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Al Visibility Diagnostic

Al Visibility Diagnostic — SaaS

CyberTech Case Study

Category: SaaS CyberTech (Cybersecurity Platform) - Location: Europe (UK / DACH / Nordics) -

Vertical: B2B SaaS - @A ERI TSN

Engines audited: ChatGPT, Copilot, Gemini, Perplexity - Runs logged: 120 (of a possible 120)

Your Al Visibility Score

2 1 e 5 % (77 / 360 points)

A. Discovery

B. Problem-triggered

C. Comparison

D. Validation

E. Switching

Overall

38.0%

22.0%

18.0%

12.0%

5.0%

21.5%

42.0% (SecureSaaS)

45.0% (SecureSaaS)

48.0% (SecureSaaS)

50.0% (SecureSaaS)

35.0% (SecureSaaS)

44.0%

-4.0

-23.0

-30.0

-38.0

-30.0

> Competitor figures are a presence/mention rate across prompts 1-20 and 26-30. Compare to your own presence

rate of 19.0%.

Diagnosis — your visibility pattern

Discovery-strong but Validation-starved

You're getting found — your Discovery score is nearly matching your top
competitor. But buyers hit a wall when they try to validate you (social proof,

reviews, case studies) or understand your switching process. This creates a "leaky
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funnel”: prospects find you, but the Al can't recommend you because it lacks the
evidence trail to back you up.

A\ 6 run(s) contained outdated product names or missing compliance references
(GDPR, SOC 2) — fixable via Band 1.

Competitor presence

SecureSaa$S 44.0%
CloudDefend Europe 38.0%
CyberGuard EU 31.0%

Sources the Al cited (your Band 2 to-do list)

¢ G2 Crowd (cited 14x) B Capterra (cited 11x) €2 'Top European
CyberTech' roundups
(cited 9x)

@ LinkedIn (cited 8x) [[] Product Hunt (cited 6x) GDPR / SOC 2

compliance listings (cited 4%, missing for you)

The fix list — prioritised by impact

Band 1T — Band 2 — Band 3. For a lean Saa$ team, Band 2 is your highest ROI.

Band1  Entity hygiene (weeks 1-2, do regardless) ©

e One canonical description: Your product name, core value prop (e.g., "API-first
cloud security"), ideal customer (SME B2B SaaS), and Europe focus — identical
across all platforms.

e Audit listings: G2, Capterra, LinkedIn, Product Hunt, your website meta titles, and
any EU startup directories. Fix outdated product names.

¢ Fix factual Al errors: The Al mentioned old features — trace where that came
from (blog posts from 2022) and update/redirect.

¢ Make your site machine-legible: Add clear "Features", "Pricing", and

"Integrations” pages with plain text, not just images.
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Third-party evidence (weeks 3-6) Y your biggest lever

Attack the sources column: Prioritise G2 and Capterra — your competitors
dominate there. Set up review collection campaigns targeting your happiest
European clients.

10 specific, vertical-mentioning reviews: Instead of "great product”, get "Great
API security for our fintech SaaS" — that matches your buyer's language.

Two public case studies with European logos (anonymised if needed) — publish

on your site AND syndicate as summaries on G2/Product Hunt.

Get listed in a "Top European CyberTech 2026" roundup: Many of these are
contributor-based — reach out to the editors with your story.

Depth in high-intent moments (weeks 7+) g/

Switching content for Category E: Create a "Migrating from [Competitor] to
[Your Product]" guide — the Al will cite this when buyers ask about switching.
Compliance visibility: Make your GDPR, SOC 2, and ISO 27001 certificates
publicly visible and link to them from your homepage footer.

EU-specific thought leadership: Publish a report on "Cloud security trends in the

DACH region" — earn backlinks from European tech blogs.

Tighten your ICP: If you're a generalist, pick your strongest vertical (e.g., fintech

or e-commerce) and own it in your messaging.

Quarterly re-run tracker

Re-run the identical 30 prompts every quarter — track your progress.

OVERALL SCORE HIGH-INTENT (B+D+E) FACTUAL ERRORS

21.5% 6

GAP TO BEST COMPETITOR

Generated by the Al Visibility Diagnostic. Method: The Al Visibility Audit (B2B Edition),
TheCMO.ink. Automated scores are directional — consumer Al assistants differ from their APIs

and personalise by user.

<~ Want your actual Al Visibility Score? Contact paul@thecmo.ink to run a full audit.
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Also available as a downloadable PDF on Gumroad.
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