedIn Articles. Share of Model — your slice of
Al's answers — is quietly replacing Share of Voice as the metric that matters.

Evaluate. This is where it gets fundamental. Buyers have outsourced evaluation to Al, which
runs the two-hour competitive comparison in thirty seconds. Whatever the Al pulls decides
which version of you the buyer meets. If your content isn't in the citation pool, you're not in
the room.

Convert. The buyer isn't always human anymore. More “click to buy’ moments are executed
by agents, and product data has to be agent-ready, an agent that can't parse your listing
simply won't complete the order.

Experience. The blast radius is bigger now. Every honest bit of feedback on Reddit or X gets
crawled and remembered. A rough experience that ferments in a community can surface as
a quiet landmine in Al answers months later, often without you ever knowing when it started.

Advocate. The multiplier keeps compounding. A happy customer's genuine

recommendation on Reddit, cited by Al six months on, reaches every future buyer who asks.
That's a propagation loop the SEO era never had.

Al has rewritten every stage of the journey.

SPARK is our systematic response — an operating model for the Al era that replaces
channel-first marketing.
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PART 04 - SPARK FRAMEWORK

Five Capabilities That Win the Al Era

Intention Journey is the diagnosis. What Al did to the buying journey. SPARK is the
prescription, the capabilities you build to win every decision.

Signal - Build the Signal

Get Al to actively recommend you when someone asks for the "best X', not just
confirm you exist. AEO technical work, Entity Authority (how completely and
consistently Al recognizes your brand across the web), and always-on
cross-model monitoring keep you in the citation set.

Presence - Show Up Where It Counts

Maintain a real, Al-readable presence on the platforms that matter. In order: full
YouTube channel operation (the #1 LLM citation source), a high-cadence LinkedIn
Articles program (the top B2B citation arena), then a broader content matrix.

Advocacy - Earn Third-Party Trust

Get real people speaking for you. A three-tier KOL (Key Opinion Leader) pyramid,
performance PR, and verified reviews turn every credible outside voice into a signal
Al can cite.

R Revenue - Turn Presence into Pipeline

Convert Al-era visibility into measurable revenue. ChatGPT Ads, LinkedIn inbound-
led outbound, and Agentic Commerce integration cover the whole path from Al
discovery to closed deal.

Knowledge - See Inside the Black Box

Find the truth inside a journey you can't click-track. Share of Model (your
recommended share within Al answers — the Al era’'s new "market voice")
monitored across models, plus a Dark Funnel attribution layer, give you an Al-era
ROI story you can actually defend in the boardroom.
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SPARK Methodology

Build the Signal

Insight Presence

A

ADVOCACY

&__/

Pipeline Third-Party Trust

The five capabilities run at once, feed each other, and speed up the loop.
Every insight from Knowledge makes the next turn of Signal sharper.

Reading the Window

ChatGPT Ads opening up, Agentic Commerce going live, YouTube passing Reddit. It all
landed in the first half of 2026, and most brands haven't started the conversation yet.

If the SEO and social eras are the guide, first movers build a 12-18 month lead, the kind
latecomers burn several times the budget to close.
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PART 05 - ENGINE MATRIX

Seven Engines, Modular Delivery

SPARK is the method; the engines are the product. Seven engines cover the five
capabilities, combined to fit your goal.

s Brand Signal Engine - Flagship
Brand Signal Engine
Full-stack AEO plus Entity Authority. Get Al to recommend you on “best X" queries —

not just recognize the name. Backed by an always-on dashboard tracking Share of
Model across all seven major LLMs in real time.

P Content Engine - Flagship
Content Engine
A multi-format content line built for humans and machines at once. Priority order:

full YouTube operation — highcadence LinkedIn Articles — RedNote | X expansion.
Every format choice maps to its weight in Al citations.

A Community Engine
Community Engine
Reddit, UGC (user-generated content), and owned-community operation. Reddit

alone drives 21% of citations in Google's Al Overviews — a core source of Al-era
consensus. Every thread is potential citation material.

Authority Engine

A Authority Engine

Performance PR, a three-tier KOL pyramid, and verified reviews. Tier-1 coverage
(Forbes, Reuters, Bloomberg) is prime LLM training data — in 2026, PR is really the
work of feeding Al the signals you want it to learn.

R Demand Engine
Demand Engine
Cross-channel paid — LinkedIn, Meta, Google, plus ChatGPT Ads (self-serve since
May 2026; CPM $25-45, CPC $3-5, competition still thin). Note: alcohol, healthcare,

and finance aren't live yet and the pool is early — treat it as a first-mover foothold,
not a primary traffic source.
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@ wsp

R Commerce Engine - Frontier
Commerce Engine
Google Shopping Feed optimization (the source of 75% of ChatGPT product

recommendations), a Shopify agentic storefront, and dual ACP (Agentic Commerce
Protocol) [/ UCP (Universal Commerce Protocol) integration.

When agents buy on a human's behalf, the entry ticket is agent-ready product
data, not ad budget.

Two things decide whether Al picks you. First, structured data (schema markup) —
does your product page expose machine-readable price, inventory, ratings, and
specs? Second, clear descriptive attributes — can Al tell, in plain language, what
the product is for and what problem it solves, without keyword stuffing? Miss both
and, to an agent, you're invisible.

K Intelligence Engine - Differentiation

Intelligence Engine
Share of Model monitoring across models, plus a Dark Funnel attribution layer that tracks
Al-influenced decisions leaving no click trail for traditional analytics to catch.

It runs on cookieless aggregate data — no personally identifiable information, no

cross-site tracking, within GDPR | CCPA lines — and shows, across the whole black-
box journey, how much each platform’s content actually moved the pipeline.
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PART 06 - SOLUTION MATRIX

Tell Us the Goal, in Plain Language

Clients buy outcomes, nhot components. These five solutions are our most-used
engine combinations, mapped to the five growth goals brands bring us.

01-B2B Al Visibility Stack

"Get Al recommending us in our category.” - For Saas, B2B, and industrial products

Brand Signal Engine Authority Engine Content Engine Demand Engine

AEO foundation Tier 1PR + LinkedIn

Thought Leadership Monthly Linkedin Articles Inbound-Led Outbound

Intelligence Engine

Share of Model report

02 - YouTube Al Citation Engine

"We want to own YouTube." - For DTC, consumer electronics, education, and tools

Content Engine Authority Engine Brand Signal Engine Intelligence Engine

Full channel operation + YouTube Tier-1KOL reviews . . M o
transcripts/chapters Video entity optimization YouTubn?c/)-\Aitt:cl)trci:;gn rate

03 - DTC Agentic Commerce Launch

"We're breaking into U.S. DTC." - For beauty, apparel, home, and consumer electronics

Commerce Engine Authority Engine Community Engine Demand Engine
Shopping Feed + Shopif oy . Reddit genuine ChatGPT Ads + Met
Agegrt:?c 9 acejuce 0 Tier-1 media launch PR recommendations “ s +Meta
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@ wsd
04 - Reddit-Led Brand Building

"We want to own Reddit." - For brands that need to show up in Google's Al Overviews

Community Engine Authority Engine Content Engine Brand Signal Engine

Native operation + aged
accounts + 95/5 value-
to-promo

Reddit AMA Reddit-native long-form Citation monitoring

05 - LinkedIn Thought Leadership

“Our CEO wants a real profile abroad.” - For B2B Saas, industrial, and high-ticket services

Content Engine Authority Engine Demand Engine Brand Signal Engine
CEO monthly Linkedin . Inbound-Led Outbound DM Linked| fil
Articles +yp03ts Thought leadership assets follow-up enltri]tyeopr;irﬁ)qri(;c:t?on
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PART 07 - INDUSTRY EVIDENCE

Does Any of This Actually Work?

Every call in SPARK is backed by independent research and public data. Three bodies of
evidence, one question: in the Al era, how big a difference does visibility optimization really
make?

The Research: Princeton x Georgia Tech x Allen Institute for Al

The largest study of Al citation optimization to date — 8 content domains, 10,000 real queries,
published at KDD 2024 (ACM SIGKDD) [1] — tested how 9 optimization techniques changed
citation rates in generative engines. Its findings map directly onto the SPARK Signal engine.

The headline: GEO-standard optimization lifted a page's citation visibility by up to 40%, with
five techniques — citing sources, authoritative quotes, statistics, fluency, and an authoritative
tone — each adding 30-41% on their own. Better still, a non-top site sitting at #5 on Google
saw a 115% jump in Al visibility from “citing sources” alone. AEO rewards challengers far more
than SEO's winner-take-all ever did, which means challenger brands finally have a passing
lane the SEO era never offered.

The Market: Al-Driven Retail Traffic Is Exploding

Adobe Digital Insights clocked Al-driven retail traffic up 393% year over year in Q1 2026, and it
converts noticeably better than traditional search traffic.

Contently found 75% of the data behind ChatGPT's product recommendations comes
straight from the Google Shopping Feed. Brands with thin product data are being skipped by
Al, usually without ever realizing it.

The Platforms: YouTube's Citation Lead Is Now Order-of-Magnitude

Goodie Al analyzed 6.1 million citations: YouTube's share among social platforms climbed
from 18.9% (Aug 2025) to 39.2% (Dec 2025) as Reddit slid from 44.2% to 20.3%. Profound
confirms YouTube pulls 18x the Al citations of Instagram and 50x TikTok. This isn't preference;
it's baked into how Al is trained.

REFERENCES

[1] Aggarwal, A. et al. "GEO: Generative Engine Optimization.” KDD 2024, ACM SIGKDD. arXiv:2311.09735
[2] Adobe Digital Insights. Al-Driven Traffic Report, QI 2026.

[3] Goodie Al. Social Platform Al Citation Analysis, 6107555 | 2%, 2025.08-2025.12.

[4] Profound Research. Al Citation Benchmark Report, 2025.

[5] contently. Al Product Recommendation Source Analysis, 2026.

SPARK - WSD Al Marketing Strategy White Paper - 2026 Page 15 of 21



PART 08 - WSD DIAGNOSTIC FINDINGS

Greatonce you're named is just defense. The

real problemis upstream.

Running Al-visibility diagnostics for brands, we keep finding the same issue — and it's
harder to spot than simply vanishing from Al.

Diagnostic Case: The Buyer Hasn't Thought of You Yet — and Al Is Already
Recommending Someone Else

We ran a preliminary AEO audit for a global leader in commercial equipment: four major Al
platforms, 24 non-branded scenarios.

( )
Al Mention Rate Content Citation Citability
Across every non-branded In non-branded scenarios, the Official pages scored a
“which brands fit scenario official site was cited zero D (13/30) on AEO citability.
times.

X" question:
Reachable, but not built for

Alleaned entirely on Al to lift answers straight off

This brand appeared 5x encyclopedias, trade media,

. ) the page.
Competitor A appeared 16x and third-party buying
. guides. The brand's own story
Competitor B appeared 15x was skipped completely.
- THREE KEY FINDINGS ~

Reverse test: name the brand directly and all four platforms described its products
accurately and positively. The brand isn’t short on substance or content. It’s just that,
before the buyer thinks to name it, Al has already recommended someone else.

This "upstream absence’ shows up in nearly every diagnostic we run: near-zero mentions in

nonbranded queries, strong performance once named, and third-party content — media,
communities, buying guides — not the brand, defining how Al sees it.
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Al mentionrate 1/24 (4%) 8/8 (100%) Barely on the upstream shortlist

Official-site citation Al's answers are written by third
0/18 (0%) 3/6 (50%) , y

rate parties

Loculocompetitor 16/24 (67%) _ Rivals have quietly taken the
mention rate ground

Page structure won't give Al a

AEO citability D grade (13/30) direct answer

The most useful finding isn't the numbers — it's the opening they expose.

For this brand's core line, some platforms already cite the official pages once it's named, so
content quality isn't the bottleneck. The gap is AEO configuration and coverage for non-
branded queries, which is exactly where a WSD AEO diagnosis starts.

By the time a buyer arrives with the shortlist Al handed them, you were cut long ago.

You may never know you lost — no one calls to say "we considered you and passed.”
Every sales motion after that is patching a defeat you didn't know you'd taken, not driving
growth.
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PART 09 - WHY WSD

Frontline Al Practice, Run at Operating Depth

2026 isn't short on social agencies. It's short on a partner who can turn the newest Al
marketing practice into a growth system brands can actually run.

What makes WSD different is the combination of four things — pull any
one and the other three stop working.

WSD once conducted an AEO preliminary audit for a leading global commercial equipment
manufacturer, covering four mainstream Al platforms and a total of 24 non-brand word test
scenarios.

— O1 First-Hand Al-Marketing Intelligence

e Direct lines to the top Al-marketing data sources — Adweek, Profound,
EMARKETER — with 50+ tracked weekly

e ChatGPT Ads launched in Feb 2026 and we integrated it the same month; when
LinkedIn climbed six spots in ChatGPT citations in three months, we caught it in
real time

* Moving the newest practice to ground-level execution before it goes
mainstream is the reason we exist

— 02 Deep Operating Experience Across Verticals

e 5+ years embedded with brands across Saas, consumer electronics, fintech,
and industrial manufacturing

o We operate inside each target market's culture, language, and platform
ecosystem, not from the outside looking in

o We frame the problem in your market's language and solve it with frontline
method
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— 03 SPARK Full-Stack Delivery

e More than content, more than media. All five capabilities come with method,
product, and a dedicated team

e End-to-end, from Entity Authority in Signal to Share of Model monitoring in
Knowledge

e That's the line between us and the best single-point specialists

— 04 Dark Funnel Attribution Layer

e An Al-citation attribution model plus self-reported data reveal how much
each platform’s content actually moved the pipeline

e Cookieless and aggregate — no cross-site Pll — within GDPR / CCPA lines

e A durable edge pure agencies rarely have and consultancies rarely
operationalize

Quick Self-Check: Is Your Brand Al-Ready?

I:I Ask a major answer engine for the "best |:| Do you have 20+ verified reviews on G2 or
[your category]": does your brand show Trustpilot from the last six months?
up?

I:I Are your YouTube videos fully optimized I:I Has your site had real AEO work — an

with chapters and transcripts? [Ims.txt file, Al crawler-friendly setup?
I:I Are you publishing LinkedIn Articles, or I:I Do you know who Al recommends first in
only posts? your category, and why?

D Is your Wikipedia [/ Wikidata entity
complete and current?

Answer “no"” to more than half and you've got a systematic blind spotin your Al-
era visibility, and odds are a competitor is already turning that gap into a head
start.
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PART 10 - COMMITMENT

Run Your Al Blind-Spot Diagnosis

Free - Limited slots - Built for brand decision-makers

Marketing isn't getting an upgrade, it's being rebuilt. Once the decision moves from people to
Al, your KPIs, budgets, and partner model all have to move with it. Before you lock your 2026
global plan, get a clear read on how your brand actually looks inside the Al brain.

Ol 02

Al Visibility X-Ray Cognition-Lag Correction
Where you stand across the A read on how Al-readable
seven major LLMs, ChatGPT, your YouTube, LinkedIn long-
Perplexity, Gemini, Al form, and public reputation
Overviews, Al Mode, Claude, really are, benchmarked
Copilot. See where you're against competitors, not
invisible and where traffic vague advice, but an

gets intercepted. executable checklist.

Free 30-Minute
Consultation

Leading Social Marketing Agency
@ WSD Empowering Global Brand Growth

03

Competitor Benchmark

Exactly who Al
recommends first in your
category, and why. It's the
starting point for your
counter-play and budget
shift.

Partnership Depth Markets Covered
Focused Launch - Growth Partnership - North America, Europe, Southeast Asia,
Full Stack, start at the depth that fits the Middle East — every English

language Al market
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Data Note

Based on first-half 2026 observations;
updated quarterly to stay current
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We don't make
brands visible.
We make them
chosen—

by humans, and by the agents
acting on their behalf.

Contact Us

Email: contact@wsdsocial.com
Website www.wsdsocial.com/en-us

WSD Website




