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The Fundamental Differences

B2C

Buyer journey

Decision makers

Al query type

Content depth

Trust signals

Platform priority

Entity focus

Measurement

6—18 month research and evaluation cycle

Multiple stakeholders: CMO, CTO,
procurement, C-suite

'What is the best enterprise X for Y use
case?'

Long-form technical: white papers, case
studies, ROI analysis

Company credentials, case studies, analyst
recognition

LinkedIn, YouTube, Quora, industry forums,
Gartner/G2

Company + executive expert entities

Pipeline influence, SOV in B2B queries

Minutes to days — often impulse-influenced

Individual consumer or household

'‘Best X under £50 for Z'

Short-form: reviews, comparisons, UGC

User reviews, social proof, influencer
endorsement

TikTok, YouTube, Reddit, Instagram, review
platforms

Brand entity + product entities

Revenue attribution, product citation volume

B2B Al Optimisation Strategy

Platform priorities for B2B brands:

LinkedIn — primary platform for B2B Al citations; executive and company entity building

m Quora — expertise demonstration for decision-stage queries; expert-credentialed answers

B2B content strategy for Al citation:

YouTube — technical tutorials, product walkthroughs, thought leadership video
G2 and Gartner Peer Insights — review authority that Al cites for enterprise software queries

Industry forums and communities — niche communities with concentrated decision-maker audiences

m ROI calculators and frameworks — Al cites quantitative business case content heavily

m Technical white papers and implementation guides — depth signals expertise

m Analyst-backed research — Gartner, Forrester citations increase Al credibility

m Executive thought leadership — named experts with verifiable credentials

Case studies with specific metrics — ‘increased efficiency by 34%' is highly citable

B2C Al Optimisation Strategy

Platform priorities for B2C brands:

m TikTok — Gen Z product discovery; authentic demonstrations and trend participation

m YouTube — product reviews, how-to content, comparison videos with full transcripts

m Reddit — community validation; user-generated discussions that Al cites for recommendations

m Trustpilot / Google Reviews — review authority is a critical B2C Al citation signal
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m Instagram — visual discovery; Al increasingly references visual platform content

B2C content strategy for Al citation:

m Product comparison pages with honest pros/cons — Al cites balanced content for recommendation
queries

m User-generated content amplification — authentic reviews and testimonials carry high Al trust
m How-to and tutorial content — 'how to use X' queries are a major B2C Al citation opportunity

m Trend-aligned content — B2C Al responses for discovery queries heavily reference trending content

m Ingredient/specification transparency — Al cites brands with detailed, honest product information

Measurement Framework by Audience Type

Al Inclusion Rate High — track by key B2B queries High — track by product category
queries
Share of Al Voice Critical — long sales cycles mean SOV Important — especially vs top 3
compounds competitors
Citation Rate Key signal — linked citations drive Important — drives product page traffic

demo requests

Pipeline influence Primary KPI — Al-influenced Secondary — harder to attribute
opportunities
Revenue attribution Monthly tracking with quarterly review Primary KPI — direct purchase
influence
Review authority score G2/Gartner ratings as Al citation proxy Trustpilot/Google rating as citation proxy

Frequently Asked Questions

Q: Is AIO more important for B2B or B2C?
Both, but for different reasons. B2B needs Al visibility for long sales cycles and complex consideration — a
single Al citation during executive research can influence a six-figure decision. B2C needs Al visibility for
product discovery and purchase influence at the moment of consideration.

Q: Can the same content work for both audiences?
Rarely. B2B content is typically too technical and lengthy for B2C audiences. B2C content lacks the depth
B2B buyers need. Create separate content tracks for each audience, maintaining a unified brand entity
while varying format, depth, and platform strategy.

Q: What if my brand serves both B2B and B2C audiences?
Maintain separate content strategies and platform priorities while coordinating the brand entity. Separate
schema types can address both: Organisation schema for the brand, Product schema for consumer
products, Service schema for business services. Measure B2B and B2C Al visibility separately.
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Start Improving Your Al Visibility Today

B2B or B2C Al Visibility — Free
’B/B2C AIO Strategy Session
yad B2B vs B2C AIO Guide
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